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The Power of Words: Persuasive Strategies

Abstract

This paper examines persuasion ingrained in two
seminal books, the Qur'an and Nahj al-Balaghah.
The study aims to bring to light how these two
books use different linguistic choices as persuasive
strategies (attribution and duty toward community)
to inspire and shape individuals' attitudes. The
problem focuses on the necessity to clarify how
sacred books employ linguistic and psychological
strategies to influence behavior toward agreement
and ethical stances. Governed by the research
question—to what extent do these two influential
books use attribution theory and duty toward the
community asstrategiesforpersuasion? —thepaper
hypothesizes that the two texts deliberately stress
attribution (moral credibility) and duty (collective
responsibility) to build trust and social solidarity.
Using qualitative content analysis, the methodology
investigates selected verses from the Qur'an and
letters from Nahj al-Balaghah, merging stylistic,
pragmatic, and cognitive frameworks. The findings
of this study indicate that these texts sometimes
function as powerful persuasive works that merge

\@&3>—
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ethical authority with social accountability, creating
constant standards for moral behavior.

S
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Keywords: Religious discourse, attribution theory,
duty toward community, ethical governance, epis-
temic vigilance
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1. Introduction

In Dale Carnegie's prominent book, '‘How to

S
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Win Friends and Influence People,’ particularly
dating back to 1936, the concept of persuasion
has inspired public awareness. He proposed, in
his distinguished and influential work, effective
techniques for persuading others by changing their
emotional insights, active listening, and providing
reinforced support. These effective techniques
created a significant critical shift in the cultural

Special Issue on English Language Researches for the m

consciousness of human interaction. &

)

@

Persuasion, widely recognized as the mechanism
by which attitudes are influenced and adjusted,
represents a focal point within the scope of social
interaction and social influence. Due to this,
Kassin et al. (2011, p. 214) noted that persuasion
is “the process by which attitudes are changed.”
According to them, the process of changing
attitudes is essential to persuasive procedures
owing to the fact that attitudes are cognitive
critiques (positive or negative cognitive critiques)
that people construct about others' attitudes. They
argued that the persuasive mechanism is not just



peer-reviewed scientific journal

Huda Al Thaqalayn is a semi-annual

]

The Power of Words: Persuasive Strategies

about the tangible or visible evidence of behavior;
instead, it pertains to reconstructing an individual's
psychological (internal) disposition regarding a
particular subject. Thus, their definition emphasizes
the persuasionrole in both psychological and social
contexts, where revising and reshaping attitudes
can lead to permanent transformations in beliefs,
standards, and behaviors.

Kassin et al. (2011) affirmed Perloff's conceptual
viewpoint concerning persuasion. Perloff (2003)
stated that persuasion is a process of attitude
change (intentional effort) in individuals' beliefs
and behaviors. He remarked that persuasion is
“a symbolic process in which communicators
try to convince other people to change their
attitudes or behavior regarding an issue through
the transmission of a message, in an atmosphere
of free choice” (p. 8). Both share the same view
that the key objective of persuasion is the shift
of attitudes, whether referred to as an act of
communication, whether verbal or non-verbal
(Perloff), or as a process (Kassin et al.). With regard
to Perloff's definition, considering the distinction

\@&3>—
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between persuasion and coercion, he stresses that
the addressee is experiencing ‘an atmosphere of
free choice,' i.e., the addressee is not subjected
to threats or deception. In harmony with Perloff's
perspective concerning ‘free choice,' O'Keefe (2016,
p. 4) conveyed the same stance that persuasion
is “a successful intentional effort at influencing
another's mental state through communication

S
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in a circumstance in which the persuadee has
some measure of freedom" [ltalics added]. The
phrase ‘some measure of freedom' entails Perloff's
standpoint that persuasion is deeply different from %

Special Issue on English Language Researches for the m
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coercion (forceful persuasion).

Shiftingthefocustoanotheraspectofpersuasion,
research has also explored the content of the sent
message. Chaiken (1980,p. 764) confirmedthat“The
systematic versus heuristic analysis, which argues
that greater involvement heightens recipients'
tendencies to scrutinize message content,
suggests that high involvement can both facilitate
and inhibit persuasion depending on the quality of
persuasive argumentation” [emphasis added]. She
examined the influence of the message content
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In persuasive discourse, primarily concerning the
recipients' cognitive involvement. When recipients
are cognitively involved, it means that message
content is relevant; that is, cognitive involvement
directs recipients' attention to handling content in
a structured manner. Additionally, high involvement
shapestherecipients' understanding of the strength
of message content (arguments). If the arguments
are strong and evidence-based, actively engaged
individuals tend to be persuaded. On account of
this, recipients critically examine the message,
scrutinize information, and assess the validity and
effectiveness of the content rather than depending
on external cues. Not only Chaiken, but Petty and
Cacioppo(1986,p.134)alsodelvedintothemessage
content. They remarked, "one way to influence
attitudes is by varying the quality of the arguments
in a persuasive message." Varying the ‘quality of
the arguments’ among motivated recipients (highly
involved recipients) means constructing highly
influential persuasive arguments. Consequently,
they will be in a position to be more stable and
unaffected by counterarguments.

The Power of Words: Persuasive Strategies \%}&
in the Qur'an and Nahj al-Balagha f@/\ég
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2. Religious Discourse and Persuasion

S
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According to Clifford Geertz, Religion, as a
concept, stresses symbolic and experiential ranges
rather than adhering to theological or structural
insights of religion. Geertz (2002, p. 19) stated
that religion is "a system of symbols which acts
to establish powerful, pervasive, and long-lasting
moods and motivations." His textual analysis places
religion in a more comprehensive cultural context,
offering the perspective that the symbolic system
is not confined to reflection but also significantly &

Special Issue on English Language Researches for the m
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constructs individuals’' understanding, emotional
responses, and actions. By conceptualizing religion
as an embedded factor within cultural contexts,
Geertz offers new insights to grasp how religion
manifests in both theoretical stance (belief) and
lived experiences (practice). The reason behind
such an offer is to give a purposeful understanding
to the world and to maintain value-based and
emotional paradigms in social situations.

Regarding religion as a system of symbols,
researchers have widely argued that the persuasive
intentions of religious discourse may berooted inits
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primary function rather than its external structure.
As Kim (2016, p. 4) confirmed, “Religious discourse
can be intrinsically persuasive in its aims.”
Persuasion, according to Kim, is not minor; rather,
it is an essential and intrinsic aspect of religious
communication rather than an insignificant feature.
In the context of the intrinsic persuasive nature
of religious discourse, researchers have made a
distinct shift regarding persuasion, particularly
by tracing its rhetorical (persuasive) dimensions.
They have observed its diverse communicative
functions, ranging from direct persuasion to more
implicit forms. Concerning this, Kim drew attention
to this type of variation, stating that “Not all forms of
religious discourse are overtly persuasive in nature
(e.qg., stories, poems, liturgies, prayers, etc.) and
multimodality is central in some religious discourse
(e.g. music, olfactory devices, costume, spatial
arrangements etc.) (p. 60)." Kim offers a broader
understanding of religious discourse, transcending
written or verbal communication to integrate
intellectual and performative aspects that enhance
the religious message and its persuasive power.

S
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Extending further, Foucault, in his book, The
Archaeology of Knowledge (1972), discussed the
representation of powerindiscourse. He argued that
power can be exercised through discourse, drawing
attention to the fact that power constructs public
norms and knowledge. Like other types of discourse,

S
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such as legal, media, or political discourse, religious
discourse possesses power that shapes ideologies
by using a persuasive divine language (other types
of discourse use secular values), confirming the
validity and legitimacy of social norms by linking
them to divine mandates and sacred realities &

Special Issue on English Language Researches for the m
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(other types of discourse rely on public opinion,
tradition, or law), and influencing both personal
and group behavior. Religious discourse creates
two-dimensional structures (dichotomies) of what
is sacred/profane or what is good/evil to control
individuals' behavior through certain religious

&

concepts that imply a sense of power, such as sin,
divine reward, divine punishment, or shame. This
understanding of religious discourse is consistent
with Durkheim's perspectives. Durkheim (2008)
portrays religion as a social bonding mechanism
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that offers shared social standards, stating that
“religion is a unified system of beliefs and practices
relative to sacred things, that is to say, things set
apart and surrounded by prohibitions—beliefs and
practices that unite its adherents in a single moral
community (p. 46)." This understanding of religion
asserts that individuals, without doubt, understand
the role of religion in constructing, determining, and
communicating social values.

3. Strategies of Persuasion

Persuasive strategies are cognitive mechanisms
through which individuals shape others' beliefs
and actions. Relative to this, several strategies
have been presented, such as the commodity
theory recommended by Brock (1968); Cialdini
(1993) proposed seven different cues of persuasive
strategies: authority, commitment, contrast, liking,
reciprocity, scarcity, and social proof. Others, like
Heider (1958), Weiner (1974), Smelser and Baltes
(2001),Kassinetal. (2011), and Hewett et al. (2018),
formulated attributional strategy, while Fukuyama
(1996) constructed duty toward community
strategy. Due to research page limitations, a

\@&3>—
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detailed tracing and analysis of all persuasive
strategies is not possible. Thus, this paper focuses
on two strategies: attributional and duty toward
community strategies.

S
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3.1 Attribution Theory and Persuasion

In 1958, Fritz Heider proposed the notion of
‘attribution’. This theory indicates that people
formulate common sense explanations and
justificationsoftheworldinordertomakeawareness
of, evaluate, and control events. Heider identified
that attribution is a theory that offers insights into (€
human behavior, concentrating on whether such
behavior is shaped by internal or external factors.

Special Issue on English Language Researches for the m
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In line with this theory, people strive to grasp the
extent to which individuals' behavior is shaped

&

implicitly or explicitly by personal characteristics
and environmental factors (Hewett et al., 2018).
To put it another way, the attributions individuals
make are determined by whether the source of
action causation is internal (person), external
(environment), or both, keeping in mind that self-
directed control (internal) is comprised of both
ability and motivation.
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Connecting persuasion with the viewpoints
of Heider (1958) and Hewett et al. (2018), it is
possible to accomplish an analysis based on
attribution processes that determine and direct
how people comprehend, analyze, and react to
persuasive arguments. The two perspectives
acknowledge that individuals attribute conduct to
internal causes (personal traits, effort, competence,
stimuli) or external causes (situational constraints
such as social criteria of ethics). Persuasion
inherently depends on reaffirming internal or
external attributions to shape beliefs or actions,
that is, internal-focused persuasion (personal
choices determine success) or external-focused
persuasion (impersonal choices, such as
environment, determine success). Persuasive
arguments, which establish a connection between
an individual's behavior and his internal traits, are
often more effective because they are consistent
with the audience's self-concept. Thus, compelling
and impactful persuasion demands understanding
and deliberately shaping and controlling the
addressee's attribute causality. As a result, this

The Power of Words: Persuasive Strategies \%}&
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scheme sheds light on why some persuasive
arguments succeed because they are in harmony
with existing attributions, while others fail due to
their incompatibility. The reason behind failure is
that the addresser is regarded as biased (due to
various restrictive and challenging factors), which

S
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makes his message lose persuasiveness.

Two parallel viewpoints concerning personal
attribution arise from the same theoretical
background. The early one, Weiner's (1974)

Special Issue on English Language Researches for the m

perspective, is that “ability and effort are properties E
internal to the person (p. 52),” while the later one
is that of Kassin et al.'s (2011) statement that
personal attribution is an “attribution to internal
characteristics of an actor, such as ability,
personality, mood, or effort (p. 115)." reflect their
shared understanding of the impact of personal

)
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attribution in attribution theory, particularly how
individuals understand and attribute causes to
behavior. Weiner considers ability and effort as
intrinsic factors inherent to individuals. This type
of attribution (personal one) powerfully affects and
shapes motivation, expectations, and emotional
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states. In agreement with Weiner, Kassin et al. share
a similar stance, affirming that ability and effort are
personal attributions inherent to individuals, rather
than shaped by situational circumstances.

Takeitfurther,persuasion,asanessentialfeatureof
human interaction, depends on individuals' abilities
to identify and interpret psychological conditions
and behavioral inclinations of their addressees. In
everyday conversation, what is required is not only
comprehension of how individuals feel, but also
an awareness of their permanent disposition—like
their consistent beliefs, personality traits, and skills
that influence their choices and decisions, guiding
how they think and act. In this regard, Kassin et al.
(2011) point out that:

To interact effectively with others, we need to
know how they feel and when they can be trusted.
But to understand people well enough to predict
their future behavior, we must also identify their
inner dispositions—stable characteristics such as
personality traits, attitudes, and abilities. Since we
cannot actually see dispositions, we infer them
indirectly fromwhat a person says and does (p. 112).

The Power of Words: Persuasive Strategies \%}&
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Kassin et al. created an integration between
inner dispositions and persuasion through different
levels. First, they establish a coherence between
predicting behavior and evaluating credibility. They
pointed to the role of inner dispositions (internal
traits) in analyzing and estimating behavioral

S

Sixth International Imam Hussein(AS) Conference 9@'

tendencies and evaluating credibility. In persuasion,
identifying these dispositions helps in framing
arguments that align with the addressee’s beliefs
and principles, enhancing the process of cognitive
integrationintotheargument.Second,theirargument
stated that by inferring an individual's dispositions &
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through their language and conduct, addressers
can construct arguments that resonate with the
addressee's existing principles. This resonance
of constructed arguments raises the prospect of
fruitful persuasion, as it draws on the addressee's
cognitive schemas and prior knowledge. Third,

&

they built trust and credibility, perceiving that both
are crucial factors in persuasion. Recognizing and
understanding the audience’s traits can enhance an
addresser's ability to establish trust and credibility,
which later makes the audience feel valued and
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understood. Fourth, they shed light on the different
processes of information (cognitive styles or
preferred ways of processing knowledge). Some
people may depend on cognitive processing, while
others use explicit linguistic signs. Understanding
an individual's inner dispositions (internal
paradigms of thinking) enables the addresser to
modify and adjust his approach, employing either
in-depth (comprehensive) arguments for thoughtful
audiences or uncomplicated hints for those who
rely on heuristics. This cognitive process is notably
important, since, although dispositions cannot be
directly recognizable, they serve a decisive function
in predicting conduct and evaluating credibility. To
conclude, for more evidence, Biber et al. (2007, p.
124) affirmed that a firmly persuasive discourse
is most explicitly recognized through tracing three
basic appeals, one of which is credibility.

In their book, International Encyclopedia of the
Social & Behavioral Sciences, Smelser and Baltes
(2001) delved into various perspectives on social
inferences, giving special attention to attribution
theory. According to their viewpoint, attribution
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theory explains that people make sense of behavior
or social interactions by identifying and inferring
underlying traits or dispositions (attributing
causes to actions). They noted that “One popular
inference approach is based on ‘attribution theory’
and holds that people come to infer underlying
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characteristics about themselves and others from
the behaviors that they observe and the situational
constraints imposed on these behaviors (p. 896)."
As argued by Smelser and Baltes (2001), this
theory offers an insightful perspective to grasp
the mechanism of persuasion. In the field of %
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persuasive communication, this theory proposes
that audiences are active recipients, that is, they
actively evaluate the addresser's intent and
credibility rather than passively receive content. The
outcome of persuasive communication, therefore,
Is closely related to attributional processes. Thus,

&

the effectiveness of persuasion is shaped not only
by what the addresser says but also by people's
interpretations of the personal traits and intentions
of the communicator.
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3.2 Duty Toward Community

In his book, Trust: The Social Virtues and the
Creation of Prosperity, Francis Fukuyama (1996, p.
11) proposed that "duty toward community” can
act as a persuasive strategy. The concept of duty
toward community, consistent with his viewpoint,
reflects the moral obligations people owe toward
the group they belong to, regardless of the group
type, whether it is familial, local, or national.
Fukuyama argued that this implication of duty is
more than just a passive observance of traditions;
rather, it serves as an active mechanism that can
be utilized to guide behavior and build trust.

Before Fukuyama's proposing his concept of
'duty toward community,’ Amitai Etzioni (1993)
in his book, 'The Spirit of Community: Rights,
Responsibilities, and the Communitarian Agenda,’
introduced the concept of ‘communitarianism.’
This concept is as a well-aligned interpretive
stance to Fukuyama's later emphasis on the duty
toward community. He put forward the centrality
of moral accountability and social relationships
embedded within social responsibility. The



—ég Asst. Prof. Hussein Huwail Ghayadh

centrality of moral accountability works on
fostering harmonization between personal rights
and duties within the social fabric. In this sense,
Etzioni (1993, p. 7) pointed out that “A return to a
language of social virtues, interests, and, above all,
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social responsibilities will reduce contentiousness
and enhance social cooperation.” Both Fukuyama
and Etzioni drew attention to the significance of
cooperative accountability. They contended that
individuals perform more efficiently when they
acknowledge their obligations toward one another,
not confined to their individual rights. Etzioni's &
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assertion to minimize disagreement, hostility, or the
level of contention by paying particular attention to
social norms and responsibilities resonates with
Fukuyama's argumentthatasenseof accountability
toward the public can encourage collaboration and
prevent the collapse process of social ties.

&

By the same token, Clifford Geertz's investigation
of society and religion played a vital role in
understanding how cultural paradigms are
fundamentally interrelated with social systems and
public behavior. Geertz (1963) advanced the idea
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that “Thereligious beliefs and values of these latter,
far from clashing with those of the general society,
are rather the most elaborate, developed, and
systematic expression of the culture's traditionally
institutional ethos" (p. 128). He suggested that
religious principles and norms of a particular
community group coexist without contradiction
with the dominant cultural values. Geertz's
standpoint is that religious systems transmit
and consolidate these cultural standards, render
them to be more comprehensible, and function
as personal ethical obligations. Therefore, Geertz,
since 1963 (as the researcher believes), put forward
the cultural foundation for Fukuyama's argument
that individuals accomplish their obligations
toward society since these responsibilities are
firmly and extensively ingrained within cultural and
ethical paradigms that conceptualize and shape
individuals' interpretation of the world.

4. Research Methodology

Conducting this study is accomplished through
the use of a content analysis method that includes
two selected strategies. The analysis is qualitative,
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which aims to analyze data chosen from the Qur'an
and Nahj al-Balaghah.
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4. Data Analysis
4. 1 Attribution Theory as a Persuasive Tool

Tointegrate persuasiveness with the attributional
frameworks of Heider, Kassin et al.,, and Hewett
et al., one can explore how attribution processes
shape the influence of persuasive communication.
In a persuasive context, according to their
frameworks, personal attribution is a critical factor
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because audiences are more likely to be influenced
when they comprehend the addresser as credible,
competent, and morally consistent. Both the Qur'an
and Nahj al-Balagha employ personal attribution

&

as a persuasive device by stressing valuable traits
related to an individual's character.

4.1.1 Qur'anic Persuasive Verses (Prophet's
Character)

The prophet Muhammad's character is honored
for reflecting the principled ethical values, for
example:
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“And thou (standest) on an exalted standard of
character.” (Qur'an 68:4, Yusuf Ali trans.).

For a comprehensive awareness of the
persuasive implications of this Qur'anic verse, it is
crucial to study its cognitive pragmatic features.
The prophet Muhammad's character, as asserted
by the Qur'anic verse, can be studied through the
interplay between personal attribution theory
and cognitive pragmatics, given that cognitive
pragmatics focuses on mental representations
and shared knowledge. This type of pragmatic
analysis uncovers how his personality acted as a
persuasive force stemming from inherent virtues
and communicative intelligibility. This verse is
embedded within an extensive religious moral
framework, where the prophet's personality is
portrayed as an ideal for decent conduct. A context
as such, in which the praise is unambiguous,
sets the stage for the audience to decode the
‘praise’ as an appeal to strive to match his virtues,
inspiring a sense or a desire for moral integrity,
l.e., the cognitive implicature is that ‘you should
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follow him." Here the explicitness of the praise
minimizes the processing efforts and reduces the
inferential strains of persuasion. Furthermore, the
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expression constructs a mental representation
that the prophet is morally reliable. Regarding this,
the addressees are cognitively in a state to approve
his teachings, judge his actions as ideal, and stand
against counter-narratives. All these regarded, they
enhance persuasion by integrating the addressees'
perspectives with those indirectly endorsed by the
divine discourse.
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Related to cognitive pragmatics, particularly the
theory of mind, the addresser predicts that the
addressee will recognize the praise as a signal of
responsibilityandcredibility.Here,therepresentation

&

of epistemic vigilance is clear. Epistemic vigilance,
as stated by Sperber et al. (2010), refers to the
ability to guard against the possibility of deceit
or misrepresentation. This concept implies that
individuals can develop a highly refined capacity to
assessthecredibility of thebases of communication
(i.e., who is reliable) as well as the subject matter
of what is conveyed (i.e., which perspective to



“4

peer-reviewed scientific journal

Huda Al Thaqalayn is a semi-annual

&

adopt). The ability of the credibility refinement
has been regarded as epistemic vigilance. In other
words, they proposed that people are inherently
equipped with cognitive mechanisms of epistemic
vigilance. The purpose behind such mechanisms is
to evaluate the trustworthiness of information and
its origins; namely, is the addresser reliable, and
is the information rationally comprehensible and
appropriate? Consistent with the Qur'anic verse, the
audience apply epistemic vigilance to determine
whether this source of information is reliable or
not. This verse (the example of analysis mentioned
above) functions foran argumentative and cognitive
purpose. It restricts and diminishes, or at least
mitigates epistemic vigilance among addressees
through the establishment of the prophet's integrity
(prophet's ethos) either before or in parallel with the
acceptance of his revelation, i.e., people scrutinize
and assess an addresser's consistency. In Qur'anic
discourse, the primary procedure to avoid or lessen
this scrutiny can be achieved by presenting a
moral character. This can be done by asserting
that the prophet is not just a good person but
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indeed a representation of great moral character.
The prophet's high moral standards also reduce
epistemic vigilance with regard to the fact that the
prophet is characteristically honest and reliable.
Therefore, the Qur'anic verse encodes a cognitive
function by implicitly persuading the audience
to eliminate epistemic vigilance and receive the
forthcoming divine revelation with self-confidence.
Furthermore, religious discourse is powerful when
it provides constructive cognitive effects with
minimal effort. This constructed cognitive effects
can be perceived through the assertion that the &
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prophet's personality is rationally accepted as
reliable and honest. This rational acceptance of
the prophet's personality implies that rejecting
him would be irrational. Thus, activating epistemic
vigilance in the audience's mind adds credibility
to ending that type of vigilance and receiving his

&

teachings as transparent and truthful.

To conclude the Qur'anic verse persuasive
implication, by integrating personal attribution
theory with cognitive pragmatics, we gain a
layered insight concerning how the Qur'anic verse
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constructs the prophet's character to enhance the
persuasive impact that constructs the cognitive
and ethical orientation (paradigm) of the Muslim
community. Muhammad's exalted character is
an inherent type of attribution. His reliable and
consistent attributes frame how followers perceive
him and regulate their behaviors according to his
teachings. Through this approach, the Qur'anic
verse not only portrays the prophet's personality,
but also intentionally persuades his followers to
approve and assimilate these ethical principles
through attributional and cognitive mechanisms.

4.1.2 Attribution Theory in Nahj al-Balaghah

In Nahj al-Balagha, personal attribution acts as
more than just self-awareness; it functions as a
considered and intentional persuasive element.
By bringing focus to his personal experiences,
Imam Ali builds an influential, persuasive ethos
that strengthens the influence of his discourse—
regardless of whether they are sermons, letters, or
aphorisms.
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Examining the following excerpt:
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Remember that every follower has a leader
whom he follows, and from the glory of whose
knowledge he derives light. Realize that your
Imam is satisfied with two shabby pieces of
cloth out of the (comforts of the) world and two
loaves for his meal. Certainly, you cannot do so, &
but at least support me in piety, exertion, chastity

and uprightness because, by Allah, | have not
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treasured any gold out of your world nor amassed
plentiful. (Nahj al-Balaghsh, letter 45, p. 768)

&

Making use of a pragma-stylistic model that
combines pragmatic concepts (speech acts,
presupposition, etc.) with stylistic choices
will help in understanding how the selected
text manipulates language pragmatically to
convey a sense of meaning. To make sense of
meaning can be fulfilled by cognitive processes
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including attention, inference-making, context,
memory, and prior knowledge, supported by
schemas. Investigating the aforementioned
excerpt by applying the amalgamated framework
of attribution theory and pragma-stylistics is
feasible. This can be done by examining how
stylistic choices and strategic use of language
in context (pragmatic strategies) are congruent
with psychological mechanisms of persuasion.

From a pragma-stylistic analysis standpoint,
directive speech acts such as ‘remember that,
‘realizethat,’and'supportme’ functionaspersuasive
stylistic choices. These choices frame virtuous
narratives and principled behavior as obligations.
Besides, the repeated linguistic expressions
(stylistic perspectives), as illustrated by the two
expressions, ‘two shabby pieces' and ‘two loaves,’
emphasizethemoralhabitsoflivingsimply (avoiding
materialism and focusing on spiritual growth),
highlight the Imam's moral beliefs by drawing
a distinction with a pleasure-seeking lifestyle.

In religious discourse, figurative language,
including metaphor, fulfills its persuasive function
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by changing the audience's minds. Sopory and
Dillard (2002, p. 407) affirmed this viewpoint
when they confirmed that “public discourse is rife
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with figurative comparisons designed to change
people’'s minds. Metaphor is the typical trope of
comparison in such messages." Before that, the
role of metaphor enhanced in conceptual metaphor
theory proposed by Lakoff & Johnson (1980). They
clarified that the metaphor frames as revealed by
expressions, such as 'knowledge' as ‘light’ in ‘from
the glory of whose knowledge he derives light,
embody intellectual and moral enlightenment, and &
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‘glory’ exalts 'knowledge' as a path to the divine
and esteemed rank. Moreover, from a persuasive
figurative perspective, the metaphor reveals itself @
within Aristotle's rhetorical insight, particularly
‘ethos’' and ‘pathos.’ Ethos can be detected as
an assertion; the leader is a source of knowledge
from whom the followers ‘derive light." Along with
this, implicitly, the addresser portrays himself as a
source of knowledge. He alludes to his humility by
stating his lifestyle. The first allusion is 'satisfied
with two shabby pieces of cloth,’ which is an



“4

Huda Al Thaqalayn is a semi-annual
peer-reviewed scientific journal

&

internal attribution of piety and self-discipline,
while the second is 'l have not treasured any gold,’
which is an inspiration to the followers to avoid
external materialism. On the other hand, pathos,
as an emotional appeal, can be identified through
the image of followers drawing light from their
leader's knowledge, revealing a sincere emotional
and spiritual connection. What's more, from a
psychological standpoint, particularly based on
attributiontheory,themetaphordirectstheaddressee
to ascribe to the addresser's knowledge and
actions. The leader's knowledge, as a moral source
of light and a motivational attribution, offers clarity,
understanding, and spiritual support; all of these
motivate conformity through positive attribution.

Furthermore, the representation of parallelism
(stylistic device) in ‘piety, exertion, chastity, and
uprightness' reveals rhythmic prominence which
reinforces persuasive force, focusing on the fact
that these paralleled structures are pragmatic
reinforcements of ethos. Parallelism, as an effective
illocutionary force, helps the addresser to express
his authority or conformity while he addresses
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the audience and focuses on shared cultural and
ideologicalnorms. Takingparallelismtothenextlevel,
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particularly in harmony with cognitive load theory
presented by (Sweller, 1988), paralleled linguistic
choices minimize cognitive load, making the moral
virtues easier for the audience to draw inferences.

4. 2 Duty toward Community and Persuasion
4. 2.1. Duty Toward Community (in Qur'an)

The Qur'an puts the persuasive strategy of duty
toward community forwardindifferentperspectives.
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Qur'anic verses sometimes persuade people to
accomplish their duty to social by reassuring shared
righteousness and deterring negative actions. For
example:

&
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“Help ye one another in righteousness and piety

but help ye not one another in sin and rancor: fear
Allah.” (Qur'an 5:2, Yusuf Ali trans.).

For an inclusive understanding of the persuasive
inferences, it is necessary to study the verse
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pragmatic aspects, considering that pragmatics
examines the contribution of context to meaning in
communication. Aligned with this view, pragmatics
canplayakeyroleinidentifying Fukuyama's concept
of duty toward community, bearing in mind that this
concept functions as a persuasive strategy). As a
pragmatic concept, speech act theory can provide
a meaningful perspective on communication since
it accomplishes more than one function, such as
apologies, threats, refusals, compliments, and so
forth. The directive speech act 'Help ye one another
in righteousness and piety,’ acts as an illocutionary
act that draws the people's attention to do actions.
This imperative is not just a command, but it
carries deep ethical implications, bearing in mind
that helping one another creates a moral duty for
listeners to act according to community values.
Collaborative responsibility is consistent with
the strategy of duty toward community, where
collaboration surpasses personal concerns. The
contrast between helping in ‘righteousness’ and
avoiding ‘sin’ reinforces persuasion by mentally
framing 'duty’ as a dichotomous moral choice.
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Besides, the Qur'anic verse can be analyzed
through another pragmatic concept; the cooperative
principle of relevance. This example calls for
cooperation in righteousness and piety, which are
socially relevant values that foster social harmony.
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Engaging in helping individuals in righteousness
and piety while avoiding involvement in supporting
people in sin performs the function of persuasion
by shedding light on the set of ethical principles
within the scope of which community members
are necessary to collaborate. This relevance
deepens the sense and enhances the perception of &
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duty toward community, which is congruent with
Fukuyama's focus on ethical responsibility.

&

Other pragmatic perspectives, such as
presupposition, deixis, and positive face, can
construct a foundation for duty toward community.
Presupposition implies a shared background
belief between the addresser and the addressee.
The verse being examined, the speaker and the
listener, guided by their background knowledge,
assume that ‘righteousness’ and ‘piety’ are positive
social values. Thus, their shared assumptions
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create a sense that command is persuasive.
In addition, deictic expressions are considered
presuppositional triggers. Deictic reference, such
as Ye, addresses the community rather than the
individual. Ye, as a plural deictic marker, proposes
a shared duty within the community, affirming the
idea of collective responsibility (social trust) and
social duty, which enhances persuasion by framing
duty as a collective obligation. What is more, a
positive face necessitates recognition, esteem, and
community participation. The whole verse avoids
being too direct, i.e., avoids threatening negative
faces. Helping one another is the Islamic principle
of ta'awun’ that triggers a reciprocal responsibility
and reinforces social cohesion. The expression
choice shapes cohesive group identity, builds
collective trust, and appeals to the listener's desire
for belonging (positive face). Rather than imposing,
itreveals cooperation asanatural obligation (raising
the listener's positive face). Linguistic choices,
such as not one another in sin and rancor eliminate
harmful actions, condemn contentious behavior,
and prevent social fragmentation (threat to social
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harmony). All these linguistic expressions give rise
to make compliance a technique to sustain group
approval. The lexical choice of Fear Allah increases
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group harmony. Group harmony can be perceived
through framing moral responsibility with divine
directives, with the appealing to the desire of those
who believe in corroboration in both spiritual and
social recognition.

4. 2. 2 Duty Toward Community (in Nahj al-
Balaghah)
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Not limited to the Qur'anic verses, duty toward &
community is often present in Nahj al-Balaghah to
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structure its narrative. With respect to Fukuyama's
seminal work (1996), particularly his analysis

&

of political organization and governance, he
emphasized ethical responsibility and social
obligation as essential factors of competent
leadership. He proposes that a leader's authority
and power do not ensure his right to govern, but his
adherence to ethical rules can guarantee it. This
viewpoint is in harmony with the political ethics
framed by Imam Ali in his letter to Malik al-Ashtar,
an influential political text in Islamic political
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philosophy. To analyze an excerpt from this letter:
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Then, know, O Malik, that | have sent you to an
area where there have been governments before
you, both just as well as oppressive. People would
now watch your dealings as you used to watch the
dealings of the rulers before you and they (people)
would criticize you as you criticized them (rulers).
Surely, the virtuous are known by the reputation that
Allah circulates for them through the tongues of His
creatures. Therefore, the best collection with you
should be the collection of good deeds. So, control
your passions and check your heart from doing what
is not lawful for you because checking the heart
means detainingitjust halfway between whatit likes
and dislikes. (Nahj al-Balaghsh, letter 53, p. 792)

To examine the representation of duty toward
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community as a persuasive strategy proposed by
Fukuyama,apragmaticframeworkcanoffervaluable
insights. Examples of directive speech acts, such
as 'Then, know, O Malik,’ ‘control your passions,’
and ‘check your heart' are used as persuasive
strategies embedded in moral obligation. These
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linguistic choices (imperatives) carry out the role
of performative orders to shape and direct Malik's
actions, making him adopt ethical governance as
a consistent habit. Imam Ali asserts, assertive
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facts: there have been governments before you, &
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both just as well as oppressive, to set a context
and lay out a standard through which Malik's
behavior can be evaluated. By providing him with
these directives and assertives, Imam Ali indirectly

&

declares, declarative pragmatic technique, his
principles that should be followed by Malik.

In addition, this excerpt presents as a key element
the significant use of implicature, where Imam
Ali's intended meaning goes beyond the direct and
straightforward interpretation of his words. First,
he focuses on the weight of historical tradition
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by asserting that people will judge Malik as not
being different from the previous rulers. Imam
Ali implies that Malik's actions will be evaluated
based on historical traditions of just (virtuous) and
unjust (corrupt) authority. This enforces a sense
of awareness (responsibility) and the possibility of
desirable and undesirable social outcomes. Second,
in his implied messages, Imam Ali draws attention
to the power of public opinion. The expression
Surely, the virtuous are known by the reputation
that Allah circulates for them through the tongues
of His creatures indicates that the ruler's reputation
(social status) is a critical consideration of their
principled character and divine support among the
people. The example referred to earlier implicitly
persuades Malik to behave in a manner that will
enhance his social status among individuals. Third,
another implicature can be recognized when there
Is a connection between good deeds and success.
The statement Therefore, the best collection with
you should be the collection of good deeds denotes
that wise authority and ethical guidance pave the
way to stability, success, and historical recognition.
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Paving the way as such inspires and encourages
Malik to strive for a rule regarded as effective and
historically significant. Fourth, through his inferred
statements, he focuses on self-discipline and
fair leadership. The recommendation to control
your passions and check your heart conveys that
uncontrolled and unregulated personal desires
result in injustice and oppression, leading to social
suffering and instability. To avoid uncontrolled
personal desires is parallel with his his commitment
to self-control and personal restriction is key
to accomplishing his role as a leader. Fifth, In &
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his conveyed implications, he brings to light the
delicate balance of authority. The wording checking
the heart means detaining it just halfway between
what it likes and dislikes implies that effective
leadership relies on maintaining a balance between
personal inclinations and social demands, with

&

a clear emphasis on self-control and fairness.

Along with this, presupposition constitutes
another key aspect of pragmatic analysis.
Linguistically,itis possibletoidentify severalimplicit
presuppositions embedded within the discourse
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of the text. According to the criteria of discourse,
it takes for granted that Imam Ali's letter conveys
certain shared knowledge with Malik, including
fundamental and shared beliefs (presuppositions)
about governance, ethical conduct, and sacred
influence. The inserted presuppositions in the
text help in shaping the addressee's perception
implicitly rather than overtly. The various strategic
uses of presuppositions enhance their persuasive
and rhetorical impact and guide Malik toward Imam
Ali's ethical and administrative principles. For
example, the existence of the previous governments
can be perceived in the statement | have sent you
to an area where there have been governments
before you, both just as well as oppressive. The
utterance presupposes that before Malik many
governments had shaped the type and the pattern
of the governance. The addresser presupposes that
the addressee is aware and familiar with the area’s
political history, including fair or oppressive ruling
regimes. Another instance which is related to the
representation of presupposition is the expression,
People would now watch your dealings as you used
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to watch the dealings of the rulers before you, and
they (people) would criticize you as you criticized
them (rulers). This viewpoint presupposes that
leaders are often subject to public criticism.
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Another example which is closely relevant to virtue
and reputation is the statement, Surely, the virtuous
are known by the reputation that Allah circulates
for them through the tongues of His creatures.
The argument of reputation points to the fact that
virtues are publicly detected and Allah helps in

Special Issue on English Language Researches for the m

spreading the good reputation of the virtuous ones.
The presupposition of the value of virtuous actions, &
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particularly the construction of words in, Therefore,
the best collection with you should be the collection
of good deeds, presupposes that good deeds
are appreciated and must be the central concern
for a ruler. The last presupposition identified in
the excerpt is associated with individuals' nature
and their hearts' inclinations. The presupposition
of uncontrolled passions and desires may drive
people to hurtful conduct can be remarked in the
utterance, 'So, control your passions and check
your heart from doing what is not lawful for you
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because checking the heart means detaining it just
halfway between what it likes and dislikes.’

What is more, deontic modality, including modal
verbs, directive modality (command, request, ...),
commissive modality (promise or guarantee to
behavein a particular manner), and volitive modality
(wishes, desires, etc.), help in understanding
how people use language to express various
acts (promise, permission, obligation, necessity,
etc.). The selected text employs different types of
deontic modality. the purpose behind such using is
to communicate the moral obligations a ruler must
stickto. Theuseof shouldasamodalverbin‘the best
collection with you should be the collection of good
deeds' signifies a moral obligation or necessity.
The use of directive modalities, such as ‘control,
‘check,’ and 'know,' is not merely informational.
These directives serve as commands to make
Malik aware of the critical situation in which he
is. Commissive modality conveys commitment,
for example, the phrase 'l have sent you' can
be construed as commissive. Imam Ali's words
advance beyond mere presentation; they represent
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a firm commitment to appoint Malik for a critical
mission. Volitive modality in Surely, the virtuous are
known by the reputation that Allah circulates for
them' is not an explicit wish, that is, this utterance
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communicates hidden intentions, implying that
Malik's virtuous actions will be recognized and
rewarded by Allah.
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Conclusions

This paper has examined the embodiment of
persuasion in religious discourse. By using an
integrated persuasive framework, the study has
shown how these two texts, the Qur'an and Nahj al-
Balaghah, utilize persuasive strategies to influence,
shape, and determine people's viewpoints. The
representation of credibility and ethical identity
has been illustrated by attribution theory, as
reflected by the description of Prophet Muhammad
and Imam Ali, creating and establishing trust and
minimizing epistemic vigilance. In parallel, the
emphasis on communal duty can consolidate and
promote adherence to ethical decision-making
and community solidarity through implicatures
and directives which are embedded in shared
moral principles. Other types of analysis, figurative
language and cognitive pragmatics, contributed
significantly to deepen the influence of persuasion
by creating consistentand cohesive messagingwith
shared beliefs and reducing cognitive resistance to
persuasion. In the end, the analysis demonstrates
how religious discourse uses and integrates
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symbolic representations, speech acts, and socially
accepted behaviors to strengthen sustained ethical
principles, integrating individuals' perceptions with
shared accountability.
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