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CHAPTER I 

INTRODUCTION 

Statement of Purpose 

The effect of public environment on human behavior is a source of 

interest to the social scientist. How communicators adapt and manipu

late the environment moving in and out of public and private arenas 

gives insight into human behavior. Communicative behavior and its 

changes from public to private settings is the focus of this paper. 

This study examines communication adaptations to and manipulations of 

the communication environment. Specifically this paper will deal with 

public and private environments and concomitant adaptations and manipu

lations. A rationale will be developed for exploring differences in 

public and private communication. Hypotheses will then be proposed 

from these rationale. To test those hypotheses, a methodology will be 

presented. Finally, the results will be reported and discussed. 

To study communicative behavior in both public and private con

ditions is difficult because of the unavailability of appropriate samples 

of communicative behaviors. Public speeches are available but private 

speeches are not a common occurrence. Communicators are not accustomed 

to making formal orations in private settings. Private conversations 

are plentiful but, by the very nature of their privacy, not available 

for analysis. Even with large samples of public speeches and private 
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conversations, a comparison would be meaningless, since both are radically 

different communicative acts. However, if communication is defined as 

the encoding of an instrumental message through some channel to a specific 

other, then one communicative act which is both public and private is the 

act of prayer. Heiler describes prayer, both private and public, as a 

conversation with God: 

. . . the essence of prayer is revealed with unquestionable 
clearness to penetrating psychological study, and it may 
be put thus: to pray means to speak to and have inter
course with God, as suppliant with judge, servant with 
master, child with father, bride with bridegroom.2 

The purpose of prayer, then, in terms of its communicative function, is 

identical in both public and private settings. Therefore, by studying 

prayer in each environment, we can observe how communicators adapt com

municative behavior when moving from a public to a private context. 

Review of Literature 

An overview of the research in interpersonal communication suggests 

that changes in verbal behavior index communication adaptation. Com

municators adapt to specific contextual and situational variables. Three 

ways in which they do this are the manipulation of lexical diversity, 

greeting behavior and choice of strategies for compliance gaining. 

Rhetorical Distance 

Jordan and Jones advance the idea that relationships can be analyzed 

in terms of the language used in those relationships.^ As relationships 

move from public to intimate, formal to informal, these changes can be 

perceived in the language. Rhetorical distance as a concept denotes a 

continuum of verbal necessity, with intimacy (no need for language) and 



public communication (extreme need for language) being the parameters. 

Jordan and Jones argue that lexical diversity is an index to "rhetorical 

distance." Lexical diversity pertains to the number of different words 

used in a sample of speech.^ The type-token ratio provides a direct 

measurement of the lexical diversity between interactants (TTR = // of 

different words / # of total words). Jordan and Jones further argue that 

change in rhetorical distance can be compared to Altman and Taylor's 

theory of social penetration which describes interpersonal interaction 

in terms of public and intimate interactions. Growth in a relationship 

suggests movement toward intimacy. This movement toward intimacy is 

characterized by a reduction of breadth in the relationship (discussion 

of superficial issues), and an increase of depth (discussion of more 

serious issues). As intimacy increases, uncertainty in relationships 

decreases. The costs and rewards of the relationship become clearer and 

progress toward intimacy is encouraged. Jordan and Jones suggest that 

this movement toward intimacy can be reflected by a reduction of rhetori

cal distance and thus a lower TTR. Altman and Taylor also state that 

relational growth can be retarded by formality. Formality encourages 

role-taking and reliance on customs and ritual behaviors, thus creating 

more superficial and stereotyped inter-personal exchange. 

An assumption of this paper is that the adaptation of language from 

a public context to a private context effects language in much the same 

manner as movement toward intimacy in a relationship. This assumption, 

while implied in Altman and Taylor, is stated strongly in Knapp's work 

on communication and interaction. Knapp claims that practically all 

communication finds itself in the context of human relations, and as these 



relationships "come together" or "come apart," that is reflected in 

communication styles. Knapp speaks of such things as intimate language 

and formal language, implying that language reflects the environment of 

the interaction. Just as people tend to communicate in certain typical 

ways when first meeting another and then change as they grow to know that 

person, people may tend to communicate a certain way in public contexts 

and change as they move to more private ones.^ Altman and Taylor suggest 

the reason for change in our relationships as they move toward intimacy 

is a reduction of uncertainty in costs and rewards. The same argument 

is applicable to interaction in public and private contexts. Uncertainty 

in terms of costs and rewards would be greater in a public forum, simply 

because the number of interactants increases. All the uncertainty that 

may exist between two interactants is added to by the further possible 

costs and rewards in a public forum. Altman and Taylor suggest that 

formality tends to retard.movement toward intimacy. Assuming public 

interactions are more formal experiences than private interactions, less 

intimate language would then be expected in public interaction. Lexical 

diversity then, if it is an indicator of the rhetorical distance, should 

be an appropriate tool to measure changes in the communication environment 

Greeting Behavior 

Greeting behavior is an apparent function of the communication en

vironment. Knapp suggests that our behavior has important implications 

for dialogue. He states: 

. . . it should be clear that one of the things we say 
when we say hello, is what the nature of our relationship 
is, so the forthcoming dialogue can follow suit.^ 



Knapp asserts that greeting and forms of address, although often per

ceived as insignificant, can be classified along a continuum of formal/ 

impersonal to intimate/affectionate. The more formal or public a 

relationship is, the stronger the demand is for a formal address. 

Greetings are also affected by this formality. Knapp mentions Goffman's 

"attenuation rule" as applicable to stages of relationships. Goffman's 

"attenuation rule" states that after long periods of non-access between 

persons, greetings will be characteristically more expansive and each 

greeting thereafter will be less so.-*-̂  Goffman defines greetings as 

"ritual displays that mark a change in degrees of access. "̂•'- Knapp con

tinues Goffman's line of reasoning: 

This attenuation rule may also be applicable to various 
stages of relationships. For example, we would expect 
greetings in early stages. . .to be more inflated and 
exaggerated than greetings between intimates. Re
lationships which are coming apart may also reflect a 
return to the more visible formalized and stereotyped 

12 greetings. -̂^ 

Goffman and Knapp both essentially are suggesting that movement 

toward intimacy, or familiarity in Goffman's concept, is characterized 

by a reduction of formality and ritualization in greeting behavior and 

in forms of address. They suggest further that formality and rituali

zation miay be characterized by more expansive greetings. 

Compliance Gaining Strategy 

The literature on strategies used in compliance gaining presents a 

typology of strategies appropriate for interpersonal communication and 

suggests that situation variables may effect strategy selection. A 

number of works have suggested the basic strategies communicators use to 

get others to comply with their requests. All these works suggest 



strategies or power sources available to each individual. Kelman 

suggests three processes of social influences; compliance, doing what 

others want you to do in order to get certain rewards, identification, 

aligning with certain ideologies or beliefs in order to associate 

with a group which is perceived as attractive, and internalization, 

accepting beliefs and behaviors as part of one's own value system, 

thereby making those new values the actual rewards. •'••̂  French and Raven 

have added to the understanding of influence and compliance gaining 

strategy by identifying five sources of social power: reward and coercion, 

expert power, referent power, legitimate power and informational power.^^ 

Johnson, using French and Raven's five sources of social power, suggests 

a theory of effectiveness for female power. Johnson claims that women 

have available three main strategies that are appropriate for them. Women 

are expected to use indirect strategies as opposed to direct, personal 

as opposed to more rational, and helplessness as opposed to expertise. 

Not to do so is for women to appear masculine. These strategies however 

are not very compatible with French and Raven's five sources of social 

power (expert power and informational power for example) and thus explain 

women's lack of social power in present society. •'•̂  Hewitt and Stokes 

introduce a new concept in interactional strategies, called the disclaimer. 

They define it as a ". . . verbal device employed to ward off and defeat 

in advance doubts and negative typofications which may result from in-

II1 6 tended conduct. 

The previous studies are all examples of deductive attempts at 

identifying the basic compliance gaining strategies. Their primary im

portance for this study is that they provide the basis for further studies 



which have inductively produced typologies of compliance gaining strate

gies. Using an inductive approach, Falbo offers 16 different strategies. 

Although no attempt is made to group these strategies into meaningful 

categories, Falbo does state that personality variables may affect the 

choice and use of strategies. Falbo found that more positive personali

ties use more positive strategies, giving at least a dichotomy of positive 

and negative strategies.^^ Marwell and Schmidt generated 16 strategies 

and had students fill out questionnaires indicating the likelihood of 

their using these strategies. From the responses, five clusters of 

strategies were obtained: rewarding activity, punishing activity, exper

tise, activation of impersonal commitment and activation of personal 

commitments. These strategies broke down into two second order factors 

of socially acceptable and socially unacceptable.^8 Roloff and Barnicott 

also examined the relationship of personality variables to strategy 

choice, specifically machiavellianism. •'•̂  Shostrum investigated compliance 

gaining behavior in terms of a positive-negative dichotomy, actualization 

and manipulation. Actualization contrasts manipulation in that honesty 

is used instead of deception and awareness instead of unawareness, freedom 

instead of control and trust as opposed to cynicism. Shostrum also 

labels eight manipulative "types" of people or strategies, including the 

dictator, weakling, calculator, clinging vine, bully, nice guy, judge and 

protector. Shostrum claims that all these strategies are available and 

communicators tend to use them in certain situations. 

. . . so each of us paradoxically, is such a group with 
all these manipulative potentials, and any therapeutic 
group is each of us turned inside out . . , The reason 
we seem different to different people is that we expose 
only certain manioulations to some and other manipula
tions to others.20 
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Shostrum suggests the concept that strategy choice and usage can 

be a function of situation when he states we use some strategies with 

some and others with others. The effect of situational and con

textual variables on strategy selection has been examined some by 

researchers. Donahue, trying to identify good predictors of successful 

negotiation, found there were some noticeable situational effects on 

the choice and usage of strategies. Specifically, as time in a negotia

tion process decreased, variety in strategy choice would increase. An 

urgency effect seemed to lower the risk of using some strategies.21 

Roloff looked at the usage of pro-social and anti-social strategies in 

interpersonal and non-interpersonal relationships. Pro-social strategies 

tended to escalate non-interpersonal relationships into interpersonal 

ones while anti-social strategies had the reverse effect. Relational 

satisfaction seemed to be maximized when short-term rewards were maxi

mized by pro-social communication strategies. Variety of strategies 

decreased as relationships moved toward interpersonal and the strategies 

would increase as the relationship became more non-interpersonal.2^ 

Miller and Steinberg make the distinction between interpersonal trans

actions and non-interpersonal transactions on the basis of the type of 

data used to make predictions on outcomes of alternative message strategies 

Non-interpersonal transactions make predictions on the basis of socio

logical and cultural data. Interpersonal transactions make predictions 

on basis of psychological data. Two assumptions are made from this 

theoretical position; interpersonal strategy attempts will probably be 

more successful than non-interpersonal and certain strategies would be 

considered inappropriate for interpersonal transactions.2-^ In an attempt 



to answer the research question of how these situational variables 

affected strategy use Miller, Boster, Roloff and Seibold looked at 

strategies used in a two by two construct of non-interpersonal/inter

personal and short-term/long-term consequences situations. They found 

that only one strategy was consistently used across all situations, 

liking strategy. Otherwise, the strategies used seem to rely primarily 

on the situation,2^ Cody, Jordan, McLaughlin and Schneider looked at 

the relationship of the strategies, negative consequences, personal 

coimnitment/negotiation, direct-rational, flattery and deceit, with the 

situational variables intimacy, long-term consequences, perceived 

resistance to compliance and perceived situation apprehension. They 

found that situational characteristics influenced what the appropriate 

selection of strategies would be.2^ 

In general, the literature suggests that there are basic common 

strategies that we use in daily interactions. While the labels change 

from study to study, there is general agreement on overall classifications 

of these strategies. It is also assumed that selection and use of 

strategies is affected by situational and contextual variables. However, 

to this point no statements can be made predicting which strategies are 

most appropriate for which variables. 

Rationale 

The purpose of this study is to look at the situational variables 

of public and private contexts and analyze the effect it exerts on 

communication in the form of public and private prayers. Prayer, as 

previously mentioned, is intercourse with God. Public prayer is 

typically a more formal and ritualistic affair. Public prayer, though 
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usually performed by an individual, is considered the collective con

versation to God of each person present in a worship assembly. It 

is often written and presented orally. Private prayer contrasts to 

public as it is an individual's personal conversation with God. It 

is rarely written down, and often silent, though no less a verbal 

experience. The general hypothesis of this paper is that there are 

differences in verbal behavior between public and private communication. 

The concept of rhetorical distance suggests that interactions that 

are public, more formal and more uncertain, are chariacterized by less 

intimate language and consequently greater lexical diversity. Further, 

the literature indicates that greeting behavior is a form of verbal 

behavior affected by the variables of public and formal contexts. 

Finally, while no predictive statements can be made with confidence 

about usage and choice of strategies, the implication of the literature 

is that strategy selection is indeed a function of contextual variables. 

Perhaps one contextual affect is suggested by Roloff's findings that 

interpersonal relationships are characterized by fewer anti-social and 

more pro-social strategies. If private prayer is a more intimate/ 

personal experience than public prayer, then more pro-social strategies 

would be expected in private prayers. 

Hypotheses 

Assuming public prayers are more formal experiences than are private 

prayers, as well as being more public and since prayer is largely a 

petitionary experience utilizing compliance gaining strategies, the 

following hypotheses are offered. 
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H Public communication differs significantly from private 
communication. 

h.-^ Public prayer will have higher TTR measures than private 
prayers. 

h2 Greetings in public prayer will be longer than in private 
prayer. 

h3 There are significant differences between strategy selection 
of public prayer and private prayer. 

a. There are fewer anti-social strategies in private 
prayers than in public. 

In order to test these hypotheses, Chapter Two will present a set 

of procedures for the selection of messages to be used and the analysis 

of those messages. Results of that analysis will then be reported in 

Chaprer Three. Chapter Four will present a discussion and an inter

pretation of those results. 
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CHAPTER II 

PROCEDURES 

This chapter will present the methodology used to examine the 

communicative differences of public and private prayer. First, a dis

cussion of the sources of the messages used in this study will be given 

along with the procedure for selecting the specific messages. An 

explanation of the content analysis will follow with operational defi

nitions of the units of measure. Chapter Three will then report the 

results. 

Selection of Messages 

A pool of 534 public prayers and 242 private prayers were assembled 

from published collections of prayer. Criteria for public prayers 

were (1) composition for use in a public worship assembly and (2) use 

of the first person plural in the salutation. These prayers were col

lected from books of worship, liturgies and personal authorship of 

individuals. 

Private prayers were distinguished as (1) works composed for use 

in the privacy of individual devotionals, and (2) using the first person 

singular in the salutation of the prayers. These prayers were found in 

popular collections of private devotional material and the personal 

prayers published by various authors.2 
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A criterion for all prayers was that they be at least 100 words 

in length. 

Analysis 

A content analysis was made to test the hypotheses of this paper 

concerning rhetorical distance, greeting behavior and compliance-

gaining strategy. 

Rhetorical Distance 

Lexical diversity is determined by taking a type token ratio 

(ratio of the number of different words in the sample/the number of 

total words in the sample). Ratios were computed for both the public 

and private prayers. Means and standard deviations were computed and 

compared. Since lexical diversity varies as the length of the passage 

changes, only the last 100 words of public and private prayers were 

used. This provided a common base of analysis. 

Greeting Behavior 

In all but 3 of the 100 prayers, the words used for the greetings 

in prayers were also used as the form of address to God. Counts were 

made to determine the number of words needed to complete the greeting 

in the prayer. While in many of the prayers God is addressed many 

times, only the initial greeting/address was examined. The number of 

words used in the greetings was recorded for each prayer and means and 

standard deviations were computed and compared. 

Compliance-Gaining Strategy 

The specific verbal behavior studied in the 100 prayers was re-
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questing behavior. The unit of measurement was the sentence or set of 

sentences thematically related to a single request. Prayers were read 

and requests were identified and then placed in appropriate categories 

of Strategies according to the typology set up by Cody et al.-* Frequency 

counts were then made for each category within each environment. Prior 

to the analysis, reliability tests were made by comparing two raters. 

Raters were trained initially to a consensus criterion. Subsequent 

reliability checks over 10 messages established an agreement index ranging 

from .74 per cent to .96 per cent agreement on the classification of 

number and type of strategies. Agreement was operationally defined as 

mutual identification of a strategy and mutual classification of strategy. 

Following are the seven specific strategies presented by Cody et al. and 

examples of their use in a prayer context. 

Negative Consequences - the warning that certain activities will cause 

God to be perceived unfavorably. 

ex. "Lord, punish the wicked that they might know you are a 

just God," 

Extended Strategies - the use of a third party to help gain compliance. 

ex. "We pray this prayer in the name of Jesus our Lord." 

Negotiation - the use of any type of "dealing" with God. 

ex. "Lord, we have asked your forgiveness and now we turn to you 

with our request." 

Personal Commitment - the use of commitment to God. 

ex. "Lord, I promise to serve you and be faithful to you." 

Direct Rational - the use of a simple direct request. 

ex. "Lord, bless the sick." 
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Indirect - the use of dialogue not directly dealing with the request 

but indirectly relevant, specifically praise. 

ex. "Lord, you are the wonderful counselor, gracious giver and 

our Father. We come to you now as your children," 

Dependency - the expression of total helplessness and need for God. 

ex. "Lord, we have no hope but in your grace." 

Statistical Analysis 

The following statistical analysis was made to test the hypotheses 

of this paper. Means and standard deviations for each group of prayers 

were calculated. Multiple regression analysis was made to determine 

which variables combined to distinguish between public and private prayers 



18 

NOTES 

1 Public prayers were selected from James Ferguson, ed. Prayers 
for Public Worship (New York: Harper and Brothers, 1958); Harry 
Emerson Fosdick, A Book of Public Prayers (New York: Harper and 
Brothers, 1959); Carl A. Glover, Prayers for Christian Services 
(Nashville: Abingdon, 1959); Nathanael Guptill, Contemporary Pastoral 
Prayers for the Christian Year (Philadelphia: Christian Education 
Press, 1960) ; Howard Paine and Bard Thompson, Book of Prayers for 
Church and Home (Philadelphia: Christian Education Press, 1962). 

2 Private prayers were selected from Ralph Cushman, Spiritual 
Hilltops (Nashville: Abingdon Press, 1932); Marjorie Holmes, Nobody 
Else Will Listen (Garden City, New York: Doubleday and Company, 1973); 
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A Replication, An Extension and a Proposed Working Typology of Message 
Strategies," unpublished manuscript, Texas Tech University, 1978. 



CHAPTER III 

REPORT OF RESULTS 

This chapter will report the results of the analysis and comment 

on the support or lack of support it provides for the general research 

hypothesis: Public communication differs significantly from private 

communication. 

A series of multiple regression analyses were conducted to identify 

which variables accounted for significant variation between public and 

private prayer. Two variables emerged as significant predictors 

(F = 30.70, df = 2/97, p .001).l The variable of greeting behavior 

accounted for approximately 18% of the total variance and the strategy 

of extended expertise contributed to approximately 20% of the total 

variance, combining for a total contribution of %. 

TABLE I 

SUMMARY OF REGRESSION ANALYSIS 

Variable Multiple R R Square RSQ Change Simple R BETA 

Extended 
expertise 

Greeting 
behavior 

0.45622 

0.62259 

0.20813 

0.38761 

0.20813 

0.17948 

-0.45622 -0.41261 

-.04681. -.042589 

19 
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Hypothesis 1 

The first specific hypothesis indicated that public prayers should 

have higher TTR measures than private prayers. The results showed 

that lexical diversity was not significantly different between public 

and private prayers and could not be used as a distinguishing variable 

(see Table 2). Therefore this hypothesis is not supported. 

Hypothesis 2 

The second hypothesis predicted that greetings in public prayer 

would be longer than in private prayer. Results indicated that greeting 

behavior does account for a major difference between public and private 

prayers. Greetings in public prayers had a mean length of 10.48 words 

while greetings in private prayers used only 2.42 words. This was a 

significant difference accounting for approximately 18% of the variance. 

Results then tend to support this hypothesis. 

Hypothesis 3 

The third hypothesis predicted that there would be significant 

differences between the selection of strategies in public and private 

prayers. The only noticeable difference that was revealed in the 

strategy selection of the prayers was the increased usage of extended 

expertise in public prayers. In order to have a common base of analysis, 

total number of words in each prayer was divided into the number of 

times a strategy was used in each prayer. This gave a common relative 

frequency for public and private prayers. The strategy of extended 

expertise was employed 4 times per 1000 words in public prayers while 

in private prayers it was used only 1 time per 1000 words. Extended 
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expertise appears to be a distinguishing variable accounting for 20% 

of the total variance in the prayers. The results thus tend to support 

the hypothesis that there are significant differences in strategy 

usage. 

Hypothesis 3a 

This hypothesis suggested that there would be fewer anti-social 

strategies used in private prayers than in public prayers. Results 

showed that negative strategies or anti-social strategies were simply 

not used at all in prayer whether public or private. In one hundred 

prayers, not a single negative strategy was recorded. Consequently, 

while the results do not support the hypothesis that there are fewer 

negative strategies used in private prayers than in public prayers, 

the results do indicate a significant avoidance of the use of negative 

strategies in prayers, in general. Chapter Four will discuss some 

implications of this interesting result. 

Summary 

Communicators expand their greeting behavior and use extended 

expertise strategies more in their public environments than in private 

ones. However, communicators seem to regard anti-social strategies 

as totally inappropriate for use in both public and private prayers. 

Lexical diversity does not appear to show any appreciable difference 

between public and private environments. Chapter Four will discuss 

the implications of the results of this analysis. 
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MEANS AND STANDARD DEVIATIONS OF VARIABLES 
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PUBLIC PRIVATE 

X S.D. X S.D. 

TTR 0.6666 0.0541 0.6742 0.0442 

Greeting 
Behavior 

Strategies 

Negative 
Consequences 

Negotiation 

Extended 
Expertise 

Personal 
Commitment 

Direct 
Rational 

Indirect 

Dependency 

10.4800 

0.0000 

0.0001 

0,0041 

0.0000 

0.0027 

0.0062 

0.0017 

10.0107 

0.0000 

0.0004 

0.0028 

0.0000 

0.0137 

0.0095 

0.0045 

2.42 

0.0000 

0.0000 

0.0012 

0.0019 

0.0172 

0.0050 

0.0006 

4.2286 

0.0000 

0.0000 

0.0030 

0.0041 

0.0133 

0.0075 

0.0026 
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NOTES 

Norman H. Nie, et al. Statistical Package For The Social 
Sciences, 2nd ed. (New York: McGraw-Hill Book Co., 1975). 



CHAPTER IV 

DISCUSSION AND CONCLUSIONS 

The general finding of this study indicates that communicators 

do adapt their communication, when moving from a public to private 

context. This chapter will proceed by first discussing the results 

that showed greeting behavior and extended expertise as significant 

variables in distinguishing public and private communication. Some 

discussion explaining possible reasons why other variables did not 

give significant results will then be presented. Suggestions for 

further research will be given and finally a summary will conclude 

the chapter. 

Interpretation of Results 

Greeting behavior and the compliance gaining strategy of extended 

expertise were the two variables which were most manipulated. This 

is harmonious not only with much of the previous literature, but with 

common sense as well. When involved in greetings, communicators often 

extend introductions based on the status of those introduced. One 

would probably not spend as much time introducing a neighbor across 

the street to a friend as he would spend introducing a well-known 

politician or celebrity. Further, when introducing an individual in 

one's living room at home there is not the same need for elaboration 

as there would be in introducing the same person at a public function. 

24 
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It is not surprising then to find greeting behavior in public prayers 

much more elaborate and expansive than in private prayers. 

The use of extended expertise as a public strategy is an interesting 

observation. Lawyers are hired to plead for defendants in courtrooms. 

This expertise that is added to the defendants increases the likelihood 

of compliance to their goals. The use of letters of reference when 

applying for a job is a similar experience. The study by Cody et al. 

suggested that one of the common strategies used in certain situations 

was securing a third party. Adding the phrase, "in Jesus name" or 

"by the authority of Jesus" may be an attempt to add expertise to 

prayers. In Christianity, Jesus is referred to as a mediator and 

advocate and the role seems to describe exactly what is happening in 

public prayers. Interestingly though, extended expertise appears to 

be regarded unnecessary in private prayers. Though the relationship is 

still an unequal one, in the private context such formal devices as ex

tended expertise may be less necessary. 

These findings, since they are consistent with previous literature 

concerning the public effect on our behavior, and since they seem to 

be consistent with everyday experience, suggest that prayer may be a 

valuable source for studying human communication behavior. 

The hypothesis which suggested that lexical diversity would be 

greater in public prayer than in private prayer was not supported. There 

are a few possible reasons that can be suggested as to why this hypothesis 

was not supported. First, it is possible that the relationship between 

man and God overpowers public and private contexts. There may be priori

ties of variables and relationship variables have stronger effect than 
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environmental variables. A conversation between a citizen and the 

President of the United States would probably take on very similar 

characteristics wherever it occurred. In such a situation, the 

distance between the two communicators, in this case man and God, does 

not need to be adapted. 

A second possible cause of the lack of significant difference in 

lexical diversity may be the presence of an intervening variable. 

Although the prayers studied were designed for different contexts, they 

shared the similarity of being coded for publication. This form called 

for the adaptation of verbal behavior to written behavior. It is hard 

to state exactly what kind of effects such an adaptation could have. 

There are indications in the literature that written communication 

will use greater lexical diversity than oral.l The lack of support for 

this hypothesis could therefore be that all the prayers were coded for 

the same context, a published, written media. 

Only one strategy, extended expertise, emerged as a significant 

predictor between public and private context. Other strategies either 

were used equally in both contexts or not used enough in either one. 

It is not too surprising that direct rational strategies are not good 

predictors. Simple requests probably characterize the bulk of all com

pliance gaining behavior. It is not until there is difficulty obtaining 

those requests, that a more complex strategy process begins. Praise 

is another strategy that is understandably found in both contexts. Liking 

behavior, as suggested earlier by Miller et al., seemed to be a common 

strategy in all situations. Whatever the reasons for the inclusion of 

praise in prayers, it seems to be appropriate for public and private 
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contexts. 

The use of negotiation as a strategy in prayer is practically non

existent. This is not unusual in that the avoidance of this strategy 

is probably a function of the relationship. To have any hope of success 

in negotiating, one must perceive himself as having an element of power. 

However, in the man-God relationship, man cannot perceive himself to 

possess much power. Without such power, negotiation almost seems 

ludicrous. The same reasoning explains the absence of any use of negative 

consequences. In order to engage in any threatening behavior, one must 

have the potential to carry out the threat. In a man-God relationship, 

this would be inappropriate. 

Although the strategy of personal commitment was not a significant 

predictor of public and private prayers, the direction of the results 

indicated that it was an appropriate strategy for private prayer. There 

were no cases of the use of personal commitment in public prayers. In 

private prayers there were 13 uses of personal commitment. Personal 

commitment would seem to be a more appropriate strategy for private 

prayers than public, if this strategy is a more personal experience. There 

may be a hesitation to commit others to a specific behavior or attitude 

when praying in public, that is not felt in the privacy of one's own de

votion. 

The most surprising result may be the low usage of dependency in 

prayer. A relationship with God would seem to suggest a great amount of 

dependency and yet this strategy was used a total of only 27 times in the 

one hundred prayers. Perhaps the very act of prayer is an act of de

pendency. Prayer is communication to God in order to gain certain needs. 
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Prayer itself thus becomes a behavioral strategy of dependency. The 

use of such a behavioral act may negate the need for further verbal 

dependency strategies. 

The last hypothesis suggested that fewer anti-social strategies 

would be used in private prayer than in public. Results showed that 

no anti-social strategies were used in either context. The absence 

of such strategies in prayer may be due to several reasons. As 

mentioned before, the lack of any significant power on man's part 

nullifies any threatening behavior. Man simply cannot place God in 

a compromising situation. Further, the term anti-social may give 

insight into why it is an inappropriate strategy. Anti-social suggests 

that the strategy is unacceptable by society. It would be a bad or 

"sinful" strategy. To use such a strategy with God would be self-

defeating, if indeed "we know that God does not listen to sinners."2 

The study of public and private environmental effect on man's 

communicative behavior is a broad and general field. This paper has 

attempted to examine some very specific variables within the public/ 

private context using prayer as a mode of communication to be observed. 

Prayer seems to be a good source for such studies in that it gives 

us a communicative behavior that crosses the public/private context. 

The results of this research are not peculiar to prayer, but are easily 

generalized to common communicative behavior. A few suggestions for 

further research with prayer can be offered. One problem in using prayer 

is the lack of oral examples for study. Until oral prayer can be 

examined, the effect that publication has on written prayers will be 

unknown. Getting examples of public oral prayers is not difficult since 
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niany churches record their services. However, securing oral examples 

of private prayers is a problem. In a technical sense it is impossible 

since the moment a private prayer is recorded, there is an audience to 

that prayer other than God, That audience would make it a more public 

act. Without using deception, private oral prayer is a difficult 

research area. 

Alternative strategies other than compliance gaining strategies 

could be studied. Kelman's typology of compliance, identification and 

internalization would be one source of strategies to examine in prayers. 

Can prayers be meaningfully categorized into compliance prayers, prayed 

primarily to gain basic needs; identification prayers, prayed to identify 

with specific religious ideologies; and internalization prayers, prayed 

for the internal rewards that prayer might give? 

Finally, a possibly fruitful area of study might be a case study 

of a single person's prayer life. Such a study would control for various 

stylistic problems encountered when observing many prayers. There are 

probably individuals who would be willing to have their private prayers 

examined. Such case studies could give valuable insight into com

municators' adaptation techniques and behaviors in their communication. 

Summary 

This paper proposed to examine how communicators adapt their com

munication when moving from a public to private environment. Prayer was 

used as the mode of communication to observe. It was observed that 

the use of the compliance gaining strategy, extended expertise and greeting 

behavior were important variables in determining differences in public 

and private prayer. Public environment appears to encourage expansive 
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greeting behavior and an increased need for the use of a third party 

in communication. Prayer is suggested as a fruitful communicative 

act to study, providing insight into human communication. 
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NOTES 

1 Cf. Jane Blankenship, "The Influence of Mode, Sub-Mode, and 
Speaker Predilection on Style," Speech Monographs, 41 (1974), 85-
118; Joseph A. Devito, "Comprehension Factors in Oral and Written 
Discourse of Skilled Communicators," Speech Monographs, 32 (1965) 
124-28; Elbert R. Moses, Jrs., "A Study of Word Diversification," 
Speech Monographs, 26 (1959), 308-12; and J. D. Nicholas, "A 
Quantitative Analysis of Gloria Steinim's Persuasive Discourse," 
M.A, Thesis, Texas Tech University, 1975. 

2 John ix. 31, Revised Standard Version. 
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