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STYLES OF DISGUSTING COMMUNICATION 

Abstract  

 

The way you speak is one of the most 

important elements for effective business 

dialogue. It includes a number of 

considerations and requirements. "Dialogue 

requires being taken out of the field of interest 

(...) The pleasure of dialogue does not consist 

in reaching consensus, but in constant 

enrichment." (Mengyono, 2000, 15). The 

Numerous studies explicitly state that trust in a 

person who communicates with is often more 

important than the content of what he or she 

says. Insincere communication is associated 

with the manifestation of complex patterns of 

behavior in the process of interpersonal 

interaction. 

 

Key words: communication, conflict, 

insincerity, style, trust. 

 

Introduction  

Communication permeates life in all 

segments, changing it daily, as the only way to 

establish and maintain relationships - from 

interpersonal to mass, and from informal to 

institutionalized. 

"Communication is a complex socio-

psychological process in which  persons 

exchange information. Business 

communication is carried out in writing (by 

exchanging documents of different type), 

nature and purpose or written materials or oral 

communications (through various channels), 

that  aestablis a response (feedback)."19 

Communication requires the existence of at 

least two participants in the communicative act: 

the one who sends and the one who receives the 

message, and the two generally try to reach an 

understanding and eventually agree on some 

issue. "In order to reach an agreement ( after 

the recipient decodes the message), the symbols 

                                                           
19 Borisova, 2017: 11 
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that are exchanged during the communication 

need to be identical (or at least close enough ) 

in the meaning."20 

The transmission of information is 

successful when the message that had been 

send effectively touch  thoughts and ideas, non-

verbal signals. The communication  is 

unsuccessfully done when the process is 

disrupted and obstacles are created that stand in 

the way of the set goals. The purpose of 

communication is to get the message to others 

clearly and unambiguously. 

Successful communication is based 

primarily on honesty and trust between 

interlocutors and there is no doubt that only 

honest dialogue leads to the success. "In order 

to be able to communicate successfully with 

other people, one must be in a friendly mood, 

respond without accusations, show interest in 

the views of the interlocutor and reduce 

resistance. To contribute to building trust and 

to speak without blaming the other party."21  

Proper conversation is important for 

business communication, the use of language, 

speech, vocabulary and grammar to be able to 

shape or build a message. Language is the main 

means by which agreements are reached in 

communication activities, as well as people's 

consent to certain things. Accuracy is 

understood through the exchange of  

communication  of the communicator and the 

receptionist. The complex linguistic system of 

symbols is especially important for 

communication and the transfer of information. 

For some research areas, it is very important, 

whether it is about direct or indirect 

communication, or for others it is essential 

whether the communication process is 

intrapersonal or interpersonal. 

                                                           
20 Boykov, D., 2013: 31 
21 Deletic & Pejicic, 2008: 33 

Communication can be oral or written. 

Oral communication is the most developed 

and richest ways of transmission of messages. 

This is the most significant achievement of the 

development process and the initiator of all 

changes and further development. The 

advantages of verbal communication are speed 

and feedback. Face-to-face communication is 

still the most reliable way to convey 

information to employees and get feedback. 

Personal communication is based on: the 

meaning of words and sentences, the 

intelligibility of speech, the clarity of the 

logical flow of thought, the intensity of the 

voice and the processing of information. 

Speech and thought are the greatest treasure, 

proof and condition for development. 

Written communication - consists of letters, 

emails, bulletin boards, various reports. The 

advantage of this form is that there is a written 

trace of communication. If in doubt about the 

content, the message is available for review. 

The written messages are well thought out, 

logical and clear. The main disadvantage of 

written communication is the time required by 

this form of information exchange. Another 

disadvantage is the lack of feedback, because 

we often do not have proof that someone has 

received the message and we interpret it at will. 

To the mentioned we will include another 

type of communication - non-verbal. 

Non-verbal communication consists of body 

movements, intonation and accentuation of 

individual words, facial expression and 

physical distance between the sender and the 

recipient of the message. Through non-verbal 

communication we can express our mental 

states. The two most important messages 

conveyed by body language are: how much we 

like someone and how much we are interested 

in his or her ideas and attitudes and what is the 
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relationship between the sender and the recipient. 

The styles of disgusting communication 

 In the process of communication, 

participants encounter many factors that make 

communication difficult and unsuccessful. 

Some are related to the subjects of 

communication, others, to the climate in the 

organization. And some the lack of 

appropriate means of communication.Also, 

there are those who burden stereotypical 

prejudices. The whole communication process 

is , at the same time, susceptible to noise, 

harassment and interference, which interfere 

with the transmission - sending, receiving and 

feedback. 

Communication style is an individual, 

stable form of communicative behavior of a 

person, which manifests itself in different 

conditions of interaction. ‘’How important  is 

the personal stamp in the communication  can 

be seen in the case of British Prime minister 

W.C. who would arrange  the order of 

historical facts in  his own style to avoid gray 

reality and stress the importance of his great 

spirit and originality of thinking.”22 The style 

is influenced by: peculiarities of the 

communicative abilities, the nature of the 

relationships, the creativity of the 

communicators and the recipients, the 

characteristics of the society, etc. 

Desev23 defines style as “a set of 

characteristic, typical, distinctive features, of 

principles, qualities, techniques, manners, 

forms and methods of action, which are 

manifested directly in the way of existence, in 

human behavior or indirectly in the products 

of his work and creativity.” 

                                                           
22 Cvetanovic, 2012: 86 
23 Desev, 1999: 554 

The style of business communication is 

official and fully bound by literary and 

linguistic norms such as: 

 grammatical norms - focusing on the 

correct expression in speech and writing, 

lexical norms - focusing on the main task, 

preserving the very nature of the language, 

 orthoepic norms - orientation towards 

determining the rules for pronouncing words, 

correct emphasis and expressiveness in 

speech, 

 norms of style - oriented to the choice of 

rhetorical means. 

Effective communication is based 

primarily on honesty and trust between 

interlocutors. "This skill is not learned 

intellectually, it is built over a period of 

teamwork and learning on an emotional basis. 

When there is trust, it is possible to work 

successfully in such areas as communication, 

timely decision-making, successful resolution 

of problems, cooperation between members in 

the implementation of the tasks and 

interchangeability in the absence of one of the 

team. In the absence of trust, negative 

emotions such as envy and suspicion can 

undermine and destroy a team's creative work 

and bring tension."24 

The main element of trust is faith in the 

message. However, the messages that are 

exchanged are often insincere because the 

speaker himself is not convinced of the truth 

of what he is saying. If we take a closer look, 

everything will become part of a form that is 

constantly changing, shaping and in a 

                                                           
24 Borisova, 2017: 20 
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magnificent way, with numerous 

combinations, building a new one. Behind the 

gaps in the development of all levels and 

forms, if we scratch only a small surface, we 

will find traces of regressive, pathogenic and 

ignorance-based communication. This 

happens especially in business 

communication because it is based on 

competition. 

The famous American psychologist and 

philosopher Willie James claims that science 

has done many benefits to humanity because 

it erases or at least shifts the boundaries of 

understanding many social and natural 

phenomena, but at least it has done when it 

comes to overcoming the boundary between 

the thoughts of one and the thoughts of 

another person. In fact, communicating with 

other people is a way for people to overcome 

the boundaries between themselves and 

others. 

In a slightly modified form we will present 

the communication styles of Bellengero25, 

which are characterized by a lack of mutual 

trust and honesty among the interlocutors: 

1. Delusion - a representation of what we 

are not (we are talking about trips that are not 

taken; about acquaintances that do not exist at 

all ...). 

2. Transformation - trying to convince the 

other of the truth, and we ourselves know that 

this is not true (talking about a job he has 

never done ...). 

3. Concealment - most often occurs as a 

result of increased attention and experience 

(intentional mitigation, shortening, silence). 

4. Ambiguity - hypocrisy and ambiguity of 

the word (persons who claim everything and 

base the same claims, admire everything and 

condemn everything ...). 

                                                           
25 Stanojlovic & Gakovic, 2008: 20 

5. Insinuation - deception: skillful 

suggestion, introduction in speech enough 

such information that will lead to drawing 

certain conclusions. 

6. Calculation - is characterized by 

cunning, flattery, deception with illusions. 

The calculator often makes an impression at 

first, but the interlocutor usually reads it 

where he least expects it. 

7. Inappropriate criticism - a means of 

protection and fraud due to their own non-

involvement. When he becomes aggressive, 

the person becomes slandered (constantly 

talking ugly about something, not only is it 

unacceptable, but the interlocutor is most 

often suspicious). 

8. Intellectualization - reserved, calculated 

and seemingly calm behavior without the 

slightest emotional contribution, which 

usually irritates the interlocutor and makes the 

argument unconvincing. 

9. Escape - a state of escape in which the 

speaker bypasses, avoids and conceals (this is 

a controlled escape, a kind of self-defense and 

avoidance of trust). Therefore, the questions 

are hidden and the answer is twiasted. 

10. Unnatural politeness - diversion with 

the intention to cheaply win the respect and 

love of others in the name of some immediate 

interest. When politeness becomes intrusive, 

expressive, and suspicious, when it goes 

beyond conventional frameworks (family or 

protocol), then it transforms into flattery, 

flattery, mockery. Such politeness arouses 

suspicion. Politeness should remain within the 

limits of the natural and the ordinary and be a 

simple ritual that facilitates social 

communication without compromising 

authenticity. 
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Virginia Satyr26 distinguishes four styles of 

communication: passive, aggressive 

(distracted), passive-aggressive and assertive. 

The first three have characteristics close to the 

incorrect style, while the assertive one is the 

preferred style in business communication. 

Passive (submissive) style - The main 

feature of this style is the need to avoid 

hurting other people at all costs. The passive 

person does not express his needs, opinions 

and feelings. Such a person keeps everything 

to himself so that others do not hear him and 

acknowledge him. He speaks quietly, mostly 

silent or talks a lot, but says nothing, avoids 

looking the interlocutor in the eye. The 

problems remain unresolved and the wishes 

are not fulfilled. The advantage of this style is 

that people rarely get angry at the speaker. 

Passive style face: 

o avoids discussion, 

o mostly silent or full of stories, 

o does not express his opinion, but repeats 

others, 

o quickly admits his mistake and often 

apologizes, 

o if he speaks softly, he does not raise his 

voice, 

o usually does not look into the eyes of the 

interlocutor, 

o smiles and nods constantly. 

Aggressive (distracted) style - The main 

characteristic of this style is that the 

aggressive person expresses his desires, 

opinions and feelings, but without empathetic 

recognition of the desires, opinions and 

feelings of others. He tends to be dominant 

over others, to criticize them, to humiliate 

them, to transfer his responsibility to them. 

                                                           
26  Boyanov & Boykov, 2020: 251-253 

The advantage of this style is that such people 

often get what they want. The aggressive 

person often threatens, is quite impulsive, 

does not listen to the interlocutor, interrupt , 

arrogant and tries to be the center of attention. 

This style is based on the belief that everyone 

has the right to express their opinions, needs 

and feelings, to seek help with something he 

wants, not feeling guilty, and to provide less 

than what is expected of him. On the other 

hand, the interlocutors feel pressure and 

discomfort. 

Aggressive style face: 

o declares and orders, 

o blames and attacks others, 

o does not admit his mistakes, 

o is aimed at the interlocutor and not at his 

behavior, 

o does not listen and does not interrupt, 

o speak loudly, 

o shows aggressive gestures, 

o staring at the interlocutor, 

o sets a goal to get what he wants, at any 

cost. 

Passive-aggressive style : This style is a 

combination of passive and aggressive style. 

The main feature of this style is that the 

passively aggressive person does not express 

his desires, opinions and feelings. He acts 

politely, but by ignoring, not following the 

agreement and not accepting personal 

responsibility, he shows his dissatisfaction. 

Such people, who suffer for a long time 

because of their passivity, have accumulated a 

lot of anger, which is why they express 

aggression indirectly. 

Passive-aggressive style face: 

o rarely gives his opinion, 
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o expresses dissatisfaction by ignoring, 

failure to fulfill responsibilities, 

o the facial expression does not match 

what he feels, 

o gossip and spreading lies about others, 

o likes to take on the role of victim and 

impose guilt on the recipients of the message. 

Assertive style - Being assertive means 

expressing your desires, opinions and feelings 

honestly and clearly, while empathetically 

acknowledging and respecting the desires, 

opinions and feelings of others. The assertive 

style of communicators is considered to be the 

mosteffective way of communication, because 

in such interaction functional interpersonal 

relationships are built. The person who uses 

this style speaks in a calm tone, equates the 

verbal with the non-verbal communication, 

listens to the interlocutor and does not 

interrupt. Assertive interlocutors aim, use the 

most effective way to reach an agreement, and 

act according to plan. 

 Assertive style face: 

o knows how to listen actively, 

o respects others and seeks himself, 

o does not bypass - speak clearly, 

concretely and directly, 

o expresses his expectations and feelings, 

o criticizes positively, 

o often praises others, 

o takes responsibility for his words and 

actions, 

o ready to apologize when you make a 

mistake, 

o knows how to control his sudden 

reactions, 

o respects the interlocutor and looks him in 

the eye, 

o the voice adapts to the situation.27 

To the group of incorrect styles we will 

point out the manipulative style of 

communication. 

Manipulative style is characteristic of 

persons who are measured and intend to 

influence the behavior of others, to threaten 

their rights, to control them for personal gain. 

The stylistic figuration belongs to: words and 

expressions to which: the narrators, poets or 

orators enrich the work, creating: new, 

broader and conveyed meanings. And whether 

they are: macrostructural or microstructural, 

stylistic figures in public expression can be 

expressed through presentation, manipulative 

techniques. 

Klein and Shipka define manipulation as a 

planned influence on people and the public 

through dishonest actions to achieve political 

goals. Intentionally modifying, adapting or 

distorting data and information in order to 

obtain benefits, rewards and fraud. 

The object of manipulation is most often 

the emotions of others, because the sentences 

contain some hidden messages with which the 

interlocutor is currently unaware and feels 

obligation, guilt or regret. Therefore, this 

communication is called hidden coercion. 

Manipulators are talkative, they know in what 

situation what they have to say, which is why 

an unqualified interlocutor can define them as 

assertive communicators. Beware of false 

prophets who come to you in sheep's clothing 

and are wolves inside. (Matthew 7). 

Speech decorations, words, sentences, 

thought figures, construction or discourse are 

related to: ideas, thoughts or attitudes, and the 

                                                           
27  Radović, V., I. Cvetanović, Bojkov V., 2018: 104 
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goal is always the same - to convince the 

audience more effectively. One of the main 

characteristics of the distance of the speaker 

from the direct way of expression. These are 

figures whose speaker emphasizes their own 

ideas and attitudes or diminishes the value of 

the statements of the opposing party. In 

theory, the categorization, or the classification 

and typology of stylistic figures, is not the 

same.However, the goal has always been to 

have the desired impression,  to prepare the 

audience for easier acceptance of the 

presented ideas28  

Conclusion 

In both personal life and business, a balance 

must be struck between giving and receiving. 

The basis of human relationships is 

commitment, and everyone somehow pays for 

what they receive. Non-compliance or 

avoidance of settlement leads to the 

accumulation of obligations on the one hand 

and instability on the other, which can lead to 

the termination of relations. 

The key to success in any business is a good 

relationship with business partners, but in this 

crossword puzzle there are often many 

unknowns, including insincere communication. 

The manipulators in their performance hide the 

main messages that the other person may be 

completely unaware of. 

Practice shows that the atmosphere of 

comfort and mutual understanding in business 

communication is crucial in making business 

decisions. 

 Successful communication depends on: 

• the ability to navigate the speech 

situation and in order to select 

                                                           
28  

appropriate language tools for the 

relevant field of communication, 

 

 

 

 

 

 

 

 

 

 

 

• whether we have a good command of 

grammatical, lexical and phonetic 

linguistic means to create a text 

according to the rules,  

• our ability to perceive and create texts 

with which to maintain contact or to 

stop it, if we wish, when the subject / 

topic / of communication is exhausted, 

• our chosen language strategies through 

which to eliminate mistakes and 

weaknesses in communication.29 

The style of business communication is 

determined by: the elements of business 

communication; the professional views, ideas 

and principles of the speaker; personal and 

professional motives and dispositions; an 

established approach and behavioral model. 

To resolve the conflict, it is most important 

to clarify the goals, and this is achieved 

through: compromise (understanding), 

acceptance (open conversation, communication 

                                                           
29 Mitseva, 2011: 88-89 
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without confrontation) and partnership (decision, forgiveness, honesty). 
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