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Abstract 
This study focuses attention on the bargaining strategies among the 

Yorubanized North Central (Ilorin) indigenes in an open market situation. A 

thorough discussion on how the market men and women end up at gainful sales 

through their careful choice of lexical items is made. In addition to that, the 

article investigates the linguistic exchange between traders and their 

customers in some main markets of the metropolis. Three markets are selected 

to serve as setting for data collection. Two bargaining interactions are 

randomly observed and recorded in each market and they are used as data for 

participatory observation. To achieve the above, the author uses 

sociolinguistic parameters to highlight communication strategies required in 

price negotiation and discusses the sociolinguistic implication of bargaining 

conversation. A self - made Model of Interactional Analysis derived from a 

blend of Dell Hymes’ Ethnography of Speaking (1964) and Howard Gile’s 

Communication Accommodation Theory (1972) was theoretical base for data 

analysis. The application of the theory to commercial bargaining interaction 

among the selected market traders revealed that principle of politeness, 

persuasive statement, linguistic dominance and evasion are employed by the 

traders to arrive at gainful negotiation agreement between them and their 

potential customers. The context of this study revolves around an open market 

system where bargaining and haggling are the modus operandi and whoever 

has the better dexterity in bargaining skills often gets a better deal.  
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Introduction 
Bargaining interaction cannot begin and 

end in a successful negotiation 

agreement without the use of language 

either in written or spoken form. In a 

typical Nigeria market, where people of 

diverse linguistic backgrounds are 

expected to converge for business 

purposes, there will be a need to 

communicate in a  language that will be 

understood by both the buyer and the 

seller. In Nigeria, English is the 

unifying language with which sellers 

and buyers interact. The case of Ilorin is 

no exception, although Yourba is the 

commonest language of business 

transaction, probably because of the 

population of its speakers. There are 

other languages like Hausa, Igbo and 

Pidgin that are used especially in a 

required occasion.  The language one 

speaks portrays who one is whether it is 

an indigenous language or language of 

immediate environment. Gisborn 

(2004),  notes that “language is a control 

of feature of human identity” (p.1). 

When we hear someone speaks, we 

immediately makes guesses about the 

gender, age, level of education, 

profession and place of origin. 

Modifications and differences 

noticeable in the way human beings use 

language  is as a result of some 

sociolinguistic factors such as age, 

education, exposure, occupation etc. It 

will therefore be illogical to assume that 

language will remain static in its 

original form without modifications. 

Pinker (1994), portrays language as 

being “so closely woven into human 

experience that it is scarcely possible to 

imagine human life without it” (p.17).  

 Every market setting in the 

world has a larger speech community 

under which it is subsumed. As a micro 

speech community, there must be 

common language which will dominate 

other languages. In every market of 

state capitals in Nigeria like Ilorin, 

English language speakers are found 

even in an open market setting. Crystal 

(1987), states that “language is not only 

used for mere communication purpose, 

it is also used to establish interactive 

communication, which could be 

emotional expression or social 

interaction” (p.70). In a society, 

bargaining and language use are 

inseparable parameters and one cannot 

exist without the other. Price 

negotiation is an age long phenomenon 

in human society where markets are 

contained. For the purpose of this study, 

language is viewed as a device that 

influences bargaining strategies of 

sellers and buyers in a market setting. 

According to Oxford Advanced 

Learner’s Dictionary Hornsby (2015), 

bargaining is defined as “a discussion of 

prices condition with the aim of 

realizing and agreement that is 

acceptable”. Bargaining begins when a 

seller declares an unusual price on a 
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commodity that a buyer wishes to buy. Buyers reactions can be in two ways: the 

price can be ridiculously reduced below the cash value worth of the commodity or 

the exact amount worth mentioned. The agreed price of any goods is often 

characterized by a number of issues which include: the type of goods (perishable 

or non perishable); the timing i.e. (morning, afternoon or evening); the people 

involved in the bargaining (old, young, male, female, rich or poor). This study 

therefore seeks to investigate the bargaining strategies of the sellers and buyers 

which results into purchasing agreement.  

                 

Brief On Sociolinguistics 

Wiley, (2012) submits that “Sociolinguistics investigates how social structure 

influences the way people talk and how language varieties and patterns of use 

correlate with social attribute” (p. 215). According to him, variables such as class, 

sex, place, social status, time, gender and age are the tools the linguists use to 

determine the influence of social structure on the way people talk. This means that 

Sociolinguistics and Sociology of language require a systematic study of language 

and society if they are to be successful. A sociolinguistic study that deliberately 

refrains from drawing conclusions about society seems to be unnecessarily 

restrictive; likewise, sociology of language that deliberately ignores discoveries 

about language in the cause of sociology research is incomplete.  

Holmes (2008) discusses Sociolinguistics by first defining Sociolinguists. 

According to her, a Sociolinguist is the person that studies the relationship between 

language and society. She further states that Sociolinguists are interested in 

explaining why we speak differently in different social context. We can therefore 

define Sociolinguistics from her definition of Sociolinguists as “the study of 

relationship between language and society”. Adeniyi, (2011) explains 

Sociolinguistics as “a practical and scientific discipline which researches into the 

language that is actually used either by native speaker or foreign users”. According 

to Adeniyi, Sociolinguistics looks deep into how language is used by the young 

and old in a monolingual, bilingual or multilingual community in order to 

formulate theories about language change. Sociolinguistics also investigates the 

individual and social variation in language just as regional variation of language. 

Hudson,(1996) describes Sociolinguistics as “the study of language in relation to 

the society i.e. Sociolinguistics depicts how the norms of language are connected 

with the society” (p.1). In addition, Coates (1993) defines Sociolinguistics as “the 

study of language in the social context” (p.4). In other word, Sociolinguistics 

studies the linguistic variation in a culture. It deals with the way an individual 



 

264  africanscholarpublications@gmail.com                                                                               

 2020 

 

speaks in the society and demonstrates how speakers’ utterances are affected by 

some social variables like age, gender, status and so on. Hymes (1983) submits that 

“issue of cold variation and speech diversity has been identified as the major focus 

of Sociolinguistics.” (p.528). 

Omole, (1985) cited in Ayoola, (2005) considers it as “a study of language in its 

social context and its concerns who says what, to who, how, when and why” (p.8). 

The “who” in the definition above refers to the speakers or the writers”. In this 

study however, the speakers are the seller and buyers. “What” refers to the content 

of the message i.e. price negotiation, “to who” refers to the listeners which can be 

seller or buyer. “How” answers the question “in what manner is the language 

conveyed?” For the purpose of this study, the “how” is the strategies employed to 

arrive at an agreeable price considered to be favourable for both seller and buyer. 

The “When” tells us the time of the language use which can be in the morning, 

afternoon or evening. While the “where” reveals the situation or physical context 

of the language use i.e. market setting, the “why” means the reason(s) for the 

language use. The interest of this research is to use Dell Hymes’ theory of 

Ethnography of Speaking and   

Howald Gile’s Communication Accommodation Theory (CAT) to analyze the 

language of seller and buyer during price negotiation. The sociolinguistic variables 

considered to be more relevant to this study are age, social context and gender. 

 

Age  

Wiley, (2012) asserts that variation exists in the use of language of the young and 

the old. As children grow older, they imitate the language of their peers and 

immediate elders. As they grow into adulthood and move into the world of work, 

they often use non – standard features of language as a result of their moving into 

linguistic market where control of standard language has real social and economic 

benefits.  Oloruntoba, (1999) however argues in his  

paper “Sociolinguistics: An overview” that “the elderly tends to be more 

conservative in language use as they are unable to keep up with the rate of language 

shift” (p.131) This, according to Oloruntoba, is because of reduced mobility which 

makes them to employ terms and usages that are out of fashion while the young 

are believed to be freer with language experimentation. With age, change is 

experienced at all levels of language use. The researcher has a contrary view to 

Oloruntoba’s submission, especially on his argument that “reduced mobility makes 

the elderly to employ terms and usages that are out of fashion” The researcher 

discovers that the elderly are the custodians of culture, norms and values. They 
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therefore preserve the use of proverbs, idioms and wise saying which the young 

always make reference to whenever the need arises. So, it is not the issue of 

“reduced mobility” that compels the elders to use language terminologies believed 

to be outdated rather it is a deliberate act to preserve the aesthetics of the age long 

acquired language.  

The researcher opines further that, if the elders have moved in the same direction 

with the young in their language use, proverbs, idioms and witty sayings, would 

go into oblivion, considering the interaction in datum 1, where the seller that is 

considered elderly, code-switched into Yoruba to tell her respective buyer that she 

has the commodity requested for in commercial quantity. On the other way round, 

the same message was passed to a customer in datum 3 where the seller that is 

much younger used a slang “oyapa baje” i.e. (it is available in larger quantity). If 

the seller that are elderly have chosen to speak in the same way the seller in datum 

3 spoke, there is tendency to assume that “o yapa baje” (meaning, it is available in 

larger quantity) is the best way of saying that something is in abundance, whereas 

“o wa daadaa” (meaning, it is available in larger quantity) is better and more 

mature.  

 

Gender  

Gender differences are innate to a good extent, naturally, gender differentiation, 

especially in an open market setting, compliments often. Thus, as a variable in 

sociolinguistic study, gender is examined from many angles. Many researchers 

have found out that differences occur in the speech of men and women. Kerammer 

(1997) report that “men’s speech is forceful while that of women is weak, trivial, 

ineffectual, hesitant, hyper political, euphemistic, often characterized by gossip 

and gibberish on intonation and pitch pattern.  Brew,(1975)  submits that women 

make use of high pitch in their conversation than men. On interruption phenomena 

in conversation, Zimmerman and West (1975) argue that 98% of the females tend 

to be silent after being interrupted by male.  Speaking in agreement with the above 

submissions, Oloruntoba supports the views by saying that “gender is an important 

sociolinguistic variable which has shown several distinctions in the language of 

male and female” He indentifies phonetic distinction (pitch or voice modulation), 

semantic distinctions (lexical choice), rhetorical distinctions (mannerism, topic of 

discourse, turn taking attitude, etc) as facilitating factors.   

According to Oloruntoba, many languages are said to be sexist because of the 

predominance of uses that suggests the superiority of one sex over the other. He 

cites example of English language in which “God” is referred to “He or Him” 
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Raymond, (2007) argues that “the word gender” (a grammatical term) refers to “the 

social roles and behavior of individual arising from their classification as 

biologically male and female” (pp.22-23) in his further arguments, Raymond, 

(2007) submits that women’s use of language is powerless and non – 

confrontational. The reports of Brew, (1975), Holme, (1998) and Oloruntoba 

(1999) that are relevant in Raymond’s submission in (2007) is a clear indication 

that women use high rising intonation and are more considerate in language use 

than men. This submission is  

relevant to this study in the sense that, there are more women as sellers and buyers 

in the selected markets setting than men, in addition to that, the researcher 

discovered that in price negotiation, either as a buyer or a seller, women are more 

persuasive in their speeches unlike the male characters whose speeches are 

sometimes confrontational, especially when provoked. This is evident in datum 4 

where the potential male buyer was showing a measure of annoyance during 

interaction.  

 

Social Context 

According to Holmes (2008) “social context has a powerful influence on choice of 

words and style” (p.246) She further submits that “the way a business woman is 

addressed is largely dependent on the relationship between her and the addresser 

in terms of relative status and solidarity” Furthermore, Holmes (2008) opines that: 

“the choice of appropriate words in Conversations is influenced not only by 

personal relationship between the participants, but also by the formality of context 

and relative roles and status within that setting”. Going by the above quotation, 

bargaining conversation in a market setting is influenced by the informality of the 

context. Language users are therefore sensitive to the differences in speech patterns 

that mark their social class and tend to adjust their style to the context. For instance, 

middle class language user that wants to be associated with the upper class 

members often over use some words peculiar to that class. For example, if a 

roadside mechanic finds himself among lawyers and jury, he is likely to overuse 

the phrase “My Lord Sir” this process of adapting own speech to reduce social 

distance is what Howard Giles referred to as convergence, a useful tool for this 

study. From the data gathered for this study, the researcher discovered that both 

the seller and the buyer are aware of the linguistic culture relevant in a market 

setting. For instance, when a seller mentions a price that is outrageous, he or she is 

not surprised when the buyer slashes the price below valuation worth.  
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Theoretical Framework  

The specific theories of sociolinguistic that have enjoyed prominence over the 

years include Basil Berstein’s (1970), Deficit Hypothesis.  William labor’s (1972) 

Variability Concept, Dell Hyme’s (1964) Ethnography of Speaking and Howard 

Gile’s (1972) Communication Accommodation Theory. For the purpose of this 

study, the researcher adopt two important sociolinguistic theories namely; Dell 

Hyme (1964) Ethnography of Speaking and Howard Gile’s (1972) Communication 

Accommodation Theory (CAT). On the strength of the two theories, a model of 

analysis referred to as “Model of international Analysis is developed for the 

analysis of data. The fusion of the two theories as a basis for developing the model 

is hinged on the similarities. The model becomes necessary because neither of the 

two theories fused together can adequately and single-handedly analyze the data 

for this study.  

 

Brief On Ethnography of Speaking and Communication Accommodation 

Theory.  

Ethnography of Speaking:  

Hymes Ethnography of Speaking is concerned with how language is used by a 

particular group of users who might be of the same ethnicity or who might share 

certain social value and linguistic behavior in a particular speech community. In 

line with the above postulation, a market is seen as a speech community where the 

sellers and the buyers are presumed to have certain things in common for being 

members of the same speech community. The analysis of language in its social 

context was first described as Ethnography Of Speech by Hymes (1962) Duranti 

(1997) defines Ethnography of Speaking as “the written description of the social 

organization, activities, symbolic and material resources with interpretive practice 

characterizing a group of people” (p.85) 

 

Communication Accommodation Theory (CAT)  

Gile’s Communication Accommodation Theory revolves around three 

fundamental questions that serve as basis for its application. The question includes 

how the different personal and social identities are negotiated during the 

interaction. In addition, answer to “who changes the style of conversation and to 

accommodate who during interaction”, is provided in the theory. Lastly, answer to 

the question: “what are the outcomes of accommodation on the relationship 

between interlocutors” are made available in the theory. These are the questions 

that (CAT) addresses. The theory was borne out of the desire to put some socio – 
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physiological meat on the bone of sociolinguistic processes and to develop 

linguistic focus in socio – psychology. As contained in the theory, the following 

are the sub – division considered to be relevant for this study by the researcher; 

convergence, divergence, evasion, accommodation and non – accommodation. 

Because of the limitation placed on this article, details of the sub – division would 

not be given attention in the study.  

 

Model of Interactional Analysis   

Based on the strength of Hymes’ Ethnography of Speaking (1964) and Gile’s 

Communication Accommodation Theory (CAT) (1972), a model referred to as 

Model of Interactional Analysis is developed to analyze the data in this study. The 

model is designed in line with Hymes’ and Gile’s theories because they are 

imperative to this study as they emphasize communication practice that are 

linguistically permissible in line with the socio – cultural reality of the language 

user. Howard Gile’s theory is given more attention because of its broad divisions, 

namely; convergence and divergence which are considered by the researcher as 

useful tool in the designed model of analysis. It is however observed that strategies 

of price negotiation are more in line with convergence than divergence. This is 

partly because the two parties involved work towards arriving at a price that is fair 

to both sides. In addition, the concept of encoder and decoder as embedded in the 

Gile’s theory is synonymous to Hymes participant which is in the second letter of 

the acronym SPEAKING. According to Gile’s theory the encoder is the speaker 

while the decoder is the listener. For the purpose of this study, the encoder is the 

seller while the decoder is the buyer and vice – versa because the relationship can 

be said to be dynamic. In line with the above, Ethnography of Speaking is mapped 

with Communication Accommodation Theory (CAT) thus  

Setting                   Shared Social context (common core)    

Participant    Encoder and Decoder (buyer and seller) 

End     Price affordability                           

Act sequence     interactional turn – taking  

Key     code mixing and code switching  

Instrumentality  acceptable linguistic exchange  

Norms      affordance (s) in a speech community  

Genres      price negotiation 
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MODEL OF INTERACTION ANALYSIS CHART   

 
 

The diagram above represents the fusion of Hymes and Gile’s theories that serve 

as basis for the model of analysis. The horizontal arrows in front of Hyme’s “S” 

which stands for “SETTING” in his acrogens SPEAKING, are pointing to what 

Gile refers to as shared socio context (common core). This, according to the study, 

is the market places that connect the seller and the buyer together. Similarly, the 

“P” which stands for participant in Hymes Theory is what Gile refers to encoder 

and decoder (i.e. buyer and seller). “E” that stands for “ends” in Hymes’ work is 

known as “price affordability” in Gile’s submission. “A” i.e. act sequence in 

Hymes’ work is synonymous to “interactional turn taking” between sellers and 

buyers in a market setting. While “key” in Hymes postulation means “code-mixing 

and code-switching” in Giles submission. “Instrumentality” according to Hymes, 

is the same as acceptable linguistic exchange in Gile’s theory “Norms and Genres” 

in Hymes acronyms are parallel to “affordance in speech community and price 

negotiation in a market setting in Gile’s Communication Accommodation Theory 

(CAT)  

In the same vein, the circle i.e. the second diagram stands for speech community 

which is the market setting. The two triangular shapes embedded in the circle 

represent the encoder and decoder which, according to Giles, mean the speaker and 

the listener. In the context of this study, they are sellers and buyers. These are the 

people Hymes refer to as participants that the second letter i.e. “p” in his acronym 

SPAEKING stands for. The “genre” which is common to the both sides, connotes 

 

        Genre 
 

    Sender/Encoder 

     

Genre 

Receiver/Decoder 

 

Genre 

 

Order  

Common core/differ core 
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price negotiation while the gap between the participant i.e. encoder and decoder 

serve as the shared social context which must be closed before convergence can 

take place. This is also the same as common core, which according to the diagram 

above, is the consciousness of the encoder and the decoder i.e. buyer and seller, 

that selling price is not usually said at the initial stage of business transaction. This 

fact known to the buyer makes him or her reduce the price below value worth of 

the commodity being bargained. This is purposely done to compel the seller to 

mention the actual price of the goods. The point at which the seller and buyer agree 

at a particular price is what Gile refers to as convergence. In the same vein, “differ 

core” as represented in the diagram symbolizes the point at which the buyer 

disagrees with the seller over the price of a commodity; this is tagged divergence 

in the adopted theory. Hence this model of analysis in conjunction with the chosen 

sociolinguistic variables, remain the wheels on which the data analysis rotates  

 

DATA PRESENTATION AND ANALYSIS  

Based on the sociolinguistic theories fused to design a model for this study, the 

selected variables are applied to participants in the bargaining process with the aim 

of extracting the dominant sociolinguistic factors in a bargaining conversation as a 

form of language use. Key: the seller is SPEAKER “S” while buyer is SPEAKER 

“B”.  

The selected markets are Mandate, Oja Oba (Emir’s Market) and Yoruba Road 

market     

 

DATUM 1, MANDATE MARKET  

Speaker S:  Mummy, e wa, kin le fe? (Mummy, come what do you want?)  

Speaker B: I need fresh tomatoes  

Speaker S: O wa? Awon naa le nwo yii (yes I have them in abundance, see them 

on display) 

Speaker B: How much do you sell them?  

Speaker S: Hundred hundred naira  

Speaker B: If I buy two, can you sell them for N150  

Speaker S: Abba mummy! E ju N50 lo (Abba mummy you are worth more than 

N50) 

Speaker B: it’s alright, no problem. Give me two packs and one sachet of salt  

Speaker S: E se ma . kin le tun fe si ? (Thank you ma. What else do you want to 

buy?)  

Speaker B: I’m okay with these items  
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Speaker S: Ma, ororo wa, epo pupa wa, fresh vegetable naa wa ma. E bami ra 

gbogbo e once and for all   (There is vegetable oil, palm oil and fresh 

vegetable for sale, buy all form me ma once and for all)  

Speaker B: Thank you I’m okay with these  

Speaker S: Nibo le park si ma? Ki n ba yin gbe lo sinu moto (Where did you park 

ma? So that I can help you to carry it to the car)  

Speaker B: No don’t bother yourself, it is handy. Thank you very much 

Speaker S: You are welcome ma.  

 

DATUM 1 ANALYSIS  

This conversation revealed so much about bargaining strategies of the encoder and 

the decoder. The arrival of the customer waiting to buy items on display signals to 

the seller that she needs to show her linguistic prowess to entice the customer into 

a gainful purchase. The use of honorific word “mummy” is always a bait to attract 

a potential customer. This hardly fails. The society admits respect as a good manner 

and a bargain strategy. The human innate needs for praise and acceptance always 

give the seller upper hand to lure buyers into a gainful purchase. The seller  In 

datum 1 used her marketing skills to cajole the buyer to buy at her (seller) desired 

price. Speaker B (the buyer) used the following instrumentalities to come into 

convergence with the seller. Out of 7 statements, she used 2 interrogative 

sentences. She came into negotiation agreement with the seller without stressing 

the seller too much. She maintained her speech in English without minding the 

seller’s indigenous language. She refused to be persuaded into buying what she did 

not plan to buy. She also had some measure of politeness as she refused to bother 

the seller who offered to carry the items bought for her. From the datum, it is 

deduced that both the seller and the buyer are from the same larger speech 

community under which the market setting is subsumed. Although the seller spoke 

more in Yoruba, the buyer understood her perfectly. In the other way round, the 

seller also understood English language because she was able to respond correctly 

to the conversation of the buyer. There is an instance of convergence in the 

interaction, they both agreed on a price for the commodity. The common core 

observed in the interaction is that, both of them understood Yoruba because when 

the former spoke in Yoruba, the latter understood. However their diver – core is 

evident in the fact that the buyer preferred to speak n English while the seller 

preferred to speak in Yoruba. At long last, they converge and arrived at a price. 

Form adopted model of analysis it is clear that the buyer and the seller have a 

common knowledge that payment of purchase is not usually done on the price 
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mentioned at the initial stage of business transaction. This is an example of 

convergence and divergence as postulated by Howard Gile (1972).  

 

DATUM 2 MANDATE MARKET  

Speaker S:  Daddy, e ba wa wogba o!  (Daddy, Come and check what we are 

selling) Turkey wa (there is turkey) Chicken wa (there is chicken) 

daddy.    

Speaker B: Do you turkey in cartons?  

Speaker S: O wa daadaa (we have it in abundance) how many cartons do you want? 

Speaker B: Just one, how much is it?  

Speaker S: Twenty four thousand naira only (N24,000) 

Speaker B: Hen? Mi o gbo?(what! I didn’t hear?) Twenty four kini (Twenty four 

what)  

Speaker S: Ah! ah! E si wa pariwo bayen. Se iduro yin yii gan – an o waa ju twenty 

four thousand naira lo ni? Abi, kii sa se twenty four thousand dollars ni 

mope. (Abba!  And you shouted so loud. Is this outfit of yours not worth 

more than Twenty four thousand naira? After all I said twenty four 

thousand naira and not dollars) 

Speaker B: Its alright. Thank you for the accolade (elo wa ni jale? A bee sini I din 

nnkan kan nibe ni?) How much is the last price? Or won’t you reduce 

the price for me at all?  

Speaker S: Ok. I will reduce it by (N200) two hundred naira  

Speaker B: is that the last price?  

Speaker S: How much do you want to pay  

Speaker B: N 20,000  

Speaker S: Baba oko mi, eyiin naa o nii s’owo sooti. Edakun e bami raa (N100) 

hundred naira pere ni mo fi taa fun yin. E je kawa naa o je ninu ola yin. 

(My father –in –law, you will not run business at a loss. Please buy from 

me. I am to make hundred naira profit from this transaction. Allow us 

also to benefit from your wealth)   

Speaker B: That’s alright. No problem, go and bring it 

 

DATUM 2 ANALYSIS  

As shown in the above datum, the speech community is a market where most of 

the potential buyers are believed to be Yoruba Speakers. The participants are the 

sellers and buyers. The genre is the price negotiation while the following 

instrumentalities are observed in the negotiation: Speaker S: the seller used 
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indigenous language Yoruba to speak assuming that the buyer was a Yoruba 

Speaker also. She itemized what she has in stock. She employed the principle of 

politeness by putting the buyer in the position of father –in-law. This implies that 

the type of honour that a father –in-law would receive from his child’s spouse is 

what the seller accorded the buyer. This made the buyer felt highly honored, and 

in order to retain the honour, bought the item from the seller at an agreeable and 

more profitable price. On the part of the buyer, he adopted the following strategies 

as instruments to reduce the price, there was a direct use of interrogative 

statements. These feature three times in his conversation. From the datum, it Is 

deduced that both the seller and the buyer are aware that some sellers lie to their 

buyers by selling inferior goods as original. This probably accounts for the reason 

why the buyer reduced the asking price to N 20,000 as against N 24,000 that the 

seller mentioned. In this datum, there are instances of convergence and divergence 

as it is a usual practice for the sellers to hike the price of their commodity in order 

to bring the buyer to a negotiation agreement. This fact known to the buyer enables 

him to reduce the price below cost value in order to force the seller to mention the 

actual price of the commodity. Because the real price of the commodity is not 

usually said at the initial stage of business transaction, principle of divergence was 

employed by the buyer who disagreed with the price. And after a protracted 

negotiation, the seller’s and the buyer’s coming into agreement eventually is what 

Howard Gile refers to a convergence which is clearly evident n the datum above. 

It is interesting to note that the literate seller was able to mentally assess the 

potential buyer and code switched his linguistic approach to suit the situation. The 

margin of error here is very little , so one can safely say that each society intuitively 

develops linguistic strategy for effective bargaining in an open market situation, 

especially the likes of commodity market that are under study here.  

 

DATUM 3 OJA OBA (EMIR’S MARKET)   

Speaker S: Uncle Come, we have it. Brocade, lace materials, guinea, Ankara, we 

have them all.  

Speaker B: Do you have cut and sew material for trousers and school uniform?  

Speaker S: O yapa baje. E maa bo. A ni e wole kee wa choose eyi ti e ba fe (I have 

it in abundance come inside and check the one you want) 

Speaker B: It’s ok. Where are they?  

Speaker S: See them. How many yards and trousers do you want?  

Speaker B: How much is a yard of trousers material  

Speaker S: Two Thousand five hundred naira only sir (N 2,500)  
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Speaker B: Give me the last price, I don’t have time.  

Speaker S: E ma binu sa (Don’t be annoyed sir). last price is N 2,000 how many 

do you want  

Speaker B: I need 10 yards and I will pay N 15,000 for all  

Speaker S: Sir! please don’t take my money elsewhere, the last price is N 17,500 

for all.  

Speaker B: No problem. I may buy from you some other time  

Speaker S: Uncle! Please don’t go. Help me to buy it Sir, nobody will sell it for 

you at that rate.  

Speaker B: Allow me to go, that’s all I can pay. I’m in hurry please  

Speaker S: Oda, (It’s okay) come and take your own ka sa a ti e fi sewo. O saa ro. 

(well, at least, to ensure first morning sale)  

 

DATUM 3 ANALYSIS  

From the above datum, it is evident that the buyer did not give room for 

unnecessary pleasantries form the seller’s responses, it can be deduced that he was 

not ready for any form of friendliness. As a part of bargaining strategies, a 

successful trader must rise to market conservational situation as it rises. Therefore 

he or she must know the linguistic resources of the environment in order to operate 

effectively. The seller in this datum adjusted his choice of lexical item to the level 

of the buyer. Unnecessary use of words of friendliness was substituted for formal 

language coupled with principle of politeness. This method of bargaining is not 

much common in the market setting where there are more Northerners than the 

Yorubas. Markets like Zango, Sabo and Khara (where cattle are sold) do not 

operate like that. Most Northerners in those markets usually begin their asking 

price with the real cash worth of the items to be sold. So at the end of the 

transaction, little or nothing is usually removed from the amount mentioned at the 

initial stage of the transaction. The underlying fact here Is that, buyers from these 

markets are aware of the actual price, so, there is no need of haggling. But for the 

case of this datum, the researcher, noticed that the seller did everything possible to 

retain the buyer because it is believed that losing the first customer to patronize 

one early in the morning is a sign of bad omen for the day. On the part of the buyer, 

there were 3 instances of direct questioning to query the justification of the price. 

The buyer also used direct – to – the – point approach. This can be noticed in his 

statement “give me the last price, I don’t have time”. He maintained his ground, 

concerning the amount he considered appropriate to buy the cloth. Upon his 

insistence and attempt to go elsewhere, the seller agreed with him not minding the 
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last price earlier mentioned. This agreement brings us back to what Gile postulates 

as convergence. The instance of divergence in the datum is the buyer’s refusal to 

pay even the amount referred to as “last price” in addition, the common core 

observed in the datum is that, both the seller and the buyer were from the same 

larger community under which the setting of the interaction is subsume. They were 

both aware of the usual hike in asking price and the eventual payment at an 

agreeable amount. Their differ – core lies in the buyer’s statement that indicated 

pessimism as he wanted to go without the purchase while the seller remained 

optimistic in that, he ensured that purchase was made and the customer retained for 

further/subsequent  patronage  

 

DATUM 4 OJA OBA (EMIR’S MARKET) 

Speaker S:  Kin le fe aunty? (Aunty what do you want)  

Speaker B: Do you have white guinea?  

Speaker S: Yes I have. How many yards do you need?  

Speaker B: 20 Yards. How much do you sell a yard?  

Speaker S: A yards is N 3,500 

Speaker B: can you please go straight to the point, time is not on my side.  

Speaker S: It’s alright ma. The last price is N 2,500  

Speaker B: This cloth is not worth more than N 2,000 per yards  

Speaker S: It is not so, this material is different from the common ones. It will not 

fade, It will not shrink. Just try it and compare. You will agree with me 

that it is original  

Speaker B: Let me pay N 2,000 only. If you are ready to sell it, I will buy 20 yards. 

(While the seller was still contemplating on whether or not to buy, The 

buyer moved away to another shop.)  

Speaker S: realizing what was happening, the seller ran after the buyer calling her 

with a loud voice) Aunty! aunty! Se bi mo n pe yin ni ? ani e wa mu ti 

yin, ka ta wonu ara won. (Aunty! aunty!  afterall I’m calling you. Come 

and take your own. At least we will juxtapose the sales.) 

Speaker B: Are you ready to sell for N 2,000 per yards  

Speaker S: No problem, come and take your own. (Tinba jere repete lonii, maa je 

lojo mii) If I don’t make much gain today, I will make it another day 

Speaker B: Ok measure 20 yards for me  

 

DATUM 4 ANALYSIS  

This is a typical bargaining model of the average open market interaction in the 

speech community under study. Both the trader and buyer are privy to the fact that 
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truth is far from this initial price given in business transaction. It is a linguistic 

reality that prices of goods must be dropped before an agreeable amount is arrived 

at. At that juncture, whoever has the highest competence of linguistic manipulation 

with current fact, falsehood at times, cajoling often and fear of losing good bargain 

gains upper hand and goes with higher satisfaction, although this can be personal. 

The researcher, in his careful observation noticed the following instrumentalities. 

Firstly, there was use of code – switching. Though interaction began with English 

language, before its conclusion, the seller switched to indigenous language i.e. 

Yoruba. Furthermore, the researcher observed some measure of politeness in the 

way the buyer was addressed. On the part of the buyer, politeness was noticed in 

her conversation, though without much friendliness. Moreover, it was observed 

that both the seller and the buyer come from the same larger speech community 

that housed the setting of the interaction. This is provable because, though the seller 

code-switched, the statement was intelligible to the buyer.  

 

DATUM 5 YORUBA ROAD MARKET  

Speaker B: Hello! Who is in this shop?  

Speaker S: Yes ma! I am around o! What do you want alhaja?  

Speaker B: Do you have semolina?  

Speaker S: No ma. But I have Semovita. Semovita is also good ma. In fact let me 

tell you the truth, it is better than semolina. That is what me and my 

family eat. It is not difficult to prepare It digests easily. Just try and 

compare.  

Speaker B: Ok, how much is 5kg? 

Speaker S: it is N2, 050 ma.  

Speaker B: Madam, you better give me the last price. Honey well (5kg) cost N 

1,950, Golden penny Semovita is 1,900 while mama gold is 1,850. Can 

you see that I am not a Novice, I know their various prices.  

Speaker S: It’s ok ma how many bags of 5kg do you want?  

Speaker B: Though I planned to buy semolina, but for enthusiasm and persuasion, 

give me a bag of Semovita (5kg)   

 

DATUM 5 ANALYSIS:  

As indicated in this datum, the bargaining strategy adopted by the seller includes 

referencing of customer. The seller addressed the buyer as Alhaja without a prior 

knowledge of her religious status. She was polite in her statement for there were 

instances of the use of “ma” to show respect. This is done purposely to get the 
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money in the pocket of the buyer. In addition, the seller has the proper mastery of 

what was in her stock apart from that, she was persuasive and influential. This is 

portrayed in the way she convinced the buyer to buy another brand of her 

commodity. On the other hand, the buyer also displayed a sound of knowledge of 

what she wanted to buy. She itemized them one by one with their prices without 

mix up. As observed in this datum, the society respects sound knowledge and 

education. This can be deduced in the way the seller responded to the buyers’ 

display of knowledge that showed that she is well informed about the goods to be 

bought. There was no further haggling, the seller agreed with the buyer 

immediately. As common to other data, the interaction ended with convergence 

which is known as common core in the chart of the model of interaction analysis.  

 

DATUM 6:  YORUBA ROAD MARKET  

Speaker S: Madam, which one do you want? Come and check your size dey there. 

Madam I say come and check it, these ones, na grade one  

Speaker B: Cardigan ni mofe. Do you have?  

Speaker S: Yes! E dey plenty  

Speaker B: Let me see them  

Speaker S: See, see them, pick the one you like  

Speaker B: These ones are not cardigan, they are pullover.  

Speaker S: Yes madam, I know, but please, a beg follow me buy. I won’t put money. 

Please a neva sel anything since morning. This one self beta pass 

cardigan. You fit wear am inside rein and you no go cash cold.  

Speaker B: O.k let me see them. How much do you sell them each?  

Speaker S: It’s just N 3,500 only  

Speaker B: kin lo de! Kin lo le to bee? Elo ni won n ta tuntun? (Why is it so costly? 

How much is new one sold)  

Speaker S: Madam! dis one beta pass de new one. Trust me I no lie for you. Check 

am very well, it is very tick.  

Speaker B: I will pay N 2,000, if that is not o.k by you let me go elsewhere.  

Speaker S: Hen! go where? I can’t afford to let you go. I will sell am for you 

because you bi my customer for long. O ya bring money. 

 

DATUM 6 ANALYSIS  

Speaker S started the conversation with Pidgin English revealing her ethic group 

affiliation (Ibo). The speech of the seller revealed that she did not go that far in 

formal education. From the constant use of “madam”, we can deduce that principle 



 

278  africanscholarpublications@gmail.com                                                                               

 2020 

 

of politeness and referencing were used by the seller to persuade the buyer to buy. 

Out of seven statements she made, there were 4 instances of the use of “Madam”. 

This persuasive speech convinced the buyer to but pullover instead of cardigan. 

The buyer responded to the interaction by code – switching and mixing. She 

employed the use of direct questioning to query the justification of the price. 

Though, said in Yoruba, the seller understood and therefore pleaded that she 

(buyer) should buy from her (seller). In the conversation, it is clear that both the 

buyer and the seller emanate from the same larger commodity where the goods 

being negotiated are properly used. As known to the buyer, it is the habit of the 

seller to exaggerate the function and usefulness of the commodity in order to make 

sales. However, series of exclamatory statements and direct questioning used by 

the seller are indications of divergence. In this datum there is a clear evidence of 

cultural diversity. The seller found it more convenient to speak in Pidgin English 

being an Ibo woman than the seller who hailed from Yoruba land. As earlier 

explained, Hymes Ethnography of Speaking cannot adequately analyze  the datum. 

The reason is because the theory analyzes conversation from ethnicity point of 

view, whereas, the two interlocutors were from different background. This is where 

Howard Giles (CAT) theory comes to play. The theory analyzes conversation 

based on the lexical choice of the interlocutors and not on ethnic affiliation.  

 

SUMMARY OF FINDINGS  

1. Negotiation, persuasion and agreement are indicators of communicative 

and linguistic strategies used in describing bargaining conversation as 

applicable to price negotiation in the selected markets.  

2. Five stages are involved in the interpretation of bargaining conversations, 

they are, salutations which normally occur before the proceedings, enquiry 

as to whether the item to be purchased is available, investigation of the item 

quality status, bargaining between the seller and the buyer and coming into 

negotiation agreement by them.  

3. Price negotiation lingers more between female to female interlocutors than 

male to female interlocutors. This can be exemplified in datum 1.  

4. The methods employed in carrying out conversations include: the use of 

politeness, principle, greetings, evasion, undervaluation, overvaluation and 

the use of discourse makers  

5. In usual cases, the sellers initiated the conversations and stoop to conquer 

by treating their customers with respect even when they (customer) seem to 

be impolite. 
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CONCLUSION 

From this study, it can be deduced that sociolinguistic implication of the data 

reveals that the traders in the markets under study have linguistic dominance which 

enable them to gain upper hand in their persuasive conservations. However, the 

researcher discovered that there can be instances when the buyers would have to 

persuade the sellers to sell. Although such is not exemplified in this study, it is not 

impossible that order of bargaining strategies can turn in the opposite direction. 

The researcher therefore comes up with what he refers to as “Non – Conventional 

Bargaining Strategy. According to him, a non – conventional bargaining strategy 

occurs when the buyer has to persuade the seller to sell the item being negotiated. 

Causative factor of such situation can be scarcity of the commodity, financial 

inadequacy on the part of the buyer, buyer’s addiction to the commodity and 

seller’s unwillingness to sell, probably because the quality demanded for is 

proportional to the quality in stock and perhaps, the seller wants to retain some 

quantities, maybe, for personal use. Based on the findings of this study, it is 

believed that Sociolinguistics is an authentic tool in the analysis of bargaining 

strategies as language used in the market is distinctively different. The study 

particularly indicates and explains elements and roles of convergence and 

divergence in market discourse. The study further emphasizes that sellers 

deliberately employ politeness and modesty in their use of language because they 

are aware that there are more sellers than buyers. For this reason, conscious effort 

is made to attract and retain customers and also ensure gainful purchase by 

customers.     

 

REFERENCES 

Adebayo, L. (2003), Stylistics in Theory and Practice. Institute of Education: University of Ilorin, 

Nigeria. 

Adedimeji, M.A. (2007). The Linguistic Features of Nigeria English and Their Implication for 21st 
Century English Pedagogy in the Abuja Communicator: Vol. 3: pp 157-174 

Adeniyi, O.F (2011). Introduction to Sociolinguistics and the History of English in Nigeria. 

Haytees Press and Publishing Company limited: Ilorin, Nigeria  

Adeyanju, D.S. (2007), Sociolinguistics in the Nigeria Context. Obafemi Awolowo University 

press  Ltd: Ile-Ife, Nigeria. 

Akinola O.J (2018), An Interactional Sociolinguistic Analysis of Bargaining Strategies in Some 

Selected Markets in Ilorin (An Unpublished M.A Thesis in English Language Kwara State 

University Malete Nigeria)  

Alabi V.A. (2009), Syntactic and Lexico-Semantic Structure of Proverbs in Achebe’s and Adimora 

Ezeigbo’s Trilogies in Odebunmi, E Arua and S Arimi (eds) Language, Gender and Politics. 
A Festrich for Yisa kehinde Yusuf. Lagos: Concept Publication Limited. 

Adrian, A. et al (2010). Linguistics: An Introduction to Language and Communication (5th edition) 

MIT Press: Cambridge     



 

280  africanscholarpublications@gmail.com                                                                               

 2020 

 

Babatunde, S.T. (2001), The English as a Second Language Phenomenon in Nigeria. In S.T. 

Babatunde, (ed), Issues in Contemporary English Usage. (Pp. 105-150) Ilorin Haytees Press 

and Publisher. 

Babatunde, S.T. and Olujide, T.M. (2003). “National Development in a Multilingual context. The 

Example of Nigeria” in O. Obafemi and S.T Babatunde (Eds). Studies And Discourse In 

English Language. pp. 197 – 215. Ilorin. Haytees Press and Publishing Co. Nig. Ltd 

Bolaji, A.F. (2015). A Sociolinguistic Study of English Usage in Courtroom Setting in Nigeria 

(Unpublished M.A Thesis, English Language, University of Ilorin, Ilorin, Nigeria) 

Crystal, D. (1987). The Cambridge Encyclopedia of Language. Cambridge: Cambridge University 

Press.    

Dada, G.O. (2016). A Sociolinguistic Study of English Vocabulary Choices in the Writing of Senior 
Secondary School Student in Ilorin Metropolis. (Unpublished M.A Thesis, English language. 

University of Ilorin, Ilorin Nigeria.)   

Duranti, (1987), cited in Mc Leod, (1994) and Fatchul, M (2008), Sociolinguistics. Benjarmasin: 

Specktrum Pemikiran Publisher.  

Giles, H and T Ogay (2006) Communication Accommodation Theory. I.B, Whalen and Samler 

(Eds). Explaining Communication Contemporary Theories and Exemlars. Grice, P. (1975). 

“Logic and Conversation”, P. Cole and J .L Morgan (Eds) Syntax and semantics Vol. 3, pp.41 

-58. New York: Academic Press 

Holmes, J. (2008). An Introduction to Sociolinguistics. Malaysia: Pearson Education Limited UK.  

Hymes, D. (1974). Foundation of Sociolinguistic. An Ethnography Approach. Philadelphia 

University Of Penn Sylvia. P9.  

Idiagbon, M.S.A. (2007), “Trends in Sociolinguistic Discourse” in O. Obafemi, G.A. Ajadi  and 

V.A. Alabi (eds). Critical Perspective on English Language and Literature. (pp 123-134). 

Ilorin: Department of English, University of Ilorin, Ilorin, Nigeria.   

James, B. (2013). An Investigation into Difference Between Women’s and Men’s Speech Routledge 

Publisher: New York City. USA.  

McGregor, W. (2009). Linguistics: An Introduction. London: continuum International pp2  

Meyerhoff, M. (2012). Introduction to Sociolinguistics. Routledge Publisher: New York, U.S.A. 

Odewumi,O .A(2015). Language Policy, Its Politics and Unplanned Planning Of The Nigerian 

Sociolinguistic Realities.  Federal College Of Education, Pankshing   

Obafemi, O et al (2007). Critical Perspective on English Language and Literature. Unilorin  

Okwechime, E.O. and Ofuani, O.A (2012). Negotiating the Female Voice: Example of Osofisan’s 

Tegonni. Performing Arts Journal: Vol. 13 & 14 University of Ilorin Press Ilorin, Nigeria. 

Oseni, Z.I et al (2011). Writing up Research: Current Trends in the Humanities. University of 

Ilorin. 

Raymond, H. (2007). Language and Society. Cambridge, University Press 

Wale, O. (2008). Introduction to Discourse Analysis and Pragmatics. Femolous  Fetop  Publishers: 

Ebute Metta, Lagos. 

Wardaugh, R. (2006). An Introduction to Sociolinguistics. U.S.A. (Remised ed). Blackwell 

publisher  

Wiley, B. (2012). What is Sociolinguistics? Gerald Van Herk Publisher. New York U.S.A 

 

  


