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Based on the frameworks developed by Brown and Levinson (1978, 1987), Leech (1983), and Blum-
Kulka (1984, 1992), this research is aimed at studying politeness strategies of requests and refusals in Thai
business correspondence. i’hé factors related to the strategies, such as power, distance, obligation and
business culture are also investigated. The data are drawn from three sources: business letters, interviews,
and direct observation in a company. It is found that the politeness strategies of requests differ slightly from
those of refusals. Request strategies are divided into six types: giving deference; making addressee feel good
by complimenting, apologizing, thanking and promising; givfng reasons; giving options; expressing hope; and-
. providing business information. They can be explained by using the politeness framework specified by Lakoff
(1973), Leech (1983), Brown and Levinson (1978, 1987), and Bium-Kulka (1984, 1992) all together. In
refusals, five politeness strategies as above, except for giving options, are found. Consideration for business
profits is an important element in all of these strategies, both in requests and refusals. Self-effacing, which
characterizes every day talks among Thai speakers, is not found in this study. This may be because self-
effacing can cause damage to business negotiations and profits. Moreover, power plays a role in both
requests and refusals in that the writer who has less power uses more complicated strategies than the one iwho
has more power. Distance has an impact on presupposition manipulation, which is prevalent in the data. This

study reveals that Thai business culture values both négativé and positive politeness by stressing deference

and at the same time building rapport.





