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Abstract: The article outlines managerial influence 

through suggestion and manipulation in the management 
process. These are tactics that could be used to influence 
employees’ behavior. They have not only negative but also 
constructive effect on the organization’s performance. 
Their effect depends on managers’ competences and 
attitudes towards the people they work with.    
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I. INTRODUCTION 
 

Contemporary organizations are complex business 
structures which are a combination of holistic processes. 
These processes should create value for both consumers 
and interested parties. The most important factor for 
realizing this activity is the human factor. The 
knowledge of people and their competences determine 
the result of the companies’ performance. Of course, it is 
difficult to use power without imposing social control in 
the management process. The question, however, is 
whether control would be used to promote sanctions and 
punishments or incentives and positive stimuli.      

In contemporary organizations power based on fear 
and violence is almost impossible. This, however, does 
not mean that managers should not use sanctions when it 
is necessary. When employees have low qualifications it 
is very difficult (even impossible) to delegate rights and 
introduce incentives that would activate their potential. 
When managers lack trust and confidence that 
employees would complete effectively assigned tasks, it 
is required that managers exercise more strict control 
over employees’ work, that is power should be used on a 
larger scale. Insightful managers use various tactics for 
influencing the character traits of their employees. These 
techniques include suggestion and manipulation which 
affect subconsciously the employees’ mind and assert 
the managers’ ideas according to predetermined plans.   
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II. OUTLINE OF THE RESEARCH 
 
Managers aim at influencing employees’ minds by 

creating attitudes about task that have to be performed. 
This is realized on the basis of psychological impulses 
from managers towards the signal receivers. Suggestion 
is a single action act from one of the parties (the sender) 
to the other party (the receiver) in the communication 
process. It is realized through the message addressed to 
the person whom the manager wants to influence. The 
degree to which the receiver (the person who is 
influenced) comprehends the information is called 
suggestibility. The latter would depend on the emotional 
state of employees and their susceptibility to imposing 
(suggesting) opinions. Managers could use suggestion to 
change certain mental and emotional aspects of their 
employees’ behavior. In managerial psychology there 
are two trends: suggestion through imposing someone’s 
thoughts and through provoking own thinking [1, 4].  

The first trend is revealed when it is necessary for 
managers to impose their ideas and therefore, they 
actively influence their employees’ minds. They 
continuously thrust “truths” on staff and assure them 
they are appropriate and would improve their well being. 
This type of influence is dangerous especially when 
employees are psychologically unstable or experience 
professional or personal difficulties. Then they could be 
very susceptible to the manager’s suggestions because 
they are looking for problem solutions to the unfavorable 
situations.   Thinking that managers would provide the 
right decisions, employees are often influenced to act in 
certain ways that could have either positive or negative 
nature.  The second trend is not less dangerous 
compared to the first one, the difference being that 
managers try to create the perception that employees 
themselves have reached certain conclusions and 
understanding which are actually imposed by them. 
Subordinates start to believe that they have found the 
right solutions which are in fact formulated and 
suggested by managers. Managers could also prompt 
employees to perform actions that are considered 
appropriate and initiated by staff. This is not always like 
that since managers have created unrealistic impression 
about the actual situation. In this case the employees’ 
perception of events and their nature is changed. When 
managers have hidden intentions, employees are urged to 
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take wrong decisions that may have enduring 
consequences.  

Manipulation as a means of verbal communication, 
which managers use to influence negatively or positively 
both the subconsciousness and behavior of coworkers. 
Generally speaking its importance is found in achieving 
a result from the verbal communication between two or 
more individuals. The achieved effect is beneficial for 
only one of the participants in the communication 
process [2, 3].  

Manipulation depends on several specific conditions 
which include: 

◊ Verbal approach to the signal receiver.  In order 
to manipulate successfully, managers should use a 
particular tactic which should predispose opponents and 
make them act in a certain, desired manner. This means 
that opponents have to acquire a feeling (even a false 
one) that their competences are important and valued 
(even though they do not possess such). Since people are 
egocentric by nature, they strive for professional 
recognition and are susceptible to flattery. People usually 
allow close contacts with individuals whom they 
consider friends. However, some of these friends try to 
divert their peers’ thoughts in a wrong direction. The aim 
of this manipulation is to blur the individual’s mind so 
that s/he can do what the manipulator expects.  

Manipulation could also have positive effects. This 
happens when the influence is on the behavior of people 
who do not realize that the undertaken actions are wrong 
or inappropriate under particular circumstances. This is 
one of the positive aspects of manipulation because 
managers try to help employees take the right decisions. 
At first sight this process could be unpleasant since staff 
think that their understanding of the particular situation 
is right while managers try to restrict their incentive. 
After a while they realize that the manager’s 
manipulation has had a positive effect since the wrong 
decision could have had negative consequences for their 
further actions.    

The question whose answer most employees try to find 
is whether managers have hidden or sincere intentions 
for manipulative actions. This is a difficult task since 
managers could not openly state their intentions. To a 
great extent this is process which is determined 
intuitively (although not always in the right direction) by 
employees or through the open actions (either positive or 
negative) of managers.   

◊ Trust. A considerable part of managers’ 
manipulations are done after they have won their 
employees’ trust. When staff believes their manager it is 
easier for him/her to manipulate their behavior.   For 
employees it is important to make a good impression to 
their manager and to assure him that they would like to 
earn his/her trust. Often they have wrong understanding 
because the managers’ aim is to take advantage of their 
weaknesses.  Thus, managers can easily manipulate 
subordinates by taking into account the following 
circumstances.    

First, trust means that employees instinctively 
believe managers for whom manipulation is easily 

achieved under such circumstances. Sometimes 
subordinates think that when there is trust, this would 
help them in their work. This is not always true since 
managers’ goals often do not coincide with the 
objectives of their staff. Thus, trust is used as an 
instrument for influencing so that managers could realize 
their intentions.   

Second, trust also means that certain events or 
facts with personal and confidential nature are shared 
with individuals (or a group of people). Through 
manipulative actions this information can be used 
against people. Then manipulation is apparent since trust 
turns out to be against the interests of individuals and 
serve these of managers. On the other hand, it is possible 
that other people are also aware of the information 
shared by the manager. These people could also 
manipulate the behavior of their coworkers or try to 
defame them (by spreading personal or wrong 
information with the purpose of discrediting them).  

In order to manipulate appropriately managers should 
have the trust of their employees. Regardless of the fact 
that their intentions are hidden or obvious, it could be 
difficult for managers to manipulate without being 
trusted by staff.   With their routine, some employees 
have created stereotypes which exclude sharing personal 
information with managers or colleagues. Thus, 
manipulation through using trust is rarely used. Actually, 
managers who could not establish effective interpersonal 
relations with staff are not easily trusted and therefore 
could not manipulate them.    

◊ Confidence. For managers it is easier to 
manipulate employees who are confident in what they do 
(regardless of the fact that is right or wrong).  When 
managers try to manipulate people, they should also be 
show confidence in their actions. This means that they 
have to develop a behavioral stereotype which would 
help them reassure and encourage subordinates. This 
requires communicative competences and a certain 
communicative style. Otherwise, if managers are not 
confident in their intentions and feel guilty, the effect 
would be negative. Thus manipulation would not be 
successful because subordinates could sense managers’ 
weaknesses and misinterpret or fail to respond to the sent 
messages.        

◊  “False behavior”. A considerable number of 
managers use insincerity when they try to manipulate 
some of their subordinates. This part of their plans 
should be carefully worked out and well justified 
because the “false behavior” tactic is applicable only 
under certain circumstances. 

First, managers should take into account the character 
of the people that are to be manipulated. Employees, 
who are psychologically unstable and susceptible to 
suggestion, could be much easier deceived by the 
behavior of managers.  The same also applies to people 
who are experiencing difficulties (in their professional 
life) and expect advice or support from their managers.  
Of course, this help could be intentionally led in the 
wrong direction.  
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Second, managers could base the “false behavior” 
tactic on politeness and sympathy without intending to 
provide actual support in case they employees have 
problems. This behavior could be asserted through pose 
and well-planned role play strategies aiming at sympathy 
and cooperation.  

The “false behavior” tactic could be used to certain 
limits until employees find out the real intentions of their 
managers. After that it would be very difficult to 
persuade subordinates to work for the fulfillment of 
priority goals even though these goals are in line with the 
development of the organization or the managers are 
sincere in their intentions.  This creates opportunities for 
disobedience, open resistance to orders and disturbances 
in the organization. Managers are left in the situation that 
their plans are revealed and they are often blamed for 
being manipulative.   They do not have to overtly admit 
their mistakes and the fact that intentionally deceived 
their subordinates – the ones who depend on him and his 
actions. The natural reaction would be for managers to 
try to react as usual without giving explanations or trying 
to justify themselves. Remaining calm and keeping to 
the “false behavior” tactic may confuse the employees’ 
suspicions that the manager has misused their trust.   
◊ Rumors and gossips.  To manipulate people in their 

organizations managers also use spreading unverified 
information not based on true facts but on assumptions 
and peculations. This manipulation technique is used 
when subordinates have to be convinced in the 
occurrence of certain events or consequences that could 
be either true or false. Thus, rumors are accepted as an 
uncertain sign of forthcoming (or not) events which are 
based on the lack of justifiable information.    

Rumors can be temporary or permanent depending on 
managers’ intentions and the goals they would like to 
achieve by spreading them. Rumors result in gossiping 
and incorrect perceiving of the circulated information. 
Rumors could also be of different nature depending on 
the level of their interpretation, namely they could be 
positive or negative. In the majority of the cases 
subordinates themselves exaggerate the unverified 
information and start to accept it as true. This is due to 
its continuous indoctrination in the employees’ minds 
who are not able to distinguish the true from the false 
facts spread by the rumors any longer. 

Thus, rumors have become unclear information, a 
result of the individuals’ desire for personal or 
(provoked) interpretation. Rumors and gossips lead to 
people talking about the matter. These talks could result 
in mass psychosis with negative effects in subordinates 
because the rumors and gossips spread fast and capture 
their minds. The consequences are emotional excitement 
that affects employees’ behavior deeply. In this way 
gossips, rumors and secretive speaking allow managers 
to manipulate staff in the following directions:   

First, managers could benefit secretly from 
destabilizing the behavior it employees. This is often 
done against their will when they should take the 
managers’ side. 

Second, managers intentionally create false impression 
about facts so that they can manipulate subordinates. 
This is done through misleading or a different method 
for altering or influencing rational thinking.    

Third, managers could create intrigue among staff and 
thus diminish the influence of a group if it threatens (by 
its unity and strength) their power and interests. 

 
 

III. CONCLUSION 
 

Suggestion and manipulation are techniques which 
managers could use in different management processes 
to influence their employees’ behavior. Many managers 
apply them when they need psychological approaches to 
channel employees’ activities. The effectiveness of these 
techniques depends on the fact whether managers would 
like to promote positive attitude towards work or would 
like to destabilize their employees’ behavior. These 
activities are also indicative of the level of stability of 
management processes within organizations.  
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