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r UlE >(USE OF r SUGGESTIBILITY TECHNIQUES IN HOSTAGE -------------- HEGOrU\TION 

Martin Reiser and Martin Sloane 

Hostege-taking has beco~e an almost commonplace occurrence in 

society today and it will likely continue to increase in the 

future. Numerous municipalities have experienced incidents 

involving an emotionally disturbed person holdi~g a spouse or 

family member as hostage, thwarted armed robbers using employees 

as insurance for escape, skyjackers jeopardizing many lives 

and expensive aircraf~, organized t~rrol'ist groups attempting 

to barter hostages for money or political prisoners, an~ the 

occasional demented psychopath bent Of! destroying t.hose (lround 

him as well as himself. In all of these cfrcu~stances, a key 

function of negotiation is buying time while attempting to 

defuse the situation (Culley, 1974). 

Types of hostage-takers have been categorized and personality 

factors delineated which the negotiator needs to consider wIlen 

communicating with the perpetrator (Goldaber, 1979). Along with 

the l·~,·pOIQt~~.,n, + 1" dl"V"d 1 d"f-
,:I.. n· 1 ua , Tere!lCes nlnong variou,s SI.ISpects, 

there exist common factors in every hostage situation. It is 
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i nth i $ con nee t i 011 t h II t S tI g 9 est i ve c: u esc a !l ~ e u t i1 i z e'd 'j n a 1 m 0 <:; t 

any hostage scenario--in addition to traditional persuasive 

tactics--as a supplement to negotiation ,approaches. 

Persu~sion and Suqqestion 
~ ... -----

Persuasion and suggestion are two different methods currently 

used in hostage negotiation to influence a suspect's behavior. 

Persuasion inVolves influencing by reasons and arguments, 

whereas suggestion conveys ideas or thoughts by direct or 

indirect means using implication; hinting, intimidation, or 

insinuation (see Table 1). Persuasion is generally beamed 

at conscious mental processes involving logic and reason, 

while suggestion is aimed at influ~ncing sub-conscious levels of 

the mind (Frank, 1961). Suggestion also evokes and utilizes 

potentials and life experiences alre~dy present in subjects 

but beyond their usual control mechanisms (Erickson &. Rossi, 1979). 

Conscious and Sub-conscious Processes 

The conscious mind can only absorb a small amount of the 

stimuli Hhich constantly bombards the sensory system. It r:lust 

therefore limit the infDr~ation it prOCQSSCS. In perceiving, 

encoding and storing data, the conscious mind selectively 

attends to bits of information which have meaning and value at 

the time. like the narrow beam of a flashlight, the conscious 

mind illuminates only a t~ny pat"t {approximately 10 perc'cnt} 

of the total sUrrourid. Consciousness requires the focus of 

a t ten t i (: II i.UI d the i.l. \'tu ten r:: s s 0 f d 0 i n g, fee 1 i il 9, t h ; Ii kin 9 , 

" 
'O:-~'.- •• 
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imagining or remembering, and utilizes cognitive functions to 

deal with reality in a rational manner (Reiser~ 1973). 

By contrast,. the sub-conscious. mind accepts most of the inceming 

stimuli from the senses (approximately 90 percent) and stares 

the data without filters or criticis~. Tbis sub-conscious 

reservoir can be channeled by specific techniques, and may 

explain why people in drug, deprivation, or relaxation states 

experience increased sensory perception, more vivid imagery, 

heightened artistic creativity, and exhibit "abnormal" 

behaviors (Tart, 1969). It may also'be related to deeply 

hypnotized subjects who act out during stage performances in 

ways normally proscribed. 

Altered States of C~nsciousness and Crises 

Altered states of consciousness can be produced by a variety of 

maneuvers or events which interfere with the normal flow of 

sensory stimuli and with cognitive organization. They have 

been induced by third degree tactics, brain washing techniques, 

mob or group contagion effects, re~igious conversions, healing 

," trance experiences, spirit possession.states,tribal and 

religious ceremon.1es, fire \'la1ker trances7) or ~y meditation 

and hypnosis techniques. Altered states may also arise from 

inner conflict, heightened emotional arousal or depress'ion 

(Tart, 1976).~ In virtually every hostige situation suspects 

and h 0 s tag e s \'J1 11 bee x peri e n c i n 9 s 0 11l e . d e 9 1"' e e 0 f it 1 tel" a t ion i n 

consciousness because intense stimulatio~ will overload the senses. 

" 

~( I 

• 
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Highly stressed individuals automatl'c,,-11y ~tl·l' .• Ct 
~ • i n t 0 a TI a 1 t e j' e d 

state affecting both information processing and behavior. In 

hostage or barricaded situations,' the individual succumbs to 

a state of emotional crisis. As a result, he develops cogniti~e 
and sensory disto~tions, as \'/e' 11 as perceptual narrowino 

~ . In 
response to intense emot1onal arousal, the bod~ and mind act 
to reestablish a state of equilibrium (Selye, 1956). 

In addition to rapid physiolog1'cal I c1anges, psychological 
concomitants focus on survival and 

es~ape. During the early 

phase of a criSis, confusion, magicaJ thinking and anxiety 

override rational decision-making. A - suspect's usual coping 
skills are often ineffectual relatl've to ttle m'a s s i v est res s 

and loss of environmental control. Feel:.ngs of _ f~"Llsttation, 

anger and fear heighten the organl'Sm's tt a empts to achieve 
a state of balance and harmony. 4 

Altered states of consciousness 1 a so include the following J 
characteristics (Ludwig, 1976): 

1. Change~ in thinking, including. disturbances in conCf:n tf'<1 t ion, 
attention, memorY.and J'udqment. p' " ( - rlmltlve primary PiCCCSS) 

thinking increases, reality testing decrease~, ambivalence 

increases and there is a decrease in reflec·tl've a 'r~ a I"'.e n e s s • 

" 

2. Time distort1·ons. T' f lme 0 ten appears to slow down. 

" 
'. 
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3. Loss of ccnttol. Fer.l1·~(JS of I 1 1 
.. II... • 1 e pes s-n e s s, i ill pot e n t:.: e 0 r 

omnipotence are common. 

4. ~hanges in emotional reactivity. Emotional outbursts 

may occur ranging from el~tion to deprcssion. Alternatively, 

the individual may become detached, colorless, uninvolved 

and distant. 

5. Changes in body image. There may be feelings of 

depersonalization, derealization and a loosening of self 

and outer world boundaries. 

6. Perceptual distortions. -h b' 
I ere may e lncreased suspiciousness 

and apperceptive disto- ~n. Illusions and heightened 

sU!;jgestibility are chat, terist·jc. 

Principles of Suggestion 

A suggcstion can be defined as the uncritical acceptance of an 

idea. Inputs from the five senses J including verbal, non-verbal 

and extraverbal, affect the higher. brain centers. The key / 

factors for increased suggestibility are: 1) Motivation, 

2) t'v. p p 0 r t, 3) a t ten t i 0 11 S I) a fl, 4) .; -, I!> 9 e }"Y 
! ~ potential, 5) esteem 

for the negotiator, and 6) past reactions to suggestions 

(Kroger, 1977). 

, 

The perpetrator's susceptibility to sU9gestion is also influenced J 

by his h'iera"chy of needs (Naslc\'/, 1971),. f'" ',osthostage-tGkers 

" 

ti I 

. , 

-.' 
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and barricaded suspects will be initially concerned with safety 

nee d 5 (f ear 0 fin j u r y ), p h y sic a 1 nee d s (f 0 0 d, "l ate r, t e In per a t lJ r e , 

sound) and survival issues. A New York case exemplifies this 

intensification of basic needs; one barricaded suspect original,ly 

demanded six mil~ion dollars but finally surrendered for a 

"Big Mac" and a cigarette (Schlossberg, 1979). 

~YJL~estion and Hypnosis 

There are several principles of suggestion \'lhich may h,e operative"/ 

during the communication process: 

1. The Principle of Concentrated Attention says that whenever 

attention is concentrated on an idea over and over, it 

spontaneously tends to realize itself. Advertis'ing 

jingles a~d propoganda dissemination are based on this 

concept • 

2. The Principle of Reversed Effect holds that the herder one 

tries consciously to do something, the less chance there is 

for success. Whenever there is a conflict between imaginatio~ 

(subconscious) and willpower (conscious), the'imagination 

\'Ii n s • Unwanted smoking, eating and insomnia are exanples 

of the failure of the will. 

3. The Princi~le of Dominant Effect says that a strong emotion 

tends to override a weaker one. Conne~ting a strong emotion 

to a suggestion tends to make it mot'e effective (K.'ogei-, 1(77) .. 
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r- tl senses can induce a state Repetitive stimulation of any or ~1e '. 

t ' Pn altered state of of increased receptivity to sU9ges 10n. ~ 

consciousness akin to daydreaming and reverie is the hypnoidal 

0 " of Il,ypnosis. Hypnoidal states, which can state) a precurs I 

be produced by fixation of attention and monotonous ~timuli~ 

are characterized by detachment, physical and mental. relaxation, 

and some reduction in critical thinking. Everyday hypnoidal 
, . 

sometl'r.les called "waking' hypnosis"''' behaviors. experiences are ,', 
, , 

Common examples of ypnol a ., h 'd 1 states are· compl~",,4te absorption 

in a movie, being in severe pain, and "highway hypnosis" with the 

accompanying reduction of reality aw~reness. 

, t'- U a~A those given to a subject in a non-hypnotic 1I~1aking suggcs 10ns ,_ 

state. Hypnotic suggestions are those made to a • .j.. ,. , sub J £: C '. i'HI 1 r e 

in hypnosis to i'nfluence hypnotic behavior. One difference in .. ' ' 

the effectiveness between ~aking and hypnotic suggestions is an 

increased likelihood of suggestibility in the hypnotized person. 

Waking suggestions given to a hostage taker may require repetition 

to be effective whereas sugge~tiDns made during the hypnotic 

. t' I state may be a~cepted with only one communlca'lon. 

-------,-------
are the sine qua non of advertising in 1 - Waking suggestions _ __ 

electronic and print media. Products of , questionable necessity 
..... . 

or value are so or ld f b,'ll,'ons of dollars each year with the" 

aid of suggestibility techniques. 

-' 
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Repetition of suggestions ~s elS0 important in shaping neural 

pathways leading to a quasi-condi~ioned response by the subject, 

Hisdit-ection of attention is useful in diverting an individual's 

conscious awareness from the su~gestion which, in,turn, decreases 

the likelihood of conscious resistance. Harsh, authoritarian 

c9mmunications are more likely to produce reSistance, whereas 

permissive language and lntonation increase the likelihood of 

compliance. Harshly commanding someone to "Stand up!!! as 

oPPGsed to asking, "Aren't you tired of sitting down?" exenlplify 

both modes. The reduction of implied criticism increases 

the probabil i ty that the suggesti on '\'/111 bypass consci ous 

censorship and be carried out (Reiser, 1980). 

Neurolin9.uis tic Functioning and SugGestibility I 

The use of suggestive principles at hostage scenes is further 

mediated by language processes. Briefly, the study of human 

communication has been divided into three areas: synta~tics, 

semantics and pragmatics. The first area, syntactics, deals 

\-lith the question of triHlsli~itti'12:. information. This 'includes 

th~ problems of coding, capaCity, redundancy, and other 

statistical pl"'opet'ties of language. SE!;fantics, the second 

area, deals with the meaning of messag~ symbols~ The third 

area, pragmatics, affects behavior, (Watzlawick, 1967). 

The manner in ~hich langu~ge is communicated and the value for 

the t' e c i p ; e!l 1: i in pac t act ion s . I n h 0 ~ t a fI e sit u at; a n s ~ a n e 9 0 i: 'j 2 t D I' 

.' 
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i s p \' i m ~ l' i 1 yeo nee r n L d \'J i t han a 1 0 9 i C II e j" sus dig i t i;i 1 co fi1 lilt! n i cat ion , 

Analogic communication consists of the nori-verbal, including 

posture, facial expression, gesture, voice inflection and 

the sequence, cadence and rhythm of the words in the ~ontext 

of the transaction. In contrast, digital language is 

concerned with verbal word sequences. Every communication has 

a content and a relationship aspect which exist side by side and 

a re campi ementa ry • The con ten t of the c,ommun i cat i on is CQn veyed 

digitally and the relationship aspect is conveyed in a pre­

dominantly analogic fashion. ' 

Digital (verbal logic) communication involves second~ry processes 

(conscious reali~y) end mainly dominant brain hEmisphere 

functiDning (left brain in right-handed people), whereas 

annlogic (non-verbal, non-logical) communication utilizes 

primary processes (subconscious) and non-dominant brain .. 
hem'isphel"e functions (Hatzle.\'i'iCk,' 1978). 

During crisis states (such as hostage situations) the normal 

balance between brain hemispheres is alt~rad~nd;non-dominant 

hemisphere functions become more prominent. Subconscious 

processes of the non-dominant hemisphere are accessed more 

easily during alt~red states because the dominant, rational 

hemisphere hns less control of its censorship function. 

I 
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In applying suggestibility t!Echn-iques. dlJrifig' hostage sccna~'ios, 

communication is directed tQward influencing a subject's 

non-dominant processes as much as possible. The non-dominant 

hemisphere is influenced lafgely by analogic communications. 

Indirect forms Qf communicati~n, including' imagery, are useful 

ways of acco~plishing this fask (Lazar~s, 1977).· 

~'!.9..!ges t ibn i ty lechn i ques 

Milton H. Erickson, M.D., a pion~erof indirect suggestion~ 

developed unique methods of inducing hypnotic trance In clinical 

patients and influencing beha~ior to~ard therapeutic goals 

(Erickson and Rossi, 1976; 1979). Erickson 5 s approach relies 

on a sequential pattern deSigned to induce an alt~?~~'etate 

of consciousness (tr~nce) andibdirectly_ guide the subject in 

the desired direction. The sequence involves the following . ' 
steps: • 

1. Fixate attention 

2. Oepotentiate normal habits 

3. Initiate subconscious cues 

4. Reinforce positive responses 

Fixat'jng the hostage-taker's, attention can be initiated by 

encouraging hit) to talk about himself and reflecting back the 

fee 1 i n g 1 ~vc r ~ sac c ln~ ate 1 y asp 0 S sib 1 e . T his he 1 p ~ b li i 1 d 

l' a p po r tan d ass i s t sin de.., e lop i n g t r us tan d a \'I 0 ,~ k i j1 9 ,'c; 1 o. t ion s ~1 i P . 

" 
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) 1 

Dcpotentiating ~ormal habits i~volves a tactical shift from 

rollovting the subject nnd l"enccting ba(:k feelings in a prir:l::1i·Y 

listening mode to lending the subject in order to alter his 

conscious mental set. The purpose of this phase is to keep 

the subject's conscious mind occupied while giving subconscious 

cu~s. Ways of accomplishing this can include: 

1. Acting casual and permissive. Avoid arguing any point. 

The hostage-taker will be expecting authorities (negQtiator) 

to be critical and demanding. 

2. Redirect the hostage-taker's attention away from his demands. 

3. Use phrases rather th~n complete sentences. 

4. Use non-sequitors (statements that do not follo; from the 

5. Tell boring stories that have litcle apparent relevance. 

6. Alter voice loudness and pilch at periodic in~ervals. 

I nit i a t 1 i" 9 sub COli S C 'j 0 usc u e sis po S sib '1 e \'I h i 1 e the do min ant 

.he~isphere processes of the subject are attempting to logically 

a n a 1 y z e the S U ,d den s h 1 f t. The neg 0 t i a tor' can c h 0 0 S e f r' 0' I'll a 

va ric t y 0 f the m e sin S 8 e d 'j ng ~ d cas and b II i.1 din g 0 nth em. The 

type of indirect suggestion selected can utilize any of an . 

I 

I 

-, 

--~,---- ------~-- ----------...----
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apptoximate dozen of Ericksonian forli1s, from truisms to 

induced imagery (Haley, 1973; Bandler & Grinder, 1975). 

Foll~~ling al~e some of the types of ind'irect communi'cation that 

can impact suggestibility and influerice behavior: 

1. Truisms 

"Sooner 0'" later you may get tired." 

2. Not KnoHing, Not Doing 

"You may not kno\·' L,rhen '11 h .. r you \11 _ '~et U!1gt~y. You '.'1on 't 

even need to think about it right now." 

3. Qpen .. Endcd Sug·flestions 

"We all have the capocity to compromise, but sometimes we 

don't know when we're ready to negotiate." • 

4. f_overing All Possibilities of a Class of Respo_~~es 

"Sooner or later, you mny or may not want to ~et a brefth 

of fresh air. The r~al1y important thing is to pay 

attention to what you need." 

5. ~lied Directive 

"When you're ready to talk this out, then we'll find 

a solution. 1I 
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6 •. linbedded Statefii~ 

"You may wish to keep this thought in the back of your mind 

where we can get to it when needed." 

"Can you t'e'mr:rnbp.r the last time you felt reluxed?" 
• 

8. Binds 

"How soon do you think youlll be ready to negotiate?" 

9. Double Binds 
" 

"Would you like to negotiate a settlement now or would you 

pre fer to \'1 a ita \./ h il e ? " ' 

10. Interspersal and Associative Focusing 

"I
l
d like to tell you about another' settlement r' helped 

negotiate ••• 11 

11. Future Projecti~ 

"Perhaps yould like to discuss.this issue later." 

1 2 4 In_c u c e cL~, m ~.9 (? )' Y 

IIlmagine how relaxed and comfortable youlll feel when we 

finally solve this situation. n 

13. En~oul~I}_9_~_N~\'! Frame of Refer.f~. 

II I co u 1 d be i'J ron g, but i I d g!1 e sst hut you r ,.Ji f e ( rn 0 the i', etc.) 
.j s feeling pretty scared right no\'l. If yoo put yourself in 
her place, I ~lon de r what you might be 

--_)",.,_.t_"" - . ~ -'~ ,- ~'"-... ~. . .~ - ~-.-.. -~ . :; I • 

.f eel i 119 ? II 

" , 

-, 

¥. 
i 
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• 
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One frame of reference for applying indir~ct suggestions is 

the hierarchy of needs explicated by Maslow (1970). Some 

hostage-takers may develop·a preoccupation with physical needs 

(food, water), safety ~eeds (fear of injury), or ego needs 

(acceptance, recognition, worth). By skillfully concentrating 

on these needs, the negotiator can subtly influence suspect 

response. The concept of IIbuying time" during a prolonged 

negotiation prDcess'implies an ongoing d~privation of basic 

needs and an increusing focus on their satisfaction. 

Sample Indirect C~e Themes 

Ph,Ysiol.Q.9.1cal, Environmental, Comfo.l"'t Ne~~..:~ (HlInger, thirst, 

fatigue, sleep, sound, light, temperature, space, tobacco) 

~, 

IIWhat would you like to eat?" 

IIJust let me know when you are thirsty and weill work 

something out." 

IIJl m having a sandwich and a cold drink right now, and I'm 

wondering if yoU are hungry y~t.1I 

IIImagine yourself out of that pressure cooker with a-cigarette 

and some hot coffe~." 

"The pressure ~i~l lift when you come out and you may feel 

t,'emendous j"elief and peace of mind." 
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Safety, i'led-jca.l..L_~'l~_!:~LJ~eds (~;ecu~'e, safe, uninju,"ed, 

relaxed, certain) 

IIHhen you let that hostage go, !.hen \'Ie might ••• 11 

IIWhen you come out I can insure your ~afety.1I 

III wonder if you have contemplated a safe way out of 

this situation?" 

"Does anyone have medical concerns Ne should·know about?1I 

IIWould you like to come out ~ow or in 10 minutes?1I 

"Can you remember the last time you felt relaxed?1I 

"You safety is within your control. Itls just a few 

steps away. II , 

"Some of my friends tell me to loosen up. How do you 

relax when you're uptight?1I 

"Can you allow yourself to be safe and $€cu,~e?" 

"I used to have a partner \'lho wou1d tell me to }·:elax." 

lIyou must be \'JOndering Hhat \'/i11 happen next. 1I 

"I had a situation like this once .•• " 

"lId like to tell you an appal'c:ntly mt.:anin~less story.,.11 

Ego Heeds (acceptance, affiliation, recognition, worth) 

"People can make the most of learning opportunities." 

II I 'III how you fcel about the prospect,of 

talking ... Jith the reporter "'hen you come out. lI
, 

." 
IIIlm ve~'j' r;urious .:lbou,t \,then you first decided •.• 11 

.. I H 0 n d e r \': h e the r you kilo \'1. • • II 

" 

• • 1 

,I. 

" 
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IIAnd so cleal'ly you 't/ant and need ••• 11 

IIAnd you fully realize so well .•• " 

"11m curious to know if you can really ••• " 

"You can continue to feel the satisfaction of .•. 11 

lilt takes a courageous kind of person to come out and 

work out the problem .... 

"And you may be aware of a certain sensation. 1I 

Dealing with Resistance 

The conscious mind acts, in part, as a~inhibitor and censor, 

while the subconscious fun~tions as a storehouse of potential 

behaviors. In order to avoid unp1e~sant or threatening material, 

the conscious mind pushes certain thou~hts, feelings and images 

out of cH:fareness into the subconsciolls using the mechanism 

of repression. The conscious ego resists the re-emergence of 

this material by maintaining counter-pressure and di§tance 

(Reiser, 1973). 

A hostage-takEr's resistance to cues can be handled by accepting 

and then defining reluctance as cooperative behavior. Once 

the pet' son i s r. C: 0 pet d t: i n g, h 2 can h e d i v e }'" tEd '~ c ~; t, r d new 

behaviors. One approach is, to focus on the subjectls need to 

be'upset and to express angry feelings via the hostage situation, 

but to vary the dUl~i.l,tion, fl"equency, 0,1' int.e,nsity. III don't 

blame you for feel-ing upset, and vel'j' shortly, vtht::n the 'stecilli 

gets reduced, the v/hole s'jtuation \'/i'l1 be less of l\ headache 

to you. 1I 
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A subject's resistance C,In also be defused by either' delll("!ndiny 

mo.' ere s ~ s tan ceo l' by pre em p tin 9 it: 

"You'll probably find this silly, but I have the 

impression ••• " 

"This is bound to sound ridiculous, but one could say .•• " 

.. The rei s a ve r y s imp 1 e sol uti 0 n to t'h i s pro b 1 em, but 

I am almost sure you won't like it ••• " 

"To do this will be very difficult for you, because on 

the sur f ace the sol uti 0 n \'11 1 1 1 a 0 k a b s U 11 d •.• II 

"You're probably as upset as I am over the time its taking 

to sol vet his, but Y- 0 U and I a t' e m a kin 9 P l' (I 9 l' e s s 
• II , n ••• 

Talking about the similarities between the present situation 

and the past where a resolution was possible may mobilze the 

earlier behavior. It may also be useful to have the· subject 

perform some action in order to incl'ease the likelihood 'of 

further suggestibility. An ex,ample might be, "I'd li.ke you 

to hang up the phone and call me right back when ... ". If the 

suggestion isn't followed, the negQtiator can apoligize for 

asking more of th~ subject than the pGrson is willing or 

capable of accepting at that point. The suggestion can then 
2 

be l-ephl'ased. 

~.----,,-------"---"------'-'--, -----.--~.---

2 - Indirect cues are very subtle. Even if one is rejected 

a new suggestion can be substituted, without adverse ~ffects. 

.. 

. , 

" 
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It may also help to adapt the subject's tonality and way of 

speaking, using words and phrases the person has used. This 

pacing procedure provides feedback of the subject's own 

experience on both conscious and subconscious levels (Bandler 

& Grinder, 1979); 

"And you may become aware of (remember, experience, feel, 

hear, see yourself) ••• " 

With very resistant subjects it may help to encourage a 

seeming regression. This may assist, a subject to di~criminate 

between past inf~uences ~nd present situational factors: 

II~, wonder if you can go back and feel as bad as you did 

when you first encountered this problem, because you 
.. 

might see if there is anythino from that time you wish 

to recover or salvage." 

Reinfor.se Positive Responses 

The use of positive language is also important. Avoiding negatives 

\'!hile utilizing aphorisms (short sentences expressing a generai 

truth); ambiguities, puns, all~~i:oris, ~l!phemisms, innuendo, 

and double-bind messages can be effective. These cues may 

bypass usual censorship and influence the subject at a sub­

conscious leveJ. 

Even a s,mall response can be used to enhance and shape desired 

,]oals. The subject is always ""ight" 'in rt~gal'd to his l-esponses, 

.. 
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und the negotiator uti1izes Hho1teve,- is communicated to relabel, 

rephruse and interpret in a positive way. 
t 

'. 

Conclusion 

All people are suggestible to some degree. Lik~ others, 

hostage-takers are connected to persons, places, experiences or 

ideas which consciously or subconsciously influence their 

behavior. With prcper motivation, positive rapport and pertinent 

cues, the suspect will likely follow suggestions that are 

subconsciously rcilevant. 

,Though persuasion has been used routinely in the past, the notion 

of influencing the suspect subconsciously through suggestion is 
.. 

a reletively new concept. That hostage-taker and hostage are 

already in an altered state of consciousness provides the 

negotiator with an adventage. By utilizing suggestibility 
_.. . 

techniques, the negotiator adds an increment of influence in 

defusing, shaping and ultimately ~esolving a life-threatening 

crisis. 

The hostage negotiator has traditionally been trained to be a 

reactor to events; Ericksdn's methods requi~e a more indirect, 

proactive approach to problem-solving. Law enforcement officers 

? I' ::; II S U ~ 1 1 Y qui tee. d (! P t i1 t f 0 Ice f tJ 1 per 5 t! a s ion, ~ u t fin d 
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to combine both approaches, but some additio~al training may 

be required. 

App 11ed research is sorely needed to test out suggestive 

a p pro a c h e s, to fur the r d E: vel (I p the sen e \.J t'e c h n i qUE: S::-. and to 

refine the operational model of indirect communication as it 

applies to hostage negotiation. 

~ 
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PERSUASION ----

I 

.1 Compliance or resi~tance. 

"Impression of force. 

Direct. 

Analytic. 

TABLE 1 
~~.---

SUGGESTIOJ! 

Impression of choice. 

Feeling of sel~-impc$ed 
decision-maklng. 

Direct or Indirect. 

Non-.analytic. 
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