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Abstract — Multiple Intelligences, as instances of personal 

traits, are believed to be fixed. On the other hand, 

Gardner’s theory considers intelligence as a changeable 

concept that can be enhanced through education in 

appropriate contexts. The present study aimed at 

investigating the effect of positive persuasive talk on four 

types of intelligence including musical, logical-

mathematical, interpersonal, and verbal-linguistic 

intelligences. For this purpose, a sample of 150 BA and MA 

students majoring in TEFL and translation at Imam 

Khomeini International University in Qazvin; Islamic Azad 

University, Takestan, Tehran, and Science and Research 

Branches were selected. The required data were collected 

using McKenzie’s Multiple Intelligences questionnaire and 

oral persuasion on the four types of intelligences which were 

the focus of the study. The obtained data were analyzed 

using repeated measures one-way ANOVA procedures. 

Results showed that persuasion had a statistically significant 

effect on musical, logical-mathematical, interpersonal, and 

verbal-linguistic intelligences.   

 

Index Terms — Multiple intelligences, Musical intelligence, 

Logical-mathematical intelligence, Interpersonal 

intelligence, Verbal-linguistic intelligence, Persuasion 

 

 

I. INTRODUCTION 

 

The concept of intelligence is an influential factor in 

human’s social, educational, and professional life 

(Christison, 1998); so there have always been attempts to 

present a clear definition of it. One of the prominent 

theories of intelligence is Gardner’s theory of multiple 

intelligences. Multiple intelligences theory is a cognitive 

model that seeks to describe how people use their 

intelligences to solve problems and fashion products. It 

was introduced by Gardner (1983). Gardner rejected the 

traditional narrow view of intelligence, which was based 

on identifying only two intelligences consisting of 

linguistic and logical-mathematical abilities. Gardner 

(1983) initially proposed the existence of seven 

intelligences (Linguistic, Logical-Mathematical, Visual-

Spatial, Bodily-Kinesthetic, Musical, Interpersonal, 

Intrapersonal intelligences). Following that, two more 

intelligences including Naturalistic and Existential 

intelligences were added to the list. He believes that in 

his model of intelligence, there is the possibility of 

adding some more intelligences which have the defined 

criteria for intelligence. In addition, further research may 

prove that some of the intelligences could not meet these 

criteria (Armstrong, 2009). 

Gardner criticizes the validity of IQ tests that 

determine people’s intelligence out of learning 

environment and keep them doing tasks that they have 

never experienced before. In his recent work, Gardner 

(2006, p. 5) describes intelligences as "raw, biological 

potential, which can be seen in pure form only in 

individuals who are in the technical sense, freaks" ( Tirri, 

Komulainen, Nokelainen, Tirri, 2002; 2003) Gardner’s 

theory views intelligence as a system of independent 

intelligences that interact with each other (Cianciolo, 

Sternberg, 2004). He believes that the traditional view of 

intelligence does not manifest the various abilities of 

humans (Armstrong, 2009). 

Since the introduction of this theory, there has been a 

large body of research about the implication of multiple 

intelligences in educational domain, especially foreign 

language learning. The foundation of all of them lies on 

the identification of learners’ weaknesses and strengths 

through utilizing Multiple Intelligences questionnaire. 

But, there are few studies, if any, that investigate the 

effect of persuasion on multiple intelligences, seeking a 

way to develop multiple intelligences as predictors of 

successful learning. So, studies in which the effect of 

persuasion on multiple intelligences is sought are highly 

needed. In this regard, the present study aims to 

investigate the effect of persuasion on multiple 
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intelligences and hopes to fill part of the existing gap in 

this area. More specifically, this study addresses the 

following research questions:  

RQ1: Does persuasion have any significant effect on 

EFL learners’ linguistic intelligence? 

RQ2: Does persuasion have any significant effect on 

EFL learners’ logical-mathematical intelligence? 

RQ3: Does persuasion have any significant effect on 

EFL learners’ musical intelligence? 

RQ4: Does persuasion have any significant effect on 

EFL learners’ interpersonal intelligence? 

 

Gardner considers intelligence as "an ability to solve 

problems or to create fashion products that are valued 

within one or more cultural settings" (Gardner, 1983, 

p.81). He defines each type of intelligence as follows 

(Armstrong, 2009): Linguistic intelligence is the ability 

of using language effectively in spoken or written form 

through knowledge of syntax, semantic, phonology, and 

pragmatic. Logical-Mathematical intelligence is the 

ability of both dealing with numbers effectively and 

reasoning. Categorization, classification, inference, 

generalization, calculation, and hypothesis testing are 

processes related to Logical-Mathematical domain. 

Spatial-Visual intelligence is related to the appreciation 

of visual-spatial patterns and the capacity to manipulate 

them. Bodily-Kinesthetic intelligence is related to the 

ability of expressing one’s feelings and ideas through 

one’s whole body or parts of body or the ability of 

manipulating objects by hands. Musical intelligence is the 

ability to perceive, discriminate, transform, and express 

forms related to music.  Interpersonal intelligence is the 

capacity to appreciate and discriminate among people’s 

feelings, moods, intentions, and motivations. Moreover, 

this intelligence gives the potential to understand extra 

meanings conveyed through body language. Intrapersonal 

intelligence is identified as self-knowledge and the 

capacity to use this knowledge to have a good life. 

Naturalistic intelligence is the ability to recognize and 

classify species in one’s environment. It is related to 

recognition, appreciation, and understanding of the 

natural environment. Gardner (1999) defines Existential 

intelligence as the intelligence of perception in a large 

context or big picture. 

Multiple intelligences theory is eagerly accepted by 

teachers seeking an alternative method in the classroom 

in order to meet various learning needs (Shore, 2004). 

Moran, Kornhabar, and Gardner (2006), comparing 

multiple intelligences to LEGO building blocks, claim 

that the existence of eight or nine different intelligences 

provide us with the opportunity to create various 

classroom designs. In line with this idea, some 

researchers believe that teacher awareness of multiple 

intelligences enables them to create various activities 

according to learners’ needs (Bas, 2008). Kezar (2001) 

claims that applying MI theory in teaching students 

results in increasing their self-esteem. Moreover, 

according to Borek (2003), when instruction in the class 

is based on multiple intelligences theory, students are 

motivated to do their best and promote their learning. In 

this regard, a number of studies were carried out to verify 

this claim. Cluck and Hess (2003) concluded that the 

application of multiple intelligences theory helps learners 

participate and engage in class tasks more actively. Also, 

they reported that multiple intelligences and cooperative 

learning increase students’ motivation. Díaz-Lefebvre 

(2004) believes that during the last 30-40 years, there has 

been a challenge to shift the goal of instruction from 

memorizing to understanding, that is, learning and 

applying in new situations. MI-based instruction 

stimulates various types of intelligence and enables 

learners to learn new materials skillfully. Furthermore, 

Gardner acknowledges that MI theory is beneficial for 

adults, who can gain advantage from reflecting on the 

suitable way of learning (Viens & Kallenbach, 2004). 

The introduction of Multiple Intelligences theory by 

Gardner (1983) with his consideration of cultural and 

environmental factors was an explanation regarding 

people’s different capacities in learning second 

languages. Moreover, although it seems that the essence 

of language learning lies in linguistic intelligence, the 

existence of people with highly developed linguistic 

intelligence (measurable through traditional IQ tests) who 

are not successful language learners indicates that this 

idea is not completely true. Language learning is 

considered as a complex phenomenon which requires the 

interaction of different intelligences (Smith, 2001). So, 

Multiple Intelligences theory has attracted a substantial 

amount of attention in language teaching contexts 

(Hajhashemi, Bee Eng, 2010).  

In one such study, Akbari and Hosseini (2008) 

concluded that the relationship between language 

learning strategies and IQ scores was significant. 

However, despite the existence of a correlation between 

kinesthetic intelligence and memory strategies, no 

correlation was found between musical intelligence and 

strategy use.  Kim (2009) conducted another study to 

examine the relationship of Multiple Intelligences profile 

with listening score and CALL instruction. The results 

revealed that CALL instruction improved students’ 

Multiple Intelligences Quotient. However, the 

relationship between listening scores and MI quotient 

was low. He believes that due to the effect of language 

learning materials on learners’ MI profile, materials 

selection has to be done with care. Also, materials should 

be categorized according to their impact on particular 

intelligences. Saricaoglu and Arikan (2009) sought to 

determine the relationship between particular intelligence 

types and students’ success in foreign language skills. 

They could find a positive relationship between musical 

intelligence and writing, but the relationship between 

body-kinesthetic, spatial, and intrapersonal intelligences 

and grammar was negative. In 2011, results of another 

study conducted by Panahi indicated a significant 
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relationship between multiple intelligences and the 

grammar knowledge of male and female EFL learners. 

Moreover, the result of a study by Zarei and Mohseni 

(2012) showed that intrapersonal and interpersonal 

intelligences were predictors of grammar accuracy while 

intrapersonal intelligence was the best predictor of the 

learners’ lexical writing accuracy. Zarei and Shokri 

Afshar (2014) in their investigation of the relationship 

between types of MI and reading comprehension and 

vocabulary knowledge, concluded that musical, 

interpersonal, kinesthetic and logical intelligences were 

predictors of reading comprehension; and musical, 

verbal, visual, kinesthetic and natural intelligences were 

predictors of vocabulary knowledge. 

The above studies are based on the belief that multiple 

intelligences are fixed personal traits because if 

intelligences were not presumed as such, the study of 

their relationship with various other traits would not 

make much sense. However, such an assumption is not 

without its share of controversy. Many other experts, 

including Garner (1983), believe that one’s intelligence 

profile may be subject to fluctuation in different contexts.  

One of the factors that may influence one’s 

intelligences profile is positive persuasive talk. O’keefe 

(2002, p.5) defines persuasion as "a successful intentional 

effort at influencing another’s mental state through 

communication in a circumstance in which the persuadee 

has some measure of freedom".  

Codoban (2006) believes that persuasion is the process 

of influencing others’ attitudes or behaviors through 

communication when there is no threatening actions 

involved. He notes that the history of persuasion traces 

back to the ancient Greeks, who were the first people 

interested in influencing others through communication. 

Their persuasion was conscious communication based on 

"reasoning and logical arguments" (p.152). According to 

Codoban, persuading involves the speaker 

communicating with the other side in order to modify 

attitudes and beliefs, and influencing decisions, actions, 

and attitudes that are related to speaker’s goals. 

Wenden (1998) believes that communication should 

consist of facts that guide the receiver of the massage to 

attain autonomy. Changing some negative thoughts and 

behaviors can facilitate learning, and it is believed that 

these changes are probable through persuasive 

communication. 

Mills (2000) believes there are two types of response 

to persuasion: thoughtful response and mindless 

response. In thoughtful response, the listener thinks about 

the massage logically, considering both its advantages 

and disadvantages. If there is any doubt in terms of the 

correctness of the massage, the listener tries to clarify by 

asking several questions. Effectiveness of the massage in 

thoughtful response is determined by its appropriateness. 

In contrast with thoughtful responses, mindless responses 

are based on intuition not logic, fact, and evidenced 

judgment. In addition, personality type is an influential 

predictor of behavior and, consequently, affects people’s 

response to persuasion. Thus, the importance of 

persuader knowledge of personality types cannot be 

denied. 

In one of the few studies on the effect of persuasion on 

language learners’ perceptions, Hatch and Lazaraton 

(1991) studied the impact of four types of persuasive 

arguments including discussion, news article, listening to 

a guest speaker, and listening to course syllabi on 

students’ ideas about offering special extracurricular 

classes for composition in advanced levels. The results 

revealed significant effects of persuasive arguments on 

students’ votes. 

The above studies suggest that one’s intelligence 

profile may be directly related to one’s achievement in 

different areas of language. They also seem to suggest 

that persuasion may be a significantly effective factor in 

shaping or changing learners’ viewpoints. To the best of 

the present researchers’ knowledge, there has been no 

study in the relevant literature examining whether or not 

multiple intelligences are subject to change as a result of 

the effect of persuasion. This study aims to partially fill 

this gap. 

 

 

II. METHOD 

 

A. Participants 

 

The participants of this study were 150 B.A and M.A. level 

EFL students at Islamic Azad University, Takestan Branch, 

Imam Khomeini International University in Qazvin, Islamic 

Azad University of Tehran, Central Branch and Islamic Azad 

University of Tehran, Science and Research Branch, 

majoring in TEFL and English translation. Their age ranged 

from 20 to 34, and their proficiency level was roughly at 

upper-intermediate level. 

 

B.  Instruments 

 

The instruments utilized in this study included 

McKenzie’s multiple intelligences questionnaire and 

persuasive talks. The questionnaire consisted of 9 separate 

parts each of which was related to one type of 

intelligence. In each part, there were 10 items to which 

the participants were required to answer in accordance 

with their personal feelings. They were supposed to score 

it one, if they agreed, and zero, if they disagreed. 

Persuasive talks consisted of information related to the 

definition of each intelligence (including linguistic, 

logical-mathematical, interpersonal, and musical 

intelligences) and the abilities that each intelligence 

entailed. 
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C. Procedure 

 

In order to collect the required data, the researchers 

gave the participants the MI questionnaire to fill out at the 

outset of the study.  This was done in order to measure 

their MI profiles and to have a basic criterion for further 

comparison. In the following weeks, in each week, the 

participants’ intelligence scores related to one intelligence 

were announced and following that, they were persuaded 

in terms of that intelligence. Then, they were required to 

fill out the questionnaire again. The procedure of data 

collection in this study took 5 weeks (each week, the 

participants received positive persuasive talk on one of 

the four intelligences under investigation). The allocated 

time in each session was about 20 minutes. The collected 

data were then submitted to statistical analysis. 

 

 

III. RESULTS 

 

A. The first research question 

The first question investigated the effect of persuasion 

on linguistic-verbal intelligence. For this purpose, a 

repeated measures one-way ANOVA was used. The 

results of the descriptive statistics on the linguistic 

intelligence are presented in Table 1.                              

 

TABLE 1. DESCRIPTIVE STATISTICS FOR THE RM ANOVA ON 

LINGUISTIC INTELLIGENCE 

  

Table 1 shows that the mean score of the participants on 

the linguistic intelligence is the highest for the fifth time 

(X=7.2400) while it is the lowest in the first time 

(X=6.1600). In other words, there is a gradual increase in 

the mean scores for the linguistic intelligence. To see 

whether or not these mean differences are statistically 

significant, the RM one-way ANOVA was used, the 

results of which are presented in Table 2.     
 

 

 
 

 
 

 

TABLE 2. TEST OF WITHIN SUBJECTS EFFECTS FOR THE RM 

ANOVA ON LINGUISTIC INTELLIGENCE 

 
 

Based on Table 2.Greenhouse-Geisser correction 

shows that the mean score differences for linguistic 

intelligence are statistically significant (F(3.03, 

452.32)=27.446, P ˂.05). This means that we can safely 

claim that persuasion had significant effect on the 

linguistic intelligence. Multivariate tests for the 

RMANOVA (Table 3) confirm this result. 
 
 

TABLE 3. MULTIVARIATE TESTS FOR THE RMANOVA ON 
LINGUISTIC INTELLIGENCE 

 
 

Based on Table 3 (multivariate tests), Partial Eta 

square is .282, which indicates that 28 percent of the 

variance in the linguistic intelligence scores is because of 

persuasion effect; this is a relatively large effect size 

(.282 ˃.138).  

The obtained results showed that persuasion had a 

statistically significant effect on the linguistic 

intelligence. In order to pinpoint the location of the 

difference precisely, pairwise comparisons were made 

(Table 4). Based on this table, mean score of the first 

time differs significantly from that of the other times, but 

the differences between times 2 and 3, times 3 and 4, and 

times 4 and 5 are not significant. Meanwhile, the 

differences in the mean score of the participants on the 

second time of measurement and those on the 4th and 5th 

time, as well as those between the third & 5
th

 time of 

measurement are statistically significant. 

 

TABLE 4. PAIRWISE COMPARISON FOR THE RMANOVA ON 

LINGUISTIC INTELLIGENCE 

 

 

 

 

 

 Mean Std. Deviation N 

ling1 6.16 1.77 150 

ling2 6.65 1.78 150 

ling3 6.93 1.85 150 

ling4 7.12 1.93 150 

ling5 7.24 1.90 150 
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B. The second research question 

 

The second research question attempted to see the 

effect of persuasion on logical-mathematical intelligence. 

To this end, another repeated measures one-way ANOVA 

was utilized. The results of descriptive statistics are 

presented in Table 5. Based on Table 5, the highest mean 

is for the fourth time (=7.3133) while the lowest one is 

related to the first time (=6.4267). To see whether or not 

the observed mean differences are statistically 

meaningful, the within subject effect was checked. The 

results are given in Table 6.   

 

TABLE 5. DESCRIPTIVE STATISTICS FOR THE RMANOVA ON 

LOGICAL INTELLIGENCE 

 Mean Std. 

Deviation 

N 

Logical1 6.42 1.74 150 

logical2 6.96 1.74 150 

logical3 7.21 1.56 150 

logical4    7.45 1.55 150 

logical5 7.31 1.80 150 

 

Based on Table 5, the highest mean is for the fourth 

time (X=7.3133) while the lowest one is related to the 

first time (X=6.4267).To see whether or not the observed 

mean differences are statistically meaningful, the within 

subject effect was checked. The results are given in Table 

6. 

 

TABLE 6.  TEST OF WITHIN SUBJECT EFFECT FOR THE 

RMANOVA ON LOGICAL INTELLIGENCE 

 

Greenhouse-Geisser correction and the significance 

level suggest that the mean scores for logical intelligence 

in the five times of measurement have changed 

statistically significantly (F (3.152, 469.590) =20.294 P ˂ .05). 

Moreover, based on Table 7 (multivariate test table), the 

index of the strength of association suggests that 29 

percent of the variance in the logical intelligence scores is 

due to persuasion effect, which is, according to Cohen, a 

large effect size (.29 ˃ .138). 

 

 

 

 

 

TABLE 7. MULTIVARIATE TESTB FOR THE RMANOVA ON 

LOGICAL INTELLIGENCE 

 

 
a. Exact statistic 

b. Design: Intercept 

within Subjects Design: logical intelligence 

 

From the above figures we can conclude that there is a 

significant effect of persuasion on logical intelligence 

scores. To locate where the difference lies, pairwise 

comparisons were made. The pairwise comparison table 

(Table 8) contains the data needed for this purpose. Based 

on this table, the mean score in the first time of 

measurement differs significantly from the mean of the 

other times, and so is the difference between the mean 

score in the second time and the fourth time of 

measurement. Other mean differences are statistically 

insignificant. 

 
TABLE 8. PAIRWISE COMPARISON FOR THE RMANOVA ON 

LOGICAL INTELLIGENCE 

 
* The mean difference is significant at the .05 level. 

a. Adjustment for multiple comparisons: Least Significant Difference (equivalent to no 

adjustments). 

 

C. The third research question 

 

The third research question sought to investigate if 

persuasion affects musical intelligence. For this purpose, 

the repeated measures one way ANOVA was used again. 

The results of descriptive statistics are presented in Table 

9. Based on this table, there is a gradual increase in 

musical intelligence mean scores from time 1 to time 5. 

 
TABLE 9. DESCRIPTIVE STATISTICS FOR THE RM ANOVA ON 

MUSICAL INTELLIGENCE 

 Mean Std. D N 

musical1 6.44 1.66 150 

musica2 7.00 1.59 150 

musical3 7.24 1.74 150 

musical4 7.57 1.72 150 

musical5 7.70 1.64 150 

 

To check the statistical significance of the mean 

differences, the within subject effects were checked. 

Table 10 contains the results. 
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TABLE 10. TEST OF WITHIN SUBJECT EFFECTS FOR THE 

RMANOVA ON MUSICAL INTELLIGENCE 

 
 

The Green House-Geiser correction index and the 

significance level suggest that the mean scores for 

musical intelligence have changed statistically 

significantly during the 5 times of measurement (F(3.116, 

464,348) =39.409, p ˂.05). Therefore, we may conclude that 

persuasion has a significant effect on musical 

intelligence. 

In addition, a look at multivariate tests table (Table 11) 

suggests that the strength of association is .389, meaning 

that over 38 percent of the total variance in musical 

intelligence scores can be accounted for by persuasion. 

Since this amount is greater than .138, it is considered a 

relatively large effect size. 
 

TABLE 11. MULTIVARIATE TESTS FOR THE RMANOVA ON 
MUSICAL INTELLIGENCE 

 
a. Exact statistic   

b. Design: Intercept           Within Subjects Design: musical intelligence 

 

Based on the above results, we can conclude that 

persuasion had a positive effect on musical intelligence. 

To locate the significance differences precisely, pairwise 

comparisons were made. The results appear in Table 12. 

The results in this table show that there was a significant 

difference between mean scores of all time points except 

for times 4 and 5. 

 
TABLE 12. PAIRWISE COMPARISON FOR THE RMANOVA ON 

MUSICAL INTELLIGENCE 

 
*. The mean difference is significant at the .05 level. 

a. Adjustment for multiple comparisons: Least Significant Difference (equivalent to no 

adjustments). 

 

D. The fourth research question 

 

The fourth research question investigated the effect of 

persuasion on interpersonal intelligence. To this end, 

another repeated measures one-way ANOVA was 

utilized. The results of descriptive statistics are presented 

in Table 13. 

TABLE 13. DESCRIPTIVE STATISTIC FOR THE RMANOVA ON 

INTERPERSONAL INTELLIGENCE 

 Mean Std. 

Deviation 

N 

Interpersonal 1 5.58 2.08  150 

Interpersonal 2 6.10 1.95 150 

Interpersonal 3 6.16 1.90 150 

Interpersonal 4 6.57 2.15 150 

Interpersonal 5 6.64 2.08 150 

 

Based on Table 13, the highest mean score is for the 

fifth time (X= 6.6400) and the lowest one is related to the 

first time (X= 5.5867). Based on this table, persuasion 

had positive effect on interpersonal intelligence. To see 

whether or not the observed mean differences are 

statistically meaningful, the within subject effects were 

checked. The results are given in Table 14. 
 

TABLE 14. TESTS OF WITHIN SUBJECTS EFFECTS FOR THE 

RMANOVA ON INTERPERSONAL INTELLIGENCE 

 
 

Greenhouse-Geisser correction and the significance 

level suggest that the mean scores for interpersonal 

intelligence in the five times of measurement have 

changed statistically significantly (F (3.179, 473.737) =25.451, 

P ˂ .05).  

Moreover, based on Table 15 (multivariate tests table), 

the index of the strength of association is .286, suggesting 

that 28 percent of the variance in interpersonal 

intelligence scores is due to persuasion effect, which is a 

large effect size (.286 ˃.138). 

Based on these results, we can conclude that 

persuasion had positive effect on interpersonal 

intelligence. To locate the significant differences, pair 

wise comparison were made. The results appear in Table 

16. The results in this table show that there was a 

significant difference between the mean scores of all time 

points except for times 2 and 3; and times 4 and 5. 

 
TABLE 15. MULTIVARIATE TESTS FOR THE RMANOVA ON 

INTERPERSONAL INTELLIGENCE 

 
a. Exact statistic 

b. Design: Intercept      Within Subjects Design: interpersonal intelligence 
 

Based on the above results, we can conclude that 

persuasion had positive effect on interpersonal 

intelligence. To locate the significant differences, pair 

wise comparison were made. The results appear in Table 

16. The results in this table show that there was a 
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significant difference between the mean scores of all time 

points except for times 2 and 3; and times 4 and 5. 

 
TABLE 16. PAIRWISE COMPARISONS FOR THE RMANOVA 

ON INTERPERSONAL 

 
 

 

E. Discussion 

 

The purpose of the present study was to investigate the 

effect of persuasion on four types of intelligence 

including linguistic-verbal, logical-mathematical, 

musical, and interpersonal intelligences. The results of 

statistical analysis indicated that persuasion significantly 

affects all the four types of intelligence which were the 

focus of the study. 

To the best of the present researchers’ knowledge, 

there are no other studies on the viability of intelligences 

in face of persuasion. Nonetheless, it may be safely 

assumed that if persuasion affected intelligences, we 

would expect that the significant differences be exactly 

after the sessions in which the participants were 

persuaded about each intelligence. Based on the findings 

of the study, this condition holds only for linguistic and 

interpersonal intelligences, but it is not true for logical 

and musical intelligences.  

A number of factors might have contributed to the 

obtained results: the first possibility may be that the 

participants may have been able to evaluate their verbal 

and interpersonal intelligences more easily than musical 

and logical intelligences. 

According to Moran and Gardner (2006), there are 

three types of interaction between multiple intelligences 

including: interference, compensation, and catalysis. 

Interference happens when weakness in one intelligence 

affects abilities in another intelligence area negatively. In 

compensation, a strong intelligence supports a weaker 

intelligence. Catalysis happens when one intelligence 

increases the effect of the other.  Tirri, Nokelainen, and 

Komulainen (2013) believe that because of these types of 

interactions, multiple intelligences should not be assessed 

separately in a linear model and out of context. In our 

study, the effect of these three kinds of interactions may 

have affected the outcome. 

Another possibility may be that after persuasion about 

each type of intelligence and talking about the 

capabilities that each intelligence entails, the participants 

may have underestimated their own abilities in 

comparison with the highest capabilities that can be 

expected from each intelligence. 

Another possible factor could be that since the process 

of obtaining data took five weeks and in each session the 

participants answered the same questions, they might 

have become familiar with the items and got better 

interpretation of each of the items. So, their better scores 

could be attributed to the effect of practice. 

Another factor that may have affected the results is that 

the positive effect of persuasive talk on one intelligence 

may have suppressed the participants’ estimate of their 

profile on another. 

 

 

IV. CONCLUSION 

 

The findings of this study confirm the idea that 

intelligence is not a static concept and can be nurtured. 

Based on these findings, it can be concluded that a clear 

understanding of the MI theory and the positive effect of 

persuasion on it can help teachers to modify their 

teaching methods through utilizing tasks that engage 

different aspects of intelligence. Moreover, through 

discovering students’ weaknesses and strengths in terms 

of their intelligence profile, teachers can make use of 

techniques to persuade learners in such a way to enhance 

a desired intelligence type. 

There may be occasions when learners show particular 

interest in a field of study, but their teachers (out of good 

will) discourage them from taking up that field as their 

major since the teacher believes that the learner does not 

have the required type of intelligence. Based on the 

findings of this study, teachers need not worry too much 

about learners’ success only based on their intelligence 

profile. There may be more important factors (like 

personal interest and attitude) to be considered. Once a 

particular field of study has been adopted, the requisite 

intelligence type may then be reinforced through positive 

persuasion. 

In addition, learners’ awareness of MI theory and the 

fact that intelligence is not an inborn concept, encourage 

them toward developing their various intelligence types. 

There are a large number of learners who are interested in 

learning a second language, but underestimate their 

abilities. When those learners are informed that 

everybody is capable of learning another language and 

that weaknesses can be compensated for by strengths, and 

weaknesses can be enhanced through a variety of 

activities, they may develop positive feelings about 

language learning, and their self-confidence might 

increase in this way; so they do not underestimate their 

abilities. 

In addition, materials developers who consider 

different types of intelligence and include a variety of 

tasks and activities in language teaching materials that 

engage different intelligence types, can lead learners 
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toward the goal of language learning and facilitate the 

process of learning. 
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