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Session Twelve 

Get What’s Best for You—Negotiate 
Purpose 

To encourage participants to develop 

negotiation skills that allow them to be 

happy and healthy. 

Objectives 

Participants will: 

• Explain what it means to negotiate—to
reach an agreement with one or more
people.

• Demonstrate with a partner how to
negotiate for what you want without
being mean.

Session Preparation 

• Prepared flip chart or printed poster that
lists the Steps for Negotiating.

• Four cartoon strips, one for each group
and blank paper and pencils for writing
responses.

• Brag Books and assorted pens/pencils.

• Flip chart paper and markers (Kokis).

Key Points 

• Negotiation is a way to compromise with
others (come to an agreement that is
suitable to all parties) without using guilt,
anger, or intimidation.

Opening Ritual 

Buddy Up Check-in/Recap and Introduction 

During our last session we talked about the importance of choosing friends who provide a 

positive influence. You learned what it means to be a good friend, how to support a friend who is 

upset, and how to let a friend who has not behaved well know that you are not pleased with how 

they acted. You will recall the earlier session where we talked about the importance of making 

good decisions. Today we’re going to learn another skill to help you get what you need to keep 

yourself safe, healthy and happy. We’re going to learn about negotiation—so that you can get 

what you need without being mean and can refuse things that you do not think will be good for 

you.    
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Activity Part 1 – Terms and Steps for Negotiating  (10 minutes) 

1. Write the word negotiation on a flipchart or chalkboard.
Ask: What does negotiation mean? From the responses
provided by the participants, craft a definition similar to the
definition provided in the text box and write it on the
flipchart/chalkboard where participants can see it.
Say: Today we are going to learn how to negotiate in a nice way without being mean.

2. Introduce the Steps for Negotiating (see box)
using a prepared flip chart. Ask a participant to 
read the first step. Ask: Why do you think this step
is important? Continue until all of the steps have
been introduced and discussed. Summarise the
discussion of the steps by saying: Following these
steps can help you come to an agreement
without making others feel bad or putting down
their ideas. However, there will be times when
you have to just say no, without a discussion or
compromise.
Ask: What are some examples of situations where
you should just say “No!” because there is no
room for negotiation? Probe for: anytime you are
being put in a dangerous situation where
someone wants you to go against your values, such as going with a stranger, taking drugs,
drinking alcohol, touching your body in a way you don’t want to be touched, or having sex.
Say: Remember, it’s important to have the confidence and skills to say no.

3. Ask: Where/how can you use negotiation in your own life? Ask participants to identify
whether the following are a “negotiable situation” or a “no situation”

• Your friends are sharing a cigarette and they offer it to you, but you don’t want it. (“No”
situation)

• Your younger sister wants to borrow your favourite dress but you also want to wear it on
the same day. (Negotiation situation)

• You’re out at the mall with a group of friends for a movie and you can’t decide which
movie to watch. (Negotiation situation)

• Your neighbour’s son who is 5 years older than you asks you to come to his house, he is
“home alone”. (“No” situation)

• You forgot your lunch at home and your friend suggests you go steal something at the
tuckshop whilst they are not looking. (“No” situation)

4. Say to participants: In the next part of the activity you are going to be using the steps for
negotiation. We’ll leave the steps posted here so that you can refer to them as needed.

Activity Part 2 – Vhutshilo Cartoons (35 minutes) 

5. Divide the participants into four groups.

6. Give each group a cartoon strip with a negotiation scenario.

Steps for Negotiating

1. Chill out so you can think clearly.

2. Share how you feel and listen to how
the other person feels.

3. Say what you did to help create the
problem and what you are willing to
change.

4. Think of ideas to fix the problem or to
keep it from happening again.

5. Choose a solution you both agree on.

Negotiation 

People have a discussion to 
reach an agreement that 
benefits both of them. 
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Tell participants: Each group has a cartoon strip showing a scenario that requires two or more 
characters to negotiate with each other. Use the steps for negotiating to help the characters 
decide what to say to each other so that they come to an agreement. On the cartoon strip (or a 
sheet of paper) write down what each character says. Make sure that the two characters come 
to an agreement that suits both of them. Use a thin whiteboard marker to fill in the cartoons. 

In the first block, write the beginning of the negotiation with some suggestions. In the 2nd block, 
write the agreement between the two. It has to be something that both parties agree to. 

 Allow 10 minutes to complete the cartoon strip. 

Cartoon Strip #1 

Mbali’s father comes home from 
work with a new bicycle. 
Immediately, Mbali and her 
younger brother start to fight 
over who gets to ride the bicycle 
first. Mbali says she has to ride 
first because she’s older and her 
brother responds by saying that 
“girls don’t ride bicycles, only 
boys ride bicycles.” Mbali is very 
upset and tells him “it doesn’t 
matter whether you’re a boy or 
girl, all kids ride bicycles and 
because I’m older than you, I 
should ride first.”  

Complete the rest of negotiation between Mbali and her 
brother. Make sure that in the end, they both agree that 
this is the best way. 

Cartoon Strip #2 

Nonceba is 13 and wants to 
spend time with her friends. Her 
little sister, who is 7, follows 
Nonceba and her friends 
everywhere and won’t leave 
them alone. Nonceba’s friends 
tell her to send her sister away 
because she’s too young to be 
out with them and “actually, she’s 
very annoying.” This makes 
Nonceba very angry because she 
also wants her sister to go away. Complete the negotiation between Nonceba and her 

younger sister. Make sure that in the end, they all agree 
that this is the best way.  

Or decide as a group if you want to play out a 
negotiation between Nonceba and her friends, to allow 
her little sister to hang out with them. 
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Cartoon Strip #3 

Isaac is the oldest sibling and in 
charge of the home since his 
parents passed away. He sweeps at 
the local Spaza shop after school to 
get money for him and his younger 
brothers. He comes home very 
tired every day. He gets very upset 
when his siblings misbehave and 
do not do their chores. Today, he 
comes home to find none of the 
chores done and his siblings 
fighting with one another about 
who is supposed to wash last 
night’s dishes and who is 
supposed to sweep the floors. 
They are pointing fingers at each 
other and can’t seem to agree 
about whose turn it is. Isaac is very 
angry. 

Complete the negotiation between Isaac and his siblings. 
Make sure that in the end, they all agree that this is the 
best way. 

Cartoon Strip #4 

After attending a savings group 
programme at school, Biko and 
Thabo decide that it will be 
important for their group of friends 
to start a savings club. They invite 
their friends to a meeting. The 
meeting goes very well and the 
last thing they need to do is to 
decide on how much they should 
all save. They realise that it is much 
harder to decide on one thing in a 
group than just between two 
people. The group has a range of 
opinions to share at first, but in the 
end they agree on an amount that 
is good for everyone.  

Complete the negotiation among the group of friends so 
that everyone agrees on an amount to save every week. 

7. Ask each group to present their completed cartoon strips. Make sure that each cartoon strip
depicts these parts of the negotiation process:

• Both parties are calm before beginning.

• There is some back-and-forth between the parties that shows compromise and
agreement.

• There is no prolonged argument.

• Both parties agree to the solution.



Vhutshilo 1 – 2016 edition           page 101 

Session 12 

• There is no bullying or threats shown in the cartoon strip; for example, Isaac does
not shout at his siblings for not doing their chores, even though he is angry.

8. If a group was not able to create a successful negotiation for their cartoon or if their cartoon is
missing some parts of the negotiation process, ask other participants to share ideas for how the
characters might resolve their differences.

9. After the presentations of the cartoon negotiations, ask participants:

How easy was it for you to come to an agreement in your different scenarios?

Where/how can you use these negotiation skills in your own life situations?
Probe for: peer pressure situations, or situations where they have to negotiate with siblings,
teammates, teachers, or parents, etc.

Activity Part 3 – Practice Negotiations  (1 minute) 

10. Say: Sometime during the coming week, try and use the steps for negotiation while you are going
about your everyday life—it doesn’t have to be a complex negotiation—just something simple
where you can try out your skills. Be ready to tell how it went during your Buddy-Up group at our
next session.

Summary (5 minutes) 

1. Say: Throughout our lives, we find ourselves in situations where we need to negotiate to get
what we want without making the other person feel bad.
Ask: What are the things that should happen as part of every negotiation? Probe for:

• Process is fair; both parties have a chance to speak

• Both parties remain calm

• No bullying, threats or physical violence

• Both parties agree that this is the best outcome for everyone.

2. Thank the group for their participation and for showing creativity in how they negotiate.
‘Appreciate’ a few of the participants who were especially engaged and praise their specific
input.

3. Say: During this session we learned how to come to an agreement with other people using
the steps for negotiation. In the next session, which is our last session of the Vhutshilo 1
programme, we’ll review the key things that we learned during the earlier sessions by having
our very own Talent Show with the group.

Closing Ritual  (2 minutes) 




