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CHILDREN AS PASSIVE 
DEPENDENTS 
•Children considered:

• Consumer durables providing a flow of  utility to their 
parents (Cochrane, 2011), 

• Investment goods providing income (Becker, 1960; Willis, 
1974), 

• Public goods with both positive and negative externalities

•In economics,  the household is usually depicted as a unitary or 
collective agent that maximizes utility subject to some budgetary 
constraints (Chiappori, 1988 & 1992), leaving no room for 
children and their preferences. 



FAMILY THEORY TO 
ECONOMIC POLICY 

1. Relax the financial constraints the household faces
• Schultz (2004): CCT in Mexico increased enrollment by 

11pp
• Alderman et al. (2012): Free meals in Northern Uganda 

increase enrollment among children previously not enrolled 
in primary school by 9pp

• Dupas, Duflo & Kremer (2015): School uniforms in Kenya 
decreased dropout rates by 3%



FAMILY THEORY TO 
ECONOMIC POLICY 

2. Increase the (perceived) returns to education
• Oster & Millet-Steinberg (2013): Introduction of  new IT 

centers in India increased the number of  children 
enrolled in primary school by 5%

• Heath & Mobarak (2015): An additional year of  
exposure to garment jobs leads to an increase of  0.26 
years of  education for boys and 0.22 for girls in India

• Jensen (2010): Recruiting services for young women in 
India increased enrollment in secondary school by 5pp



OUTSIDE-IN



WHY DO TWO CHILDREN WITH SIMILAR 
FINANCIAL RESOURCES AND ABILITIES, FACING 
ALL THE SAME EXTERNAL CONSTRAINTS….

…..have such different outcomes in life? 

•Even research on monozygotic twins, who are genetically 
identical and whose households face the same financial 
constraints, shows that they receive different levels of  
education (Ashenfelter & Krueger; 1992)



CHILDREN AS ACTIVE AGENTS

•Modern research saw the the conceptualisation of  the child as an agent, i.e. 
capable of  acting.

•Agency of  children means that they actively take part not only in the 
process of  decision-making but that they are also engaged in the following 
action taking. Children become educators not only for their peers but also 
for adults gaining a catalytic role for behavioural change in societies 
(Stuhmcke, 2012). 

• The idea of  the child who has agency is now quite common in (non-
economics) studies of  children in developing countries (Hashim, 2004)

• There is also a growing literature on children as health agents particularly in 
African countries (Onyango-Ouma et al., 2005)



FROM PASSIVE 
DEPENDENTS…..

•Children as purely ‘passive’ is a vision constructed by 
ideologies of  childhood that stress childhood as a 
period of  dependence (Edwards, 1996; James & 
Prout, 1997)

•In much of  African ethnographic studies children are 
depicted as low in hierarchy – subservient (obedient 
and respectful) to adults (Murris, 2016)



…..TO ACTIVE CREATORS 
OF THEIR OWN 

OUTCOMES



SAME EXTERNAL RESOURCES, 
DIFFERENT INTERNAL RESOURCES

•Variation in life outcomes is a function of  
many unobserved characteristics (Heckman, 
Hsee, & Rubinstein, 2002; Heckman, Stixrud, 
& Urzua, 2006)
• Cognitive vs. Non-cognitive skill formation
• Most focus on non-cognitive skills has been 

on intra-personal skills/personality, which are 
mainly formed often by age 5



INTERPERSONAL SKILLS DEVELOP DURING 
ADOLESCENCE 

• Interpersonal skills, like communication and relational skills, could be 
equally important  to life outcomes(Glaeser, 2002; Babcock, 2003),
•Recent evidence also suggests heightened plasticity in the brain 
during pre-adolescence (Fuhrmann et al., 2015)
• Moreover, during adolescence, “non-cognitive skills are more 

malleable than cognitive skills” (Kautz et al., 2014)
• MRI studies show that brain regions involved in understanding the 

self  in relation to others (e.g., the medial prefrontal cortex) 
develop in crucial ways during adolescence (Sebastian et al., 2008)

• Ability to take the emotional perspective of  others significantly 
increases “in parallel with brain maturation […] during 
adolescence” (Choudhury et al., 2006)



FROM OUTSIDE-IN TO 
INSIDE-OUT 



NEGOTIATING A BETTER 
FUTURE?  



• Net secondary school enrollment: 47% for young men; 39% for young 
women

• After 7th grade, secondary school requires school fees.

THE CHALLENGE: ZAMBIA



NEGOTIATION SKILLS

•Negotiation skills have been taught in business 
schools all over the world to equip leaders with the 
ability to “getting a yes” or “getting past a no” in 
order to reach their goals (Ury, 1993; Fisher et al., 
2011)

•WHO now stresses the importance of  increasing 
the negotiation and life skills of  adolescent girls to 
allow them to make safer sexual decisions and avoid 
unwanted sex (World Health Organization on 
Gender Report)



THE ROLE OF 
NEGOTIATION SKILLS

•Negotiation may have both skills and empowerment effects:

1. One key skills effect: resolving incomplete contracting environment 
within the household. 
• Incomplete contracting between parents and children (e.g. Ashraf, Bau, 

Nunn & Voena, 2019; Banerjee, 2004). 
• Even if  commitment possible, families may be constrained away from 

efficient frontier by lack of  information sharing (e.g., Eyster & Rabin, 
2005; Chassang, 2010). 

• Will use a lab-in-the-field investment game to test this potential 
mechanism. 

2. Empowerment effects interact with culture: could lead to positive or 
negative outcomes. 
• Design experiment to also identify pure empowerment effects. 



EXPERIMENTAL DESIGN



SAFE SPACE

•Two week, after-school program taught by the same female, 
Zambian mentors (“coaches”).
•Six sessions:
• “Safe,” all-female space.
• Played games.
• Did homework.

•Similar to female empowerment programs throughout the 
world (Baldwin, 2011).
•Allows us to estimate the effects of  female 
mentorship/empowerment without teaching specific 
interpersonal skills.



THE NEGOTIATION CURRICULUM

Two week, after-school “Me, You, 
Together, Build” program taught by 
female, Zambian mentors (“coaches”)
Six 2 hour sessions teach skills for 
interacting with others:

Me: Know your outside option 
and your interests.
You: Identify the interests of  the 
other party.
Together: Find common ground.
Build: Brainstorm “win-win” 
solutions that meet both parties’ 
needs.

.



THE NEGOTIATION CURRICULUM

• Two-year process to develop curriculum based on texts used in business 
and law schools for Zambian context. 

• Key idea of  the curriculum is how to discover interests of  the other party 
in order to craft “win-win” solutions, i.e., reach efficient frontier 

• Needed to accommodate strict social norms against “questioning” 
elders 

• Taught to approach in culturally respectful ways, ask indirect 
questions 

• Understand “roadblocks”— that someone else’s action might be the 
result of  circumstance rather than preference 

• ⇒ Uncover the information required for efficient transfers



NEGOTIATION SKILLS AT WORK

One day, I asked my sister to do my hair. She refused then I tried to ask 
her why. She did not answer. Later when her baby was asleep I asked her 
why she refused. I decided to pick a time when she was not angry. I chose 

the approach. We shared our interests. She said she could not do it because 
the baby was troubling her. As we talked and shared more we decided on 
an agreement. She said she could do my hair if  I would watch over her 

baby while she took her bath. 



NEGOTIATION SKILLS AT WORK

“I asked my parents if  they could talk with me. I put on my chitenge, and knelt before them. I chose 

to approach with respect and so they asked me to stand and sit in the chair near them and tell them 

what I wanted to say. I said that I really wanted to be able to go back to school but wasn’t able to 

because the school fees weren’t paid. They said I knew that the family had no more money so it 

wasn’t possible. I said I know that mom sells chickens out of  the house. I see that some people sell 

them in the marketplace nearby. If  I can sell some chickens in the market over the school holiday, 

could I use the money for my school fees? They agreed and that is how I got to go back to school.”



TIMELINE OF THE STUDY

May - Jul
2013

Sept - Oct
2013

Term 1 
2016

Intervention
Lab-in-the 

Field Parental 
Trust Game

End of 
Tracking

Attendance, Fee Payment & Exam Data from Schools

Dec 2014

At End of Each Term, Track Pregnancy, Marriage, School 
Advancement and Transfers (except Term 2 and 3 of Grade 10)

Dec 2013

Grade 9 
National 
Exams

Oct-Nov
2014

Participant 
Survey

Participant 
& Guardian 

Survey



THEORETICAL FRAMEWORK: SETTING

•Parents make choice about education of  children based on altruism 
and potential returns; children can return some benefits of  education 
to parents via transfers

•Children that receive schooling always make at least some transfers to 
parents due to strong cultural norms of  reciprocity and obedience

•Teaching negotiation skills shows girls how to suggest and commit to 
“strategic” transfers to parents, thereby influencing education decision 
and improving outcomes for both

•However, the “empowerment” aspects of  negotiation could weaken 
cultural norms of  reciprocity & respect and reduce children’s 
willingness to reciprocate, reducing (perceived) transfers and thus 
potentially education



THEORETICAL FRAMEWORK: MECHANISMS

•Net effect of  teaching negotiation will be result of  a trade-off:
• Negotiation skills may increase education through teaching girls 

to recognise and propose strategic transfers
• Empowerment effects may decrease education if  it interferes with 

cultural norms

•Other possible effects from negotiation and/or empowerment:
• Increased perceived returns to schooling due to information 

provided
• Increased real returns to schooling through new skills or self-

belief
• Increased parental altruism



EFFECTS OF NEGOTIATION TRAINING:
OUTCOME MEASURES

Longer-term effects of  the training are analysed in terms of:

•Quantity of  education: school enrollment in grades 9, 10, and 11

•Quality of  education: morning vs. afternoon school (conditional 
on enrollment)

Zambian secondary school is a two-tiered system:
• above a certain threshold: “morning” school 
• below the threshold: “afternoon” school

- less likely to take the final exam or continue their education 
- often do not have access to math/science educational tracks



NEGOTIATION TRAINING INCREASED 
ENROLMENT RATES AND MORNING SCHOOL 
ATTENDANCE

Quantity:

• Girls given negotiation training are more likely to stay in school throughout grades 
9-11
• Receiving the negotiation training increases the probability of  reaching grade 11 

by 4.9 percentage points (a 14% increase; p<0.05)
• Effect of  training increases over time as girls in control group increasingly 

drop out.

• Quality:

Girls given negotiation training are more likely to be in morning school (higher 
“quality”):
• Relative to the control group, the negotiation girls in grade 11 were 4.5 

percentage points more likely to be in a morning school (a 19% increase; 
p<0.05)

• Negotiation skills have also a positive impact on human capital: .
• improvements on the intensive margin (better school quality and higher 

test scores) and the extensive margin (greater enrollment). 



SAFE SPACE ALSO HAD POSITIVE, BUT SMALLER 
EFFECTS

Comparing the negotiation and empowerment (safe space) treatments’ effects: 

Results on quantity:
• Safe space girls are also more likely to remain in school relative to control group, 

though effect is smaller and less precisely estimated than that of  negotiation 
training (effect size: 4.0pp; p > 0.10)

Results on quality:
• Unlike negotiation girls, safe space girls are no more likely than control group to 

be in morning school relative to afternoon school

This comparison also helps to rule out that negotiation’s effects are entirely 
driven by ancillary benefits like learning about the returns to education from 
female mentors or through examples in the curriculum. 



RESULTS ARE NOT DRIVEN BY THE NEW 
INFORMATION ABOUT RETURNS TO 
SCHOOLING

Cross-randomized all arms with information treatment that provided 
girls with information on the returns to schooling 

Results:
•Provision of  information has no significant effect on either 
enrolment or likelihood of  being in morning school
•Negotiation training has the same positive and significant effects 
both with and without information provision

The fact that the information treatment has no effect (and the 
negotiation treatment is statistically different from it) allows us 
to rule out that incidental communication of  information about 
schooling is not driving the effect. 



THE NEGOTIATION TRAINING WAS MOST 
EFFECTIVE FOR GIRLS WITH ABILITY IN TOP 40%

We explore whether negotiation and safe space have heterogeneous effects by 
ability 

Results:
•Negotiation: girls in the top 40% of  the ability distribution benefited the 

most: 
• Likelihood of  reaching grade 11 increased by 13.1 percentage points 

relative to control (p<0.05)
• Likelihood of  being in morning school in grade 11 increased by 20.5 

percentage points relative to control (p<0.01)

• The effects of  the Safe Space are smaller (increases of  2 pp and 1.5 pp, 
respectively, both p>0.10), though there are also less differences in the effect 
between high and low abilities



TESTING MECHANISMS - LAB IN THE FIELD

Two months after the training, girls participated in lab-
in-the-field experiment with parent or guardian:

• Guardian-child pair was assigned to one of  
several games. 

• Illuminates how negotiation skills affect intra-
household decision-making and tests different 
mechanisms in the model. 

• Shuts down education returns by making 
returns fixed within the game.



TESTING MECHANISMS - LAB IN THE FIELD 
EXPERIMENT

• Dictator game:
• Guardian gets 10 tokens to redeem for airtime and decides how many to send to 

daughter.
• Amount sent doubles, and daughter receives an income shock of  2 or 4 tokens.
• Daughter redeems total points at “Chuck E. Cheese” store. 

• Investment game:
• Steps 1 and 2 are same as in dictator game. 
• Daughter chooses some number of  tokens to return to parent; redeems rest. 

• Investment game with communication:
• After rules are explained, before guardian sends token, girl and guardian given 

opportunity to communicate.
• Allows girls to use their negotiation skills within the game, if  they choose (mirrors 

“option to communicate” in real life). 



TESTING MECHANISMS - LAB IN THE FIELD 
RESULTS

Game with communication:
• With Negotiation training, parents send more tokens to girls (0.361 tokens; 

p<0.1)
• This means that negotiation skills move the household closer to the efficient 

frontier
• There is little increase in tokens sent in the safe space treatment (0.03 tokens, 

p>0.1)

Games without communication or where girls cannot return tokens:
• In both negotiation and safe space, parents send less tokens to girls (-0.463 and -

0.320 tokens, p<0.05 and p>0.1 respectively)
• When girls cannot return tokens, both negotiation and safe space are 

insignificant, suggesting that the treatment effects observed earlier are not due to 
changes in altruism. 

Conclusion:
• Girls in the negotiation training use communication to commit to increase 

reciprocity (and subsequently do increase reciprocity); girls in the safe space 
training do not do this 



NEGOTIATION ALSO LED TO IMPROVED 
WITHIN-HOUSEHOLD DYNAMICS (1)

•We ran a midline survey to further explore how negotiation 
and safe space affected intra-household behavior

•Negotiation led daughters to ask for more investment (food) 
and to reciprocate more in return (e.g., through greater 
willingness to do chores)

•Negotiation had a positive effect on relationship with parents:
• Girls are more likely to be respectful
• Girls are less likely to be rude



NEGOTIATION ALSO LED TO IMPROVED 
WITHIN-HOUSEHOLD DYNAMICS (2)

•Negotiation allowed households to find less costly ways to make 
educational investments:
• Girls spend less time on chores before and during school hours 

and more time on chores after school

•No significant evidence that these results come at the expense of  
siblings

•Empowerment alone can hinder strategic cooperation in 
games with no communication  but in games where girls and 
parents can communicate, negotiation appears to overcome 
this by providing girls with the skills to foster cooperation 



NEGOTIATION SKILLS AT WORK – CHOOSING 
THE RIGHT APPROACH IN THE HOUSEHOLD

One day I wanted to ask for money for school shoes from my mother. Then 
I went to ask my mother, I just went without greeting her, didn’t kneel 

down... and she did not answer me because I did not kneel down. Then I 
went again and I asked her, first I greeted her, knelt down, and asked 
indirect questions; she didn’t refuse, she gave me because I respected and 

knelt down. 



NEGOTIATION SKILLS AT WORK FOR LIFE 
OUTCOMES

I told him that I am sorry, I can’t take it, and I asked him what was his 
other option, but unfortunately, he had no other option. Then, I told him 

that... I have other options. It’s either we end this relationship or stop telling 
me about this nonsense. 



CHILDREN EMPOWERED AS AGENTS OF CHANGE THROUGH 
NEGOTIATION SKILLS

•When altruistic parents make human capital investment decisions for children who 
cannot commit to fully repay them, the efficient outcome may not be achieved 

• Negotiation skills play a crucial role by helping parents and children achieve a more 
efficient, pareto-improving outcome.

• Children exert their agency in the household and shape their own educational 
outcomes by getting the parents closer to their educational preferences.

• In this context, as suggested in the lab experiments, children become agents 
of  change with their parents, hence triggering behavioural changes within 
their networks.



COST EFFECTIVENESS

• Detailed review of  costs 
on-going, but conservative 
estimate (includes 
assumption that effects 
stop in grade 11) suggests 
negotiation training 
increased years of  
education by ~0.30 years 
per $100 

• Comparable to other cost-
effective interventions 
(Source: JPAL 2017)

• Note: calculations ignore 
wider effects on improved 
family relationships, 
creation of  social norms, 
complementarities, etc.



OPPORTUNITY OF TEACHING NON COGNITIVE SKILLS

• The study offers to policymakers estimates of  the educational returns to a specific 
type of  non-cognitive skill, negotiation skills.

• Focusing on interpersonal skills, which develop considerably in adolescence, the 
study presents an opportunity to influence non-cognitive skills in the school system.

• Since it is arguably easier to intervene within schools than within households, this 
finding may inform policies that aim to increase students’ non-cognitive skills. 

•Hence there is a policy opportunity to facilitate welfare-improving human 
capital investments and that teaching girls negotiation skills can help 
achieve this outcome 



WORKING WITH MOE IN ZAMBIA (1)

•Zambian Ministry of  Education Curriculum Development Centre 
integrated modules of  the negotiation training into their revised “Life Skills 
and Sexual Health” curriculum in 2015. 

• The new curriculum reached all pupils between Grade 5 and 12 in 
Government schools beginning in early 2016, and will now undergo a new 
revision. 

•We will be supporting the MOE in the revision process to fine tune the 
integration of  the negotiation skills modules in the “Life Skills and Sexual 
Health” curriculum and adapt it to cater a wider audience, including rural 
schools’ context and boys.



WORKING WITH MOE IN ZAMBIA (2)

•We would like to support the MOE in developing teachers’ 
trainings on the negotiation skills, which in turn is a skill that 
teachers have expressed the willingness to acquire for their 
own lives. 

•This poses the unique chance to study how the negotiation 
skills impact life outcomes of  women at a different 
development stage, adulthood, and their households’ decision 
making process.



FOLLOW-UP STUDY (1)

•There is keen interest from both government and researchers 
to understand the longer-term impacts of  the original study. 

•Therefore, we will continue the study in order to evaluate long-
run outcomes of  the full negotiation training.

•The cohort of  tracked girls within the study are now at an age 
where they will have to make long term decision which will 
affect their livelihood outcomes. 



FOLLOW-UP STUDY (2)

We intend to conduct an end line and assess through the follow-up study the 
effects of  the negotiation training on:

• Longer-term educational:
• Secondary school completion 
• Transition to college
• Aspiration

•Non-educational outcomes:
• Labor market outcomes 
• Marriage market (e.g. marriage decisions, age of  marriage)
• Fertility and Health outcomes (e.g. fertility and desired fertility, 

contraception knowledge and usage, affective well-being, mental health)



•We can’t solve global challenges without deeply 
understanding the end-user’s decision making and motivation 
– and how these interact inside the household
• Education is not “given” to children, it is something that 

they produce for themselves --- interacting with other 
demand-side (parents, community) and supply-side 
(teachers, schools, books, etc.)factors 

• Just as education, human development, and health are co-
produced, so is knowledge: 
• Co-Generating Knowledge with policy makers and 

practitioners allows science to naturally turn into action, 
policy, and scale-ups

CO-GENERATION



Practitioners

Valuable 
knowledge

Scientific knowledgeAcademics
created by

informs & impacts



Practitioners

Valuable 
knowledge

Scientific knowledgeAcademics
created by

informs & impacts

Scientific knowledge



•We can’t solve global challenges without deeply 
understanding the end-user’s decision making and motivation 
– and how these interact inside the household
• Education is not “given” to children, it is something that 

they produce for themselves, interacting with other 
demand and supply side factors

• Just as education, human development, and health are co-
produced, so is knowledge: 
• Co-Generating Knowledge with policy makers and 

practitioners allows science to naturally turn into action, 
policy, and scale-ups

CO-GENERATION


