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The purpose of this research was to study the effect of negotiation of
learning activities on the motivation of M. 4 students at Kud Khon Kaen
Witthayakom School.

The subjects of the study were 45 M. 4 students majoring in the Science
programme at Kud Khon Kaen Witthayakom Schoo! in Khon Kaen province.
There were 20 girls and 25 boys in the class. This research was a case study. It was
conducted during the second semester from November 1996 to March 1997. This
group of students negotiated learning activities with their teacher in English class.
The data of the study was collected mainly from the students’ diaries supplemented

by data from a teacher’s diary, a colleague teacher’s observation and a questionnaire.

The findings from the study indicate that negotiation of learning activities
‘increases the students’ motivation in learning English. It is also revealed that the
students have positive attitudes towards English. Therefore, negotiation of learning

activities is an effective alternative to enhance students’ motivation in learning
English.
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