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M&E guidelines 
 

 

Item How to Submit It 
When To Pick It 

Up 
Due Date 

Scholar Grading Rubric 

(1 per Lesson, per 

School) 

Hard-copy 

to Hajara 

Monday, May 7
th
 

and 

Monday, July 9
th
 

Every 

Monday 

Lesson Reflection 

Sheet 

(1 per Lesson, per 

School) 

Hard-copy 

to PC 

Every 

Monday 

Every 

PC Meeting 

 

ANY REMAINING  

Pre-Course Surveys 

(1 per any Scholar that 

did not fill in last term) 

Hard-copy 

to Monitoring Officer 

Monday,  

May 7
th
  

Monday,  

May 21
st
  

 

Headmaster Report 

(1 per School) 

 

Hard-copy 

to Monitoring Officer 

 

 

Monday, 

July 9
th
  

 

 

Monday, 

July 30
th
  

 

SEC Mentor Survey 

(1 per Mentor) 

 

CV Grading Rubric 

(1 per Mentor) 
Email to Monitoring Officer 

Monday, 

July 2
nd

 

Friday, 

August 3
rd

 

 

 

 

Each document will be explained and reviewed by the Monitoring Officer on the day it is made available. 

These documents will be used to create the End of Term Monitoring Report, which will be available to all 

staff members on a date that is TBD.  
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Overview 
 

TERM OBJECTIVES:  

1. Scholars will be able to refine their personal visions for positive change 

2. Scholars will be able to advocate for their chosen cause effectively 

3. Scholars will be able to examine their own strengths for growth 

4. Scholars will be able to measure and monitor their personal leadership 

5. Scholars will be able to conduct community resource mapping 

6. Scholars will be able to identify and quantify their personal leadership style, character strengths and proactivity levels 

7. Scholars will be able to work with a deeper perception of themselves  

8. Scholars will be able to break down the components of a business 

9. Scholars will be able to explore savings options 

10. Scholars will be able to improve their home livelihoods 

 

TERM LESSONS:  

1. Visionary Leadership 

2. Be Proactive 

3. Community Day 

4. Win-Win Solutions 

5. Advocacy Writing 

6. Savings 

7. Business Model 

8. Model Home Challenge 

9. Mentoring: Strenghts 

 

Term SEC Meetings 

1. Project Idea Generation 

2. Public Speaking 

 

TERM VOCABULARY: 

Community Change, ORS, Vision, Visionary Leadership, Audacity, Proactive, Influence, Responsible, Needs, resources, 

opportunities, apathy, allies, Advocacy, Engage, distribution, value, strengths. 

 

TERM GAMES: 

Cold Wind Blows Big Hairy Goals  The Complaint Choir    Recruit Troop  Pop Corn 

Human Barometer A‘s and B‘s     Goal Game    

 

TERM SPEECHES: 

The Anyway Commandments   Adapted from Kent Keith  

Why You Should Try even if You May Fail  Teddy Roosevelt 

A Blind Girl on an Elephant    by Caroline Casey 

Why I Had to Act    by Mandela 

 

 

Note for Evaluation Mentors:  Try your hardest to make-up the mentoring lesson from 

last term on romantic relationships/academics/vision 
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SEC Milestones 
 

 

Term   Goal Metric Deadline 

Term 1: Research Number of community interviews completed Week 5 

  Project Idea 

Number of SEC's with project ideas by end 

of term 1 End of term 

Term 2:  Hand Over # of schools with newly elected cabinets Week 4 

  Market Research # of SEC's with completed market research Week 5 

  

Cluster Retreat 

/Trainings # of SEC's who received trainings Week 6 

  

Financial 

Projections # of SEC's with budgets Week 7 

  Funds raised Amount of money raised through fundraisers End of term 

  Launched # of new projects launched by end of term 2 End of term 

Term 3:  

Launched 

# of new projects launched by beginning of 

term 3 Week 3 

Re-investment # of businesses that re-invested capital 

Week 

7 

Triple Bottom 

Line 

Shillings generated through profit 

End of Term impact on environment 

# of community members helped  

Term 4:  SEC Competition results of regional/national competition Week 6 

  

Personal Project 

Idea # of students with personal project ideas End of term 

Term 5: 

Personal Project 

Plan 

# of students with business/community 

model diagram End of course 
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VOCABULARY: Community Change, ORS, Vision, Visionary Leadership, Audacity 

REFLECTION: (10 min) 

 

QS:  What did you do over the holiday? 

 

QS: How did you find the Holiday Challenge?  Pop up if you wrote 50 goals.  Pop up if 

you wrote the personal essay.  Pop up if you designed a sensitization poster. 

 

This term is not about how to do MORE, but how to do BETTER. We will learn tools 

and strategies to make change and develop in our personal lives so that we can BETTER 

make change and develop our communities. 

 

Visionary Leadership Lecture: (30 min) 

 

All of the great men and women in history have two things in common: 

1. Achievement of Community Change 

2. Leadership by being having a vision for the world 

 

They have been visionary leaders. 

 

Definition of Community Change:  a change within community, usually positive, in 

people’s behavior, attitudes, institutions, lifestyles or values.  

 

Community change happens on both a local and international level. Community change 

can be made by individuals, organizations, events or disasters and even inventions. 

 

Provide and example for your students.  Write it here: 

[During training, mentors should come up with one example they will use.  They will all 

use the same example.] 

 

 

 

 

 

 

 

 

 

   

QS: What does it mean to ―be a visionary leader‖?  

 

Visionary Leadership 

 

Vision: the ability to see a clear, detailed mental picture of an idea or future. This is 

usually achieved after a long period (it is long term). 

 

Visionary Leadership: the ability to lead and inspire others to see a clear, detailed 

mental picture of an idea or future.   

 

Visionary Leadership: The ability to inspire and mobilize others to accomplish a common 

goal that positively impacts society according to your personal or shared vision and 

values. 

  
 

UNIT #2: 

Community Leadership 

 

Week 1 

 

 
 

TOPIC: 

Visionary Leadership 

 

 

OBJECTIVES: 

 

Scholars will be able to:  

 

 Define visionary 

leadership 

 Provide examples of 

visionary leaders 

 Set SMARTER Goals 

 

MATERIALS: 

 

1. Social Change Anecdotes 

(1/sch) 

2. Community Vision Activity: 

Big Paper and Coloured 

Markers (1/sch) 

3. Goal Man 

4. SMARTER Goals handout 

(1/sch) 
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 (This is a different definition then we gave them last term.  This is the definition that appears in the national entrepreneurship 

curriculum). We discussed Visionary Leadership last term.   

 

QS:  What do people remember about visionary leadership? 

 

QS: What visions have you created in your vision web that relate to your community? 

 

The most successful entrepreneurs throughout history and around the world all had one important thing in common: a bold vision...  

Below is a table detailing the extraordinary visionary leadership of one social entrepreneur from the major regions of the world: Asia, 

America, Europe and Africa. These four visionary leaders serve as examples of how individuals can bring about world-changing 

positive change 

 

 Gandhi Martin Luther King Jr. James Grant Wangari Maathai 

Current Reality 

 

This is what it was 

like before the social 

entrepreneur made an 

impact on the world. 

 

 

 

 

 

 

o He was a young 

lawyer. 

 

There was British colonial 

rule of India for 100 

years. Indians wanted 

independence but had a 

weak Indian army against 

the army of the British 

modern empire. 

o He was a preacher. 

 

Blacks born in USA were by 

law separated and categorized 

as not fully human. They 

could not get jobs, eat with, 

or even use toilets the same 

as whites born in the USA. 

 

o He was not a doctor. 

 

In the 1980‘s, 5 million 

children died each year 

of preventable and 

immunisable sicknesses 

such as diarrhea. 

o She was a 

professor. 

 

Kenya had lost 90% 

of its natural forests 

which caused crop 

failure, hunger, and 

a lack of water and 

firewood for the 

country. 

Vision 

 

See the change they 

wanted to see in the 

world. 

 

 

 

―Be the change you wish 

to see in the world‖- 

Gandhi. Use non-violent 

protest and boycotting to 

resist foreign British rule. 

―I have a dream that one day 

my children will not be 

judged by the colour of their 

skin, but by the content of 

their character.‖-MLK Jr. 

―Child Survival 

Revolution‖ –Grant. 

Make low-cost life-

saving vaccines and 

Oral Rehydration 

Treatment available to 

every child. 

―Rise Up and 

Walk!‖ -Wangari 

Reforest Kenya by 

mobilising rural 

women to earn 

income planting 

trees. 

Impact 

 

The change they 

created. 

 

 

 

 

 

Ghandi mobilized 

millions of Indian people 

to resist and protest the 

British non-violently. 

Independence for India 

was achieved.   

All discriminatory racial laws 

were changed. Just 40 years 

after MLK Jr.‘s death, Barack 

Obama is elected as the first 

Black president of the USA.  

Grant increased the 

worldwide vaccination 

rate from 20 to 80%. 4 

million child deaths by 

diarrhea are prevented 

every year because of 

his work.  

Wangari‘s 

international tree 

planting movement 

was started. Over 30 

million trees planted 

in Kenya alone. 

 

How To Be A Visionary Leader: 

 

(In this question and answer session, you can direct students to the idea that all of the visionary leaders described here demonstrated 

their vision to the people.  They made their vision a reality through their actions and inspired others by constantly talking about and 

living up to the vision they had for the world). 

 

Before Grant, most people didn‘t care about or want to hear about nasty illnesses like diarrhea, pneumonia and measles. A simple 

remedy for these things was known, but no one was spreading the cure. ―It was as if a cheap cure for cancer had been discovered but 

no one bothered making it available.‖  
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James Grant would carry little packets of ORT (oral rehydration therapy: sugar, salt and water which cures diarrhea) everywhere he 

went. He would give it out at parties and to heads of governments in different countries. He spoke about diarrhea everyday! You could 

not know James Grant and not know what he was fighting for! 

 

QS:  How was James Grant a visionary leader? 

 

Before Gandhi, the organised and educated Indians were not fighting for complete independence. Most people accepted British rule 

and only wanted more opportunities within their system or lower taxes. Some Indians even argued to remain under British rule. 

 

Gandhi refused to use anything made by the British, including sowing his own clothing. He led a march for 400 kilometers. He went 

to jail and fasted almost to the point where he starved to death to protest for his vision.  

 

QS:  How was Gandhi a visionary leader? 

 

Before MLK, most Blacks accepted racial segregation and discrimination. Many whites also believed that the old system was for the 

best. They didn‘t see anything wrong with separating themselves and giving Blacks less jobs, pay, and opportunities. They were 

taught Blacks were inferior people.  

 

MLK Jr. marched in every march and was thrown in jail and beaten like every other protestor and he never hit back or defended 

himself. 

 

QS:  How was MLK a visionary leader? 

 

Before Maathai, Kenyans largely accepted the sale and cutting down of indigenous forests. They even planted foreign trees and 

farmed on former forest land without any understanding of why it is important.  

 

Wangari personally planted many trees in the hot sun. At one point, her whole house was full of seedlings and she lived in her Green 

Belt Movement Office. She protested deforestation even when the President and MP‘s attacked her publicly for it. She was beaten and 

thrown in jails for saving TREES. 

 

QS:  How was Wangari a visionary leader? 

 

QS:  Why is it important to be a visionary leader?  

 

Visions can be bold and transformational! Stress how impossible all their visions were given the reality of the time. Yet, they achieved 

so much! For such success, you, as a leader, are extremely important in setting an example. Remember community change is changing 

the hearts and minds and actions of society. 

 

ACTIVITY: (20 min) 

Have students break up into 4 groups.  Tell them they are going to create a visionary leader!  Have them choose one person to lead the 

group—this is your visionary leader.  As a group choose a vision for this person and dress them up so that they act according to their 

vision.  Use materials from around the classroom, around the school.  There will be a competition for the best dressed leader! 

 

 

Big Hairy Goals (10 minutes) 

 

The next step is to set big goals for achieving our visions.   

 

We don‘t just need any goals, we need BIG Goals.  Because visionary leaders don‘t just have goals, they have  

 

―BIG, HAIRY, AUDACIOUS goals!‖ – Jim Collins 
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One of the most valuable skills for visionary leaders is believing in new possibilities and getting others to believe that it is possible as 

well. It is important to set ―big, audacious goals.‖ Those are the ones that inspire people. Although the first steps should of course be 

small and realistic, you need to think big – in a way that will excite and energise people. Audacious comes from the word Audacity. 

 

Definition of Audacity: the quality of fearless daring or boldness in the face of obstacles, low expectations, and fear of being unique.  

 

Set big audacious goals to change your personal actions.  

 

Good goals are SMARTER: 

 

S- Simple 

M – Measurable 

A- Achievable 

R- Realistic 

T- Time bound 

E- Exciting 

R- Rewarding 

 

Take Away (5 minutes): 

 

As you take-away, set three Big, Hairy, Audacious goals that you want to achieve in order to see any of the visions from your vision 

web become a reality.  Next week we will pin the goals on the glass goal man!  We will give him hair! (show the class the goals man).    

Give handout on SMARTER goals and ask students to set goals using the SMARTER framework.  You will review this next week. 

 

 

Remember to collect the Term One Holiday Challenge. 
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VOCABULARY: Proactive, Influence, Responsible 

 

INTRODUCTION: (10min) 

 

QS: What did we learn last week about ―Visionary Leadership‖? 

 

Today we will continue that lesson as we move into goals.   

 

QS: Did everyone write 3 goals using the SMARTER framework to put on class goal 

man? 

 

Everyone can pin the goals on the goal man. 

 

Today we are going to learn about being proactive.  After setting goals, we must be 

proactive in achieving our goals. 

 

LECTURE: (20 min) 

 

We want you to focus on developing the habit of Pro-activity. 

 

TN: Definition of Proactive: (Pro meaning “for” so “for action”) is the habit of taking 

responsibility for ourselves, our actions, our choices and our future. To act instead of 

waiting to be acted upon.  

 

By being proactive, you are saying that "WHO I AM TODAY AND WHAT I BECOME IN 

FUTURE IS MY RESPONSIBILITY." 

 

TN:  When you take this ATTITUDE you are now EMPOWERING yourself.  

 

TN: You realise that you and YOUR CHOICES are the greatest creative force in 

your life.  
 

In all situations there is a moment of choice in which you must choose how you are going 

to respond.  You will either act in a reactive or proactive way. You are the only one 

responsible for your actions. 

 

You need to be "Response-able" - that is: able to choose our responses (Don’t confuse 

scholars with the proper spelling of Responsible). 

 

Reactive responses are guided by feelings, not values. When someone or something 

harms us we just react - without thinking. If someone slaps us on the cheek …we often 

burst and slap that person back, without thinking, without choosing our response, we 

simply react. Reactive people put the blame on others for their problems.   

 

In contrast to this, Proactive choices are guided by values. Instead of just reacting you 

pause for a moment and select a response that is in line with your values.   

 

"Response-Ability:" can be defined as "the ability to choose our response." Between an event 

which comes to us and the response we take, there is a momentary ―gap‖ in which we decide 

how to respond. To choose a response is different than ―Re-Acting‖ instinctively like a wild 

animal. To be proactive is to choose an appropriate response that is in line with our values. 

Or, it is not to respond at all, but to initiate—to set going by taking the first step, introducing 

a whole new way to act. Even if a situation or behavior of another person is completely 

  
 

UNIT #2: 

Community Leadership 

 

Week 2 

 

 
 

TOPIC: 

Be Proactive 

 

 

OBJECTIVES: 

 

Scholars will be able to:  

• Define proactivity 

• Discuss what they have 

control over and what they 

do not. 

• Discuss the link between our 

beliefs and our choices 

• Start the goal game to track 

their personal growth 

quantitatively 

 

 

 

MATERIALS: 

 

 Goal Man and pins 

 1 sample mini me 

development book 

 Goal game take-away (1/s) 
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out of our control, we still are able to choose our response to that situation or behavior. This is one of the unique things which separate a 

human being from an animal.  

 

An animal just knows how to react. It can't control itself. The ability to choose your response is a uniquely human characteristic.  An 

animal is programmed by instinct to act in a certain manner when provided with a particular stimulus. They can't change the 

programming. But man has the freedom to choose.  A fully developed human being can.  

 

All of our problems fall into three categories and the ability to determine in which category your problems fall will maximize our 

proactive responses.  Certain aspects of our problems are either (for example) 

 

1. Things we can directly control.  (The amount of time we read or study English) 

2. Things we can indirectly control.  (The election of Head Boy or Head Girl) 

3. Things we cannot control at all. (The questioned asked on the UNEB exam) 

 

GAME: (15 min) 

 

Complaint Choir 

1. Bring 5 to 10 scholars up to the front.  

2. Ask the rest of the students in the audience to come up with topics about which a normal student might complain. (Let them 

suggest silly hilarious topics) 

3. Ask each scholar on stage to chose a topic they will personally ―rant‖ about  

4. Point to a certain person (or multiple people) and they have to rant and rave and complain until you point to someone else. 

You can adjust their volume up or down by moving your hand high or low like a conductor of an orchestra. At one point have 

everyone in the choir singing. 

 

Discuss the lesson of the game. 

 

QS: What is the difference between a reason and an excuse? 

 

Brainstorm excuses people give for not taking action in the SEC. 

 

QS: What are habits? 

 

QS: How do habits relate to making excuses? Do people with good habits make a lot of excuses? 

 

People who make excuses often feel as though things caused them to fail that were out of their control. 

 

 

Lecture Continued (15 minutes) 

 

QS:  What is in your control? Out of your control?  

 

Things like English is the official school language or the cost of pens and books are within the wider circle of our concern but we have 

no influence over them. So to spend a lot of time crying and shouting about it is useless. 

 

Both a reactive person and proactive person may be concerned about the same things. But people who are proactive focus on 

expanding issues that are in their control.  They believe more things are in their control, or they try to gain control of more situations.  

They become more influential and thereby their circle of influence expands.  They don't waste their energy complaining about things 

they have no influence over. 

  

As a result, proactive people are more effective.  Instead of blaming others or forces outside of their control, proactive people dwell on 

the best ways in which they can respond to their circumstances.  
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Pro-active people are the people who get things done. They do not wait for someone else to do things, make excuses, or put in 

small effort. Also, they don‘t need supervision. Pro-active people look at a situation, know what needs to get done, and DO IT. 

 

Proactive Belief: Who we are is determined by the choices we make each day.  

 

Freedom of Choice is the greatest determining factor in our lives.  Although it is true that there are other powerful forces, these forces 

become a problem to us when we begin to believe that we are determined or limited by them - that we have no power to control our 

lives, that we can't break out and rise above these factors.  

 

There is nothing we can do to change what has happened in the past. We can only change our behavior right now, today. 

 

The proactive person says: "I know my tendencies, I know the background I was given, the programs that are in me - BUT I am not a 

computer that only runs on the programs it is given. I can choose a better way.  The real me…deep inside…is not INHERITED by me 

but CREATED by me." I can rewrite those programs. I can change because I have a uniquely human ability to make choices.  

 

You are the creative force in your life. You don't have to be a victim of your conditioning. You can break with the past and create a 

unique life. 

 

What would the world be like if Nelson Mandela said, ―Oh well, I guess I‘m African and we don‘t have freedom in our land.‖?  What 

if Justice Julia Ssebutinde said to herself, ―Oh well, public officials are corrupt and abusive in Uganda. That‘s the way it is so no use 

in trying to change it.‖? 

 

The world would be a different place if people blamed history instead of made history. 

 

So, if we are responsible for all of our actions, other factors excuses. Those other theories and pessimistic thoughts of: ―I was born this 

way‖, ―My parents raised me to act this way‖, and ―I had no choice in that environment‖ are all excuses. The worst excuse is that last 

one. It is the excuse some young men and women use to not feel bad about having sugardaddies and suggarmommies. It is the excuse 

poor thieves use to not feel bad about stealing an old woman‘s purse. It is the excuse corrupt officials use for taking money from the 

people of Uganda.  

 

QS: What do you think? Are these good excuses? When is it okay to blame life circumstances? 

 

Proactive people choose to be the creative force of their own life. They choose to take control of their present and to make and reach 

their goals.  

 

TAKE AWAY: (10 min) 

 

You earn points for achieving personal goals. This week think about the most important goals you have that will make the biggest 

difference in your life or in the lives of others or in the progress of the SEC. Break these goals up into action steps. Your most 

important goal is worth the most possible points, then the second and third etc…Record points for achieved goals.  

 

Rules 

1. Each action step must take no longer than one hour or you must split it into two. 

2. Record points only when a goal or action step is COMPLETED. If you only complete it half way, record partial points.  

3. No corruption.  

4. Only one goal can be related to class work or assignments. 

5. Make your goals SMARTER (Simple, Measurable, Achievable, Realistic, Time bound, Exciting, Rewarding) 

 

Prize 

The Mini Me Development Book: Awesome resource book on personal leadership and development. Students earn a book by 

earning 1,200 points in the goal game. This means that they have to complete every action item to receive the book.  
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Goal Game 
Instructions: Rate yourself on how many goals you accomplished this week. Make sure to break every short-term goal up into four 

action steps. Each action step must take one hour or less to complete. If you do not complete it, give yourself 0 points scored. If you 

50% completed then give yourself 50 point. Keep score on your progress!  

 

Example: Short-term Goal 1: Learn more about plastic recycling business. 

Action step 1: Ask my teacher to help me research plastic recycling  

Action step 2: Interview a community leader about rubbish collection. 

Action step 3: Find a container or sack to use as a recycling bin. 

Action step 4: Collect the plastic bottles around your home. 

 

My vision statement: _______________________________________________________________________________________ 

My most important long-term goal is __________________________________________________________________________ 

 

Short-term Goal 1: _________________________________________________          

        Points possible: Score: 

Action step 1 __________________________________________  100 _________  

Action step 2 __________________________________________  100 _________ 

Action step 3 __________________________________________  100 _________  

Action step 4 __________________________________________  100 _________  

         Total:  _________ 

 

Short-term Goal 2: _________________________________________________          

        Points possible: Score: 

Action step 1 __________________________________________  100 _________  

Action step 2 __________________________________________  100 _________ 

Action step 3 __________________________________________  100 _________  

Action step 4 __________________________________________  100 _________  

         Total:  _________ 

 

Short-term Goal 3: _________________________________________________          

        Points possible: Score: 

Action step 1 __________________________________________  100 _________  

Action step 2 __________________________________________  100 _________ 

Action step 3 __________________________________________  100 _________  

Action step 4 __________________________________________  100 _________  

         Total:  _________ 

Total Points Possible: 1200    TOTAL SCORE:  ______________



 

Page 14 of 65 

 

Developing young leaders and 

entrepreneurs in Africa 

 

 
 

VOCABULARY: Needs, resources, opportunities 

  

ACTIVITY: (5 min) 

Mentor leads students through a visualization of their ideal community. Ask students to 

focus on the needs, resources, and opportunities in the community of their choice. 

 

Mentor asks students to give examples of need, resources and opportunities from the 

community they visualized. 

 

LECTURE: (15 min) 

Community Day is the most important lesson of the term. It is in this lesson that you go 

out into the community with the mindset of Social Entrepreneurs and Community 

Leaders. 

 

Today is about discovering and exploring communities in a new way. You will critically 

analyze the community environment and physical environment. Remember this is a fact-

finding mission. 

One tool you can use to better understand the resources available in the community for 

your SEC and personal projects is the Resource map  

Explain Resource Mapping 

[Note: Schools might have maps that can be helpful to use]. 

 
Mentor displays sample drawing of a Resource Map. An example is below:  

 

Goal: To gain information about the social and demographic facts about the community 

we work with. The data collected today can inform future project proposals and resource 

mobilisation strategies. 

 

Key Questions: What resources are available? How are the available resources exploited 

or ignored? How do people maximise or capitalise on existing resources? 

 

A resource map is a tool that gives a geographical overview of an area (ex. of a village). 

The map itself shows the quantity and distribution of resources available to a community, 

and as the drawing of the map is informed by community members themselves, it also 

provides valuable insight into the identity and priorities of the community. 

 

 

  
 

UNIT #2: 

Community Leadership 

 

Week 3 

 

 
 

TOPIC: 

Community Day 

 

 

OBJECTIVES: 

 

Scholars will be able to:  

• Identify needs, resources and 

opportunities in the 

community 

• Interact with people in the 

community to learn more 

about the needs and resources 

that exist 

• Identify project opportunities 

for their SEC 

• Reflect on the community 

excursion and how the 

resources can be used to 

achieve their visions 
 

 

 

MATERIALS: 

 

 Community Resource Map 

(1) (drawn by mentor on big 

paper) 

 Mini me books (1/s) 
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COMMUNITY EXCURSION: (60 min) 

 

As the students go to the community split them into groups to draw a resource map and a social diagram.  

 

Task 1. Draw an outline of the boundaries of the area you consider ―the community‖. Fill in the map with symbols of main roads and 

key resources, such as schools, water sources, fields, markets, meeting points, project sites, churches/mosques, health centres, etc.  

 

Task 2. Fill in an SEC project ideas table like the one below. 

 

Community Needs Community Recourses SEC Project Ideas  

Eg. Food security Eg Land, out of school youths Eg Organic crop growing. 

   

   

 

Ensure each group has paper on which to draw a resource map and the project ideas table below. Students draw the resource map and 

complete the table while in the community. Challenge them to think creatively and sustainably throughout the entire exercise. 

 

Ensure proper supervision and safety in the community at all times. 

 

Wrap Up: (10 min) 

 

Collect the resource map from each group.   

 

Reflect on the experience.  This is very important and MUST be done.  You must plan your time so that you can reflect on the 

experience with students. 

 

As a group, mentors come up with sample reflection questions during training.  Write them here. 

 

 

 

 

 

 

 

 

CLOSING: (5 min) 

Mentor: Schedule time for the SEC meetings 

 

Take away 
Hold an SEC meeting before the next lesson. Using information you have gathered from the community day, do the following: 

1. Choose a community project you want to implement as an SEC 

2. Decide on the action steps to take to have the SEC project started. 

3. Choose a project leadership committee. 

4. Create a timeline for the project idea. 

5. Document the meeting and present the minutes to the Educate! mentor and club patron in the next lesson. 

 



 

Page 16 of 65 

 

Developing young leaders and 

entrepreneurs in Africa 

 

 
 

VOCABULARY: Apathy, Allies 

 

Introduction (5 min) 

Follow up on SEC project ideas from last week.  Check in on how far they have progressed in 

the following areas: 

 

1.  Choose a community project you want to implement as an SEC 

2. Decide on the action steps to take to have the SEC project started. 

3. Choose a project leadership committee. 

4. Create a timeline for the project idea. 

5.  Document the meeting and present the minutes to the Educate! mentor and club patron in 

the next lesson 

 

Goal game  

Ask scholars to hand in their goal games and receive their mini me books if they 

successfully completed the activity. If they didn‘t complete the activity, give them 

another week to complete it.  

 

 

LISTEN: (10 min) 

Every one of the scholars will write their own Tough Talk. It is a speech to inspire 

supporters and convince people to help you in whatever you want to achieve. This is an 

important skill to develop.  

 

Three Steps to Tough Talk: 

1. Find a Win-Win Topic 

2. Write about it  

3. Deliver the Tough Talk Speech 

 

Read out loud the Tough Talk Sample. Do not explain how the speech is broken down 

into the GEPIC structure. I repeat, DO NOT EXPLAIN GEPIC. Focus on the content. 

Ask questions such as: 

  

QS: Would this speech inspire you? Why? What does this speech offer the listener? Does 

this speech offer a good, positive solution or a negative one? What makes it effective? 

What is the BIG Issue in the Tough Talk? 

 

Key Phrase: It offers a solution. 

 

Today is just about learning how to find a Win-Win solution.  

 

QS: Why is it that often times, when someone is trying to convince or persuade others to 

support them, they fail? 

 

Definition of Apathy: lack of interest in or concern for things that others find moving or 

exciting; uncaring; inactive. 

 

ACTIVITY: (15 min) 

 

Recruit Troop Game (part 1) 

1. Put the scholars in groups of two (if odd number, you play too) 

2. Label one scholar 1 and one scholar 2 

  
 

UNIT #2: 

Community Leadership 

 

Week 4 

 

 
 

TOPIC: 

Win-Win Solutions 

 

 

OBJECTIVES: 

 

Scholars will be able to:  

• think of win-win solutions 

• start their Tough Talk 

• practice problem solving 

with relevant examples of 

community work 

• confront apathy 

• recruit more effectively 

 

 

 

MATERIALS: 

 

 Donkey Picture (1/sch) 

 1 Tough Talk Sample 

 Tough Talk take away 

(1/sch) 
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3. All the scholar 1‘s start. For two minutes, they must role-play the enthusiastic student who is trying to recruit others to their cause. 

The students can actually use their own passion for this exercise or you should think of some examples to prompt them. For these 

two minutes, scholar 2‘s should act like the typical apathetic person.  

 

4. Now switch. The scholar 2‘s should try to convince and recruit and scholar 1‘s play disinterested. 

 

5. Ask what strategies the scholars used and if anyone was persuaded by their partner. 

 

More than likely, the scholars will be very ineffective at recruiting their partner. The scholars will try to threaten each other, harass 

each other, some will exaggerate and lie, others will make their cause personal saying ―Do it for me‖, others still may try bribery. 

 

LECTURE: (40 min) 

Everyone knows the best way to get someone to do something for you is to FIRST do something for them. This is why politicians give 

out sugar and salt during election times. They think: if I give them sugar, they will vote for me. And, this method often works. People 

will vote for someone who stands for nothing, has no experience, and no expertise just because this person gave them a free t-shirt.  

 

Of course, in many cases giving out sugar is not enough. People can feel it when you are trying to ―buy‖ their support. And, a bag of 

sugar is not enough to make someone volunteer for hours at your organisation or really help you. You must HELP other people if you 

want them to help you. You have to give people solutions. 

 

Definition of Allies: a person who associates or cooperates with another; supporter; someone united with you. 

 

The two biggest reasons why people fail to find allies for their passion is that they don‘t focus on building powerful relationships and 

their solutions are not Win-Win solutions. 

 

Show the Two Donkeys cartoon. 

 

QS: What is happening in this picture? 

 

(Note for mentor, the picture is not an example of ―lose-lose, win-lose, win-win.  The picture is an example of the process of thinking 

of a win-win solution).  

 

Illustration of two donkeys tied together pulling in different directions, trying to reach some grass. If they could move first in one 

direction together than the next one, they would both be satisfied. 

 

QS:  What is the solution?  

 

QS: What are the different types of outcomes to a problem or conflict?  

 

1. I  win …….You lose. 

2. I lose………You win. 

3. I lose………You lose. 

4. I win………You win. 

 

1. Win-Lose:  A selfish attitude that assumes there is only two results—win or lose.  One side does everything it can to win and 

make sure the other side loses.   

2. Lose-Win:  ―I lose, you win‖.  Letting others always get what they want.  The problem is that the loser can become bitter.  This 

bad feeling is unsustainable. 

3. Lose-Lose:  Sometimes when both sides think Win-Lose, the result is neither side wins. There is no agreeable solution. 

4. Win-Win:   A frame of mind that constantly seeks mutual benefit. Win-Win means both sides win because the solution has 

benefits for everyone involved.  

 

QS:  Which is the best approach?   
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The only true way to reach long-lasting and effective agreements and solutions to problems is one in which both sides involved are 

content with the results.  The only approaches to problem solving and reaching agreements that can result in this is the Win-Win 

approach.  All the others leave conflict or dissatisfaction with one or both of the parties involved and this will cause more problems at 

some point.  

 

Win-Win is a perception. It is a way to view conflicts and approach situations. It means that you always think about what is the best 

possible solution. This perception makes you think innovatively to maximise positive impact.  

 

Good leaders perceive conflicts to have win-win solutions. Win-win solutions are solutions which benefit more than one side in a 

conflict or have more than one benefit. Win-win solutions are better and more sustainable solutions than those in which only one side 

or one area benefits. 

 

Example #1: 

 

There is one street of expensive clothing shops in the centre of Kampala, the capital city of Uganda. These shops are located next to a 

poor slum community. In this community there are many unemployed men and women, and even beggars. The beggars like to beg in 

front of the shops downtown because they know it is people with money who go there. The vendors get many complaints from 

customers about the beggars harassing them. What is the win-win solution to this problem? Below is a table with some sample 

solutions. Identify the perception which applies to each trial solution. 

 

Trial Solution Impact Perception 

 

1
st
 

Vendors tried to ignore the beggars and put up 

signs saying ―Do not give money to beggars‖ 

& ―Ignore the homeless‖. 

The beggars kept coming and 

harassing customers anyway. Some 

became more aggressive. 

 

2
nd

 

Vendors tried to personally chase away the 

beggars, often using violence or the threat of 

violence. 

The community and customers 

hated to see the violence and 

stopped shopping there. 

 

3
rd

 
Vendors decided to employ the police to keep 

the beggars away. 

The vendors spent a lot of money 

on hiring police who still scared 

customers by violently removing 

beggars from in front of the shops. 

 

4
th

 Vendors employed the beggars as guards. 

The beggars earned income as 

guards and did not have to beg 

anymore. These beggar-guards 

could easily remove other beggars 

without violence. More community 

members shopped at their stores 

because of the positive impact on 

poverty. 

 

 

What is your win-win solution to this opportunity? 

 

Lesson: Great leaders discover win-win solutions and offer them to the people. It definitely wasn‘t hard for the shopowners to 

recruit the beggars as guards and convince them to keep other beggars away from the storefront. 

 

In the sample Tough Talk, the win-win solution is that both the SEC would benefit from your support and YOU would benefit too. 

 

As you are designing projects which make profit and change, think about who benefits and who may be indirectly disadvantaged by 

your actions. Thinking win-win about everyone in the community can improve your projects so that they benefit more (and even 

unexpected) community members. 
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In both of these examples, the problem-solver did one thing: LISTEN. You must listen to the people you hope to motivate or 

influence. There is no way you can find a WIN WIN solution if you don‘t listen to find out what the needs and wants of the other side 

is. Also, people are more likely to listen to you if you listen to them first.  Remember the deliberative dialogue lesson? 

 

Challenge to Having a Win-Win Perception 

 

Poverty Perception: The poverty perception is what you have when you think about life as a competition with winners and losers: if I 

win, you lose; or, if you win, I lose. With a poverty perception, you do not see how there can be enough opportunities, benefits or 

resources for everyone. People with this perception try to get as much as possible for themselves before someone else gets it.  They 

believe conflicts are like competitions and find it difficult to share leadership power.  They are often jealous, believing that other 

people‘s success takes away from their own success.  Their thinking is based on the assumption that there are not enough resources—

the world or their community is poor. Therefore, if one person has a piece of success and prosperity, then the remaining part available 

to them is less.  

 

REFLECTION: (10 min) 

 

Example #2: 

 

Problem: The SEC has planned to have a vegetable garden on the land next to the school building. However, the neighbors in the 

community are poor and usually never get to eat nutritious vegetables. Everyone is upset because the SEC is scared the community 

members will steal the crops and the community members do not like to be called thieves. Stay in pairs and brainstorm together Win-

Win Solutions to write about in their Tough Talk. 

 

 

 

TAKE AWAY: 

 

Write a rough draft of your Tough Talk. 

 

SPEECH OF THE WEEK: 

 

Why you should try even if you may fail? By Teddy Roosevelt 

 

Remember to collect the Goal Games.  If the students completed the goal game, they receive a mini-me development book. 

 

 



 

Page 20 of 65 

 

Developing young leaders and 

entrepreneurs in Africa 

 

 

Finding Solutions 
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Tough Talk Sample 
GREET Who are you? Recognise those in attendance. State your purpose for speaking or writing. 

 
 

ENGAGE Get the audience‘s attention with a quote, statistic, story, or shocking fact. 

 
 

PROBLEM Express the problem/opportunity in clear facts without your personal opinion. 

 

 

 

 

 

 

 

 

 

 

INFORM Explain your view or research on the problem, propose your solution, innovation or vision. 

 

 

 

 

 

 

 

 

 

CHALLENGE Ask the audience to take action to support you.  Have a clear goal/action in mind. 

 

Last year, my Dad showed me a story in the newspaper of a man who died by falling out of a cargo 

airplane. When I asked dad why this man tried to sneak and hide on the plane, Dad said ―He was a man 

looking for work in another country. He had an education, a family and a dream, but no hope here.‖ 

 

So, I am here today to challenge you to start being part of the solution to this major problem. I 

want you to stop talking and join us by investing in our poultry project. By supporting us, you 

are helping to change Uganda. 

Thank you everyone for coming to listen to me today. As a student in our community, I care 

deeply about our collective future and the problem of severe unemployment which affects not 

only you and me, but also affects your children, my friends, your brothers and sisters and 

everyone‘s opportunities. 

Today, Uganda graduates about 36,000 men and women a year from different universities. Of these 

36,000, only 20% find employment. Nearly 40% are the first in their family or entire village to attend 

university. Yet all those jobless graduates return home like the man who died in the airplane, with no 

hope. 

Many people TALK about the need for more job creators rather than job seekers. But they stop at 

talking. What we need is more action and for youth like me and your children to start practicing 

creating projects and jobs now. 
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Tough Talk Draft #1  
TOPIC:  ______________________ 

NAME:   ______________________   

SCHOOL:   ______________________ 

 

GREET Who are you? Recognise those in attendance. State your purpose for speaking. 

 
 

ENGAGE Get the audience‘s attention with a quote, statistic, story, or shocking fact. 

 
 

PROBLEM Express the problem/opportunity in clear facts without your personal opinion. 

 

 

 

 

 

 

 

 

 

INFORM Explain your view or research on the problem, propose your solution, innovation or vision. 

 

 

 

 

 

 

 

 

 

CHALLENGE Ask the audience to take action to support you.  Have a clear goal/action in mind. 
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VOCABULARY: Advocacy, Engage, Accountability, Intentional, Mentor 

 

REFLECTION: (10 min) 

 

Ask students if they have finalized their budget for the SEC. Follow up on their 

fundraiser plans—what did they do last week to start organizing for the fundraiser? 

 

GAME: (15 min) 

 

A‘s and B‘s  

1. Form a circle. 

2. Everyone silently chose two people—one is your A and one is your B. Tell no one 

and don‘t signal to that person. Remember who is A and who is B.  

3. On the count of three, follow the direction using your chosen A and B. After each 

direction, choose a new A and new B: 

 Try to get as close as possible to your A and as far away from your B. 

 Try to hide from your A and shake hands with your B. 

 Try to dance with your A and stop your B from dancing. 

 

Take time after the activity to brainstorm as a class what is the message of this 

activity?  What does this activity tell us about leadership?  What does it tell us about 

relationships? What does it tell us about listening and communication? 

 

We are going to to learn about advocacy today, continuing on from last week.  

 

QS: How does advocacy relate to relationship? 

 

Be sure to conclude by saying that you should not advocate for something until after you 

have built up strong relationships.  

 

QS:  Who are the people in your life that you have done favors for? 

 

QS: Who are the people you have supported? 

 

With advocacy, it is important to know that many people will listen to you only after they 

know they.  They will take you seriously only after they trust you.  They will change only 

after they believe you are telling them the truth.  All of the advocacy tools will be 

effective after you have build strong relationships with people who support you and who 

will listen to you. 

 

LECTURE: (30 min) 

 

QS:  What does it mean to advocate? 

 

Definition of Advocacy: verbal, written or symbolic actions to promote a mission or 

cause 

 

Social entrepreneurs and leaders are skilled advocates of their vision and social 

innovations. They aim to maximize the positive impact of their work. Advocacy is about 

speaking and writing to others to spread ideas, innovative strategies, and recruit support. 

 

The GEPIC structure for advocacy is one method of structuring a speech or argument in 

support of a specific cause. For example, you could use this GEPIC speech to address the 

  
 

UNIT #2: 

Community Leadership 

 

Week 5 

 

 
 

TOPIC: 

Advocacy Writing 

 

 

OBJECTIVES: 

 

Scholars will be able to:  

• write an effective speech 

• peer review Tough Talks 

• address the community, 

parents, administration 

and peers convincingly 

• learn to be advocates of a 

greater cause or big issue 

 

 

 

 

MATERIALS: 

 

 Draft 2 Tough Talk Handout 

(1/sch) 

 SEC Tough Talk Handout   

(1/sch) 
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school assembly to gain support for your social enterprise or use it to address a community meeting. We use the GEPIC structure to 

write a Tough Talk.  

 

GEPIC stands for: 

 Greet 

 Engage 

 Problem  

 Inform  

 Challenge 

 

  Let‘s go through each of these steps:  

 

1. Greet 

 

Who are you? Recognize those in attendance. State your purpose for speaking or writing. 

 

This is arguably one of the most important parts of a speech. If you come across too proud or not confident enough, the audience will 

stop listening even before you begin. Therefore, it is important to show people you are a credible youth, that you are honored to be 

speaking, and that you appreciate them for listening. 

 

Give time to write or re-write Greetings. Have a few scholars practice standing up and greeting everyone. 

 

2. Engage  

 

Get the audience‘s attention with a quote, statistic, story, or shocking fact. This should make the topic interesting to the audience. It 

should not be a statement of simple fact such as ―Water is a big problem in our area‖. It should make the facts real or urgen t. For 

example, the story of a specific woman struggling to get water. 

 

People like stories. Stories are powerful. Why?  

 

 Because we remember stories much more than we remember facts, statistics, or plain information. In the sample Tough 

Talk, we use the true story of a man dying trying to find work in other countries. Everyone immediately feels sorry for this 

circumstance much more than they feel sorry if we just said ―Unemployment is a problem.‖ You remember this story well 

because it is a tragedy. 

 

 The most powerful/convincing story is often your own. That is why people pay hundreds of dollars to hear from Obama or 

Mandela. They don‘t want to read about it or hear from someone else. 

 

 

 Stories move people to action. Stories are empowering, uplifting and inspiring. In our sample Tough Talk, people will support 

you because, in a way, they see that your work is helping to make sure no other Ugandan needs to kill himself trying to leave and 

find work. They would be motivated to change that situation. Stories show clearly who is a role model, hero, and who or what is 

to blame.  

 

Before you can write a proper Engage or Problem section, you need to decide which PEDVU issue you are connecting your speech to.  

 

Definition of Engage: to attract or earn the attention and interest of another person. 

 

Give Scholars time to write or re-write their Engage section. Walk around the room if anyone needs help. 

 

3. Problem/Opportunity 

 

Express the problem/opportunity in clear facts without your personal opinion. Explain how serious or widespread the problem is, the 

nature of the opportunity, or details about the current reality.  
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NOTE: Make sure you stick with the same theme from your Engage section! A strong speech is focused on one or two central themes. 

CONNECTIONS are important. Notice how the last sentence in the sample Tough Talk Problem section refers back to the man who 

died in the airplane in the Engage section.  

 

Example: School fees are a burden on students and families. This year, ten of my friends were chased from school because they 

couldn‘t raise enough money in time. This happens year after year, term after term. 

 

Give Scholars time to write or re-write their Problem section. Walk around the room if anyone needs help. 

 

4. Inform 

 

Explain your perspective on the opportunity and propose your solution, innovation or vision. Detail what you think should be done, 

evidence of the impact of your idea, or your plans for action.  

 

In the sample Tough Talk, the solution is that the youth need to start being trained as job-creators. This solution is very obviously 

connected to the problem.  

 

You can present your solution by giving an example of what has worked, how it is low-cost or a better solution than the current 

methods being used, and how it could benefit people. Again, it would be great to give a personal account of how the solution has 

impacted you. 

 

When you are advocating for your SEC or a personal project, the solution is the work the SEC/personal project is doing to address the 

PEDVU issue.  

 

Give Scholars time to write or re-write their Inform section. Walk around the room if anyone needs help. 

 

5. Call to Action 

 

Call the audience to take action to support you. Suggest a clear goal/action step. Make the action something specific so that you will 

be able to follow up with them and find out whether or not they have done it. Present the action as a yes or no question so they can 

make a decision right there whether they will answer your challenge or not. 

 

Before you can write a proper challenge for action, you need to KNOW YOUR LISTENER. Decide who you are writing this speech 

for! If it is for your fellow students, then you want to make sure you challenge them to do something they can actually do. If you are 

writing for community adults, you can challenge them to support you in other ways (they have more resources). For example: Would 

you consider donating one hen to our poultry farm?  

 

This is also the WIN-WIN section. So, a scholar could say, by giving a hen, you also benefit in some way. 

 

Give Scholars time to write or re-write their Challenge section. Walk around the room if anyone needs help. 

 

LISTEN: (10 min) 

 

Read your Tough Talk to the scholars. 

 

Depending on the English level of your students, you may also want to go over connecting words. This will improve the flow of the 

writing and is often the hardest part for students writing English.  

 

 

REFLECTION: (25 min) 

 

In groups of four, have students share their Tough Talk and give pluses and deltas.  
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SPEECH OF THE WEEK: (5 min) 

 

Ask Not, By JFK  

 

TAKE-AWAY: (5 min) 

 

Share your Tough Talk with one other person (non-scholar). Write a second Tough Talk about the SEC and the issue your SEC is 

trying to solve. Ask the scholars to deliver their Tough Talks to each other and provide feedback to each other using the list that was 

just brainstormed.  The practice with each other will help them deliver their Tough Talks individually to the school. 

 

 Next week we will learn the last part of the Tough Talk training: how to deliver your speech. Everyone will give their Tough Talk in 

an SEC meeting.  The best presenter will win a chance to give his or her Tough Talk at the fundraiser.   

 

Tough Talk should be no longer than 3 minutes to deliver. Short, sweet and GEPIC. 
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Tough Talk Draft #2 
TOPIC:  ______________________ 

NAME:   ______________________   

SCHOOL:   ______________________ 

 

GREET Who are you? Recognise those in attendance. State your purpose for speaking. 

 
 

ENGAGE Get the audience‘s attention with a quote, statistic, story, or shocking fact 

 
 

PROBLEM Express the problem clearly in a few sentences without your personal opinion 

 

 

 

 

 

 

 

 

 

INFORM Explain your view or research on the problem, propose your solution or alternative 

 

 

 

 

 

 

 

 

 

CHALLENGE Call the listener to take action to support you. Have a clear goal/action in mind. 
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SEC Tough Talk  
TOPIC:  ______________________ 

NAME:   ______________________   

SCHOOL:   ______________________ 

 

GREET Who are you? Recognise those in attendance. State your purpose for speaking. 

 
 

ENGAGE Get the audience‘s attention with a quote, statistic, story, or shocking fact 

 
 

PROBLEM Express the problem clearly in a few sentences without your personal opinion 

 

 

 

 

 

 

 

 

 

INFORM Explain your view or research on the problem, propose your solution or alternative 

 

 

 

 

 

 

 

 

 

CHALLENGE Call the listener to take action to support you. Have a clear goal/action in mind. 
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ACTIVITY: (30 MIN) 

 

Today we are going to learn about savings, and different methods of saving in Uganda. 

Savings is not only a key part of individual success, but also a key part of business 

success. Without proper savings goals, strategies, and knowledge, personal and project 

success will become much more difficult to achieve. We‘re going to begin with a game 

called the human barometer.  

 

(Human Barometer: Savings) 

 

Explain: Tell participants that there is an imaginary line across the room and ask them to 

stand anywhere along it. Designate one end of the line as the ‗Strongly agree‘ end, and 

the other end as the ‗Strongly disagree‘ end. Mark each end with a sign to remind 

participants which end is which.  

 

‗I will read a statement and each of you will decide if you agree or disagree with it, and 

move to the place on the imaginary line that best represents your position. If you strongly 

disagree, move all the way to this end. But if you only slightly disagree, you might 

choose to stand closer to the middle. If you strong agree, you will stand at the opposite 

end. ‗ 

 

Practice with two statements: 

Dogs are the best pets 

The weather is too hot in Uganda 

 

Explain that now they will do the same thing but with statements related to banks. Read 

out each of the statements below, allowing time for participants to move along the 

imaginary agree/disagree line. After each of the statements, ask a few volunteers to 

explain their positions, allowing around one to two minutes for the discussion.  

 

Questions to Use: 

 

You should start savings as soon as possible 

(True: You should always be saving and planning towards goals. Secondary school is an 

especially great time to focus on saving, since you will need that money to start a 

personal project, attend University, or access other opportunities when you graduate.) 

 

You need to have a written record of your savings 

(True: You should always record your savings, when you add money and when you take 

money out. It‘s easy to forget about little expenses and costs, but all of that can add up 

very fast if you aren‘t careful.) 

 

Saving at home is the best place to save 

(False: There isn‘t one best place to save, and saving at home has as many challenges as 

other models of savings. With any savings method, it‘s important to understand your 

goals and how that method can help you achieve your goals.  

 

You should save in more than one place 

(Neither: You should save in the places that give you the best chance of protecting your 

money, where you can access your money if you need it, and that will help your money 

grow. This could mean three different options, or just one, it all depends on your goals, 

what is around you, and what you feel comfortable using.) 

 

 

  
 

UNIT #2: 

Community Leadership 

 

Week 6 

 

 
 

TOPIC: 

Savings 

 

 

OBJECTIVES: 

 

Scholars will be able to:  

 Debate the pros and cons 

of saving 

 Discuss savings options 

 Choose which savings 

option they believe is best  

 

 

 

MATERIALS: 

 

 3 pieces of big paper with the 

different savings methods 

written on each sheet (one for 

each method). 

 3 written small sheets of 

paper with a savings option 

written on each one. 

 Small papers (3/s) 

 Tape 

 Markers 
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You must be rich to use a bank 

(False: Even though many banks do require a minimum amount of money to open an account, it is often possible for people who do no 

not have a lot of money to open an account and benefit from banking services. There are many youth friendly accounts in Uganda, and 

it‘s about finding the right bank for you, since not all banks are the same.) 

 

It‘s much easier to get a loan from a bank when you have a savings account 

(True: Banks will be more willing to loan to you if you have an account with them and can show you‘ve maintained good savings 

habits for a period of time. Without a bank account it‘s very difficult to access a loan from a bank.) 

 

Banks are a safe place to keep your money 

(True: Banks are often the most secure place to keep money. Many have secure premises and insurance to cover losses due to robbery. 

Moreover, many countries have national laws to protect your money if the bank fails to return your money.) 

 

Banks lend you money. If you fail to pay, they can take your tv 

(True: Banks do make loans and sometimes the borrower may offer something of value to guarantee the loan in the case that he is 

unable to repay. Although banks prefer that their clients repay their loans in cash, if the clients fail to pay, the bank might repossess 

your valuable possessions such as house, car, and electronic goods.) 

 

If a bank is robbed, you will lose your money. 

(False: Banks usually have insurance to cover losses of this kind.) 

 

Banks are the best place to save 

(Neither: Banks are a very secure option that helps you access future benefits. Banks are especially good for businesses because they 

offer products that are beneficial to businesses and are most secure than other options. Banks are also a good option for credit in the 

future, and if you start saving early with banks, then credit access is much more accessible Banks are the best long term option for 

savings, but are not always easily accessible.) 

 

Summarise: ‗Even though we can correct some of the common myths about saving, we still need to gather information about their 

specific products and services to know if saving at a bank is the right choice. 

 

ACTIVITY (35 minutes) 

 

Split the class into three groups and assign a savings option. Give them a handout of the Savings Options Sheet. There should be three 

papers- ―Saving at home‖, ―Rotating Savings and Credit Association‖, ―Saving with a Bank‖, and its clues written at the top.  

 

Underneath this descriptive information, create three columns with the headings: ―Likes‖, ―Dislikes‖, and ―Questions‖. Explain the 

different savings options using the handout. Ask groups if they have any questions about the savings techniques. 

 

Ask the groups the following questions: 

What do you like about your method and what don‘t you like? Why? 

What are the questions you have about your savings method? 

 

Each group should write their ideas in the appropriate columns. Circulate to suggest things they should think about. They have ten 

minutes to have this discussion. 

 

After ten minutes, post the completed flipcharts of the savings methods at different places around the room, and invite the groups to 

walk around and read each other‘s ideas. Explain: ‗Walk around with your group. At each flipchart, review the information on it. 

Discuss additional likes, dislikes, and add any questions you have that are not already written on the flipchart. You have 2 minutes at 

each flipchart. Each group will visit the other three flipcharts/saving methods that they did not work on.‘ 

 

Review each flipchart with participants. Answer any questions participants may have written on them. 
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Ask if there are any further questions on the savings methods or comments. 

 

Give all participants three pieces of paper that represent a fixed amount of your currency (for example, each unit is value at 

5,000UGX). Participants will place these papers in their preferred savings methods. Explain: ‗These papers represent money that you 

can save. Decide how and where you want to save it. You can put all three in the same place (bank, at home, ROSCA) or you can 

divide it up among the different savings options and whatever way you want.  

 

Encourage participants to make their own independent decisions on where to place their papers. 

 

Allow five minutes for the exercise. Identify with the participants which method received the most papers. 

 

Ask: ‗What options did you choose for savings? Why?‘ (It‘s important that the mentor corrects any errors during this phase. For 

example, explain all of the pros and cons for each saving method, which will be listed on the savings handout, and talk about the 

benefits of a long term savings plan. For example, savings at home and a ROSCA are good savings options when viable banks aren‘t 

available, but a bank with a youth friendly savings account is safer and has the potential to earn interest and give the scholar access to 

credit once they graduate. In terms of security and long term potential, Banks are the best option. In terms of easy access, saving at 

home and ROSCA‘s make more sense. There is not right or wrong answer, but it‘s very important that students understand the long 

term benefits of formal banks. Later on in the year, youth friendly banking products will be made available to the youth.) 

REFLECTION (15 minutes) 

 

Form groups of between four and six participants. Ask participants to think about their personal savings goals and how they can 

achieve these goals. After the group brainstorms, each member should write down 3 savings goals, deadlines for achieving that goal, 

and how they plan to achieve that goal (saving with a bank, saving at home, forming a savings group, etc.).  

 

In the near future, Educate! will be bringing in different savings options for students to explore, it‘s important that students keep their 

savings goals and use them when deciding which tools to take advantage of for their projects.  
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VOCABULARY:  

Distribution, Value 

 

ACTIVITY: (15 min) 

 

Cold Wind Blows 

 

Procedure:  

Everyone bring a pen or other small object outside and hold it between your feet to mark 

your spot in the circle. Make sure there is one spot missing so someone gets stuck in the 

middle. REMIND scholars of SAFE SPACE. 

 

Rules:  

1. The statement said in the middle of the circle MUST apply to the person who said it. (For 

example, a boy can‘t say the Cold Wind Blows for everyone wearing a bra...unless he is, 

in fact, a boy wearing a bra.) 

2. If the statement said in the middle applies to you, you MUST run to a different spot in the 

circle. 

3. If you are running to another spot, you CAN‘T simply go to the spot to the immediate 

right or left of you. 

 

Good examples of statements in the middle that raise the stakes (push comfort zones): 

The Cold Wind Blows for everyone who…Has ever stolen something....Has ever lost 

someone they love…Lied to a friend to make them feel better...Broken a bone…etc… 

 

This game is a way for students to build relationships with their peers and to learn new 

things about each other.  You can link it to the lecture by explaining that it is important to 

know the people you go into business with: what risks do they take in their lives, what do 

they value, what other dreams are they pursuing? 

 

LECTURE (30 min) 

 

QS:  What is a business plan?  

 

(Record all of these answers on a big paper. A business plan is exactly what it sounds 

like, a document that plans out the various parts of the business. It‘s a document that 

details exactly what the business is, what it creates, who it targets, and how it is able to 

do all of this.) 

Why is a business plan important? 

(It helps to detail the business strategy and how the business will produce value. It is a 

guide to the business, and helps set the path for the business going forward.) 

 

Business plans tend to be written documents, and can be anywhere from two to two 

hundred pages. Today, we‘re going to look at a new kind of business plan, called the 

business model. We‘ll be using this model, along with some other documents, to create a 

plan for the SEC and to test that plan, and you can also use this model for your personal 

projects and businesses. 

 

 

 

 

 

 

  
 

UNIT #2: 

Community Leadership 

 

Week 7 

 

 
 

TOPIC: 

Business Model 

 

OBJECTIVES: 

 

Scholars will be able to:  

 

 Explain the Business Plan 

Model 

 Define distribution 

 Break down the components 

of a business into the 

business model 

 

 

 

 

MATERIALS: 

 

 Paper 

 Markers 

 Individual business model 

handouts 
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Product 

Hang up the first box on the wall: Product or Service. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

We‘ve decided on an idea, and now we need to see how our business will work. Let‘s start with the box in the middle of our model, 

called product or service. The product or service box will show the product or service that our business creates. For our business, what 

should this be? (Chicken should be the answer, egg could also work, but make sure chicken is the answer put in.)  

 

We are selling chickens, so chicken belongs in this box. We don‘t need a sentence or more, we just need to write, or you can even 

draw a chicken.  

 

Customer 

Now, the next thing to consider when planning out a business is who will buy the product or service.  These are your customers.  Hang 

up the ―Customer‖ box slightly to the right of the ―Product‖ Box. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Now that we have our product, we need to think about our customer. Who are the people that make up our market? (Answers will 

vary, but the focus will be on a mass market, or everyone in the area that will buy a chicken.) 

We‘re going to focus on our entire community, so let‘s put that into our customer market box. This box will always show who your 

business focuses on. If you have more than one focus then put that in there, maybe you want to focus on the community but also create 

a special chicken product for village women. Both populations must be represented in the customer box, since they are your customer 

markets. 

 

Distribution 

We know our product, we know our customer, but how do we get our product to the customer? Our third box will tell us this, and it‘s 

called the Channel/Distribution box.  

 

Product or 

Service 

Product or 

Service 

Customer 
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Def: Distribution: How a product or service reaches the target customer. 

 

This box will show the path of our product to the market, and help us decide on different ways to transport and make our product or 

service accessible. 

Hang up the ―Distribution‖ box between the ―Product‖ and ―Customer‖ box on the bottom half. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 Let‘s think about our chickens, we said we want to sell to our entire community, how will our community access our chickens? 

(Answers will vary; direct sales to customer, a market stall, selling to local dealers, etc. Focus on a market stall.) 

 

We will be focusing on a market stall, so let‘s write or draw market stall in that box. Remember, this box can also have more than one 

thing in it, and it depends on how are you accessing your customers. It‘s also important that your channel realistically shows you plan 

to access your customers. For example, if you are only selling chickens to orphanages, and you decide your channel is a market stall, 

then that doesn‘t seem like the best idea. Instead you‘d might want to focus on direct delivery, since you have a very specific customer 

market.  

 

Customer Relationship 

Our product is known, our customers our known, and now we understand how we‘re getting our product to our customer. What about 

our relationship to the customer though, how will people know to buy our chickens, how do we market our product, and how do we 

make sure that people keep on buying from us? (Focus on some sort of sign and flyer design for marketing. You can also form 

personal relationship with repeat buyers, and call them for demand questions.) 

 

Hang up the ―Customer Relationship‖ box above the ―Distribution‖ box between the ―Product‖ and ―Customer‖ box. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Product or 

Service 

Customer 

Distribution 

Product or 

Service 

Distribution 

Customer 

Relationship 

Customer 
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Our focus is on flyers and a sign to draw customers to our stall. Let‘s put that into our model. 

 

Value 

Now we have four boxes filled in, and we understand our product, our customer, our channel for distribution, and how we will find 

and maintain customers, let‘s think about how we are actually making money. What are we selling, and what is the transaction that 

allows us to create money?  This is the value box.  How does our business create value? 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Our value is the money we generate, which in this case comes from selling a chicken to a customer.   Let‘s put this into our box, and 

we can show this by writing ―chicken + customer = money‖, or showing that relationship. Remember it‘s important to be short and 

clear with your boxes, and not to write in sentences.  

GAME: (5 min) 

Energizer of your choice, optional if you have time. 

ACTIVITY (30 MIN) 

Create groups based on SEC projects.  If you are not involved in an SEC project, create a group with others that are not involved or 

join a group that exits.  Each group will get a big piece of paper and a marker. We‘re going to create our own SEC business models. 

Create the different boxes, then starting with the product or service, fill out the boxes.  We will not present, instead you will hand in 

your work at the end. 

Speech of the Week: 

The Anyway Commandment  

By Kent Keith  

 

TAKE-AWAY: Show your business model canvass to 3 outside advisors and see if they have any additional information about the 

idea. 

 

Product or 

Service 

Value 

Distribution 

Customer 

Relationship 

Customer 
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VOCABULARY:  Home Challenge 

 
INTRODUCTION: (10 min) 

 

Show pictures of homes to the scholars (one red, one yellow, one green). Ask scholars to 

describe what they see in the homes. Ask a volunteer to outline the description of the 

homes on board / big paper. 

 

Qs.  Why is the red home like this?  Why is the yellow home like this?  Why is the green 

home like this? 

 

ACTIVITY: (55 min) 

 

Break class into eight groups. Give each group one Green Home Passbook to use for the 

activity.  Half the groups will be ―A‖ groups, half the groups will be ―B‖ groups.  

 

Group A: Ask Group A to read the Green Home Passbook. Divide the group into four 

subgroups. Allocate each of the subgroups to one of the four sections of the Green Home 

Passbook: clean, healthy, wealthy and safe. Then ask the scholars to draw, discuss and fill 

out the following table:  

 

What are the barriers to moving a home 

from red to yellow?  

What are the ways to overcome these 

barriers?  

  

  

  

  

  

 

Group B: Ask Group B to read the Green Home Passbook. Divide the group into four 

subgroups. Allocate each of the subgroups to one of the four sections of the Green Home 

Passbook: clean, healthy, wealthy and safe. Then ask the scholars to draw, discuss and fill 

out the following table:  

 

What are the barriers to moving a home 

from yellow to green?  

What are the ways to overcome these 

barriers?  

  

  

  

  

  

      

     Note that in the end you will have eight different groups discussing the following areas:  

 

Group 

A 

1) Moving a home from red to yellow in the category of ―clean‖ 

2) Moving a home from red to yellow in the category of ―healthy‖ 

3) Moving a home from red to yellow in the category of ―wealthy‖ 

4) Moving a home from red to yellow in the category of ―safe‖ 

Group 

B 

1) Moving a home from yellow to green in the category of ―clean‖ 

2) Moving a home from yellow to green in the category of ―healt/ **hy‖ 

3) Moving a home from yellow to green in the category of ―wealthy‖ 

4) Moving a home from yellow to green in the category of ―safe‖ 

  
 

UNIT #2: 

Community Leadership 

 

Week 8 

 

 
 

TOPIC: 

Home Challenge 

 

 

OBJECTIVES: 

Scholars will be able to:  

• Discuss why different 

communities have red homes, 

yellow homes and green 

homes. 

• Discuss importance of creating 

change at home. 

• Recommend solutions to 

overcome barriers for home 

livelihood changes. 

• Change their home wealth 

status from red to green.  

• Demonstrate using pictures, 

testimonials and surveys that 

they have changed their home 

wealth status. 

 

 

 

 
MATERIALS: 

 

 Pictures of Red, Yellow, 

Green homes 

 Big paper and markers 

 Model Home Passbook 
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Ask each group to nominate a presenter who will speak on behalf of the group. The nominated student will present on one major 

barrier and one solution to that barrier. Presentations must be no longer than two minutes. This way all students will hear about the 

findings from other groups‘ discussions on different areas of the Green Home Passbook.  

 

Reflect on the presentations. Remember to emphasize that we all know the answers to the problems we face. But it is more important 

to identify the barriers to actually achieving the solutions to the problems, and then work to overcome those barriers.  

 

HOLIDAY CHALLENGE: (10 min) 

 

As we learned in lesson one, in order to be a community leader, we must be visionary leaders.  That means, our leadership must be 

demonstrated in our actions and start in our own homes.  Over this holiday, your challenge is to empower your family to become a 

model home in the areas of clean, healthy, wealthy and safe. Each of you will receive a Green Home Passbook.  

 

Instructions on using the Green Home Passbook are:  

 

1) By next week, discover where you can make improvements in your home using the Green Home Passbook.  Determine the areas 

where your leadership is most needed for your family.  Rate your home as Red, Yellow, or Green for each area.  Please emphasize 

that students will only talk to the mentor about this – not anyone else.  

 

2) Over the Term 2 holiday, work with your family to create a Green Home.   Begin the Green Home Passbook and complete half 

of it.  Work with your family to improve your home in the CHEWS areas.  Have a family member write a testimony about the 

indicators you have chosen to address. If you have a camera, take pictures of your home before you start working to improve it. 

When you return next term, you will share with your mentor 1on1 how you were able to create change at home. 

 

3) Over the Term 3 holiday, complete the second half of the Green Home Passbook to show us what you‘ve done!  Have a family 

member write a testimony of the areas your home has improved.  Take pictures of your home after the work has been done.  

Mentors will collect the final Green Home Passbook at the beginning of Term 4.  

Is your home already Green?  

 

It is unlikely that anyone will have a completely green home. Encourage those who already have some green areas to focus on the 

areas that are not yet green.  

 

Alternatively, choose a family member of a neighbor and work with them to change their home status to Green.  Complete the Green 

Home Passbook with them, just as you would if it were your home. 

 

The experience from the Green Home Challenge will provide a foundation for you take leadership against challenges in your 

community.   After seeing the change you created at home, others will look to you to help them create change too.  This experience 

will also allow you to understand what is needed to change people‘s behaviors, environment, and home culture.  

 

TAKE AWAY: (5 min) 

 

Rating of your home is due next week. Half of the Green Home Passbook is due at the beginning of Term 3. The final Green Home 

Passbook is due at the beginning of Term 4 (Term 1 of S.6.). 
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INTRODUCTION (5 MIN) 

 

Leaders and Entrepreneurs share a common characteristic. They build on their 

strengths.  This means, they know what they are best at and they apply those 

skills to their business or area of leadership.  Successful people base their work 

upon the strength(s) they have, such as manual skills, interpersonal skills, selling 

skills, organisational skills, writing skills, knowledge of a particular product or 

service, knowledge of people in a trade and ability to make and use a network of 

contacts. 

 

STRENGTHS FINDER TEST (30 MINUTES) 

 

STRENGTHS ARE YOU TOP MOST ABILITIES OR TALENTS.  THEY ARE THE THINGS 

YOU CAN DO WELL. 

 

If you are very good at building relationships with other, that is a strength of 

yours.  If you are very good at being organized, that is a strength. 

 

Today we are going to discover our leadership strengths.  I will give you 15 

minutes to fill out this simple strengths finder test.  At the end of it we will know 

the types of leaders that we are! 

 

While students are filling out the quiz, move around the room asking if anyone 

has questions or does not understand a word or question.  As they are adding up 

their results, hang up the North, South, East, West posters on the board. 

 

Now that you have finished, stand next to the direction that you scored the 

highest. 

 

Students should move around the room and find the direction where they scored 

the highest.  Mentor should also stand at their direction.  

 

Have volunteer from each area read out the description of that direction. 

 

Mentoring (40 min) 
Bring the students together in a circle.  If there is not enough room in the 

classroom to make a circle with the desks, is it possible to go outside and sit 

under a tree?  Try your hardest to change the classroom set up to avoid chairs 

facing the board. It is best for students to be able to look at each other and to 

create a discussion atmosphere. 

 

Begin by introducing the topic that you will discuss.  Give a brief speech on safe 

space:  ―Last term, we outlined guidelines for safe space in the classroom.  The 

first rule of safe space is that what is said among Educate! Scholars, stays among 

Educate! Scholars.  If someone shares a personal story or feeling, don‘t run and 

repeat it to the rest of the school.  We must trust each other and trust what is said 

in this room stays in this room and won‘t be used against us in the future.‖ 

We should all feel free to explore different ideas relating to our strengths and 

weaknesses.  It is okay to share a viewpoint on the topic because you are 

interested, even if you don‘t 100% believe in that viewpoint. 

 

(Note to Mentor:  You should have prepared some initial questions about the 

given topic to prompt the discussion.  It is important to practice your discussion 

  

  
 

UNIT #2: 

Community Leadership 

 

Week 9 

 

 
 

TOPIC: 

Group Mentoring: Strengths 

 

 

OBJECTIVES: 

Scholars will be able to:  

• Identify strengths using the 

strength find test 

• Identify strengths using personal 

reflection and guidance from 

their mentor 

• Choose a leadership quality to 

improve upon 

• Commit to an accountability 

partner 

• Build close relationships though 

personal sharing 

 

 

 

 

 MATERIALS: 

 

 Strengths Test (1/scholar) 

 North, South, East, West 

Hand outs (1/scholar) 

 N,S,E,W Big Paper 

 Mini-me Book 
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with peers before beginning the conversation with students, so that you know the different directions the conversation might take.) 

As you lead the discussion, be sure to stay neutral.  If a student voices a point of view, you can ask other scholars to respond by using 

phrases such as ―Is there another way to feel about the issue?‖  ―What other solutions exist?‖  ―Correct.  It is also important to 

consider…‖  Avoid asking ―Do we agree?‖ or ―Do we think he/she is correct?‖  You want to create a space where scholars are not 

afraid to share ideas other people will shut down. 

 

 

Begin by reflecting on the activity. 

 

QS: How does this activity help you?  Why it is important to know your strengths?  Why is it important to know your weaknesses? 

 

Sometimes we think of strengths as the ability to sing or the ability to dance.  But they are much more than this.   

 

QS:  Has anyone ever had a moment in their life where they felt like they were really on top.  Like they had really succeeded at 

something? [Have a student share].  What allowed you to succeed in that moment?  That is a strength of yours. 

 

[Have more students share, taking them through the same though exercise]. 

 

QS: What do other people know you for?  

 

QS: What subjects are you most interested in?  What school assignments do you find most easy to complete? 

 

We have all had the mini-me book for a few weeks now.  Has anyone read it?  Strengths are not only the talents we are born with.  We 

can develop our strengths as well.  This book has suggestions on how to improve in different areas of our lives. 

 

Pick a partner.  With that partner, share 2 or 3 areas you would like to improve in.  Choose an area you would like to develop into a 

strength.  Go through the mini me book and discuss if the suggestions are helpful.  What other ways can you develop this strength? 

 

This is your accountability partner.  Make a commitment to them that you will follow up with each other on the 2 or 3 areas you have 

chosen.  They can support you in your growth.  

 

 

CLOSE: 

 

What did we learn today about ourselves? 

 

As you mentor, I am always here to help you develop your strengths.  I am available before and after class to schedule 1on1 time with 

you to discuss your leadership development even further. 

 

SPEECH OF THE WEEK: (5 min) 

Why I Had to Act 

By Nelson Mandela 

 

TAKE AWAY 

Nelson Mandela Case Study 

Model Home Passbook 
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 A B C D 

I prefer a group or 

club  that 

Values people 
with new ideas 

3 Can easily adapt 
to change 

1 Has a strong work 
ethic 

4 Encourages 
cooperation 

2 

As a team 
member, I see 
my role as 

Making goals 
exciting 

 Identifying new 
directions 

 Establishing 
organization’s 
objectives 

 Listening to 
people’s 
concerns 

 

I expect my 
group or club to 

Understand me  Be reliable  Be loyal  Be supportive  

To motivate 
others to work, I 

Create a feeling 
of trust 

 Rely on logical 
Arguments 

 Provide incentives 
or rewards 

 Empower people 
to perform well 

 

I expect people 
to  

Make a 
commitment to 
their work 

 Keep trying even 
through 
challenges 

 Be proactive and 
work independently 

 Participate with 
others 

 

I believe power 
should be used 
to: 

Create new ideas 
and visions 

 Achieve 
objectives 

 Maintain control  Share 
responsibilities 

 

I believe people 
should 

Be self-confident  Be logical  Have new, bold 
ideas 

 Work well with 
colleagues 

 

To improve 
performance, I 

Demand that 
people meet their 
goals 

 Offer 
challenging 
assignments 

 Rely on the team 
approach 
 

 Ensure people 
feel 
like they are 
treated fairly 

 

In my work, I 
Seek 

Respect from 
others 

 Satisfaction with 
my job 

 High status  Acceptance from 
everyone 

 

I believe that 
change requires 

Understanding 
people’s needs 

 The right timing  Concrete actions  A feeling of 
security 

 

Successful 
people are: 

Creative  Logical  Hard working and 
push others 

 Good 
communicators 

 

When I work, I 
value 

Independence or 
freedom 

 Acting 
professionally 
 

 Maintaining 
authority 
 

 Making decisions 
as a team 

 

Others see me 
as:  

Having a big 
vision 

 Being a good 
problem solver 

 Committed to my 
work 

 Being a team 
player 

 

I try to be  Open to new 
ideas 

 Detailed in my 
work 

 Concise or to the 
point 

 Sensitive and 
respectful 

 

Good 
Performance 
depends on: 

Seeking new 
opportunities 

 Consistent and 
careful planning 

 Taking action  A feeling of trust  

Groups and 
clubs  
should: 

Help people 
collaborate 

 Have well-
defined plans 

 Demand high 
quality work 

 Build on shared 
values 

 

When there is a 
problem, I 

Take charge  Explore the 
options 

 Connect with my 
colleagues 

 Consult with 
friends 

 

I admire people 
who 

Are imaginative  Are efficient  Are flexible  Are dependable  

I constantly try 
To 

Seek new 
challenges 

 Plan ahead  Work hard  Learn from others  

I believe it is 
important to 

Have high 
expectations 

 Be accurate  Achieve results  Learn from others  

Totals A (East)= B (West)= C (North)= D (South)= 
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Leadership Work Directions 
 

“I can do it” “Let’s do it now” 

 

Characeristics of a North: 

 Active 

 Implementer 

 Likes to be in control 

 Decisive (makes decisions) 

 Comfortable being up front 

 Quick to act, expresses sense of urgency for others to act now 

 Enjoys challenges presented by difficult situations and new 

projects 

 Thinks about results and meeting the goal 

 Perseveres, not stopped by hearing no 

  

Overuse—When Norths go too far: 

 

 Can push others too hard and set unrealistic goals 

 Seem to not care about process or people‘s feelings 

 Can get defensive quickly, argue 

 May get autocratic- want things their way, overrule people in 

decision making process 

 See things in terms of black and white 

 May lose sight of the big picture by focusing on the need to act 

right now 

 Have trouble letting go of control, find it hard to delegate ―if you 

want to do something right, do it yourself.‖ 

 

Norths tend to avoid working in teams. They would much rather work alone because they know they can trust themselves to do it right 

and put their best effort.  

 

It is easy to anger a North by being too slow or focusing on planning too much. They are impatient and expect everyone else to work 

at their pace. 

 

Norths push the progress of the team. They are essential for making sure tasks are completed and completed on time. They make great 

time keepers, managers and quality-control reviewers.  

 

Norths work best when they are in charge of one section of a project and have a clear deadline, expectations, and structure.  

 

Norths work best with other Norths and have the hardest time working with planners (Easts).

N
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“This is Right.” “That is Fair.” 

Characteristics of a South: 

 Motivator 

 Focused on people and their feelings 

 Gets everyone to have a say and feel included 

 Allows others to feel important in determining direction 

 Listens 

 Willing to trust others statements 

 Has strong sense of right and wrong and fairness 

 Team player, build on ideas of others 

 Non-competitive 

 Believes the way to get things done is building strong relationships 

with other people 

 

Overuse—When Souths go too far: 

 Can be distracted by emotions and moods of team members 

 Hard to make a decision because of the need to please everyone 

 Has trouble saying no 

 Takes setbacks personally and assumes blame 

 Difficulty confronting, dealing with anger, may be manipulated by 

anger 

 Seen as ―too nice‖ Easily taken advantage of 

 Over-compromises to avoid conflict 

 May lose track of big picture or end goal 

 

Souths are the heart of a group. They are the people who serve as the ―glue‖ when facing frustration or difficulty.  

 

Souths are socially-responsible first. They need to feel decisions are ethically or morally ―right‖. They have strong values so it is 

difficult to change their mind.  

 

Souths need positivity and friendly work environments. They work best with people they know and trust. The bad side to this is that 

they find difficulty working with difficult people and people they do not know or like.  

 

Souths need appreciation. They need to feel that they are being listened to and that everyone is being respected.  

 

Souths are not competitive so it is hard to motivate them at times. Whereas everyone else may want to take the ―easy way out‖, a 

South would insist on doing it ―right‖. 

 

Souths work best with Easts. However, they need to be complemented (their skills need to be matched up with) Norths to produce a 

truly effective team.  
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“What are the Options?”  “Talk about Possibilities” 

 

Characteristics of an East: 

 Designer 

 Visionary who sees the big picture 

 Very idea oriented  

 Focus on future thought and philosophy 

 Insight into mission and purpose 

 Looks for overarching themes and ideas 

 Likes to experiment and explore 

 Is creative and has a great imagination 

 Likes to take time thinking and brainstorming 

 

Overuse—When Easts go too far: 

 

 Can waste time thinking too much about simple tasks 

 Can lose focus on task 

 Is not action-oriented 

 Good at starting projects; not good at implementation 

 Bored easily and is prone to quit 

 Not time-bound, may lose track of time 

 Tends to be highly enthusiastic early on, then burns out over the long 

haul 

 Not dependable or consistent in efforts 

 

Easts are the imagination behind the group. They are usually the source of great big ideas and creative strategies. They are vital team 

members at the start of a project. 

 

Easts love ideas. Without a strong inspiring vision, Easts are not motivated. They need to know the purpose behind every task and are 

likely to do things that require great thinking. 

 

Easts are annoyed by details. They try to avoid questions like ―How will we accomplish this task by this date‖. They are especially 

bad at managing tasks on a set schedule and within a set system. They enjoy freedom and ample time to think and re-think ideas. 

 

Easts are great planners. Although they are not very practical, they are great at finding the best solutions or actions that are not 

obvious to everyone else. 

 

Easts can get off topic. Therefore they need Wests to stay focused. However, it is difficult for them to work together. 

 

 

 

 

 

 

EAST 
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“Objective” “Practical Planning” 

 

Characteristics of a West: 

 Planner 

 Seen as practical, dependable and thorough in task situations 

 Helpful to others by providing planning and resources 

 Moves carefully and follows procedures and guidelines 

 Uses data analysis and logic to make decisions 

 Weighs all sides of an issue, likes balance 

 Introspective, self-analytical 

 Learns from history – gets the most out of what has been done 

in the past 

 Skilled at finding fatal flaws in an idea or project 

 

Overuse—When Wests go too far: 

 

 Can get stuck in going through information, analysis process 

 Can become stubborn  

 Can be indecisive, slow to make decisions and actions 

 Collect unnecessary data, ―analysis paralysis‖ 

 May appear cold or withdrawn with respect to others 

 May be withdrawn, watching and observing only 

 Resists change or quick action 

 

 

Wests are the greatest planners in the group. They are the detail-oriented type of person who is best at remembering dates, deadlines, 

and specific requirements. 

 

Wests are problem-spotters. Although sometimes Wests can focus on problems too much, their persistence and critical eye is good for 

spotting trouble in advance. 

 

Wests do not focus on emotions at all. Wests are often oblivious to how people feel in the group or how certain solutions may offend 

people. They only focus on what is objectively the best option. 

 

Wests are sometimes resistant to new ideas or change. They like to work in the safety of historically or scientifically proven solutions. 

They are less inclined to experiment and are not particularly creative. 

 

Wests need Souths desperately on their team to keep people interested and motivated. They work best with Norths who can implement 

their ideas after they are properly analyzed.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

WEST 
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Cluster Retreats 
 

Welcome to the cluster retreat!  The cluster retreat is a cluster wide event that you will plan as the mentor for your cluster.  

Coordinate with your schools to decide on a date for when the cluster retreat will take place.  Ask one of the schools to 

host the retreat.  Make sure that all schools attend.   

 

There are 4 things to know about the cluster retreat as related to budgets: 

 

 Schools pay for the student‘s transport.  As outlined in the MOU, schools have to provide their own transport for 

the cluster retreat.  As you choose the host school, make sure that it is a school that is easily accessible by the 

other partner schools. 

 

 We cook the food ourselves.  Instead, we buy ingredients and have cooks prepare the food on the school premises.  

Therefore, you must confirm that the host school has cooking facilities and can provide us with pots and pans. 

 

 Guest trainers facilitate their own transport.  We ask that they volunteer their time and money to help develop the 

youth.  If the very best trainer in the whole world is willing to come, but only with facilitation, then we ask that 

you find another trainer who is willing to volunteer. 

 

 You can invite 3 Educate! representatives to help you facilitate and your Program Coordinator. 

 

The cluster retreat is one of the best opportunities we have to bring students together and to have fun with our scholars 

outside of the classroom.  Be sure that you get your day‘s agenda approved by your Program Coordinator.  Create your 

agenda from the options of activities outlined on the following page. Some things to note: 

 

 Active participation is always better than listening 

 Moving is always better than sitting 

 Small groups are always better than big ones 

 True measure of success is when students take action or make connections that are not completely facilitated by 

the mentor 

 

Objectives 

 

The major purpose of the cluster retreat is to: 

 

 Build a strong, committed network of scholars within the cluster. 

 Discuss community issues, opportunities and strategies.  

 Develop skills relevant to the S.E.C or personal project ideas. 

 Have fun! 

 

Some schools may be especially struggling with one or more aspects of these goals. For example, you may have one 

school which is not committed, another that has no idea of what to do, another in which students don‘t know each 

other or work together. The plan for the retreat is flexible enough to focus on what is most urgent for the cluster.  
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GOALS Activity Option 1 Activity Option 2 

TEAM BUILDING: 1 hour 

1. Address each other by 

names 

Juggle names E! Introductions 

2. Share personal stories and 

experiences to open up 

Cold wind blows or Walk 

around 

River of life, tree of hope, impromptu story 

telling 

3. Begin to act as a team Game like Titanic, group 

poem 

Group research (interviewing friends or 

community members) 

SKILLS DEVELOPMENT: 1.5 hours 

4. Sec project training on hard 

skill 

Invite 1 guest trainer. 

CHEWS FOR PEDVU AWARENESS: 1 hour 

5.  Introduction to PEDVU 

*Refer to CHEWS lecture. 

 

Break students into small groups.   Assign 1 E! staff member to facilitate 

each group.  In the small groups explain PEDVU/CHEWS. 

Note: This is a required activity that all cluster retreats must include. 

6. Discuss and take action on 

community (PEDVU) 

problems using the CHEWS 

solutions 

Debate Other Ideas 

 

7. Brainstorm opportunities 

and action plans to implement 

CHEWS solutions 

Inter school small group 

CHEWS discussions 

Presentation of discussions 

Small group discussions on how to 

incorporate lessons from debate into the 

SEC projects 

POWERFUL RELATIONSHIPS: 40 min 

Explain components of a 

powerful relationship. 

*Refer to Powerful 

Relationships lecture. 

 

Break students into small groups.  Assign 1 E! facilitator to each group. 

This is a required activity. 

SEC  NETWORKING: 1 hours 

7. Students talk to each other 

and get each other‘s contacts. 

Group students by position in SEC (president, VP, members). Students 

discuss current projects, their roles, strategies, challenges and solutions. 

Students fill out networking sheet with names, contacts, home location, 

chews passion of at least ten other students 

Have Fun!: 1 hour 

Scholars have fun 

with their friends 

Magic Box: Pass box around 

to the music.  When music 

stops, person holding the box 

must draw a card and do 

what is on the card. 

Miming:  Allow 

students to mime on 

stage. 

No talent talent show: 

Students perform their 

―talents‖ on stage. 
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Chews lecture 
As young leaders we need to be the change we want to see by addressing the challenges our communities face.   

 

Lead a 5 minutes brainstorm session on the challenges in their communities.  Have a student write the list on big paper or the board.  

Lead them to think of the specific problems in their home communities in addition to country wide problems of roads, corruption, and 

unemployment. 

 

After you have a long list, explain that Educate! groups community challenges into five categories, which we call PEDVU.  PEDVU 

stands for:  

 

            P-Poverty 

            E- Environmental degradation 

            D- Disease 

            V- Violence 

            U- Uneducated and disempowered 

 

Have the students organize their list into these five categories. 

 

As leaders, we need to be the change by acting on the PEDVU issue in our community. If we focus on negative opportunities (i.e. 

threats, needs, and problems) alone, they can become stuck in the same negative thinking that created the problem. Identifying 

positive opportunities (i.e. strengths and assets) presents the problem or community in a new light and may inspire creative new ideas 

that would not be visible if social entrepreneurs looked at needs alone.  ―CHEWS‖ is an acronym to remember the key positive 

elements of a community.  

 

            C-Clean and sustainable  

            H- Healthy 

            E- Educated and empowered  

           W- Wealthy 

            S- Safe  

 

Powerful Relationships Lecture 
 

Key Parts of Leadership: 

 

1. Relationships 

2. Resources 

3. Responsibilities 

4. Resolving conflicts 

 

The management of these four R‘s is the test of a good leader. These four R‘s all require different skills. Most leaders are good at one 

or two of the R‘s but not all four. 

 

1. Good at Resistance not Relationships: They may be very smart so they are good problem solvers (can overcome resistance or 

obstacles), but people don‘t trust them and ignore these great solutions.  

 

2. Good at Resources not Relationships: They may have a talent for collecting resources to solve problems, but bad at building lasting 

friendships or motivating others to join them.  

 

3. Good at Relationships not Responsibilities: They may have a lot of great people ready to follow them and motivated, but are bad at 

organising so no one knows what to do or where to start. 
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Leadership Secret: Relationships are actually a leader‘s greatest resource, greatest responsibility, and greatest source of resistance. 

Therefore great leaders focus on building powerful relationships first.  

 

QS: Why are relationships the greatest resource, responsibility, and source of resistance? 

 

Although it is important for a leader to be smart about solving problems or resistance, if s/he has good relationships with experts, s/he 

doesn‘t need to know everything him/herself.  

 

Although it is important for a leader to manage responsibilities and resources, if s/he has trusted and able friends, the leader could 

share work and doesn‘t need to do or keep track of everything him/herself.  

 

Although it is important for a leader to have a team of people, people are difficult to motivate, have conflicts and everyone cannot be 

trusted with responsibilities. A leader should therefore know how to resolve conflicts and improve team performance. 

  

QUOTE NOTE: ―He who is good with a hammer, tends to think everything is a nail.‖ –Walter Maslow 

 

QS: How does this quote relate to leadership? 

 

Just because you are good at something else does not mean you are automatically good at relationships. You can‘t manage 

relationships the same way you manage finances of your school projects. You can‘t build a relationship, the same way you nail 

together a house. Relationships do take work, but the skills you use to work on them are interpersonal. 

 

Types of Powerful Relationships 

 

1. Intentional—meaning ―on purpose‖. Not incidental relationships where you just so happen to be in the same class so you kind of 

HAVE to talk to each other and see each other every day. Powerful relationships are intentional, committed relationships. The teacher 

that you decide would make a good friend and adviser. You make time for this person by planning to see him/her. 

2. Accountable—meaning ―report or explain‖. Close friends can help to keep you on the straight and narrow. They help you to get 

back on track. If you don‘t have any one you are accountable to, you can do things that will destroy your life. 

3. Supportive— meaning ―helpful‖. Close friends can also help to encourage us when we are feeling low and discouraged with life. 

They are compassionate about our lives. 

 

One form of a powerful relationship is that between a mentor and mentee.  

 

Definition of mentoring: the process of coaching an individual to achieve what they want to achieve by providing support, expertise or 

other forms of assistance. 

 

One of the most important jobs of a leader is to be a mentor. It is important to transfer power and responsibilities to others. To get in 

the habit of building powerful relationships, we want you to have three mentors: 

1. Someone older 

2. Someone your age 

3. Someone younger 

 

Make finding three mentor relationships a personal goal. Let the other person know they are now in a mentoring relationship with you. 
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Secrets of facilitation 
 

Facilitating a game is often times much more difficult than one would think.  There are simple steps you can take to make 

your games and activities run more smoothly.   These are the secrets of facilitation. 

 

Write Instructions 

Show participants written instructions before you ask people to move into a big group.  While students are still 

seated in their chairs, go through the written instructions of the game.  This helps focus people before the chaos of moving 

into open space. 

 

Demonstrate 

 Once you have entered into the big group, demonstrate the instructions again.  It helps to show people how the 

game is played before you start to play it. 

 

Ask for Questions 

Before you start playing, ask for questions.  Confirm that everyone has understood. 

 

Direct People 

Tell people exactly where they are meant to go.  If you want participants to break into small groups, assign the 

groups.  Do not simply saying ―get into groups of 4.‖    Instead, have people count then group all the 1‘s together, all the 

2‘s together, all the 3‘s together. 

 

Check for Understanding 

If you have tasked people to work in small groups, be sure to check for understanding.  Once people are in their 

small groups, go around and ask each group leader to explain what they are meant to be doing.  This ensures that they are 

on the right track. 

 

Call Attention 

Have a technique that calls people‘s attention.  Review this technique before the game starts.  A great technique 

for this is 

―If you can hear me, clap once.  If you can hear me, clap twice.  If you can hear me, clap three times‖ 

 

Have an Assistant 

For big groups, have an assistant facilitator to go around and check to make sure everyone is participating and 

abiding by the rules.  For example, if you are playing ―Walk Around‖ and a group of students are standing off to the side, 

the assistant can go and get them to participate. 

 

Reflect 

It is always important to reflect on the game after you have played it.  Ask for insights from participants.  Affirm 

all the insights, reflection does not have a right or wrong. 
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SEC Meetings 
 

This term you will lead your students through 2 SEC meetings: Project Idea Generation and Public Speaking. 

 

SEC meetings are time outside of the formal SELC class.  They are designed to be time for you as the mentor to guide 

students through the practical application of what they are learning in the course. 

 

SEC workshops are as important as the time you spend teaching the SELC and mentoring students.  You must find time to 

have the SEC meetings with your students at all 4 of your schools. 

 

SEC meetings 1: Project Idea Generation 
 

In this SEC meeting, plan to spend about 1 hour with your scholars and the SEC or business clubs that they have set up.  

Schedule the meetings at the beginning of the term, so that they can decide on a project idea as soon as possible. 

 

Objectives: 

Club members will analyze project ideas according to the Resource/Skills framework. 

Club members will decide on a project idea 

 

Use the following resources from Term 1 to guide the discussion.  Make sure that you are only a facilitator.  The ideas 

should be 100% student generated. 

  

  

Social  

Entrepreneur 

Development 

STEP 1 

DISCOVER 

VISION, 

PASSIONS AND 

SKILLS 

STEP 2 

IDENTIFY 

OPPORTUNITI

ES IN THE 

COMMUNITY 

STEP 3 

MATCH YOUR 

VISION WITH 

THE 

COMMUNITY 

OPPORTUNITY 

 

STEP 4 

ACT  

AND  

SPREAD 

CHANGE 
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Provide the table below as a tool to brainstorm project ideas.  You will return to the Passion Match framework 

during the SEC Knowledge Shares as you help facilitate a session on project ideas.  You therefore do not need to 

complete the table today, nor come up with project ideas. 

 

Passions:  What do you love to do?  If you could do one thing to make the world a better place to live in, what 

would it be?  Do you love sports?  Do you love to read? Do you like to volunteer and help people?  Do you like 

to work with nature and the environment?  What are you passionate about? 

 

Skills & Experience:  What are you good at doing?  Are you good at presenting in front of a group?  Do you 

enjoy using computers or working with people?  Are you good at teaching others? 

 

Community issues:  Given your passion and your skills, what social or environmental issues could you 

address? Who would you like to impact?     
 

Passions Skills & Experience Community Opportunities 

  

 

 

  

 

 

 

 

  

 

 

A Note about Small Groups 

 

It is best for students to start projects in small groups.  Rather than having 1 project for the club, have small groups (up to 

20 students) working on their own projects.  During this meeting, encourage those that are not participating to form their 

own group.  You can guide small groups through the brainstorming exercise, as well. 
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SEC Meetings 2: Public Speaking 

 

Objectives 

Students practice their tough talk in front of a large group of people 

Students assess peer public speaking skills 

 

Materials 

 Tough Talk Grading Rubric (1/sch) 

 Voting scraps of paper (1/s) 

 Prize for best Tough Talk. 

 

Public Speaking event is a chance for students to practice their tough talks.  Organized a public speaking event, invited 

some teachers to act as guest judges.  Make it a big event and plan for it to last 3 hours.  If you organize early, the scholars 

can organize this event.  It is a good way for people to learn about Educate! and for students to practice speaking in front 

of larger groups.   

 

If you have a large group, have 2 or 3 students present to the whole class and give feedback so all students can hear what 

they should look for (also get feedback from students to encourage peer pluses/deltas).  Then you can split the class into 2 

groups so that 2 tough talks happen at the same time.  Make sure the groups are not located right next to each other so that 

students can focus on the presenter.  Invite a teacher to help you give feedback to the second group, as you sit with the 

first group.    

 

And remember, encourage them to choose something for tough talk they are passionate about! 

 

Briefly review the Public Speaking tips before scholars present: 
 

 Make the decision to stand and walk to the front. 

 Take a breath before you begin.  

 Look at people and make eye contact or focus on a single point on the back wall  

 You can scan the room with your eyes just above everyone‘s head and it makes it look like you‘re making eye contact with 

everyone. 

 Stand with legs shoulder width apart, don‘t cross your legs. 

 Good posture 

 Read bullet points, not full notes—no one wants to watch you read your presentation 

 Project your voice, everyone should hear you. 

 Speak clearly, not so fast, not so slowly. 

 Don‘t wear distracting clothing—smart physical appearance 

 Try to get as close to audience as possible—walk around and don‘t hide 

 Allow time for questions—announce at beginning that questions will be allowed at end. 

 Keep ―and the what?‖ to appropriate times 

 

 

Then ask the scholars if they believed you?  The lesson is if non verbal communication is opposite to verbal communication, listeners 

will BELIEVE THE NON VERBAL COMMUNICATION MORE.  Which is why as scholars they have to focus on their public 

speaking skills and not just the content of what they present. 

 

 

Scholars present their tough talks.  
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Each scholar should get feedback from the mentor and at least one fellow scholar.  Bring extra copies of the grading 

rubric to give to volunteer graders.  This allows scholars to watch and learn from each other.  Record their scores for your 

reference. Give them their scores at the end.  

 

NOTE: If you have shy scholars in your class, you may want to break the ice by having a group of both shy and bold 

scholars deliver their Tough Talk at the same time at the front of the class. Instruct them to try to be the loudest or most 

engaging. You can also make them stand and do BIG FACE, LITTLE FACE. Then, do it one by one.  

 

Vote Tough Talk winner (s). 

 

Use the secret ballot approach. They all write the name of who they are voting for. You cannot vote for yourself. Give a 

prize to the winning person. 

 

 

 

 

 

 

 

TAKE-AWAY: Share your tough talk with a community member.  Ask them for feedback. 
 

Christine Nagawa 

E.g. Emma Ngobi 
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Tough Talk Speech Grading Rubric 
 

Scholar Name: _________________________________ 

 

Points out of 5 for each criteria. 

 

Proper GEPIC structure           Score:_____ 

Has a BIG ISSUE or central theme 

Describes the problem 

Presents a win-win solution 

Has a good Challenge to Action 

Says Thank you at the end 

 

Comments:__________________________________________________________________________________________________ 

____________________________________________________________________________________________________________

____________________________________________________________________________________________________________ 

 

Good Timing            Score:______ 

Under 3 minutes 

Not rushed 

Not too slow 

No mumbling or repeating. 

No ummm umm ummm… 

 

Comments:__________________________________________________________________________________________________ 

____________________________________________________________________________________________________________

____________________________________________________________________________________________________________ 

 

Engaging writing and good language         Score:______ 

Says facts about the problem 

Has a good, attention-getting story  

All parts of the speech connect well 

Focused on central theme 

Convincing and motivating 

 

Comments:__________________________________________________________________________________________________ 

____________________________________________________________________________________________________________

____________________________________________________________________________________________________________ 

 

Good Public Speaking Delivery          Score:______ 

Eye Contact 

Loud Voice 

HAD FUN! 

Good body language 

Confident 

Comments:__________________________________________________________________________________________________ 

____________________________________________________________________________________________________________

____________________________________________________________________________________________________________ 

 

 

TOTAL SCORE: _______ / 20 Good job! 
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Mandela Case Study 

Nelson Mandela, Former President of South Africa 

Madiba’s Leadership Principles 

Written by Richard Stengel; Published in TIME Magazine 7/9/08; Adapted and Edited for Instruction 

Nelson Mandela has always felt most happy around children, and in some ways his greatest suffering was that he spent 27 years in 

prison without hearing a baby cry or holding a child's hand. Last month, when I visited Mandela in Johannesburg, within seconds he 

was hugging my two sons and asking them what sports they liked to play. While we talked, he held my son Gabriel, whose 

complicated middle name is Rolihlahla, Nelson Mandela's real first name. He told Gabriel the story of that name, how in Xhosa 

language it translates as "pulling down the branch of a tree" but that its real meaning is "troublemaker."  

As he celebrates his 90th birthday this year, Nelson Mandela has made enough trouble for several lifetimes. He liberated a country 

from a system of violent prejudice
1
 and helped unite white and black, oppressor and oppressed, in a way that had never been done 

before.  

I talked to him about leadership. Mandela overthrew apartheid
2
 and created a nonracial democratic South Africa by knowing 

precisely when and how to play his roles as warrior, martyr
3
, diplomat and statesman. He would often say to me that an issue "was 

not a question of principle; it was a question of tactics
4
." He is a master tactician.  

I've always thought of what you are about to read as Madiba's Rules (Madiba, his clan name, is what everyone close to him calls him). 

They are mostly practical. Many of them come directly from his personal experience. All of them are perfectly planned to cause the 

best kind of trouble: the trouble that forces us to make the world a better place.  

P r i n c i p l e    N u m b e r   1 

Courage is not the absence of fear — it's inspiring others to move beyond it 

In 1994, during the presidential-election campaign, Mandela got on a tiny plane to fly down to the killing fields of Natal and give a 

speech to his Zulu supporters. I agreed to meet him at the airport, where we would continue our work after his speech. When the plane 

was 20 minutes from landing, one of its engines failed. Some people on the plane began to panic. The only thing that calmed them was 

looking at Mandela, who quietly read his newspaper as if he were on his morning train to the office. The airport prepared for an 

emergency landing, and the pilot managed to land the plane safely. When Mandela and I got in the backseat of his bulletproof BMW 

that would take us to the rally, he turned to me and said, "Man, I was terrified up there!"  

Mandela was often afraid during his time underground, during the Rivonia trial
5
 that led to his imprisonment and during his time on 

Robben Island
6
. "Of course I was afraid!" he would tell me later. It would have been crazy, he suggested, not to be. "I can't pretend 

that I'm brave and that I can beat the whole world." But as a leader, you cannot let people know. "You must put up a front."  

                                                 
1
 Prejudice: (v) a bad opinion or treatment of someone or a group of people before you know them personally 

2
 Apartheid: (n) system of racial discrimination against blacks in South Africa where blacks had no freedoms 

3
 Martyr: (n) someone who sacrifices their life for a cause or purpose 

4
 Tactic: (n) a short plan or strategy to achieve one goal 

5
 Rivonia Trial: the court trial that sentenced many South African freedom fighters to life imprisonment  

6
 Robben Island: a huge prison island off the coast of Cape Town, SA where Mandela was kept for 27 years  
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And that's precisely what he learned to do: pretend and, through the act of appearing fearless, inspire others. It was an act Mandela 

perfected on Robben Island, where there was much to fear. Prisoners who were with him said watching Mandela walk across the 

courtyard, upright and proud, was enough to keep them going for days. He knew that he was a model for others, and that gave him the 

strength to triumph over his own fear.  

N u m b e r   2 
Lead from the front — but don't leave your support base behind 

Mandela is persuasive. In 1985 he underwent a medical operation, but when he was returned to prison, he was separated from his 

friends for the first time in 21 years. Mandela, on his own, started negotiations with the white apartheid government. This was totally 

against what his political party said they would do. After decades
7
 of saying "prisoners cannot negotiate" and after advocating an 

armed struggle that would bring the government to its knees, he decided that the time was right to begin to talk to his oppressors.  

When he initiated his negotiations with the government in 1985, there were many who thought he had lost his mind. "We thought he 

was selling out," said many supporters. "I went to see him to tell him, What are you doing? It was an unbelievable step. He took a 

massive risk."  

Mandela launched a campaign to convince his party, the African National Congress (ANC) that negotiations were the correct thing to 

do at this time. His reputation was on the line. He went to each of his supporters in prison and explained what he was doing. Slowly 

and deliberately, he brought them along. "You take your support base along with you,".  

For Mandela, refusing to negotiate was about tactics, not principles. Throughout his life, he has always made that distinction. He had 

unchanging and unquestioned principles — the overthrow of apartheid and the achievement of voting rights for all. But, almost 

anything that helped him get to his goals was simply tactics. He was never too stubborn or blinded by emotions. He did what he had to 

do to meet his goals. In that way, he is the most pragmatic
8
 leader.  

"He's a historical man," said his supporters. "He was thinking way ahead of us. He has posterity
9
 in mind: How will they view what 

we've done?" Prison gave him the ability to take the long view. It had to; there was no other view possible. He was thinking in terms 

of not days and weeks but decades. He knew history was on his side, that the result was inevitable
10

; it was just a question of how 

soon and how it would be achieved. "Things will be better in the long run," he sometimes said. He always played for the long run.  

N u m b e r    3 
Lead from the back — and let others believe they are in front 

Mandela loved to remember his boyhood and his lazy afternoons herding cattle. "You know," he would say, "you can only lead them 

from behind." He would then raise his eyebrows to make sure I got the analogy
11

.  

As a boy, Mandela was greatly influenced by Jongintaba, the tribal king who raised him. When Jongintaba had meetings of his court, 

the men gathered in a circle, and only after all had spoken did the king begin to speak. The chief's job, Mandela said, was not to tell 

people what to do but to form a consensus
12

. "Don't enter the debate too early," he used to say.  

During the time I worked with Mandela, he often called meetings of his kitchen cabinet at his home. He would gather half a dozen 

men, Thabo Mbeki (who is the most recent South African President) and others around the dining-room table or sometimes in a circle 

in his driveway. Some of his group would shout at him — to move faster, to be more radical — and Mandela would simply listen. 

When he finally did speak at those meetings, he slowly and carefully summarized everyone's points of view and then shared his own 

                                                 
7
 Decade: a period of 10 years 

8
 Pragmatic: (adj) practical; considers history and future consequences of actions realistically 

9
 Posterity: (noun) future generations or descendants  

10
 Inevitable: (adj) certain; unavoidable; inescapable; destined to happen 

11
 Analogy: (n) a similarity between like features of two things, on which a comparison may be based 

12
 Consensus: (n) general agreement or acceptance of majority opinion; harmony 
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thoughts, lightly moving the decision in the direction he wanted without forcing it on anyone. The trick of leadership is allowing 

yourself to be led too. "It is wise," he said, "to persuade people to do things and make them think it was their own idea."  

N u m b e r   4 
Know your enemy — and learn about his/her favorite sport 

As far back as the 1960s, Mandela began studying Afrikaans, the language of the white South Africans who created apartheid. His 

comrades in the ANC teased him about it, but he wanted to understand the Afrikaner's worldview; he knew that one day he would be 

fighting them or negotiating with them, and either way, his destiny was tied to theirs.  

This was strategic in two senses: by speaking his opponents' language, he might understand their strengths and weaknesses and plan 

his tactics accordingly. But he would also be gaining favor with his enemy. Everyone from ordinary jailers to P.W. Botha (former 

prime minister of S.A.) was impressed by Mandela's willingness to speak Afrikaans and his knowledge of Afrikaner history. He even 

perfected his knowledge of rugby, the Afrikaners' beloved sport, so he would be able to compare notes on teams and players.  

Mandela understood that blacks and Afrikaners had something fundamental in common: Afrikaners believed themselves to be 

Africans as deeply as blacks did. He knew, too, that Afrikaners had been the victims of prejudice themselves: the British government 

and the white English settlers looked down on them. Afrikaners suffered from a cultural inferiority complex
13

  almost as much as 

blacks did.  

Mandela was a lawyer, and in prison he helped the jailers with their legal problems. They were far less educated and worldly than he, 

and it was extraordinary to them that a black man was willing and able to help them. These were "the most ruthless and brutal of the 

apartheid regime's characters," and he "realized that even the worst and crudest could be negotiated with."  

N u m b e r   5 
Keep your friends close — and your rivals even closer 

Many of the guests Mandela invited to his house  were people whom he did not completely trust. He had them to dinner; he called to 

consult with them; he flattered them and gave them gifts. Mandela is a man of great charm — and he has often used that charm to 

even greater effect on his rivals than on his allies.  

On Robben Island, Mandela would always include in his brain trust 
14

men he neither liked nor relied on. One person he became close 

to was Chris Hani, the angry chief of staff of the ANC's military wing. There were some who thought Hani was conspiring
15

 against 

Mandela, but Mandela befriended him. "It wasn't just Hani. It was also the opposition. He would pick up the phone and call them on 

their birthdays. He would go to family funerals. He saw it as an opportunity." When Mandela got out of prison, he famously included 

his jailers among his friends and put leaders who had kept him in prison in his first Cabinet. Yet everyone knew he hated some of 

these men.  

There were times he washed his hands of people — and times when, like so many people of great charm, he allowed himself to be 

charmed. Mandela developed a quick friendship with former South African President F.W. de Klerk, and later he felt so betrayed 

when De Klerk attacked him in public.  

Mandela believed that embracing his rivals was a way of controlling them: they were more dangerous on their own than within his 

circle of influence. He cherished loyalty, but he was never obsessed by it. After all, he used to say, "people act in their own interest." It 

was simply a fact of human nature, not a flaw or a defect. The flip side of being an optimist — and he is one — is trusting people too 

much. But Mandela recognized that the way to deal with those he didn't trust was to neutralize them with charm.  

 

                                                 
13

 Inferiority Complex: (n) thinking you are lower or lesser in importance, position, value, or skill compared to others 
14

 Brain trust: (n) a group of experts or friends who serve as unofficial advisers on matters of strategy 
15

 Conspire: (v) to make a plan secretly to do something wrong or act against someone or something 



 

 61 

Developing young leaders and 

entrepreneurs in Africa 

 

 

 

N u m b e r   6 
Appearances matter — and remember to smile 

When Mandela was a poor law student in Johannesburg wearing his one threadbare suit, he was taken to see Walter Sisulu. Sisulu was 

a real estate agent and a young leader of the ANC. Mandela saw in Sisulu a sophisticated and successful black man whom he could 

make a mentor. Sisulu saw in Mandela the future.  

Sisulu once told me that his great vision in the 1950s was to turn the ANC into a mass movement; and then one day, he remembered 

with a smile, "a mass leader walked into my office." Mandela was tall and handsome, an amateur boxer who carried himself with the 

regal air of a chief's son. And he had a smile that was like the sun coming out on a cloudy day.  

When Mandela was running for the presidency in 1994, he knew that symbols mattered as much as what you stood for. He was never 

a great public speaker, and people often tuned out to what he was saying after the first few minutes. But it was his symbols that people 

understood. When he was on a platform, he would always do the toyi-toyi, the township dance that was a symbol of the struggle. But 

more important was that dazzling, beautiful smile. For white South Africans, the smile symbolized Mandela's lack of bitterness and 

suggested that he was sympathetic and merciful to them. To black voters, it said, I am the happy warrior, and we will triumph. The 

ANC election poster was simply his smiling face. "The smile was the message."  

After he emerged from prison, people would say, over and over, it is amazing that he is not bitter. There are a thousand things Nelson 

Mandela was bitter about, but he knew that more than anything else, he had to show the exact opposite emotion. He always said, 

"Forget the past". 

N u m b e r   7 
Nothing is black or white 

When we began our interviews, I would often ask Mandela questions like this one: When you decided to stop the armed struggle, was 

it because you realized you did not have the strength to overthrow the government or because you knew you could win over 

international opinion by choosing nonviolence? He would then give me a curious look and say, "Why not both?"  

I did start asking smarter questions, but the message was clear: Life is never either/or. Decisions are complex, and there are always 

competing parts. Nothing is ever as straightforward as it appears.  

Mandela is comfortable with contradiction
16

. As a politician, he was a pragmatist. Much of this, I believe, came from living as a 

black man under an apartheid system that offered a daily routine of painful moral choices: Do I submit to the white boss to get the job 

I want and avoid a punishment? Do I carry a pass that limits my freedom in my own land?  

Every problem has many causes. While he was clearly against apartheid, the causes of apartheid were complex. Mandela always 

reasoned, ―What is the end that I seek, and what is the most practical way to get there?‖  

N u m b e r   8 
Quitting is leading too 

In 1993, Mandela asked me if I knew of any countries where the minimum voting age was under 18. I did some research and 

presented him with a list: Indonesia, Cuba, Nicaragua, North Korea and Iran. Two weeks later, Mandela went on South African 

television and proposed that the voting age be lowered to 14. No one supported him, saying, "He tried to sell us the idea, but he was 
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 Contradiction: (n) a statement that goes against itself; inconsistent 
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the only supporter. And he had to face the reality that it would not win the day. He accepted it with great humility. He doesn't sulk
17

. 

That was also a lesson in leadership."  

Knowing how to abandon a failed idea, task or relationship is often the most difficult kind of decision a leader has to make. In many 

ways, Mandela's greatest legacy as President of South Africa is the way he chose to leave it. When he was elected in 1994, Mandela 

probably could have pressed to be President for life — and there were many who felt that in return for his years in prison, that was the 

least South Africa could do.  

In the history of Africa, there have been only a handful of democratically elected leaders who willingly left the presidential office. 

Mandela was determined to set an example for all who followed him — not only in South Africa but across the rest of the continent. 

He would be the anti-Mugabe, the man who gave birth to his country and refused to hold it hostage. "His job was to set the course not 

to drive the ship." He knows that leaders lead as much by what they choose not to do as what they choose to do.  

Ultimately, the key to understanding Mandela is those 27 years in prison. The man who walked onto Robben Island in 1964 was 

emotional, arrogant, and easily angered. The man who emerged was balanced and disciplined. I often asked him how the man who 

came from prison differed from the young man who was forced into it. He hated this question. Finally, one day, he said, "I came out 

mature." There is nothing so rare — or so valuable — as a mature man.  

Happy birthday, Madiba.  
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 Sulk: (v) to be depressed or defeated; to remain silent or upset in an ill-humored or offended mood 
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Speeches of the Week 
 

The Anyway Commandments   
Adapted from Kent Keith 

  

People are mean, unreasonable and selfish. 

Love them anyway. 

 

If you do good, people will still criticize you. 

Do good anyway. 

 

If you are successful, you will win false friends and true enemies. 

Succeed anyway. 

 

The greatness you achieve today will be forgotten tomorrow. 

Achieve greatness anyway. 

 

Honesty and openness make you vulnerable. 

Be honest and open anyway. 

 

The biggest men and women with the biggest ideas can be shot down by the smallest men and women with the smallest minds. 

Think big anyway. 

 

People like underdogs but people will only follow top dogs. 

Fight for a few underdogs anyway. 

 

What you spend years building may be destroyed overnight. 

Build anyway. 

 

People really need help but may attack you if you do help them. 

Help people anyway. 

 

Give the world the best you have and you'll get kicked in the teeth. 

Give the world the best you have anyway. 

 

Why You Should Try even if You May Fail   
by Teddy Roosevelt 

 

Far better it is to dare mighty things, to win glorious triumphs, even though checkered by failure… 

 

Than to rank with those poor spirits who neither enjoy nor suffer much.  

 

Because they live in a gray twilight that knows neither victory nor defeat.  

 

No man is worth his salt if he is not ready at all times to risk everything for a great cause.  

 

He, at best, knows the triumph of high achievement, and, at worst, if he fails, at least he fails daring greatly, so  

 

that his place is not with those cold and sad souls who know neither victory nor defeat. 
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Ask Not…     
by John F. Kennedy  

 

The world is very different now. For man holds in his mortal hands the power to abolish all forms of human poverty and all forms of 

human life.  

 

And yet the same revolutionary beliefs for which our forebears fought are still at issue around the globe - the belief that the rights of 

man come not from the generosity of the state, but from the hand of God.  

 

In the long history of the world, only a few generations have been granted the role of defending freedom in its hour of maximum 

danger.  

 

I do not run from this responsibility - I welcome it. I do not believe that any of us would exchange places with any other people or any 

other generation.  

 

The energy, the faith, the devotion which we bring to this challenge will light our country and all who serve it -- and the glow from 

that fire can truly light the world.  

 

And so, my fellow Americans: ask not what your country can do for you - ask what you can do for your country.  

 

My fellow citizens of the world: ask not what America will do for you, but what together we can do for the freedom of man. 

 

A Blind Girl on an Elephant    
by Caroline Casey 

When Caroline Casey was a teenager in Ireland, she had great dreams for her future. ―I wanted to be an elephant trainer,‖ she said. 

(The lack of elephants in Ireland didn‘t stop her.) She lived the life of any normal teenager until she was 17 years old. At that time, she 

was going for her driver‘s license. On the way to take the driver‘s test, she stopped at a doctor‘s office with her mother.  

The doctor turned to Caroline‘s mother with shock and confusion and betrayal. ―You‘ve never told her?‖ he asked accusingly. ―You 

haven‘t told me what?‖ she asked her mother, bewildered. ―We‘ve never told you that you are blind,‖ her mom said. 

It was true: Caroline Casey had been legally blind since birth. But, when she was only two years old, her parents made the decision 

never to tell her. They didn‘t want Caroline to define herself by what she couldn‘t do. They didn‘t want her to see herself as having 

any limitations.   

So Caroline went through the early years of life, thinking she was ―normal.‖ She was bad at sports, and always picked last for every 

team, partially because she couldn‘t see the ball. She couldn‘t see the music notes.  

Although she was legally blind, with thick glasses, she could read and write. So nobody knew that she was blind; they just thought she 

was clumsy.  

…When the doctor said that she was blind, she refused to accept the label. She didn‘t want to be seen as ―handicapped‖ or ―disabled.‖ 

She didn‘t like the labels that society put on people with so-called ―disabilities.‖ These labels made people feel like they were left out; 

it was all about pity, dependency, and charity.   

―There are 750 million people around the world who are disabled. But there‘s no focus on this. There‘s no heroic figure like Nelson 

Mandela who represents the cause of these millions of people. You can‘t eradicate disability, like you can try to eradicate hunger, 

poverty, or disease.‖  

So she just pretended that she was like everyone else, pressing forward with her life. Any time she ran into an obstacle, she just ran 

around it.  She went to business school and loved it. She found it was easy. She was a lecturer, a talented lecturer. She thought, ―Can I 

not still be talented and clever AND blind?‖ 
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Then she went to work for one of the world‘s top companies. She never told them that she was legally blind. Unfortunately, her vision 

continued to worsen to the point where she finally had to confess her secret.   

She quit and for the first time thought about what she really wanted to do. She remembered her childhood dreams: ―Why not become 

an elephant trainer?‖ she asked herself. Why not go to India?  

Caroline rode 1000 kilometers on an elephant named Kanchi, raising money. In this way, she would achieve two of her dreams at 

once: She would start her own business, helping change the way people perceive disabilities.  

―The greatest disability is attitude,‖ Caroline says. ―We have to change the way people think.‖ 

Why I Had to Act  
By Nelson Mandela 

 

At first, as a student, I wanted freedom only for myself, the short-lived freedoms of being able to stay out at night, read what I pleased, 

and go where I chose.  

 

But then I slowly saw that not only was I not free, but my brothers and sisters were not free.  

 

It was this desire for the freedom of my people that animated my life, that transformed a frightened young man into a bold one, that 

drove a law-respecting attorney to become a criminal, that turned a family-loving husband into a man without a home, that forced a 

life-loving man to live like a monk.  

 

I am no more virtuous or self-sacrificing than the next man, but I found that I could not even enjoy the poor and limited freedoms I 

was allowed when I knew my people were not free.  

 

Freedom is indivisible; the chains on any one of my people were the chains on all of them, the chains on all of my people were the 

chains on me. 

 


