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This article aims to investigate the form of negotiation texts written by tenth grade students of
Accounting Class in SMK PGRI 2 Bojonegoro, Indonesia. This qualitative research uses a
case study approach. The research instruments are test questions, interview guidelines, and
observation guidelines. The data are collected by using the methods of tests, interviews, and
observations. It is validated using triangulations of data, researcher, and theory. Then, it is
analysed using content analysis method. The results of this research indicate that the structure
of negotiation texts created by students is in line with the statement of the Ministry of
Education and Culture. The impacts of the results give a broader concept that flipped
classroom is very appropriate to teach the millennial generations. They are able to learn
negotiation text easily through teaching materials that have been uploaded in youtube using a
CyberLink Power Director media apps.
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1. INTRODUCTION

The ability to write negotiation text can be seen from the
success of students in making the structure of it based on
their ideas. The structure of negotiation text between the
seller and buyer starts from the orientation [9], demand,
fulfillment, offer, agreement, purchase, and closing. The
structure of negotiation text between employee and employer
starts from the orientation, submission, offer, agreement, and
closing [10]. The language features of negotiation text are
declarative/statement,
interrogative/question,
imperative/command, wishes, conditional sentences, and
many used of causative conjunctions [11].
Both of these abilities are very useful for students as new
knowledge and experience. When they face with the real life,
they are able to convey ideas, refute, and convice opinions by
using good language [12, 13].
Based on the observations, the tenth grade students of
Accounting Class in SMK PGRI 2 Bojonegoro, Indonesia
have low ability in writing negotiation text. There are only a
few of them that pass the criteria of minimum score. Based
on the result of interview with one of students, he says that
writing negotiation text is a boring and difficult learning. In
line with a study shows that students are less active in
constructing negotiation text [14]. In addition, teacher is lack
of preparation in delivering materials, giving less guidance,
and evaluating the learning process.
This problem finds a solution by implementing flipped
classroom. It is first introduced Bergmann and Sams [15] as
the basic of the most recent class literature. This method flips
the assignment and the materials provided to make students
are able to get it in the outside of the class. In the classroom,
they discuss the assignments. Huang [16] emphasizes that
students’ preparation before the class begins is very
important for them because they can be more involved in the
learning process and achieve more satisfying learning

In Indonesia, negotiation text is taught to the tenth grade
students using 2013 curriculum on basic competencies of
3.10, 3.11, 4.10, and 4.11. The students are taught with a
problem that involves other parties. These parties negotiate
each other to determine a solution. Through this negotiation,
a problem will be easily resolved. The form of solving a
problem can be reviewed from the success of a negotiation.
Students who learn to negotiate through negotiation text can
foster mutual respect between them, build social sensitivity,
and understand various social interactions. This research tries
to reveal the negotiation text that is taught in flipped
classroom, in which the videos are made by using CyberLink
Power Director media apps.
Negotiation text is a form of social interaction which can
be found in form of dialogues (drama) [1, 2], a combination
of narration and dialogue, offering letter, and demand for
goods. In learning negotiation text, students have to adjust
the language used to make other people understand it [3].
Negotiation text develops a deeper understanding of the
actual law involved in the conflict and introduces students to
a set of life skills [4].
These skills lead students to be competent in negotiating
and writing negotiation text [5]. Success in negotiating can
be caused by several factors, namely, 1) the willingness to
compromise with other people, 2) no one is disadvantaged, 3)
the agreement is practical to be done, 4) the reasons given are
able to influence other people. Whereas negotiation will be
ended in four ways, namely, there is no agreement, victory
for one party, compromise, and integrative [6]. Engestrøm [7]
states that successful negotiation tends to change disputes,
not only achieve instrumental goal. Students are able to
negotiate; it does not depend on their writing skills [8].
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outcomes. The results of a study [17] reveals that flipped
classroom has a positive effect on students’ skill,
involvement, and knowledge. Simon [18] says that
knowledge has a role in the formation of behavior. This
method is able to help students be relax in gaining
information and learning complex issues, such as creativity
and critical thinking [19, 20].
The syntax of flipped classroom requires teacher to create
learning media that can be accessed easily by students, it can
be in form of videos. Flipped classroom [21] requires
technology in form of networks, applications, and videos.
Making the video becomes a weakness in implementing
flipped classroom. It can be triggered by teacher’s low ability
in mastering technology. It makes him difficult to create
videos and upload it. Teacher takes a long time to compile
video materials [22]. Sometimes, videos, that have been
created, are not interesting the students [23].
To make students be interested in learning, teacher has to
create short and interesting videos. Kurniadi et al. [24]
introduces various applications that can be used for video
editing via smartphones and recommends an application that
is quite easy, namely Power Director. This application is a
software made by Cyber Link that can be downloaded via an
android smartphone that utilizes CUDA for video transcoding
[25, 26]. This application is very professional in editing
videos because the navigation is easy to be used and the
video conversion is very fast. Through the CyberLink Power
Director, teacher can design a learning video that attracts
students’ attention continuously [27]. This application is
easily operated even without internet network connection
[28].
The display of CyberLink PowerDirector application can
be seen in Figure 1.

The researchers began to compose the material of
negotiation text using CyberLink Power Director apps via
smartphone. This material contains a description of
negotiation text, the structure of text, the examples of
negotiating and writing negotiation text. The initial scheme
of negotiation text can be seen in Figure 2.
The material that has been successfully created through
CyberLink Power Director can be stored. The storage menu
on the CyberLink Power Director apps can be: saved to the
gallery or SD card, shared on Facebook or YouTube, export
project to the CyberLink cloud. The researchers choose to
store on YouTube because it syncs directly to Youtube and
reduces the amount of memory usage in smartphone internal
storage. The storage step can be seen in Figure 3.

Figure 3. Share files on YouTube

Figure 4. The material is ready to be shared on YouTube
Figure 1. The homepage of CyberLink PowerDirector Apps

The result of study by Az-zahra [29] shows that Power
Director apps can be used in producing a combined video
into MPEG-4 format to make song animation media. This
application is used by Chen and Yeh [30] to convert all
image files, animations, and video clips into MPG format.
The trainer used Power Director Software to edit or produce
videos for students [31].
The finished video is then uploaded to the YouTube page
so students can easily access it. This ease is part of flipped
classroom learning. It provides space for students to be able
to access the videos and learn the materials about negotiation
text anywhere and anytime. They can make a list of questions
about negotiation text that can be asked to their friends or
teacher when the class begins. In this learning, it requires
students to be able to think creatively inside and outside the
classroom. Creative thinking is always needed in everything,

Figure 2. The Initial scheme of negotiation text material
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especially in solving problems given by the teacher/lecturer
[32].
Based on the explanation above, the researchers are eager
to investigate how is the student’s negotiation text in
collaborative learning of flipped classroom and a CyberLink
Power Director media apps. This collaborative learning is
very helpful for students to understand negotiation text. For
instance, the ease of accessing materials. The students are
able to learn the materials about negotiation text repeatedly,
observe the concepts or procedures of good negotiating, and
write negotiation text. This material is very important to be
taught because the concept of negotiation is always present in
daily life. Therefore, the students have to be equipped earlier
with a comprehensive understanding about this material.
This article is divided into some parts to make it clear to
the readers, the first is introduction in which the researcher
introduce the background of study, the second is research
methodology, the third is the research instrument. The fourth
part explains about the techniques in collecting the data, the
fifth is data validation technique, the sixth is data analysis
technique, the next is results and discussion, and the last part
is the conclusion of this study.

clarify their answers of the test questions. The observation
guidelines were used to observe students’ activities in flipped
classroom learning with CyberLink Power Director apps.
4. DATA COLLECTION TECHNIQUES
The techniques in collecting data were done by giving test,
interviewing the subjects, and observing the learning process.
4.1 Test method
Test method was used as a basis for knowing the students’
abilities in understanding negotiation text. The result of it
was as a benchmark of students’ skill in composing
negotiation text. The test was in form of essay test about the
writing skill of orientation, demand, fulfillment, offer,
agreement, purchase, and closing in negotiation text. The
essay test was arranged by the researchers by involving
Indonesian language teachers at SMK PGRI 2 BojonegoroIndonesia, and the lecturers of Indonesian Language and
Literature Education Department at IKIP PGRI BojonegoroIndonesia as the expert consultants and validators. The
validated test could be tested for research subjects. The test
contained only one question because it had already
represented all elements of negotiation text. The steps in
collecting data through test method were 1) preparing test
questions, 2) distributing it to all participants, 3) supervising
students in giving answer, 4) correcting, 5) analysing test
results.

2. RESEARCH METHODOLOGY
This study was qualitative research using a case study
approach. Case study is understood as a case of social
phenomena using research question ‘How’ [33, 34].
According to Yin in Burga and Rezania [35] case study does
not require propositions specifically. But it needs broad
directions to guide a research [36] in information-oriented
sampling. The information obtained in this study is how is
the form of negotiation text (orientation, demand, fulfillment,
offer, agreement, purchase, closing) written by the tenth
grade students of Accounting class in SMK PGRI 2
Bojonegoro, Indonesia when they are taught by
implementing flipped classroom learning using CyberLink
Power Director media apps.

4.2 Interview

This study was conducted in the even semester at Tenth
Grade of Accounting 2 SMK PGRI 2 Bojonegoro, Indonesia.

The unstructured interview was conducted by giving openended questions, and recorded the results [37]. It was done
without using systematic and complete guidelines. The
questions were open, so it could be answered by the subjects.
The answers were always recorded by the researchers as the
materials in validating data. These three steps were carried
out because the researchers wanted to explore the subjects’
views about the ability in creating negotiation text. Therefore,
the seven subjects were examined as the informants. In-depth
interview was conducted to obtain more detailed and honest
data.

2.2 Research subject

4.3 Observation

The participants in this study were 29 students. It consisted
of 7 male students and 22 female students. They were chosen
because the school had implemented 2013 Curriculum. From
29 students, the researcher took 7 students to be interviewed
because they had the ability to negotiate, write negotiation
text, and communicate well.

The observation was done to know the real condition of
the research subjects. This observation produced a broader
view about the problem studied. This study used direct
observation method by observing the implementation of
flipped classroom learning inside and outside the classroom,
and monitoring students to ensure that they had accessed the
video URL in YouTube.

2.1 Research time and place

3. RESEARCH INSTRUMENT
5. DATA VALIDATION TECHNIQUES

The instruments of this study were the researcher, but they
still used additional instrument such as test questions,
interview guidelines, and observation guidelines. The test
questions were used to measure students’ skill in composing
negotiation text based on its structure (orientation, demand,
fulfillment, offer, agreement, purchase, closing). The
interview guidelines were used to interview students to

The data validation was carried out by using triangulation
techniques. There are four types of triangulation [38], namely
triangulations of data, researcher, method, and theory. Joslin
and Müller [39] suggested to use representativeness and
variety sampling. The researchers used triangulations of data,
researcher, and theory. In data triangulation, researchers
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compared the results of test and results of interview. Then,
the researchers rechecked and compared it with the theories
of negotiation text. In researcher triangulation, the
researchers utilized the existences of the first and second
researchers to know their data was reliable. Both researchers
were used to reduce the inaccuracies in collecting data. In
theory triangulation, the researchers used national and
international books, and also the articles of national and
international journals as a form of data validation. In this
triangulation, the researchers ensure that the findings in this
study were a new finding that had the innovation in the use of
method and learning media.

structure of negotiation text (orientation, demand, fulfillment,
offer, agreement, purchase, closing) so the researchers
assumed that the data was truly in accordance with the
indicators.
6.2 Data presentation
The researchers found 7 of 30 data that had been reduced
showed that the negotiation text was in accordance with the
indicators. These seven data were arranged in detailed to
make it easily understood. It was analyzed to obtain the
descriptions of each indicator of negotiation text structure.
6.3 Drawing conclusion/verification

6. DATA ANALYSIS TECHNIQUES
The researchers made preliminary conclusions that were
temporary about the negotiation text written by students. It
was verified by interviewing 7 students who made
negotiation text based on the structure of it and the ways in
negotiating. If the results of interview are the same as the
results of test, the researchers will be able to make a credible
final conclusion. It will become the final conclusion of this
study.

Data analysis technique in this study was content-analysis
method. Content analysis developed inductive coding
schemes through data analysis that enabled the researchers to
take stock of existing knowledge bases in a systematic
manner [4, 41], so that researchers were very careful to limit
their conclusions [42]. According to Miles and Huberman
[43] content analysis method consisted of three activities that
run simultaneously, namely 1) data reduction, 2) data
presentation, and 3) drawing conclusions/verification.

7. RESULTS AND DISCUSSION
6.1 Data reduction
One of the videos that had been created could be
downloaded in https://www.youtube.com/watch?v=gLAqUjz
_KE8&t=73s. It could be seen in Figure 5.

The researchers recorded 29 data about the results of
students’ answers in very detailed descriptions. The data was
analyzed to be simplified into the data that contained the

Figure 5. The display of negotiation text material in YouTube
The videos from CyberLink Power Director apps are very
useful in supporting the implementation of flipped classroom
learning in delivering negotiation text material. The results of
students writing can be shown as follows.

Indonesian language subject. The first structure is orientation.
The form of it in negotiation text is as shown in Figure 6.
On the answer sheet, students made orientation by
displaying the representatives of the company and labor. It
contained the filling of company wage complaints. Based on
their answers, it was known that students were able to
arrange orientation according to the guidelines of negotiation
text. When the researchers asked, why he answered like that,
he explained that the concept appeared in his mind when he
saw the problem. This could be shown in the following

7.1 Results
Based on the structure of negotiation text that is initiated
by the Ministry of Education and Culture, the followings are
the structure of negotiation text written by students for
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interview transcript.
P
: “Apakah kamu sudah melihat video yang sudah
diungah, Nak?” [have you seen the uploaded
video,dear?]
S1 : “Sudah, Pak!”[Yes, Sir!]
P
: “Kamu sudah paham konten orientasi pada
teks negosiasi?” [have you understood the
orientation content in negotiation text?]
S1 : “Sudah.” [ I have]
P
: “Mengapa
saudara
mengangkat
wakil
perusahaan dan wakil buruh sebagai tokoh
percakapan?” [Why do you take the
representatives of company and labor as the
characters in conversation?]
P
: “Karena topik percakapan antara kedua pihak
tersebut bisa disusun menjadi teks negosiasi
yang baik, mampu sebagai pembuka teks
negosiasi sehingga menhasilkan sebuah
persetujuan” [because the topic between them
can be arranged into a good negotiation text, it
is able to be orientation in negotiation text to
produce an agreement]

S2
P

S2

: “Sudah.”[yes, I have]
: “Mengapa saudara membuat permintaan
dengan melibatkan tokoh dan manager?” [why
do you make a demand by involving the
character and the manager?]
: “Karena kondisi seperti ini, sering saya lihat
pada sinetron sehingga saya mampu membuat
teks negosiasi pada bagian permintaan.”
[Because I have often watched it on films so I
can make the negotiation text in demand
section]

The third structure was fulfillment. It was written by
students and could be seen in Figure 8.

Figure 8. Fulfillment in negotiation text
On this answer sheet, student made fulfillment by
involving the representatives of labor and the government.
The government gave a fulfillment toward the labor’s wishes.
The conversation created a fulfillment in negotiation text.
When the researchers asked student, why she wrote the
fulfillment by involving the representatives of labor and
government. She answered that she often saw this condition
in television. The interview transcript could be seen as
follows.
P
: “Kamu sudah memahami bagian pemenuhan
pada teks negosiasi?”[have you understood the
fulfillment part of negotiation text]
S3 : “Sudah. Pak”[I have, Sir!]
P
: “Mengapa saudara membuat pemenuhan
dengan melibatkan wakil buruh dan wakil
pemerintah?” [Why do you make a fulfillment
by involving the representatives of labor and
government?]
S3 : “Karena kondisi seperti ini, sering saya lihat
berita di televisi.” [because I have often seen
the news likes this condition on television]

Figure 6. The orientation on negotiation text
The second structure is demand. It was written by students
in negotiation text as shown in Figure 7.

The fourth structure is offer. The offer written by student
on her answer sheet can be seen in Figure 9.

Figure 7. The demand in negotiation text
On this answer sheet, student made a demand by involving
the character ‘Bambang’ and the manager. The manager
looked for a new football player, he gave a demand to
‘Bambang’. In this part, student had been able to make
proper and correct structure of negotiation text. The
researchers interviewed the student, why he wrote it, he
answered that the form of demand could be seen from one of
parties giving an offer. It could be seen in the following
interview transcript.
P
: “Kamu sudah memahami struktur teks
negosiasi?” [Have you understood the structure
of negotiation text?]

Figure 9. The offer part in negotiation text
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On this answer sheet, the offer in negotiation text written
by students was adapted to a case between old lady and
Perhutani. The old lady asked an offer to Perhutani not to be
reported her to the police because of wood theft case. When
the researchers asked her, why she wrote it by involving
these two characters, she answered that she had ever heard
this case from her friend. It could be seen from the following
interview transcript.
P
: “Mengapa kamu menulis bagian penawaran
dengan melibatkan tokoh nenek dengan
perhutani?” [Why do you write the offer part
by involving the old lady and Perhutani?]
S4 : “Karena saya pernah mendengar kasus ini dari
teman saya, jadi saya membuat teks negosiasi
pada bagian penawaran dengan melibatkan
dua tokoh yang salah satu tokohnya
memberikan penawaran.” [Because I have ever
heard this case from my friend, so I make it in
offer part by involving the two characters in
which one of them give an offer]

P
S4

diunggah oleh bapak, saya bisa menulis teks
negosiasi dengan baik.” [ I know sir. That’s
why from this experience and the material
uploaded, I can write negotiation text well]
: “Kamu paham pada bagian persetujuan yang
kamu tulis?” [do you understand the agreement
part that you write?]
: “Ya, saya paham, di sana saya menulis bahwa
saya setuju untuk mengikuti aturan yang
berlaku, tidak menggunakan cara sendiri.”
[ yes, I do. I write that I agree to follow the
rules, not using my own way]

The sixth structure is purchase. It can be seen in Figure 11.

The fifth structure is agreement. The form of this part is
written by students as shown in Figure 10.
Figure 11. Purchase part in negotiation text
On this answer sheet, student wrote the purchase part in
negotiation text by involving the characters of Ibu Ani (the
buyer) and the seller. Both characters negotiated to make a
purchase. So the seller made a deal with the price requested
by the buyer. When the researchers asked student, why she
involved both characters in purchase part, she answered that
she often followed her mom to the market so she knew the
process of purchasing the price that had been offered. It can
be seen in the following interview transcript.
P
: “Kamu pernah melakukan negosiasi?” [Have
you ever done a negotiation?]
S6 : “Belum, Pak.” [not yet,Sir!]
P
: “Mengapa kamu bisa menulis bentuk
pembelian pada teks negosiasi?” [why do you
able to write the purchase part in negotiation
text?]
S6 : “Setiap libur sekolah saya ikut ibu ke pasar,
saya selalu mengamati ibu melakukan
negosiasi dengan penjual. Berdasar apa yang
saya amati inilah, saya bisa menulis bentuk
pembelian pada teks negosiasi.” [every holiday
I go to market with my mom. I always observe
that my mom is negotiating with the seller.
Based on my observation, I can write the
purchase part in negotiation text]

Figure 10. The agreement part in negotiation text
On this answer sheet, student wrote an answer that
involving the police and a motor rider in negotiation text.
When the researcher asked him, why he wrote it, he
answered that he had ever broken the rule and he ever wanted
to give money to the police but the police refused it. Based
on this true story and the examples uploaded in YouTube, the
student was able to write good negotiation text, especially in
agreement part. It can be seen in the following interview
transcript.
P
: “Kamu sering ditilang?” [Do you often get
ticketed?]
S4 : “Tidak, Pak. Baru sekali” [No, Sir! Just once]
P
: “Mengapa kamu menulis teks negosiasi seolaholah kamu sering ditilang?” [ why do you write
negotiation text as if you were often ticketed?]
S4 : “Saya hanya ditilang sekali, dan pada waktu itu,
saya mencoba berdamai dengan polisi dengan
memberikan uang sogok, namun polisi itu
menolaknya.” [I just get ticketed once, and that
time I try to make an agreement with the police
by giving money, but the police refuses it.]
P
: “Betul, itu tindakan yang salah.” [Good, that’s
a wrong thing]
S4 : “Iya Pak, saya tahu. Oleh karena itu, berawal
dari pengalaman inilah dan materi yang sudah

Figure 12. The closing part in negotiation text
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The seventh structure is closing. The closing in negotiation
text is the final part in negotiation text structure. The closing
part written by student can be seen in Figure 12.
On this answer sheet, student wrote a closing in
negotiation text by involving the characters of labor and
employer. She made a closing based on the previous part of
negotiation. The problem in closing part had been negotiated
so both parties accepted it. When the researchers asked
student, why she wrote it, she answered that she observed the
video made by the researchers. On that video she observed
carefully the closing part in negotiation text. It could be seen
in the following interview transcript.
P
: “Mengapa kamu menulis penutup pada teks
negosiasi seperti itu?” [why do you write the
closing like that?]
S7 : “Saya mengamati konsep penutup teks
negosiasi pada materi yang diunggah pada
youtube.” [I observe the concept of closing on
the material uploaded on YouTube]
P
: “Kamu memahaminya?” [do you understand
it?]
S7 : “Ya, saya paham, sehingga saya membuat
penutup pada teks negosiasi berdasarkan
materi yang sudah terunggah dengan
mengungkap masalah antara buruh dan
pengusaha.” [yes, I do. So I make a closing in
negotiation text based on the material uploaded
by revealing a problem between a labor and
employer]

In the agreement part of negotiation text, students write it
based on personal experience and then compile it into
negotiation text based on the examples uploaded by teacher.
The form of this agreement involves a policeman who is
ticketing a rider. The rider agrees to what is said by the
policeman. In the agreement part, the parties try to make an
agreement on a problem that is disputed [48].
In the purchase part of negotiation text, students write it
based on their experiences too. The student often goes to the
market with her mother so she understands the way in which
the mother does. She writes it exactly the same as what her
mom said during at the market. The strategic purchasing
requires all components of various purchasing functions,
includes citizen, buyers, providers, regulators, and
government [49].
In the closing part of negotiation text, the students write it
by involving the characters of labor and employer who have
ended the proses of negotiation. In this part, student explains
the agreement between both parties with a gravitation. In this
part, the employee and employer say thanks each other and a
commitment [9, 50].
The abilities of tenth grade students of Accounting class in
SMK PGRI 2 Bojonegoro in writing negotiation text are in
accordance with the structure of negotiation text. It shows
that the collaboration of flipped classroom learning and
CyberLink Power Director media apps is very suitable to be
implemented to the basic competencies of 3.10, 3.11, 4.10,
and 4.11. The implementation of flipped classroom gives
innovation in the teaching and learning process, the students
are motivated to learn the materials in form of videos [51].
The teacher should make a video about negotiation text by
making scenario to illustrate the flow of it and the characters
that appear in the video [52]. The materials in form of videos
generated from the application use several media namely
texts, pictures/images, sounds, and videos media so it
activates more than one senses in understanding the materials
[53].

7.2 Discussion
Referring to the structure of negotiation text that has been
revealed by the Ministry of Education and Culture. The
structure made by tenth grade students of Accounting class in
SMK PGRI 2 Bojonegoro has been in line with it.
In orientation part of negotiation text, students write it
based on the concepts in their minds. These concepts involve
the representative of labor that want to submit complaints to
the Company. The orientation is the opening of persuasive
text [44]. It contains the introduction of the author’s main
idea about a phenomenon that will be discussed.
In the demand part of negotiation text, students are able to
write well and correctly. It is written by them to reflect that
one of the parties gives an offer. The offer is given by the
manager to the new football player. In this part, the first
negotiator conveys its intention to the second negotiator that
he wants to negotiate [9].
In the fulfillment part of negotiation text, the students
write a fulfillment by involving the character of labor that
asks for a more decent salary from the government. The form
of fulfillment is evidenced by the government that fulfill the
labor’s wishes. The fulfillment part of negotiation text is
presented by the parties for the purpose of collective choice
[45].
In the offer part of negotiation text, the students write the
offer part based on the case that she has ever seen. The case
involved an old lady who asks for an offer to Perhutani.
Ardana, et.al [46] state that the bargaining strategies are two,
first, distributive, means that the form of negotiation in which
the lose-win situation. Second, integrative, means that the
form of negotiation in which the win-win situation. The
settlement of problems based on humanity and mutual
respect [47].

8. CONCLUSION
The form of negotiation text written by tenth grade
students of Accounting class in flipped classroom learning
with CyberLink Power Director media apps has already well
referred to the negotiation text structure according to the
Ministry of Education and Culture. In orientation, students
write a dialogue between the representatives of labor and
company. In demand part, they write a dialogue between
manager and a new football player. In the fulfillment part,
they write a dialogue between the representatives of
government and labor. In offer part, they write a dialogue
between an old lady and Perhutani. In agreement part, they
write a dialogue between a policeman and a rider. In
purchase part, they write a dialogue between a woman and
seller. In closing of negotiation text, they write a dialogue
between the representatives of labor and employer. In this
part is marked by an agreement between both parties.
Based on the students’ negotiation texts, it can be said that
flipped classroom model is very appropriate for millennial
generation learning. They can easily learn it anywhere and
anytime through teaching materials that have been uploaded
on YouTube made using the CyberLink Power Director apps.
In the classroom, the teacher only gives instructions, guides
the discussion, and solves problems that students faced in
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learning.
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