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NEGOTIATING
IN UNCERTAIN TIMES

Negociando en Tiempos de Incertidumbre



Sus preguntas pueden 
ser escritas en el ícono 

azul señalado a 
continuación:

Puede seleccionar a quien envían sus mensajes 
o preguntas dando click en la opción “to” y 

eligiendo a quien desea enviar su mensaje: a 
todos (all), a todos los panelistas (all panelists) 
o sólo a un panelista y finalizar con la opción 

send al final de la pantalla. 

Si no tiene abierta la sección de 
chat, los mensajes entrantes 
aparecerán temporalmente y 

aparecerá un círculo rojo en su 
pantalla.
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Webinar AFIDA Conecta - Preguntas y respuestas 



Incertidumbre

• Ciclos de incertidumbre

ü Atentados del 11 de Septiembre - 2001
ü SARS – 2002
ü Tsunami en Asia - 2004 
ü Crisis económica del 2008
ü Gripe Porcina – 2009
ü Ebola - 2014
ü Brexit 2016 – 2020
ü Trump 2017 – 2021…
ü Terremotos en México – 2017
ü AMLO 2018 – 2024 
ü Coronavirus – COVID-19

• Generación de Hiper-Incertidumbre



Incertidumbre

• Siete áreas en donde se fracturan los 
viejos paradigmas:

Ø Datos
Ø Seguridad
Ø Tiempo
Ø Creatividad
Ø Disrupción
Ø Confianza (En los otros)
Ø Implementación



Datos e Incertidumbre

• Ambas partes tienen incertidumbre de los 
datos.

• Aproximación cooperativa.
• Acuerdo de las partes en que los datos no son 

confiables.

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 
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Estrategia

Habilidad

Táctica

• Reflejar en la declaración de apertura los tres 
temas planteados en la estrategia. 

• No intente imponer su opinión o cambiar la 
opinión del otro. Poca confianza en los datos 
lleva a muchos temas de opiniones.

• Haga propuestas en forma de apuesta.

• Repetir, repetir y repetir.



Prepare la primera intervención
Para ayudar a:

• Establecer la agenda y el 
resultado esperado

• Establecer el estilo de negociación
• Subrayar limitaciones
• Estructurar expectativas 

Declaración de apertura



Seguridad e Incertidumbre

• Sea conservador.
• Hay incertidumbre en los datos, por lo que la 

seguridad se vuelve en factor fundamental.
• Vaya por el camino que ”parece más largo” 

pero que le genera más seguridad. 
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• Proponga primero (propuestas realistas).
• Tome control de la negociación.
• Moverse primero muestra un mayor grado de 

seguridad.

• Persuada sobre su visión de la 
situación.

• Sea claro, breve y realista.
• Se necesita practica para ser 

coherente (no improvise).
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Estrategia

Habilidad

Táctica



Tiempo e Incertidumbre

• Acelere el paso, acelere el ritmo.
• Si se percibe que la incertidumbre es un 

problema mayor para un lado más que para el 
otro. Cambie el ritmo a su favor.
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shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 
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Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 
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Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 
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Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 
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Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

• Reduzca la magnitud del problema 
descomponiéndolo en elementos manejables.

• Trabaje fuertemente en los temas en que se 
pueden tener acuerdos.

• Técnica de abriendo puertas.

• El negociador debe ser más 
curioso, preguntar más y 
suponer menos.

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

Estrategia

Habilidad

Táctica



Confianza e Incertidumbre

• No asuma nada, hay que probar todo.
• Hay que sacar la palabra “supuesto” de la 

preparación.

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

• Piense en como darle al otro lo que quiere bajo 
sus condiciones – contrapropuestas JUDO.

• Si le rechazan las propuestas, pregunte ¿por 
qué? y asegúrese que le respondan. No de 
concesiones gratuitas.

• Fomente la confianza, 
resaltando la relación del largo 
plazo que va más allá del 
período de incertidumbre.

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

Estrategia

Habilidad

Táctica



Implementación e Incertidumbre

• Incorpore la opción de revisar o renegociar los 
acuerdos si estos resultan obsoletos por 
circunstancias disruptivas.

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

• Tenga clausulas que le permitan renegociar sus 
contratos cuando haya eventos catastróficos.

• Condicionar las ofertas Si tu…entonces yo…!

• Documentar los acuerdos y sea 
detallado para no distorsionar la 
implementación.

• Ser especifico sobre lo que se 
acordó y genérico sobre posibles 
causas de renegociación.

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

Strategy Insight: Share the Pain
At a strategic level, any concerns you have about unreliable data will probably be 
shared by your negotiating partners. Be more productive by adopting a cooperative 
approach. Mutual agreement that data is unreliable will shift the tone of your 
negotiation. For example, a recent report foresees that all new cars will be electric 
by 2025. If you walked into a car showroom tomorrow and tried to use such a 
prediction to land a big discount on a petrol or diesel car because in 5 years it 
will be worth next to nothing you would expect a lukewarm response. Despite 
the supporting data, the dealer will have a di!erent view. So, rather than use the 
prediction to justify a discount, a better strategy might be to introduce the topic of 
the growth of electric cars, allow the conversation to focus on what the future might 
look like and let the issue gently become an unspoken element in the final deal. It 
may or may not work, but it is worth a try.

DATA AND UNCERTAINT Y

Skill Tip: Repeat, Repeat, Repeat
What skills can negotiators employ when data becomes unreliable?  In the run-up 
to the 2016 US election much of Donald Trump’s rhetoric was founded on data that 
was subjective, questionable, misleading and incorrect or no data at all. He blamed 
illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 
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illegal Mexican immigrants for murder and rape, linked Hilary Clinton’s private email 
to US foreign policy mistakes and exaggerated the likelihood of terror attacks from 
Muslim extremists. In each case he made the claims stick by avoiding reference 
to any supporting data and relying on a subjective assertion, ‘Believe me, I will…’ 
repeated again and again. We all believed this simplistic technique would quickly 
be exposed for what it was, but 4 years later he still wields it with remarkable e!ect.  

Top Tactic: Trade Opinions
At a tactical level, remember that less useful data leads to more reliance on opinion. 
This often results in fruitless argument between the parties about whose opinion 
is more valid. Eventually control is retained by the more powerful party. The most 
e!ective technique for handling di!ering opinions is to trade them o!. In simple 
terms ‘I will agree to do X if your opinion about a future outcome proves to be right, 
but only if you agree to do Y if my opinion proves to be right.’ 

Estrategia

Habilidad

Táctica



Conclusiones

• Los ciclos de incertidumbre siempre van a 
existir.

• Siete áreas para trabajar
Ø Datos
Ø Seguridad
Ø Tiempo
Ø Creatividad
Ø Disrupción
Ø Confianza (En los otros)
Ø Implementación

• Trabajar desde la estrategia, la habilidad y la 
táctica.
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