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Question one
From my analysis of the above-presented case scenario, the Mexican officials seem to have a pre-determined decision on who to do business with. That is why even though the company officials from New York have tried to put in their best during the presentations despite the numerous disruptions, the business contract is still awarded to another company. For instance, the delegation from the US made it clear that they were willing to offer their best expertise and technical skills to the Mexican government at a price no any other company match, in contrast to the other company officials who made no effort at all to highlight what their company had to offer. 
In my understanding of the cultural differences between the two nations, I understand that status played a significant role in eliminating the US company from the contract. Arguably, title and position are far more important in Mexico than in the US. Even though money is important in Mexico, recognition is even more important. For this reason, in case you want to have something done quickly, you must see a few people in power get it (Avila, 2021). Observably, the US company failed in this and instead focused more on fine-tuning their presentation to the ministry officials. 
In conclusion, it was evident that the ministry officials were no longer interested in the contract proposal by the Americans. However, according to the Mexican culture, they are not as direct as Americans when it comes to answers or making decisions. It seems like a normal trend to be told, "We will get back to you.” In Mexican culture, keeping an individual waiting without giving a precise answer is a point of being polite and not wanting to offend as opposed to the American culture definite answers are given when needed. In my view, the Americans ought to have learnt the difference in time between the actual analysis of their proposal and avoiding to give define answer.
Question two
Negotiations represent a key aspect of business contracts. For this reason, negotiating parties need to have a clear understanding of the environment they are negotiating in. Negotiations ensure that parties build a lasting relationship with each other. For this reason, there must be adequate preparations. The best way to prepare for negotiations in Mexico would include learning the lingo. In this view, instead of hiring interpreters, the Americans would have tried to learn a little Spanish. Mexicans appreciate made in learning the lingo. 
Parties wishing to negotiate in Mexico need to visit the place more often before the actual negotiations to particularly build the key relationships needed. Similarly, visiting more often would also ensure that they are aware of some of the country's cultural idiosyncrasies and learn the adaptation mechanism. The parties should have spent much time in trying to learn the dynamics in communication. For instance, the American presented failed during his presentation for thinking the small talk was a disruption. They could have spent some time trying to understand what contexts might influence what is being said during negotiations. Understanding Mexican gestures and body language represents an important factor in negotiations. 
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