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Strategies to use to make positive outcome when negotiating a business deal between US and Mexico
A business deal between the US and Mexico can be regarded as an international one which has to deal with cross cultures and cross borders. Extremely, culture impacts how people communicate, think and behave. Besides, culture can influence the type of transactions made and the manner to negotiate. Differences experienced in culture especially between business executives- for instance, between US manager and Mexico manager can result in barriers that hinder or entirely impasse the negotiation process (Metcalf et al., 2006).
First, when negotiating for the business deal, we might interpret the negotiation purpose differently. For the deal makers between the cultures, the objectives of the negotiation would be engaging in the signed agreement. It is worth to have negotiation preliminaries, where both parties must seek an understanding of each other, which could be an essential basis of the business connection. 
Moreover, due to differences between culture and personality, business people must approach the deal to form basic attitudes. To attain a win-win negotiation, the deal process needs to be collaborative and focused on the problem-solving process. Besides, personal style relates to how negotiator engages each other, use of titles, interacts, and speak with the other person (Mintu-Wimsatt, 2005). Also, communication methods tend to be different among cultures. American culture value directness which is closely related to the Mexican culture. Hence, there are higher chances of getting definite and clear responses when negotiating for the venture deal. 
Besides, it is relevant to consider the form of agreement on when negotiating the business deal as to whether it is a deductive or inductive process. It is worth understanding negotiation styles, where Mexicans tend to value the inductive or bottom-up process and Americans are in favor of building-down approach when negotiating for a contract. 
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