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What could have the American company done differently to prepare Patty Sutton with the meeting?
All good negotiation plans are premised on sound strategy, and it is geared towards being integrated into a company's tactics to meet new challenges. With that having being said, it was good to have Sutton from the Jewelry US-based company plan for the negation while employing the best skills in order to entice the Dubai-based Jewelry firm agreeing to her proposal. From the case study, it can be said that there were communications between the two firms; however, it seems the two sides did not understand what they were doing. The misunderstanding is what could be attributed to the failure of striking a business collaboration deal between the two companies. Before holding the meeting that was held in Dubai, the two sides of the negotiation teams could have certainly understood their goals or objectives clearly. Sutton could have learned more about the company based in Dubai and also enquired prior to being briefed on what exactly the company was looking for in the negotiations so that she could get prepared adequately. From the case study, it can be noted that the negotiators of the Dubai-based company had no intention of even opening the contract that was handed over to them.
Another thing that was not adequately addressed by the US-based company negotiation team is that they did not understand the goals of the Dubai-based company. The misunderstanding could be supported by the fact that the negotiators of the Dubai-based company tabled issues concerning general business. Whenever business negotiations are held, they do so for a reason. The reasons are what gives either side a basis and underlying foundation to the position that the teams will clinch to. The reasons also act as the driving force behind the negotiation strategies that either side employs during the negotiation session. Before getting into the negotiation room, Sutton could have known and understood the goals and objectives so that she could have a better opportunity to explore different creative solutions. These solutions are what could have shown the two sides how the two companies are going to have a mutual benefit in case of entering into a contract.
Sutton and her comrades did not identify issues that could arise in during the negotiation session. It is essential for a company to explore all issues that could arise during negotiations so that they could get prepared to address them. It is also essential to be flexible in case you do not fully understand what could be entailed in the negotiation. From the case study, it can be asserted that Sutton discussed what was written in the contract despite their counterparts talking about general business issues. She could have altered her talk concerning the business talks and look at the partnership from their perspective.  Through the alteration of the perspective in relation to the business position of her counterparts, she could have better addressed their issues and thus striking a business deal. 
What negotiation skills would you have applied to this situation for a favorable outcome?
Value-creating Skills
I will apply value-creating skills to create a favorable outcome in this situation. I believe in a win-win mindset because it leads to better results during negotiations. Thus, in this case, I would add issues to the discussion so that I can create value that will lead to reaching for a great deal at the end of the negotiation session. For instance, in this case of collaboration in doing business, in addition to talking about price and valuation, I would also talk about long-term strategic plans and personnel issues. It is after having talked about the latter issues that I would explore tradeoffs based on what the other party members prefer (Walton & MacKersie, 2000). I would also talk about things that promise value-creation through asking many questions so that I can get a chance to learn what matters to the other side and share more about my interests and priorities. 
Value-claiming Skills
I would also employ the value-claiming skills so that I can work towards the creation of a favorable outcome. To have effective value-claiming efficiently, I should base it via the analysis of what I want out of the negotiations and also what the other party involved in the talks wants.  Thus, I will consider taking some time to consider the best alternative to a negotiated agreement- what I will do in case the negotiations do not result to the goals that I had earlier had in mind (Walton et al., 2000). I will also consider looking into the best alternative to a negotiated agreement that the counterparts in the discussions might be as well. It is possible for my negotiation team and i to effectively claim value by first presenting an ambitious offer, however I will need to have a solid sense of the bargaining area. This will result in reaching out for a business deal that will lead to favorable outcomes anchored on my side.
Persuasion Skills
I would employ the persuasion skills so that the negotiation results in favorable terms. During the negotiation, it is important to present proposals that will influence my counterparts at least as much as what those proposals entail. I would frame the information concerning the contract in such a way that the counterparts visualize on the promises contained in the offer in a real situation (Walton et al., 2000). In order to cement the visualization, I would ensure that the results that the counterparts visualize in the contract are enticing so that I can win them.
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