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Introduction
The Saudi Arabian company chosen for this assignment is the Saudi Telecom company (STC). Saudi Telecom Company is a Saudi Arabia based telecommunication company that offers, mobile, landline, internet services and computer networks. The companies’ subscriber service of mobile is about 81% of the total Saudi Telecom subscribers who happens to contribute about 73% of the company’s total revenue. The company has expanded beyond the borders of its host country and has ventured into foreign markets such as Malaysia and Indonesia. The company lost its monopoly on mobile phone service after the assignment of a second license to Etihad Etisalat. However, it is important to understand that the STC is still popular in Saudi Arabia and also big by revenue (Zahrani, 2014).
The European company chosen for this assignment is Carrefour. Carrefour is a French multinational retailer that is located in Boulogne Billancourt, France. It is one of the largest hypermarkets in the world. The hypermarket has over 12,300 self service shops inclusive of 1,528 hypermarkets. The chain operates more than 30 countries in the Europe, America, Asia and Africa. In Saudi Arabia, Carrefour has 18 franchise operated hypermarkets and 7 of them are in capital Riyadh (Suiquist & Shi,2017).
An alliance between these two giant companies would reap significant benefits for both of them. I am looking at an alliance where STC and Carrefour would align by way of making the STC mobile money transfer service one of the means of payment for products purchased in the retail in all countries and regions where STC networks are available. For instance, when a customer shops at Carrefour, they can be able to pay via STC pay. The same way customers are able to pay for goods purchased in the store via American express and other credit cards, an alliance between Carrefour and STC would make the STC pay a means of payment in regions where Carrefour operates and STC networks and services are available. Considering the branches that Carrefour across continents, and most importantly more than 18 branches in STC’s very home, the alliance between the two companies would be powerful and of significant benefits to both.
It is imperative to understand that Carrefour has loyal customers. Considering the size of the retail chain, it is evident that it has millions of customers. On the other hand, STC being one of the oldest telecommunication companies, it customers are also in millions. By Carrefour having more that 18 functional franchised branches in Saudi Arabia, would make a very successful beginning of an alliance.  When STC users know that they could make their payments via STC pay to pay for the goods they purchase in Carrefour, they will consider using it.
Even outside Saudi Arabia, making the STC pay service available would attract a lot of attention to the network users who are also customers of Carrefour. Then the two companies would decide on what ratio they would divide the commissions obtained from each transaction. Generally, considering the size of both companies in terms of revenue and customers, it is evident that an alliance between them would earn significant revenue for both.
Challenges of forming global alliances
While forming an alliance with Carrefour would reap significant benefits, as a senior executive in STC, I expect to face a lot of challenges in making the alliance work in the best interests of both of the companies. To begin with, it is imperative to understand that STC and Carrefour are companies from two different parts of the world that have different working cultures, ethics and code of conducts. Therefore, an alliance between the two would mean adapting to each other’s working ethics and culture or alternatively, setting a whole new working standard that would only apply for the alliance. 
Another challenge that I might face as a senior executive of STC by forming an alliance with Carrefour would be in regard to compromise. This means that to reach an agreement with Carrefour management, we as the STC will have to relinquish some of our ideas and interests for the sake of the agreement. This also means that in the event we as the STC are unable to reach an agreement with Carrefour on certain issues, it would be advisable to proceed by consensus. Proceeding by consensus in this case refers to work on the issues that members can agree on and continue discussing or leave aside the points of disagreement.
The other challenge is delays. Reaching consensus can delay action. This is because the alliance members may need to build trust and also gain a common understanding of the issue and the strategy as well as getting used to working together. It might take time for STC and Carrefour to clarify roles and responsibilities (Cabral, & Pacheco-de-Almeida, 2018).
Transaction costs may also be another challenge that might face trying to put together an alliance between the STC and Carrefour. The transaction costs in this case are expenses related to coordination of the alliance. It can be expenses on securing meeting venues, providing meals and meeting supplies, travelling among other expenses. 
Use of descriptive decision making method to accomplish the alliance
As a senior executive at STC, I would consider using the descriptive decision making method. This decision making method is concerned with characterizing and explaining regularities in the choices that people are disposed to make. In this case, the choice that STC is disposed to make is forming an alliance with Carrefour. Therefore, it would be imperative to make sure that before we enter into an agreement, we have put our interests into consideration. The descriptive decision making method would help the STC secure its benefits in the alliance. The most important decisions would be in regard to how the commissions will be divided between the two companies, how and when the contract on our alliance will be renewed and proper understanding on the reasons why our contract would be terminated or not renewed.   
By so doing, both companies will be able to work within the set standard so as to safeguard or rather to keep the alliance working. Additionally, knowing what to do and what not to do to keep the alliance alive and beneficial to both companies is imperative.  In other words, making firm decisions regarding the standards of each company would important for both companies (Bazerman & Moore, 2017).
Decision making methods
Some of the decision making methods that I also feel would better ensure the alliance will be better against the completion include consensus style, consult style and vote style. In consensus method, it means that as the senior executive of STC, I hold talks with the executives of Carrefour until everyone honestly agrees to one decision regarding our alliance. I believe this method can produce great unity and high quality decisions. I also believe this method would help both companies stay ahead of their competitors especially with their already popular status. However, I also acknowledge that this method can be a horrible waste of time if misapplied. 
The consult style is also a good decision making method. In this case, I would consider consulting firms or companies that have had a similar alliance with other companies in the past. Then gather information regarding what it takes, the challenges I might face, which decisions to make and what to agree on and what not to. Then I would evaluate the information and link it on the nature of STC and that of Carrefour and settle on what I feel would work for the best interests of both companies. 
The other decision making method is voting. It might not be so much valid in our case because the decisions to be made are not really a group decision but two companies, although various executives from both companies will be involved. Therefore, if a situation calls for voting in order to decide on a given issue, then I would consider applying it (Janssen, van Der Voort & Wahyudi, (2017).
In conclusion, forming alliances mutually benefits the partners in access to resources. It enhances creativity and capital to achieve aims that might be outside the scope of a solo business. In other words, forming an alliance can help companies take on a larger market share and create security for themselves in the process. In the case of an alliance between Saudi Telecom Company and Carrefour, it would reap mutual benefits in terms of revenue and market share. However, it is imperative to understand that there are challenges involved and high stake decisions to be made. Therefore, prowess in decision making methods is required to facilitate a strong and lasting alliance. 
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