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Introduction 
Amazon is one of the renowned Multinational companies which has been established under the leadership of Jeff Bezos in 1994 and situated in Washington, united states. The company is dealing with multi-discipline sectors like e-commerce, cloud computing and digital streaming.  Through its commitment and renowned services, Amazon is the world’s best business (forbes.com, 2021).  Amazon is also one of the few companies that are providing necessary skills to entry-level employees so that they perform well and excel in their careers. Through this training and development program, even though during the covid-19 pandemic the company has gained quite significant growth of 44% (nytimes.com, 2021). In this report, we will see the strong relationship and cultural behaviour that has influenced Amazon to achieve 220% profit. Along with this, the different elements that drove individuals’ behaviour at Amazon in order for them to achieve such massive sales and profits will be discussed in this paper.


[bookmark: _Toc91082747]Influence of Amazon structure on sales
Amazon is the biggest global eCommerce corporation, with over a million inhabitants scattered across a variety of various nations. A method centred on the vertical hierarchy is used by Amazon, with worldwide, mechanism groupings and regional divisions as part of its organizational structure. Just because of that, the firm has strong top-down command over its worldwide operations, which allows it to expand market share while maintaining its market dominance position. This helps Amazon to increase sales and remain competitive in the market. The objective here is productivity and extensibility. A 'two pizza rule' was also enacted, which specifies that discussions should be conducted in groups of small size so that everyone can be nourished on two pizzas (theguardian.com, 2018). As a result, the company is very flexible to any market changes that may be required, such as Brexit. The results of a recent Gallup survey revealed that enterprises in the United States with less than 10 workers had 42% motivation in the workplace, while the overall level of commitment is quite good which helps the company to succeed and boost its sales revenue quite efficiently (economictimes.com, 2020). 
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Figure:1 shows Sales of product
(Source: sell.amazon.com, 2021)
The United Kingdom is one of the most important eCommerce nations in Europe. Due to the general significant need for speedy delivery among German buyers, as well as the fact that the United Kingdom is an English-speaking nation, Germany and the United Kingdom are excellent places to launch your European company. Apart from that, Germany's geographic position makes it an excellent distribution centre that allows them to sell throughout Europe. Also, with the cost-effective strategy helps Amazon to increase its revenue along with the ease of flexibility (sell.amazon.com, 2021).


[bookmark: _Toc91082748]Influence of Amazon Culture on sales:
Amazon has a very smooth culture and gives everyone equal respect irrespective of which culture employees belong to. This healthy environment brings diversification to the organization which not only gives the company strong morale to go ahead but also gives employees motivation to feel safe and secure (aboutamazon.co.uk, 2021). Also, the company is promoting women participants in the technology sectors to flourish their careers in a fine way. App topics by Amazon include stress management and mental wellbeing, assisting teens in discussing their orientation, promoting the usage of recyclable items, and preparing ahead to fulfil school assignments. This sound culture in the Amazon helps to promote the open culture inside the organization in which everyone is given the freedom to speak openly and share their thoughts which helps the organization to increase its sales. 
Amazon is always working to simplify its operations and remove faults, and they encourage all of our workers to be creative in order to reach this goal. Clients benefit from improved customer service, including quicker delivery and cheaper expenses, which allow Amazon to charge lower pricing for its products. In order to make work operations simpler and more productive, Amazon employs systematic approaches, which include the "Kaizen" programme, which is taken from the Japanese expression that means "change for the better." Through the Kaizen initiative, Amazon ensures that all employees working in different arenas may discover opportunities for improvement by working in small groups. This gives them the chance to impact their workplace culture and simplify operations, which benefits everyone (aboutamazon.co.uk, 2021). These continuous improvement helps the company to increase their sales and revenue without hampering the environment. Also, Amazon has powered its electric fleets in clean energy and it’s quite dedicated to running its business of 100% renewable sources by 2025. 


[bookmark: _Toc91082749]Influence of Amazon behaviour on Sales
Amazon is one of the few companies that always maintain a sound relationship with its customers (Berg and Knights, 2021). They understand the behaviour of the customers in a very effective way and always come up with new ideas that help clients to enjoy their services with full flexibility. This helps them to grow their sales by continuously understanding the needs of their valuable customers. The various technologies like AWS company are using help them to maintain the record of the preferences of the customers which also helps the company to judge the likeness and unlikeness of the customers. During the covid-19 pandemic, the company has organized various campaigns for the vaccination to keep its employees safe. If any employee is ill, they are required to remain at their desks. The company will provide 2 weeks of extra employee benefits off to any Amazon workers who are confirmed with COVID-19 or put in isolation so they may focus on getting well rather than on missing work. Various practices like temperature screening and hand sanitisers stations have been employed by Amazon for their delivery boys to ensure that their health will remain fine (aboutamazon.com, 2020).  This way Amazon not only keeps its sales growth while also maintaining the protocols that have been set by the government and the authority. To help their partners, amazon has also raised the fund of 25$ million for their real superheroes who are providing daily delivery services to the customers. The various facilities like oxygen, BiPAP assistance have also been given by amazon to various countries to help covid-19 patients.		  


[bookmark: _Toc91082750]Behavioural Approaches:
To stick with the organization goals and vision, and flexibility provided by Amazon to their employees is quite great enough to maintain the discipline in the organization. This discipline and hard work by the employees towards the companies ambition help them to soar its growth and maintain the profits in the long run. Certain approaches and theories organizations like Amazon uses to maintain the decorum of the company so that each employee will perform amazingly without any hurdle. Some of the approaches that organizations use are described below. 
Heuristic Approach
These are sort of certain ways that an organization uses to make its complex decisions quickly in a certain manner so that they will help the organization to get rid of the hurdle (Chouhan and Banda, 2018).  On a regular schedule, a person is confronted with hundreds of choices that must be made in today's world. Heuristics are used to help individuals make judgments in certain situations. They make it simpler to address problems by relying on simplified worldviews. Amazon outperformed expectations in terms of its capacity to automate heuristics in the operation of its suggestion system, according to the company. The higher authority of the organization like Amazon uses the approach not only to make decisions seamlessly but also helps to maintain the state of employees so that they will not feel overloaded and work effectively. This approach also helps in avoiding the uncertainties by knowing the past experiences and gives us the way to choose the new and smart scenarios that help us to survive in the market in an effective way. Amazon uses heuristics in a number of ways, many of which are quite effective (uxplanet.org, 2019). Once it comes to buying choices, the concept of "social proof" reflects the phenomena of individuals opting to identify themselves with the majority of other people. Purchasing a product that is perceived to be satisfying by the population of individuals is a reasonable decision. A heuristic is a notion that is used by Amazon in its system of suggestions, which are offered to customers in a variety of circumstances.
Every consumer has the opportunity to swiftly explore several options before making purchases based on the rankings posted by other users and how an item appears on the website. A client may swiftly assess the value of a service based on how it has been received by other individuals, and then determine whether the item's qualities are appropriate for their needs. Purchasing items in this area may also be done on the basis of a heuristic idea of "quick and cheap." For example, Amazon prime features from amazon to watch random movies of any category. This Heuristic Approach gives flexibility to the clients to watch any kind of movie or series. It will engage their customers to buy their subscription and ultimately help them to grow their customer base as well as sales revenue. 
Theory of operant conditioning and Cognitive Strategies Approach
Behavioural training based on operant conditioning is concerned with the acquisition of new behaviours via the application of rewards or punishments. Once it comes to business operations, corporations often use positive reinforcement to increase the level of happiness that consumers have with their purchases (Garga et al., 2019). Through the use of incentives and loyalty programmes, businesses are able to instil cognitive strategies in their clients. Providing customers with extra benefits with each transaction increases the likelihood that they will return to the shop.
In its cashback programmes, Amazon largely employs cognitive strategies, which is accomplished via the usage of Amazon-sponsored credit cards. A single kind of credit card may allow clients to save a particular amount of money on various Amazon products while using that particular credit card. However, their usage of site-exclusive sales may also be viewed as a special case of behaviour modification due to the fact that they are only available on the site. As these discounts offer rates that are frequently lower than those offered by other retailers, buyers are encouraged to make their purchases only via the Amazon website (amazon.com, 2021). This helps Amazon to increase the revenue of sales growth in a tremendous way. Continuous feedback has also been addressed by amazon for its continuous improvement and makes sure that they are handling customers demand very effectively. It not only helps them to grow at a fast pace but also helps them to maintain loyalty among the customers.  


[bookmark: _Toc91082751]Conclusion 
From the above study, it has been concluded that Amazon has a very smooth cultural environment in the organization which helps them to be at the top. Employee engagement and their dedication towards the company help them to excel fast in the competitive environment. Even during the difficult circumstances of the Covid-19 pandemic, the company owes a benefit of 220%. The organized structure of Amazon has also been discussed in the context of the report. Along with that we have seen the influence of culture and behaviour that amazon has employed during the pandemic times which helps them to maintain the mammoth hike in sales. At the end of the report. As we have seen certain behavioural theories that not only help us to know the structure of the organization but also help us in knowing strategies that Amazon uses to attract its customers and increase its revenue in an effective way. 
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