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INTRODUCTION

Corona Virus has affected the business as well as human life in very negative way. The   pandemic has damaged the GDP rate of the country that has severely affected the overall economic growth. Along with this, it has positively affected the online business and contributed   to earning large profit. The present report is based on Amazon that is an American   multinational   company that provide E- commerce services to the customer. Along with this, headquarter of an organization is located at Seattle and the founder of the company is Jeff Bozos (Amazon, 2021). Furthermore, the study will have discussed the Amazon culture, structure and behaviour that has influenced the sales of the company. Lastly, it will throw light on the various factor that has influenced the behaviour of an individual towards Amazon.

MAIN BODY

Presenting   Amazon structure and culture


Amazon is one of the largest E- commerce   company in the world   and pandemic has   contributed to increasing the overall sales of the firm in the competitive market.  For    enhancing the sales company’s organizational structure as well as culture has contributed   effectively. Along with this, the company follow vertical hierarchical approach with global functional based groups based on geographic divisions (Dydovskiy, 2020). However, this    structure has allowed the company to have a look about the control over the global operation.   Thus, it has allowed the firm to increase the market share as well as in maintaining the   market leader status. Furthermore, this structure has team such as senior executives that   directly report to the CEO that helps   in solving the problems, set the proper plan as well as shape the organizational culture. In addition to this, the senior team is consisted of head of each functional unit such as: human resources, finance, customer care, corporate affair and digital management team.


Due to functional unit organization has easily managed   the workflow in lock down   and   each department has their own   goals. As well as each functional unit work together in order to accomplish the main objective of company. In addition, to this, Amazon geographic division    are divided in 2 parts International and North America. In this structure, company has a group for each country that manage the operation of that particular area (Amazon, 2021). That helps the firm to identify the regulatory and logistical challenges (Mullins, 2016). Along with his, it allows Amazon to address   the issues    of each country in effective manner.  However, in coronavirus this    has allowed the firm to identify the needs and demands of customer as well as rules and regulation that are being set by the government in that particular region. This has influenced the total sales of the firm in effective way.


Along with this, Amazon follows the Two pizza rule that means meeting group should be limited such as tow pizza   can be feed to them. However, the goal of    organization   is efficiency and scalability, and the smaller team can easily   manage the resources of firm as well as   meet the aims of the project   in efficient manner (Sharma and Patil, 2021). The culture of   Amazon has   also played   important role in increasing the overall growth of the sales in   competitive market. The culture of organization is more focused about the   customer obsession.  Such as company produce and sale the commodities based on consumer needs.  Along with this, it has been major factor in increasing the sales because due to Coved- 19 there was shift in   purchasing power of customer. Such as most of them has decided to make use of online   marketing as well as payment that has helped the company in increasing the sales. 


 Along with his, Amazon has provided their customer with healthy products and services that has meet their needs that has increased the sales. Along with this, the culture of    company also consists of eagerness of event such as company is started their business in new field   such as   online   payment   and   prime show   that   has allowed the organisation to   cover   large   area   of market   and attract more and more customer (Arora, 2018).  Furthermore, firm has given their   employees with good working culture    so that    it can work more efficiently that has also contributed to increasing the sales in competitive market. Along with this, organization has also followed the safety norms that has set   by the   government   that    has attracted more and more customer. Moreover, the   company also provide   their   customer with prime offer that provide various discount, free and fast delivery that has been   major factor in influencing the overall sales.
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Figure 1Price Perception

Source: Amazon Uses Psychology to Drive Sales., 2021
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Amazon uses anchoring by showing the recommended retail price





Figure 2 Recommendation of price

Source: Amazon Uses Psychology to Drive Sales., 2021
Furthermore, Amazon has used psychology factors to increase the sales of goods such as understanding human behavioural patter likewise why and how consumers make decision.   Thus, it can make a big difference in marketing when products are sold online. However, understanding customer choice plays major role in   online retail. Such as Amazon has   perception about the price it focuses on the most popular brand product and sell it for lower price   as compared to competitor (Arora, 2018).  This   contributes to creating the   impression on customer that price of the products is lower than competition (Mullins, 2016). Along with this, the company has decided to make use of three price   option such as lower price, discount and offer as well as subscription price for the customer. Furthermore, the company has decided to make use of free prime trial that provide free shipping   to such   consumer as well as organization also conduct loyalty programmes in order to attract more customer (Patil and Sharma, 2021). That contributes to increasing the sales. Moreover, the scarcity about the shortage of a commodity to sell more. However, if customer knows that product is in scarcity then the value will increase more (Huczynski, and Buchanan, 2013). This strategy allows Amazon to attract more customer as well it gives information that helps on making purchasing decision.
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Figure 3 Scarcity

Source: Amazon Uses Psychology to Drive Sales., 2021
Presenting factors that influence individual of organisation 


As the amazon organisation is leading the market since many years in the country. At the difficult time of pandemic, the organisation is managed to acquire higher sales by the assistances of proper management within the organization. the covid19 pandemic play brutal role in the economy of the country. Due to pandemic the consumers and the members of the organisation highly affected but the organisation utilizes the various plans of action to face the issues (Conlon, 2020.). The manager of the organization identifies the needs and demands of the individual of the organization (Mullins, 2016). Every individual of the firm consists of different behaviour which influence them to join hands in achieving the organizational goals. With the assistance of the behavioural approach the organization utilized to archive the goal in covid19. Basically, it is approach which Is defined as a proper form of approach which can be used to determine the value, belief and skills or the requirement of the individual by interacting that same person. 


The organisation delivered various function to influence the individual to lead the market at the time of pandemic in order to satisfy the consumer as well as employees of the organization. The leader of the firm delivers job satisfaction to the employees of the organization in order to encourage the workers (Mullins, 2016). The company provide special bonus to the workers who were ready to pay the service in the critical situation. The bonus was one time as in the form of thank you for delivering the working potential at the time of pandemic. In the United Kingdom the amazon opened more than 1000 new job position therefore full-time as well as part-time as the consolation of the people and acquire the opportunity of deliver actuation.  For the health and safety of the asset that's the employees of the organisation the company invest huge amount in order to initiate the guidelines of the convid19 (Remesovschi, 2018).  The organisation purchased masks, sensitiser, gloves, thermometers and hand sanitizing equipment etc. for the working peoples working within the organisation. The employees of the organisation receiving the covid19 benefit from the beginning of the pandemic by Amazon group.  In order to motivate the employees, the organisation appreciate the workers and provide the quarantine facility.  So, workers of the firm are able to manage good health when the virus spreading all over the world with high ratio. Because of this job satisfaction the members of the organisation were ready to achieve the goal of the organisation which is to earn the profit with satisfaction. 


Along with the employees the organisation satisfies the customers, so they can scale-up the profit of the organisation. The organization extends the time period to return the product if the consumer willing to exchange the commodity which were bought earlier. In order to catch the attention of the consumer and district them from the current depressing situation of the covid19 the organisation provide free videos, music and many more. When other competati9ver company increased the price of the commodity at the time of crises the organisation forms smart strategy to provide fair to fulfil the requirement of the consumers. Because of this plan of action, the consumer makes buying decision in the favour of the brand.  The organization work on all the safety measure announced by the governing government of the nation.  For example, the firm clear the floor on the regular base and sanitize the product on the regular bases and asked the employees to sanitize themselves.  The domestic staff of the brand enhance the cleansing on amazon physical outlet available for the consumers (Abubakar, et.al 2019). 


The amazon provides doorstep delivery without any contact with the consumer in order to provide safety to the buyers. Because of this action the consumer ready to purchase the product from the organisation as the firm deliver transparency.  The organization modifies the timing of the grocery stores to stop the spread of unbeatable or undefeatable coronavirus. The organisation improves the quality of job performance for the comfort of the working people working within the firm.  The leader of the firm provides moral support to each and every individual of the organisation. The manager of the organisation communicates with the employees with the utilization of technology in order to resolve the personnel as well as professional by which the employees develop the feelings of being enthusiastic for the work. Further it gives assistance in increasing the workflow in the effective and efficient time period (Fuchs, 2021). The responsible person of the organisation involves the workers in the formulation of important decision to identify what they  


The organisation provides various discount offer on every product of the company along with reduce the delivery or service which attract the customers of the organisation. At the time of covid19 the organization utilize the technology or social media platforms like Facebook, Instagram, Pinterest etc. to form the good relationship with the clients. In order to attract the attention of the consumer the organisation provide precaution guidelines through posting the content on social media as well as advertisement (Mooney, 2021).

CONCLUSION


From the above report it will be concluded that the organisation performs well at the time difficult situation and mange to lead the market with various forms of strategy. The organisation contributes effectively and efficiently and get success to satisfy the consumers as well as capable to earn the highest profit then other organisation. Furthermore, the report highlights the determined behaviour of individual of the organisation which influence the workers or the consumer to face the crises together. Due to all the facilities and function delivered by the organisation the company is mange to perform better and earn huge amount of surplus and lead the market of UK in a perfect manner (Dinesh and MuniRaju, 2021).
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