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Amazon is the largest online retailer in the world. They have profited hugely in the first quarter of 2021. Their business is all over the world and still expanding. The Covid-19 pandemic has impacted every sector in the world. Most of the industries are struggling to continue their business. But Amazon managed to make 44% additional sales and 220% profit just after the pandemic. This report has focused on the organizational structure and culture of Amazon. For that reason, the structure, cultures, and behaviours of the company have been elaborated in this report. How these factors influenced the company’s success is explained with pieces of evidence. After that, the behavioural approaches of the company are described with other factors. The social factor, cultural factor, personal factors, and psychological factors are elaborated in this report. Also, how these factors impacted the company’s growth is illuminated with shreds of evidence. 
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The influence of culture, structures and behaviours on Amazon’s additional sales and profits
The world’s largest online retailer is Amazon. They have profited 220% in the first quarter of 2021. They have also achieved 44% additional sales in that quarter. Their growth is extraordinary and now they are the second-largest retailer globally. The experience and service of their online website is the main reason for their huge success. Amazon is one of the few companies which profited hugely during the pandemic. The people could not go to the stores and were forced to order online the necessary items from their house. 
But they did not profit only for this reason. The company’s structure, cultures and behaviours have influenced the company greatly to achieve this level of success.
Structural influence: The organisational structure of their company plays an important role in their success. This structure allows top-down control which is extended over the global operation. Amazon works in various business areas. The company needs to keep a structure for the continuously expanding business. Amazon maintains a hierarchical structure like most of the other big multinational companies (Pisal, 2021). 
The hierarchy means authority’s clear line in the global system. This largely impacted the company’s operation. 
The company’s executive chairperson Jeff Bezos is at the top of the company, and he has the control over company’s managers and executives. He gives directions for each of the sectors which influence every office of the company in the world. The company has multiple divisions, services, and product lines. This structure allows full managerial control over the company. Amazon is a global group that is function-based. This is based on global groups. Every important business function has its group. These groups are headed by a manager who is executive level like SVP or CEO.
Amazon can successfully and efficiently keep their operations throughout the whole organization. Amazon can build operations in emerging and new markets with this structure. This structure also comprises geographical divisions. Amazon bases their groups in geographic location which is physical and related business objectives. Amazon.com Inc. uses these divisions to create easier management of the e-commerce business. This structure is stable, and it influences the success of the company. 
Amazon has an innovative strategy for their success which is the two-pizza rule. There are a limited number of employees in every team which is assigned for projects.  
The employees can be fed with only two pizzas. This means the team’s size should be between 8 or 9 people. This strategy let the meetings be effective. The members of the teams feel free and more engaged with their ideas. They need to communicate with a few people only. So, they can make fast decisions. Only one team works on a particular project, and this saves their time. The team members share their innovative ideas freely in a compact team. The members never feel their ideas are getting lost or suppressed. 
Cultural influence: Amazon organizes their meetings differently. Every idea and opinion to make a business decision are documented. These documents are within six pages. These documents create great clarity. The employees read the documents for a minimum of 30 minutes. After each page, they evaluate them and draw out the points. They do not forget their queries in this way. The employees can take time to strengthen their claims. The company uses tenets to make decisions to encourage the employees (Anker, 2021). Every team gets five tenets. The charter describes the tenets and their impact on the approach and ideas. The team members can trade-off with the help of the tenets. When a conflict in value is created these tents help them. In this way, they do not need to seek permission from the managers. Amazon let their employees think out of the traditional way. They are encouraged to provide answers. The problems do not hang around in the company. The employees are always motivated to develop new ideas to solve any problems. 
Amazon always maintains a startup culture. They keep the energy like most startups. They constantly pursue and drive for excellence. Amazon is already one of the most popular brands in the world. But their employees’ works hard as they are trying to establish a brand. They give their efforts as they gave at the beginning. Amazon work culture is noteworthy consistency. Amazon’s priority is customer satisfaction. 
The company monitors the desires and trends of consumers which changes rapidly. In this way, the company gains the customer’s loyalty and trust. Amazon’s work culture is the core of innovation and productivity. They keep their teams small. The members get full accountability and responsibility in this way. Tenets help the employees to take effective decisions which can impact the company positively. They can solve problems without asking the higher authority. The solutions and the ideas cannot get misinterpreted because they are all documented. This clarity is another successful work culture. Every employee has the same information and there is no place for confusion. 
Behavioural influence: Organizational behaviour is very important to create an efficient culture in the company. This is a way of success for the employees. A formation of habit is a firm culture. It can alter into corporate behaviour. The employee’s behaviour represented the managers and top leaders of a company.  Amazon’s huge success is influenced by their corporate behaviour which is power distance. The junior employees of the company cannot reach the CEO. The managers have full power over their employees (Tritt and Teschner, 2019). The employees do not take direct decisions. Amazon has hierarchies of power. But they still gave their employees autonomy. The employees feel an ownership to the company in this way. Amazon only hires versatile and highly talented employees. Amazon offers these employees to buy stock of the company instead of giving cash as compensation. This motivates the employee’s loyalty. The employees get a sense of ownership in this way. The culture of the organization is very stressful. But the employees think it is necessary to continue their hard work. They commit to seeing the company’s growth. This process influences the employee’s behaviour greatly. This motivates the employees to work harder because they have a stake in the company. 
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As opined by Bussalleu et al (2021), the behavioural approach in simple terms refers to the keys to recognizing the development which is observable and has an external stimulus in the environment.
The influences individual behaviour at Amazon towards their huge profit and sales are as follows-
Cultural factors - Cultural factors play a prime role in influencing individual behaviour at Amazon towards their huge profit and sales even in a pandemic situation. Cultural factors also play a vital role in product popularity (Bussalleu et al., 2021). The Amazon company disburse a lot of money and therefore tries to influence the favored opinion because the company’s Amazon knows how crucial and important also how influential cultural factors could be in the sales and profit of the company (Yu et al., 2019). 
The cultural factors have very dependently influenced individual behaviour during the pandemic situation (Chandra and Chen, 2019). The pieces of evidence of the cultural factors are the fashion trends which almost degraded as no one was supposed to come out of their house as the government had declared a full lockdown over the entire nation and whole world (Chandra and Chen, 2019). The lifestyle of the people was also affected due to the pandemic situation and the individual behaviours at the Amazon towards the huge mammoth of profit and the sales of the company. 
Social factors - The social factors frolic with a major role in influencing individual behaviour at Amazon towards their huge profit and sales even in a pandemic situation during the novel coronavirus (Sadq, Sabir and Saeed, 2018). The social factors in Amazon success are also impacted a lot as when the whole world was suffering from covid 19 and the pandemic situation the company Amazon was also suffered a lot and therefore the individual behaviour at Amazon towards their huge profit and sales were affected (Chandra and Chen, 2019). 
The shreds of evidence of the social factors that influence the individual behaviour at Amazon towards their huge profit and sales are the advertising preferences, buying habits of the consumers, the expectation of the customer or consumer service and many more. 
Personal factors - Along with the social factors and the cultural factors, personal factors also influenced the individual behaviour at Amazon towards their huge profit and sales. As the tastes changes rapidly the behaviour of the individual is also variable and unstable (Delfanti, 2021). The personality, lifestyle, the class of economy hugely influence the individual behaviour. As the major outbreak in the whole world due to covid 19 and for the pandemic situation the company Amazon had to agonize a lot as with the different category of the personal behaviours and the personal factors (Delfanti, 2021). 
The behaviour of the individual can be very much different from the other individual and thus this also influenced the dividual behaviour at Amazon towards their huge profit and sales. The shreds of evidence that have influenced the individual behaviour at Amazon towards their huge profit and sales are the economic condition of the human being which have deteriorated due to the covid 19 and the pandemic situation (Bussalleu et al., 2021). The occupation which is majorly played as a role of the individual has also influenced as many people have lost their jobs and business due to the pandemic situation when the whole globe was suffering from the novel coronavirus. 
Psychological factors - The psychological factors also influenced the individual behaviour at Amazon towards their huge profit and sales (Delfanti, 2021). 
The prime four psychological factors are perception, motivation, belief or attitude system and learning. Motivation talks out with the inner needs of the customers. Motivation is a strong weapon on the individual behaviour of the Amazon company (Sadq, Sabir and Saeed, 2018). Therefore, these motivation factors also degraded the company during the covid 19, and the pandemic situation and the success of the company Amazon decreased a lot. 
A clean way to target the consumer recognize the globe or therefore learns about the goods or product whether individually or by online mode also influence the behaviour of Amazon towards their huge profit and sales (Chandra and Chen, 2019). 
Moreover, the attitude system or the belief system also influence the behaviour of Amazon towards their huge profit and sales for example some of the audience learn things visually. The professional images and pictures of the services or the product can transmit or communicate hundreds of words in any case of the attitude or the belief system (Sadq, Sabir and Saeed, 2018). 
The shreds of evidence that has influenced the individual behaviour at Amazon towards their huge profit and sales in the psychological factors is that the human psychological with this covid 19 and the pandemic situation has changed a lot and they are not in a mood to buy or purchase things and which in return influenced and impacted the company Amazon towards their huge profit and sales. 
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   The entire report, therefore, concludes with the company Amazon success in the pandemic situation regarding the covid 19. The report also terminates and summarizes the detail of the Amazon structure, the culture of Amazon. 
Along with this the report also concludes with the behaviour of the company Amazon which has influenced them to achieve the 44 per cent additional sales and 220 per cent profit in the first quarter of the year 2021 when the world was suffering from the outbreak of covid 19 and the pandemic situation. Shreds of evidence are also provided in this context. The behavioural approach is also concluded with various other factors along with the shreds of evidence that have influenced the behaviour of Amazon towards their huge profit and sales. The four-factor that is social factor, cultural factors, personal factors, and psychological factors are well addressed in terms of the individual behaviour of Amazon towards their huge profit and sales is concluded in detail. 
   Moreover, pieces of evidence are also provided in the aspect of the covid 19 and the pandemic situation of the company Amazon. 
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