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Introduction

Modern workplace is the outcome of the long process of evolution in the workplace in an organizational context. The modern workplace is influenced by various factors like organizational structure, culture and behavior. This context has been studied in this report. This report is an analysis of the organizational structure, culture and behavior of Amazon that has greatly facilitated the business success of this largest ecommerce platform. In this section the report provides the background of the company, impact of organizational structure, the organizational culture and behavior of Amazon. Further this report provides the behavioral approach in influencing consumer behavior. In this section the behavioral approach has been studied along with the factors that greatly influence the same. Finally, an individual behavior increasing sales and profit of Amazon is analyzed.
[bookmark: _3cxiqm4u4wc][bookmark: _Toc89442443][bookmark: _sm96wbmvk6tk][bookmark: _Toc89442444]
“Amazon’s structure, cultures, and behaviors influencing them to achieve 44% additional sales and 220% profit in the first quarter of 2021?”

Amazon’s overview
Amazon is World’s leading multinational technology company based in America that focuses on business that consists ecommerce, cloud computing, artificial intelligence and digital streaming. The recent pandemic hit has been very beneficial for Amazon as their organizational structure, culture and behavior were very favorable for the ecommerce platform for business. The organizational structure has greatly driven the sales in the ecommerce platform of Amazon (Florido-Benítez, 2021).
Concept of organizational structure
Organizational structure concerns the set of framework that has been designed by the management in an organization in order to maintain the workflow throughout the organization. This organizational structure is organized by a firm in order to attain their business goals and objectives (Farah and Ramadan, 2020). The organizational structure in the modern workplace is vulnerable to changes and these changes are greatly influenced by the trend and purchasing behavior of the consumers. The organizational structure is significant in enhancing the employee morale and boosting their expertise in their respective field. Thus organizational structure can also be regarded as the backbone of a firm’s growth and success.
Concept of organizational culture and behavior
Organizational culture is a collaborative expectation, practice and values that are significant for effective communication among the workforces of an organization. A great organizational culture reflects a positive brand image of an organization and paces the efficiency and productivity of a company. 
While organizational behavior regards the perception and attitude of an employee towards their employer. It is greatly associated with the emotional and behavioral attitude of an employee within an organizational structure, team and systems of an organization. This organizational behavior greatly shapes the mission, vision and long term goals and objectives of an organization.
Current organizational structure at Amazon and its important role
There are basically two approaches of organizational structure currently operational in Amazon, vertical and hierarchical top down structure. The vertical structure consists of rigid elements like CEO Jeff Bezos and under him operates Senior Vice President and other board of directors. The key organizational structure of Amazon consists of the three functional aspects, and they are divided into global function based groups, global hierarchy and geographic division.
The Global hierarchy is concerned with performing the executive functions across its entire global headquarters in order to monitor their productivity and any issues encountered (Smith, 2021). They are observed to facilitate managerial control over Amazon's entire area of operation currently operating in all of its global subsidiaries.
The global function based group of Amazon is the key characteristic of the organizational structure of Amazon that focuses on accelerating the utilization of the ecommerce platform for the business. This department of Amazon consists of key personnel from functional departments like executive body, finance, HR, Legal secretariat etc.
[bookmark: _6ja593s5xq09][bookmark: _Toc89442445]Geographic Division is a part of Amazon’s organizational structure that is accountable to foster effective communication and establish appropriate coordination among regions of operation of business. They are responsible to address issues and challenges in each of the geographic regions.

Impact of Amazon’s organizational structure on its culture and behavior
The three structured organizational structure of Amazon has greatly influenced its organizational culture and behavior (Jana et al., 2021). This is mainly because the employees feel that they have been greatly supported by the management as the effective communications are established. The effective communication enables employees and employers to share their feedback and interest and the execution of such preferences motivates employee morale. This will greatly enhance the employee encouragement in their job role in the ecommerce platform. The support from the management will facilitate development of creative and innovative expertise within their employees. The organizational structure of Amazon greatly shapes the culture and behavior because with such an organizational structure of Amazon the e-commerce and economic issues in varying geographical zones can be separately monitored. Due to this the issues encountered in different zones cannot interfere or impact other zones and the issues can be appropriately analyzed and resolved (Mitríková et al., 2021).
[bookmark: _efmycboc2pse][bookmark: _Toc89442446]Nevertheless, it can also negatively impact the organizational behavior and culture because the responsiveness and flexibility are limited in this structure. This is because of the domination of global hierarchy and global function based groups over the entire Amazons’ area of operation. This obstructs the ease and frequent communication on the concerned issue and does affect the organizational culture and behavior.

Case study analysis of amazon’s high sales amidst the pandemic
The recent COVID-19 pandemic situation has not only affected the life of various people around the world, but it has also damaged various businesses across the world (Cihon et al., 2021). The retail sector was the most vulnerable to this effect as it included the physical in store purchase and it was totally forbidden during the pandemic. Amazon was the only retail organization that could make the best of their capacity to deal with the situation. The ecommerce platform of Amazon has greatly driven sales throughout the pandemic. The pandemic situation has caused a great shift of consumers to the ecommerce platform during which Amazon has experienced a massive sales report of 208.5 billion within the first three quarters of a year. Further, the official announcement of Amazon also revealed that they had experienced a profit of 8.1 billion dollars by April 2021. This was a massive increase of 220% compared to the same period in 2020. This massive success was greatly shaped due to the effective contribution of their organizational structure on the ecommerce platform that facilitated such improvement of sales.
[bookmark: _2tgc1k3iqvel][bookmark: _Toc89442447]Concerning the ecommerce platform in the retail sector, Amazon has been found to be the second largest employment provider during the pandemic situation (Watanabe et al., 2021). It is also the fifth largest employer during the pandemic situation over various other sectors. This company employed more than 175,000 new employees and delivery workers within March and mid-April. The organization in the three months between April to June 2020 added 36,400 employees which has significantly increased the count to 876,800. This was a significant increase of employees by 34% compared to the previous year. This increase in the workforce in the ecommerce platform of Amazon has greatly shaped their structure and that has resulted in the increase of 200% of their sales. The inclusion of such massive employees for delivery services of the Amazon products has reported the sale of 108.5 billion dollar for the first three months. This was a significant improvement of 44% increase compared to previous year 2019. In the same year Amazon reported to have a profit of 8.1 billion dollars which comprises 220% of the same period in the year 2019.
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What is a behavioral approach?
[bookmark: _u01djwmh64ir][bookmark: _Toc89442449]The Behavioral approach of management is a classic strategy for management that believes that the psychological and professional behavior of an individual is greatly influenced by their environmental influences. This approach states that all behavior of an individual is learned through the interaction with the environment and the society, and it is a response for the environmental stimulus. This approach is significantly associated with employee motivation and the management is responsible for monitoring and facilitating the employee morale in order to drive their effectiveness and productivity. The outcome of application of this approach relies on a healthy work environment, growth opportunities and trust based relationship among the workforce (Cortner et al., 2019).

Factors influencing individual behavior at Amazon 
Factor influencing the individual behavior at Amazon are:
Cultural Factor: the purchasing behavior is greatly shaped by the cultural values and ethics that are deeply rooted within the consumers mind. There are three major aspects of Cultural influence that affects the business of Amazon (Strickland and Stoops, 2019). The three aspects are the culture, culture and social class. They follow a similar trend of their purchasing practices and thus compose a segment customer base for ecommerce business during pandemic situations.
Social Factor: Crucial social factors like family, role and status and references are very significant in shaping the consumer behavior of Amazon (Moros et al., 2019). The individuals and consumers who are encompassed in these groups are closely interlinked with each other and share their experience with Amazon. Positive feedback can significantly benefit Amazon’s brand image and sales. While negative feedback can greatly damage the business potential and opportunities of Amazon among these people.
Personal Factor: Various personal factors like personality, lifestyle, economic situation, and age acts as a potential factor for influencing buying behavior of Amazon’s consumers (MacDonald and Mordecai, 2019). This is mainly because these factors are flexible in nature and change can inevitably affect the perception of the individual regarding the product or the brand. The vulnerability of the changing dynamics can greatly affect the individual behavior towards Amazon.
[bookmark: _kwseur2c3u4h][bookmark: _Toc89442450]Psychological Factor: This psychological factor consists of perception, beliefs and attitude and motivation which shape the individual thoughts and beliefs (Keith et al., 2017). These psychological factors are greatly influential in the context of the purchasing nature of the consumer because not all the perceptions and capacities are same. The perspectives of each individual are different to those of others thus the sales of the Amazon greatly rely on the individual interest and necessities. The necessities of different consumers cannot be generalized and an appropriate strategy for the success of an ecommerce platform cannot be established.

Individual behavior increasing sales and profits of Amazon
Individual behavior has always affected the strategy and process of an organization. Amazon has also experienced a huge change in the sales revenue due to change in the consumer behavior. The company has successfully managed to increase their sales and profits by successfully analyzing their consumers’ behavior that are explained below.
Amazon has successfully analyzed the customer expectation and normalized the policy of free and fast delivery during the pandemic situation (Wang et al., 2013). Their strategy of changing the time effective policy of effective costs and time are framed as per the customer expectation of customized shopping experience. Moreover, the company was able to successfully understand the consumers signal for the demand of easy access to the products range provided by Amazon. Amazon has strategically enhanced the individual shopping experience through the development of their own search engine. Amazon.com is their official website where consumers can choose a range of products that they desire to purchase. This was very influential especially during the pandemic where the free movement of the people was restricted due to COVID Protocol.
The consumer behavior of Amazon has been greatly influenced due to the strategy of the company to redefine their idea of channel and brand influence. During the pandemic the company has successfully fostered their brand trust among consumers by carrying their ecommerce business keeping the COVID protocol in consideration. The feeling of trust among consumers has gradually and greatly driven the sales of the company in the due course. 
[bookmark: _arvyagqesihx]The powerful brand image of the company has been greatly influential in shaping the consumers perception towards the company. Their behavior has been significantly influenced by its huge global exposure (Cavallo, 2018). As per the report of CNN story 2020 the private sales label is expected to reach 25 billion dollars by 2022. There are various practical examples where the brand image has significantly shaped the consumer behavior in Amazon. In 2009 Amazon launched a new product under their label Amazon Basics, significantly within 3 years they started selling their batteries through their online sites. As of now this level of batteries has a total of 31% market share in comparison to other brands of batteries that are sold online. To be more specific Duracell, a popular battery brand claims to have 21% of market share in the respective field.
[bookmark: _jonxj3k4pajt][bookmark: _Toc89442451]
Conclusion:

Organizational structure is correlated to organizational culture and behavior which are crucial for driving sales and business growth of a firm. This report has analyzed Amazon's structure, culture and behavior. This section has successfully examined the impact of Amazon's organizational structure on its culture behavior where case study analysis of Amazon is provided. This report has also successfully analyzed the behavioral approach of management influencing the consumer behavior of Amazon. Further the factors influencing the consumer purchasing behavior has been analyzed. Finally, the significance of the individual behavior in increasing the sales and profit of Amazon has been studied in this report.
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