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Global pandemic Covid-19 has affected and changed the entire lives of human beings. According to various surveys, most of the business firms around 95% were negatively affected because of the imposition of lockdown from March 2020 onwards up to August 2020 the business remained the same as disrupted and some of them stopped their operations. During this devastating situation, Amazon which is one of the largest and leading online marketplace across the world founded by Jeff Bezos is one of the brands among few exceptions (Amazon, 2021). Small retailers and businesses were in a tough situation in 2020 at the disadvantages which were still trying to remain competitive within the market by offering lower prices but many of them failed as Covid-19 forced them to stop all physical stores (ResearchFDI, 2021). Therefore, online retailers especially Amazon were in the prime situation for gaming capitalisation (ResearchFDI, 2021). As of April 2021, Amazon’s sales were 108.5 billion which increased to 44% from the previous year and the company reported 8.1 billion profit which increased to 220% from the previous year of the same period. Amazon’s culture, structure and behaviours have strongly influenced the company to achieve increased sales and profits during the first quarter of 2021. Due to its customer-centric approach where customers can discover and find anything they want to purchase. Diversity in the workplace culture is another reason for their additional profits and sales even in this tough situation. Some of the major key factors including price, quality, experiences, reviews, environmentally-friendly means have deeply influenced individual behaviour as well.  
This written assessment will be completed by answering two questions based on a given case study of Amazon. The case study is about the rising sales and profits of Amazon in a post-pandemic situation during the first quarter of 2021. It will give justifications on how Amazon’s culture, structure and behaviours have strongly influenced the company to achieve increased sales and profits and which factors are there to influence individual behaviour as well. 
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Figure: Amazon Logo
Source: (Amazon, 2021)
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Amazon today is one of the largest e-commerce platforms which started its operations in 1994 and has grown manifold within 2021. This success of the company can be attributed to its structural, cultural and behavioural organization. The handling of these factors has contributed to 44% additional sales and 220% profit in 2021 alone. Hence it becomes important to discuss the structural organization of the company, its culture as well as its behavioural approach.
Amazon is a company that employs millions of people from across the world and possesses a vertical hierarchical structure with global function-based groups and geographic divisions. Owing to this approach the company exercises extensive control over its operations worldwide, which is a key factor for its increased sales in 2021, increased market share, and maintaining a profit, as well as a leadership status in the market. In the retail market, online retailers like Amazon are a growing force and continue to grow, having serious implications on inflation (Cavallo, 2018). Since its inception, amazon had followed a lean, flat structure, but soon it modified it to a hierarchical organization, having clearly defined functions and jobs. At the top of this structure is a senior managing team that reports directly to the CEO, and comprises senior executives. Though the company is spread across vast geographical locations, it has divisions only in North America and International. It has separate groups of employees according to the physical locations and related business goals. This has enabled Amazon to address the region-specific issues easily and efficiently, and also to capture more customers which have resulted in increased sales and profit for the company.
The success of the company is also based on the fact that it is a flexible and easily adaptive e-commerce platform that has made some gigantic innovations to attract customers, for instance, it has come up with devices like Amazon Alexa and Amazon Echo that has made life easier in the 21st century, amazon kindle which provides quality books for readers. These technological innovations have given rise to digitalized retail worlds that are changing the purchasing habits of consumers (Farah and Ramadan, 2020). One of the biggest profitable products of the company is Amazon Prime that has members from all over the globe. This ott platform boasts of some quality shows and movies. As 2020 and 2021 has witnessed the largest pandemic, and global lockdown because of Covid 19, more citizens have become prime members only to access these shows and kill time while sitting at home. This has, of course, resulted in the increased profit margin of the company. 
Amazon also boasts of a unique culture, that is, it gives its main focus on its customers and their satisfaction. This indeed helped in boosting the sales of the company even in this pandemic. Amazon can also be called customer-obsessed and this feature that many entrepreneurs can learn to help them tower over others, especially at this time when market competitions are high. The marketing strategy and culture of amazon is one of a kind. It knows how to attract its customers with innovative ideas like Flash sales and big billion days when people can buy products at much lower prices. Hence, there is a rush among customers to buy cheaper products from the company, which in turn, causes huge profit to the business giant. Consumers are greatly relying on this e-commerce platform to make purchasing decisions, and the company is only using this opportunity to enhance its sales (Lin, Wang and Hajli, 2019).
Not only customer satisfaction but also employee satisfaction and work environment are also taken care of at Amazon. Though there is high pressure in the work environment, and some employees find it difficult to cope up, the company’s profit margin can be hugely attributed to the company culture. Employees are duly paid, appreciated, appraised and encouraged for their contribution and hard work. This in turn improves the behavioural approach of the company. Amazon has an agile policy for its meeting, called the two pizza policy. They hold the meetings in such small groups where two pizzas can be shared appropriately. Employees are given priority along with the customers, and as a result, they work hard which is reflected in the enhanced profit and additional sales of the e-commerce giant. 
Amazon is highly result oriented, and this increased sales and profit is largely due to its work culture which is focussed on the structure, culture and behaviour and innovation of the company. The policies of customer centricity, employee satisfaction, small group meetings and managerial control are key to its success. Since the goal of the company is to become the best place to buy any product, Amazon continues to broaden its customer base, brand, e-commerce expertise, thereby increasing its sales and profit (Sadq, Sabir and Saeed, 2018).
[bookmark: _Toc88596538]Factors of individual behavior at Amazon on their profit and sales
Usually, the behavioural theory of management focuses upon social interaction, motivations, and individual behaviour. Most importantly it focuses on the study of human behaviour through anthropology, sociology, and psychology. The ultimate goal of this is to create effective changes in the organizational sector. It overall influences the performance of the employees and creates changes in the behaviour of the customer purchase. This also helps in the growth of the company or the organization.
It has been witnessed that certain factors have influenced individual behaviour towards their sales and profit at amazon which has been discussed below:
· Physical factors: It has always been noticed that physical factors always influence the overall changes of the product or anything. The outward appearance of the product creates great assumptions in the minds of the customers. It is one such important factor that determines growth and sales in the economic condition of the company. It has been observed that physical factors have played a very important role at amazon even during the pandemic situation during the last two years. Mainly during the first quarter of 2021, Even when the global economy fell Amazon did not compromise with the physical appearance of their products or did not do any changes in their packaging which could have affected their customer services. Despite many obstacles, they have tried their best to supply customers with the best quality product even during those tough times (Jindal et al., 2021 ). 
· Psychological factors: Psychological factors play a very important role in the consumer behavioural pattern. However, these types of factors are mostly related to the physical health of a person. This factor creates a great influence in the working environment. This also accounts for changes in the choices of the customers to a certain level. Motivation is a very powerful tool that has helped to bring in changes in the psychological factors of the customers at Amazon. Despite facing an adverse economic situation in the first quarter of 2021 Amazon has tried their best to meet the needs of the customers and understand their perception very well (Hillen, 2021). Moreover, Amazon has tried its best to learn what are the needs of its customers. 
· Personal factors: personal factors that influence sales are insignificant and have caused a major change in the overall economy of the company. These factors include personal experience, knowledge of the goods, reviews or ratings of the products. These factors have also caused a major change in the lifestyle of a person to a certain level. It fosters the future growth of the company (Alshmrani, 2021). Though the pandemic has affected the economy of the whole world, a company like Amazon has continued its growth even in tough times like the pandemic situation. The customers around the globe did not stop purchasing during the first quarter of 2021 and this, in turn, helped in increasing the overall gross profit at amazon. Moreover, Amazon shares a good description of the product that they sell to the customers.
· Economical factors: this is the utmost important factor that affects consumer satisfaction and overall sales. Despite inflation, in the whole global economy, Amazon has kept the price rate of all the goods the same as earlier (Cabral and Xu, 2021). For this, it did not affect the customer choice over the selection of online retail stores i.e. Amazon. Even during such tough times, Amazon has tried to keep the stagnant price rates so that they don't lose the customers and thus there is overall growth in the economy of the company. 
· Environmental factors: Environmental factors have influenced the customers' choice to a height, as it concerns the use of certain goods which influences the environment a lot. It has been witnessed that Amazon uses less and fewer plastics to supply the products to the customers. Despite being in a tough situation the company did not choose plastics for the packaging of their goods (Conceição et al., 2021). In this competitive world, it is impossible to follow customer needs and satisfy their demands but Amazon has tried their best to fulfil their customer needs and also think of the environmental factors so that it does not affect the environment. Amazon has also tried to use those packaging items which are usually biodegradable. 
However, these are the certain factors that have influenced the growth and gross profit at Amazon during the first quarter of 2021. These factors are so influential that it has influenced individual behaviour over their mammoth sales and profit. 
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From the above interpretations regarding Amazon’s increased profits and sales during the first quarter of 2021, it can be stated that Amazon has been gaining its profits due to being a vertical hierarchical structured organization with different cultural employees. The company’s main aim is to provide satisfaction to both the employees and the customers which boost up their sales even in the global pandemic situation and post-pandemic times. Besides this, psychological, personal, physical, environmental and economic factors are there which have influenced individual behaviour towards Amazon resulting in increased sales and profits compared to the earlier years. 
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