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[bookmark: _Toc90663154]Introduction
[bookmark: _Hlk90662285]Businesses must employ a variety of criteria to sway general shoppers toward a brand in order to succeed in online purchasing. These aspects also contribute to the company's sales and total profit generating. Although many businesses experience massive losses, some businesses such as “Amazon” experience massive increases in sales and profit. “Amazon” is expecting that its growth will continue since the global delivery network will increase a couple of times more in the next few quarters. This report will discuss the influence of “Amazon” structure, culture and behaviour on its massive jump in sales and profit. It will also include individual behaviour towards “Amazon” mammoth sales and profit (Sadq, et al, 2018).


[bookmark: _Toc90663155]An overview of “Amazon” 
[bookmark: _Hlk90662174]In terms of market capital “Amazon” is one of the top five companies in the world. It was founded in 1994 by Jeff Bezos in Washington DC, USA. “Amazon” is doing business worldwide with its different ventures such as – “Amazon Prime”, “Amazon.com” etc. “Amazon” has an employee base of over 1.5 million worldwide and its biggest campus is located in India (Klaus, 2013).
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[bookmark: _Hlk90662322]Figure: Official logo of “Amazon” (Koo, et al, 2017).
Mission
To offer a vast range of products at the lowest price possible.
Vision
To become the fastest delivery company in the world


[bookmark: _Toc90663156]1. Influence of “Amazon” structure, cultures, and behaviour has in its 44% sales and 220% profit increase in the first quarter of 2021.
[bookmark: _Hlk90662110]Every business develops its own strategies according to its organizational structure, and customer behaviour that fits with all of these three criteria’s. Because, the strategies those companies will develop, need to support by these factors. If one factor does not support that then the whole strategy might end up losing the company millions of dollars. “Amazon” also develops such strategies that support its organizational structure and culture and its target customers take it positively. This strategy of “Amazon” supports the company to achieve a 44% increase in sales and a 220% increase in profit in the first three months of 2021 (Lee, et al, 2018).
The strategy that “Amazon” follows contains three factors and these factors are –
· Lower price;
· Fastest delivery;
· The vast range of product selection.
Now, how these three strategies of “Amazon” support the company to achieve a 44% increase in sales and 220% increase in profit are described below – 
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[bookmark: _Hlk90662220]Figure: Pricing strategy (Schultz, et al, 2015).
Lower price 
During the pandemic time, almost all types of businesses were standstill and many people lose their jobs which forces people to search for options that offer a lower price in products. “Amazon” is very little company that offers top quality products at a very lower price (Castelli, et al, 2017).
“Amazon” lower pricing strategy and the economic condition of people match the moment and general customers jumped into “Amazon” products and it increases “Amazon” business and results in a 44% increase in sales and 220% increase in profit (Heng, et al, 2018). Furthermore, people are drawn to the brand by "Amazon's" quick delivery method and affordable costs. "Amazon" has also built a strong organisational structure and culture to support this large product range and provide consumers with their chosen items (Klaus, 2013).
Another reason for “Amazon” mammoth increase in sales and profit is it offers in different festive seasons. For example, “Amazon” has a massive market share in the Indian market and during the festive season in India, “Amazon” offers massive discounts products that attract customers. In some products “Amazon” even provides over 50% off discounts which attracts customers like crazy (Javadi, et al, 2012).
People start buying when they get these massive discounts and they buy more products for the lower price of “Amazon”. All these actions support “Amazon” to increase its sales 44% and profit up to 220% in the first three months of 2021 and “Amazon” is expecting that at the end of 2021 “Amazon” will do record number of businesses and its sales will increase in future as well because people are getting normal with online shopping (Lim, et al, 2016).
Fastest delivery 
[bookmark: _Hlk90662358]Another reason for “Amazon” massive increase in sales and profit is its fastest delivery techniques. “Amazon” is committed to delivering products within 24 hours and in some cases “Amazon” offers 3 hours delivery options that other online shopping sites can’t provide. This attracts more customers towards “Amazon” (Jusoh, et al, 2012).
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Figure: Fast delivery system (Lee, et al, 2018).
Delivering products quickly is not an easy task. For that companies need to create a proper organizational structure and culture that supports the fastest delivery system. “Amazon” is very successful in the development of such organizational structure and culture that fulfil customer’s preference of fastest delivery (Klaus, 2013). In general, internet companies provide consumers with a wide choice of product alternatives; however "Amazon" provides more product possibilities than its rivals, giving the firm a competitive advantage over its competitors. Millions of small and medium-sized companies collaborate with "Amazon," allowing "Amazon" to provide a large product variety to consumers. Every year, millions of new vendors join "Amazon" (Koo, et al, 2017).
“Amazon” is also planning to provide 1-hour delivery services with the help of drone technology and if “Amazon” makes this possible then its sales will increase dramatically and it will gain massive market share over its competitors. In the current online market, general customers prefer the fastest delivery and most of the competitors of “Amazon” are not able to provide this service. That’s why customers are preferring “Amazon” over its competitors and it increase “Amazon” sales by 44% and profit by 220% in just three months of 2021 (Sadq, et al, 2018).
Fastest delivery is not the only reason behind “Amazon” massive increase in sales and profit. “Amazon” always ensure that customers get the right products at the right time. Take the example of India. In the Indian market, there are many online companies that are working currently and many customers companied that they do not get the product that they were ordering which creates trust issues for those companies. But “Amazon” is always focused on this fact and ensure that customer gets the right product that he or she orders. This move of “Amazon” increase customer satisfaction and increase its sales and profit (Schultz, et al, 2015).


A vast range of product selection 
Generally, online businesses offer a huge range of product options to the customers but “Amazon” offer more products options than its competitors which gives the company a better competitive edge compared to its competitors. Millions of small and medium-sized businesses work with “Amazon” which give “Amazon” the flexibility to offer massive product selection offering to the customers and every year millions of new vendors is added with “Amazon” (Koo, et al, 2017).
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Figure: Small and medium businesses that do business with “Amazon” (Jusoh, et al, 2012).
“Amazon” has products for every type of customer that its competitors don’t have. Customers of every age, gender, profession, and choice will get their preferred products on “Amazon”. Moreover, “Amazon” fast delivery system and lower prices attract customers towards the brand. “Amazon” also develop such a strong organizational structure and culture that support this massive product line and satisfy the customers with their preferred products (Klaus, 2013).


[bookmark: _Toc90663157]2. Various factors that influence individual behaviour towards “Amazon” and their mammoth sales and profit 
To gain success in online shopping, businesses need to use different factors that influence general customers towards the brand. These factors also contribute to sales and overall profit generation of the company. “Amazon” follows different factors to influence customers towards the brand and increase their overall sales and profit. Factors that “Amazon” use to influence individual behaviour towards the brand are discussed below – 
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Figure: Factors that influence individual behaviour towards online shopping (Sadq, et al, 2018).
Ease of use 
 The first thing that influences an individual’s behaviour in online shopping is the ease of usage of the site. When customers feel that the site is difficult to use, they subconsciously move to other sites. “Amazon” understands this behaviour of customers very well and develops its site in such a way that customers can easily get their preferred items (Schultz, et al, 2015).
Besides, the artificial intelligence of the “Amazon” site is so advanced that it can recommend customers products that they may like based on their previous search. All these factors make the website of “Amazon” so satisfying that customers visit their site every time and order their preferable items which results in a massive improvement in sales of 44% and profit of 220%. “Amazon” is still working on how they can make the site more user friendly and give customers the best experience in their online shopping (Lee, et al, 2018).
Security 
Security is a concerning issue in online shopping since customers provide their sensitive information such as – bank account detail, address, credit card detail to the online websites. If they do not maintain the security properly then it might be a disaster for the customers. That’s why “Amazon” develops their own data storage system where they store all sensitive information of its customers and “Amazon” is very committed to ensuring the security of its customer's data (Schultz, et al, 2015).
Product presentation 
Customers do not get the option to check the product by themselves like physical shopping in online shopping. That’s why customers prefer high-quality images and proper descriptions of products. Most online shopping websites can’t ensure all that and because of that, they lose customers trust. But “Amazon” is very aware of that and ensures that the pictures that “Amazon” uploads are high quality and contains proper detail on them (Klaus, 2013).
Besides, “Amazon” also creates options for customers to put the review any products based on their experience on that product. Every company creates its own strategy based on its organisational structure and consumer behaviour that meet all three requirements because these variables are required to support the plans that those firms will design. If one aspect fails to support this, the whole plan might result in the corporation losing millions of dollars. This helps customers to make better decisions and force the sellers to increase the quality of their products as well. This way “Amazon” increase customers trust in their business (Sadq, et al, 2018).
Shopping time and cost 
Another reason why people prefer online shopping over offline shopping is in online shopping they can save time and money. Besides, online shopping gives them the flexibility to shop any time that physical stores can’t provide. To reduce customer’s time on shopping “Amazon” use artificial intelligence which recommends customers products based on their previous purchases. This saves customers lots of time and “Amazon” also has options to choose price options that support customers to save money as well (Koo, et al, 2017).


Trust signals and transparency 
Most of the online shopping websites have trust issues and lack transparency on product information and customers do not get the chance to contract with the producer directly. This creates trust issues and “Amazon” focuses on this factor. Almost all sorts of enterprises came to a halt during the epidemic, and many individuals lost their employment, forcing consumers to look for alternatives that provide reduced product prices. "Amazon" is a small corporation that sells high-quality things at a cheap cost (Castelli, et al, 2017).
For example, "Amazon" has a huge market share in India, and during the festival season, "Amazon" gives huge discounts on items to entice consumers. In certain cases, "Amazon" offers discounts of up to 50% off, which draws buyers like crazy (Javadi, et al, 2012). Products that “Amazon” offers to its customers have every detail about the products and the producers of that product. “Amazon” is also aware that customers might have questions about the product that why “Amazon” has a separate team to answer customer questions and make them satisfied with their purchases (Schultz, et al, 2015).


[bookmark: _Toc90663158]Conclusion 
The global delivery market will surpass 350 billion dollars by the end of next year and “Amazon” will be a major player in this segment. “Amazon” should improve its delivery quality and try to provide delivery services faster than ever and offer more products to the customers so that “Amazon” can target every age’s customer. It's not simple to provide items rapidly. Companies must build an organisational structure and culture that promotes the quickest delivery mechanism in order to achieve this. Besides, “Amazon” need to provide customers with more product knowledge so that their buying decision improves and the overall sales and profit of “Amazon” increase more and more (Lee, et al, 2018).
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