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Introduction
It has been noted that the coronavirus pandemic has not only killed more than 1 million people around the world, but also devastated the global economy, brought industries to a completed standstill, spurred mass layoffs and, in the case of retail, accelerated the slow-moving demise of already ailing department store chains, and wiped out many businesses. However, Amazon is one of the few exceptions. With the pandemic, online sales have been shifted online and consumers flush with stimulus checks. In the end of April 2021, Amazon has reported $108.5 billion in sales in the first three months of the year, up 44% from a year earlier. 








































What extent Amazon’s structure, cultures, and behaviours 
have influenced them to achieve 44% additional sales and 220% profit in the first quarter of 2021.
During the first quarter of 2021 , when the pandemic was on the pick , Amazon has recorded increased sales up to almost 44% comparing the previous first quarter of 2020 . The main reasons that guide Amazon to achieve this success were the technological methods that they were using and also their very well skilled staff . From the general manager to the simple worker all they are organised and fully trained for their work positions . Amazon achieved to have a regular relationship with the customers by using the  Prime membership . The way that Amazon was working during that period was the two pizza team structure , that really helped the company to achieve that success. The two pizza rule helped Amazon to work more creatively .They used small businesses instead of working with the big . This way of thought with small business be connected with Amazon , they were able to deliver an excellent customer service .
Except for that , they also had a very strong organisational structure that has helped the company to raise almost 220% their own profit .This structure actually helped Amazon’s customer service to bring their ideas share with the company . These ideas start been studied from the suitable people such as Jeff Bezos , Andy Jassy that they make these ideas to work in that company .
Another factor that plays a big role to the company’s puzzle that has really contributed to Amazon’s success is the highly skilled delivery drivers. Amazon has already established , their own warehouses .Actually a delivery driver is able to sale more than 200 packages during in one single day .At the moment Amazon has 120.000 drivers that they nearly work up to 10 hours a day , in order to provide the best and fastest delivery customer service .During these periods Amazon hired more than 70.000 drivers that their goal is to offer the best quality of customer service .At the time that Amazon is hiring delivery drivers , just before they start working with the company they receive a bonus of 100$ as a thank you to them and of course to show they appreciate their job . 
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As an example of Amazon’s behavioural structure we can say that they operate by following the above leadership principles in to order to achieve their profitable goal such as :
1. Customer Obsession.

Leaders start with the customer and work backward. They work vigorously to earn and keep customer trust. Although leaders pay attention to competitors, they obsess over customers. 

2. Ownership.
Leaders are owners. They think long term and don't sacrifice long-term value for short-term results. They act on behalf of the entire company, beyond just their own team. They never say "that's not my job."
3. Invent and Simplify.
Leaders expect and require innovation and invention from their teams and always find ways to simplify. They are externally aware, look for new ideas from everywhere, and are not limited by "not invented here." As we do new things, we accept that we may be misunderstood for long periods of time.
4. Are Right, a Lot.
Leaders are right a lot. They have strong judgment and good instincts. They seek diverse perspectives and work to disconfirm their beliefs.
5. Learn and Be Curious.
Leaders are never done learning and always seek to improve themselves. They are curious about new possibilities and act to explore them.
6. Hire and Develop the Best.
Leaders raise the performance bar with every hire and promotion. They recognize exceptional talent, and willingly move them throughout the organization. Leaders develop leaders and take seriously their role in coaching others. We work on behalf of our people to invent mechanisms for development like Career Choice.
7. Insist on the Highest Standards.
Leaders have relentlessly high standards; many people may think these standards are unreasonably high. Leaders are continually raising the bar and drive their teams to deliver high-quality products, services, and processes. Leaders ensure that defects do not get sent down the line and that problems are fixed so they stay fixed.
8. Think Big.
Thinking small is a self-fulfilling prophecy. Leaders create and communicate a bold direction that inspires results. They think differently and look around corners for ways to serve customers.
9. Bias for Action.
Speed matters in business. Many decisions and actions are reversible and do not need extensive study. We value calculated risk taking.
10. Frugality.
Accomplish more with less. Constraints breed resourcefulness, self-sufficiency, and invention. There are no extra points for growing headcount, budget size, or fixed expense.
11. Earn Trust.
Leaders listen attentively, speak candidly, and treat others respectfully. They are vocally self-critical, even when doing so is awkward or embarrassing. Leaders do not believe their or their team's body odor smells of perfume. They benchmark themselves and their teams against the best.
12. Dive Deep.
Leaders operate at all levels, stay connected to the details, audit frequently, and are skeptical when metrics and anecdote differ. No task is beneath them.
13. Have Backbone; Disagree and Commit.
Leaders are obligated to respectfully challenge decisions when they disagree, even when doing so is uncomfortable or exhausting. Leaders have conviction and are tenacious. They do not compromise for the sake of social cohesion. Once a decision is determined, they commit wholly.
14. Deliver Results.
Leaders focus on the key inputs for their business and deliver them with the right quality and in a timely fashion. Despite setbacks, they rise to the occasion and never settle.
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Here are some of Amazon’s behavioural structure , that make the company unique , and very successful with huge profits during the pandemic :
1. Fast and convenient. 
As quick delivery is often a barrier in e-commerce, Amazon uses various tools (from algorithms, through warehousing, to couriers), to deliver products within as little as 1 hour (and mostly, 2 days).
Innovations
While a patent for drone-based delivery is the center of media attention, Amazon is rumored to be building its own delivery services. An X-Ray service lets customers “see” what’s in their closed box through the app.

2. Supporting decisions.
Almost a given today, Amazon.com was a pioneer in customer reviews, and has improved the personal recommendation and Q&A system.

3. Platform-Specific.
Understanding that shoppers have different motivations for each category, Amazon expands lucrative categories (e.g., grocery, outdoor equipment) in the form of micro-sites. It seems that the company is starting to create mini-businesses with each operating as a separate entity, for a focused competitive positioning.
Innovations
Amazon Go, the new Amazon supermarket, and the Whole Foods Market acquisition, stem from looking at grocery as an independent platform, creating differentiation and competitive capabilities as would be expected from an entirely separate business.
4. Content as a Service.
Beyond products and services, Amazon sees content as a strong benefit for today’s digital consumer. This pertains to both production of original content for Prime Video members, and sales of content, such as through Amazon Music Unlimited. Amazon Devices such as Fire TV, Echo etc., support streaming of content.
Innovations
Prime Reading is an unlimited reading portfolio for U.S. Prime members. Audible, acquired by Amazon, ventured the company into the growing audiobook arena. With Alexa (Amazon Echo’s AI), content is delivered ever more seamlessly.
5. Omni-Channel.
Orders made through Dash Buttons, a physical connected button enabling the online order of everyday goods (an IoT platform), increased over 5x during 2016. Dash Buttons expanded beyond the US to Austria, Germany, and the UK.
Innovations
Amazon Echo (Alexa), the company’s AI platform, allows a seamless shopping experience, beyond the company’s variety.
The brick and mortar Amazon Go and Amazon Bookshop, which are digital at core, are a demonstration of anywhere-anyhow shopping.
6. Curation and specialty items.
The company offers variety that is a mixture between leading supplier products, and small artisanal manufacturers. In both cases, the company offers some products that cannot be purchased elsewhere.
Innovations
Amazon Surprise is an example for how the company acts as a direct-to-consumer platform for small, artisan brands, “curated” by Amazon. It operates through a “Surprise” dash button, to encourage impulse confectionery purchase.
With its private label and growing service offering, Amazon is an ever-growing threat to manufacturers, not only to retailers. But at the same time, it provides a ground-breaking curation and distribution platform where small suppliers can grow – and as such, the opportunities that Amazon offers are greater than the threat it creates for product and service providers.


Conclusion 

Amazon succeeded in building a consumer paradise. They charge much less and promise much more than other stores and platforms: The best selection by combining a retail business with a marketplace business, the best price by using the “buybox“, and the quickest delivery by offering FBA to their sellers. The success strategy “flywheel” means that the more successful Amazon is the more successful they are likely to become.
With a current market share of 50% in the United States and growing, this E-Commerce behemoth isn’t going anywhere any time soon. So what does this mean for Amazon’s sellers and vendors?
As Amazon becomes a more and more significant source of online sales, your brand should be positioned to grow in tandem. Understand Amazon’s capacity to evolve, since they are at once a platform, seller, and brand. Think of Amazon as your – extremely competitive – friend and remember that your potential to succeed is dependent on your ability to provide value in relation to their most important success metric: pleasing the customer.
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