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Organisational Behaviour and Performance 
The online retail space has revolutionized business models and the distribution approaches that companies deploy in the market. Amazon is the leader of the online retail industry has undergone different changes with the company prioritizing innovation and customer needs to sustain and develop its operations. Under the leadership of Jeff Bezos, Amazon adopted an organizational culture where employees are allowed to input into various functions of the business. With other factors like strong organizational structure, leadership, and behavioural approaches, the company has continually grown to become one of the most profitable businesses globally. Since Jeff Bezos has given employees the freedom to explore and develop new ideas that could improve the company (Quinn, 2018). Through this, the company has discovered new opportunities and has been innovative in approaching the market. Despite the company allowing employees to have their input in the business process, one of the main focuses of the business is being customer-centric by ensuring that customers always receive the best deals without failure. Culture has been one of the main influences to customers to purchase their products through the Amazon platform (Bratton, 2015). Even more, checking on the company mission and vision, they have insisted on employees being bold and peculiar in dispensing services to customers. For these, those customers have always found the deals offered by Amazon attractive compared to competitors.  The organizational culture that Jeff Bezos instilled has provided the company an avenue for expansion and growth.  
[bookmark: _Hlk89358875]Amazon's operations in the international market require that a strong organizational structure be deployed in the company. There are a lot of issues that arise because of different cultures and administration issues that arise in the process. Therefore, the necessity of a solid organizational structure is something that the company cannot avoid. Due to this, the company has a specific structure through which reporting and other administrative issues can be undertaken (Dudovskiy, 2018).  Amazon has achieved tremendous growth because of smooth operations despite having a catchment in a wide area. It is through this that the company has achieved and even surpassed some of its goals and objectives. For example, during the Covid19 pandemic, the company has continuously posted an increased sales volume and profitability despite the normal distribution channels being disrupted. Amazon's topmost organ is the global function-based team which oversees different operational functions of the company world. It ensures all critical decisions that affect the whole organization are undertaken according to the company's expectations. It guides the rest of the organization on essential aspects that could affect the company's general performance. Further, the organization has deployed a global hierarchy structure that ensures every person understands their responsibilities through command and power (Dudovskiy, 2018).  The approach is traditional as it has a structure that classifies the firm from the topmost person to the lowest. In addition, the geographical division takes charge of the company operations in different parts of the globe and deals with its problems comprehensively. Having such a strong organizational structure has assisted Amazon in handling different operational aspects and excelling in its undertakings. 
Customers are critical parties when it comes to business operation. Amazon has undertaken to ensure their needs come first before anything the company. The company believes is that when customers are satisfied, a positive impact is also felt in the business.  For this, Amazon provides its customers with irresistible offers that influence consumers in the decision-making process (Noskievičová, 2015). One of the major approaches that the company has deployed is a 2-day free delivery which is a very enticing deal because most other online retailers charge a fee for any home delivery. Most customers are purchasing goods because they feel the cost is cut from the goods they purchase.  The company provides discounts on different goods and services that Amazon is more attractive than the competitors. Through this, the company has always influenced its customers towards continually purchasing from Amazon. In addition, the company has been providing high-quality customer services, which make them feel appreciated by the company and stick with purchasing from the platform. An example is the classification of goods based on categories, which saves time when searching goods on the platform.  Money-saving approaches that come with promotions and free delivery are how the company has continually influenced consumer decision-making. 
Amazon's profitability and operational sustainability is an approach that the company seriously considered. To achieve this, the company has to ensure innovation guides the company's undertakings within its operations. Through innovation, the company has come up with approaches that attract customers and increase loyalty. For a company to sustain itself for long, it has to increase its number of customers and loyalty. The employees of Amazon have the pillar for innovation where they ensure that customers receive the best services without necessarily requiring approval from the top management (Mullins, 2016). Since Amazon has put in place approaches meant to ensure innovation is practiced in its operations, it has distinguished itself from the rest of the competitors.    
When considering the idea of Amazon getting into having a physical store, it can be a result of employees wanting to improve the kind of services that customers get. With a physical store, consumers are likely to attract more with Amazon staff and create a strong bond with the brand, which will improve loyalty in the company. Having a non-food store will address the issue of customer dissatisfaction for those who could want to test the products before they can purchase their products. It can also be a strategy of trying to test how the company will perform with convenient stores spread across the world and create another company's revenue. Also, having a physical store can reach customers who do not want to purchase products from online platforms. The company can also use physical stores to address the issues of complaints raised by customers by directing them there to get the assistance that may not be offered through online platforms.  Further, employees will have the feeling of interacting directly with customers, understanding their problems, and developing lasting relationships. 
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