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Abstract
Background and Objectives
Amazon's UK Black Friday sale ads and promotions used inclusive methods, early marketing efforts, and Prime membership. The objectives are- To assess Amazon’s advertising and promotion tactics for initiating Black Friday sale all over the UK, To understand the impact of Black Friday sales on consumer behaviour, To identify Amazon’s marketing strategies to advertise sale of Black Friday in overall UK and its impact on the aspects of consumer involvement, To ascertain the varied opportunities that are utilised by Amazon for enhancing business performance and consumer satisfaction.
Method
This section highlighted the data that was collected in the investigation process and the whole of the data analyses as well as synthesis that was required for including the peer reviewed articles.  Systematic literature review was done in this dissertation using approximately 60 articles. 
Findings
Through sneak peeks, countdown deals, and exclusive previews, the company uses its amazing tech skills to make customers feel like they need to act quickly and get them involved. More people have downloaded the Amazon app, which shows how well the mobile app supports Black Friday events. It also looks at the rise in spending and shift to online shopping on Black Friday. Amazon's smart marketing strategies increased sales from 2002 to 2023. People are talking about how personalised ideas, limited-time deals, and Amazon Prime make customers happier and more faithful. The way people behaved on Black Friday shows how prices, perceived worth, and social pressures affect people. Amazon markets to what customers want and gets people involved in a lot of different ways to become a major player. A better logistics network and new technology help the business make more money and keep customers happy. Finally, Amazon's Black Friday sales plan, which includes ads, deals, and good customer service, has made the company more successful and made customers happier. The company has the best Black Friday sales in the UK because it focuses on new ideas and making decisions based on data.
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[bookmark: _heading=h.gjdgxs][bookmark: _Toc155782054]Chapter 1: Introduction
[bookmark: _heading=h.30j0zll][bookmark: _Toc155782055]1.1. Background
Initiated in the “United States” every year, “Black Friday” has grown significantly in popularity throughout the world, including the “United Kingdom”. On the first day after Thanksgiving, that occurs on the last Thursday each November, it also takes place. Black Friday is renowned for its enormous price reductions and promotions at numerous retail establishments and online marketplaces, and it signifies the unofficial beginning of the festive buying season (Saura et al. 2019). Apart from that, “Black Friday” has also grown to be a big and widely awaited occasion in the shopping cycle in the UK. Stores provide significant savings on a variety of goods, including clothes, accessories, gadgets, and utilities. The idea that the following day's earnings could put retailers "through the black," or begin generating a profit throughout the year, is thought to be where the term "Black Friday" came from (Lee et al. 2019). The importance of Black Friday to the UK retail sector is complex. The first effect is a rise in consumer expenditure as people make the most of the deals to buy things they've been wanting. This increase in sales frequently lasts into the weekend, and the subsequent Monday is referred to as "Cyber Monday," when online offers are the focus. Additionally, “Black Friday” has fuelled severe competition among shops for consumer interest, inspiring them to create alluring specials and marketing plans. It has also affected consumer behaviour because many people now schedule their main purchases surrounding this occasion, making it an important time for both businesses and customers.
Present an overview of Amazon's global reach and e-commerce dominance
Amazon is a towering titan in the ever-changing e-commerce world, having an impact on everyone from customers to businesses to rivals on a worldwide scale. Amazon, which “Jeff Bezos founded in 1994” as an online bookshop, has grown to become the biggest and most powerful e-commerce site in the entire globe (Qureshi and Yadav 2020). This study explores Amazon's extraordinary success using an emphasis on its online shopping domination, particularly during well-known occasions like “Black Friday in the UK”.
[image: ]
Figure 1: Amazon market place in world wide 
(Sources: ecommercedb, 2023)
It is evident that Amazon is trying to ensure the extensive level of advertising and technical skills in order to ensure that the promotion and advertisement of all of its aspects of the deals that are being established in the Black Friday sales can be maximized to the great level (ecommercedb.com, 2023). It is found out that the company is ensuring to reach out every level of consumers within the globe by ensuring not only that the country is emphasizing its overall aspects of development within the zone of advertising the requirement and participation in Black Friday sales but it also is designed in a way so that the consumer environment can be enhanced (Qureshi and Yadav 2020). The aspect of initiation that are found out to be initiated by the Amazon in order to ensure that the requirement of the consumers is emphasised in order to intricate all possible abilities through which the deals of Amazon Black Friday sales can reach out to the extent of the consumers prevalent all over the countries so that the consumer involvement can be enhanced (Qureshi and Yadav 2020). The company is trying to ensure that all the requirements of the consumers are initially understood so that proper designing of the ways through which proper advertisement can be initiated with the help of online and offline methods can be articulated at the best and the most effective manner. 
It can be well suggested that Amazon is trying to ensure that all the prospects of the sales that are being initiated with the help of Black Friday and easily reach out to the customers with the help of both online and offline advertising sources so that both the age group of the targeted consumer can easily avail this particular sale (Zülliget al., 2023). This quite well suggests that the arena of emphasis that has been initiated by Amazon is quite tricky enough. This is done in order to ensure that all the articulative details are gathered in order to gain a significant advantage of all prospects in regards to the attraction of consumers and enhancing the level of consumer perspective (Patil et al., 2023). The company's product listings cover more than 12 million distinct things and almost all categories, including books, gadgets, apparel, food items, and more. 
Emphasize Amazon's marketing strategies during Black Friday sales
The e-commerce behemoth Amazon has a long history of using cutting-edge marketing techniques to advertise its Black Friday offers. Amazon was a forerunner in “online Black Friday sales” in the beginning of the 2000s, using its huge product inventory to draw in shoppers. The “Countdown to Black Friday” event was a famous tactic. This comprised several limited-time, low-quantity discounts that built up to the major deal. Amazon made its customers feel a sense of excitement and expectation, which motivated them to visit the website frequently (Wolff et al. 2019). Amazon's use of personalized suggestions was another innovative strategy. Amazon increased the probability of conversion by customizing its Black Friday specials to each customer's interests through the analysis of user data. The sophisticated personalization strategies currently in use had their origins in this marketing approach based on data.
In addition, by prominently featuring feedback from consumers, Amazon successfully tapped into the influence of online proof (Huang et al. 2019). Throughout the Black Friday urgency this content created by users increased trust and impacted shopping choices. Amazon used email advertising in the 2000s to inform customers about future sales. This tactic is still a mainstay in their “Black Friday marketing toolkit”. This all-encompassing strategy strengthens Amazon's position as a reliable and dominating provider for Black Friday purchasing, guaranteeing its position at the cutting edge of among the most important shopping occasions in the UK along with the globe. 

Detail Amazon's historical involvement in Black Friday sales
In the beginning, Amazon saw a possibility in “Black Friday” and capitalized by providing momentary discounts especially on appliances and literature. Amazon took advantage of its computer systems as online shopping took off and started expanding its “Black Friday sales online” (Kassem 2020). Along with that it is also known, the idea of "Cyber Monday" came about by establishing the Monday following “Black Friday” as an event for internet sales. This tactic was well-liked by customers. Amazon also took a proactive approach as Black Friday gained in importance, utilising its operational prowess to improve the buying process (Falco et al. 2019). “Amazon's Black Friday” approach became known for the launch of Lightning Deals, which allowed shoppers to grab deeply reduced goods in small quantities for a brief amount of time. Additionally, the business increased its Black Friday operation abroad, bringing the thrill of this purchasing occasion to the “United Kingdom and other nations”.In the past few years, Amazon has adopted a multi-channel strategy, fusing its extensive network of retail locations with its e-commerce operations (Rodrigue 2020). 
[bookmark: _heading=h.3znysh7][bookmark: _Toc155782056]1.2. Research aims and objectives
The aim of the study is to understand the strategy of Amazon in initialising Black Friday strategies for sale within the UK premises to understand its impact on consumer engagement, sales and last but not the least market competitiveness. 
The objectives of this particular research are provided below:
· To assess Amazon’s advertising and promotion tactics for initiating Black Friday sale all over the UK 
● To understand the impact of Black Friday sales on consumer behaviour
● To identify Amazon’s marketing strategies to advertise sale of Black Friday in overall UK and its impact on the aspects of consumer involvement
● To ascertain the varied opportunities that are utilised by Amazon for enhancing business performance and consumer satisfaction


Research Question
· [bookmark: _heading=h.2et92p0]What are the advertising and pricing tactics initiated by Amazon for enhancing Black Friday all throughout the UK 
·  What is the impact of Black Friday Sales on consumer behaviour?
· What are the marketing strategies that are relied on by Amazon to advertise deals of Black Friday deals in the UK which includes their overall impact on consumer involvement?
· What are the distinctive opportunities relied on by Amazon for enhancing their overall business performance and consumer satisfaction?
[bookmark: _heading=h.3dy6vkm][bookmark: _heading=h.4d34og8][bookmark: _Toc155782057]1.5. Problem statement
The area of problem is that all though there are significant ideas about the mannerism through which Amazon Black Friday sale is significantly oriented with the sales growth and customer engagement in all over the UK but then the factors which need to be improved by the Amazon company are still yet known (Guerra and Fouto, 2023). The area of focus in this regard is that or rather the problem statement suggest that on a significant basis all the factors of analysis has been triggered towards Amazon and the way through which its initiation of Black Friday sale can be immensely known to be the renowned factor based on which the customer engagement and sales growth are quite well dependent in the UK economy but then the actual question is to what extend such kind of impact is being initiated (Guerra and Fouto, 2023). In other words, it is important enough in order to understand all the collaboration that has been initiated in the Black Friday sale of the Amazon in the UK boundaries in order to ensure that the overall customer engagement in all throughout the country could be assessed. The problem statement with regards to the detailing of all the advertisement techniques that are being initiated by Amazon with regards to the way through which all the aspects of development and being emphasized needs to be brought under proper highlight because that is the only with through which the understanding of the real impact of Black Friday deal sales in the UK can be comprehended (Martins and Galegale, 2023). It is important enough in order to understand that on an overall basis the factors of consideration are found to be immensely oriented with that of the development the company has been making in generating the UK's economy (Martins and Galegale, 2023). However, the real problem starts just when there is no such practical and significant research about the actual impact that the Black Friday sales is found to be imposing on the UK economy by initiating that the customer engagement and prospects of sales growth are concerned (Ibrahim et al., 2023). 
[bookmark: _heading=h.3rdcrjn][bookmark: _Toc155782058]1.6. Research rationale
This particular research work is immensely important enough in order to ensure that any development can be reached with regards to the way through which the company is trying to enhance its performance and attract new customers all along. Therefore, these are the areas through which all the apparent measures can be enhancing the determination or being structured on the basis of the way through which all the factors of integration and assessment can be initiated and designed on the best perspective ever. These are the factors based on which all the apparent and details are gathered in order to ensure that all the details associated with this particular phenomenon can be decided in the best possible manner. 
[bookmark: _heading=h.26in1rg][bookmark: _Toc155782059]1.7. Research significance
This particular research is immensely important because it not only offers a significant idea as to why the Amazon company in the UK is trying to ensure that sales growth and consumer engagement can be able to take place with the help of Black Friday sales but the extent of it needs to be comprehended. This research is all about ensuring that all the area of significant development are found out to be immensely oriented in nature because it is the only way through which all the prospects of development are found out to be intricately associated in order to ensure that all the factors of association and not only directed towards the UK economy but also, its association are found out to be immensely oriented in nature. 
[bookmark: _heading=h.1ksv4uv][bookmark: _Toc155782060]Data collection method
It is very important for the research to select the ideal data collection method in order to maintain the quality and authenticity of the study. The proposed study will consider the fruitfulness of selecting both secondary data collection methods (Snyder, 2019). In the case of a secondary data collection system, the study will leverage the usefulness of different secondary data sources relevant to the topic. The secondary data sources that will be used in the process of executing the study are website articles, journals, reports, newspapers, books and more. It is also important to make sure that existing theories that will be selected in the proposed study are published within the last five years. 
[bookmark: _heading=h.lnxbz9]
[bookmark: _Toc155782061]1.8. Structure of the dissertation
The structure oriented with this particular dissertation is provided below:
[image: ]
Figure 3: Structure of the dissertation



[bookmark: _heading=h.35nkun2][bookmark: _Toc155782062]Chapter 2: Literature review
[bookmark: _heading=h.44sinio][bookmark: _Toc155782063]2.1 Overview of the chapter
Amazon's Black Friday sale strategy in the UK generally focuses on revolving around offering an extensive range of discounted services and products across numerous categories, including fashion, home goods, electronics, and more. They often start by teasing exclusive discounts and early deals in order to build anticipation (Saura et al., 2019). Prime members generally receive different special perks, including initial access to deals and free shipping. Throughout the sale, they play a huge role in employing lightning limited-time offers and deals in order to create a sense of urgency. Amazon also severely promotes its own devices, like the Echo, Kindle, and Fire TV, with major discounts. In addition, they utilise the effectiveness of data-driven insights in order to tailor target advertising and product recommendations, which is effective in enhancing the shopping experience (Jing and Li, 2023). Overall, the Black Friday strategy of Amazon in the UK focuses on wide product offerings, customer engagement, and enticing discounts in order to drive sales during this effective shopping event.
[bookmark: _heading=h.1fob9te][bookmark: _Toc155782064]2.2 Analysing Amazon's Black Friday Marketing Strategies in the UK
Black Friday has developed to be an immense yearly shopping celebration marked by substantial reductions and incentives provided by merchants to increase sales while enhancing engagement with consumers. To effectively negotiate Black Friday, Amazon, an established online shopping company, emphasises consumer participation and customises price reductions based on client needs and interests (Whitler, 2019). Analysing Amazon's Black Friday promotional strategies in the United Kingdom, this literature examination tries to comprehend the impacts on consumer participation, sales, and competition in the market.
A Brief of Black Friday marketing methods
Black Friday has influenced from becoming a conventional real-time monitoring shop celebration to one of the greatest important shopping days of the entire year. During this occasion, businesses use a variety of advertising strategies to draw clients inside and boost sales. Limited-time transactions, doorbusters, quick sales, and personalised reductions are examples of frequently utilised tactics that attempt to give consumers an understanding of feeling of urgency (Javed et al., 2021). As an innovator in the world of online shopping, Amazon has successfully accepted and improved these techniques to match within its website and customise it for successful communication with the United Kingdom market. By implementing such strategies, the company boosts consumer engagement, boosts earnings, and keeps its edge over competitors throughout the hectic Black Friday purchasing bonanza (Al-Zyoud, 2019). By intentionally placing itself to take advantage of the increasing consumer engagement and excitement that characterise this purchasing phenomena, the giant of e-commerce uses the internet to its benefit.
The Black Friday marketing approach implemented by Amazon
The Black Friday promotional approach employed by Amazon is a smart, comprehensive strategy which skilfully combines the internet, analysis of information, and personalised marketing. The application of complex algorithms to painstakingly analyse customer information, including tastes, prior purchases, and surfing behaviours, is at the foundation of this plan of action. Amazon has the capability to customise offers and discounts that satisfy certain client desires and demands due to its comprehensive examination of each client's behaviour (Messner, 2022). Amazon substantially increases consumer involvement throughout the Black Friday celebration by employing this personalised strategy. Users get personalised offers according to their hobbies and interests, which promotes an impression of uniqueness and relevancy. Customers' opinions of Amazon as an online store that prioritises its clientele are strengthened as a consequence, encouraging them to participate fully in the purchasing event (Rosário, and Raimundo, 2021). The personalised offers and discounts take into consideration each client's interests and purchasing habits, consequently boosting client retention and boosting revenues. The company's skilful use of specific advertising and data analysis demonstrates its commitment to maximising customer happiness and maximising potential for sales throughout Black Friday.
Position in the market and consumer participation as a result of Black Friday sales
A business's competitiveness and client engagement are greatly affected by Black Friday advertisements, and Amazon utilises these effects as a benefit. Black Friday's increase in purchases presents an enormous opportunity for revenue growth, strengthening the company's position in the highly saturated UK e-commerce sector (Boardman et al., 2020). The rise in purchase activity additionally boosts earnings yet also strengthens Amazon's standing within the marketplace, making it an effective competitor in this industry. Also, Black Friday encourages a climate that encourages more interaction among customers. Large influxes of buyers are attracted by the tempting offers and discounts, which increases awareness of the brand and boosts interaction with customers. The gathering serves as a hub for customer interaction, permitting Amazon to highlight the items it sells and attract fresh customers (Wichmann et al., 2022). The rise in client involvement is continuous and maintained into post-Black Friday exchanges, encouraging loyalty to the business among clients who had enjoyed themselves with their purchases. Before and following this yearly buying spree, Amazon's capacity to properly capitalise on Black Friday bolsters its standing as an important player in the field of e-commerce.
Suggestions for Enhancing Amazon's Black Friday Impact
The first step to increasing Amazon's impact regarding Black Friday in the UK remains to make tactical changes. Firstly, Amazon must continue to employ machine learning and advanced data analysis to enhance its approach (Wang et al., 2018). By combining personal tastes and previous purchases with offers, data-driven conclusions enable personalised offering modification. This specific strategy substantially boosts customer participation and boosts the possibility of productive acquisitions. Effective agreements and partnerships are an additional means to improve. Collaborating with recognised companies or personalities can boost marketing initiatives, increasing awareness of the company and engaging in more potential customers (Brown et al., 2020). For effective and lasting participation, these collaborations need to be in line with the company's brand principles and appeal to the company's intended consumers.
[image: ]
Fig 2.2: Black Friday Sales Growth
(Source: Peterson, 2022)
[bookmark: _heading=h.2jxsxqh][bookmark: _Toc155782065]2.3 Factors that tend to influence customer intentions with regards to the marketing strategy of Black Friday for Amazon
As a major annually purchasing occasion known as Black Friday, it has developed worldwide recognition. Amazon, an innovator in the field of e-commerce, uses a variety of advertising strategies to take advantage of this event. It's important to know the fluctuations in customer behaviour to optimise advertising techniques (Kingsnorth, 2022). This is particularly relevant for Black Friday sales from this company in the UK. This evaluation of the research aims to investigate the essential factors that determine customer choices and behaviours to Amazon's Black Friday promotional strategies.
Discounts and perceived value
Discounts and their perceived values are two major factors which have a huge impact on how consumers act on Black Friday. Consumers carefully analyse the price reductions and incentives that are offered throughout this time with their perception of the worth of the items that are getting offered. Consumers are strongly urged to purchase orders when they observe significant price reductions and believe the goods have significant worth (Bang et al., 2021). This is owing to the desire of possible discounts. Becoming a leader in e-commerce and an established participant in Black Friday price reductions, Amazon carefully plans its price reductions to emphasise the idea of immense value (Peng et al., 2019). Clients are encouraged to make use of these large savings by making use of the price reductions that have been thoughtfully determined and displayed to evoke feelings of uniqueness and immediacy. Amazon may bring in an influx of customers prepared to take advantage of their perceived worth and lower prices by carefully constructing such offers.
Consumer Reputation and Belief
Customers' intentions during Black Friday are significantly influenced by consumer reputation and belief. Being a well-known and reliable e-commerce platform, Amazon has developed a solid reputation among customers for providing high-quality goods and services (Massimo, 2020). Customers frequently use Amazon as their preferred Black Friday purchasing destination because they trust its dependability and reputation. Customers are more likely to trust Amazon because of its reputation for offering a broad selection of goods at affordable pricing, quick shipping, and top-notch customer service, which increases consumer confidence and motivates consumers to shop during Black Friday (Kassem, 2022). Additionally, buyers frequently have preconceived notions about the specials and deals that are provided on Black Friday. The enthusiasm and desire among customers to participate in the Black Friday deals is heightened by Amazon's reputation for offering sincere discounts and alluring offers (Jing and Li, 2023). Customers are inspired to plan their purchases ahead of time and actively engage in Amazon's Black Friday festivities because they are confident that they will discover large discounts and worthwhile bargains.
Customer satisfaction and shopping simplicity
Identifying Black Friday buyer intentions also requires consideration of customer happiness. When it comes to high-traffic events like Black Friday, Amazon focuses a heavy emphasis on providing its consumers with a seamless and convenient purchasing experience (Kingsnorth, 2022). Customers find shopping on Amazon to be a positive experience thanks to the simple navigation, user-friendly layout, and tailored product recommendations. Amazon makes adjustments to its website and app during Black Friday to accommodate the increased traffic effectively, providing rapid load speeds and lag-free surfing (Peng et al., 2019). Additionally, timely delivery, satisfying customer expectations and raising satisfaction are all benefits of Amazon's effective supply chain management and strong logistics. From the product search until the checkout, the buying process's ease of use has a big impact on customers' intents (Jing and Li, 2023). Because of Amazon's simple interface and one-click shopping, shoppers are more likely to make purchases on Black Friday because there is less friction. Customers are encouraged to participate in Amazon's Black Friday deals because of the favourable environment that is produced by customer satisfaction and shopping convenience.
Social Preferences and Impacts
Intentions of consumers are significantly shaped by social influences and preferences on Black Friday. People frequently engage in well-known events like Black Friday out of social pressure and a desire to fit in with society norms (Massimo, 2020). People participate in the excitement of the shopping frenzy due to peer pressure and a desire to share their experiences on social media platforms (Messner, 2022). Amazon uses targeted advertising, influencer marketing, and social media to generate awareness about its Black Friday discounts. Engaging customers on numerous social media channels and showing positive customer reviews enhances the social impact and sways potential customers (Kingsnorth, 2022). Additionally, Amazon uses flash discounts and limited-time offers to instil a sense of urgency in its customers, driving them to make hasty purchases out of a sense of not wanting to lose out.
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Fig 2.3: Factors that tend to influence customer intentions
(Source: Al Hamli and Sobaih 2023)
[bookmark: _heading=h.z337ya][bookmark: _Toc155782066]2.4 The influence of the Black Friday sale on customer engagement and market position
The annual shopping bonanza known as Black Friday, which started in the US, is now a worldwide phenomenon. According to Saura et al. (2019), the start of the holiday shopping season usually coincides with it on the day following. A combination of Amazon emerging as a big player, this shopping event has recently become extremely well-liked in the United Kingdom. The impact of Black Friday discounts on consumer behaviour and Amazon's position on the UK market are both examined in this essay. 
Black Friday: A Global Retail Phenomenon
An interesting history surrounds Black Friday. Based on Ivanova et al. (2020), in the 1960s, the phrase was first used to refer to the day when shops' financial records changed from "in the red" to "in the black," denoting prosperity. With time, it evolved into a day filled with exceptional sales and discounts, marked by late-night business openings, lengthy lines, and occasionally even shopper stampedes. Although the trend's roots are in the United States, it has subsequently crossed international boundaries and arrived in the United Kingdom.
Amazon: A Dominant Force in E-commerce
According to Chen and Li, (2020), Jeff Bezos established Amazon in 1994, and it has since grown to become a major force in the world of online shopping. It is well known for its creative business practices and unwavering commitment to customer centricity. Amazon has made a name for itself in the UK's retail market by providing a wide range of goods and services, including food, electronic goods for the home, e-books, and entertainment. A devoted clientele in the UK has been attracted to the business by its strong logistical network, efficient customer service, and affordable prices.
Black Friday and Amazon's Strategy
Amazon made the strategic choice to participate in Black Friday sales events to increase its market share in the UK. The business often starts publicising its Black Friday bargains well in advance to build enthusiasm among clients. Saura et al. (2019), claims that Amazon is a desirable location for customers looking for discounts on a variety of products because of these bargains, which cover a variety of product categories. Amazon improves its logistics skills in anticipation of Black Friday. The corporation extends its fulfilment facilities and recruits temporary staff to meet the spike in demand. Furthermore, they use sophisticated algorithms to forecast consumer tastes, ensuring their suppliers have an enough supply of well-liked products.

Customer Engagement
Amazon has a special chance on Black Friday to interact with its customers in a number of ways. As per Pangriya and Singh, (2020), the promise of large discounts is what draws buyers to Amazon's marketplace in the first place. Amazon has the opportunity to show off its broad range of products and services to a larger audience thanks to this increase in traffic. Amazon frequently uses a variety of marketing strategies to increase customer involvement. Flash discounts, one-time deals, and tailored product recommendations are a few of them. These strategies appeal to clients' sense of urgency, encouraging them to acquire products more quickly. Based on Nguyen, (2021), the system of customer reviews and ratings on Amazon is also crucial since it helps customers make educated decisions and builds trust and loyalty. Amazon also makes use of its membership services, such as Amazon Prime, to increase consumer participation on Black Friday. To reward their devotion and to provide them early access to certain deals, Prime members are given a feeling of exclusivity. This not only motivates current Prime members to purchase on Black Friday but also persuades others to subscribe to the service.
The Impact on Market Position
Amazon's market share in the UK has significantly changed as a result of Black Friday. The increase in sales volume is one of the most obvious results. According to Al-Zyoud, (2019), Amazon consistently sees a significant uptick in sales around Black Friday. Its position as a leading e-commerce platform is strengthened by this increase in revenue which also increases its market share. Additionally, Amazon's reputation is negatively impacted by Black Friday. Amazon's dedication to giving its consumers value is reaffirmed by the success of Black Friday events. Fong et al. (2019), claims that its reputation as a dependable and customer-focused merchant is enhanced by the company's ability to control heavy traffic, make on-time deliveries, and preserve product quality throughout such a busy season. Amazon can also gain useful information about client preferences during Black Friday. Amazon can use the knowledge it has gathered from Black Friday shopping tendencies to guide its product selection and pricing policies for the remainder of the year to maintain its competitiveness in the UK market.
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Figure 2.4: Innovation in E-Commerce
(Source: Polláket al. 2021)
[bookmark: _heading=h.tyjcwt][bookmark: _Toc155782067]2.5 Recommending strategies in order to enhance the impact of Black Friday of Amazon for maximising the sales initiative
Amazon's Black Friday event can be considered one of the most extremely anticipated shopping shows of the year. In order to enhance the impact of Black Friday and maximise sales for Amazon, it can be considered very important to employ a strategic approach.
Early Promotions: According to Purnomo, (2023), it is crucial to start building anticipation for Black Friday well. The chosen brand should create a countdown on your website and sponsor it through different social media platforms and email marketing. The brand can also offer early access deals to loyal customers and Amazon Prime members, giving them a sense of exclusiveness. By the approach of doing this, the business is not only able to generate buzz but also can capture a portion of huge sales before the actual event.
Personalised Recommendations: It is important to leverage Amazon's massive data and AI abilities in order to provide tailored product recommendations. Supriyatin and Wisesha, (2022) stated, by the approach of tailoring deals to individual preferences, it is possible to boost conversion rates in an efficient way. The business can also utilise machine learning algorithms in order to analyse search history, previous purchases, and browsing patterns for generating a personalised shopping experience.
Bundled Offers: Based on the study by Bandara et al., (2019), it is also crucial to offer bundled deals in order to encourage customers to buy more. The brand should also create attractive bundles with balancing products and offer them at a discounted price. For instance, bundle a smart TV with a soundbar and streaming service subscriptions. This not only helps in increasing the average order value but also plays a significant role in adding value for the customer.
Flash Sales: According to the viewpoint of Purnomo, (2023), Amazon must implement flash sales that last for a specific time or until items sell out. It is also crucial to notify customers in advance about these flash sales, which is effective in creating a sense of FOMO and urgency. Be sure to have a diverse range of products in these flash sales to cater to various customer interests.
Gamify the whole Shopping Experience: Supriyatin and Wisesha, (2022) said, it is crucial to generate an engaging shopping experience by the process of gamifying the process. Offer prizes, rewards, and contests to customers. For example, customers could spin a wheel for a chance to win gift cards, discounts, or select products. This not only helps in adding fun to the shopping experience but also plays a major role in keeping customers engaged in an effective way.
Mobile Optimization: With the growing use of online shopping and mobile devices, it's vital to optimise the brand’s app and website for mobile users. Bandara et al., (2019) stated the brand needs to ensure that the user interface is responsive, smooth, and very easy to navigate on tablets and smartphones. In addition, it is also important to consider implementing mobile-specific promotions and deals in order to attract mobile shoppers.
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Fig 2.5: Social Media Optimization
(Source: Supriyatin and Wisesha, 2022)
Special Amazon Prime Deals: Amazon Prime can be considered one of the organisation’s most successful services. According to the study by Rosário and Raimundo, (2021), it is crucial to encourage more customers to subscribe to Amazon Prime by the process of offering early access to Prime members and exclusive deals. Amazon also could even consider spreading the free trial period during the Black Friday season in order to attract new subscribers.
Shipping and Delivery: According to the viewpoint of Supriyatin and Wisesha, (2022), Amazon's reliable and efficient shipping can be considered one of the most significant advantages. It is important to ensure that customers are knowledgeable about options and delivery times. The brand should also consider offering expedited shipping for last-minute shoppers. It can also be considered crucial to incentivize customers to opt for slower shipping options in exchange for extra discounts, which is effective in helping to manage demand during the Black Friday rush.
Customer Support and Returns: Purnomo, (2023) stated, Amazon should provide excellent customer support during the Black Friday event. Extend customer service hours, upsurge staffing, and offer several support channels, including email, chat, and phone. It is vital to simplify the returns process, which is effective in making it hassle-free for customers, which can boost confidence in generating a purchase.
All the above-mentioned strategies can play a huge role in helping Amazin in the process of improving the effectiveness of its Black Friday event and drive sales in an efficient and tactical way. 
[bookmark: _heading=h.3j2qqm3][bookmark: _Toc155782068]2.6 Theoretical underpinning
The theory which underpins the study has the potential to assist in finding the essential components that can help in making a difference in the research paper either by implementing or developing both the information system within the enterprise. There are certain social technical contexts that are based on interpretive analysis of information and data (Baah-Peprah and Shneor, 2022). The aim of this research is to gain better understanding regarding the topic of multiple socio-technical dynamics within Amazon behind initiating this marketing strategy (Trancoso, 2021). With the help of this, the way people react in order to solve emerging issues and current issues has been incorporated and explained properly in this research paper based on the context of the study (Cao and Tian, 2020). This innovative marketing strategy which has been initiated by Amazon has helped the brand in rebuilding a proper image in the eyes of the customers. As a result of this the organisation has also succeeded in making a huge profit out of the Black Friday sale.
Contingency theory
Contingency theory mainly emphasises on environmental or situational elements that have the power to influence different other leadership qualities. This is precisely an approach which helps an individual in exploring the behavioural change of a firm based on certain situations or different political or environmental factors (Baah-Peprah and Shneor, 2022). There are certain external environmental influences on the culture of Amazon. With the help of this theory, it has been claimed that the pre-designed organisation structure of Amazon has helped in stimulating the success of the company (Trancoso, 2021). The organisation has used multiple digital marketing strategies in order to increase awareness regarding the product that the company sells among the customers that are prevalent in the market of the United Kingdom (Elhai et al., 2020). It has been taken into account that with the help of Black Friday Sales strategy, the organisation has again proved its massive online presence among the new target customers in order to streamline the business in a more appropriate manner (Ashrafi et al., 2020). Within this sales strategy falls certain offers and attractive deals based on multiple products. 
Diffusion of innovation theory
Diffusion of innovation is a procedure through which a process of innovation is generally communicated with the help of certain channels over a time period among the members of the social system (Elhai et al., 2020). This theory looks for proper adaptation in order to discuss the various ways through which innovation has taken place which are being undertaken by a huge population within this context (Ashrafi et al., 2020). Amazon has certainly gone through multiple innovative marketing strategies whose primary focus was to help the company in making a huge amount of profit by making a proper image in the eyes of the customers and at the same time increasing awareness regarding the company among the potential customers (Trancoso, 2021). With the help of this theory, it has become easier to make decisions based on voluntary participation, acceptance and rejection of innovative techniques that have benefited the overall Independence decision making process with the help of different technologies. 
[bookmark: _heading=h.1t3h5sf][bookmark: _Toc155782069]2.7 Literature Gap
This study has only focused on analysing the role of Amazon’s black Friday strategy. The study by Ashrafi et al., (2020) also focused on other different marketing strategies that are employed by the businesses across the other industries to advance and elaborate the research areas. On the other hand, study by Trancoso, (2021) has not mentioned about the detailed and step-by-step approach implemented by Amazon in order to maintain its black Friday strategy, which had a huge role in preventing this research from being more effective on the selected topic. The future studies could consider the areas to improve the usefulness and reliability of the study. 
[bookmark: _heading=h.1y810tw][bookmark: _Toc155782070]2.8 Theoretical Framework
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Figure 2.8: Theoretical Framework
[bookmark: _heading=h.2s8eyo1]


[bookmark: _Toc155782071]2.9 Summary
[bookmark: _heading=h.rbajegelhyhk]The literature assessment of "Amazon's Black Friday" sale strategy in the UK concludes by highlighting a number of significant findings. Amazon's success in this significant retail event is credited to a comprehensive strategy that takes into account a number of variables. The importance of consumer reputation and faith in Amazon's dependability and credibility has been highlighted in the review. Additionally, the importance of consumer pleasure and straightforward buying practices was highlighted, highlighting Amazon's dedication to providing a simple and pleasurable shopping experience. The evaluation also highlights the significance of social preferences and impacts, as Amazon uses influencers, social media, and the appearance of urgency to increase customer engagement. Amazon has been able to establish itself as the leading player in the UK Black Friday market by concentrating on these elements. The results of this literature analysis shed light on the tactical components that sustain Amazon's continued success in Black Friday sales within the UK market, offering useful insights for academics and practitioners alike. 

[bookmark: _heading=h.5zwlpnnwo6ge]

[bookmark: _heading=h.4i7ojhp][bookmark: _Toc155782072]Chapter 3: Methodology
[bookmark: _heading=h.2xcytpi][bookmark: _Toc155782073]3.1 Overview
Amazon in the United Kingdom has initiated and started the “Black Friday sale” technique in order to increase itself by giving huge discounts on different products. It is known that this is one of the busiest days of the company in the entire year as more and more sales keep on increasing by the end of the day (Bezai and Dehimi, 2021). This chapter will highlight the chosen approach, philosophy, design along with the methods of data collection and analysis. 
[bookmark: _heading=h.1ci93xb][bookmark: _Toc155782074]3.2 Research Philosophy
The four different kinds of research philosophies which are used by the researchers are pragmatism, interpretivism, positivism and realism. In this research work positive is then not used as this research work has been based on secondary data collection techniques as well as qualitative research methods (Alharahsheh and Pius, 2020). As pragmatism uses flexible components from multiple variables, the research has not implemented it. Realism on the other hand is based on human perception and for this reason the research has not incorporated this research philosophy. As per the study, interpretivism stands out to be one of the most preferable research philosophies for this particular research work (Ikram and Kenayathulla, 2022). In-depth analysis has been done in this research work as a result of the implementation of interpretivism research philosophy. As interpretivism research philosophy does not have any specific limitations and it also helps in increasing the quality of the research work, for this reason this research philosophy has been incorporated and emphasised in this work (Ikram and Kenayathulla, 2022). 
Apart from that it has also been taken into account that there are certain international strategies that are being followed by Amazon which can only be determined with the help of interpretivism research philosophy. Interpretivism research philosophy is cost effective as well as saves a lot of time and for this reason, it has been used here (Alharahsheh and Pius, 2020). For this research work, evaluation of a large population and then collecting data accordingly was not required which has facilitated in using interpretivism research philosophy in this research work with the help of correct formulation and by following each and every step chronologically, this research work has been executed in an appropriate manner with the help of interpretivism research philosophy (Ikram and Kenayathulla, 2022). All the essential components have been incorporated in this work so that gaps in this research can be mitigated.
[bookmark: _heading=h.3whwml4][bookmark: _Toc155782075]3.3 Research Approach
For this research work the research approach which has been taken into consideration is deductive research approach. Deductive research approaches generally initiatives with a formulated theory where collection of data that are pre-existing as well as the theories that already exist becomes priority (Casula et al., 2021). In this way the research topic can be developed in an appropriate manner with the help of authentic data and relevant theories (Pearse, 2019). Deductive research is precisely an approach where there are multiple theories that are available which highlights the requirement for the urgency of the research topic in audit to explore a proper understanding regarding the research.
The other research approach is inductive research where data collection based on a generalised point of view which has relevance with the research topic is taken into account (Casula et al., 2021). The researcher has avoided using this research approach and instead has used deductive research methods in order to increase the quality of the work. Even though both inductive research approach and deductive research approach are embraced with certain limitations, however as deductive research approach depends on certain existing data and theories it can be easier to incorporate it in this research. 
[bookmark: _heading=h.2bn6wsx][bookmark: _Toc155782076]3.4 Choice of Research
Quantitative research approach and qualitative research approach at the two types of paradigms which are being used by different authors in order to conduct a research work and fulfil the needs of the work. These two research choices are completely different from each other in every possible aspect (Ahmed, 2021). A quantitative research approach takes quantitative data including statistical data and numerical based on its relevance with the research topic. On the other hand, quantitative research emphasises descriptive insights and theoretical understanding which is based on the experience and psychology of the human mind with the help of different theories and explanations (Mohajan and Mohajan, 2023). Mixed research approach is a type of research choice where both qualitative and quantitative approaches are taken into consideration based on ideology and theories of the research paradigms. In this research work a qualitative research approach has been taken into consideration.
[bookmark: _heading=h.qsh70q][bookmark: _Toc155782077]3.5 Research Design
Exploratory research design has been used in this research work based on the needs and requirements of the work. Other research designs which could have been used in the research work but have been avoided are experimental research design, descriptive research design and correlational research design. Based on the structuring of the resource work and the critical role played by research design it has been noted that exploratory research design fits perfectly for this research topic (Asenahabi, 2019). With the help of this research design, it has been easier to develop multiple points of view of different individuals based on their understanding of certain phenomena and the interest of the phenomenal on a broader aspect. By using this research design and incorporating all the components related to this design in this research work the occurrence of simultaneous natural phenomena has been explained in an appropriate manner (Mohajan and Mohajan, 2023). With the help of this research design, the appropriateness of the research work and that of the research topic and the relevance of the topic with this research design has been subjugated effectively (Pearse, 2019). It has also been noted that after the incorporation of exploratory research design, segregating all the important elements related to the research topic and analysing them properly has been easier.
[bookmark: _heading=h.3as4poj][bookmark: _Toc155782078]3.6 Data Collection Method
 In different research articles and research journals there are precisely two forms of Data Collection methods which are secondary data collection method and primary data collection method. In the primary data collection method, with the help of real time data such as questionnaires and interviews, subjective matters related to the topic are being evaluated. Outcome can be an experiment where an individual can gain insight of the present scenario based on the research topic. In regards to inclusion, the articles that were associated with 2019 or in the duration later than that have been considered for incorporation.  This phenomenon was accommodated in order to ensure that country components were maintained in the discussion of the investigation.  Similarly, every article Comprise are requisite forms of key terms that had been utilised by the creator to proceed with the investigation.  Some of the key terms included “Black Friday sale Strategies in Amazon”, “sale strategy in Amazon for Black Friday”, and “Amazon sales strategy for Black Friday”. On the contrary, the exclusion implied that the articles would only get eliminated if they did not consist of the accurate citations and belong to closed ended links. 
On the other hand, secondary focuses on data and information from different sources that are existing such as authentic scientific journals, government publications and different reports that have direct relevance with the research topic (Archibald et al., 2019). With the help of this data collection method, it has been easier to collect the pre-existing data that are available on a vast range and it has helped in the overall development of the research work. Figure 3.6 shows the process information acquisition using PRISMA flowchart. 
z[image: ]
Figure 3.8: Prisma Chart

After removing articles, the database search produced 306 records. After that six further records were found using different sources. 139 full-text publications were examined to determine eligibility after 167 entries were rejected during screening. Out of them, 122 articles were eliminated for the following reasons. Apart from that, 51 lacked adequate detail, and 46 were outside the purview of the study. Fifteen articles could not be located. 25 articles were included in the qualitative synthesis for discussion and analysis section. These were chosen because they addressed the research issue. Transparency in the study selection process is demonstrated by the Prisma diagram. It graphically displays the inclusion and exclusion criteria. Articles were chosen for inclusion because they made significant contributions to the goals of the study. It has a secondary use in another work, and lacking adequate detail, were the main drivers of exclusions. This ensured a strict and methodical approach to creating the Prisma diagram for thorough and transparent reporting.
[bookmark: _heading=h.1pxezwc][bookmark: _Toc155782079]3.7 Data Analysis Method
The data analysis technique which has been utilised in this research work is “secondary data analysis” by utilising qualitative data. The Data Collection method which has been used in this research work is secondary in order to gather information and then analyse it chronologically. In order to make a proper understanding of the research work, it has been used in this research work (Gaber, 2020). This data analysis technique consists of using the pre-existing data from multiple sources such as annual reports, government publications, market research studies, industry reports and authentic journals written by different authors that have relevance with the topic. Even though there were certain limitations regarding the authenticity of the data, however, with the help of proper tools and strategies, this issue has been resolved.
[bookmark: _heading=h.2p2csry][bookmark: _Toc155782080]3.8 Ethical Considerations
Executing a research work requires consideration of multiple ethical elements which are required to implement in the following research work. It has been taken into account that all the subjective matters have been considered and all the ethical considerations have been abided by in an appropriate manner in this research work. The materials that have been used in order to collect data are authentic. Moreover, the authors of the journals and articles that have been used in this research work have been given proper credit (Ahmed, 2021). On top of that, Data Protection Act 2018 has been implemented in order to restrict the misuse of the information which is contained in this work.
[bookmark: _heading=h.147n2zr][bookmark: _Toc155782081]3.9 Limitations
While conducting the research work there were certain limitations such as the strict deadline which was forced to abide by. In the initial stage it became difficult to conduct the work by abiding by such a strict deadline. This is because of the fact that gathering materials and sources takes a lot of time. However, with the help of proper initiative this work has been conducted within allotted time and all kinds of inaccuracy and biases are being excluded. The gap that was present in the data has been encountered and mitigated properly.
[bookmark: _heading=h.3o7alnk][bookmark: _Toc155782082]3.10 Time-frame
[image: ]
[bookmark: _heading=h.23ckvvd][bookmark: _Toc155782083]3.11 Summary
The Black Friday Sale which has been initiated by Amazon has certain hidden strategies involved which the company prefers not to showcase among the public. All these kinds of elements have been properly and elaborately explained in this work with the help of different approaches and research methods. executing this particular research work has been effective as a result of the availability of different resources which are precisely based on secondary data collection procedure. The limitations have been reserved properly in order to make this research work stand out from the rest. The research philosophy and approach which has been used is interpretivism and deductive which help in increasing the quality of the work.
[bookmark: _heading=h.ihv636]

[bookmark: _heading=h.32hioqz][bookmark: _Toc155782084]Chapter 4: Analysis and Discussion
[bookmark: _heading=h.1hmsyys][bookmark: _Toc155782085]4.1 Overview
A study conducted in the UK on Amazon's Black Friday selling strategy has produced some interesting conclusions and debates. To maximise customer engagement, Amazon uses a comprehensive strategy that includes strategic pricing, personalised recommendations, and powerful data analytics. The results demonstrate how well Amazon caters its sales campaigns to different customer demographics in order to maximise profits throughout the Black Friday weekend. The conversation highlights the value of Amazon's dynamic pricing strategy and the part real-time data plays in modifying prices to reflect consumer demand. The study also explores how Amazon Prime membership affects consumer behaviour, providing insight into how the subscription service affects decisions to buy during the Black Friday sale.
[bookmark: _heading=h.41mghml][bookmark: _Toc155782086]4.2 Analysis
[bookmark: _heading=h.2grqrue][bookmark: _Toc155782087]4.2.1 Advertising and Promotion tactics of Amazon for initiating Black Friday sale all over the UK
The particular approach of the chosen retail giant in initiating Black Friday sales across the UK specifically focuses on being engaged with an inclusive strategy, which plays a major role in encompassing promotions, and advertising, in order to successfully maximise sales and customer engagement (Chesta, 2021). With the approach of leveraging its massive technological capabilities and resources, Amazon plays a significant role in generating a compelling and seamless shopping experience for consumers during the period of Black Friday (Brünkeret al., 2020). In order to successfully keep customers engaged and maintain momentum, the chosen firm often focuses on introducing sneak peeks and countdown deals leading up to Black Friday (Chesta, 2021). Exclusive previews and limited-time play a huge role in the process of creating a sense of urgency, which can be considered effective in cheering customers to plan their whole purchases in advance and be fully prepared and ready to take advantage of all the deals offered by Amazon.
In order to successfully keep customers engaged and maintain momentum, the chosen firm often focuses on introducing sneak peeks and countdown deals leading up to Black Friday. Exclusive previews and limited-time play a huge role in the process of creating a sense of urgency, which can be considered effective in cheering customers to plan their whole purchases in advance and be fully prepared and ready to take advantage of all the deals offered by Amazon. Based on the statement of (Goldmann, 2023), Amazon plays a significant role in launching early marketing campaigns in order to build expectations for its Black Friday sales. All these campaigns can be considered very effective in the process of utilising a bunch of different channels, including email newsletters, online advertising, and social media in order to reach an extensive audience (Brünkeret al., 2020). Teaser promotions and engaging content are basically used in order to generate awareness and excitement among potential consumers.
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Figure 4.2.1: Growing number of Amazon app downloads
(Source: Narayan, 2022)
Figure 4.2.1 focuses on demonstrating the growing increasing rate of Amazon’s app downloads. Amazon’s mobile app can be considered very effective in promoting the event of Black Friday. The Amazon app is generally focused on optimising for a smooth and seamless shopping experience, which can be considered very effective in the process of featuring push notifications for time-sensitive proposals, special app-only deals, and an easy interface (Narayan, 2022). The suitability of mobile shopping plays a huge role in contributing to improved sales and enhancing customer engagement. The review of Amazon generated by mobile apps was almost $62 million in the year 2023. 
Benefits of Prime Membership: According to the article by (Bodker et al., 2022) it can be stated that the selected retail giant plays a significant role in the process of leveraging its exclusive program of Prime membership in order to offer special benefits during the Black Friday sale. Moreover, Prime members are generally capable of enjoying faster shipping options, initial access to deals, and extra discounts, which can be considered very effective in the process of incentivizing customers in order to renew their Prime memberships or subscribe before the whole shopping event (Narayan, 2022). Amazon recently has more than 200 million Prime members all across the globe. The overall sales within Amazon during Prime Day research up to $11.79 billion in the year 2021. The chosen firm focuses on offering Amazon Prime in more than 22 different countries all across the globe. Amazon generated almost $25.21 billion in annual revenue from its subscribed members (Goldmann, 2023).
The selected retail chain also focuses on employing data analytics and sophisticated algorithms in order to provide tailored and personalised product references to global customers. As the period of Black Friday approaches, all these different recommendations are generally tailored in order to successfully highlight potential discounts and deals that play a significant role in aligning with each customer's browsing history and preferences (Bodker et al., 2022). This modified approach plays a significant role in enhancing the significance of promotions, which can be considered very effective in improving the probability of conversion. Amazon dynamically focuses on adjusting prices according to competitor pricing, real-time demand, and other factors (Goldmann, 2023). This particular strategy, united with time-limited promotions and flash sales, can be considered very effective in creating a competitive and dynamic shopping environment. Moreover, consumers are highly motivated in order to generate fast purchasing decisions in order to secure the greatest deals before they expire (Brünkeret al., 2020). The reports help demonstrate that marketers across the globe experience an increase in sales of almost 20% when utilising customised experiences.
[bookmark: _heading=h.vx1227][bookmark: _Toc155782088]4.2.2 The impact of Black Friday sales on consumer behaviour and Amazon’s marketing strategies
Black Friday can be considered one of the most popular and well-known annual shopping shows, which can be considered very effective in impacting consumer behaviours in a direct way. A huge surge in spending can be considered One of the most noticeable influences of the Black Friday event on consumer behaviour (Brünkeret al., 2020). This sales event, marked by steep discounts and promotional offers, significantly influences how people shop and spend their money in a direct way. Reports constantly focus on demonstrating a considerable growth in retail sales during the period of Black Friday. Based on the data from the National Retail Federation, Black Friday sales in the United States reached up to $59.1 billion in the year 2022, which can be considered very effective in marking an almost 12% upsurge in comparison with the previous year (Chesta, 2021). This particular growth cannot be considered limited to physical stores. Amazon’s online retailers also experienced a substantial development in sales, with different kinds of e-commerce transactions observing a prominent uptick during the whole Black Friday weekend.
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Figure 4.2.2: Increasing sales during black friday sales
(Source: Chesta, 2021)

The above figure plays a major role in presenting the increasing sales in Amazon during Black Friday in the year 2022. The increase in online shopping has changed consumer behaviour during the event of Black Friday. The accessibility and effectiveness of e-commerce, which is particularly coupled with the capability of compromising prices naturally, has played a significant role in directly leading to a prominent change in how customers focus on approaching this big shopping event designed by Amazon (Kaur and Singh, 2021). The effortlessness and comfort of mobile shopping apps and digital transactions can play a huge role in directly contributing to the increasing trend of customers selecting online buying during the period of Black Friday (Etumnu et al., 2020). Based on Adobe Analytics, online expenditure during the period of Black Friday in the year 2022 reached up to $7.9 billion, which can be considered very effective in accounting for a considerable portion of the complete sales. 
Amazon focuses on making use of this particular behaviour by tactically timing the announcement of new models and products, which can be considered very effective in making sure that customers are tempted to replace and upgrade their existing belongings during the period of Black Friday sales (Kaur and Singh, 2021). On the other hand, the Black Friday event can also be considered very effective for having a deep impact on the timing of the purchases of consumers. Many customers delay main purchases, particularly in the appliance and electronics sectors in order to take advantage of the substantial offers and discounts offered by Amazon during this particular sales event. 
Amazon, which can be considered one of the most well-known e-commerce giants, plays a major role in the process of employing a multi-layered marketing strategy in order to successfully promote Black Friday sales across the UK (Lapola et al., 2023). This particular annual event has developed to be one of the most significant parts of the whole retail calendar, and the chosen firm focuses on leveraging a bunch of different channels in order to maximise consumer participation.
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Figure 4.2.3: Growing sales of Amazon after implementing different strategies
(Source: Lapola et al., 2023)
The figure 4.2.3 focuses on demonstrating the incrawing sales in Amazon from the year 2002 to the year 2018, which can be considered effective in identifying the effectiveness of different strategies and measures implemented by Amazon.  With the particular approach of using a massive database of purchase history and customer preferences, the selected financial firm focuses on tailoring its marketing messages. Targeted emails and Modified recommendations can be considered very effective in the process of highlighting products, which focus on aligning with individual interests, which can be considered very effective in increasing the probability of engagement (Garrett et al., 2021). Amazon plays a huge role in the process of employing a bunch of offline and online channels in order to successfully generate an extensive presence. Online, the chosen brand focuses on the process of leveraging its mobile app, social media platforms, and website in order to create anticipation and showcase deals (Dastin, 2022). In the context of offline, the chosen brand may leverage the effectiveness of traditional media like print and television in order to reach a larger audience. The well-crafted marketing strategies of Amazon can be considered very effective in directly contributing to a substantial upsurge in sales during the period of Black Friday. The particular combination of limited-time offers, enticing deals, and a sense of earnestness can play a huge role in prompting consumers to successfully participate in the shopping show.
The selected retailers also play a significant role in leveraging its Prime membership program by the approach of offering special early access to Black Friday deals particularly for Prime members. It not only plays a significant role in rewarding existing members but also can be considered very effective in incentivizing others to sign up, which can be considered very effective in fostering a sense of loyalty and exclusivity (Lapola et al., 2023). The particular concept of Lightning Deals provides time-sensitive discounts, which can be considered a keystone of the selected firm’s Black Friday strategy. All these limited-time offers play a significant role in generating a sense of scarcity and urgency, which is effective in driving customers to make faster decisions (Garrett et al., 2021). Amazon strategically builds anticipation by initiating countdowns and releasing teasers before the Black Friday sale begins. This creates a sense of urgency and excitement among consumers, encouraging them to plan their purchases in advance. The exclusive benefits and personalised recommendations for Prime members can be considered very crucial in the process of fostering a sense of faithfulness among consumers (Boulton et al., 2022). Consumers feel appreciated and valued when obtainable with custom-made deals, which can have a significant role in encouraging repeat business beyond the event of Black Friday.

[bookmark: _heading=h.3fwokq0][bookmark: _Toc155782089]4.2.4 Varied opportunities that are utilised by Amazon for enhancing consumer satisfaction and business performance
The chosen retail firm focuses on employing a multi-layered approach in order to drive business performance and improve consumer satisfaction. The success of the chosen firm is typically attributed to its persistent emphasis on innovative practices and customer-centric strategies (Baragwanath and Bayi, 2020). There are a bunch of different opportunities that are consistently used by the chosen firm in order to accomplish these objectives. Some of these measures and strategies are personalised algorithms, prime membership programs, innovative technologies, and feedback systems (Garrett et al., 2021).  The selected retail firm plays a huge role in the process of leveraging advanced machine learning algorithms and data analytics in order to improve the whole shopping experience for customers. The selected retail platform also plays a huge role in the process of analysing purchase history, preferences, and user behaviour in order to provide custom-made product recommendations (Dastin, 2022). It not only plays a huge role in enhancing customer satisfaction by the approach of facilitating more relevant and easier product discovery but also can be considered very effective in the process of boosting sales as consumers are more likely to generate purchases according to personalised suggestions.
The selected firm repeatedly focuses on investing in different cutting-edge and innovative technologies, such as smart home devices and voice-activated assistants. All these innovations can be considered very effective in introducing new revenue streams and it also plays a huge role in enhancing the complete customer experience (Lapola et al., 2023). By the approach of integrating all these innovative technologies into consumers' daily lives, the chosen firm plays a major role in the process of establishing a deep connection with its consumers, which can be considered very effective in generating an exclusive selling proposition that plays a major role in directly contributing to improved business performance and customer satisfaction (Baragwanath and Bayi, 2020). The approach of considering this strategy can have a huge role in contributing to the growing revenue in Amazon.  In the year 2022, the total revenue of the chosen firm was approximately $514 billion. 
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Figure 4.2.4: US Customer Satisfaction with Amazon.com
(Source: Coppola, 2022)
By analysing above graph, as per the “American Customer Satisfaction Index” (ACSI) for 2022, Amazon.com obtained a score of 84 out of 100 for customer satisfaction. The e-commerce website of Amazon, on the other hand, has an ACSI score of 90 out of 100 in the UK (Coppola, 2022). Reliable and efficient order fulfilment can be considered very important and crucial in the process of maintaining customer satisfaction. The chosen firm has founded developments in fulfilment and logistics centres, which can be considered very effective in the process of implementing automation and robotics in order to streamline whole processes (Garrett et al., 2021). It not only plays a major role in reducing delivery times but also can be considered very effective in minimising errors and enhancing the complete customer experience. A reliable and seamless logistics network also plays a major role in directly contributing to repeat business and positive customer feedback.
[bookmark: _heading=h.1v1yuxt][bookmark: _Toc155782090]4.3 Discussion
[bookmark: _heading=h.4f1mdlm][bookmark: _Toc155782091]4.3.1 Amazon's advertising and promotion strategies for the launch of its Black Friday sale throughout the United Kingdom
Black Friday has evolved from being a traditional real-time shop monitoring celebration to one of the biggest annual shopping days. Businesses employ a range of advertising techniques during this time to entice customers inside and increase sales. Some often-used strategies that aim to instil a sense of urgency in customers are limited-time sales, doorbusters, speedy sales, and customised discounts (Javed et al., 2021). Being a pioneer in the e-commerce space, Amazon has effectively incorporated and enhanced these strategies into its website, tailoring it to effectively engage with the UK market.  By putting these tactics into practice, the business increases revenue, fosters customer engagement, and maintains a competitive advantage during the frenetic Black Friday shopping spree (Al-Zyoud, 2019). The e-commerce behemoth leverages the internet to its advantage by strategically positioning itself to capitalise on the rising levels of customer engagement and excitement that are characteristic of this buying phenomenon.
Black Friday ads have a significant impact on a company's ability to compete and attract customers, and Amazon takes advantage of these impacts. The company's position in the highly competitive UK e-commerce market is strengthened by the increased sales on Black Friday, which offers a significant possibility for revenue development (Boardman et al., 2020). Increased purchasing activity not only increases profits but also fortifies Amazon's position in the market, making it a formidable rival in this sector. Additionally, Black Friday fosters an environment that promotes greater customer connection. The alluring deals and discounts draw sizable crowds of consumers, raising brand awareness and fostering stronger customer relationships. The event functions as a centre for consumer contact, allowing Amazon to showcase its products and draw in new clients (Wichmann et al., 2022). The increase in customer interaction is ongoing and persists into post-Black Friday transactions, fostering customer loyalty among customers who found satisfaction in their purchases. Prior to and during this annual shopping frenzy, Amazon's ability to effectively leverage Black Friday enhances its position as a significant participant in the e-commerce space.
The chosen retail behemoth is a major player in the process of utilising its exclusive Prime membership program to give exceptional perks during the Black Friday sale, according to the article by Bodker et al. (2022). Additionally, Prime members typically have access to early access to deals, quicker delivery options, and additional discounts. These benefits can be thought of as being highly effective in encouraging customers to renew their Prime memberships or sign up before the entire shopping event (Narayan, 2022). As of late, Amazon has more than 200 million Prime subscribers worldwide. According to research, Amazon's total sales on Prime Day reached $11.79 billion in 2021. The selected company specialises in providing Amazon Prime in over 22 countries worldwide. Amazon's subscribed members brought in nearly $25.21 billion in revenue annually (Goldmann, 2023).
Amazon contributes significantly to creating an engaging and smooth Black Friday buying experience for customers by utilising its vast technology resources and capabilities (Brünker et al., 2020). The selected company frequently concentrates on giving sneak peeks and countdown bargains leading up to Black Friday in order to successfully keep customers engaged and maintain momentum (Chesta, 2021). A strong sense of urgency is cultivated by exclusive previews and limited-time offers, which may be seen as an efficient way to encourage customers to plan their entire purchase in advance and to be well-prepared to take advantage of all the deals that Amazon is offering. Black Friday has grown to be a massive annual shopping event with significant discounts and offers from retailers to boost sales and improve customer interaction (Whitler, 2019). Amazon, a well-known online retailer, emphasises customer participation and tailors price reductions depending on customer demands and interests in order to successfully negotiate Black Friday. 
[bookmark: _heading=h.2u6wntf][bookmark: _Toc155782092]4.3.2 Insights into how Black Friday sales affect consumer behaviour
Consumer tastes and societal influences have a big impact on their intentions on Black Friday. Due to societal pressure and a desire to conform to social norms, people commonly participate in well-known events like Black Friday (Massimo, 2020). Peer pressure and the desire to share their achievements on social media channels lead people to partake in the joy of the shopping frenzy (Messner, 2022). Amazon employs social media, influencer marketing, and targeted advertising to spread the word about its Black Friday deals. Using a variety of social media platforms to interact with customers and display their positive feedback increases the social impact and influences prospective buyers (Kingsnorth, 2022). Furthermore, Amazon creates a sense of urgency in its customers by offering flash discounts and limited-time deals, which encourages them to make quick decisions.
Customers are urged to take advantage of these significant discounts by taking advantage of the price reductions that have been carefully chosen and presented to create an impression of exclusivity and promptness (Peng et al., 2019) By properly crafting such offers, Amazon might attract a flood of people ready to take advantage of their perceived value and reduced pricing. Two key elements that significantly influence how customers behave on Black Friday are discounts and their perceived values. Customers carefully consider the incentives and price breaks that are provided during this period, taking into account the perceived value of the products that are being offered. When they see notable price decreases and think the goods have substantial value, consumers are greatly encouraged to place orders (Bang et al., 2021). This is because people want to potentially receive discounts. Amazon, a prominent player in the e-commerce industry and a seasoned participant in Black Friday sales, strategically arranges its price reductions to highlight the concept of exceptional value.  
One of the most well-known and well-liked yearly shopping events is Black Friday, which has a direct and significant influence on consumer behaviour. Considerable increases in expenditure could be Black Friday has one of the most pronounced effects on customer behaviour (Brünker et al., 2020). This sales event, which is characterised by large discounts and promotional offers, has a direct and major impact on how consumers purchase and spend their money. Reports are always emphasising how retail sales increased significantly during the Black Friday timeframe.  According to data gathered by the National Retail Federation, Black Friday sales in the United States in 2022 amounted to $59.1 billion. This represents a nearly 12% increase over the previous year (Chesta, 2021). This specific rise cannot be attributed to physical retailers alone. Amazon's online stores also saw a significant increase in sales, with various e-commerce transactions showing a noticeable boost throughout the course of the Black Friday weekend.
[bookmark: _heading=h.19c6y18][bookmark: _Toc155782093]4.3.3 Amazon's marketing strategies for the sale's promotion throughout the United Kingdom and its effects on consumer involvement
There's an intriguing backstory to Black Friday. The phrase was first used in the 1960s to describe the day when stores' financial records went from being "in the red" to being "in the black," indicating success, according to Ivanova et al. (2020). Over time, it became a day of extraordinary bargains and discounts, along with late-night store openings, long lineups, and sometimes even swarms of shoppers. Despite having its origins in the United States, the movement has since spread internationally and reached the United Kingdom. In order to gain market share in the UK, Amazon strategically decided to take part in Black Friday sales activities. To pique customers' interest, the company usually begins promoting its Black Friday deals well in advance. According to Saura et al. (2019), because of these deals, which span a number of product categories, Amazon is a popular destination for consumers searching for discounts on a variety of products. Amazon honed its shipping capabilities in advance of Black Friday. To accommodate the increase in demand, the company expands its fulfilment facilities and hires temporary workers. In addition, they employ advanced algorithms to predict customer preferences, guaranteeing their suppliers have an adequate stock of popular goods.
When promoting items that focus on aligning with individual interests, targeted emails and modified recommendations can be deemed quite effective in improving the probability of involvement (Garrett et al., 2021). The practice of using a variety of offline and online channels to successfully create a broad presence is greatly aided by Amazon. The selected brand concentrates on using its website, social media accounts, and mobile app to display discounts and build anticipation online (Dastin, 2022). To reach a wider audience in the offline realm, the selected brand can take advantage of the efficaciousness of conventional media such as print and television. Because to Black Friday, Amazon's market share in the UK has drastically shifted. One of the most evident outcomes is the rise in sales volume. Al-Zyoud (2019) claims that Amazon regularly experiences a notable spike in sales around Black Friday. This growth in sales reinforces its position as a top e-commerce platform and boosts its market share. Additionally, Black Friday has a bad effect on Amazon's reputation. Amazon's commitment to providing value to its customers is demonstrated by the success of its Black Friday events. Fong et al. (2019) assert that the company's capacity to manage dense traffic, ensure punctual delivery, and maintain product quality within a hectic season contributes to its standing as a dependable and customer-focused retailer. 
[bookmark: _heading=h.3tbugp1][bookmark: _Toc155782094]4.3.4 Various opportunities that Amazon uses to grow its business
The chosen company consistently prioritizes investing in a variety of cutting-edge and novel technologies, including voice-activated assistants and smart home appliances. According to Lapola et al. (2023), all of these innovations are highly effective in bringing in new revenue sources and have a significant impact on improving the overall customer experience. The company that is selected contributes significantly to the process of building a strong relationship with its clientele by incorporating all of these cutting-edge technologies into their everyday lives. This approach can be seen as highly effective in creating an exclusive selling suggestion that directly improves customer satisfaction and business performance (Baragwanath and Bayi, 2020).  The strategy's approach has the potential to significantly contribute to Amazon's increasing revenue.  The selected company's total revenue in 2022 was almost $514 billion. 
Controlling distribution centre space is vital for effective stock administration. Famous things are effectively open in a very much planned distribution centre, which speeds up the decision and pressing cycle. A methodical distribution centre with efficient canisters and racks and as much robotization as plausible advances better stock control and speeds up request handling. Requests the executives' issues every now and again slip through the cracks, as confirmed by deals claims about unavailable product and client protests about postponed orders. Keeping up with stock levels to satisfy orders is an expertise, yet one that is simplified much by frameworks and devices that help stock administration (Ivanova et al. 2020). One cannot dole out stock control to a transitory specialist with little skill. Talented stock experts are very important. In the event that there are insufficient prepared stock administrators in their association, presently is the second to view as one. 
The chosen retail company is crucial to the process of utilising cutting-edge machine learning algorithms and data analytics to enhance the overall shopping experience for clients. In order to generate personalised product recommendations, the chosen retail platform is also crucial to the analysis of customer behaviour, preferences, and past purchases (Dastin, 2022). By making it easier and more relevant for customers to discover products, it not only greatly increases customer satisfaction but also has a significant positive impact on sales because customers are more likely to make purchases based on personalised recommendations. Experienced initiative might essentially affect all features of the stockroom and stock administration. A carefully prepared stock director ensures opportune and right information, keeps orders transporting, and comprehends the meaning of keeping away from reinforcement at the getting region. They can altogether influence their business' primary concern and upgrade client joy and administration. 
[bookmark: _heading=h.28h4qwu]
[bookmark: _Toc155782095]4.4 Summary
An intricate plan to optimise customer interaction and income production is revealed by the study on Amazon's Black Friday sale strategy in the UK. Important discoveries emphasise that individualised recommendations and the application of sophisticated data analytics are essential components of Amazon's approach. In order to maintain competitive offerings during the Black Friday frenzy, the e-commerce behemoth uses a dynamic pricing mechanism that uses real-time data to adjust rates based on market demand. The report also sheds light on Amazon's deft segmentation techniques, which maximise the impact of its Black Friday discounts by customising promotions for a variety of consumer categories. Overall, the report highlights Amazon's smart and customer-focused strategy for Black Friday in the UK, demonstrating the business's dexterity in negotiating the intricacies of the online retail environment. Amazon's capacity to effectively incorporate data-driven insights, customised marketing, and dynamic pricing highlights its leadership and flexibility in the fiercely competitive Black Friday market, establishing the business as a major player in the UK retail scene during this significant yearly sales occasion.


[bookmark: _heading=h.nmf14n][bookmark: _Toc155782096]Chapter 5: Conclusion and Recommendation
[bookmark: _heading=h.37m2jsg][bookmark: _Toc155782097]5.1 Conclusion
Amazon's Black Friday sale strategy in the United Kingdom establishes a dynamic approach. It has capitalised on the rising customer passion around this annual shopping event. It has also set an example for e-commerce excellence. Amazon has successfully exchanged the Black Friday sales landscape. It established its position as a major player in the UK market. It has an organised combination of technology innovation, customer-centricity, and strategic partnerships. Amazon's Black Friday strategy is an effective approach. Its use of modern technology is one of its primary resources. The use of artificial intelligence, machine learning algorithms, and data analytics has enabled the online retailer. It expects consumer preferences. It helps to adapt its Black Friday deals. This data-driven strategy has improved consumer happiness. It provides specific suggestions. It also has efficient inventory management. It ensures that the proper goods are accessible. It deals with acceptable numbers to meet the rise in demand during the Black Friday holiday season.
Amazon's seamless integration has played an important part of its many services like Amazon Prime. It increases consumer faithfulness and engagement during the Black Friday sales. Customers have been motivated. They choose Amazon as their favourite Black Friday shopping location. Prime members access early data. It deals with fast and dependable shipping alternatives. This measured usage different membership programs. It has helped in customer retention. It has also helped to the growth of Amazon's Prime subscriber base. Amazon's customer-centric approach has been critical. It helps in the success of its Black Friday strategy. Consumers appreciate the company's dedication. It offers a smooth buying experience. The approach is seen by its user-friendly interface, simple pricing, and immediate customer support. Amazon has helped buyers. It dependence on user reviews and ratings. It educated judgments during the Black Friday discounts. It builds a sense of confidence and reliability. It is critical in the online retail scene.
Collaborations have also played an important role in Amazon's success on Black Friday in the UK. Amazon has been able to offer an enormous and expanded collection of items. It combines with different brands and retailers. These collaborations have expanded Amazon's product inventory. It has also enabled the business. It discusses unique offers and discounts. It divides different competitors. It draws more customers during Black Friday sales. The severe competition during this era compels Amazon to continually innovate and stay ahead. It deals with the traditional businesses and other e-commerce platforms. Furthermore, the rise in demand around Black Friday presents logistical hurdles. Amazon's sophisticated supply chain management and fulfilment infrastructure have generally compensated for these issues. Amazon's Black Friday approach in the United Kingdom serves as a model for other e-commerce businesses attempting. It manages the difficulties of the holiday shopping season. Technology integration, a customer-centric emphasis, and strategic alliances are examples of a comprehensive strategy. It has proven beneficial in a highly competitive industry.
The usefulness of interpretivism research philosophy has been employed in this study.  The proposal of utilising interpretivism research philosophy proved to be very beneficial in establishing the relationships among different factors associated with the picked topic. Moreover, the usefulness of deductive research approach is incorporated in this paper.  It helps the paper to satisfy all the research questions efficiently. Increasing the work quality is another major characteristic of using a deductive research approach. Both qualitative and quantitative research approaches have been considered while executing this research paper. study to be more reliable on the topic. Effectiveness of secondary data collection method incorporated in this study. Using secondary data collection methods helps the whole process be more cost efficient. 
[bookmark: _heading=h.1mrcu09][bookmark: _Toc155782098]5.2 Recommendation
Offering customised shopping experiences: Amazon should focus on offering a customer stopping experience to improve satisfaction and engagement among the consumers. The proposal of incorporating an innovative machine learning algorithm can help Amazon to analyse the Purchase history, pending patterns, and preference of consumers. Offering services and products according to the preferences and choices of consumers can help Amazon to improve the level of consumer satisfaction directly. 
Sustainability-centred measures: To attract environmentally aware consumers, it is crucial for Amazon to diversify is offering by employing sustainable practices into its Black Friday offerings. There are some effective initiatives that Amazon can consider to demonstrate their dedication towards sustainability.  Some of these initiatives are exciting discounts on purchasing sustainable goods, offering goods with sustainable certifications, and promoting the utilisation of paper bags. 
Experience of mobile shopping: Since Amazon has a huge number of mobile Shoppers, it is crucial for Amazon to improve the experience of mobile shopping. Brand should incorporate different features such as, virtual trial room, and one click purchase. All this initiative could help in smoothing the whole experience of mobile shopping. Moreover, the firm also requires to leverage the usefulness of Artificial Intelligence and machine learning algorithms to improve the mobile experiences of Amazon's users.
Assessing the recent market: Assessing the market condition is crucial in guiding Amazon to manufacture the ideal service and products. Close evaluation of the mission market helps the farm to successfully identify the current market trends and preferences among the employees. The farm quote leverages the effectiveness of PESTLE analysis and Porter's wife forces to identify the areas that require to be focused on. Moreover, Amazon must leverage Google Analytics to identify consumer behaviours efficiently. 
Improving the experience of prime members: It is crucial for Amazon to deliver early access to the Black Friday sales among the consumers who had prime memberships.  This strategic proposal helps the firm to reward and acknowledge the loyal consumers. Such initiatives are crucial in retaining existing consumers. Early access will also be fruitful in generating a sense of priority, improving business engagement. This particular approach aims to be aligned with the firm’s dedication of spreading the base of its Prime membership. 
It is very crucial for Amazon to incorporate the above-mentioned strategies.  It will help the farm to improve the effectiveness of its Black Friday sales.
[bookmark: _heading=h.46r0co2][bookmark: _Toc155782099]5.3 Linking with Objectives
Objective 1: The first objective is to identify advertising and pricing tactics initiated by Amazon for enhancing Black Friday all throughout the UK. The UK version of Amazon's Black Friday selling tactic is a creative and innovative one. It has profited from the growing consumer craze surrounding this yearly buying occasion. It has also established a standard for excellence in e-commerce. Amazon has navigated the challenges of the Black Friday sales scene with ease. It became a dominant force in the UK market by systematically combining customer-focused innovation in technology with strategic alliances. One of Amazon's main advantages in its Black Friday approach is its adept utilisation of contemporary technology.
Objective 2: The second objective is to determine the impact of Black Friday Sales on consumer behaviour.  The online retailers are now able to anticipate customer preferences and modify their Black Friday bargains accordingly thanks to the use of artificial intelligence, machine learning algorithms, and data analytics.  Customer satisfaction has increased thanks to this data-driven approach. It offers precise recommendations. Additionally, inventory management has been simplified. It makes sure that the right products are available in sufficient quantities to satisfy the spike in demand that occurs during the Black Friday shopping season. Additionally, a significant contribution has been made by Amazon's flawless integration of its numerous services, including Amazon Prime. It boosts customer involvement and loyalty during the Black Friday discounts. 
Objective 3: The third objective is to highlight the marketing strategies that are relied on by Amazon to advertise deals of Black Friday deals in the UK which includes their overall impact on consumer involvement. Amazon has become the most popular Black Friday shopping destination among customers. Special early access to sales and reliable, quick shipping options are only available to Prime members. The purposeful application of membership programs has aided in keeping customers. Additionally, it has contributed to the expansion of Amazon Prime's user base. 
Objective 4: The fourth objective is to highlight the distinctive opportunities relied on by Amazon for enhancing their overall business performance and consumer satisfaction. The success of Amazon's Black Friday campaign has been largely attributed to its customer-centric strategy. Customers value the company's commitment. Its straightforward price, quick customer service, and user-friendly design all point to a hassle-free purchasing experience. As a result of Amazon's focus on user reviews and ratings, customers have been better able to make informed decisions during the Black Friday sales. It fosters a sense of dependability and confidence that is essential in the world of online retail.
[bookmark: _heading=h.2lwamvv][bookmark: _Toc155782100]5.4 Future Scope and Limitations
There were other restrictions on the research effort, such as a tight timeline that had to be followed. Following such a tight timeline made it challenging to complete the work in the beginning. This is as a result of the lengthy process involved in obtaining materials and sources. But with the right initiative, this activity was completed in the allocated amount of time, and biases and errors of all types were avoided. The data gap that existed has been identified and appropriately mitigated.
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