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Amazon’s Market Analysis
	The Amazon Inc. currently leads in e-commerce and online retail. The company was founded in 1994 by Jeff Bezos . The company also offers cloud-based services and has been making huge strides towards acquiring a huge market share not only in the United States but globally. Despite the ever-increasing competition in the ecommerce industry Amazon has continued to follow an upward growth trajectory and maintained a huge share of the online retail market. This paper aims at providing a market analysis of Amazon by focusing on Amazon's market structure, competition faced by Amazon, the company's pricing activities, profit maximization and its level of output, demand trends for Amazon's products, price elasticity of demand, an analysis of costs and conclude with a recommendation strategies that would ensure amazon's continued growth and e-commerce market dominance.
Market Structure and Competition
 	A few global firms dominate the e-commerce industry. Amazon Inc. is one of these firms. The company is the largest e-commerce platforms globally in terms of revenue generation and ranks second globally after the Alibaba Company when total global sales are considered. Amazon operates in an oligopolistic market structure globally and in the United States. Currently, the Amazon Inc. controls up to 49% of the American e-commerce market share. Amazon's main competitors in the United States eBay, Walmart with approximately 5 percent of the market share each. All the other e-commerce platforms in the United States hold a negligible share of the market despite their numerous numbers. Globally, Amazon's main competitors include Alibaba and eBay. These e-commerce companies have been able to maintain a large share poof the e-commerce market by placing barriers of entry into the e-commerce industry (Goldmanis et al., 2010). Amazon utilizes this strategy so as to ensure that the vast startup companies attempting to gain a foothold in the United States do not succeed thus ensuring its dominance and reducing the number of competitors. The barriers to entry into the market utilized by Amazon include use of friendly pricing strategies such as provision of free shipping, use of its brand name and its popularity to ensure they are customer’s first choice, use of its huge size to generate economies of scale that startup companies cannot attain or compete with and repeat sales marketing strategy whereby repeat customers are offered incentives to ensure they are maintained.
Output, Pricing and Profit Maximization
Amazon’s current business cycle stage
	Amazon is current at the expansion phase of its business cycle. This is evident as more and more investors are attempting to invest in the company and its affiliates. Additionally, the amazon’s expansion phase currently consists of innovative attempts to increase its sales and market share. Through its go retail store initiative, the e-commerce giant aspires to open up to three thousand new stores globally. Additionally, Amazon continues to reinvent its expansion process through the introduction of new products such as the Amazon Kindle which is an online e-commerce book platform (Pagano, 2016).
Amazon’s effect on American gross domestic product
	Globally, Amazon's rapid expansion and huge sales have had a noticeable effect on the currents where it transacts in. in the United States, Amazon Inc. is the leading e-commerce and online retail employer followed by Walmart. This coupled with repatriated profits has contributed to the United States gross domestic product even if not significantly. The Wall Street states that Amazon Inc. has improved by up to 4 % in the stock trading and its impact can be felt on the country’s overall GDP.
Amazon and inflation 
	Since Amazon is a major player in the global e-commerce industry, it has a certain element of power to influence the prices of products being sold online. Consequently, in its attempts to market itself the organization has been continuously lowering prices and this has led to an increase in consumer’s purchasing power and therefore reduced the available disposable income in the market. This has served to decrease the level of inflation in the United States. 
Amazon’s effect on unemployment and borrowing rates
	Amazon recently overtook Walmart to be the largest online retail employer in the United States. According to Pagano (2016), the company currently employs over 566000 employees globally, about 100,000 of these jobs are held by Americans. Therefore, as evidence points out Amazon is playing a huge part in ensuring that unemployment rates globally are being capped and reduced. The firm’s workforce continues to expand rapidly with projections for over 300,000 new jobs being generated by the company in the near future as it continues to expand. This will greatly reduce unemployment in all the countries Amazon operates in. 
	Amazon has had a great impact on borrowing and interest rates on borrowing in the United States. Through its expansion efforts, the company has created a demand for loans from a financial institution as investors borrow so as to invest in the company. Additionally, through the creation of employment, the company has improved the ability of its employees to bargain and acquire loans and mortgages from banks and other financial institutions as they can use their pay slips as security. This increase in demand has resulted in a slight increase in interest rates on borrowing in the United States (Pagano, 2016).
Amazon’s Demand Trends
	According to Data.Gov (2018), over the last decade, the demand for Amazon's products and services increased dramatically and have generally shown an increase. The trend resulted from an increase in the number of sales made by the company not only in the United States but also globally. Additionally, a shift in global retail and shopping trends from the classical retail shop buying to online buying led to an increase in demand for Amazon’s products.  
	Over the last three years, annual sales have been increasing both in the United States and globally. According to Statista (2018), the sales increased from $107.1 billion in 2015 to $135.99 billion in 2016 and finally $177.87 billion in 2017. The quarterly sales have also generally increased in the last two quarters from $51.4 billion in the first quarter of 2018 to $ 52.9 billion in the second quarter of 2018. These trends have however been experienced by similar companies in the e-commerce industry as the effects of the shift to online shopping affect the whole industry. In terms of competition in the United States, both Walmart and Amazon have shown an increase in the number of sales. Amazon has experienced a growth rate of 27.5% and 26.3 % over the last two quarters respectively while Walmart experienced a growth rate of 24% and 21% over the last two quarters (Data.Gov, 2018). 


	

	The above statistics show a decrease in the growth rate of the e-commerce industry major players in the United States. According to Jones & Jones (2013), to avoid a further decrease in the growth rate amazon Inc. should use the pricing a marketing strategy to increase sales and ultimately its growth rate. By reducing the prices of its products amazon’s customer base will increase and therefore its growth rate.
Elasticity of Demand
	Amazon rarely experiences effects of the price elasticity of demand due to its huge size and superior service delivery. However, when other major players such as Alibaba, eBay and Walmart influence the change in price the demand for Amazon's product becomes slightly elastic as customers tend to prefer services offered by the other major e-commerce giants and reduce the demand for Amazon products and services. 

Cost Analysis and Its Effect on Amazon Output
	Amazon’s fixed costs rarely affect its output. The fixed costs of Amazon are well known and defined and therefore can be planned for in advance. These costs only impact the pricing mechanism of Amazon's goods and products. They contribute to a fixed part of the prices Amazon introduces to its good and services. On the other hand, variable costs are unpredictable and vary from one financial year to another. These costs affect the decision-making process as they are volatile and if not considered appropriately may lead to a catastrophic financial failure for Amazon. Costs such as sales commission and the total number of part-time wages determine the pricing of goods in future and financial strategies that will be put in place.
Conclusion and Recommended Strategies
[bookmark: _GoBack]	In conclusion, after conducting an analysis of Amazon by focusing on Amazon's market structure, competition faced by Amazon, it’s evident that Amazon operates in oligopolistic market structure with its main competitors being eBay, Alibaba, and Walmart. Additionally, upon analyzing the company's pricing activities, profit maximization and its level of output, demand trends for Amazon's products, the price elasticity of demand and costs show why the company has continuously shown growth to become the world leader in e-commerce. However, growth has begun decreasing thus the need for new strategies that would ensure continued growth and relevance in e-commerce. The first strategy that Amazon should utilize so as to maintain relevance is partnerships, acquisitions and mergers. According to Pagano (2016), this serves to reduce the number of competitors in the e-commerce business especially through the swallowing up of startups. Secondly, Amazon should improve the quality of services that are delivered to its customers as a way of improving customer satisfaction and loyalty. Additionally, Amazon should invest more in technology as a way of creating a competitive advantage against its competitors. Technology is key to e-commerce growth, development and expansion. Also, by investing in technology the operation costs are bound to decrease and ultimately the cost of Amazon products and services. Finally, by investing in technology amazon's e-commerce platform will be easy to use and therefore a larger client base. The other strategy that Amazon should utilize so as to maintain its relevance in the e-commerce market and boost sales. This can be achieved by the provision of free shipping which forms a huge part of e-commerce costing and pricing. Free shipping will enable the organization to be the customer's preferred choice and continuing leader in the global e-commerce industry.
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