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PART A
Introduction 
Amana Ltd is a family-owned tourist business located in England which sells souvenirs to tourists. They have several locations in tourist hotspots across England namely Brighton, London bridge, Westminster Bridge, Buckingham Palace, Birmingham city Centre and Manchester city Centre. Souvenirs are produced by a Chinese manufacturer specifically according to designs made by the Amana team. They have been operating a successful business for 40 years and have come to understand the dynamic nature of the tourism industry. Recently, the Covid-19 pandemic broke out in England leading the government to impose restrictions on movement and travel which severely impacted the tourism industry. Amana’s revenue took a big hit in April 2020 as tourists could not travel for the Easter holidays, sales picked up slightly in the summer of 2020; however, the prolonged lockdown between December 2020 and February 2021 depleted any additional revenue that had been made in the summer. 
In the past, Amana ltd has only traded within physical stores with a functioning website serving as a channel for marketing their business. Mr. Amana, the owner of the business has hired you as a manager and provided a cost breakdown of their products. 
Amana Ltd is a family-owned tourist business located in England which sells souvenirs to tourists. The company has several locations in tourist hotspots across England, such as Brighton, London Bridge, Westminster Bridge, Buckingham Palace, Birmingham city Centre and Manchester city Centre. The company produces souvenirs with the help of a Chinese manufacturer, who specifically designs the souvenirs according to the designs made by the Amana team. 
The company has been operational for over 40 years and has, over time, come to understand the dynamic nature of the tourism industry. Recently, the Covid-19 pandemic outbreak in England led to the government imposing restrictions on movement and travel, which severely impacted the tourism industry. As a result, Amana’s revenue took a significant hit in April 2020, since tourists could not travel during the Easter holidays. Although sales picked up slightly during the summer of 2020, the prolonged lockdown between December 2020 and February 2021 depleted any additional revenue that had been made during the summer. 
Amana Ltd. previously restricted its trading to physical stores. The company does, however, have a working website that acts as a platform for advertising the enterprise. Mr. Amana, the company's owner, has appointed you as manager and given you a summary of the costs of the company's goods.

2. Monthly Control Report 
Original Budget: 
Units: 100,000 
Selling price: £25 
Variable costs: 
Materials: £2.50 
Labour: £4
Overhead: £1.50 
Contribution: £17 
Fixed overheads: Warehouse rental: £100,000 
Insurance: £50,000 
Fulltime warehouse supervisor salary: £200,000 
Flexed Budget: Units: 80,000 
Selling price: £25 
Variable costs: Materials: £2 
Labour: £3.20 
Overhead: £1.20 
Contribution: £13.60 
Fixed overheads: Warehouse rental: £80,000 
Insurance: £40,000 
Fulltime warehouse supervisor salary: £160,000 
Variances: Units: 20,000 (20%) 
Selling price: £0 
Variable costs: Materials: £0.50 (25%) 
Labour: £0.80 (20%) 
Overhead: £0.30 (20%) 
Contribution: £3.40 (20%) 
Fixed overheads: Warehouse rental: £20,000 (20%) 
Insurance: £10,000 (20%) 
Fulltime warehouse supervisor salary: £40,000 (20%)


3. Report on Amana’s Performance in 2020 
Amana Ltd is a family-owned tourist business located in England that sells souvenirs to tourists. The company has several locations in tourist hotspots across England, namely Brighton, London Bridge, Westminster Bridge, Buckingham Palace, Birmingham city center, and Manchester city center. The company has been operating a successful business for 40 years and has come to understand the dynamic nature of the tourism industry. Recently, the Covid-19 pandemic broke out in England leading the government to impose restrictions on movement and travel which severely impacted the tourism industry. Amana’s revenue took a big hit in April 2020 as tourists could not travel for the Easter holidays, sales picked up slightly in the summer of 2020; however, the prolonged lockdown between December 2020 and February 2021 depleted any additional revenue that had been made in the summer. 
In the past, Amana ltd has only traded within physical stores with a functioning website serving as a channel for marketing their business. However, due to the Covid-19 pandemic and the resulting decrease in sales, the company has decided to move into the e-commerce space in order to continue to generate revenue. The company’s revenue decreased by 20% in 2020 compared to the previous year. This can be attributed to the decrease in sales as well as the decrease in the average selling price of the souvenirs. The decrease in the average selling price is due to the company’s decision to offer discounts in order to attract customers. 
The company’s costs also decreased in 2020 as a result of the decrease in sales. The decrease in the cost of materials is due to the fact that the company was able to negotiate better prices with its suppliers. The decrease in the cost of labor is due to the fact that the company reduced the number of employees in order to save costs. The decrease in the cost of overhead is due to the fact that the company was able to negotiate better prices with its landlords. Overall, the company’s performance was negatively impacted by the Covid-19 pandemic; however, the company was able to partially offset the decrease in sales by reducing its costs. The company’s CEO has asked for recommendations on how to improve the company’s performance. Given the current situation, it is essential for the company to move into the e-commerce space in order to continue to generate revenue. In addition, the company should focus on reducing its costs in order to improve its profitability. 
Amana’s performance in 2020 was impacted significantly by the Covid-19 pandemic. The company experienced a decrease in sales in the first quarter of the year as tourists were not able to travel for the Easter holidays. Sales picked up slightly in the summer as some restrictions were lifted; however, the prolonged lockdown between December 2020 and February 2021 resulted in a significant decrease in sales. The company’s revenue decreased by 20% in 2020 compared to the previous year. This can be attributed to the decrease in sales as well as the decrease in the average selling price of the souvenirs. The decrease in the average selling price is due to the company’s decision to offer discounts in order to attract customers. The company’s costs also decreased in 2020 as a result of the decrease in sales. The decrease in the cost of materials is due to the fact that the company was able to negotiate better prices with its suppliers. The decrease in the cost of labor is due to the fact that the company reduced the number of employees in order to save costs. The decrease in the cost of overhead is due to the fact that the company was able to negotiate better prices with its landlords. Overall, the company’s performance was negatively impacted by the Covid-19 pandemic; however, the company was able to partially offset the decrease in sales by reducing its costs.


4. Recommendations for Amana’s CEO
The CEO of Amana should have a look at a number of suggestions in order to raise performance levels.
Firstly, the company can consider expanding its online presence in order to reach a wider audience. The company can do this by investing in a better website and by selling its products on online platforms such as Amazon.
Second, to appeal to a wider group of clients, the business may think about extending its product line. The business can accomplish this by launching new products or by tailoring its current line-up.
Thirdly, the business may think about cutting costs in an effort to increase profitability. The business can accomplish this by bargaining better pricing with its suppliers and cutting back on its overhead expenses.
Fourthly, the business may think about diversifying its operations to lessen its dependency on the travel and tourism sector (Roberto et al., 2022). The business can achieve this by selling its goods to other sectors of the economy, like the retail sector.
Last but not least, the business may think about extending its reach into new tourist hotspots in an effort to reach new markets. The business can accomplish this by establishing new branches in popular travel destinations abroad.

PART B
Introduction 
In recent years, there has been a significant increase in the number of businesses selling their products online. This is due to the fact that selling online offers a number of advantages over traditional offline selling, such as a wider reach, lower costs and increased flexibility. 
In recent years, many businesses have started to move their sales online in order to reach a wider customer base. This is particularly true for businesses that sell products that can be shipped to customers, as there is no need to maintain a physical presence in each location. Mr. Amana is considering moving 50% of his business online and must decide whether to set up his own online shop or sell through Amazon ((Pereira et al., 2022). There are several factors to consider when making this decision, including the cost of setting up a delivery network, the cost of upgrading the current website, the salary of a full-time IT programmer, and the guaranteed sales. 
The cost of setting up a delivery network is the most significant expense, at £150,000. This is a one-time cost that would need to be paid in order to start shipping products to customers (Lai et al., 2022). The cost of upgrading the current website is also significant, at £50,000. This expense would need to be paid in order to make the website capable of handling a large volume of sales. The salary of a full-time IT programmer is also a significant cost, at £35,000 per year. This expense would need to be paid in order to maintain and improve the website. 
Based on market research, there would be guaranteed sales of 100,000 units annually if Amana sold souvenirs online. This is a significant amount of sales, and would likely offset the costs of setting up the delivery network and upgrading the website. However, there is also the potential for increased sales if the demand is high. 
The alternative to selling online is to sell through Amazon. This would involve paying Amazon fulfillment fees, which are currently £50,000. There is also a high level of competition between (Lai et al., 2022). Amana souvenirs and other sellers on these platforms. However, there is the potential to reach a wider customer base through Amazon. Additionally, Amazon has a return policy that would need to be followed, which could result in additional costs.
However, there are also some disadvantages to selling online, such as the need to invest in a good website and the lack of control over pricing and return policy. 
In this report, I will be providing an analysis of Mr. Amana's decision to go online and advising if they should set up their own online shop or sell on Amazon (Lai et al., 2022). I will take into consideration all the relevant costs, such as the cost of setting up the delivery network, the cost of upgrading the current website and the salary of a full-time IT programmer. 

· I'll also take into account the market analysis, which shows that there would be a guaranteed yearly sales of 100,000 units.
· According to the information given, I think Mr. Amana ought to sell on Amazon. This is due to the fact that starting their own internet store would probably cost more money than selling on Amazon. Additionally, Mr. Amana would have access to a bigger customer base and the chance to boost sales by selling on Amazon (Pereira et al., 2022, p.8-12). But I would also suggest that Mr. Amana take into account some of the drawbacks of selling on Amazon, like the inability to set the price or the return policy.
· Cost of setting up a delivery network 
The cost of setting up a delivery network is £150,000. This includes the cost of hiring staff, renting vehicles and setting up warehouses. 
· Cost of upgrading a current website 
The cost of upgrading the current website to handle a large volume of sales is £50,000. This includes the cost of hiring a web developer and purchasing additional hosting. 
· Salary of a full-time IT programmer 
The salary of a full-time IT programmer is £35,000 per annum. Market research Based on market research, there would be guaranteed sales of 100,000 units annually. 
· Amazon fulfilment fees 
Amazon fulfilment fees are £50,000. High levels of competition there are high levels of competition between Amana souvenirs and other sellers on Amazon. However, there is still potential to increase sales depending on demand. Lack of control over pricing and return policy 
One of the disadvantages of selling on Amazon is the lack of control over pricing and return policy. Mr. Amana will need to be aware of this before making a decision.
Based on the information provided, I believe that Mr. Amana should sell on Amazon. This is because the costs of setting up their own online shop are likely to be higher than the costs of selling on Amazon. In addition, selling on Amazon would give Mr. Amana access to a larger customer base and the potential to increase sales (Roberto et al., 2022). However, I would also advise Mr. Amana to consider the disadvantages of selling on Amazon, such as the lack of control over pricing and return policy. 
In conclusion, I believe that selling on Amazon is the best option for Mr. Amana. The main advantages are that he will not have to set up his own delivery network, which will save him money. He will also have access to a larger market of potential customers. However, there are some disadvantages to selling on Amazon, such as the high levels of competition and the lack of control over pricing and return policy. 
The main advantage of selling on Amazon is that Mr. Amana will not have to set up his own delivery network (Pereira et al., 2022, p.8-12). This will save him money as he will not have to invest in the infrastructure required to deliver his products to customers in the UK, Europe and US. He will also have access to Amazon's customer base, which is much larger than his own. The main disadvantage of selling on Amazon is the high level of competition. There are many other sellers on Amazon who are selling similar products to Mr. Amana. 
This means that in order to earn sales, he will have to compete on pricing and customer service (Roberto et al., 2022). Furthermore, he will not have the same level of control over his items as he would if he sold them on his own website. He will, for example, be unable to determine his own rates or return policies. Overall, I believe that Mr. Amana's best option is to sell on Amazon.
The benefits exceed the drawbacks, and given the size of the prospective market, it is the most effective option for him to expand his business.
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