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[bookmark: _Toc70558739]Introduction
People love buying souvenirs when they travel to new places to remember their trip. If tourists are visiting locations all around the world, souvenir producers have been running on a grand scale (Boyce, 2013). The sustainability of the souvenir manufacturing industry has never been in doubt. Amana is a good example in this business. They have many shops in different locations across the country. Due to the outbreak of covid-19, tourism has been restricted globally and forced people to stay home. The current worldwide situation has resulted in a travel ban, which Amana ltd is finding difficult to overcome as sales have significantly decreased.
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[bookmark: _Toc70558741] (I) Preparation of a monthly Control report that analyses the original budget, low budget along variances.
	 
	Original Budget
	Flexible Budget
	Variances

	Units
	100,000
	100,000
	0

	Selling price
	25
	22
	3

	Variable Costs:
	 
	 
	 

	Materials
	2.50
	1.65
	0.85

	Labour
	4
	3.45
	0.55

	Overhead
	1.50
	1.1
	0.40

	Contribution
	17
	14
	3

	Fixed Overheads:
	 
	 
	 

	Warehouse rental
	200,000
	170,000
	30,000

	Insurance
	100,000
	65,000
	35,000

	Fulltime warehouse supervisor salary
	50,000
	25,000
	25,000


The monthly Control report provides an accurate picture of all the breakdowns and progressions the firm may be experiencing. In the flexible budget, I strove to keep our team's productivity level constant relative to where we began (the initial budget), except for position holders. Given that the cost per unit is 22, the retail price will be reduced to 22 units, resulting in a difference of 3 units for estimating other expenses. The bill of materials was cut from 1.65 to 1.35, resulting in a variance of 0.75 overall on variable costs. Material sourcing is an important part of production, and it needs to cost-effective as well (Flinn 2012). Maintaining  accurateness  in your sourcing will result in a higher quality product. The bill of materials is a delicate aspect to consider as any decrease in quality could lead to less sales for Amana Ltd. In addition, it's important to remember that even small changes made to the tractor now may have greater negative consequences down the road. 0.55 has been subtracted from the original budget of 4 to bring down the cost of labor by 0.55. The labor costs were lowered by 0.55 compared to the planned amount of 4 after considering all relevant factors. Companies that are looking for people who are willing to work with their provided price tag. The contribution is lowered by 3 to 14, which equals a decline in fixed costs of three percent. Regardless of how much revenue a firm generates based on their revenue model, fixed costings are an essential component. The company's duration of existence is fixed. The fixed cost will be responsible for the number of days it operates. Before taking a change, analysts should consider various mister variables and in-depth analysis to determine if a change is necessary. And your house can be rented for future operational activities which will have the potential to cut costs by up to 30,000 annually and remain at 170,000. This 30,000 in terms of fixed cost savings is a big number that the company could save if it remains operational. Insurance is availed by a company to tackle different critical situations during an emergency (Gedron, 2011). It was a security measure for any negative situations that might arise. The current scenario for Amana Ltd can be seen as an emergency, which is why insurance premiums will be reduced by 35,000 dollars. Previously, the target number was set at 100,000; however, it will now be maintained at 65,000. The company's huge warehouse must be watched continuously and requires a qualified warehouse supervisor. Two supervisors used to take turns monitoring the warehouse day and night, costing Amana Ltd. 50,000 per month. To save money, we will hire one full-time supervisor for only 25,000 per month.
[bookmark: _Toc70558742](II) Reporting on Amana's performance in 2020.
Most countries have put travel restrictions in place, which has a negative effect on Amana Ltd. The company is struggling to stay afloat due to the lack of sales.. During the good years, when millions of tourists visited the United Kingdom, Amana Ltd had an opportunity to continue selling various souvenirs to these visitors. Most of 2020 was spent in lockdown due to the pandemic, which put immense pressure on companies to survive. Without tourists, businesses struggled to get their products out there. In short, Amana Ltd was struggling to keep their business afloat and become sustainable (Hanusch, 2014). Any extra profit the company made in good months was quickly balanced out by loss in other months. Companies that focus on selling their products to tourists and other travelers are finding it increasingly difficult to stay afloat in the current market.
The company was losing money rapidly and something needed to be done quickly to prevent it from going under. Prices were dropping because there were fewer customers, which in turn caused the number of units sold to decrease. The decline in demand for souvenirs was evidenced by an increasing number of consumers buying less. As souvenirs became more and more expensive, people started buying fewer of them. Because the company wasn't making new products, they could only just keep up with their variable costs. But even keeping up with those couldn't help them escape the fixed costs, which were Deadly threats to the business. Given that the company had to account for all fixed costs, Amana ltd. Had no choice but to act immediately when sales dwindled in 2020.
[bookmark: _Toc69533836][bookmark: _Toc70558743](III) Recommendations on areas of improvement 
Since the pandemic started, our company's performance has been very low. It was difficult to manage operations and sales. The lockdown created restrictions on tourists coming into the United Kingdom, which reduced souvenir sales. The CEO of Amana ltd. can create new sales channels that are based online, which would improve their position in the market. Over time, this situation is improving but taking necessary action now will ensure that the company continues to grow even after the current situation improves It is pandemic times, and people are not stepping out of their homes. So, the company should close a few of its physical stores as they are anyway not getting customers. This way, it would level off some unnecessary expenditure and would be more beneficial to cancel leases on these storefronts (Kennedy, 2010).
 Closing a few of the company's physical locations would be an excellent first step in the epidemic's progression. The physical stores are also shut to the public. Whether people are more eager to get the product delivered to their doorstep nowadays (Kennedy, 2010). After shutting down the physical stores, they will also be able to reduce fixed costs. Amana Ltd would greatly appreciate it if she could make cost-cutting possible in the fixed cost section. Clients should be able to access the delivery infrastructure of an online business without any difficulty. Removal of recurring expenditures from the existing corporate operation may allow it to establish a new, more cost-effective framework.
The online business's delivery infrastructure must be designed for maximum convenience for clients. The removal of recurring expenditures from the current operation of the firm will allow it to establish a new framework that is much more cost-effective.

[bookmark: _Toc70558744] Part B
[bookmark: _Toc70558745](I) Setting up an online platform
The CEO of Amana Ltd. had the idea to create an online platform that would make up for 50% of their sales, through shutting down physical stores located in Brighton and Manchester City. The framework of the delivery network, which is generally the maximum budget, will be included in the costing to establish a sales channel. An update to the website is essential after moving from physical to online store, as it will become one of the keyways to generate market interest. High maintenance of news channels and a strong framework are essential for any company wanting to take on customer orders. Being able to dispatch these in a timely, efficient manner can be make-or-break for a company's success (Oldcorn, 2013). Amana Ltd. should focus on developing its delivery channels' infrastructure and hire a IT Supervisor to manage the website and deal with all technical difficulties. The Supervisor will play an significant role in the company's regeneration as wellbeing integral to achieving company goals.
[bookmark: _Toc70558746]Collaborating with Amazon
By collaborating with fashion e-commerce, you may improve your income by a significant amount. In the world, Amazon insurance excellent entertainment channels are regarded as the greatest. There is a fulfillment charge that comes along with all of these advantages. Amazon insurance provides high-quality entertainment channels at an affordable price. The fulfillment fee is a necessary part of the company's budgeting process. Amazon needs to be paid when they reach the sales target that was promised by the seller. The company guarantees a certain number of units will be sold throughout an entire year. Though it instills confidence in the seller's mindset, one of the drawbacks is that they lack control over their product. The pricing and return policy are set and regulated by Amazon, leaving sellers without any control over these two elements. Additionally, company management may disagree with Amazon's policies on refunds and returns. Another thing to note is that payment gateways are also managed by Amazon. I was introduced to two alternatives by the CEO of Amana, Ltd. that would increase sales through the company's online platform, and I must advocate for selling the goods via Amana Lad’s internal delivery network. Though Amazon has an excellent supply chain that gets products to customers quickly, selling through them means giving up some control of the product. For example, if a unit is sold for £10, the company will only make a profit of £765,000 from sales of 100,000 units annually. A profit of £600,000 will be generated if Amazon can manage to sell £65,00 units when the price is constant. However, there is a large gap between the margin prices which indicates that using this company as an internal delivery platform would be more cost effective (Rich, 2012). Amana Ltd. will maintain more control over their products, prices, and policies by keeping all relevant questions internally and delivering them via an internal platform. This freedom is important for a company in terms of maintaining customer base and dominating the market.
[bookmark: _Toc70558747]Conclusion
Shifting your business to two online stores rather of one physical store might be a crucial step for any company. To guarantee that the new model is properly established and implemented, management must be vigilant throughout the process. If you want to ensure a bright future for your business, start by creating a cost-effective way to host the new customers. With careful analysis and breakdown of the profit margins, hosting them doesn't have to be expensive. In fact, it could lead to even higher profits than before. If they were on Amazon, they would simply be known as a seller. However, because they can now construct the brand image and business name in the minds of customers, they may become a brand of Reliability for them. It includes numerous dangers and difficulties that might be overcome with the aid of appropriate tools and personal expertise. Freedom drives businesses by allowing them to monitor production prices and company policies. Customers are more likely to order from a business that has convenient return policies and payment options. In these difficult times, Amana Ltd. is taking necessary steps to improve the company, from warehouse supervisors to flexed budgets, to bring about brighter days for the business in the future.
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