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Monthly Control Report 
	 
Item
	 
Original (GBP)
	 
Fixed (GBP)
	Variance (GBP)

	Revenues
	 
	 
	 

	Units
	8334
	0000
	1667

	Selling Price
	25
	0000
	5

	Total
	8359
	0000
	1672

	 
	 
	 
	 

	Variable Expenses
	 
	 
	 

	Contribution
	 
	 
	 

	Administrative
	0000
	10
	0000

	Full-Time
	0000
	7
	0000

	Materials
	 
	 
	 

	Fitness Testing
	0000
	2
	0000

	Other Expenses
	0000
	0.50
	0000

	Overhead
	 
	 
	 

	Warehouse Rental
	0000
	16667
	2500

	Insurance
	0000
	8334
	0000

	Full-time supervisor salary
	0000
	4167
	1250

	Labourers
	0000
	4
	0000

	Total
	16718
	29191.50
	7094



The above table provides the cost breakdown of Amana Limited which is provided by the manager of the company to the CEO. Amana Ltd is an established tourist company that runs its business for the past 40 years. But 2020 and 2021 has not well enough for their business because of the restriction imposed by the government and this is reflected in the average estimate data provided by Amana Ltd. From the data it has been seen that the company has set a time to sell 100000 units of products in a year but it was not able to achieve this unit, the actual units of sell are 80000. Therefore, 20000 variances have been found in a year. From the above monthly control report as represented in the above table, it has been seen that the sales of the company have gone down to 8334 units in every year which contributed to the revenue generation. No fixed budget has been allocated for this but there is a variance of 1667 units in a month. Other sources of the revenue of Amana Ltd are the sales figures for every unit. The original selling budget of the company is 25 GBP.  But the actual selling budget of the company is 20 GBP hence there is a 5 GBP variance and this is represented in the above month control table. The monthly control report provides insights and it has a significant effect on the decision-making process of the company.  
There are different expenses of the company that are fixed expenses and all of these have been represented in the monthly control table, all these expenses are not affected by any change in the sales of the company. These are the administrative expenses of 10 GBP and the full-time cost of 7 GBP, the total contribution of the company is 17 GBP. Another variable that contributed to the variable expense of the company is the material; there are two factors such as fitness testing of 2 GBP and other expenses of 0.50 GBP. Therefore a total of 2.50 GBP cost for the material. But from the data provided by the company, has been shown that the actual material cost is 280000 GBP.   
In the overheads, there are three factors that contributed and these are insurance, warehouse rental, labourers and salary of full-time supervisor. The fixed cost of the insurance is 8334 GBP and there is no variance for the insurance. The overheads of warehouse rental are 16667 GBP the variance is 2500 GBP. The overhead for the labour cost is 4 GBP and the overheads for the salary of the full-time supervisor are 4167 GBP and there is a variance of 1250 GBP.  From the above monthly control table it has been seen that the actual total cost is about 16718 GBP and the fixed cost is about 29191.50 GBP. Therefore there is a total variance of about 7094 for the company for a month.       
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The business of the company was not good enough in 2020 due to the global pandemic caused by the spreading of Corona virus. In this period almost all the countries around the world have imposed travel bans, and as a consequence, the tourism industry all over the world has seen huge losses. The business of Amana Ltd is to sell souvenirs to tourists, which have been manufactured by a Chinese company. During this period the tourism industry of the UK faces huge losses. From the official data of the UK government, it has been that there was a about 98 per cent fall in tourism in the UK in 2020 (Ons.gov.uk. 2022). Due to the lockdown imposed by the government all sectors o the tourism industry has been seen a huge fall in terms of financial turnover, and revenue. Amana Ltd faced losses as travel was restricted in the ester time in 2020. But the sales of the company slightly increased in the summer as in that time the restriction was lowered. But due to the increase in the spreading of the corona virus, the restriction has stayed prolonged and the additional revenue of the company went down. 
The product that the company sold is coming from China, which means for producing the company is totally dependent on China. As the import, and export system has been affected by the corona virus. It is estimated that about 57.5 per cent of imports of the UK are affected by the pandemic situation in 2020 (Statista.com, 2020). Therefore the Company has faced losses due to the disruption in the import and export. The cargo shipment has been reduced during the pandemic time because of the spreading of the corona virus. Almost all countries imposed travel and cargo ban on China because china it was believed that the corona virus was first found in China.     
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(Source: Ons.gov.uk. 2022)
The above figure represents the reduction in the turnover of the tourism and travel sector in the UK, there is around 26 per cent reduction in the turnover and this is also affecting the sales of the company.  From the above figure, it has been seen that among all the sectors the travel and tourism industry faced a drastic reduction in turnover. 
From the above discussion, it has been seen that Amana limited is dependent on Chinese manufacturing companies for its production but the draft o the design has been provided by the company. In 20202, export of all the countries has been reduced along with china. For this reason, the supply chain of the company has been disrupted along with the disruption in the supply chain of the entire EU and the UK. The company faces losses for both internal and external factors.     
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After the analysis of all the data and factors, the following recommendation could be provided to the CEO of Amana Limited. 
· The company has to take measures to overcome its financial losses. The financial losses of the company can be reduced by reducing the expenses. Now the company only operated through physical shops, if it focuses on online sales then it can increase its revenue at the same time decreasing the operational cost. Lockett (2018) stated that small businesses can increase their revenue with proper online marketing. Another factor that can improve the revenue of the company is the use of advanced technology for payment options such as online payment modes, credit cards and debit cards. The company should have proper financial management to overcome this type of situation in near future.   
· The company has to focus on employee management as in the pandemic situation human resources are affected the most. Due to the shutdown of the business, many employees face job losses. In the post-pandemic situation the working pattern has been changed, and there is more flexible scheduling arrived in the business (Kumar 2021). In the pandemic situation, the working pattern has changed to some extent. From the employees, new potential has arrived and the management of the company needs to focus on this and assess the changes that could be beneficial for it. It engages its employees in the decision-making process of the company, by doing so; the employees will be motivated as they feel valued by the company.
· The company can remodel its business strategies and structure to provide flexibility and speed in its operation. Kaushik and Guleria (2020) stated that timely information and a short decision-making cycle are very important for the survival of the business world in the post-pandemic situation. The company can adopt a proper methodology and strategy to provide speed and flexibility in its business process. The timely decision-making process will help the company to maintain its supply chain and production. In this regard, Amana limited can adopt the multi-channel supply chain model for the uninterrupted supply chain model. 
· Another recommendation that can help in the business process of the company is proper inventory management. Inventory management is very important for the profit increase in the business. To achieve good inventory management, Amana limited needs a proper inventory management framework (Song et al. 2020). For inventory management, the company has to set the stock level at a minimum level, understand the supply chain, find flexibility in its SKU, and reduce shrinkage. Inventory management is fundamental to operation management. The company can use inventory management to improve the utilization of the capacity and response time of the customer. 
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“Current Scenario of Business”
As per the observation, the present selling capacity of the company is around 100000 units per year which has been assisted by the breakdown structure of price given by the CEO of the company. The other part to grant is the current rate of sales in each unit. As per the observation, it has been found that each and every unit is likely to be sold for an approximate value of 25 Great Britain Pounds,which makes the net volume of sale up to 2500000 Great Britain Pounds for the present business capacity of Amana Limited. Though, as per the decision of the company, 50% of souvenirs are going to be sold with the help of an online medium. This states that the company has made decisions to sell 50000 sales online. As a result, it could lead to the volume of sales up to an approximate value of 1250000 Great Britain Pounds. Thus, the organisation is required to take these statistics and figures while executing the business decision of selling the souvenirs online. 
“Own Website sales”
According to the decision of the organisation regarding the selling of items with the help of its own website requires a decent amount of expenses which the company requires to consider. One of the most important things required for selling products online is establishing a delivery network. With the help of a delivery network, the customer can receive the product without any flaws while buying. As per the estimation of setup price building a delivery network requires an approximate value of 150000 Great Britain Pounds. Though, it is a one-off price which the organisation would bear while setting up the online business initially. The up-gradation of the website is another crucial factor in the structure of cost for the organisation and the estimation of this one-off cost is near about 50000 Great Britain Pounds. The cost of online recurring would be included for the business of Amana Limited and the salary of IT officials and programmers are near about 35000 Great Britain Pounds per year. Apart from this, the organisation can sell up to 100000 units at a rate of 25 Great Britain Pounds in each unit which could result in a worth volume of about 2500000 Great Britain Pounds. In this case, the gross margin of profit for Amana Limited would be near about 2265000 Great Britain Pounds in one year.      
“Amazon website sales”
According to the alternate business model, the organisation might consider selling with the help of an established market player in the field of the e-commerce business Amazon. Though, in this case, the main advantage would be the one-off price of near about 50000 Great Britain Price which Amana Limited requires to pay to Amazon as a fee of fulfilment. The disadvantage of operating a business with the help of Amazon is losing out the hold on the cost of its items and the return policy by the company. Therefore, in such a scenario, the company cannot make any prediction on the sales volume in a year. The sales guaranteed is near about 65000 units per annum through which Amazon would generate a worth of almost 162500 Great Britain Pounds. The value realized after the deduction of the fulfilment fee will turn into almost 1575000 Great Britain Pounds in the first year.
“Analysing the business decision”
The ideas generated in the above discussion prove it more feasible and viable for Amana Limited to self-run a website and manage sales through the self-managed website rather than seeking help from Amazon. It can be said that selling via Amazon partially seems ideal because of not having to worry about marketing products and expenditures associated with the marketing activities. This is because Amazon is a renowned seller and millions of customers are familiar with this platform.
However, there are more disadvantages than advantages of using Amazon. One disadvantage is a clash of business. The Amazon brand will produce more fame for the company over the digital store platform than in its physical stores. As a result, the digital brand will clash with the physical brand and the popularity of the digitalised sales may overshadow the brick-and-mortar sales. This may significantly rescue the profits that the company has been making so far through physical store sales. Another disadvantage is lack of control over revenue generation. Bart et al. (2019) state that E-commerce platforms like Amazon do not allow a vendor to “have control” over the revenue. This means that Amana Limited could not boost revenue generation over Amazon because the prices cannot be varied much as a result of competitive vendors being present on the digital platform.
When a company chooses to run a personal website, there is the freedom to boost sales through multiple activities. For example, SEO marketing can be used to boost website traffic, consumer data can be gathered by tracking cookies and innovative advertising strategies can be applied (Ahmad et al. 2022). All these activities will help the company to self-regulate sales. However, after pairing with Amazon, the company will be bound by the E-commerce website’s rules and regulations and will have its freedom curtailed.
Another advantage of self-dependent functioning is the absence of competitors. According to Katsikeas et al. (2019), a company running an individual website offers only company products and the customers choose from the range of products offered by the company. This removes the factor of competition because of the monopoly over the self-managed website. However, when a company operates over a renowned E-commerce website, multiple vendors are present who tend to offer stiff competition. According to Aithal (2021), the situation is that of a Red Ocean where cut-throat competition exists and every vendor fight to tarnish reputation of other vendors by boosting self-reputation.
Thus, the business scenario and financial outcomes of selling individually and through Amazon can help Amana Limited to adopt the best suitable approach for functioning. Myerson (2020) states that using the idea of multi-channel retailing is often a blessing for an organisation as it helps to explore multiple feasible sales channel options. Amana Limited can choose to differentiate its product offerings by using this option where the most renowned products can be offered on Amazon and the self-brand products can be sold via a personal website. This will allow income generation from both the channels where Amazon will support the continuous sale of renowned products and the company website will support popularisation and sales of the unique self-brand products.
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