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[bookmark: _Toc119844436]Introduction:
This study is based on a case study of Next Generation Power Limited (NGPL) which has experienced change in the administration in recent times. Because of the recent driver shortage in the United Kingdom and the following high demand for tyres and batteries for buses, lorries, and other vehicles as a result of this shortage, Next Generation Power Limited (NGPL) has experienced phenomenal growth over the past several years. As a result of their recent achievements, they have decided to promote Laura Adam to the position of Managing Director. Darry Morrison, the former Executive Chairman of NGPL, has gone, and she is his niece. Her position at the corporation is, at best, subordinate. John Price, who oversees the Manchester branch and is responsible for a significant amount of work and responsibility, is an important member of the organisation. Laura is well aware of John's abilities, and she is concerned that he would one day surpass her in importance. Based on the above case study, John was transferred out of the thriving London office he had set up. Darry Morrison asked him to move to Manchester to help stop the store's sales slump, so he complied. In this regard, John has decided to close the Manchester site because it is unprofitable, as evidenced by the most current trading figures shown below. Therefore, this study will provide a plan whether Manchester Branch should be closed down or not.

[bookmark: _Toc119844437]Discussion:
The ratio of profits amongst these branches is following (Calculations of each branch are mentioned in the Appendix section):
Manchester (Appendix 1): Ipswich (Appendix 2): London (Appendix 3)
74,000: 32,000: 150,000
So,
37:16:75

From this ratio, it is clear that Manchester is profitable than Ipswich branch. Based on this it would cost the company more than anything else if Manchester branch is closed down. Because, Manchester branch is profitable than Ipswich branch. Therefore, Laura should follow the following course of actions. 
In times of crisis, such as a recession, businesses frequently stop moving forward because they are unsure of what actions to take. Because every crisis presents its own unique set of challenges and opportunities, it can be challenging for organisations to choose a course of action that will see them through the challenging times that lie ahead and ultimately result in success (Bhui et al., 2016). No matter the weather, a company's records concerning its cash flow, profitability, and expenses need to be checked and updated on a consistent basis. As a result, a High-Performance Business needs to maintain a constant awareness of the state of its finances. If the proprietors of a firm do not keep close tabs on the money they spend, the company's financial situation is certain to deteriorate. Although there is a real risk of incurring financial losses as a result of expansion, such losses can be avoided by prudent financial management. In recent years, the reason that contributed to the demise of a number of firms that were once profitable is that they were too large (Lim et al., 2017). The actions that businesses took in the past when faced with conditions that were comparable to the current one can shed light on six potential answers to a crisis.
[bookmark: _Toc119844438]Action 1:
Focusing on cost reduction: When times are tough, an organisation can achieve a significant reduction in costs and rapidly increase its ability to generate revenue by, among other things, reducing the complexity of the company, reducing stock levels, delaying investments, reducing accommodation and travel expenses, streamlining processes, and refraining from extending temporary employment contracts (Alzoubi and Ahmed, 2019). These are all examples of things that can be done. When an organization's financial situation is in a critical state, simplifying business operations by lowering the number of employees is one strategy that may be helpful.
[bookmark: _Toc119844439]Action 2: 
Focusing on core operations: It will be much easier for the company to concentrate on enhancing and growing its core business if it only makes investments in that area and eliminates its non-core operations, which are a source of distraction (Bourne, 2016). Because of this, the organisation will be able to more efficiently serve certain demographics of customers.
[bookmark: _Toc119844440]Action 3:
Downsizing the less profitable Part of the Organisation: It may be possible to increase an organization's financial security by selling businesses that generate either a minor profit or a loss. This enables the company to reinvest the funds that have been freed up into its main operations as well as other endeavours that have the potential for greater success (Bourne, 2016).
[bookmark: _Toc119844441]Action 4:
Strengthening the internal organization: Activities with the overarching goal of bolstering the organisation as a whole A few of the many strategies to spruce up an organisation from the inside out include making enhancements to the management and employees, as well as the primary and auxiliary procedures, and placing a concentrate on innovation and renewal. A corporation can better respond to evolving market conditions and capitalise on such changes if it implements all of these steps (Boaz et al., 2015).
[bookmark: _Toc119844442]Action 5:
Focusing on margin and increasing turnover: It is feasible to increase both turnover and profit by streamlining the sales process, paying closer attention to price, concentrating on a smaller but higher quality product offering, and cultivating stronger relationships with existing customers.
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Exploiting opportunities: Your company may choose to concentrate on increasing its market share by capitalising on this window of opportunity while the majority of the competition is focused on preventative measures. This is an opportunity for the corporation to strengthen its position in the sector by utilising it. There is always the possibility of launching a new product or service, merging with another company, forming strategic relationships that strengthen core operations, or even recruiting skilled employees away from the rival company (Bourne, 2016).
Apart from these actions, NGPL can also work on these strategic policymaking and decision.
Because they are responsible for managing the different working groups included inside the organisation, the management team and the board need to be able to coordinate their efforts effectively. The degree to which an organisation values the contributions made by its members is directly correlated to the level of participation in group discussions as well as the level of dedication to the organization's policies and procedures (howes et al., 2015). In the absence of such cohesion, committees are more likely to blindly follow the instructions of their chair or individual members than to chart their own unique course. It will motivate more people to volunteer their time and energy if the leadership and workers of an organisation demonstrate that they value and welcome variations in people's perspectives and experiences.
In addition, NGPL must work on the method through which a strategic plan was conceived of and disseminated to relevant parties is a crucial factor in determining whether or not the plan will be successfully put into action. In order to ensure that the strategy will be successful, it needs to be co-created by a diverse group of interested parties, such as members of the board of directors, volunteer leaders representing significant parts of the membership, members of the staff, and possibly essential partners or collaborators (Hopkinson, 2017). Those who are accountable for carrying out the strategy are more invested in its success when inclusion is put into practise. The plan should not only be feasible, but also adaptable to the scale and breadth of the company.
After the strategy has been developed, it needs widespread support, and a methodical approach needs to be followed to create internal structures that will aid in the dissemination of its message. It is essential to have a strategy that can easily be modified in response to fresh data or shifting circumstances.
If an organization's strategic plan is little more than a formality, the organisation stands a significant chance of failing. As a consequence of this, the development of competing interests rather than a unified plan is more likely to take place. They are unable to carry out their duties when the resources at their disposal are not distributed appropriately. Attempting to sustain the passion and commitment of workers and volunteers is becoming an increasingly tough challenge (Vaughn et al., 2019). A large portion of the value is disappearing. The adoption of a well-thought-out strategic plan that serves as a roadmap for the organization's day-to-day operations, on the other hand, can result in the creation of an organisation that is more adaptable.

[bookmark: _Toc119844444]Conclusion:
Based on the above discussion, it can be concluded that the company must not close the Manchester branch rather effective course of action is required is move forward. Based on the calculation and net profits of all the branches, it clearly shows that Manchester Branch is more profitable than the Ipswich branch. Therefore, it may cost the company a lot. Being Company’s management accountant, I would recommend to work on improving and enhancing management setup of the company to cope with arising challenges. 
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Formula: Sales – Variable Costs – Fixed Costs = Profit/Lost

Appendix 1: (Manchester Branch)
Sales: £1,150,000
Fixed Costs:
	Salaries Expense: 110,000
	Advertising Expense: 45,000
	Accounting Expense: 462,000 – 370,000 = 92,000
	Other Expenses: 24,000
Variable Costs: 805,000/-
	Variable costs sum up 70% of total sales for the branch. Since the total sale is 1,150,000, then its 70% becomes 805,000/- 
Hence, now as per the formula
	Sales
	
	1,150,000

	Fixed Costs
	
	

	
	Salaries Expense
	(110,000)

	
	Advertising Expense
	(45,000)

	
	Accounting Expense
	(92,000)

	
	Other Expenses
	(24,000)

	Gross Profit
	
	879,000

	Variable Costs
	
	(805,000)

	Net Profit
	
	74,000


After deducting all the expenses, the Manchester branch made a profit of £74,000/-
Appendix 2: (Ipswich Branch)
Sales: £1,320,000
Fixed Costs:
	Salaries Expense: 126,000
	Advertising Expense: 24,000
	Accounting Expense: 462,000 – 370,000 = 92,000
	Other Expenses: 30,000
Variable Costs: 924,000/-
	Variable costs sums up 70% of total sales for the branch. Since the total sale is 1,150,000, then its 70% becomes 924,000/- 
Hence, now as per the formula
	Sales
	
	1,320,000

	Fixed Costs
	
	

	
	Salaries Expense
	(126,000)

	
	Advertising Expense
	(24,000)

	
	Accounting Expense
	(92,000)

	
	Other Expenses
	(30,000)

	Gross Profit
	
	956,000

	Variable Costs
	
	(924,000)

	Net Profit
	
	32,000


After deducting all the expenses, Ipswich branch made a profit of £32,000/-

Appendix 3: (London Branch)
Sales: £2,100,000
Fixed Costs:
	Salaries Expense: £180,000
	Advertising Expense: £175,000
	Accounting Expense: 462,000 – 370,000 = £92,000
	Other Expenses: £33,000
Variable Costs: £1,470,000/-
	Variable costs sums up 70% of total sales for the branch. Since the total sale is 1,150,000, then its 70% becomes 1,470,000/- 
Hence, now as per the formula
	Sales
	
	2,100,000

	Fixed Costs
	
	

	
	Salaries Expense
	(180,000)

	
	Advertising Expense
	(175,000)

	
	Accounting Expense
	(92,000)

	
	Other Expenses
	(33,000)

	Gross Profit
	
	1,620,000

	Variable Costs
	
	(1,470,000)

	Net Profit
	
	150,000


After deducting all the expenses, Ipswich branch made a profit of £150,000/- 
