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Amanda Ltd is a family company that is part of the tourism business. The company is located in England and sells souvenirs to tourists. The company has several booths at tourist locations - Brighton, London Bridge, Westminster Bridge, Buckingham Palace, Birmingham City centre and Matcher city centre. The company sells souvenirs made in China according to a particular design created by the Amana team. The campaign has been in business for 40 years.
The company operates in the tourism sector. It is one of the fastest-growing sectors in the world. However, there is one crucial feature, and that is seasonality. This means that there are different seasons - a high season when the tourist flow is greater; low season - when tourists do not visit the destination so much; semi-season - when the number is neither large nor too small in the number of tourists. All this has a negative impact on the company's sales percentage.
The company maintains financial statements to track its financial condition. However, due to the Covid-19 crisis, Amana Ltd has a decline in sales, which affects their revenues, but most importantly, their deliveries. Furthermore, since free travel was severely restricted during the virus crisis, the flow of tourists has decreased relatively. In addition, the lockdown has led to the suspension of activities in many sectors, with the tourism sector being completely shut down. Of course, all this led to unfavourable circumstances for Amana Limited.
This report aims to present the accounting management of Amana ltd, taking into account their financial condition.
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[bookmark: _Toc102939492]Question 1:  Amana LTD Monthly Control Report
	Tab. 1 Monthly Control Report of Amana LTD 
	Items
	Cost per unit
	Original (£)
	Flexed (£)
	Actual (£)
	Variance (£)

	Units
	
	100,000
	80,000
	80,000
	20,000

	Selling Price
	25
	2,500,000
	2,000,000
	1,600,000
	400,000

	Variable costs:
	
	
	
	
	

	Materials
	2.50
	250,000
	200,000
	280,000
	80,000

	Labour
	4
	400,000
	320,000
	440,000
	120,000

	Overhead
	1.50
	150,000
	120,000
	120,000
	0

	Contribution
	17
	760,000
	1,360,000
	1,116,000
	644,000

	Fixed overheads
	
	
	
	
	

	Warehouse rental
	200,000
	200,000
	200,000
	170,000
	30,000

	Insurance
	100,000
	100,000
	100,000
	100,000
	0

	Fulltime warehouse supervisor salary 
	50,000
	50,000
	50,000
	35,000
	15,000

	Profits
	
	590,000
	1,010,00
	455,000
	555,000


	The flexed budget reflects changes that may occur in fluctuations in sales, production volume, or overall company activity (Wallander, 1999). It allows the company to redirect funds in different directions to deal effectively with circumstances beyond its control but leads to specific changes. The actual budget represents the company's current budget based on sales and expenses. This budget allows companies to compare the projected results with the real ones. It assesses the company's overall performance and its future revenues and identifies specific operating costs. On the other hand, variations represent the specific difference in values ​​- revenues or expenditures, compared to the budgeted or baseline amount. At the same time, the original budget provides a detailed forward-looking consolidated budget (Wildavsky, 1975). 
[bookmark: _Toc102939493]Question 2: Amana LTD report on performance during the year 2020
	The budget aims to present the relationship between revenue and expenditure of a company. It presents an organisation's specific financial plan, with the leading and most important goal being to help the business make the management of the activity as effective as possible. This information enables Amana Ltd to take specific measures to improve its condition and performance. It can be seen from the presented budget that the state of the business is not good at all. It is planned to sell 100,000 pieces of souvenirs, but given the specific circumstances, Amana Ltd sells only 80,000 pieces of its souvenirs, which reduces revenue from profits. There is a difference of 20,000 units, which is equivalent to a loss of sales of £ 400,000. There is also a mismatch in costs. In varying costs such as materials, labour and overhead. All this changes the company's profit because the costs also increase with the reduction in sales. It can be seen that £ 250,000 has been earmarked for the cost of materials, with a fundamental value of £ 280,000, a difference of £ 80,000. The same applies to labour costs with a difference of £ 40 000.
The reduction in the price of souvenirs leads to a reduction in the value of income from profits, which further complicates the financial condition of the small company. On the one hand, cost optimization is the better option. Costs are subject to change, leading to a reduction in costs. On the other hand, increasing sales would help optimise Amana Ltd's state. The company may increase its sales, while at the same time, there will be an increase in the cost of materials. However, everything else would remain stable and within the estimated financial budget of Amana Ltd.
The Covid-19 pandemic has caused severe difficulties for the tourism business, reducing the flow of tourists and significantly affecting the overall state of the sector. As one of the fastest-growing sectors, tourism accounts for a large percentage of the GDP in many countries. Amana Ltd sells its sovereigns to tourists who come to England. The suspension of tourist travel in 2020 will negatively impact the company and its performance. On the one hand, there is no way to sell their souvenirs, as tourists do not come to the destination.
On the other hand, Amana Ltd pays rent for its stalls, and if Amana Ltd is vacant, it will not be able to sign a lease again in time. Also, the company receives its supplies from China. Therefore, during Covid-19, almost all travel was stopped, which led to a shortage of souvenirs sold by Aman Ltd. 
[bookmark: _Toc102939494]Question 3: Recommendations to Amana’s CEO on areas of improvement
	First of all, the company needs to have good quality financial and accounting management. Therefore, the first recommendation to Amana Ltd is to hire an accounting manager to monitor its financial statements and present promising solutions. With its help, the company will be able to optimize its costs better and more efficiently (Shogenov, 2009). It will also be able to improve the company's overall performance in terms of revenue and expenses by making good decisions and providing critical information to the management of Amana Ltd. One of the most important goals of accounting management is to provide reliable information on which users can make the right decisions.
The second recommendation aims to assess the risks of Amana Ltd better and have something like a contingency plan in place in crises, such as the Covid-19 pandemic. Such situations could be a complete challenge for the company or for Amana Ltd to have serious difficulty in meeting the challenges. Risk analysis is an excellent opportunity for the company to have a clear strategy in such situations (Popp, 2007). This strategy can include specific guidelines for minimizing costs, maintaining sales levels, efficiency and optimizing operations. For example, Amana Ltd can temporarily reduce rental costs by closing some key locations. Another option is, when concluding a lease agreement, to include an annexe on the circumstances under which Amana Ltd can pay 50% of the rent for a certain period. This would greatly help Amana Ltd in different specific situations.
The third recommendation to Amana Ltd is to look for easier ways to sell their products that do not necessarily require tourists to visit the specific destination. One such opportunity is online sales. They allow consumers to order a specific product from anywhere in the country (Pendlebury, 2004).
The following recommendation to Amana Ltd is to start selling other products that are not so related to tourism. This way can provide consumers with affordable, enjoyable, and designed goods.
The following recommendation is to redirect and change its market segment. Although travel is already a solution, it is an option for the company to sell to various consumers, not only tourists. It can offer handmade custom-made jewellery, accessories and decorations that can attract its customers, not just tourists. This will allow Amana Ltd to switch to a backup option and start selling different products.
The following recommendation is a complete change of activity, as Amana Ltd moves to another sector and sells various goods from tourist souvenirs. Although this step is challenging and complicated, they allow the company to continue its activities but still reorient in an entirely new direction.
These recommendations are intended to help the company cope with its current financial situation by making its operations more efficient and recovering more quickly from the tourism crisis caused by Covid-19. 
The company is small, but with an excellent financial history and business of 40 years. This shows that Amana Ltd has faced various challenges and difficulties over the years. However, accounting management gives a better perspective on the activities and financial condition, as it exercises specific control over the activity. This helps the company make critical decisions based on well-prepared information. Control is crucial for financial decisions and cost-effectiveness. Every company needs to control its financial assets and the level of expenses to be able to effectively deal with difficulties that it may experience and be profitable by optimizing the activity and efficiency of the business.
[bookmark: _Toc102939495]Part B
Question 1 
This paper analyzes two opportunities that Amana Ltd faces to improve its sales and revenue. One possibility is to open an online store in exchange for closing several stalls in Brighton, Birmingham city centre and Manchester city centre. The cost of the store is worth £ 235,000 for the launch. Approximately guaranteed sales are estimated at 100,000 per year. Then, of course, there is a progression to increase these sales, but this is most likely due to increased costs such as advertising, marketing and consumer analysis. In this situation, Amana Ltd will initially spend a specific amount on costs and will need to sign an annual contract with an IT programmer to renew and maintain the site.
This option has some advantages but also disadvantages. First, the company needs to close some of its booths in central cities to have the necessary resources to set up an online business. Second, since the company is not very popular, it is necessary to create a memorable advertising and marketing plan to implement in order to achieve specific goals in sales and revenue and cost-effectiveness (Hope and Fraser ,1997). These advertising and marketing costs are not included in the calculation, as they appear later. In this case, Amana Ltd will also need to pay a marketer to research and work on creating the company's online presence. Another advantage of this method is that the company will have complete control over the prices but will have to deal with the return of shipments or other similar situations. Amana Ltd will have control over its activities, which will allow for the organization of discounts and promotional campaigns in the online store. The costs he will make will be one-time, but it is harder to say whether the realization of the profits in the online store will start (Hilton, 2009). When creating a website for online sales, the company can only limit itself to selling in England, as it is little known to be able to enter the international market. In terms of projected sales, the figure of 100,000 is good but will not be achieved with certainty. This is an estimated value that can be realized, but there is a chance that it will not be. Therefore, if the company makes fewer unit sales, it may not cover the initial investment and be able to recoup it for more than 12 months.
Therefore, analyzing the option to create an online store, it can be said that the company will give much more in terms of costs than those listed. However, there is no guarantee that it will achieve and generate this figure of items sold. Amana Ltd will also need to hire additional people responsible for sales and orders.
	The second option of Amana Ltd is to create an Amazon store, for which purpose it is necessary to pay a value of £ 50,000. This is a fee for starting the store. However, there is much competition on Amazon, which is quite intense in selling souvenirs. This would lead to the need for advertising. Amazon's platform predicts that the company will sell about 60,000 units a year. In this case, the company will not deal with the return policy, nor will it be able to control its prices.
This option has several prominent advantages and disadvantages that would hinder the success of Amana Ltd. As an advantage, it can be considered that this investment is much smaller in terms of funds compared to option one. With it, Amana Ltd may not close physical sites in England but may keep them active until it sees the result of setting up the store. However, due to the high competition from other sellers, Amana Ltd may have great difficulty breaking through. Also, the projected number is guaranteed to sell 65,000 souvenirs on Amazon's website, with an upward trend when there is more demand. In this case, the company will not have much control. It will not be necessary to hire a particular person to be responsible for the orders, nor will it be necessary to provide transport to the consumer.
Analyzing both options, we can say that the Amazon store is a much better investment because it is lower risk. Amana Ltd will give less money to set up the store, have sales generated and will not need to hire additional people to make online sales. This option is much easier and more profitable for the company. Although there is much competition, it may not close physical stores, as the investment is minor. Guaranteed and growing sales are very good for Amana Ltd.
As a result, it can be said that setting up an online store on Amazon is much easier and more profitable from a financial point of view, but a much lower risk investment that could contribute significant benefits to Amana Ltd. The company can more easily analyze the status of its revenue from online sales. It will not need to pay extra for employees, create a new delivery system, and maintain a site without a guaranteed number of sales. On top of all that, Amazon will reach a much larger international market because the platform is in many countries that view merchandise and order goods remotely (Frank and Sangster, 2005). In addition, Amazon provides a larger market for the company to grow and compete with its direct competitors and other souvenir sellers. 
	
[bookmark: _Toc102939496]Conclusion
In conclusion, we can say that the company needs a sound accounting management system to help it keep its financial statements more accurately, achieve greater efficiency, and improve business performance. In addition, the company needs to think in a new direction and not be directly dependent on major social events such as crises. Amana Ltd is a company that has been working for many years in the tourism sector by selling souvenirs, but sometimes the risk and different factors may affect its financial state. That is why Amana Ltd need to have better control over its financial state and make an informed decision about its activities and expenditures control. 
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