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Introduction
Internal uses and internal decision-making involve management accounting. This study is based on a few specific management accounting-related challenges (Crosson 2014). This research will analyze the circumstances surrounding family run up company Aman Ltd. The control reports that shows the original budget, the flex budget, and the differences from the actual budget will be created in the first section. After ten, the effects of lowering selling price and raising cost will be examined, and on the basis of that analysis, suitable advice will be given. The second section discusses the top choices for conducting internet business.

Part A
The family run up tourist company Amana Ltd, is based in England and provides mementos to travelers. There multiple location for this company in popular tourist areas throughout England, including Brighton, London Bridge, Westminister Brigde, Buckinghan palace, Birminghham City Centre and Manchester City. This part will display the monthly control report which will highlight the initial budget, the flex budget and any variations. This report will be used to predict Amana`s performance in 2020. The CEO of Amana will then get the recommendations on several areas of improvement.




1.Control reports showing original budget, flexed budget, and variances
According to management accounting control reports are created to monitor management with the goal of identifying deviations from budget performance, but there won`t be a delay in taking the necessary collective action (Crosson2014). The management evaluation of the of Amana`s internal control over financial reporting may be made by use of this control report. 
Original budget; since there is only projected level of activity covered by this budget, it is challenging to evaluate performance when actual activity deviates from that level (Rohde and Garrison, 2019).
Amana Ltd. 
Original Budget
	Particulars 
	Original Budget (£)

	Sales
	2500000

	Less: Variable costs 
	

	Materials 
	250000

	Labour
	400000

	Overhead 
	150000

	Contribution 
	1700000

	Fixed overheads 
	

	Warehouse rental
	200,000

	Insurance 
	100,000

	Fulltime warehouse supervisor salary 
	

	Total overhead 
	1,150,000



Flexed budget; These budgets are ready to determine how much of a beneficial cost variations is attributed to lower activity and how much is attributed to effective cost management (Rohde and Garrison 2019). Because of this companies like Amana must adjust their budget to reflect their real level of activity. This flexible budget depicts the revenue and expense that should have been made at their level of activity which actually occurred enhancing performance evaluation and providing a fair appraisal of the performance.

Amana Ltd
Flexed Budget
	Particulars 
	70,000 units
	90,000 units

	Sales
	1750000
	2250000

	Less:Varivale Variable costs 
	
	

	Materials 
	175000
	225000

	Labour
	280000
	360000

	Overhead 
	105000
	135000

	Contribution 
	1190000
	1530000

	Fixed overheads:
	
	

	Warehouse rental
	200000
	200000

	Insurance 
	100000
	100000

	Fulltime warehouse supervisor salary 
	50000
	50000

	Total Overhead 
	
	1070000



Variance: These are differences between the original and flexed budget and the actual budget that represent either goods or unfavorable results (Hess and Hess 2018). The variations are listed below taking into account facts that are available.
	Particulars 
	Original Budget (£)
	Actual (£)
	Variances 

	Sales 
	2500000
	1,600,000
	900,000 F

	Less Variables 
	
	
	

	Materials
	250000
	280,000
	30,000 F

	Labour
	400000
	440,000
	40,000 F

	Overhead 
	150000
	120,000
	30,000 U

	Contribution 
	1700000
	760,000
	940,000 F

	Fixed overheads:
	
	
	

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

	Insurance 
	100,000
	100,000
	0

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

	Total Overhead 
	1,150,000
	1,145,000
	5,000 U



Variances between the actual Budget and the flexed budget at 70,000 units
	Particulars 
	Flexed budget at 70000 units
	Actual (£)
	Variances

	Sales
	1750000
	1600000
	150000 F

	Less:Variable costs
	
	
	

	Materials 
	175000
	280000
	105000 F

	Labour 
	280000
	440000
	160000 F

	Overhead 
	105000
	120000
	15000 F

	Contribution 
	1190000
	760000
	430000 F

	Fixed overheads:
	
	
	

	Warehouse rental 
	200000
	170000
	30000 U

	Insurance 
	100000
	100000
	0

	Fulltime warehouse supervisor salary 
	50000
	35000
	15000 U

	Total Overhead 
	910000
	1145000
	235000





Variances between the actual budget and the flexed at 90,000 units
	Particulars 
	Flexed budget at 90000 units
	Actual (£)
	Variances 

	Sales
	2250000
	1600000
	650000 F

	Less: Variable costs 
	
	
	

	Materials 
	225000
	280000
	55000 F

	Labour
	360000
	440000
	80000 F

	Overhead 
	135000
	120000
	15000 U

	Contribution 
	1530000
	760000
	770000 F

	Fixed overheads:
	
	
	

	Warehouse rental 
	200000
	170000
	30000 U

	Insurance 
	100000
	100000
	0

	Fulltime warehouse supervisor salary 
	50000
	35000
	15000 U

	Total overhead 
	1070000
	1145000
	75000 F



A report on Amana's Growth in 2020 by a Control Report
The firm has operated for over forty years with success based on their vast exposure to the tourism dynamics. During the pandemic of COVID-19, most firms experienced closure creating a significant impact on the industry of tourism. The outbreak of COVID-19 made it unable for the firm to operate on April 2020 resulting to the fall of the company. The impact of the pandemic made the firm to implement two initiations which could help in increasing the sales revenue. The policies involved; reduction of the selling price, and the need to increase the cost of materials. To prove whether the two initiatives could influence the performance of the company generally, there was need for a PER methodology to ensure that an effective evaluation occurred within the organization. The flexible to carry out a performance enabled re-engineering could help in redesigning the firm and facilitation of organizational growth (Alegre and Sard, 2017). 
Reduction of Selling Price
Most of the companies encountered difficult times in surviving the market because of the difficulty to implement effective procedures and measures. The core factor why Amana Ltd had to reduce the selling price was yo attract more consumers to their products and services, this could aid in increasing both the sales volume and the general sales of the firm. By lowering the selling price, it may draw many of its intended clients because they could have the same services for less money (Rodhe and Garrison, 2019)
               In the instance of Amana`s performance, the business will both make money from the selling price and the quantity decided upon by the firm. By making this kind of decision, the corporation anticipated that it will continue to be competitive. Additionally, the company anticipated that this choice will increase sales. Unfortunately, deciding to lower the asking price is not a long-term business mov. Sustainable selling strategy is not static; rather, it develops as a result of sales resources, direct investment, technical adversment and organizational changes that must be attached with the needs and want of the business both now and in the future (Wild, 2019)


                    Rise in cost of materials            
            All kinds of product-based materials have increased as a result of Covid-19`s devastating effects., and providers of various materials now have considerable bargaining leverage (Takal and Banga, 2014) . In this instance, the cost of all kinds of materials significantly increased for Amana Ltd. The business insisted on maximizing other relevant cost or expenditure in 2020 as the price of all materials rose. In the end the business overall expenses might have climbed, which might have raised the cost of the goods and service per unit .
Due to the product -based nature of the company, the cost of materials has a big impact on the cost structure of the company. Amana ltd.’s fragile cost structure could have a big impact, especially on how well the company performs (Rohde and Garrison , 2019). Under certain condition, this might cause the  company to be unreliable , and the expense that follow’s would include the critical problems the company face.company itself (Rodhe and Garrison, 2019). Reviewing the selling price will ensure quality. Because the hasty decision to cut the selling price was made for short term and had no long term benefits for the firm, the review`s primary goal will be to achieve long term profitability for the company.
Recommendations 
Amana Ltd should effectively monitor the cost structure in the event of a rise in material cost because the business would have severely been impacted. It might take enough time and money to recover from this. For the business cost structure, effective monitoring must be made sure. The company must therefore make sure that the cost of materials is kept in check without sacrificing the quality of products and services (Takai and Banga, 2014). In order to maintain flexibility, and sustainability in its selling price while also guaranteeing the quality of goods and services at a lower cost. Amana Ltd might consider moving to a less expensive supplier with solid track records.
Part -B
According to Amana Ltd, other rival companies are now using internet platform to attract customers in the UK,Europe, and the USA. The company is now considering Brighton, Birminghham City, and Manchester City as potential locations. The major goal of launching the company`s products and services online is to organize all cooperate operations and move 50%  of sales online. Here are some significant factors;

                       In the case launching a distinct online site for the business
The price of establishing a delivery network
Cost associated with updating the current website
The annual pay for a full time IT programmer (Weygandt, 2020)

                      In the case of selling via Amazon
Fees for fulfillment. In order to choose the best choice for the company, it is crucial to weigh these two possibilities. In the light of relative factors and respective costs, the comparison between the options is discussed below;

                             The better options and the reasons
        More aspects must be considered in comparison to the Amazon arrangement when developing a different online presence for the firm. In this scenario, the company must first establish the distribution network and then upgrade the website, since it is also critical for the company to give the efficacy and the efficiency of the websites in terms of providing excellent services through the websites. When it comes to websites quality, and efficacy, Amazon has taken the top spot in this scenario (Nsairi and Khadraoui, 2013). As a result, it is extremely difficult for the company to ensure the highest or greater quality and efficiency of the website. The company`s website must be regularly watched and controlled, which necessitates the hiring of a full time IT programmer who will be responsible for monitoring and regulating the websites as well as addressing various issues on a regular basis.
             When dealing with Amazon, the firm does not need to be concerned with this, but the most visible issue will be the lack of control over pricing and return policy. That means Amana has no control over its pricing strategy on the Amazon platform, indicating a shift in the company`s stipulated pricing. Furthermore, the corporation cannot maintain a return policy that will have a detrimental impact on the organization`s overall performance and reputation(Nsairi and Khadraoui, 2013). Even if Amazon will sell goods as per the assurance granted to Amana Ltd. The launch of a specialized   website for the company might result in increased sales of goods and services.


                     The relative cost of the available options for Amana Ltd
	Actions under the alternatives
	£

	Option-1: Launching a new website for the business 
	

	Cost of setting up a delivery network 
	150,000

	Cost of upgrading the current website to handle a large volume of sales
	50,000

	Salary of a full-time IT programmer 
	35,000

	Total cost
	235,000

	Guaranteed sales units annually 
	100,000

	Option-2: Dealing with Amazon.com
	

	Amazon fulfillment fees
	50,000

	Total cost 
	50,000

	Guaranteed sales units on Amazon annually 
	65,000

	Lack of control over pricing and retun policy 



        According to this table, the overall cost of building a new website for a firm is 4-5  times greaterthan the contract with Amazon. Despite the hefty expense, the company will gain increased sales as well as control over its ricing and return policies. That is why the option was selected.  Furthermore, the company has 40 years of expertise, and is past time for it to keep up with the present market condition and get digitalized.
The benefits and drawbacks of the chosen option
          Every alternative or opportunity contains both positive and negative characteristics and it is up to the company to choose the degree of positivity ad negativity (Priambodo, Sasmoko Abinagoro, and Bandur,2021). In this section, it was agreed to establish a new website and now its benefits and drawbacks for the film will be discussed. Example include;

                  Pros; by building a new website, a business-like, Amana Ltd can seize the opportunity of exploring more clients. Besides, a direct interaction through the website can be generated fast. The corporation can have control over its distinct pricing plan and can adjust at an time (Priambodo, Sasmoko, Abinagoro, and Bandur, 2021). Even, the control over the customer`s feedback and ensure the return policies properly. The efficiency and the quality of online services might help the firm maximize in existing reputation and brand value at the same time.

                Cons: The cost of developing the new website is higher and it may affect the pricing structure and selling price of the products (Warren, 2022). It will take more phases, actions, and time for being done.
            Considerations of the relative cost    
     In terms of developing a new website, Amazon Ltd needs to foresee several key elements and prices. Examples include;
	The costs of launching a new online site for Amana ltd                                                 £
Cost of setting up delivery network.                                                                            150,000
Cost of upgrading current website to handle large volume of sales                                50,000
Salary of a full-time IT programmer per annum                                                               35,000
Total cost                                                                                                                   235,000




The overall cost of developing an online site is $235,000, which ensures that the company will sell 100,000 items each year. The cost of establishing a distribution network and upgrading the website are fixed, but the compensation may fluctuate from year to year since the company may need to raise the salary of an IT programmer. As a result the price may rise. The first year`s cost per unit will be $2.35, calculated by dividing 235,000 by 100,000 units.
Conclusion
The control report displayed the original budget and the flexed budget, as well as their comparisons with the actual budget, and the favorable and unfavorable conditions were estimated based on the comparison. The action of lowering the selling price and increasing the cost was then analyzed, and effective recommendations were made. Then, the launch of a new online site was decided, and the pros and cons were weighed against the relative cost of launching. 
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