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[bookmark: _Toc112686605]Introduction
First control method is setting performance standards where supervisors must interpret policies into performing requirements. Assessing real implementation means if implementation is not calculated, it cannot be determined whether requirements have been encountered. Evaluating actual performance with requirements or objectives which is the approval or refusal of the produce or result. Analysing deviations is when directors must decide why criteria were not met. Taking corrective action is once the motives for changes have been established, executives can then create resolutions for problems with meeting the guidelines and adjust procedures or actions. Management reports are of fundamental significance for one executive approach, and every great manager understands it. They assist them operate and address their companies and put together more knowledgeable choices. Information from various sectors of the business is compiled concerning appropriate important implementation statistics which are offered in a transparent, easy-to-appreciate manner. Management accounting facilitates preparation of financial reports and statements that assist management in decision making activities with regards to the improvement in business performance. Therefore, management accounting is useful for the internal purposes only. This report is about Amana Ltd which is held by a family traveller company situated in England. The goods are manufactured by a Chinese company agreeing to plans created by the Amana. They have been running a thriving company for 40 years but lately, the Covid-19 came to England leading the authority to enforce limits on tourism which harshly affected the travel trade. Amana’s income felt a huge hit in April 2020, trades went up a bit in the summertime of 2020; however, the continued pandemic exhausted any extra profits made. Monthly control report revealing original budget, flexed budget, and variances will be presented in this report so that a report on performance can be produced. After that some recommendations will be given so all the areas of progress are enclosed. Lastly, choice between online shop or selling on Amazon needs to be recommended taking into consideration all the relevant costs. 
[bookmark: _Hlk111152988][bookmark: _Toc112686606]Monthly control report displaying original budget, flexed budget, and variances
Budgetary control is a method of practices applied to guarantee that a company's real profits and costs remain tightly to its economic strategy. The scheme usually requires putting individual objectives for executives that are established on the plan, alongside with a collection of bonuses that are caused when the objectives are achieved. The budget against actual reports is regularly announced to everyone getting accountability in the financial statements. They are also likely to act to fix unfavourable variances. The findings of the company are carefully examined by a commission offering response to supervisors when actual results endanger to be worse. This will be added on the company software to be able to see all variances. Budget versus actual is the method of comparison the company's projected budget to the amount you have, to discover the difference, or contrast. The business' fixed budget is the forecast total anticipated to achieve established on historic revenue and costs. Flexible budget is a plan adapting with variations in capacity and movement. The quantities of the static budget are unaffected from the measures recognized at the time that the static budget was made and accepted. In brief, the flexible budget is a more valuable instrument when determining an executive's effectiveness. 
	
	Cost per unit (£)
	Original budget (£)
	Flexed budget (£)
	Actual (£)
	Variances (£)

	Units
	
	100,000
	80,000
	80,000
	

	Selling price
	25
	25
	25
	20
	5UF

	Revenue
	
	2,500,000
	2,000,000
	1,600,000
	(400,000) UF

	Variable costs:
	
	
	
	
	

	Materials
	2.50
	250,000
	200,000
	280,000
	(80,000) UF

	Labour
	4
	400,000
	320,000
	440,000
	(120,000) UF

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

	Contribution
	17
	1,700,000
	1,360,000
	760,000
	600,000 UF

	Fixed overheads:
	
	
	
	
	

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

	Insurance
	
	100,000
	100,000
	100,000
	0

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

	Profit
	
	1,350,000
	1,010,000
	455,000
	555,000 UF


[bookmark: _Toc112686607]report on Amana’s performance during the year 2020
Performance reports primarily gather detailed effort performing information, evaluate it, and deliver recommendations to assist in creating outcomes. Starting with the comparing of the selling price we can see that the variance is £5, and it is unfavourable. It is understandable as many businesses had to discount their prices due to COVID. The revenue is unfavourable by £400,000 as well not only due to the reduction of selling price but also because of the less interest in buying souvenir considering the small amount of tourism happening during the pandemic if any. Materials have an unfavourable variance of £80,000 due to the short and unskilled staff. Labour has unfavourable variance of £120,000 due to the many cutting of costs like making redundant so many people in the UK for businesses to survive. The overhead stayed with no variances. The contribution is unfavourable of £600,00 which is expected due to all the unfavourable variances above. Warehouse rental variance is favourable by £30,000 perhaps because of the government help schemes to save businesses due to the pandemic. Insurance has no variance. Fulltime warehouse supervisor salary has a favourable variance of £15,000 as most of the storages and facilities were not used during the pandemic and they had to end the contacts of some staff. The flexed budget was more than the actual hence the unfavourable variance of £555,000. From the above, we can see that the variances for revenue, materials, and labour are unfavourable. Will this be only for the period or is it sustainable. The cost control variance between the flexible and actual budget, is caused by the two primary reasons for unfavourable variances which are spending too much for resources and using the resources inefficiently. As this is a product-based firm, materials will be a considerable portion of their fee form and must be examined effectively. Much more material is used if a poorly trained employees and badly kept gear are used. Poor planning occasionally involves rushing purchase material at a greater cost, triggering unfavourable price variances too. They might have lowered value to boost trades during the pandemic. We should examine the reason behind some costs increases. Is it because of rules, and if so, the actions we need to take. It is because of supply chain issues given the fact that it was difficult to make deliveries while COVID-19 was taking down the world. Less units were sold because of COVID. Warehouse and supervisor salaries are higher hence more qualified personnel was hired to be able to bring the company a success and ideas regarding the situation they are in. We cannot continue to pay the supervisors a reduced salary as the COVID is over now and this is not possible. People will strike and everyone will be unhappy. We should consider the nature of the goods. Certain products are necessary. If the situation gets better, will it get better for this business too. Because of COVID lockdown there is a lack of business activities. The selling price was reduced to increase revenue – is this a viable strategy? Amana Ltd has reduced their selling price in 2020 which may have been done to increase trades and stay reasonable (Alegre and Sard, 2017). Nevertheless, reducing costs to stimulate deals is not a viable strategy, therefore fees should be reviewed to ensure they generate long-term effectiveness. Selling price deduction should stimulate tourist so they can raise revenue. Because it is a seasonal business it is not going to be sustainable. 2022 the control of COVID there has been an increase of tourist even though there's plane problems. We encourage people to buy more. Profit margin is recovering. Ways of reducing costs. Suggest to open websites. So, people can start buying online. Seasonality brings risk to them. If there is something like COVID it will stop the tourist. If it is raining all the time, it will stop the tourists. If there's discount, there is no guarantee that the tourist will be back. They have several locations – small tourist shops. That allows them to save fixed costs. Once they have entered with the supplier to a contract it is fixed, and they cannot change it. The government will give some of the money to reduce the effect. They know which items the tourist like to buy, they go to China as it is cheaper because of the labour cost, they know material and labour costs are cheaper. The overheads will be the shipping costs, so they try to lower certain costs. We are trying to reduce costs. They have 40 years’ experience they understand the business, because of COVID and lockdown made them took a big hit. They still have costs; family business tries to save the business but those who are not most likely have terminated. They had a website just for marketing, for awareness, not for sales. There is no change to the overhead costs, but the contribution variances are unfavourable. The profit variance is unfavourable as the flexed budget shows more than the actual.
[bookmark: _Toc112686608]Recommendations on areas of improvement
The recommendations are to switch supplier as cost of material is gone up but not from UK. China again. Simply different supplier. Or to India but we need to make sure the quality of the materials is the same. As if not, we might have more waste. Necessary to register long-term agreements with warehouse property owners to guarantee rents are not improved in the nearby prospect. Subcontracting manufacture to low-cost territories could decrease expenses. Reducing prices may not be a sustainable strategy. They need to address suppliers, longer-term contracts so they can have the same cost for that period, lock the costs. We might outsource to countries to reduce the costs the variable cost like Indian and China. We transfer the fixed cost to someone else. The cost of Amana’s raw material has risen in 2020. Because of that gifts are their main creations, they should safeguard that raw material prices are maintained under monitor without compromising on condition (Weustink et al., 2000). It is advisable for Amana ltd to switch to a lower price provider with decent histories. Additional recommendation is to hire more qualified staff and to provide the appropriate training so this can help reduce the material waste in a better and more sufficient way. Also, by closing some of the stores, this will help to reduce the fixed costs. There is no need of so many stores in various places when they start selling online. 
Another area for improvement that has been identified with reference to the performance report of Amana’s business is the increasing labour costs per unit. This could be overcome by taking advantage of cheap labour available with the manufacturer. Also, the employment of efficient technology would be helpful for the CEO of Amana’s business to enhance the efficiency and productivity of the labourers (Kunnathuvalappil Hariharan, 2019). This is because efficient technology is helpful in reducing the number of working hours.
Further, the profitability of the business is required to be improved to meet with the budgeted figures. This could be possible through focusing on marketing, branding as well as the quality of products. All this could not be possible in the scenario of reduced selling price; therefore, it would be better to recommend the CEO of Amana’s business to not reduce their product’s price and instead of that should adopt sustainable pricing strategy. This in turn would facilitate higher customer retention and attraction as well.
[bookmark: _Toc112686609]Investigation of Amana’s verdict to go online. recommend if they should set up their own online shop or sell on Amazon considering relevant costs
Study has discovered that 6/10 consumers assume labels to have online shop about their company. Owing a website implies users are always capable to locate you – anytime, everywhere. Even beyond of company hours, the site remains to discover and guarantee more buyers. It presents the customer accessibility as they can open the material they need in the ease of their own house, with no extra stress to purchase. Plus, as most businesses currently have their site, there is every possibility you could be dropping clients to your rivals by settling offline. At its easiest, a website offers a fast and simple approach of sharing data among consumers and retailers. You can add working hours, contact data, showing pictures of your place or goods, and use communication methods to enable requests from prospective buyers or opinion from current ones. You can even add promotions to attract your clients and advertise your company in a useful and effective approach. This is a notable example to encourage social media networks and establish a society with clients. Prospective consumers would possible be suspecting of any company that did not have valuable information like number, address. We can say the same for not having a site and email. These are valuable devices to communicate important news about every company with consumers and solve all the problems and queries they might have. Reducing these costs will also permit you to reduce your rates, giving your company that competitive advantage. If you do not have a website, it is very possible that your opponent will do, this indicates that you are missing getting more clients and can be in the lead of their beliefs. It is vital that no prospects are lost and are achieved by the opposition. From the make and buy decision, the make is to create the website and the buy is to sell on Amazon. Amazon is guaranteed only 65,000 units. By controlling his own site, he builds reputation and ecommerce channel, but the competition will be more direct if he sells on Amazon and the price will be set depending on the price of the other competition. 
Competition: There are millions of sellers whose products are available on Amazon and accordingly, there lies a cutthroat competition which makes it difficult for the businesses to outsmart other competitors in terms of their price and quality. Further, several ways are there through which sellers can have better performance over Amazon platform even in the presence of tough competition such as sponsored ads, reviews, and ratings. Therefore, for availing these facilities, there comes a difficulty of lack of control that could be exercised over the return policy and pricing for the products that were offered through Amazon platform (Nwosu, Aguh and Ezeanyim, 2020). This is because, while competing with various brands, the policies pertaining to returning products and pricing is required to be kept in alignment with other players to enhance the brand visibility. In case of Amana’s business, the issue of brand visibility and lack of control over return and pricing policy could be overcome by going for own website option and accordingly, the advantage of higher sales as well as the greater profitability could be availed.
Given all the above, it is recommended that the business chooses the online shop instead of selling on Amazon. There is nothing wrong selling on Amazon but if we go to Amazon there is no guarantee that the sales will make the targeted sales. Amazon is taking commissions and there is a lack of control as Amazon is controlling it. Website needs to be made as to be able to buy and sale online. It needs to continue to attract clients. Everything is online. Amazon is a risk. It will cost more for the website but there is a potential to make much more sales. Amazon is for small business needing only sells and not loyal customers. It is for business without branding and the competition is massive. 
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From the above report, it has been concluded that because of lockdowns imposed by government during the year 2020, there were reduced number of units produced as well as sold and to meet the targeted sales, the business has reduced their selling price. However, the costs associated with materials and labours have increased during this duration leading to poor profit margins for the Amana’s business. Budgeting is a vital component of developing, fiscal management, and implementation managing. It is a proficiency that must be developed for anyone who is employed in finance and accounting. When proposals are put in order, organization should apply a cycle of procedures to certify that the proposals are done. The phases in the regular control process could be examined for any reason, such as enhancing produce price, lowering surplus, and growing trades. Setting performance criteria could be in the shape of objectives, such as income from trades over a time. The requirements should be achievable, quantifiable, and transparent. Analysing deviations requires deciding whether more power is needed or if the requirement should be altered. Taking corrective action offer the type of information required for the firm's executives to effectively operate the company. They describe interaction of corporate outcomes, hazard, and problems made by supervisors for director executive, leaders, or authority organizations. Management reports reveal operating and financial data, thus assisting executives to see the value of their company over a specific period. They know how the company is acting, delivering the required knowledge for the decision-makers to step in the correct path and boost operational productivity.
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