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1.INTRODUCTION 
   Since Covid-19 pandemic, businesses faced huge challenges to ensure continuous performance and delivery of business services and operations. Example is impacted family-owned souvenirs business Amana LTD. Operating successfully for 40 years, the pandemic hit the revenue of the company. This report analyses the variances in the budget and examine the performance during the year. Identifying the problems and which are the causes of those problems. Including recommendations for changes and improving in some areas. Analysis of future sell markets with considerations of all relevant costs.
2. MAIN BODY 
	AMANA LTD

	Monthly Control Report 


    2.1 MONTHLY CONTROL REPORT
	
	Cost per
unit
	Original
Budget (£)
	Actual
Budget (£) 
	Flexed Budget
(£)
	Variances
(F/UF) 

	Units

	
	100,000
	80,000
	80,000
	

	Selling Price
	25
	25
	20
	25
	5 (UF)

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

	Variable costs:
	
	
	
	
	

	Materials

	2.50
	250,000
	280,000
	200,000
	(80,0000) UF

	Labour

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

	Overhead

	1.50
	£150,000
	120,000
	 120,000
	          0

	Contribution

	17
	 1,700,000
	760,000
	1,360,000
	(600,000) UF

	Fixed Overheads:
	
	
	
	
	

	Warehouse Rental
	
	200,000
	170,000
	200,000
	30,000 (F) 

	Insurance

	
	100,000
	100,000
	100,000
	0

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

	Net Profit

	
	1,350,000
	455,000
	1,010,000
	(555,000) UF



         2.2 PERFORMANCE REPORT  
    From the monthly control report and presented variances, provide the factors which contributed to the difference between the budgets. There are unfavourable variances for selling price, revenue, materials, labour and contribution. The strategy to reduce the price due to Covid-19 reflect to the revenue with £400,000 (UF) variances. Higher costs for materials show the difference from £80,000 (UF) variances. High difference in labour costs for £120,000 (UF) variances. All this reflect to contribution with difference of £600,000 (UF) variances. Amana LTD reduce price with the strategy to increase the sales and revenue, but that impact the company in negative way. Need to investigate what are the reasons for higher material cost and to consider changes in suppliers. Also, to consider the higher costs for labour, and what can be changed to be reduced. Favourable variances in fixed costs, the company must ensure to enter in long term contract, to keep the price for rent at the same level. The salary of warehouse supervisor is with favourable variance, but need to consider the changing in government regulations, also depending on the level of activity, if is any less productivity, the salary must be reduced. From this report can be seen how the changing of price, without considering the costs, can decrease the level of profit and stability of the company for the period of one year.  
          2.3 RECOMMENDATIONS 
   The future if business performance of Amana LTD, it is not only to make higher profits, but also for securing the ability to grow. The strategy for reducing the price for higher volume of sales and revenue, had the opposite effect to the company. A small change in prices can cause a significant impact on profits and it is crucial for the business to use innovative approaches for pricing. When determining prices is important to ensure that sales volumes and prices allow the company to be profitable. The owners of Amana LTD, can consider the use of smart pricing, that will allow to adjust the prices on market conditions, consumer demand and product valuation change. This approach will make more difficult customers to understand the true price of the products. The business can use and premium product pricing, with selling souvenirs with unique features, extremely desirable from tourists. That can include special, handmade, unique and rare souvenirs, that will attract collectors to provide value and much higher price. In this industry the addition of interesting features can make the brand of Amana LTD to stand out from the market. The company can use the locations of the shops, especially the tourist hotspots, such as London Bridge and Buckingham Palace. The pricing of the souvenirs in these locations, can be higher to increase the revenue. When is off-peak in the seasons, discount can be applied to some of the products for higher sale volumes. With regular monitoring to ensure that pricing cover both fixed and variable expenses. Monitoring variable expenses is critical to profitability, especially when sales remain flat or decrease. Amana LTD need to consider the cost of materials and implement selection policy to identify suppliers with time delivery, advice on new trending products and high quality. Continually to review supplier contracts for improved pricing, effective discounting and trading conditions. Also, Amana LTD can research to change suppliers and find better price, especially from countries with lower-than-average price for materials. 
3. ANALYSIS REPORT 
   The Covid-19 pandemic change customer behaviour and increase the level of online shopping. The pandemic transform businesses and push owners to closure of stores, which never be reopen again. Amana LTD, also consider the closure of Brighton, Birmingham and Manchester branches. If, the company want to keep the place on the market, must make changes to adapt to this new normal era. The current situation and closure of the stores, create great difficulties for the company, and now is trying to adapt to the online channels for continuing operations, future and optimize the costs. Amana LTD have two opportunities – first one is to move 50% of their sales online, or second to selling directly on Amazon. 
50% ONLINE SALES – ADGAVNTAGES AND DISADVANTAGES 
   The advantages of selling on own website are control, less competitors and referrals. Amana LTD will control the design, content and presentation of the products. There will be lack of competitors and that will reduce customer distraction. When customer purchase from the site, there will be more referrals to the brand. One of disadvantages is the cutting of a huge market – not only internationally, but and locally as well. When the website is new, customers can have doubts for the credibility of the company and switch to site that is well known. Another disadvantage is the cost for technical support, because without, the site can have technical issues. High costs for setup delivery network and marketing. What will be the profit from the site, can be seen in forecast prediction with the price of £20 and £25 per unit. 
	Units 
	100,000
	100,000

	Price
	20
	25

	Revenue
	2,000,000
	2,500,000

	Costs: 
	
	

	Delivery network 
	150,000
	150,000

	Upgrading website 
	50,000
	50,000

	IT salary 
	35,000
	35,0002

	Profit 
	1,745,000
	2,265,000


  
  
SELL ON AMAZON – ADVANTAGES AND DISADVANTAGES 
  Advantages of selling on Amazon are increasing sales, revenue, international reach and attracting new customers. Amazon have millions of users monthly and ensure that the products are in correct category. Another benefit for Amana LTD will be the huge investment of Amazon to Google Search. The company will have the opportunity to extend the market internationally, or even worldwide. Customers do not use Amazon to search for specific brands, they are looking for specific products. The sales of products will be faster, and Amazon take care of receiving, packaging, sorting, shipping and delivering of the product. The platform allows fast set up for seller account, even without the knowledge there can be good advertising with budget, chosen from Amana LTD. Disadvantages are the high competition level, lack of control and fees. There will be other sellers, and the company need to compete with them. Amazon does not focus on the sellers, only on the products, and there is limited brand presence. Need to research the best plan option for Amazon fees, before starting to set up the account. If I calculate the predicted units of 65,000, with the potential to grow, with the price of £20 and £25, can be seen the forecast profit. 

	Units 
	65,000
	65,000
	If the units reach 100,000
	If the units reach
100,000

	Price (£)
	20
	25
	20
	25

	Revenue (£)
	1,300,000
	1,625,000
	2,000,000
	2,500,000

	Costs: 
	
	
	
	

	Amazon Fees (£)
	50,000
	50,000
	50,000
	50,000

	Profit (£)
	1,250,000
	1,575,000
	1,950,000
	2,450,000



ADVICE FOR DECISION
   The best choice for Amana LTD will be to selling on Amazon. They should choose it, because the platform is the leader in retail websites. All processes from selling to delivering is handle from Amazon. Amana LTD can increase sales volumes and market, with reduced costs and reduced price of the products. Own website compared to Amazon have more disadvantages, such as technical support – the cost will increase with the volume of sales, costs for setting up delivery network and small market niche. While Amazon cover all this costs only with one fee, and they have very strong and fast delivery network. From the tables of forecasting profits, can be observed that with own website will be higher profit, but must be consider the increasing costs with every purchase. Amazon forecast profit have fixed cost – Amazon fee, that will remain the same, if the volume of sales is higher. For faster recovery from Covid-19 pandemic and return on track, Amana LTD will be able to reach higher profit and more customers with Amazon. 

4.CONCLUSION 
   In conclusion can be observed that this report examined the changes in variances and what are the factors, with potential improvements. It was identified the negative impact of reducing price strategy. Also, the report provides recommendations for reducing costs, pricing products to increase the profit. Strategic planning should be used by Amana LTD, for decision with their reason, and underlying actions. That will help for creation of a vision for the future and forecasting will improve long-term performance. The focus should be on day-to-day operations, for identifying effective and efficient allocation of resources. Budgeting is needed to build framework of the company, combining past and future trends, with realistic revenue expectations and detailed picture of assets. That will allow Amana LTD to clarify financial plan and have clear view of expenses and revenue over a given period. The period of Covid-19 pandemic impacted the company and Amana LTD must adapt and keep up the speed of fast changing environment. It was observed the advantages and disadvantages of selling products in own website or Amazon. The best option for moving to e-commerce with considering all relevant costs is Amazon. By application of all recommendations and strategies, Amana Ltd will have positive effect on company performance, with continuous growth and stability on the market. 
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