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(i)
For calculating sales price variance, initially we need to calculate the amount of budgeted sales and actual sales for chemical X which is shown as follows:
Product X
Budgeted Sales = Budgeted Quantity X Budgeted Price 
		=	1190 X 35.00
		=	41650
Actual Sales = Actual Quantity X Actual Price 
		=	850 X 45
		=	38250
[bookmark: _GoBack]After calculating projected sales and budgeted sales, we need to deduct standard price from actual sales multiplying the value of actual quantity in order to find out the value of sales price variance of chemical X which is depicted as below:
Sales Price Variance = Actual Quantity x (Actual Price – Standard Price)			
			=	850 X (45-35)	
			=	$ 8500 (F)
Sales price contribution for chemical X is computed by deducting the value of budgeted unit sales from actual unit sold multiplying standard contribution per unit which is shown as follows:
Sales Volume Contribution Variance = (Actual Unit Sold - Budgeted Unit Sales)	x	Standard Contribution per Unit
						= (850-1150) X 25
						= $ 7500 (A)
For calculating sales price variance, initially we need to calculate the amount of budgeted sales and actual sales for chemical Y which is shown as follows:
 Product Y
Budgeted Sales = Budgeted Quantity X Budgeted Price 
		=	595 X 30.00
		=	17850
Actual Sales = Actual Quantity X Actual Price 
		=	750 X 37
		=	27750
After calculating projected sales and budgeted sales of chemical Y, we need to deduct standard price from actual sales multiplying the value of actual quantity in order to find out the value of sales price variance of chemical Y which is depicted as below:
Sales Price Variance = Actual Quantity x (Actual Price – Standards Price)			
			=	750 X (37-30)	
			=	$ 5250 (F)
Sales price contribution for chemical Y is computed by deducting the value of budgeted unit sales from actual unit sold multiplying standard contribution per unit which is shown as follows:
Sales Volume Contribution Variance = (Actual Unit Sold - Budgeted Unit Sales)	x	Standard Contribution per Unit
						= (750-850) X 20
						= $ 2000 (A)
(ii)
For the purpose of calculating material price planning variance, we need to determine the value of revised rate and standard rate and multiply the deducted amount with the value of actual quantity because material price planning variance is related to the actual quantity which is shown as follows:
Material Price Planning Variance
Material Price Variance- Planning:  (Revised Rate – Standard Rate) x Actual Quantity
					(3.7 -2.5)*1600
					= $ 1920 (F)
In order to compute the value of material operational variance, first we need to consider budgeted quantity because material operational variance is related to the projected quantity and multiplying its value calculated after deducting standard rate from revised rate as shown below:
Material Operational Variance = (Revised Rate – Standard Rate) X Budgeted Quantity
				=	(3.7 – 2.5) X 1785
				=	2142 (F) 
(iii)
Due to the changes in operations, the merits in using variances in assessing manager’s performance are shown as follows:
· It determines efficient budgeting activity as it assist the managers in calculating variations from the actual budgets and the standard budgets. Moreover, it brings a forward looking approach regarding taking essential decisions by the managers according to the perspective of management.
· Variance analysis depicts the controlling mechanism by way of controlling the assessment of performance of managers. This is because it facilitates essential control measures which helps in evaluating the possible ways of controlling deviations.
· Assessment of performance of managers provides for the assignment of roles and responsibilities which helps in deriving the desired levels of output with the help of cost centric approach. Moreover, it assist the managers in articulating the means of increasing efficiency of the managers.
· Variance analysis also ensures the benefit of attaining competitive advantage because it assist in business targets and fulfilling the effect of potential risk and attaining the planning activities of the managerial performance. Moreover, the deviation emphasize on the significance of the performance of the managers.
· Due to the changes in operations, the demerits in using variances in assessing manager’s performance are shown as follows:
· The application of variance involves in generating the assessment on the basis of financial outcomes. This is because the computation of variance determines the degree of financial measures, therefore must engaged with financial analysis before deriving variance analysis.
· For determining variance analysis in assessing the performance of the managers, it is necessary to comprehend a true picture of each and every aspect covered under budgeting. Therefore, forming numbers would not work without providing for the accurate analysis of variances.
· Reporting delay is one of the demerit of variance analysis for budgeting activity. This is because the resource required for relevancy in recording the data estimates the significance of decision making needs and requirement.
· There are several behavioural issues on the part of managers in estimating the fulfilment of short term objectives and outcomes. Moreover, the issues have been consistently based on the quantitative and qualitative areas of the management, thereby deploying encouragement towards sun employment behaviour of the employees. 
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Executive summary
The company XLG is a cleaning product company which involves in the production of two chemical cleaning agents namely X and Y. the properties of chemical X depicts immediate cleaning of stains which could be primarily used for upholstery fabrics and for various kitchen services. While on the other hand, the properties of chemical Y represents cleaning and shining all the floor surfaces. Therefore, in the competitive scenarios, the company XLG patent its properties of chemicals. Hence, due to high growth of the company, the company started its operations at a bigger scale and commenced its business by selling online as well. In the meanwhile, the company has witnessed its competitor famaQ which is a superior cleaning agent company. So, the basic purpose of the report outlines the advantages and disadvantages of the application of variance for the purpose of rational decision making. In addition to this, it will also highlights the assessment of risk while taking suitable business decisions regarding to import or to make superior cleaning agent famaQ  in the house and its impact on XLG company.
Introduction
The report demonstrates the fundamentals of competitive advantage given by FamaQ to XLG Company. Also, the report contains a clear understanding regarding the market research of demand of chemicals X and Y of the XLG Company. Moreover, due to the competitive edge, the company incurred the risk as if the people stared requiring the superior cleaning agent, thereby reduces the production of both the chemicals of XLG company. The report also determines the cost allocation for preparing superior cleaning agent FamaQ and evaluates its position in the market in order to make core decisions. Moreover, the decision making is based on the production of chemicals of XLG Company and also of superior quality agent which provides detailed evaluation in the decision making.
Competitive advantage
Competitive advantage determines the industrial leverage business are experiencing. The superior cleaning agent gives an edge towards other chemical agents due to enlarging its business position which drives a force in comparison to its competitor. However, this ultimately deals in allowing the innovative designed of several networks in the market trend. While on the other hand, it leads to creation of market positioning of the product which inertly provides for the scope of several factors such as accessibility and affordability of the product. Moreover, differentiation needs to be considered in reference to competitive advantage because helps in adapting different strategies in the dynamic market. Similarly, the case, it portrays the operational efficiency of the cleaning agents such as Chemical X and Chemical Y while comparing to superior cleaning agents in the market. Moreover, the XLG Company also patented for the security against the FamaQ, therefore innovating products of the company is an essential factor which depicts the future outcomes illustrating the uniqueness of its product (Aghazadeh, 2016). Also, lowering the pricing strategies will be eventually followed by attaining greater share from its number of competitors which determines the ability and desirability of the product of the company.
However, emphasize must be carried on the productivity of the cleaning agents in order to sustain its market position in the competitive scenario. Hence, it can be interpreted that it is necessary for the firms in order to provide for cultivating networks for attaining global competitive edge. XLG Company must take appropriate steps regarding the culmination of desired levels of its products which determines the levels of its pricing strategy, location, quality and speed turnaround of the product (Coibion, et., al., 2019). Constructing the structure towards competitive market assist in demonstrating the establishment of target market as FamaQ is giving XLG company, the degree of competitive advantage because it drives the change in the framework of the company in relation to its business growth and development and provides a unique structure of the company along with the achievable goals of the company. 
Increasing demand of XLG Company
The situation determines increasing demand for its chemical cleaning agents which has increased its market share by 45 %. Due to such higher market share, the company has witnessed competitive advantage as it determines the impact of greater share in the market. However, the reasons for XLG companies could be strengthening customer relationships because providing good quality products will increase the brand image of the product and the company, thereby accommodating towards loyalty among the customers, however laid emphasize on the revenue growth of the company. Moreover, increasing demand relates to the core competencies of the company because of expansion and diversification in accordance with the market analysis of the product 
The XLG Company has also acquired patent in order to secure its leading market position, therefore it generates another source of providing safety to their product. While in the second quarter of the year, the company has to fulfill its operation even in the global pandemic, therefore, company has initiated selling its products online for the sake of its clients. As it is rightly said that the company which is showing its concern regarding the availability of the product in difficult situation, will only be able to attain its goals with increasing demand of its products. While on the other hand, the companies has established various stores across the United Kingdom which depicts that the company started demonstrating several shows in order to serve best for its customers. Moreover, for taking the advantage of economies of scale, the company started earning greater profitability on the basis of industry as a whole (Das, 2019). Also, the company assures its dominance over other companies, thereby developing the brand loyalty of the customers and broaden the customer base. Although, due to increase bargaining power, the company would be able to negotiate with its suppliers and distribution channels. 
Cost allocation of FamaQ
The cost required for making a unit of superior cleaning agent is £ 3 along with the delivery times. The purpose for such allocation made by the company demonstrates the economic impact for driving planning, strategic and controlling decisions of the company. However, it also includes the pricing measurements of the product which facilitates in the justification of spreading cost of the company. The methodology of the company reduces by 15 working days, therefore it means with the help of generating greater production in least time, the superior cleaning agent company deploys in the manufacturing of its product with less marginal cost as compared to other companies in the same industry. Moreover, it enumerates the operating structure of the company which helps in the formulation of tools and techniques for the company. While considering XLG Company, the methodology essentially provides for the unallocated cost because the company has been surviving with great revenues but not with allocated cost (Matsumoto, et., al., 2018).
Moreover, it is necessary to understand the fundamentals of cost allocation before providing any decision in relation with both the cleaning agent companies. The XLG Company initially provides the scope of generating sufficient revenues by building greater customer base. While any company can evaluate direct application, allocation and proration of cost and from the three methods, the superior cleaning agent company chooses allocation method for determine its cost, this is because in the critical competitive scenario, the basic requirement of the company deals in functioning the cost incidence with appropriate assignment and its allocation. Moreover, the cost allocation of the company drives the relationship between the cost and its consistent variable which is required for production. Along with that, it depicts the behavior pattern of the cost for the purpose of distributing the cost in the most proficient and judicious manner.
Conclusion
The report highlights decision making power of the companies demonstrating the different strategic business alternatives. It portrays the operational structure of the company in selling the same type of product but with different chemical composition and properties. It lays major emphasize on the production of both the products of the company and analyzing its key areas depicting its requirement. Moreover, it also comprises of the business and strategic analysis of how the company is gaining competitive edge over the other, on the basis of increasing market share of the company which has doubled the growth prospects for the company. Along with that, the report shows a clear picture of the effectiveness of the company in such a cut throat competitive analysis. The report also pictured the detailed opinion regarding the market research while examining the framework of the companies.
Recommendations
After analyzing the above scenario, it is hereby recommended that XLG Company after attaining the large customer base, the company could establish acquisition, as it is the core element for improving the market share more, this is because it obtains an additional scenario with ensuring greater standards and gain over the giant customer base (Eidizadeh, et., al.,  2017). Moreover, XLG Company must do outsourcing in order to provide a segmented solution by giving importance to core works such as securing the company from other superior cleaning agent company and determining the leading position in the market scenario etc. Therefore, suitable divisions must be established in order to compute accurate outcomes.
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