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[bookmark: _Toc123995066]Introduction:
One definition of a flexible budget is one in which the major variables can have some leeway in terms of their values. It is contingent upon the breadth of the organization's efforts over the allotted time period. A static budget, on the other hand, is a fixed set of financial rules that cannot be changed. When a corporation makes a decision, like supplying 10,000 units of a product every month, and doesn't expect that number to alter, it has what's called a static budget. The "flexible budget variation" is the difference between actual and planned outcomes. It's not just helpful for corporations and governments; regular people can use it, too (Radu, M. and Giju, G.C., 2015).

[bookmark: _Toc123995067]Part a:
[bookmark: _Toc123995068]Original budget, flexed budget, and variances:
[bookmark: _Toc123995069]A budget variance, in layman's terms, is the difference between actual expenditures and receipts and the baseline total. Positive variations with respect to the budget include both a gain in real revenues and a decrease in actual expenditures. When forecasting future income, expenses, and profits, a flexible budget takes into consideration historical production and sales data. The magnitude of variances between the movable budget and actual results for a given time will increase. The term "Original Budget" refers to the combined income and expense projections, balance sheet, and cash flow forecast for the first twenty-four months following the date of this Agreement, as well as any underlying assumptions.
Variance:
A budget variance, in layman's terms, is the difference between actual expenditures and receipts and the baseline total. Positive variations with respect to the budget include both a gain in real revenues and a decrease in actual expenditures. 
[bookmark: _Toc123995070]Flexible Budget:
When forecasting future income, expenses, and profits, a flexible budget takes into consideration historical production and sales data. The magnitude of variances between the movable budget and actual results for a given time will increase. 
[bookmark: _Toc123995071]Original Budget:
The term "Original Budget" refers to the combined income and expense projections, balance sheet, and cash flow forecast for the first twenty-four months following the date of this Agreement, as well as any underlying assumptions.

	
	
	flexible
	actual
	variance
	favourable/unfavourable

	
	unit
	80000
	80000
	
	

	
	sell
	2000000
	1600000
	400000
	unfavourable

	
	material
	200000
	280000
	80000
	unfavourable

	
	labour
	320000
	440000
	120000
	unfavourable

	
	overhead
	120000
	120000
	
	

	
	contribution
	1360000
	760000
	600000
	unfavourable

	
	warehouse rental
	200000
	170000
	30000
	favourable

	
	insurance
	100000
	100000
	0
	

	
	warehouse salary
	50000
	35000
	15000
	favourable

	
	profit
	1010000
	455000
	555000
	unfavourable




[bookmark: _Toc123995072]Amana’s Performance During the Year 2020: 
The business found that the actual sales were 40 thousand euro less than the sales that were flexible for the year, which resulted in a negative disparity between the two sets of figures. The disparity was caused by the fact that the actual sales were lower than the sales that were flexed for the year. The actual sales of the company are much lower than the revenues that were projected for the company, which has placed the business in a precarious situation. On the other hand, if one does in fact have a budget for one’s endeavour, the cost of the items he requires will be noticeably increased. A difference of 80 thousand euro, which works out to a deficit when calculated. When the actual cost of labour is factored into the equation, the result turns out to be unfavourable by a total of 120000 euro. This is due to the fact that the outcome is negative. When operating a company, it is not a wise strategy to work toward the maximization of one's costs because doing so will reduce the margin of profit that the company generates. The company actually ended up with a contribution margin of 760000, which is a significant deviation from the predicted contribution margin for the company (1360000). When calculated on a yearly basis, the amount of money that is saved on warehoused rent comes to a total of $30,000. The business has been successful thus far in the current financial year, bringing in a total of $455 000 in profits. It has prepared a budget for the cash that it has been provided, which allocates $135,000 for spending, and it intends to use that money. This is a major point that sets the two separate solutions apart from one another. At this point in time, there is no way that the firm will be able to earn a profit even under the most favourable of circumstances. It will not, under any circumstances, work out to the benefit of the corporation in any manner, shape, or form (Radu, M. and Giju, G.C., 2015).
By analysing the report's results, one can see how they stack up against the flexible budget projections made for the same time period. Unlike a traditional budget vs. actuals report, this one uses a budget model that factors in the actual sales amount and then applies formulas to alter the spending numbers accordingly. By doing so, budgeted costs more closely reflect an organization's actual costs. If the flexible budget model is meant to react to actual sales inputs, the performance report should be relatively close to actual spending (Lubis, S.S., Maherza, W., 2022). 

[bookmark: _Toc123995073]Recommendations to Amana’s CEO on Areas of Improvement:
If Amana started selling product in online, the sell will increase in a big amount. Also, he can earn more profit than before. He can also produce the product to get more profit.  Converting new clients is quite challenging. Therefore, it's so important to prioritize customer retention efforts. Because of the control one has over his email account, it is the most practical means of internet communication. Consider an incentive to get customer email addresses. Sending a lucky subscriber, a tiny token every month is a nice touch, as is announcing unique deals that no one else will know about (Pathak, B., Garfinkel,2010).
Cost Minimization: If Amana minimize his cost, he can sell the product at a lower price than before. As a result customer will get the product more cheaply. In order to reduce expenses, it is necessary to cut back on tasks that are time-consuming or do not contribute anything of value. Any decrease in expenses, no of how slight, will have a substantial impact on the amount of profit that may be maximized. 
Add Some Shopping to Vacation: Amana can make some of his store in different tourism place so that he can cater a huge customer and offer his product to them. One can make your souvenir shop feel like it was always a part of the area by using display design and décor that emphasizes the reasons why customers will want to remember their travels. If his store is located near ski resorts, he should decorate it to look like a wintry wonderland. If you're going leaf-peeping in the fall, decorate with warm, autumnal colours. Create an environment where the buyer feels as though they have stepped out of the space museum into the night sky. Customers who take this route will be excited to peruse your wares and may even become attached to his store. To help customers recall the event long after they've left, he can sell them (souvenirs Mullins, R.R. and Panagopoulos, N.G., 2019).for example The London flagship updated its dress fabric and scent areas throughout the year. The refurbishment included a new staff cafeteria and relocating the web despatch area. To boost its online presence, the company invested in its IT infrastructure throughout the year.
Last year, department store gross profit rose 5.8% to £45.3m. The 2019 deficit fell 25.8% to £8.3m. Liberty London's sales and foot traffic have plummeted due to three temporary lockdowns since the COVID-19 pandemic. Liberty London's revenue fell to £55.77 million from £93.14 million, according to financial filings submitted with Companies House on January 30.Sales per square foot, including concession money, dropped to £358 from £1309 at its flagship shop on Great Marlborough Street due to lockdowns that lasted almost six months. This timeframe ignored the epidemic's impact. Liberty expects foot traffic to drop in 2021.
Pay Attention to Core Customers while also Accommodating their Unique Needs: He must have to identify the core customer of his product so that he can offer the product to them. Discovering the needs of his target customer is a crucial first step in the sales process. In order to increase sales at his souvenir shop, he need to understand her desires and goals.
Transport within one's Own Country: As there had covid 19 he could produce the product in his own country and sell it to his own country. When the tourist industry recovers, domestic travel will take centre stage, putting destinations at danger from overcrowding caused by an influx of visitors. As Vietnam prepares to be the first in Southeast Asia to resume domestic tourism, the country is offering discounted packages and promotions to boost demand for domestic travel. Many nations' tourist attractions are quite similar. To restore the tourist industry and give guests memorable experiences, it is necessary to investigate alternatives to mass tourism, such as sustainable rural tourism, nature tourism, and theme-based circuit tourism (Mullins, R.R. and Panagopoulos, N.G., 2019).




[bookmark: _Toc123995074]Part B:
[bookmark: _Toc123995075]Question One:
Mr Amana have decided that he will shift his 50% business on online. 
If he sell his product in online the total cost will be 150000+50000+35000=235000 euro. The cost is high but he can sell 100000 unit of product. So he can make huge amount of profit by selling the product.by selling online he can also expand his business in future. On the other hand by selling in AMAZON the total cost will be 50000 euro. He can sell an amount of 65000 units. In this process though the cost is low the selling unit is also low. He cannot make much profit by selling amazon. Besides there have more limitations in selling amazon. There is no control over the prising in amazon. So he either can sell the product at a good value or cannot sale. There have huge risk in the business. So he must go for the online business.
Internet businesses have lower start-up costs because they don't need a physical location. Avoid rent, benefits, and new hires. Online and in-store shopping offer unique experiences. However, B2B and B2C subsets can be further divided (B2C). Customers can browse products, ask experts about services, and read reviews when shopping online. To convert browsers into buyers, your B2B e-commerce platform must offer a great customer experience. Because he runs his firm online, he will enjoy all of these advantages. He is able to reduce his expenses, which will allow him to increase his annual earnings. On the other hand, conducting business via the internet is a very promising endeavour in the modern era. Estimates put the sum needed to launch an online business at 350,000. The total amount comprises the cost of a distribution network (150,000), an upgraded website (50,000) able to handle a large number of sales, and the salary of an IT expert (35,000) for one year. However, annual unit sales of 100,000 are anticipated. It's worth it because the long-term benefits far outweigh the initial cost. There is an extremely high volume of activity. It's a fact that there are many ways in which monetary costs might be reduced when conducting company online. Although it is relatively inexpensive, the alternative is subject to intense competition and lax price regulation (Hu, N., Liu, L. and Zhang, J.J., 2008).
The website is his own property, therefore he can modify it however he sees fit. He is completely satisfied with the layout of his product pages and the flow of his checkout process (Cavallo, A., 2018).He can avoid any potential competition from hosted services like Amazon and Shopify because he owns the domain name. If he sells on Amazon, he can reach the company's massive client base. After making his purchase, the customer continues to be an Amazon customer. This makes it difficult for Amazon sellers to build trust with their target audience and earn their loyalty. Selling exclusively through his website, however, has allowed him to maintain his clientele. Because he controls his customers, he can employ digital marketing to its utmost potential for him (as opposed to renting them from Amazon). He can increase sales with digital strategies like social media marketing, email marketing, and paid advertising by reaching out to present and new customers. For instance, he may decide to have his company start an email marketing campaign to reclaim abandoned cart goods. Online merchants and customers alike can benefit greatly from (and take joy in) data. The analytical data he receives from his own site is far more in-depth than the data he receives from Amazon. He can see details such as how long a person spent on the site, which pages they looked at, and how long they spent on each. By including these details into his site design, he will be able to increase the volume of traffic to his site and, ultimately, sales (Reinartz, W. and Imschloß, M., 2017).
Amazon's low prices have sparked a pricing war among retailers. To maintain market share and rank highly in Amazon search results, sellers need to keep prices low. If he wants to make a sale, he needs to make sure his product appears in the top three search results, as the vast majority of users (around 64%) only ever click on the top three results. They don't have to do much digging into a vendor's legitimacy before making a purchase. Customers who are ready to buy can do so with a single click of the "Add to cart" button, and many sellers feel that Amazon uses information about its most successful third-party sellers to guide the development of its own brands and products. A membership is not required for the Individual plan. What this means is that he needs to get his online business up and running immediately.





[bookmark: _Toc123995076]Conclusion:
Retailers are now engaged in a price war as a direct result of Amazon's competitively cheap prices. Sellers have to keep their pricing low in order to preserve their market share and rank highly in the search results on Amazon. Because the vast majority of users (about 64%) only ever click on the top three search results, if he wants to make a sale, he needs to make sure that his product appears in the top three search results. Only then will he have a chance to make a sale. They don't have to do a lot of research to determine whether or not a seller is legitimate before making a purchase from them.
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