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The purpose of this report is to prepare flexed and as well as that actual budgets with supporting calculations of key variables in management accounting and using those to make evaluated and justify decisions for the operations of a company. The information that is compiled within the report has the aim to demonstrate the ability to make sound decisions for the management accounting principles of a company especially in the presence of a risk. 
The report will focus on a company that is family owned and works in the industry for tourism with headquarters in England with the aim of generating sales from souvenirs sold to tourists. The name of the company is Amanda Ltd. There are a lot of different locations where this business is based including in Brighton and also in London and Manchester. While the company has been successfully operated for a long time with reported sales made for over 40 years, there has been great side bags due to the ongoing COVID-19 pandemic. The company has been suffering losses since April 2020 as tourism fluctuated and travel in the United Kingdom has been limited since with less potential to generate sales as the main customer base is tourists (Christa and Kristinae, 2021). The first part of the report will focus on evaluating the cost break analysis of the products with a preparation of monthly control reports and discussion of performance with key recommendations.
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(i) The preparation of the multi control that shows all of the variances in the budget of the company as well as the original estimates and the actual budget is provided below.
	
Category
	
REV
	
Flexed Budget
	
Actual
	
F/U/N
	Stat. Budget
	
Variance

	Units
	80000
	
	80000
	20000
	U
	100000

	Sales
	1600000
	400000
	2000000
	500000
	U
	2500000

	Variable Costs:
	
	
	
	
	
	

	Material
	280000
	80000
	200000
	50000
	F
	250000

	Labour
	440000
	120000
	320000
	80000
	F
	400000

	Overhead
	120000
	-
	120000
	30000
	F
	150000

	Contribution
	760000
	600000
	1360000
	340000
	U
	1700000

	Fixed Costs:
	
	
	
	
	
	

	Warehouse rental
	170000
	30000
	200000
	0
	N
	200000

	Insurance
	100000
	0
	100000
	0
	N
	100000

	FW Supervisor Salary
	35000
	15000
	50000
	0
	N
	50000

	Profit
	455000
	555000
	1010000
	340000
	U
	1350000

	
	
	
	
	
	
	




(ii) After the calculations in the monthly report have been prepared, it can be stated that the performance of Amana Ltd has been badly impacted by external factors such as COVID-19 and the lack of sales generation since April 2020 (Sobaih et al., 2021). The costs do not seem to be under the control of the operated management in the company although the fixed ones tend to be very well maintained.  
In terms of some positive aspects in regard to the monthly report has been prepared, it can be seen that the selling price per unit has definitely improved further. The overall profitability has been underperformed but when it is taken into account that there are impacting forces out of the control of the company in the external business environment as of this point in time, the company has not been severely damaged as a result of the lack of tourists in the United Kingdom and can continue to profit further. 
(iii) Amana Ltd have some options to look into in terms of what can be improved for the course control measures in its management accounting principles currently such as the increase in unit sales. Because retailers connect directly with the expected customer, they have the advantage of being able to gather individual information to help them pass on their experience of selling something and match their contribution to their crowd (AbRahman et al., 2016). This is regularly an attractive angle for customers as they can see the seller as the main one who collects the validity and therefore trusts it. As mentioned before, sales representatives overcome all problems between the needs of the customer and the item / administration that meets that need (Drury, 2017). Often, sales representatives effectively manage heated opportunities that have ongoing attention to the organization by encouraging and publishing initiatives, and the sales representative's job is to finalize negotiations by providing additional data and helping the client make these associations.
Trust and reliability are the main reasons why a customer will decide to prescribe your organization to a companion or relative or to do an amazing study of your element or network administration (AbRahman et al., 2016). Proposals and audits are constantly evaluated by opportunities and customers, indeed an outsider and the insight is that studies and proposals are independent of the dealer and therefore provide greater credibility (Mia and Clarke, 1999). They are incredibly fascinating because of the compass and the power of web-based media and online media. During deal associations, encouraging the customer to offer a companion or give positive reviews can influence business development through expanded brand and deal attention.
Highly successful sellers are those who make a deal as well as have a lasting effect on the customer. Long-term types of customer relationships lead to reprogramming of personalized, referrals and increase the brand's reputation by listening to the conversations of others (Mia and Clarke, 1999). One of the keys to customer support through transactions is to make transactions in subsequent meetings. Creating prefabricated or post-transaction conferences is an exceptional method for maintaining and inventing positive relationships and offers the client the opportunity to present their experience on the issue or administration. In case the client has a protest or a problem, he can very well be managed quickly and expertly. In many instances, depressed customers will not say anything negative, they will simply change their custom with another provider and will not prescribe your administrations or items to other people.
It is wiser to retain customers than to win new ones, so take good care of your current customers. In general, the power of transactions in the process of achieving an association should not be underestimated or underused. Use the effect of transactions on income, as well as on brand awareness, long-distance customer support and business development. Because the progress you make can simply relate to one area of your business, you will be able to decide its impact on your single fixed costs. This will help you improve capacity to determine the lowest costs for your items or administrations (Rikhardsson and Yigitbasioglu, 2018).
Another aspect to consider is the control of the variable costs in order for the operational activity of the company to be performed well enough to generate profit that answers to the standards and aims that the company has, financially wise.  Cost control is the act of recognizing and reducing operating costs to extend benefits and begins with the planning cycle (Rikhardsson and Yigitbasioglu, 2018). The entrepreneur opposes the real monetary results of the organization and the planned assumptions, and if the real costs are higher than agreed, the managers have the data he needs to make a move. The main advantage of setting up cost control is reducing your organization's overall costs. You can limit the amount of money that can be spent at different representative levels, keeping more money from leaving the entrance (Coombs, 2015). This will allow your organization to keep more money nearby or put more money in another way, such as in capital expenditures or a settlement obligation. Managers' cost control can help you identify exercises that are easy to perform and stay within the cost plan from those that constantly set aside and absorb extra dollars. Controlling the costs of auditing managers can allow you to look for better deals for the work and products that make your business work.
Contemporarily, almost every business cycle is influenced in some way by innovation. Sometimes, however, organizations spend too much on innovations that are not really vital, and in various cases miss approaches to mechanizing or increasing performance with the right technology device. Managers' cost control can help you decide whether to rearrange or overhaul.
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As previously mentioned in the first part of this report, it is important for Amana LTD to consider revising its current marketing strategy and to look for streamlining technology in order to gain a larger customer base. Since the start of the Covid pandemic, many business organisations would consider online marketing channels and using those in order to reach out to people and make deliveries to their homes. Amazon is an example of an organisation that has thrived regardless of the presence of the pandemic and has managed to only increase its current sales because of its effective digital business value model.
Mr Amana's choice to move to move half of their trades from the excluded course to online is worthy. The branch of his organization in Brighton, Birmingham in the center and Manchester in the city center would simply have the opportunity to oblige a limited region / part of the persons. While Amana Gifts can appreciate a more remarkable base of reliability through the presence of these stores, the ability to reach more up-to-date customer bases will be low, while the costs associated with actual stores will be high. By managing half of its expanded transactions through an online model that targets the UK, Europe and the US, Amana LTD is likely to expand its market and customer base dramatically. At the same time, he may plan to move / rework the remnants of his unrelated stores to oblige his own customer base and supporters.
There are two main ways an organization can be set up these days: we have the regular or physical one, and the online organizations that have started to fill the spread (Chaffey and Ellis-Chadwick, 2019). All other things being equal, most of them actually decide to set up conventional organizations, and this is a good thing, as they can later move them to the network and thus use both channels and reach more customers.
People who have not found a way to relocate their organizations online will find some intriguing controversy here. In this way, we need to understand the main advantages of moving a conventional business to an online climate (Chaffey and Ellis-Chadwick, 2019).
Many common organizations are limited to a neighborhood market, which can mean a modest community or local population (Ryan, 2014). Moving them online will attract customers around the world. This will mean an increase in income and, in addition, the creation of a business website will essentially mean that the organization will work from day to day and guests can make purchases at any time if it is not online. business site.
Malaysia is perhaps the most productive nation from which goods are shipped anywhere in the world; so setting up a website in Labuan, perhaps the best collaboration area in this nation, is a good idea when it comes to spending and accessing modest items.
Another example will include those hoping to rent a vehicle in Dubai will initially do an online hunt before going to the rental organization. The equivalent happens when inspired by, say, renting a Ferrari in Dubai, essentially one can choose the model and rent it for the ideal term. All the customer has to do at this point is to come and pick up the vehicle.
Moving an organization online does not mean closing down the conventional one, but will simply cause expanded receptivity in that market it wants. The conventional organization can be supplemented by its online version (Graham et al., 2017). Perhaps the best model is Switzerland, a small country whose area market for conventional organizations is also generally small. This is the reason why many entrepreneurs set up Swiss web-based business organizations to develop their organizations abroad.
Perhaps the best benefit of moving your business online is reducing secure costs. This includes the cost of extra rooms: through an online business, one can essentially arrange to send the items directly from the supplier to the customer (Graham et al., 2017). This will also take into account the faster transfer and less work of the online entrepreneur's desk. In any case, having an online business will mean following such needs as required by law for regular organizations and avoiding tricks on the web.
Keeping in touch with customers and getting information from them is much more difficult, while in particular you have regular physical activity. Then again online work will improve this part of the business and therefore increase its validity. In addition, having an emergency customer service unit will attract more customers on schedule.
Having an online business or moving a conventional organization online undoubtedly has several advantages, among which adaptability is perhaps the most significant.
As he moves business into the network, the entrepreneur must consider passing a neighborhood law, including the new GDPR, forced into the European Association a year ago. Also, be sure to seek legitimate guidance from a Dutch law firm if, for example, you work together in the Netherlands before taking any step is essential.
Mr. Amana has two alternatives available when choosing an online transaction channel. Although setting up a specialty online store can provide an offer of 100,000 units per year, this results in high ordering costs of GBP 200,000 and annual recurring costs of GBP 35,000. On verification, sales through Amazon will include recurring annual costs of GBP 50,000, while guaranteeing an offer of 65,000 units per year.
In addition to the choice of venture included depending on the above figures, Mr Amana will have to take into account the current susceptibility of the brand in the UK, Europe and the US and the advertising costs that would have to be incurred to build brand awareness. in these premises. As it has just operated through unrelated stores in several areas of the UK, it is usually seen as having the brand's attention limited to parts of (if not completely) the UK.
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In conclusion, although the business organisation currently suffers setbacks especially as a result of the COVID-19 pandemic that has reduced the number of tourists in the United Kingdom, there are some recommendations that it can benefit from. The company has not been performing very well financially but you can definitely use some strategies such as putting variable costs under control and also enhancing unit sales prices. Putting variable costs Control in place can be done in many different ways, one of which is team learning technology and using the digital advancement in marketing and online sales in order to reach out to more individuals around the world and to have items delivered to their homes.
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