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[bookmark: _Toc100305804]Introduction 
In this report, the cost report of Amana Limited will be prepared along with their income statement for analysing their position and performance in the UK’s marketplace. Along with this, different “modes of selling products” online will be evaluated which can be used by Amana Limited to sell their souvenirs on the internet. Recommendations will also be given in the report that will help the company to enhance their business performance.    

[bookmark: _Toc100305805]Part A
“Overview of Amana Limited” 
“Amana Limited” is a family-run tourism company which runs their commerce operations in the UK’s marketplace and offers or sells souvenirs. The physical stores of the firm are located on several tourist hotspots across England which provides them a competitive edge over their competitors in the UK’s marketplace. The tourist hotspot locations are located at London Bridge, Buckingham Palace, Brighton, Westminster bridge, Manchester City Centre, Birmingham City Centre and so on. The souvenirs sold by the Amana Limited in the UK‘s marketplace are manufactured by a Chinese manufacturer company as per the designs prepared or made by the team members of Amana Limited. For the last 40 years the company has been running a successful business in the UK’s marketplace which helps them to understand or determine the vigorous nature of the tourism sector (Sneed and Verhoef, 2020). But due to the outbreak of the Covid-19 the company has to face a severe fall in their sales which will have a detrimental effect on the future development and expansion plans of the company. In order to stop and control the spread of the Covid-19 virus, the UK government has imposed lockdowns all across the country. Along with this, the government imposed restrictions on travels which had a negative impact on the tourism sector of the country. Amana ltd's income suffered a significant setback in April 2020, when visitors were unable to travel for the Easter holidays. Sales improved to some degree in the summer of 2020, but the lengthy lockdown “between December 2020 and February 2021” drained any extra revenue earned over the summer. Due to the Covid-19 outbreak, the sales of the company have fallen which in turn minimized the income margins of the company (Bartik et al., 2020). In the past, the company generally sold their products from their physical stores and they have a functioning website through which they promote or advertise their goods in the marketplaces of the United Kingdom.
(i) “Prepare the monthly control report showing original budget, flexed budget, and variances”.
“Control Report”: Control report is a report which is made by the managers to identify and examine the productivity and efficiency levels of the business operations of the company in the marketplace (Mongird et al., 2019).  This report enhances the decisions making procedures of the managers. With the help of this report, the managers of the company can find out the loophole in their trade operations and can make strategic plans through which they can overcome those loopholes and can gain a competitive edge over their competitors in the market. The control report of Amana Limited of February, 2020 is prepared below:
	“Productive Activity” 
	“Budget”
	“Actual /Flexed”
	“Variance”
	

	
	“100,000 units”
	“80,000 units”
	
	

	“Costs” 
	“£”
	“£”
	“£”
	“%”

	“Materials”
	“250,000”
	“280,000”
	“30,000” UF
	“-12%”

	“Labour”
	“400,000”
	“440,000”
	“40,000” UF
	“10%”

	“Overhead”
	“150,000”
	“120,000”
	“30,000” F
	“25%”

	“Warehouse rental” 
	“200,000”
	“170,000”
	“30,000” F
	“18%”

	“Insurance” 
	“100,000”
	“100,000”
	“NIL”
	-

	“FullTime warehouse supervisor salary”  
	“50,000”
	“35,000”
	“15,000” F
	“43%”

	
	
	
	
	

	“Selling Revenue”
	 “2,500,000”
	“1,600,000”
	“900,000” F 
	“25%”

	
	
	
	
	

	“Total” 
	“3,650,000”
	“2,745,000”
	“905,000” F 
	“16%”


Table No.1: “Control Report of Amana Limited”
(Source: Created by learner)
Amana Limited decided to manufacture and sell 100,000 units of souvenirs in the month of February but they actually manufacture and sell 80,000 units of souvenirs in the UK’s marketplace. The company has made a budget of £250,000 for the purchase of raw materials but the firm actually spends £280,000 for raw material. The company exceeds the budget for the raw material by £30,000 which in turn increases the total cost of production that will reduce the income margins of the company. Apart from this, the company has made a budget of £400,000 for the labourers but they actually spend £440,000 to hire labourers for their trade operations in the UK’s marketplace. From their budgeted value, Amana Limited has spent more £40,000 on the labours which in turn will increase the overall expenditures of the company that will put a bad impact on their income margins (Sneed and Verhoef, 2020). Meanwhile, the company has made a budget of £150,000 for their overhead expenditures but they actually spend £120,000 on their overhead expenditures. In comparison to their budget value, the company spent £30,000 less on their overhead expenses which in turn minimise the overall production cost and maximise the income margins of the company (Bolland and Lopes, 2018). On the other hand, the company made a budget of £200,000 for the warehouse rentals, but they actually spent £170,000 for the rent of the warehouses. The company has spent £30,000 less in comparison to their budgeted value which in turn reduces the overall expenditure of the company for the month of February. Apart from this, Amana Limited has made a budget of £50,000 for the supervisor salary while they actually spend £35,000 in the month of February for providing salary to the supervisor of the warehouse. For the insurance they made a budget of £100,000 and in the month of February they actually spent £100,000 on the insurance. Contrastingly, the company wants to generate £2,500,000 revenue by manufacturing and selling 100,000 units of souvenirs in the marketplace but actually they are able to generate £1,600,000 as they are only able to manufacture and sell 80,000 units of souvenirs in the UK’s marketplace. The cost report of Amana Limited for the month of February clearly shows that the managers of Amana Limited failed to perform as per their budget. As the company generates £900,000 less revenue from their budget value (Shet and Nair, 2022). Amana Limited fails to manufacture and sell their budget units by 20,000 which is one of the biggest reasons behind generating less revenue margins for the company. As well as in a few areas the company has spent higher amounts in comparison to their budgeted values. Therefore, if Amana Limited wants to sustain in the market for a longer duration, then the managers of the company need to prepare or make tactical plans through which they can follow their budget and can generate sufficient revenue for their future development. 




(ii) “Using your control report prepared in (i) above, prepare a report on Amana’s performance during the year 2020”.
“In the books of Amana Limited” 
“Income Statement” 
“For the year ended 31st March, 2020”
	“Income Statement”
	
	

	
	“Amount (£)”
	“Amount (£)”

	“Sales”
	
	“1,600,000”

	
	
	

	“Less : Cost of Goods”
	
	

	“Opening”
	-
	

	“Add: Purchases (Materials)”
	“280,000”
	

	“Less: Closing”
	-
	“280,000”

	
	
	

	“Gross Profit”
	
	“1,320,000”

	“Less Expenses”
	
	

	“Labour”
	
	“440,000”

	“Overhead”
	
	“120,000”

	“Warehouse rental”
	
	“170,000”

	“Insurance”
	
	“100,000”

	“Fulltime warehouse supervisor salary”
	
	“35,000”

	
	
	

	“Net Profit”
	
	“455,000”

	
	
	


Table No.2: “Income statement of Amana Limited”
(Source: Created by learner)
In 2020, from their business operation in the marketplace, the company is able to make total sales of £ 1,600,000. Apart from this, the “cost of goods sold of the company in 2020 was £280,000. Therefore, the gross profit margins of the company for the year 2020 were £1,320,000. On the other hand, the non-manufacturing expenses of the company in 2020 were £865,000. Henceforth, from their trade operation in 2020, Amana Limited is able to generate a net profit of £455,000 (Akron and Taussig, 2022). It clearly shows that the managers of the company have efficiently managed and allocated the resources of the company which in turn helps them to generate a decent or sufficient amount of income margins which is necessary for their future expansion plans in the UK’s marketplace.    

(iii) “Provide recommendations to Amana’s CEO on areas of improvement”.
The strategies through which the CEO of Amana Limited can improve their business performance are explained below:
“Hire the right worker or employee”: Hiring the right worker or employee is the best strategy through which the CEO of Amana Limited can really improve or enhance the performance of the business. Before setting up any kind of business, the CEO needs to hire a strong team. By hiring a strong team, they can help the company in achieving the organisational objectives or goals (Duque and Riera-Prunera, 2021). The CEO of Amana ltd company should assign work according to the capacity and capability of the workers. This will help the company to perform the task in a given period of time which automatically enhances the performance of the Amana limited company. 
“Focus on customer experience”: Focusing on consumer experience is one of the best strategies by which the CEO of Amana Limited can improve or enhance the performance of their business. The opinions of the consumers may build the company as well as sometimes ruin the company (Abadi et al., 2018). Any kind of improvement in performance of the Amana limited company or any other company mainly depends upon how happy their consumers are. So, it is very important for the CEO of Amana Limited to know about their consumers taste, preference, desire, wants, etc. and the CEO must fulfil the demands of the consumers. The Amana limited company should manufacture the products according to the needs of the consumers and after selling products to a large number of consumers, the CEO needs to collect feedback from consumers (Jara et al., 2018). After collecting positive and negative feedback, it will help the Amana limited company to improve their business performance. 
“Digital marketing”: Focusing on social media will also help the CEO of Amana limited company to improve their business performance. Social media is a great platform which is used by many businesses to promote their company's products in order to increase customer awareness (Bala and Verma, 2018). By promoting products on different social media platforms like Instagram, twitter, Facebook, etc. will help the company to attract a larger number of consumers. The CEO of the company should use social media platforms in order to increase sales. As a result of the increased sales volume, the business's performance will automatically improve. 
“Create a strategic plan”: Making a strategic plan will definitely help the CEO of Amana limited company to improve the overall performance of their business. Before establishing any kind of business and to get forward to the goal or objectives, the CEO needs to create and make a solid plan which assists them in expanding their business (Waterfield et al., 2018). The plan will direct, guide and give the pathway to the employees and the workers regarding what to do, how to do in future or ahead. If the CEO will not make proper plans, then they will not be able to achieve their organisational goal which results in the shutdown of the business soon. So, as a result, making appropriate plans will help Amana limited company to improve their business performance. 




[bookmark: _Toc100305806]Part B
Mr. Amana, the owner of Amana Limited, has observed that many of their rivals in the UK’s marketplace are now offering their product online to clients in Europe, the United States and the United Kingdom. In order to compete with their rivals and to maximise their income margins, Mr. Amana has decided to close some of their physical stores and shift 50% of the sales to online. It will help them to simplify their corporate operations in the UK’s marketplace which in turn reduces the operational expenditure of the firm. The physical stores or the branches which Mr. Amana question to close are the Manchester City Centre, Brighton and Birmingham City Centre (Shpak et al., 2020). One of the biggest advantages that Amana Limited will receive by selling their products through the internet is that it will reduce their overall operational expenditure of the company as they do not have to pay the rent, electricity bill, staff wages and so on of the branches. This will in turn help the managers of the company to maximise their revenue margins which will help them to compete with their competitors in the UK’s marketplace. Another advantage that will be received by Amana Limited by selling their product through the internet is that it will increase the reach of the products of the company. Through physical branches they can only sell their souvenirs to the visitors so the reach of their products is limited. But there is no restriction on the internet; they can sell their products on the global scale which in turn increases the reach of their product. This will in turn enhance their customer base which will help the managers to maximise the revenue margins of the company (Gutierrez, 2021). Therefore, by selling their products on the internet Mr. Amana can increase their customer base and revenue margins which in turn will help them to effectively compete with their competitors in the marketplace.
Mr. Amana has two alternatives when it comes to selling their souvenirs on the internet. First and foremost, the firm can develop and upgrade their individual "official website" or sell its souvenirs through third-party vendors such as "Amazon.". The following are the aspects that must be evaluated or taken into account while selling items or services via the company's official website:
	“Business Activities”
	“Amount (£)”

	“Building delivery network cost” 
	“150,000”

	“Website upgrading cost”
	“50,000”

	“IT programmer’s salary” 
	“35,000”

	“Total expenditure”
	“235,000”


Table No.3: “Total Expenses”
(Source: Created by learner)
For selling their souvenirs on the internet through their own website, first of all the company needs to spend £150,000 for setting up their delivery network. Apart from this, Amana Limited has to spend more £50,000 for upgrading or updating their current website. So that it can handle the large volume of customers which will visit their website for purchasing their souvenirs. Apart from these two expenditures, the company has to hire a full time IT programmer at an annual salary of £35,000. The IT programmer will take care of all the activities related to the official website of the company such as its maintenance, updates and so on. Therefore, in total, the company needs to spend £235,000 for selling their souvenirs on the internet through their own website. As per the market research of the managers of Amana Limited they will generate a guaranteed sales of 100,000 units if they sell their products on the internet. It indicates that in a particular fiscal year, the company will create a total income of £2,000,000 by selling their items online (as the selling value of a souvenir is £20). Huge sales volume in turn will help the company to gain a competitive edge over their competitors in the UK’s marketplace (Qin and Liu, 2022). On the other hand, by selling their products from their own website the company has control over the prices of the products and they can make the returning policies of the products by themselves. They may adjust the value of the souvenirs in response to market needs which will allow the managers to enhance the company's income margins.
Meanwhile, the company can sell their souvenirs on a global scale through an outsider entity such as Amazon. The following are the aspects that must be evaluated or taken into account while selling the products through Amazon. 
In order to sell their souvenirs on a global scale from Amazon, the company needs to pay £50,000 for the fulfilment fees. Without paying the fulfilment fees to Amazon, the company will not be able to sell their products on Amazon (Kawa and Wałęsiak, 2019). This will in turn enhance the overall operational cost of the company that will put a bad impact on the revenue margins of the company. 
On Amazon the company needs to face cut throat competitors which in turn can reduce the sales volume of the company. As per their research, the total sa;e volume for a year will be 65,000 units. Sales volume on Amazon can be increased or decreased as per the demand of the product in the marketplace.
If the company uses Amazon to sell their souvenirs, then they generate a total revenue of £1,300,000 which is comparatively lesser than the revenue margins that they can make by selling souvenirs from their own website.
Apart from this, if they sell souvenirs on Amazon, they have no control on the returning policy as well as the price of the souvenirs (Kawa and Wałęsiak, 2019). It will be controlled by Amazon. 
Henceforth, in place of selling their products on Amazon, Amana Limited should upgrade their official website and use it to sell the souvenirs on the global scale. This will in turn help the company to maximise their revenue margins as well as the company can control the returning policies and the prices of the products.   


[bookmark: _Toc100305807]Conclusion 
In the above report, the income statement and cost report of Amana Limited are prepared to know their real position in the UK’s marketplace. Recommendations are given that help the management of the company to improve their position in the marketplace. The company can use social media sites to attract new customers from the market on their personal website. It increases the sales of their products which in turn help the managers of the company to maximise the revenue margins of the company. 
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