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[bookmark: _Toc71017466]Introduction
Budgets are also viewed as artistic works. Time and resources are immense, including lengthy debates and a thorough crafting. They are created and when it's finished, it is stored on the shelf or on a file when the masterpiece is ready to exhibit, but never used in fact. However, A strong budget provides not only goals and objectives we are aiming for during the year, but also a consistent benchmarking framework for determining what is best achieved. On exploring the topical problem of the rationale of versatile production method referred to as FMS, it is clear that existing assessment approaches do not capture an FMS's core advantage: the importance of versatility. It recognizes different advantages of FMS that stem from the ability to transition between manufacturing modes and systems which value extracted from the ability to better deal with instability (Arnold,2019).
A model that captures this attribute should address the stability value, in conjunction with the complex development process operating schedule. The exploration presents a dynamic stochastic programming model capturing the main elements. It is essential that all effective companies prepare. Companies routinely forecast what they and their clients will do – starting with a sequence of broad media expenditures and other events to build an expanded weekly budget (Arnold,2019). This encourages them to reach ambitious benchmarks for revenue and earnings, to consider how they have to accomplish these expectations and to make sense of the likelihood of achieving these goals over the year. 
[bookmark: _Toc71017467]Flexible Budget
 In industry, one will change a flexible budget on the basis of shifting expenses and income. At the start of the fiscal year one will draw up one will schedule, taking into account the amount, the needs and expectations one will company has. The human equivalent to this method is a flexible personal budget. One will should then draw on one will financial, revenue, desires and expenditures to build a personal budget. One will then adapt it depending on how the expenditure changes over the year (Vesty, 2017). Generally, the budget is better managed weekly, because that is how the largest number of billing periods run. More effort than a set budget is needed in a flexible budget, but this is worth it in the longer term. One will can change one will expense to a flexible budget in the case of a seller or one will can get some spare money for a bit more fun. More specifically, from month to month the expenditure will not be the same. The chances are that one will don't need another in October if one will buy a new pair of jeans in September. Not enough people purchase a phone in a row for two months.
[bookmark: _Toc71017468] Need for Making Flexible Budgets. 
A more precise reflection of the state of the finances is the greatest benefit of a flexible budget. Static budgeting, as an option, cannot allow for unforeseen costs or changes in revenue. One can track where one can change expenses every month with a balanced budget. It encourages to focus on goals in budget. This is especially critical in the hope of saving or achieving a greater financial objective. If one will have to change one’s expenses ad hoc, earnings are also reduced. Maintain one will budgetary lifestyle with a flexible budget. If unforeseen costs arise, one will can easily react by drawing everything in one’s life back from what is needless (Vesty, 2017). One will can clearly see how the numbers work to ensure that priority quality of living is not completely lost by shifting the resources around.
[bookmark: _Toc71017469]Disadvantages of flexible Budget
· The one drawback to a balanced budget is that it makes one’s budgets flexible. Although that is more realistic, many of us are rigid in our daily, healthy routines (J. H. 2018)
· Getting used to never spending more than $ 15 a month on coffee or doing two drinks happy hour could be a great way to continue financially. These easy routines will function only. Flexibility will lead to uncertainty and split one will off healthily habits ( J. H. 2018)
· [bookmark: _Toc71017470]A flexible budget can be very worthwhile. Make sure one will use it to develop good financial reactivity, not to break good financial habits (J. H. 2018)

[bookmark: _Toc71017471]question 1 
[bookmark: _Toc71017472]part i
	Amana monthly control budget 

	
	 original budget  
	 actual budget  
	flexed budget 
	activity 
	variance 
	

	units 
	100000
	80000
	80000
	20000
	20000
	

	selling price per unit
	 £                               25 
	 £                             20 
	
	
	
	

	sales revenue 
	 £                 2,500,000 
	 £               1,600,000 
	 £        2,000,000 
	
	 £            400,000 
	unfavorable 

	variable cost 
	
	
	
	
	 £                       -   
	

	materials @2.5 per unit 
	 £                    250,000 
	 £                  280,000 
	200000
	50000
	-£             80,000 
	favorable 

	labour @4unit 
	 £                    400,000 
	 £                  440,000 
	320000
	80000
	-£           120,000 
	favorable 

	overhead @1.5 per unit
	 £                    150,000 
	 £                  120,000 
	120000
	30000
	 £                       -   
	neutral 

	contribution @17 per unit 
	 £                 1,700,000 
	 £                  760,000 
	1360000
	340000
	 £            600,000 
	unfavorable

	fixed overheads 
	
	
	
	
	
	

	warehouse rental 
	 £                    200,000 
	 £                  160,000 
	 £            200,000 
	0
	 £              40,000 
	unfavorable

	insurance 
	 £                    100,000 
	 £                  100,000 
	 £            100,000 
	0
	 £                       -   
	neutral 

	fulltime warehouse supervisory salary
	 £                       50,000 
	 £                     35,000 
	 £              50,000 
	0
	 £              15,000 
	unfavorable



 
[bookmark: _Toc71017473]part ii
In the above control report, it has been concluded that Amana’s net sales, net profit and total variable costs are unfavorable which indicates that budgeted report does not match to the actual report affecting the performance of the company whereas the actual fixed cost is less than the budgeted fixed cost which is the favorable condition for the company’s performance. The actual results show a bad performance of Amana. The selling price per unit has improved but the variable costs are not under control. And if we look towards no of units sold less in actual budget than the flexible budget. The fixed costs are under control since they are static; they do not have any kind of dynamism irrespective of whether sales are made or not (Mishra). The overall profitability has under-performed. By focusing on variable cost, it defines the company’s total amount of expenses incurred by business as both fixed and variable costs. Variable costs vary with accordance to the number of products produced. As seen from the report above, it is calculated as the product of cost per unit and the number of units produced. If more products are actually produced, then proportionally, variable cost increases. Conversely, producing less out will minimize variable cost in the same proportion.
Considering the control report above, irrespective of whether Amana make reasonable or not, they must take care of fixed costs. However, Amana has a chance to regulate variable cost and price control strategies. In the year 2020, Amana has taken a move to reduce the selling price per unit from £ 25 to £ 20 with an aim of increasing revenue. However, the results are of the strategy are unfavorable. Notably, reduction of prices without proper control of other factors such as production costs, environmental and regulatory risks, threatens the growth of revenue. In my opinion, reduction of price needs to be accompanied by a reasonable financial sustainability. To do this, Amana need to promote strong balance sheet and management strengths (Mishra). This will result in reduction of variable costs and then the price control strategy can work effectively.   
[bookmark: _Toc71017474]part iii
Amana’s CEO should consider the area of variable cost as the variable cost needs to be in control as the sales price per unit is less than the budgeted sales price per unit so that Amana would perform better than this month and can achieve the target profits. Amana has to spend to increase its unit’s sale and unit’s price because these are two main variable which will increase company’s profit. When Amana increase unit sale then company would have to control their variable cost (material cost, labor cost, overhead cost, and contribution cost) because if we look towards the overall budget, variable cost are giving negative impact on our profits (CORSARO,2020). If these costs will be in under controlled so the operation activity will be performed profitability. And Amana would have to focus on income fund diversified to its investments like in companies or industries. He would not have to purchase common stock because these are restricted to dividend paying companies. And the funds advisors employ a sustainable rating system based on its own but also in third party, data to identify issuers and they would have to believe to present low risk (Foster,2017).
[bookmark: _Toc71017475]question 2
Mr. Amana has noticed that a lot of his competitors now sell online to customers in the UK, Europe and US. He has been considering closing the Brighton, Birmingham city Centre and Manchester city Centre branches in order to streamline the business activities and move 50% of their sales online. Based on scientific market research done, this strategy has a guaranteed sale of 100,000 units which is higher than that of Amazon. However, the setup cost is quite huge. Also, it requires progressive renumeration of IT specialists especially the programmers. On the other hand, if we look towards AMAZON this website is well known and has been people mindshare. If anyone wants to purchase anything, then he or she just go to AMAZON and search those items on it. And at Amazon there is guaranteed sales of 65000. Also, the only other cost associated with doing sales at Amazon is the 50000 commitment and fulfillment fees. Comparing the two strategies, if Amana decides to look towards on doing personal website then we have to put cost on upgrading current website and giving salary of a fulltime IT programmer and investing money to market their website and gaining people mindshare it would take time and also cost (Chaffey,2017).
 If Amana decides to work personally, using a personal online selling website, then there seems more cost than moving towards AMAZON. I would suggest to Mr. Amana to sell their products on AMAZON because there is a guaranteed sale of 65,000 units. And Mr. Amana will not think of any losses would be faced. Main benefit to sell direct on AMAZON is get people mindshare. Once Mr. Amana get the people mindshare then he can also move towards personal website. And Mr. Amana would have to increase their business line and market share.
To ensure that a personal website performs effectively and competes with the likes of Amazon, then marketing strategies that targets positive improvement of level of competition and price control issues need to be employed. Online sales require commitment in the following strategies (Chaffey,2017):  
[bookmark: _Toc71017476]Social networking 
In digital ads, social media plays an important part. This is how customers read user feedback and comments from other people. Companies can effectively use social networking platforms in their promotional activities and benefit from highly reliant consumers in social media (Chiu et.al 2018). This move Builds lasting relationships between the company and their customers. 
[bookmark: _Toc71017477]Competitive pricing 
Mr. Amana should execute an excellent price plan in one’s company. This is done especially when one will compete with another vendor when both parties sell the same thing. There are three dynamic price methods that are smaller, equal or higher. Lower premiums will be fewer than those of the rivals. One will can reduce one’s profit margin by having a cheaper price than one’s rival. It doesn't mean, though, that one will have to be less than one’s rival to get revenue! As one’s opponent, one will can have the same price. One will concentrate only on the commodity itself at this stage (Kienzler, 2017). Whether one will can deliver Mr. Amana ought to make sure the product has new updates, enhancements or something more because one will pay higher prices than one will rival. Anything about the behavior of consumers in terms of sales. 
[bookmark: _Toc71017478]Cost management 
Cost is a vital factor in every marketing strategy, since it impacts the budget of the brand. By promoting internet marketing and blogging, business may escape the high marketing costs associated with conventional ways of advertising. Internet marketing is much cheaper than TV and radio advertisements and banners being produced and assembled (Nair, 2017). One’s blog marketing is one way to easily sell online.
[bookmark: _Toc71017479]Posting of professional and clear product’s images 
Professional pictures of the things one will sell actually has a huge impact on consumer purchase intention. It builds consumer trust so one will can see what one will own. The consumer doesn't sell low quality pictures, it's going to turn them around and compete. One will don't have to take one’s own pictures (Steinhoff, et.al 2019). One should still take pictures from the provider and only google to capture more shots if the supplier doesn't have plenty. 
[bookmark: _Toc71017480]	Conclusion	
In conclusion, Amana needs to take account of proper budget control to ensure revenue increase. Price control measures such as reduction of selling price as a strategy need to be informed by other factors that relate to cost of production; both fixed and variable costs. Further, Amana should adopt an online selling website that promotes reduction of cost of delivery and product promotion. Moreover, online selling needs to be accompanied by employment of the most effective marketing strategies such as social networking, product publicizing, among others. 
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