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The process of collection, distribution of information, and the use of the same information to assess the performance of the organizational assets such as human capital, sales, and the operational process taking into consideration the strategies of the business. 
This type of report is used as a means of communication to the managers of the organization to discuss with the clients about the internal control of the organization and making them identify with loopholes in the internal control of the organization.
With the assistance of a control report, the managers are provided the data to manage the operations of the organization and able to decide the method of controlling cost (Hofstede 2012). Control Report furthermore supports the managers in making various business decisions.
A budgetary Control Report is a report that furnishes the comparison between the budgeted values with the actual value. The technique to prepare the budgetary control report is to make the comparison between the budgeted cost and budgeted revenues with the actual ones and shows the highlights of the actual performance of the organization showing the variance by comparing with the budgeted one.
Looking up the budgetary control report, the managers analyse the area that is meeting their goal and the area which required being improved to achieve the budgeted target, and the managers make the strategies to improve the areas to achieve the goals (OBI 2015).
Flexed Budget means the budget that shows the estimation of revenue, cost, and profit from the actual sales and production. By comparing the flexed budget with the actual results, the resulted figure is the variance.
Flexed budget is computed and determined by multiplying the variable cost with the actual budget and the difference value is the variance.
For example, the factory prepared the budget to produce 4800 chairs @ variable cost of 100 pounds. The actual amount of chairs produced was 5000 chairs @ cost of 120 pounds.
Here the flexed budget 100/4800*5000= 104 pounds. Here the variance is Actual –Flexed=120-104=24 pounds.
Variance is the difference between the actual performance of the organization with the budgeted performance of the organization. Variance can be favourable and unfavourable.
Favourable variance is the condition in which the actual performance of the organization is better than the budgeted performance and vice versa is the adverse variance.
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It acts as an aid for the management for proficient management system as the variance analysis leads to decrease the deviation of the actual budget and the flexed budget. It facilitates the managers to prepare detailed strategic business decisions.
To increase the efficiency of the business, the variance analysis helps to control the cost of the overhead of which the variance is unfavourable (Xiao-yong 2013). With the help of variance analysis, the company analysis the department of negative variance and control the activities that give the unfavourable variances.
Variance analysis acts as a control mechanism to control the expenditure on the department which gives a negative impact on the business.
How the Variance Analysis is important for the organization:
For improving the performance level of the organization and to make the business strategies the variance analysis plays a key role as it determines the area which requires the control and helps the management to make the business strategies to achieve the favourable variance (Okoh and Uzoka 2012).
Types of variance:
1. Sales Variance: With the increase and decrease in the demand of sales, the budgeted sales and actual sales vary and result in sales variance.

2. Sales Mix Variance: The department where the different products are sold and incur fluctuation in the budgeted sales with the actual sales are sales mix variance.

3. Sales Price Variance: In the world of Competition the change in prices is very common to survive in the market.  With the rise and fall in the prices, the actual cost varies with the budget cost, and to compute the same sales price variance is used.

4. Raw Material Price Variance: Variance in the price incurs due to the change in taxation and other fiscal issues. Due to change in raw material prices, the overheads also rises and the actual budget fluctuates with the original budget.

5. Raw Material Usage Variance: It means the Deviation in the quantity used and budgeted quantity.

6. Raw Material Mix Variance: Usage of the different proportion of Raw Material in the department and with the alteration in the cost of the product gives rise to Raw Material Mix Variance.

7. Labour Rate Variance: In the world of Competition, the labour rate rises. With the increase in the labour rate, the overhead cost fluctuates with the budgeted one. 

8. Labour Efficiency Variance: With the increase in the usage of technologies the efficiency of labour fluctuates and as a result, the budgeted labour efficiency varies with the actual. 

9. Fixed Overhead Expenditure Variance: Variation in the fixed overhead i.e., the actual budgeted fixed overhead and the budgeted overhead varies.

10. Variable Overhead Expenditure Variance: Budgeted variable overhead fluctuates with the actual budget overhead.

11. Direct Cost Variance: Difference between the Budgeted Cost Variance with the Actual Direct Cost Variance. 

12. Fixed Overhead Variance: Difference between the Budgeted Fixed cost and the actual fixed cost.

It is not necessary to compute all the variances in the control report, only that variance is calculated which are necessary to prepare the control report of the department.

Calculation of the variances depends upon the department and is used as a controlling tool to make the business decision regarding the improvement of the performance of the individual departments.
As per the detailed discussion above the monthly report is stated below:
Flexed Budget= Variable cost per unit * Actual Units.
Flexed Sales = Sales per unit* Actual Sales
                     = 25*80000 = £2,000,000
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1. Flexed Material Cost= Material Variable Cost per unit * Actual Units
                                  = 2.50*80,000
		          = £200,000
	
2. Flexed Labour costs = Labour Variable Cost per unit* Actual Units
                           = 4* 80,000
	              = £ 320,000

3. Flexed Overhead Cost= Overhead Variable Cost per unit * Actual Units
                                    =1.50*80,000
                                    = £ 120,000

4. Contribution = Total Sales- Total Variable Cost
                      = £2,000,000 – (£200,000+£ 320,000+£ 120,000)
	= £1,360,000








Control Report of Amana Limited
	Particulars
	Original Budget
	Actual Budget
	Flexed Budget
	Variance (Actual-Flexed)
	Comment

	Total No. Of units 
	100000
	80000
	80000
	80000
	Unfavourable

	Selling Price per unit
	25
	20
	25
	-5
	Unfavourable

	Sales
	2,500,000
	16,00,000
	2,000,000
	-400,000
	Unfavourable

	Material
	250,000
	280,000
	200,000
	80,000
	Unfavourable

	Labour Cost
	400,000
	440,000
	320,000
	120,000
	Unfavourable

	Overhead cost
	150,000
	120,000
	120,000
	-
	Nil

	Contribution
	1,700,000
	760,000
	1,360,000
	600,000
	Unfavourable

	Fixed Overheads
	200,000
	170,000
	170,000
	170,000
	Nil

	Insurance
	100,000
	100,000
	100,000
	100,000
	Nil

	Fulltime warehouse supervisory salary
	50,000
	35,000
	35,000
	35,000
	Nil
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During the year 2020, the number of units produced by the company is lower than the original budget and the actual selling price per unit is lower than the original budgeted selling price per unit which is unfavourable.
In the given period, the selling price per unit was reduced from 25 to 20 which is a situation of making a loss and due to the low selling price, the profit margin of the company is nil and reached to lose making company.
There was a great impact of pandemic Covid-19 on the company as the revenue is dependent on the tourists.  
Further, the total variable cost is higher than the flexed variable cost and the variant between the two is unsatisfactory as the flexed variable cost is lower than the actual variable cost.
Fixed costs will remain the same as we cannot reduce the fixed cost of the company.
As a manager of the company, the conclusion would be that the data gathered from the different sources of the organization i.e., total sales, operational cost, fixed cost per unit is high as compared to the original budgeted cost and the actual sales volume as per the original budget is lower. 
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As a manager of the company and based on control Report for the period ending 2010, the Amana ltd. Incurred the expenditure more than the budgeted one. Based on information gathered from the different levels of organizational resources the level of sales to be increased by making online promotional activities. Due to pandemic Covid-2019 2010, the company should assure full safety measures.
With the help of online marketing activities, the company shall make an effort to reduce the labour cost and the overhead expenses to make the contribution level good.
The company shall focus on hospitality as it plays an important role in the tourism business. Hospitality is an important source for promoting sales as the environmental audit is very essential in the situation of pandemic COVID-19 (Brouder et al. 2020). In this type of industry, the self-regulation appears to be the key factor, the company shall conduct the environmental audit and shall adopt the environmental management system or apply for the eco-certification.
Keeping in view the pandemic COVID-19 the budgetary plan shall be prepared and make the operational level of activities at a low cost to achieve the situation of no loss.
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In the world of competition, e-commerce is the best business in the market. With the introduction of e-commerce, many entrepreneurs have started their businesses online. There are advantages and disadvantages to start up a business online.
Some of the advantages of the online business:
1. Customer data is easily accessible and the information about the potentialities of the customer to buy the product is also known which is very crucial for starting an online business.

2. While doing the sales online many of the overheads that were incurred in making the sales offline reduced. With the reduction of overheads that was incurred in doing the business offline the margin of profit increases and as a result, the sale price of the product will be reduced and that will help in the competitive market. If the product is available online the cost of labour overhead, customer-facing staff overhead gets reduced.

3. There is a possibility of non-availability of product on physical business consequently the customer had to shift to a competitor product. However, there is no such situation arise, and the customer order online without any delay and wait.

4. As the online business is in trend and every customer is shopping online. Online business helps to reach the customer globally and maintain the brand at a very low cost which shall not be possible in offline or physical business (Niranjanamurthy et al. 2013).

During the pandemic, many of the entrepreneurs started their business online to reach the customer which cannot be possible in the physical business. 

Many of the customers have shifted from physical business to online business and which helps the businessman to know the purchasing power of the customer and the ability to buy the product.

Many of the companies are moving towards online business, and it leads to reduce the fixed costs incurred while doing the sale offline such as warehouse rent, and other fixed overhead expenses.

Because of the above Mr. Amana if decided to sell its products online, will be challenging as all the business have some pros and cons.

Challenges in cost to Mr. Amana in selling the product online:

1. The total cost to be charged from the pocket:
a. Cost of Delivery network -150,000 pounds
b. Upgrading of a website to reach the higher volume of sales- 50,000 pounds
c. Cost of IT programmer- 35, 000 pounds
The total fixed cost in online business will be 235,000 pounds.

In addition to the above, several other issues may incur in adopting the online business. They are:

2. Expense in security: frauds are very common in the online market and to ensure the safety of the customers and to maintain the goodwill of the business it is essential to use the latest security system to secure the website.

3. The cost incurred in the advertisement: online business involves a large number of customers and it involves a high budget for the marketing in this competitive market (Malhotra 2014).

4. Trust- For a start-up business, it takes time to build the trust of the customer. 

And if Mr. Amana adopts an alternative to sell its product through Amazon, the advantages to Amana will be:

1. Shipping: selling through Amazon, shipping is no worry to Amana as the same is done by Amazon. The only thing Mr. Amana had to do is to keep the stock available. The rest of the things is done by Amazon.

2. Return Policy: Amazon handles the return policy that means with the making sale through the Amazon platform it is the responsibility of Amazon to take care of the return policy.

3. Customer Service: Amazon provides its customer service providers however it is no compulsion to use Amazon Customer Service, Mr. Amana can route its customer service.

4. Unlimited Storage Space: there is unlimited storage space available at Amazon and the cost of the warehouse to Mr. Amana would save.

In my opinion, Mr. Amana should go for sale on Amazon as it provides lots of Befits and the consequences of reaching the sales high.

Amazon provides the platform of several customers, there is no need to go for marketing. Adoption of selling through Amazon reduces the cost of the website, warehouse, customer service providers, Hiring of Its programmer, etc (Shevchenko 2020).

Amazon is the wide platform for selling to Mr. Amana and if chooses to buy online, he had to incur the advertisement cost, the storage cost of keeping the product, website cost, and day-to-day return and exchange policy cost.

As the service regarding delivery is provided by Amazon so it saves the cost of delivery service which may be incurred at the time of choosing the sales online.

The estimation of sales online is 100,000 units annually and the sales estimated through the Amazon platform is 65,000 and that may increase depending upon the demand. However, the cost to be incurred to sell on Amazon as compared to the cost of sales in making the sales online is low.

And, online it takes time to take a position and to reach a higher level of customers in the start-up. In a start-up, it takes time to maintain the trust of customers and to build a reputation in the market. Every start-up business needs lots of patience level and in the growing competitive market and to survive in the competition it is essential to promote the product and let it reach to a higher level of the customer through marketing. While Amazon provides its customer and the bother of reaching a high customer level shifted to Amazon.

Based on the study of the advantages and disadvantages of selling the business online and through Amazon, using the Amazon Platform is the best for Amana and it will be cheaper than running sales only.

No upgrading cost for the website is required and there will be charged no cost of delivery as everything will be handled by Amazon.

In the high-level competition market and the situation of pandemic 2019, it is challenging for Mr. Amana to sell online so it will be a beneficial and good decision to adopt sell on Amazon.
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