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	Original budget
	

	
	Amount in £

	Sales revenue
	2500000

	
	

	Variable costs:
	

	Materials
	250000

	Labour
	400000

	Overhead
	150000

	Contribution
	1700000

	Fixed overheads:
	

	Warehouse rental
	200000

	Insurance
	100000

	Fulltime warehouse supervisor salary
	50000

	
	

	Net profit
	1350000



Table 1: Original budget

	Flexed budget
	

	
	Amount in £

	Sales revenue
	1600000

	
	

	Variable costs:
	

	Materials
	280000

	Labour
	440000

	Overhead
	120000

	Contribution
	760000

	Fixed overheads:
	

	Warehouse rental
	170000

	Insurance
	100000

	Fulltime warehouse supervisor salary
	35000

	
	

	Net profit
	455000



Table 2: Flexed budget
	Variance
	
	
	
	

	
	Original budget (£)
	 Actual (£)
	Variance
	

	Sales revenue
	2500000
	1600000
	-900000
	Adverse

	
	
	
	
	

	Variable costs:
	
	
	
	

	Materials
	250000
	280000
	-30000
	Adverse

	Labour
	400000
	440000
	-40000
	Adverse

	Overhead
	150000
	120000
	30000
	Favourable

	Contribution
	1700000
	760000
	-940000
	Adverse

	Fixed overheads:
	
	
	
	

	Warehouse rental
	200000
	170000
	30000
	Favourable

	Insurance
	100000
	100000
	0
	No variance

	Fulltime warehouse supervisor salary
	50000
	35000
	15000
	Favourable

	
	
	
	
	

	Net profit
	1350000
	455000
	-895000
	Adverse



Table 3: Variance
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The Amana Ltd. is a family-owned tourist business in England. The owner of the company Mr. Amana has several tourist hotspots across England such as Brighton, London Bridge, Westminster Bridge, Buckingham palace etc. They sell souvenirs to the tourist. However, in the last year, due to the outbreak of the COVID -19 pandemic in England, the government has to imposed lockdown and restrictions over travel. These affected the tourism industry severely. Amana's revenue took a big hit in the month of April 2020 due to the restrictions over travel. The tourists could not travel for the Easter holidays, and they faced decreases in their sales growth. Though, the summer of 2020 has picked up their sales growth slightly between the months of December to February 2020 (Abdusalomova, 2019). In the last year, Amana ltd only traded with their physical stores with a website, which helps to market the business. 
To understand the performance of Amana during the outbreak of pandemic in the year 2020 a control report has been created. In the above control report, it is shown that the original budget of Amana, their flexed budget and the variances. From the control chart is found that, the original budget of the sales unit was £100,000 and the actual production was £80,000. From the original budget, it is found that the total sales revenue of Amana was £2500000 from the cost of materials, labour, overhead, contribution. The net profit of Amana was £1350000.
From the control chart, the flexed budget of Amana is also found. From the flexed budget, it is clear that the sales revenue of Amana was £1600000 from the cost of materials, labours, overhead and contribution (Iamratanakul, 2018). The net profit of Amana was £455000. 
Then the variance is also calculated from the original budget and the flexed budget in the control chart. The variance of the sales revenue is found £-900000, which is not favourable for the company. Then the variance of the variable cost such as the cost of materials, labour, overhead and contribution is also calculated in the control chart. From the chart, it is clear that the variance of the cost of materials is £-30,000, and it is also not favourable for the company. The variance of cost of the labour is £-40,000, which is also not favourable (Turner et al. 2017). The variance of the cost of overhead is found £30000, and it is favourable. However, the variance of the cost of contribution is found £-940000, which is again not favourable. Then calculating the fixed overheads, the variation is found, the variance of warehouse rental is £30000, and it is favourable. The variance of the full-time warehouse supervisor salary is found £15000, which is also favourable. However, the variance of the net profit is adverse as the variance is £895000.
From the above calculation, the performance of Amana during the outbreak of the COVID-19 pandemic in the year 2020 is clear. It is found that Amana faced severe loss. Due to the imposed restrictions on travel, the tourist could not travel at the time of the festival. The above control chart suggests Amana make improvements in some areas by reducing the cost of materials, labours and the contribution cost is also needed to reduce. The revenue is needed to increase for any company. To increase the revenue of the company, it is important to reduce the cost for the company (Villas and Popovics, 2020). Here, Amana needs to reduce the cost of materials as it causes variances of £-30,000. They spend £30,000 more than the original budget on the cost of materials. It needs to control. Then, the variance of the labour cost is £-40,000. They spend 40,000 more on the cost of the labours. Therefore, it also needs to improve. The gross profit of Amana has also resulted adverse. The variance of gross profit is £-940000. They also need to control the gross profit for the company. The increasing cost of things affected the profit of the company. Therefore, the net profit of the company is also adverse. The variance of the net profit is £-895000 (Abdusalomova, 2019). 
In the year 2020, Amana ltd has only sales with the physical stores with their functioning website, which is only used for marketing their business. Mr Amana, the owner of the company, need to look after the control over the areas to increase the revenue. From the variance table, it is found that only the overhead cost, warehouse rental and the salary of a full-time warehouse supervisor is favourable for the company. And the other cost, such as the cost of the labours and materials, needs to reduce by negotiating with the suppliers of the materials (Eker and Eker 2019). The cost of contribution is also needed to improve for increasing the revenue of the company.  
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It can be recommended to Amana's CEO to reduce the cost of production and increase the revenue. From the above chart, it is found that. They need to improve the sales revenue as their original budget is £2500000 and the actual budget is £1600000. The variances can be seen of £-900000. It has an adverse affect on the revenue.  They also need to reduce the cost of materials. From the above charity, it can be seen that the original budget of the materials is £250,000, but the actual budget of the materials is £280,000. Therefore, the variance of the cost is -30,000. It also has an adverse affect on the company. Amana also needs to reduce the cost of labour as their original budget is £400,000 and the actual budget is £440,000. There is also a variance of -40,000. It affect adversely on the company. It is also recommended to Amana to improve their net profit as it also affects the company adversely.
It is also recommended to Amana to improve their revenue. To increase the revenue, they need to focus on reduces the cost of materials, labour cost and other such expenses. In the past, when Amana Ltd. has only traded within the physical stores with a functioning website, their actual cost was more than their original budget. In most of the area, such as labour cost, cost of the materials and the gross profit of the company have an adverse affect (Turner et al. 2017). They need to improve in these areas by reducing the cost of an actual budget. They need to decrease the variances as much as possible to get the highest profit for selling the products. 
From the above-mentioned control chart, the original budget, flexed budget and the variances are found. From the calculation of the control chart, it is recommended to Amana that they need to reduce the cost of production to increase their revenue.
 To control the cost, it is needed to set the authorisation so that approval is needed before increasing the cost.
 It is also needed to talk to the suppliers to reduce the cost of the supplied materials. Besides this, it is needed to review the wages of labourers (Villas and Popovics, 2020).
To increase the revenue of the company, it is recommend to Amana to use effective and proper strategy for the marketing. To increase the sales growth of the company, it is recommended to Amana rejuvenate the sales channel. The company needs to review its online marketing strategy (Turner et al. 2017).  
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Amana Ltd. It is a family firm located in England. It is a tourist business, which sells souvenirs to tourists. Souvenirs refer to a thing that is kept as a memory of that place. A Chinese manufacturer manufactures the souvenirs. Amana Ltd. makes the designs of the souvenirs. The Chinese manufacturer follows the designs made by the Amana team. The company has been running the business successfully for 40 years. Now the company understands the nature of the tourism industry. However, due to the outbreak of COVID-19 pandemic in England, the England Government has to impose restrictions on travel. The lockdown and restrictions on travel severely affected the tourism industry. This study mainly focuses on how Amana Ltd. faced a big hit due to the lockdown and how they can overcome this situation by selling 50% of their products online (Abdusalomova, 2019). This study discusses the factors the company has to be taken before making the decision.  
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The owner of the Amana Ltd. Mr. Amana has observed that the competitors of his business are now selling their products online in the several countries of Europe, UK and US. Therefore, he decided to close the Brighton, Birmingham and Manchester city branches of his company. He thought it would help in running the business activity smoothly. He also decided to sell 50% of his products online (Rikhardsson and Yigitbasioglu, 2018). There are several factors the company has to be taken into consideration while making this decision. Now, Mr. Amana can set up his own delivery network, or he can sell their products directly on Amazon. 
To set up own delivery network the cost would be £150,000. The cost of upgrading the current website of the company to manage the large volume of sales would be £50,000, and the salary of a full time IT programmer would be £35,000 per annum. By understanding the current situation of the market, there would be guaranteed sales of 100,000 units in a year (Ahmad et al. 2018). 
In addition, the alternative option that Mr. Amana can choose is selling their products directly on Amazon. However, to do this, he would have to follow several factors while making his decision. The factors are the fulfilment fees of Amazon are £50,000. There would be high levels of competitions between the products of Amana and other sellers on this platform. The guaranteed sales of the products of Amana would be 65,000 units on Amazon in a year that too with the potential to increase the number, depending on the demands of products (Eker and Eker, 2019). There is another factor, which is a lack of control over the pricing of the products and the return policy of Amazon (Honggowati et al. 2017).    
To compare both the ideas it is found that, direct sells through websites= £1765000 = £ {(£100000*2) – (150000+50000+35000)} and sales through Amazon= £1250000 = £ {(65000*20)-50000}.
From the above calculation, it is found that the idea of setting up their own delivery network and upgrading their current website to handle the large volume of sales would be more profitable than selling their products directly on Amazon. If Amana Ltd. sells through their website by upgrading it, their guaranteed sales would be 100,000 units in a year. However, if they sell their products directly on Amazon the guaranteed sales of their product would be 65,000 in a year that too would depend on the demands of the products. Besides this, there would be high levels of competition between the Amana and other sellers. 
Therefore, by calculating the numbers it is found that, selling their products by setting up own delivery network would be more profitable for Amana ltd than selling their products directly on Amazon. Beside it, Amana have to face high competitions between their products and other products on the platform of Amazon. It would be safe for Amana to set up own delivery network, the cost would be £150,000 for setting up the delivery network (Iamratanakul, 2018). The other thing they have to keep in mind is upgrading their current website. It would help Amana to manage large volume of sales and increase their sales growth.  
By analysing the cost of setting up own delivery network of Amana and upgrading their current website for managing large volume of sales and also analysing the cost of selling their products directly on Amazon, it is found that setting up own delivery network would be more profitable. It provides guarantee to sale 100,000 units of products in a year (Eker and Eker 2019). On the other hand, if they sell their products on Amazon, the number would be 65,000 units in a year. Beside it, they have to pay £50,000 as the fulfillment fees of Amazon. On the platform of Amazon, there would be lack of control over pricing (Jra, 2017). There would be no control in the hand of Amana regarding the cost of the products. In addition, there would be problem regarding the return policy. Therefore, it would be better choice for the owner of Amana Mr. Amana to switch on to setting up delivery network of his own to sell their products. To do this, he just needs to upgrade the company’s current website so that it can handle large volume of sales. To upgrade the current website he just need to spend £50,000 and the company need a full time IT programmer, the salary would be £35,000 per annum. Therefore, to spend the total cost of (£150,000 +£50,000 +£35,000) = £235,000 they can sell 100,000 units products annually in their website (Rikhardsson and Yigitbasioglu, 2018). 
[bookmark: _Toc68712368]Conclusion 
From the above study, it can be concluded by saying that the Amana Ltd. should sell their product on their website than directly on Amazon. To selling their product on their website would be more profitable for them. They can sell more products in their website as compare to Amazon. Beside it, on the platform of Amazon, there would be more competitors for Amana and it can reduce their sales growth.  
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