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1. Report control
	
	Actual
	Flexible
	Static budget
	Variance F/U/N
	Activity F/U/N

	Units
	80000
	80000
	100000
	
	20000 U

	Sales 
	1600000
	2000000
	2500000
	400000 U
	500000 U

	Costs
	
	
	
	
	

	Material
	280000
	200000
	250000
	80000 U
	50000 F

	Labour
	440000
	320000
	400000
	120000 U
	80000 F

	Overhead
	120000
	120000
	150000
	0 N
	30000 F

	Contribution
	760000
	1360000
	1700000
	600000 U
	340000 U

	Fixed Cost
	
	
	
	
	

	Warehouse rental
	170000
	200000 
	200000
	30000 F
	0 N

	Insurance
	100000
	100000
	100000
	0 N
	0 N

	FW Sup Salary
	35000
	50000
	50000
	15000 F
	0 N

	Net Operating Income
	455000
	1010000
	1350000
	555000 U
	340000 U





2. Report on Amana’s performance
The actual report control does not show a good performance for Mr Amana. The selling price is the only thing that is better. Per general, the Costs are not under control, the only control that Amana has is on the Fixed costs. Amana’s altogether performance is lower than expected.

3. Recommendations to Amana’s CEO

Mr Amana needs to improve his company. He needs to increase the units of sales and to control his variable costs. An increase in sales takes time and for that to happen, it needs to be followed and executed some strategies. To have a bigger number of sales, it needs a bigger number of customers. Any improvement on any area could help, such as: another targeted market, improve the products you sell, improve the marketing strategies, or all together. There are many steps to help to increase the number of customers. Any organization should analyse their customers. Like that, any company can follow a specific targeted market. They need to know their age, gender, if they have children, etc. Knowing your customers, can also help you to promote your products because you know your customers’ needs. Amana’s company needs to have a good understanding of its customers because it helps to adapt his products to his customers. The big success comes from serving people with what they want and need, and the customers will pay for her products and not for someone else’s products. It is also about the mindset; you are more helping than selling your products and that leads to a great customer experience. During the pandemic, Amana started to sell his products on a website. He could start investing into his own website and by utilizing Ads. With the proper Ad, any business can increase because it leads to the targeted customers. When an organization is using Ads like part of its strategy, it needs to run testes. Ad testes will help the organization to understand the process of creating ads and to understand better the audience. Another important step in any organization should be to maintain the relationships with the customers. Focus on maintain a strong relationship with the customers by making them feel valued so that they will come back, and maybe will give recommendations to other people such as their friends, family, etc. 
It is very hard to think you can keep under control something that is “variable” by nature like variable costs. We can keep in control the variable costs by analysing them and find ways to minimize them. Amana can negotiate discounts with his providers for a bigger volume of products. It is very important to know how to negotiate with the suppliers. To decrease the variable costs, any organization should follow the concept of Lean Management. That means many techniques to minimize the waist in the processes and to manage the time better. By analysing the variable costs, you can find ways to reduce them. That should be Amana’s goal for the moment. The business plan should be evaluated every week, analysing the alternatives and implement try to implement them. Without sacrificing the quality of the products, Mr Amana needs to find a way to pay less. However, it is easy to forget to save when your sales are bigger. This is something to keep in mind as well, saving. The expenses need to be monitored to ensure the sustainability of the organization. Mr Amana needs to consider eliminating those areas with hight costs but with a small impact on the value. Mr Amana could also change his suppliers. He needs to maintain an updated Database with the rates of his products and services of his suppliers. He can find a better offer to other suppliers. By understanding what variable costs are and how to reduce them, Mr Amana can achieve the sustainability and growth of her organization. 

4. Analysis of Mr Amana’s decision to go online

The decision made by Mr Amana to move half of his sales from offline to online sales is a great decision. His company’s Brighton, Birmingham City Centre and Manchester City Centre sales points would only be able to provide to a limited number of people. While Amana Souvenirs could have a successful loyalty based on presence of these stores, the potential to reach new customers base would be low while the associated costs with the physical stores would be high. By choosing to sell online half of its projected sales, and target UK, Europe and USA market, Mr Amana’s business has the possibility to increase its market and the customer’s base. At the same time, it can organize to reposition its remaining physical stores to provide to the local customers base and the loyal customers. Mr Amana can find two options while choosing to sell online. While setting up a dedicated online store can guarantee sale of 100000 units annually, it incurs a big setup cost of £200000 and an annual recurring cost of £35000. In comparation, selling through Amazon would entail an annual recurring cost of £50000 while guaranteeing sale of 65000 units annually. 
Apart from the investment decision made on the figures above, Mr Amana needs to analyse the current visibility of its business in UK, Europe and USA and the marketing costs that would need to be incurred to increase the business awareness in those locations. Because Mr Amana was operating through physical stores in a few locations in UK, it is possible that his business awareness is very limited to only few parts of the UK. Following all the above steps, it will be great for Mr Amana to consider selling through Amazon at the beginning, for the first couple of years. While it is likely to face a lot of competition selling through Amazon, it will provide real feedback to the business about the acceptance level of his products in the targeted market and create marketing strategies accordingly to increase customer awareness and their loyalty for the long way. Price, convenience, and selection are the primary points of emphasis that Amazon focuses its strategy upon. With Amazon, Mr Amana would have instant brand recognition. Amazon has a big amount of online traffic and people can access Mr Amana’s products without needing to build its own brand for the moment. 
Mr Amana can have many benefits starting to sell through Amazon such as: he does not need to worry if a customer has a problem with the order because Amazon is taking care of that; Amazon has a big amount of data about the customers like searching history, purchasing history, and all the review that the customer leave for the products they bought. This system gives the customers referrals and allow the customers to see the product that Mr Amana is selling even if the customers are not shopping for the product. Because Amazon has many associates which link any product to their own site, Mr Amana will get the advantage to promote his product without the work involved. He will need to pay just a small amount from the sales to the associates. 
 After these couple of years when Mr Amana increased his business awareness into the targeted market, he can consider analysing again its situation and to switch to create its own online store for Amana Souvenirs. 
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