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Management accounting is examined with gathering and analysing financial and other business information. This collected figures help managers to determine opportunities and choose better decision. The information itself has to be relevant, reliably and descriptively present in order to be fully useful. It often depends on the use of estimates, but that could contain some elements of doubt also. (Atrill & McLaney, 2018)
Part A
i) Monthly control report of Amana Ltd
	Items
	Cost per unit
	Original (£)
	Flexed (£)
	Actual (£)
	Variance

	Units
	
	100,000
	80,000
	80,000
	

	Selling price
	
	25
	25
	20
	5 UF

	Revenue
	
	2,500,000
	2,000,000
	1,600,000
	(400,000) UF

	Variable costs:
	
	
	
	
	

	Materials
	2.50  
	250,000
	200,000
	280,000
	( -80,000) UF

	Labour
	4
	400,000
	320,000
	440,000
	( -120,000) UF

	Overhead
	1.50
	150,000
	120,000
	120,000
	0

	Contribution
	17
	1,700,000
	1,360,000
	760,000
	600,000 UF

	Fixed overheads:
	
	
	
	
	

	Warehouse rental
	
	200,000
	200,000
	170,000
	30,000 F

	Insurance 
	
	100,000
	100,000
	100,000
	0

	Fulltime supervisor salary 
	
	50,000
	50,000
	35,000
	15,000 F

	Profit 
	
	1,350,000
	1,010,000
	455,000
	555,000 UF



ii)
Nowadays, the market’s aim is to deliver top quality, as fast as possible delivery and lower cost of merchandise sold. With the aim of being competitive, the manager should keep low-priced variable costs and the price of the product. That could increase revenue of the company. On the other hand, the cheaper price is not meaning always higher profit. The product design process and planning have to be strictly followed in order to keep relevant profitability of the company. (Weustink, 2000) 
The results from the table above shows that Mr. Amana decided to increase the selling price of his products. That leads to higher revenue and his situation looks to be bettering, but actually the performance of the Amana Ltd is bad. The variable costs are unfavourable. Probably due to Covid-19 the raw price of the materials and distribution fees were increased also and despite of higher final cost of the products, the variance of materials’ fare and labour’s hire charge were significant. The overall efficiency of the Mr. Amana’s company is a bit disappointing. There are few points for consideration depends of the monthly report: price strategy, possible higher raw material cost and probably inefficient labour work. 
Product costing establishes the full value of the product, allowing calculation of the net profit, skipping the non-manufacturing expenses. (Hobbs, 2005) Every product has different fabrication technique that may cause various cost structure, which may modify price strategy. Centred on Volume-Based costing system, the manufacturing expenses are defined into three elements: direct product cost, direct labour costs and fabric overhead. Each of them is based on different company payments: quantities expired and selection of suppliers; labour salaries and their worked hours; overhead based on labour hours. The main difference is that we add overheads to products costing and variable costs. (Lu, 2017). On the other hand, activity-based costing method calculates mainly direct labour and material costs, while overheads are often ignored or calculate separately. (Hobbs, 2005) 
Based on higher variable costs, Mr. Amana should consider and other price concepts, as low-price strategy, for instance. It could increase company’s performance as growing customer’s satisfaction and feedback, changing suppliers of the raw materials with someone who offers better price, stand out the firm among the rivals with some technical improvement. 
iii) 
My suggestions for rising performance of the company are:
· Better analysing the whole performance
· Increase sells units by different price strategy
· Control variable costs by using different suppliers and/or labours
We could see from the monthly report of Amana Ltd, that the main problem is uncontrolled variable costs. Variance analysis aims to understand the difference between actual performance and the planned level of performance. It could be defined in three phases: identifying the cause of the problem; recognizing the problems which create variances; and identifying the causes themselves. Exploring the variances could gain a lot of information about the causing problems. When the manager knows the causes, he/she will be able to solve it. Furthermore, this knowledge will help the overall manager’s achievement, which will lead to improvement on the management accounting system and prevent future potential causes. (Emsley, 2000) 
Strategic planning should comprehend all parts of the organization, including topics as adaptation of the company to the present market and future environment as much as possible. Some strategies for operation process of a firm could be:
· Low cost planning – low opening funding, minimizing fixed cost where possible, purchasing raw materials in bulk from a base fabric, saving from regular operations as electricity for example;
· Differentiation – create a new product with exceptional characteristics and excellent quality.
· Mixed strategy – low price for the products with continuously upgrading the quality and features; (Tien, 2020)
The company should have purchasing strategy also. Except available assets (raw materials, equipment, stock parts, ready or half-ready products), Amana Ltd has to find different sources for purchasing and distribution to the final consumers. Some suggestions are: 
· Recognizing and assess possible suppliers to find out the most appropriate associate for durable partnership;
· Offering top stared distributors suitable for them price, form of package and payment options;
· Arranging the best possible conditions for the present market situation;
· Operating and monitoring the delivery of goods to guarantee the accuracy of the process;
· Making clear contracts for ensuring delivering the arranged price for the raw goods and production process on time;
· Reviewing and analysing the purchasing process for minimizing misunderstandings and operational errors.
In practice, that could be possible when Mr. Amana is buying on the lowest possible price for guaranteeing cost advantage and keeping the variable costs as smallest as possible. Other possibility is buying top-quality products with notable variabilities, such as well-known traders, in order to secure striking rival advantage for production amount. (Tien, 2020) 
Organizations are working to bettering their financial performance by enlarging revenue that coming from strategic and economic elements. Chances for growing profit could be learning and comparing the rivals on the market and their organizational strategy. Also finding lower-costing channels of distribution. In order to reach this strategy, the industrialists are intending to finance more to boost the margins in the market. The primary assistance is that organizational learning has a direct effect on the observed company’s production. Other help is that low-costing approach has positive impact over it also. The final support is that the particular tactic importantly moderate correlation between organizational learning and perceived corporation performance. (Waqas, 2019)

Part 2
Many industries nowadays start using e-commerce for economic and financial growth. E-commerce adoption is a process of buying, selling, transferring or exchanging goods or services via the global computer network. It is quite attractive for many firms as they could expand their businesses worldwide by using innovative technologies, digitalization, improving logistics and performance of the company as a whole. The e-commerce technology provides a lot of new opportunities on the market. Among the primary advantages are: reduced cost, increased revenue and productiveness, reduced time processing, expand market reach, and gain customer loyalty. Thank to internet, firms could become international known with minimum investment. Electronic marketing could easily increase numbers of satisfied customers and find relevant business partners, which on the other side could reduce costs of raw materials and distribution, help with digitalization of the company and create smooth working and organizational process. Businesses, which start with e-marketing, become much more efficient and productiveness than competitors. (Priambodo, 2021)
Based on my opinion, Amazon is a worldwide e commercial trading platform, which helps many users to build successful business. Of course, that is accompanied with relevant price. The option Mr. Amana to work with online trader Amazon is a good one for me. Moving part of the business online, he will be able to use the full potential of the employees with less organizational and fixed costs, such as paying rent for actual retails shops for example. His company has positive feedback from the customers during the years, but it is possible to expand this loyalty and satisfaction internationally as reaching a lot more potential consumers online. The targeted buyers will be not only in United Kingdom, but across Europe, US and around the globe.
A growing idea is that entrepreneurial recreation and business between small and medium sized companies is a key mechanism for economical progress. Thanks to digitalization, automation, increasing of niche market, many small organizations are becoming established well-known companies, stately to be among leaders. Computational models of enterprise, as commercial web pages, are mainly replacing and accomplishing physical models as retail stores. Customers’ demands have changed a lot in the last years and the sellers have to reach their expectations in order to stay stable on the market field. For instance, features such as: attractive online sales network, self-service options, suitable payment alternatives, fast or free delivery, are among the top priorities for the buyers. Online shopping and social network are also part of the bigger online retail and marketing strategy. While small sellers are fighting for customers, big dealers as amazon has huge e-marketing strategy and advertising, which makes others to disappear or look minor. (Tolstoy & et-al, 2021)
From my point of view, Mr. Amana’s cost annually for transferring part of his business online will be high, which includes: £150,000 for distributional channel, £50, 000 for new website, £35,000 for IT specialist salary. All these cost should be added to the other variable and fixed costs of the company. Based on his research, the sales will be 100,000 units, which guarantee around £1,350,000 profit. The numbers look good, but my opinion is that working with Amazon as a beginning, will be better strategy. The features will be: guaranteed units around 65,000 with the selling price £25 average per souvenir will be £1,650,000 revenue. The profit obviously will be lower than the first option, but the production costs will be lower too. The global platform has more future potential as is world-wide known forum network, compared with the website of Amana’s company. Mr. Amana should give a lot of extra finances for advertising before his online platform became well-known and popular for many customers globally and reach the possible capability of amazon. So my opinion is that his research and planned sells from 100,000 units in the beginning is not completely accurate. Finally, I believe that start working with Amazon will gain much more revenue for Mr. Amana’s firm faster than working with his own website, especially in the first one-two years. One he reaches enough level of secure profit; he might do the investment in his own online selling platform as an addition. 
As a huge advantage of my thesis, I would add that Amazon is the biggest e-retailer in the world, so the competitors have no chance to be more than what the website offers.  As it operates online, the website has specific algorithm, which predict what consumers are searching for and what are intended to buy. That boost and strengthen users’ experience and feedback. Amazon also has a lot of secondary activities and benefits, such as: amazon prime, e-books, publishing, web services, job opportunities and many more, which powered the e-services, customer’s satisfaction and attractiveness. (Lincoln, 2018)
Conclusion
In the present, merchandising industries are one of the most active and progressive sectors in the global economy. During Covid 19 pandemic many users and companies start using e-commerce. Implementing e-sales could guarantee companies stability and advantage compares to rivals in the business environment. (Priambodo, 2021) Due to online capabilities and lower volume of business opportunities because of the pandemic, firms are forced to narrow costs where is possible and adapt to the new normality. Latest perspective for shopping and current buyers’ demand changed completely the traditional consumers’ behaviour. The pandemic significantly stimulates the adoption of e-commerce trading together with buying habits of consumers. As a result of these changes, the retail industry needs to adapt fast and accept that switch too. Furthermore, it is from crucial importance the merchandise businesses to update theirs marketing strategy and targeting, social media platforms and advertisings, online selling websites and distribution channels in order to be sustainable and attractive for the fast-changing customer behaviour. (Naseri, 2021)
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