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Part A
Management accounts, sometimes referred to as managerial accounting or cost accounting, are financial reports prepared for managers and corporate owners. It is typically generated monthly or quarterly and includes a profit and loss statement as well as an income statement. Accounting systems (less traditional) are comparable to year-end accounts (formal) but may be customised to the user's specifications. However, unlike chartered accountants, management accountants are not bound by widely recognised accounting rules. Management accounting is a procedure that consists of a collection of financial reports that organisations use to assess their financial health and plan successfully and successfully for the destiny of the firm. Furthermore, Management accounting gives an essential insight into the soul of a firm, its performance, potential areas of weakness, and even the location of the next big opportunity. Management accounting is a discipline that focuses on discovering, analysing, assessing, and conveying critical financial information for decision making in order to assist them in making the best strategic choices possible for the firm (Boyns & R., 2013). 
	
	£££
	£££
Original
	£££
Flexed (Sold Goods)

	Units
	
	100,000
	80,000

	Sales Price
	
	25
	20

	Sales Income
	
	2,500,000
	1,600,000

	Costs of Goods Sold
	Pre-Costs
	
	

	Direct Material
	2.50
	250,000
	200,000

	Direct Labour
	4                      
	400,000
	320,000

	Variable Manufacturing Overhead
	1.50                 
	150,000
	120,000

	Total Cost of Goods
	
	800,000
	640,000

	Gross Profit
	
	1,700,000
	960,000

	Contribution
	17
	
	

	Fixed Administrative expenses
	
	350,000
	305,000

	Net Income Loss
	
	1,450,000
	655,000


	Variances 
	1,450,000
	
	

	
	655,000
	
	

	
	795,000
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	£££

	Gross Profit Margin
	Revenue 
	2,500,000

	
	(Cost of Sales) 
	  (800,000)

	
	
	1,700,000

	Current Ratio
	Current Assets
	3,150,000

	
	Current Liabilities 
	   350,000

	
	
	3,450,000

	Working Capital
	Current Assets
	3,150,000

	
	(Current Liabilities) 
	  (350,000)

	
	 
	2,800,000




Information is always critical in company. Whenever it relates to formulation and decision, the distinction between such a flash of inspiration and a disaster, or a prudent investment and a waste of time and money, is solid and well-communicated data (Boyns & R., 2013). Without management accounts, company owners are very often asking for the impossible. Management accounting may assist decision makers in determining the optimal pricing strategy, comprehending pertinent market elements, determining the lifetime of current items, and even facilitating the launch of new products. From start to finish, management accounts assist company leaders in making sound judgments on critical choices affecting the whole company (Brewer et al., 2015).
The Management Accounting System (MAS) utilises management accounting concepts and integrates them across all of a company's functions. From finance, sales, and management to human resources, information technology, and marketing, a good system will examine each of these areas. Additionally, it incorporates non-financial information in addition to financial information. This might contain information about money on hand, delivery dates, accounts payable and receivable status, and item inventory levels, to mention a few (Brewer et al., 2015).
All of this data enables the identification of critical performance measures in many sectors of the organisation. Management Accounting Systems are primarily concerned with cost control in the manufacture of products and services. Apart from cost accounting, management accounting systems include throughout accounting, lean accounting, and transfer pricing (Brewer et al., 2015).
All of these accounting systems are designed to provide a variety of approaches for monitoring the expenses of producing products and services. If a business does not use any of the financial accounting, the likelihood of experiencing overpriced goods or decreased earnings increases (Heisinger & Ben, 2018).
Management accounting is critical for organisations due to its great power to alter the performance and financial status of the firm. Managers may considerably benefit from management accounting's efficient generation of financial reporting. Without a question, a comprehensive report aids management in achieving their aims and objectives. Comprehensive performance reports assist in rewarding deserving personnel and motivating those who have fallen short of the target. Bonuses are effective methods of motivating staff, which can result in increased productivity. Capital budgeting and budgetary control are management accounting techniques (Heisinger & Ben, 2018). These assist managers in identifying strategies that reduce wasteful spending and reallocate cash flow to other critical company activities. Such techniques greatly increase the company's profit margins. With reports that include data from the past as well as current events in a business, it becomes easier for managers to forecast and anticipate specific events in advance (Dugdale, 2005). A well-informed manager may steer the firm toward its objectives and use data to make profits. This is one of the primary reasons businesses embrace management accounting wholeheartedly. Not only are these instruments dependable, but they also aid in the creation of credible reports. It makes use of techniques such as marginal costing, control costing, and budgeting. Although the utilisation of these tools is determined by the kind of difficulties a business confronts, they do make management considerably easier (Gediehn, 2010).
I would recommend the following steps to Amana Ltd:
· Because KPIs are sector and company, it's critical to select the right Amana's Key Performance Indicators. With the aid of predictive modelling and sales forecasting, these measurements must be given substantial weight when evaluating your organization's accounting information, since these indications have the ability to disclose whether your project is on track to meet its long-term objectives or not (Gediehn, 2010).
· The executive summary contains key monthly events. This may comprise the net profit margins, turnover ratio, and losses sustained by your organisation. Each department of your firm should have its own spotlight so that it's simple to see which departments are doing well and which departments are accumulating losses. Bear in mind that the executive summary must be on the top page of your managerial accounting. The cash flow is without a doubt is among the most critical financial statements since it correctly depicts a business's financial position. A balance sheet generally summarises the holdings, debts, and owner's equity of a business at a certain moment in time (Brewer et al., 2015).
· Cash flow is critical to a company's fiscal viability. Cash flow statements are typically monitored and adjusted periodically. When paired with cash flow, a cash flow statement enables organisations to anticipate how much cash they will have in the future and just how much they will spend through time. This information may assist company owners in gaining solid control over their cash flow and properly managing their corporate finances (Boyns & R., 2013).
· Profit & loss management is the process of controlling the money that comes into your company (revenue) and the money that leaves your organisation (expenses) in such a manner that the firm may experience net profits. A profit and loss statement are a vital financial statement that is used to anticipate actual company performance versus monthly, quarterly, and yearly predictions. Because designing, creating, monitoring, and monitoring accounting information may become difficult, working with an accounting company or auditors in London who can assist you with this process might be a deciding factor when picking an accountant to deal with (Heisinger & Ben, 2018).
Thus, the fundamental structure of Amana’s management accounting would be as follows:
· Data input - the financial activities that happen inside an organisation during a certain time frame and are documented in a file.
· Processes - the collection of computation and categorization operations that enable the data to be transformed into data.
· Exit - reporting on the state of an asset or its potential to create resources, such as a balance sheet or a report.
· Feedback - relevant feedback after the procedure, during which the data is reprocessed to provide fresh reports.
· Controls - a collection of principles and rules that ensure that reports conform to the specifications specified by users.
As a result, although many businesses see management accounting (both financial and non-financial) as secondary or even superfluous, it is a strategic gamble that influences the firm ’s profitability (Heisinger & Ben, 2018).
Because, even if it results in an additional expenditure to the firm's economy, analysing accessible accounting data results in more profits than waste, which the CFO must understand. In this regard, there are several particular instances where the benefits of using this style of accounting may be experienced more fully (Dugdale, 2005).
Part B
In management accounting, the phrase "relevant cost" refers to the fluctuating costs associated with a certain action that is being considered. Relevant expenses are used by businesses to judge if a certain choice is more cost-effective than another. When it comes to making more economically aware choices, relevant cost is a powerful tool for any firm. As a result of this paper, you will be better able to estimate the relevant expenses of your own firm by understanding what they are, why they are significant, and reviewing some instances (Gediehn, 2010). Costs that are relevant to a business choice, also known as differential charges, are financial costs that arise as a consequence of that decision. The price is not a static number, but rather one that changes depending on the choice being made. When it comes to financial metrics, relevant cost is particularly beneficial since it assists businesses in reducing non-essential or irrelevant expenditures that would otherwise confuse the decision-making process. When something has no economic impact on your choices, it is referred to be an inconsequential cost. If a choice has the potential to effect cash flow, the issue is important, and the expenses associated with that decision are worth consideration. Businesses make choices based on expected relevant costs in order to reduce wasteful expenditure and identify successful initiatives that will pay off in the long run. The underlying concepts of relevant costs are straightforward, and companies rely on them on a daily basis to make critical choices that have an impact on their capital (Dugdale, 2005).
Depending on Amana's current condition, I believe it'd be ideal if the firm decided to take the next step and become an Amazon seller for a variety of reasons, including: The cost of developing your own online store seems to be quite high, owing primarily to the necessity of setting up an efficient delivery network, employing a competent IT team (rather than just one IT developer), and investing a significant sum of money in Digital Marketing (approximately £50,000 for the first six months of operation). This amounts to around £400,000 in early costs for the launch of Amana's internet company. When we combine each of these statistics to the Amazon completion price, which is just £50,000, the option to go with Amazon appears to be considerably more cost-effective, at least at the beginning of Amana Ltd's online experience. There are, however, a variety of reasons why utilising the Amazon marketplace is advantageous for those who want to start their own business, the most of which have to do with the marketplace's inherent early intervention service. When starting a new internet company, it may be tough to get traction. If you place a high importance on exposure, accessibility, and development, Amazon is the place to just exist.
For example, building your own webpage (online store) gives you with a "centre of interest" that draws the focus of other retailers in your industry away from your own. While this is correct, you will still need the support of a community in order to achieve success. "Traffic" is the term used to describe this in the realm of e-commerce. For the overwhelming of businesses, online activity is more important than physical activity since it maintains it fresh, increases revenue, and usually signifies success. Traffic is, in many ways, the lubricant and lifeblood of every online company's marketing and business development plan (Davis, 2021). Getting constant, high-intent visitors is impossible without using Amazon as a source of traffic. According to estimates for 2021, Amazon will be the industry winner in terms of e-commerce market traffic (by an almost comically large margin). Simply said, you will not find this degree of access to such a large number of online customers in such a concentrated area anywhere else on the Internet. It's hardly unexpected; with Amazon Prime as well as an unrivalled product selection, Amazon is frequently the first place many buyers seek for a product they need. Customers visiting Amazon often come so with the aim of making a purchase, which is why Amazon is the epicentre of consistent, higher customer activity (Davis, 2021).
The Integrated Ads (digital marketing) services which Amazon delivers to its business clients are a crucial part of selling on Amazon. Whenever you see a product line labelled "Promoted," it means that the Amazon seller is using the Amazon Sponsored Ads programme to promote their Amazon listings to the top of the list. Amazon PPC (pay per click) marketing allows new Amazon sellers to advertise their products instantly, irrespective of whether or not they have previous marketing expertise. Vendors are only reimbursed when a buyer clicks on their advertising, as the name suggests. Selling on Amazon PPC gives sellers the ability to which was before their advertising cost range in advance, enabling users to better track how much of their assets are being spent on advertising. Amazon PPC offers the option of conducting ad campaigns manually or automatically (Davis, 2021). PPC advertising on Amazon is one of the most successful strategies for generating brand sales and brand recognition, and it allows you to track the results of your campaigns. Additionally, the stress of starting a new business is associated with any new e-commerce venture, regardless of its size. Finding the right products and services to provide, dealing with customer concerns, maximizing your marketing budget, and working out how to make your job listing stand out in a crowd of competitors are all factors that need to be considered. Among the most significant advantages of selling on Amazon is the abundance of seller resources that are available to you. Despite the fact that there seem to be an infinite number of Facebook groups and networking opportunities devoted to the Amazon sector, there are also specialised Amazon selling tools that may help you turn your Amazon business from an unusual hobby into a six-figure business (Davis, 2021). Finally, if the company is able to effectively sell on Amazon as well as on their own website (both at the same time), this is something Amana should seriously consider. A single, integrated sales funnel is created by combining the two e-commerce strategies. As previously said, Amana may choose to commence by selling on Amazon in order to raise sufficient funds to develop their own distribution channel and, as a result, sell on both Amazon and other platforms. The ultimate goal for the organisation in terms of online e-commerce ought to be to achieve this.
Nonetheless, Amana should keep the following considerations in mind while considering becoming an Amazon dealer. For example, your Amazon online store should be the major focus of their attention (and product descriptions). The bulk of customers will purchase items in this area, which is also where a big chunk of the business's paid advertising activities must be concentrated, and it is also where the brand will get the greatest amount of support. While Amazon is a highly competitive market, it is also the one in which you have the best possibility of making a significant monthly earnings if you follow the right strategies. Moreover, you must create your own landing page that is customised to your business. That is how you will truly interact with consumers, concentrate your social media operations, and enhance your remarketing skills in order to turn one-time shoppers into recurring customers. It is your customers, not Amazon's, who are in charge.
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