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Introduction
Amana Ltd is a family-owned tourist business in England selling souvenirs to tourists. The souvenirs are produced by Chinese manufacturers who provide designs by the Amana team. Due to the Covid 19 pandemic, the company took a big hit on April 2020 since tourists could not move. This report is aimed at the owners and managers of company Amana Ltd. Needs Assessment: The managers and owners are looking for answers to see if they can minimize their losses and build on previous success. They are also trying to find out what their plans should be. Inputs can be found in the company, internet, and newspaper financial reports allowing the business to see how much they are doing commercially, how much money they get in, and how much money goes out. This report also gives a guideline that shows other potential courses of action they can take. "Inputs": The owners will gain an understanding of what has happened in the month that has passed and will give them a sense of where their business is going at this present time. Also, the owners will understand where their business can be improved to make it more profitable. The owner now has a better insight into where their money goes to limit the amount of cash used by the company.
Control Report
Table 1 Control Report
	
	Original Budget 
	Fixed Budget 
	Variance 

	Units 
	100,000
	80,000
	200000000

	Selling price 
	25
	20
	12.5

	Material 
	2.50
	280,000
	39199300000

	Labor 
	4
	440,000
	96798240000

	Overhead 
	1.5 
	120,000
	7199820000

	Contribution 
	17
	760,000
	288787080000

	Warehouse Rental
	200,000
	170,000
	450000000

	Insurance 
	100,000
	100,000
	0

	Full-Time Warehouse supervisory Salary
	50,000
	35,000
	112500000



Report
From the performance report, it is clear that during April 2020, our company had a massive decrease in sales since tourists could not move. This meant supply of souvenirs had to be set down, and the company could not produce any more of them for the time being (Rubera, 2015). Once the pandemic was over and tourists started to move again, the company significantly increased sales (McGinlay et al., 2020). This is mainly because tourist was able to move and travel freely again around the world. The company is working hard to evolve in the right direction to produce the right products for tourists and locals. The unit sold during this period was relatively low compared to the company's sales figures during the year 2019. This was mainly due to tourists being sick of traveling around the world during this time and returning to their home countries. However, the decrease in demand leads to a reduction in the price of the souvenirs. This meant that the company was able to save some money on the production of souvenirs. The pandemic also made it more difficult for tourists to move around the world and buy from other countries; thus, only a few people bought from our country. Despite this, this was profitable for the company since we saved money on production costs and did not lose much during this period. Summer had good sales for the company. However, we experienced a year of sales in the summer of 2020 after the pandemic. This meant that we did not make much money on sales but still managed to save a lot on production costs. 
Amana's performance is mainly explored by the variance between the original and flexed budgets. It is essential to understand that the variance of a unit means the difference between the original budget and what was stretched. The material variance is calculated by finding out how much money was left over after all costs for materials are transferred out and then subtracted from the original budget. The labor variance is calculated in like manner but with personnel costs. The Warehouse rental and full-time warehouse supervisors’ salary variations are done by dividing what is left over after expenses into their respective categories.
The original budget was 100,000 euros, and the flexed budget was 80,000euros, which means that there are 200,000,000 euros in the unit variance. This was mainly due to the Covid 19 lockdown, which decreased efficiency and productivity, causing costs in material and labor. The selling price variance is calculated as 12.5 euros, and the material variance is 39199300000 euros.
The insurance variance is 0 euros, meaning the company spent nothing on insurance. However, the overhead warehouse variance is calculated as 7199820000 euros. This is mainly due to an increase in personnel costs caused by a new person assigned to the warehouse department. The Full-Time Warehouse supervisory salary variance was 112500000 euros. This was mainly due to lower morale and productivity of some of the individuals and caused a loss in efficiency and results that were not expected. The warehouse rental variance is 450000000 euros. However, the insurance and insurance supervisor salary variances remained 0 euros due to no change in spending.
The material variance was calculated as 39199300000 euros, meaning that the company had extra money to spend on materials because it was over budgeted. This is important because it determined how much money the company had to buy new products for its customers. At the end of the year, the company made a profit margin of 11,486.5 euros, which resulted from being under-budgeted by 9630.47 euros. All the variances are put together to determine how much money was left over for higher sales and more profit.
Recommendation
The company can increase its profit margin by offering better products and services. Currently, this company is challenging to find for tourists interested in buying souvenirs that the company provides. The souvenirs in the area are sold everywhere and at reasonably low prices. Amana should focus on developing a unique product and service, so other local companies will not easily find it.
The management should also alter its business pattern to improve the company's current performance (Huber et al., 1993). The company can take advantage of this opportunity by requiring a minimum purchase of items tourists buy from them as souvenirs. The company could also develop new branding for souvenirs (Cha-Olmsted, 2011). This will allow tourists to identify the company's products quickly. The management should also take advantage of this opportunity and develop a framework for the company to be more present globally. 
Considering that the company has a website, exploring social media as a means to increase the number of sales is an ideal recommendation (Dolega et al.,2021). The company should not just focus on increasing the number of its Instagram followers as it is a perfect option to use this website for more good reasons. The company should also focus on maximizing sales using social media. The main challenge that the company faces is trying to identify a value proposition for its products and services. This will help the company develop its products, which other local competitors do not easily find.
The company should also focus on reducing its operating cost. This will help the company increase its profit margin in future years. Cutting down on the number of employees might be an option, but the management will have to be careful to keep their customers who may not be happy with their service if they reduce their staff numbers too much (Dyer & Ragauskas, 2002).
The company should be able to cut down the prices they charge tourists. This is an opportunity for the company to increase its future profits and improve its services. This might conflict with other local companies that may have agreements with tourist agencies. Cutting back on the prices is an excellent idea as this can help Amana increase its profit margin and attract more tourists to its products and services.
Another threat is the company’s weak competitive advantage. The company needs to have a competitive advantage over other local companies to sell its products at higher prices than other companies (O'Shannassy, 2008).
To successfully implement the recommendations mentioned above, the company should hire people with higher educational backgrounds, specifically in tourism and marketing. This will give them a better idea of how to produce and market unique souvenirs so tourists around the world will easily recognize them. This will help the company stand out from other competitors. The company should also ensure that it hires more marketing experts and properly trains them to implement the different recommendations in this case study successfully.
The company can do better if they introduce new products that local companies have never produced as souvenirs. These will allow them to take advantage of their competitive advantages over the other local companies. The company should also ensure that it delivers high-quality products and services. This will give them less competition from other companies as they will not be easily copied. 
The company's most substantial external factor is located in the most popular places in England for tourists. This gives the company an advantage over other local souvenir manufacturers as tourists visit the area because of its beautiful landscapes. (Shanka et al., 2008) The company should utilize this advantage to sell its products and services there. The company's most significant internal factor is its weaknesses in distinguishing itself from the region and competing more effectively in this industry. The company should try to fix these weaknesses instead of overlooking them. These weaknesses are a weak competitive advantage, weak selling skills, and an outdated marketing strategy. The company should focus more on finding a better way to differentiate their products that will be unique from other local companies and develop a new branding so that tourists can easily recognize the products of this company.



Part B
Mr. Amana's decision to take business operations online and close some stores will make a big difference to their customers. With the cost of running a store costing up to 335,000 euros, it was time for them to take this step to save money. Customers will no longer have the chance to get help from an expert in person if they are struggling with a new appliance and can now buy larger appliances online. This is because of the latest internet sales system that will allow them to sell to the general public instead of just people that visit the store (Putra et al.,2021). Working from a personal platform can be quite advantageous, especially if you're looking to sell products. These platforms allow the company to tap into an audience of your customers who are most likely interested in what the company has to offer them. These are people who are following the organization for specific services and goods, so it's easier for website owners to build rapport and win them over with their content. This works in favor of the company because it can start to brand its business by creating an image, reputation, and content that's appealing to the target audience. This can increase the amount of online traffic from their website and convert more people into customers. It's also a good way for the company to build up a following because people will follow you and be incentivized by your products in the hope that you'll continue producing content for them.
The first step will highlight some key points that have caused Amana Ltd to take this decision. The first key factor that needs to be highlighted is store closure. Amana Ltd will be closing some of its stores. This is because they are not making the money they were supposed to, forcing them to save it. Another critical factor is online shopping. The company has decided to set up an online store that will enable people living across England to buy their appliances from there. They hope that the Internet sales technique will save on the money they spend on paying for stores and cut costs.
Analyzing the reasons for this decision will help to make the solution more robust. This approach will lay a solid foundation before outlining possible alternatives that can be used instead of deciding to close stores and open an online store. According to the data collected, Amana Ltd has been making losses and cannot get them down. Their sales have declined due to the Covid 19 pandemic that killed thousands of people across the country (Johnson, 2021).
The company has the choice to explore its business directly with clients online. However, the company can also explore the option of using Amazon since it is an already established platform. Amazon has a bigger audience and is competitive. Another advantage is that Amazon provides a lot of information about its customers and their purchased products (Johnson, 2021). This is useful because it helps the company to know what kind of people visit the website. It also has a lot of information about products, which will help the company know about their customer's preferences. Moreover, Amazon gives hard discounts and prices, which is what most online shoppers are looking for. Lastly, the fulfillment fee is just 50,000 euros, which costs less than the company creating its website and marketing. 
Nevertheless, the organization will spend more money setting up the online business and maintaining the system to be more productive. For instance, the delivery network costs 150,000 euros, upgrading the current website to manage a large volume is 50,000euros and a recurring cost of 35,000 euros for a full-time IT programmer. However, this would yield at least 100,000 units per annum. At that level of business, (a 20 percent return on cost) is satisfactory. From the above, it was appreciated that once Amana Ltd. runs its online business, it will have a higher number of orders. This would make the overall business profitable, and they will have to raise prices even more. Thus, Amana must decide whether it should explore its business entirely online or keep it as an option.
On the other hand, Amazon has its disadvantages. The most important one is that it does not give complete control to companies in managing prices and return policies. Another disadvantage is that it has to compete with many products and services (Solomiia, 2022). Amazon also does not have such an established reputation as a company like Amana Ltd; therefore, this makes it not reliable to many people. Also, there may be a possibility that the prices of the products on Amazon may be higher than those of a website designed by Amana Ltd.
To conclude, it is evident that Amazon is suitable only for companies that are already established and can still build their customer base. On the other hand, if Amana Ltd still wants to expand to other countries, it should just create its online store, which will benefit more from the comparatively cheaper 50,000 euros fulfillment fee. Also, it will control the company in deciding and changing prices in their products and services. Considering that Amana Ltd already has established customers based in different locations, building and focusing on their growth by using their online platform to make sales is the best way forward. This ensures that the company has no limitations, can expand to great heights, and even manage its sales without relying on a third party. Moreover, the only cost they will have to worry about is paying the IT expert to ensure the platform is working effectively. 
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