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PART A
       Calculation of Variance
i. Contribution variance are those which give difference of contribution earned and exacted contribution. This variance is generally expected to be positive for better management, if they turn negative, it means the forecast done was some of resulted in deviation from actual. There are many reasons for deviation like change in customer demand and change in prices due to unwanted circumstances.
Contribution variance
Budgeted Sales = Budgeted Quantity X Budgeted Price 
		=	1190 X 35
		=	41650
Actual Sales = Actual Quantity X Actual Price 
		=	850X 45
		=	38250
Sales Price Variance = Actual Quantity x (Actual Price – Standard Price)			
		=	850X (45-35)	
		=	8500£ (F)
Sales Volume Contribution Variance = (Actual Unit Sold - Budgeted Unit Sales)	x	Standard Contribution per Unit
		= (850-1150) X 25
	           = 7500£ (A)
 Product Y
Budgeted Sales = Budgeted Quantity X Budgeted Price 
		=	595 X 30
		=	17850
Actual Sales = Actual Quantity X Actual Price 
		=	750X 37
		=	27750
Sales Price Variance = Actual Quantity x (Actual Price – Standards Price)			
		=	750X (37-30)	
		=	5250£ (F)
Sales Volume Contribution Variance = (Actual Unit Sold - Budgeted Unit Sales)	x	Standard Contribution per Unit
		 = (750-850) X 20
		 = 2000£ (A)
ii. Material Price Planning Variance
This variance is used to estimate the deviation which is due to change in circumstances of uncontrolled environment or due to outside factor. 
Material Price Variance- Planning:(Revised Rate – Standard Rate) x Actual Quantity
		   (3.7 -2.5) *1600
	               = 1920£ (F)
Material Operational Variance = (Revised Rate – Standard Rate) X Budgeted Quantity
	                   =	(3.7 – 2.5) X 1785
	                   =	2142£ (F)
Both the variable is in favour, that it means the company had meet light estimate and performed according to them. This are positive signatures of good management strength and better implantation of planning. 
iii. Merits and demerits of using variances in assessing managers performance.
		
Lockdown caused lots of distress in operation if businesses, they need to regularise, while making proper estimation and estimating deviation which is caused due to pandemic, which cause lockdown in the country (Eisenberg, 2016).
a. Merits of assessing variance are:
Indicate exit: The major advantage of calculating variance is allowing departure of expectation form standard. This will help in managing resources and making better decisions in advance. If the indication of moving out of standard use of resources, then it means where they must control or must report to seniors. 
Control expenditure: As it had been researched that , deviation helps in on controlling, as resources and funds available in business is limited, so they neds to be get attended in best utilised daily, so major perception can be use/consume and efficiency can be increased. So, variable helps in getting set external limit, which can be used by company to manage the consumption. 
Implementation of plan : the plan needs to implemented as per the research, controlling variance will gives direction to how the planning is done and either they are implemented in given direction or not, more adverse deviation means there is bad management or poor management in manging the resources.
Adjust estimates: Estimates are the expectation of market which are down by the research team, this will be helpful in changing estimates at the time of changing any environmental and internal change in condition of company.
Fixed accountability: Variances is very effective, as this will set the responsibilities to the different person and department of the company. It will decide the roles and responsibilities to be performed by each member of the company. 
Evaluate performance : at the end of year, this will help to measure the performance from the expectation, the report of variance will know the exact position are in, whatever the management was efficient or had perform as per expectation or needs to be more planning and strategies to perform better (Guo, 2015).
b. Demerits of Variances
Non-standardised production: It can be used for the standard position or for standard product in market, for other goods. It is not best alternate or suitable to find the deviation.
Service organisation: It is worth it for production of goods, but not give proper deviation or reflection of assets in service industries.
Responsibilities: Variances helps in setting roles and responsibilities of the company and its member, but it is gradually deviate resources in large. The elasticities of the requirement will stop the deviation of company. 
Delay in reporting: Variances are generally directed by an exercise of exe ting, like budget at the beginning of year. Regular use of budgets will reduce the lead time and reduced to management efficiency. This process is higher, and time consuming for company.
Behavioural Issues: This activity will encourage apartments to set budget or set objectives for short term and qualify deviation accordingly. But in long run, it will give negative effect. The employee must to manage their resources and will impose limitation to employees (Burkova, et. al., 2019). 
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      Introduction
[bookmark: _Toc47464211][bookmark: _Toc48851883]   The country had been fixed in the situation which can be controlled with mutual effort, XLG is a company who had been justified with cleaning products. This cleaning services are mist essential for making hygiene and in the fight with the virus, but due to the lockdown in century level, there are many issues faced by the company in making reduction. The find of goods had been raised but the material had been imported from Brazil , but due it shut down there is no transportation, later the goods are transported in delay, to manage the situation, it is necessary for principle to make proper strategies move, so more production can be done, satisfy the customer needs, utilise the viable resources and to maintain the profits. In the below report, the company will be dealt with competitive advantage, cost allocation and to high increased customer demand, with the better management efficiency.
    Competitive Advantage
 Competitive Advantage is the scale in which company will look forward for more opportunities in the market, the major focus of the company is to analyse the internal strength and strategies accordable to the external condition or circumstances that can be beat up. These strategies can be analyses to beat competition at the external or internal level. 
For conducting competitive advantage, the former and first step is analysation. The firm needs to analyse what are the benefits will be gained from competitive advantage, whether it will be gained in more production, or in profits terms or in increased in price, all needs to be analysed at the brad level. All the components are interrelated and sensitive, so needs to be determined and extract carefully (Cegliński, 2017).
The next level of the competitive advantage is to set the targets in the large level, the target should have some timelines in which they must be achieved or in terms of rifts which should be achieved after completing competitive advantage. 
  Satisfaction of custom is very important in commutive advantage, the competitor should belong to same industry or to in same industry, there should be some common baseline between competitor so, the performance can be compared at the end.
[bookmark: _Toc47464212][bookmark: _Toc48851884]   In the given case study, it was important for the company to analyse the situation of the virus COVID 19 pandemic situation and the lockdown. The market had been interrupted in such a drastic way, demand had been reduced, market condition. Whole of the community is facing problems in one way or another, the company had gain competitive advantage from reputation , as the material have to be imported from Brazil, as rate of transportation had been increased and also the rate of material being increased. But the company had gained advantage that being the single and good resources of material, the rate of material being increased from £2.50 to £4.50. But due to company goodwill and image they must actually paid only £3.70 which is less than the actual goods price. The benefits of this commutive advantage to the company is that the item which is expensive in market had been received in less, so the price of final production will be less. The target of the company is short time, as only till the period of COVID 19 will be finish. The target of the company is to produced goods of cleaning. 
   Increasing demand
  The demand of the goods had been increased due to spread of the virus; people are more aware about cleaning in their environments. The market research of market team had been done in the market, for evaluation of market, to analyse and evaluate market condition and extracting price what the customer wants to pay (Vanovermeire, et. al., 2015).
If the market had been realised that the demand had been raised by 45%, so the increased demand can be dealt with the following ways:
 Quality: the demand of the goods had been raised, so it is the company responsibility to give proper production and to give best product without compromising with the quality
Produced proper demand : The production done should be long time contract of raised demand, if the demand had been raised, then it means the capacity to be increase, white more production to be done, more wages to be applied, more supply if material should be appointed, all should be done to meet the customer expectation, with the quality and customer satisfaction and timely delivery.
   Supply at the budgeted price : the demand had been raise, that does not mean the price of the goods will also be increased, as this will be a circumstances, where each and every person is stuck and  income resources, factories had been shut down. There is recession in jobs, so it is the responsibility of company towards society to produce goods in sustainable quantity and quality, and to make them in market in very low or budgeted price, as this good are a necessity. 
Competitive Advantage : XLG is gaining Competitive advantage form material Fame as this had been imported form Brail as due to lockdown there is a problem of transport, so  the company is receiving goods in low price will  £3.70 instead of £4.5 , so the Competitive advantage sold be shown in strategy of price formulation, so profits can be increased and market can be achieved with expectation. 
[bookmark: _Toc47464213][bookmark: _Toc48851885]    Maintain brand image: It is the company duty and responsibility to give best to the customers, so the brand value can be sustained, the market demand had been increased with the product just because of its the goodwill and better products. So, by applying technique of CSR (cooperate social responsibility) it is the company responsivity to give the best to customer on time with quality, so more demand can be raised. By making best company can also ask for feedback from customer, so more improvement can be done. 
Cost Allocation 
The company had reduced the cost of production by 3£, it and reduced time of delivery by 15 days, this can be proved best at the time of lockdown. The strategy will give the effect in the following way:
Increased profits: By lowering the cost of reduction and by retaining same selling price, the company will increase the profits. By lowering the strategy company can also reduce the selling price for attaining Competitive advantage. When goods are supplied at lower price, then more customer can be attracted.
  Will reduced the time of production : If the delivery time of gods had been reduced by 15 days, it means goods are reaching to customer in less frequent time, this will increase the supply of goods in market, and will create more demands and satisfy customer needs, this strategic decision will helps the management to estimate customer demand by fulfilling their current and emergent needs (Guo, et. al., 2015).
  Save cost of carrying: As goods will be delivered in market in less days, this will save the cost of carrying. Cost of carrying are the amount to be incurred by company in storing goods in warehouse or in go down till the date of delivery. Cost of carrying will include the cost of inspecting, rent of warehouse, inspection to carrying charges or other cost which needs to be incurred for making goods safe and secure till reach market. 
Produced more goods: If the production cost had been reduced by £3, it means more profit, the company can utilise the extra profit by subcontracting extra services , so higher demand can be justified, or can retain its earning for expansion or meting future opportunities. 
 More customer: As the customer demand had been scheduled earlier by delivering goods earlier by reducing delivery time of 15 days, this strategy move will enhance more demands and more customer will be added in company record.
[bookmark: _Toc47464214][bookmark: _Toc48851886]   Competitive Advantage: All this decision will help in increasing brand value and maintaining goodwill, this will help in competitive advantage of company and for making future prediction of market (Sigalas, 2015). 
 





     Recommendation
 Following are the recommendation which should be made by the company to allocate the available resources or the cost allocation for making competitive advantage of strategy:
   As company is receiving goods at the lower price, so the first decision can be taken by company is to provide goods in now price if possible, this will be increasing more customer and more demand of goods.
As company is facing more demand by 45 % than usual, then company can either subcontracts the resources for matching customer demand or can produced more quantities to satisfy their needs.
   As the company delivering time of goods had been reduced by 25 days, then new schedule of goods to be prepared, in which cost of delivery time should be scheduled accordingly.
[bookmark: _Toc47464215][bookmark: _Toc48851887] Cost of production had been reduced by 3£, that it means the extra profit can be utilised in lowering the price of goods or gaining more customers. 


















Conclusion:

[bookmark: _Toc47464216][bookmark: _Toc48851888]   From the report it had been concluded that company can achieve profits or custom satisfaction, if they move strategically, Management accounting had been used to strategies the variable resources of company in better way, so the customer demand can be fulfilled. As well as more profits can be earned, in the above case study of XML group, as the company is facing high demand of goods due to lockdown and pandemic situation, the company had made major strategies that price of insurance it be reduced, ore competitive advantage had been taken, goods have to produce in sustainable quantity, so more customer get the goods of cleanliness and can get free from this pandemic situation. 
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