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[bookmark: _Toc97132606]Introduction
Giving management access to financial and operational data so they may make well-informed choices about the company is the goal of management accounting. Budgets, predictions, and performance reports are all included in this data. Management accounting emphasises short-term decisions as one of its most important features. Long-term strategic decisions aren't the focus of Management Accounting Information (MAI), which is instead intended to help managers make better day-to-day decisions. MAI often includes information about the company's costs, revenues, profitability, and other pertinent elements. One section of this report focuses on “Next Generation Power Limited (NGPL)” performance within Manchester, while the other shows how monthly control reports are prepared. Secondly, Board of Directors is advised to either to retain the Manchester branch or close them to reduce the expenses 
[bookmark: _Toc97132607]Section 1:
[bookmark: _Toc97132608]Create a monthly control report that shows the initial budget, the flexed budget, and the deviations from the original plan:
Monthly Control Report:
There is a monthly control report that summarises the company's month-to-month performance. A breakup of sales by product/ service is included in the revenue, costs, and profit/loss data. A comparison of actual results to budgeted ones is also included in the report, noting any areas where the latter fall short of expectations. Managers can rapidly discover any issues or areas for improvement. Many purposes can be served by the monthly control report. Among other things, it can be used to measure progress toward certain goals or objectives. It can also be used to discover long-term patterns, allowing the system to make more informed judgments about future strategy. Aside from that, the report could be utilised to predict future results (Davidyuk, 2017).
The "chief financial officer (CFO)" is normally in charge of compiling and disseminating the company's monthly control report, which he or she does in consultation with other members of senior management. It can be mailed out or made available online for the benefit of the company's personnel. Employee intranets often contain substantial databases that can be accessed via the report, making it simple to integrate the report to a protected portion of the site. A copy of the document can then be saved to the employee's hard drive for future reference, or they can access from any other computer with Internet access. Executive summaries are frequently included to monthly control reports to highlight the most important findings. Managers don't have to go through the "monthly control report" to find the information they need, thanks to this (Hanif, 2019).
Flexed Budget
Also known as "flexible" budgeting, this is the most common kind of budgeting. In the event of greater or even worse performance than projected, a company can adjust its revenue and spending estimates using flexible budgeting. For example, even if a company's income is lower than predicted in a particular month, they can still stay under their budget by reducing few of their spending. When a company's earnings soar one month, the excess cash might be put to good use in growing the company. With flexible budgeting, firms can better respond to swings in revenue and expense and keep tabs on how their actual performance compares to what they had planned. Businesses that can keep tabs on their actual performance are better able to pinpoint areas for improvement. This kind of planning for a firm needs to take into account both the favourable and unfavourable changes within income and expenses that occur over the course of the year (Li, 2018).


Monthly control report
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Performance Report
"NGPL" has had a difficult year. Due to the Covid-19 pandemic, transportation and travel have been curtailed, leading in decreased sales. NPGL Ltd. anticipates revenue of £100,000, however after expenses, revenue is just £80,000. While selling prices decreased 20% from £25 to £20 per unit, material (£2.50 - £280,000) and labour costs increased significantly (£4 - £440,000). 10% rise in overheads This results in a weight loss of 760 pounds (budget vs actual). The only fixed overhead that has grown from £100,000 to £170,000 is insurance. The salary of the full-time warehouse supervisor will also be slashed by 20%, from £50,000 to £35,000. To maintain the same level of sales, the company's flexible budget was significantly more precise than their first projection. In Manchester, "Next Generation Power Limited (NGPL)" has a terrible performance. Although the selling price per unit has grown, costs continue to be high (Macchia, 2019). The control of fixed costs Profitability has been compromised on a broad scale.
NPGL's success has dwindled, compelling them to restructure their revenue and spending structures. "The company "Next Generation Power Limited (NGPL)" should prioritise product demand over industry positioning, such as tourism. The firm should keep unit pricing low and hunt for lower-cost products and materials that are sourced locally. If "Next Generation Power Limited (NGPL)" wishes to keep people purchasing power units, it may be necessary to reduce prices across the board. The company now sells electricity for £20 per unit but expects to increase that to £25 per unit in the future. This results in a loss of £760,000. (budget vs actual). Cost increases in materials and labour, as well as overhead, all contributed to this loss. To make up for these losses, "Next Generation Power Limited (NGPL)" must place a premium on quality demand over industry positioning. They should keep unit costs down and hunt for less expensive ingredients and resources (i.e., local sourcing). "Next Generation Power Limited (NGPL)" may need to reduce prices across the board in order to keep tourists purchasing gifts, and they may explore expanding into other areas to produce new revenue streams (Malina, 2018). However, if "Next Generation Power Limited (NGPL)" makes the necessary adjustments, the firm will be able to recover from the pandemic's consequences.

[bookmark: _Toc10626][bookmark: _Toc97132610] Provide recommendations to NPGL Boards of Directors on areas of improvement: 

The company is facing challenging period, and the CEO requires some tangible initiatives to assist her organisation regain its footing. In this instance, revenue growth must be prioritised over variable cost reduction by delivering more units at a profitable price.
NGPL can increase revenue in a variety of ways:
1. Selling each unit for £30 instead of £25 results in a total revenue gain of £40,000 by increasing the selling price without increasing variable costs. It's possible that NGPL's sales volume will decrease as a result of this strategy, leaving the company with a smaller inventory of goods to sell. This is not an option that should be chosen. 
2. Increased revenue of £80,000 may be achieved by raising the sales price from £25 to £30 and reducing the variable costs from £20 to £12 per unit. NGPL's fixed overheads will be increased while losses are reduced with this option. This is the option of choice (Modell, 2017). 
3. It is also possible to increase sales volume and even attract new customers who were previously unable to acquire items because of their high cost by selling them for (£25 to £5) for a limited time. In the long run, however, this strategy could lead to a large inventory of unsold power units, which would drain the company's working capital. Consequently, it is not suggested that you use this method instead.
There are several ways to cut variable expenses, including the following: 
1. Maintaining other variables constant while reducing the variable cost of materials from £2.5 - £2 per unit that is selling price as well as labour costs remain unaltered. As a result, the contribution margin will grow by £0.5 per unit, translating into a (£20,000) increase in income. This, however, may result in low-quality merchandise, which may have a negative impact on the consumer experience. This is an ill-advised choice. 
2. Second, by reducing the number of full-time warehouse staff from four to three while maintaining other variables constant, variable costs will be reduced by £120,000 per year. This is the favoured option since it enables NGPL to reduce losses while raising its contribution to fixed overhead costs. 
3. By lowering overhead expenditures from £1.50 / unit to £1 / unit, variable expenses can be reduced by £30,000 per year. However, this method may not be feasible because the functioning of the business requires the payment of certain overhead fees for instance insurance). This is not a wise course of action (Nishimura, 2019).
To be effective, NGPL's Boards of Directors must prioritise revenue generation while minimising variable expenditures. These objectives can be accomplished and the financial situation of the business improved by making these decisions.
The following are some of the ways in which variable expenses can be reduced:
1. While retaining other variables such as selling price and labour expenses, a reduction in variable material costs from £2.5 to £2 per unit is possible. As a result, the contribution margin rises by £0.5 per unit, generating an extra £20,000 in revenue. Although this may lead to lower-quality products, it could have an impact on customer satisfaction. This is not an option that should be chosen. 
2. Variable expenses will fall by £120,000 annually if the number of full-time warehouse staff is lowered from four to three while other aspects remain the same. NGPL's fixed overheads will benefit more from this choice, and losses will be reduced. 
3. Reduced overhead costs of £1.50 per unit will cut variable costs by £30,000 annually. Because some overhead expenditures are necessary for the firm to function, this solution may not be practicable (e.g., insurance). In my opinion, this is a bad idea (Nishimura, 2019). 
Boards of NGPL must prioritise income growth while reducing variable costs, as is obvious. An organization's financial health can be improved by using the strategies listed above.
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NPGL's decision to move half of their sales online is a good one. Customers in Brighton, Birmingham, and Manchester could only be served by the company's outlets in these cities' city centres. Due to the high expenditures involved with physical storefronts, NPGL Power units might benefit from a more loyal customer base, but the opportunity to recruit new consumers is limited. NPGL Power units have the ability to dramatically expand their market and client base by focusing on the Great Britain, Eu, and the US in their online strategy. At the same time, it can plan to change position its remaining offline sites so that they can better serve its local client base as well as long-term clients. The owner of the company, Mr NPGL, is forced to make a decision amongst selling on Amazon or setting up his own online shop. The company examined the potential financial consequences of each option before making a final decision (Scott, 2019).
NPGL has allocated £1 million for start-up costs as well as an additional £100/ month to maintain their online business. A full-time programmer on a salary of £35,000 per year was also being considered by the company's owners (White, 2019). This would only add to the stress of the firm, since this person would need constant supervision and guidance. The delivery network's cost must also be taken into account. A delivery system for consumers in the Europe, UK, and the United States is expected to cost £150,000. It's evident that NPGL will need £295,000 to launch their own online store, which might lead to an increase in sales for the company.
Alternatively, NPGL must keep in mind that they will have to pay £5 million within Amazon fulfilment fees if they decide to sell on Amazon. As a result of the fierce rivalry among Amazon merchants, NPGL expects to sell 65,000 units. Even yet, this statistic is subject to fluctuate due to the fact that it is largely driven by market demand.
NPGL would need a £5 million investment in order to make sales on Amazon, which can be shown in the table. If the company decides to sell through this ecommerce behemoth, it will incur a total expense of $100,000. NPGL's initial costs will be lower if they choose to sell on Amazon. It is unlikely that they will make as much money as if they had started their own internet firm. In contrast, the company may see an increase in sales and profits if they decide to start their own online store. As a result, they will be able to control all aspects of their business, including pricing, returns, and customer service. Preliminary research is essential before Mr. NPGL decides where to sell his products. He may make an informed decision for his business by considering the benefits and downsides of selling online versus setting up his own online store.
Mr. NPGL would be wise to begin selling on Amazon for at least the first 1-2 years, given the information presented here. Even though it is expected to face severe competition in this seller industry, it will provide precise feedback to NPGL regarding the items' approval in the specific market and will modify marketing strategies accordingly to increase consumer recognition and loyalty over time. after Mr. NPGL has built a significant following in the specific customers for the first 1-2 years, he may decide to open a dedicated online marketplace for NPGL Power units (Weetman, 2019).
[bookmark: _Toc97132613][bookmark: _Toc10629]Conclusion 
According to the findings of this study, every company should have a management accounting system in place. Using this tool, companies can keep tabs on their financial health and make better-informed decisions that benefit their bottom line. Management accountants utilise a variety of methods and strategies to gather as well as analyse financial information, that they then use to provide business owners and managers with insights and recommendations.
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