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	Original budget (£)
	Flexed budget (£)
	Variances (£)

	Units 
	100,000
	80,000
	20,000

	Selling price 
	25
	20
	5

	Variable costs 
	
	
	

	Materials 
	2.50
	280,000
	279,998

	Labour 
	4
	440,000
	439,996

	Overhead 
	1.50
	120,000
	120,000

	Contribution 
	17
	760,000
	759,983

	Fixed overheads 
	
	
	

	Warehouse rental 
	200,000
	170,000
	30,000

	Insurance 
	100,000
	100,000
	0

	Full Time warehouse supervisor salary 
	50,000
	35,000
	15,000


Table 1: Budget of Amana Limited
(Source: Self-developed)
The above table shows the monthly control budget of Amana Ltd. a souvenir producing and exporting company located in tourist hotspots across England. The budget table shows that the flexed budget of selling price has been reduced from the original budget by £5. There are various ways of controlling the selling price per month. First, the management team needs to mine the existing customer base. Selling price of products is highly dependent on purchasing decisions, lifestyles and behaviour of customers. Therefore, it is important how the existing customers are thinking to purchase souvenir products. 
The business can evaluate the decision of the sales team and make sure that the sales team is led by only a leader (Wisesa et al. 2020). Increasing investment on sales tools and reducing the cost of business travelling and transportation costs can help to get more control on selling the price of products. In this way, it is important for managers to understand and apply cost reduction strategies in business. Managers of the organisation can make virtual meetings before contributing in the sales process and ensuring that the sales team consists of industry experts. 
Material costs can be controlled monthly by taking up significant processes and operations (ALHAWAMDEH, 2021). The business can import lower cost materials and reduce material waste. Material cost is relied on transportation costs. Allowing the business to import raw materials from the nearest suppliers can help to reduce and control the material costs. Business managers of the company need to eliminate unnecessary product features, negotiate suppliers, leverage suppliers, increase bargaining power of business over suppliers and make good relationships with new suppliers. The budget table shows that the original budget of material cost is £2.50 that has been expanded to £280,000 in a flexed budget to control the overall budget. Warehouse rental can be controlled in a number of authentic ways. 
The business can go for online selling of products to reduce warehouse rental (Begum et al. 2020). In a monthly control report, warehouse rental cost can be minimised by optimising storage capacity, trying to avoid using smaller rooms. Original budget of warehouse rental was set to £200,000 that has been flexed to £170,000. Labour cost also has been increased in the prepared budget to £440,000 in order to maintain proper labour within the business. However, labour cost is dependent on a few factors such as number of working hours, employee wages and technology. Therefore, changing the number of working hours, cutting down on employee wages and changing procedures and criteria of recruiting labour, employing technology, reviewing the payment model can help to control the labour costs more efficiently. 
[bookmark: _lcmp1borgg9i][bookmark: _Toc101373582]2. Performance report 
Amana Ltd. is a family-owned souvenir seller in the UK and acquires several locations in tourist hotspots across England. The company operates its business in london bridge, Buckingham palace, Westminster bridge, Brighton, Birmingham city and Manchester city centre (case study). The company is operating business successfully for 40 years and came to understand dynamic nature of the tourism industry. Business performance of Amana Ltd. has been improved in 2020 by taking strategic decisions of controlling number of units, selling price, material costs, labour costs, overhead costs, contribution costs, warehouse rental, insurance costs, and full time warehouse supervisor salary. In this way, relationships with customers have been improved in 2020 by meeting the requirements of product design and user experience provided by the existing customers. Unit cost, selling price have been controlled by improving relationships with suppliers. 
Annual supplier conference has been implemented to focus on how the company can work with suppliers and build mutually beneficial long-term relationships with suppliers. A positive discussion with the cooperative suppliers has been held during the early stage of pandemic. This indicates positive performance of the business against its suppliers. Labour costs have been controlled in 2020 to focus on health, safety and quality of employees (Bodin et al. 2020). Labour engagement has been improved by focusing on how the business is responsible towards the health and safety of employees. The company has committed towards the local communities to improve their profitability, ability and understanding their requirements. 
Sustainability performance of the business has been improved through the alignment of business strategy with the environmental and sustainability impacts. All the actions and investments have been reviewed to consider the material sustainability issues. Significant structural changes have been made during the pandemic to support and work on the fast faced nature of the aviation sector (Giordan et al. 2018). Consistent review has been conducted to reduce the social, governance and environmental impacts and to ensure how the business can adopt changes and emerge trends. Furthermore, business performance has been improved in 2020 by focusing on consequence decisions in the long term, and working on the interest of stakeholders. Interest of customers has been improved to enhance the business performance and working on impressive demands, requirements, designs and user experience of existing customers. 
Business performance of the company has been improved by reducing warehouse rental and increasing storage space. Inbound performance of the company has been improved by addressing the date of shipment problem. During Covid-19 pandemic, several potential consequences have been observed such as loss of life, reduction in future revenue, loss of customer trust, increased risk of interaction with Covid-19, and significant cost increase. However, these issues have been resolved by operating a robust safety management system and enabling proactive assessment along with risk mitigation associated with airline operations. The safety compliance and security group of the company was responsible to operate the business by following all airline safety and security matters. 
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During the pandemic situation most of the business faces several issues, due to the lock down and the store closure business faces a huge amount. The company Amana limited mainly operates only in the physical store. As per the case study this organization generally sells the souvenirs to the customers. This is one of the drawbacks of this organization. Therefore, the organization should have to focus on the online marketing especially on the Omni channel marketing strategy. According to Berman, and Thelen, (2018), this type of marketing strategy are includes various types of channels. Therefore, the organization should have to focus on their supply chain innovation. In order to increase their profitability Amana must have to focus on the consumers' needs before offering. 
Social media marketing is an exciting concept in this competitive environment. According to the statement of Bala and Verma, (2018), social media marketing is a powerful way for businesses to earn better revenue for the business. The organization should focus on the customer’s needs; therefore, the organizations should have to conduct a survey over the social media. Customer sensitive pricing strategy is one of the important factors for their business. Amana limited must develop a team for observing the competitors strategy for business. Therefore, business innovation may require for the business to bring new ideas and derive an extraordinary concept for the business. It is recommended that this organization must have to hire some efficient employees in the workplace. 
Technological advancement is the significant factor for establishing online marketing. Amana limited should focus on the partnership or the collaboration for expanding their business. Collaboration with other organizations may resolve the finance related issues (Vargas et al. 2019). This organization also has to focus on reshaping their business model for gaining sustainability in the market. Amana limited may have to include business analysts and the risk analysis team for predicting the upcoming risks toward the organization. Before going to online marketing, effective planning is required. Therefore, it is recommended that all the group, sales, operational managers and CEO united should develop an appropriate planning for their business.
Email marketing is an emerging concept in online marketing strategies. As per the views of Wu et al. (2018), this type of marketing can be considered as their act of sending commercial messages to a targeted group. This organization must have to share their offers and service to their potential tourists on their birthdays, anniversaries and so on. It is recommended that the organization should focus on the collection of tourists data and evaluate those data for providing better customer satisfaction. Amana limited also has to focus on the consumer sensitive pricing strategy for the growth of their business. This organization must have to include some advanced technology like AI, ITC, machine learning, big data analysis and so on. These technologies actually enable them to appropriately collect their customers' data. Therefore, this organization needs some efficient employees who can control and mention those technologies. Investment over the R&D section is important for bringing innovation in their workplace. Amana limited also have to focus on their diversity inclusion process for maintaining the organizational culture.
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Amana is going to make a strategic decision of whether it would be good to convert the business online selling by implementing its own delivery network or depend on a well established delivery network company like Amazon. However, as per the case study four types of expenses can be significant factors that need to be taken into consideration. These factors are such as cost of establishing a delivery network, cost of upgrading current website, salary of a full time IT programmer, and units of guaranteed sales. On the other hand, major factors such as Amazon fulfilment fees, guaranteed units sales annually and controlling over pricing, that can impact on the decision. 
Cost of setting up a delivery network is £150,000 which is a major indicator of decision making. In the case of going online by providing all the responsibility to Amazon then the cost of setting up a delivery network is not necessary. Therefore, the business can save £150,000 by selling their products directly on Amazon. Additionally, a major amount should be invested on upgrading the current website and building an advanced website to control the large volume of sales. According to the review of Yu et al. (2018), companies need to upgrade their existing website or develop a new website in the case of converting the traditional selling to online selling. However, the business can save the cost of upgrading the current website by selling the products directly on Amazon. An IT programmer is needed to upgrade the current website and maintain customer needs and online feedback effectively. 
[image: ]
Figure 1: Cost and benefits of own online delivery network 
(Source: MS Excel)
On the other hand, if the company provides responsibility of online selling to Amazon then they do not need IT programmers to recruit. A total cost of £235,000 is required to complete the transformation of business to online selling. On the other hand, Amazon fulfilment fees will cost £50,000 to sell the products to online customers. Therefore, the business can save upto £185,000 by giving complete responsibility to Amazon. Guaranteed sales of units per annum in their own online delivery network are 100,000 while in Amazon, it is 65000. Therefore, the business can increase their total revenue by selling 35000 products more on their own online delivery networks. In this way, almost half of the extra expenses in their own delivery network can be fulfilled with the extra sales of units per year. Furthermore, extra expenses can be fulfilled by focusing on pricing strategy. As per the review of Garcia (2021), in Amazon it is difficult to control product pricing by the sellers because of huge competitors within the online market. 
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Figure 2: Cost and benefits of selling products to Amazon
(Source: MS Excel)
On the other hand, threats of new entrants in the online market are also high. Therefore, the business can access lack of opportunity to control product pricing and return policy. As per the statement of Zhu and Liu (2018), Amazon gives upto 14 days return and replacement policy to the customers to gain more trust from customers. Amazon is an online platform which values customers and their experience on the website. Therefore, it would be great for the business to develop an own online delivery network and upgrade their current website to generate more potential revenue from its business operation. 
Recommendation 
The company needs to consider several strategies and plan to develop an online delivery network and sell 50% of their products online. A competitors analysis should be developed by the management team of the company to understand who are the major competitors in online market and how they are established. In online shopping, the delivery network, shopping cart, secure server, and payment processing are three important elements that should be developed and improved. Shopping cart software keeps tracking of customer’s buying process and payment status. Shopping cart includes three parts such as product catalogue, shopping list and checkout system. The product catalogue should be developed in such a way that all the relevant information related to products are present and a clear information of sales transaction online is included in the product catalogue. 
A shopping list should be included in the website where customers can track the number of items they want to purchase. According to the opinion of Ryumin et al. (2020), a shopping cart is generally used to show number of items the customer has selected to purchase. In an online devery network, the website should provide options to the customers to choose, allowing cookies to function the website properly. Checkout system should be included in the shopping carts so that customers can select products by clicking on “add items” and enable them to pay  for these products. A secure server should be provided to secure the transaction made by customers. As per the statement of Iqbal et al. (2019), a secure server aims to prevent manipulation of personal information and modification of payment method. 
In this way Secure Socket Layer can be used as a technology secure online transaction. According to Dastres and Soori (2020), SSL is the most commonly used technology to secure online payments made by the customers and ensure data given by the customers is secure against any manipulative attacks. Third element that should be considered in online delivery network development is payment processing options. The company needs to provide all the possible kinds of payment options to the customers so that they can make their payments easily. The business can face security and privacy risks to maintain data and payment processing. According to bt Mohd and Zaaba (2019), e-commerce sites need to review the security features offered by the internet service provider, software company, and web hosting company to prevent the network from malware attacks. The company needs to pay attention to security alerts, update software regularly, keep a system of information and install security patches as needed. 
Avoiding storing cusotmer’s credit card information in the system can help to keep the business away from security threats and issues. Furthermore, the business should be aware about large order requests of multiple copies of the same product to avoid any suspicious activities on the website. 
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