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i. Calculation of Sales Price Variance and Sales Volume Variance
Sales Price Variance = (Actual Price – Standard Price) x Actual Volume
	 
	Actual Price
	Standard Price
	Difference
	Actual volume
	Sales Price Variance

	 
	 
	 
	 
	 
	 

	 
	£
	£
	£
	 
	£

	Chemical X
	45
	35
	10
	850
	8500

	Chemical Y
	37
	30
	7
	750
	5250

	 
	 
	 
	 
	 
	13750



Sales Volume Variance
Sales Volume Contribution Variance = (Actual Sales Volume – Budgeted Sales Volume) x Standard Margin
	 
	Actual sales Volume
	Budgeted Sales Volume
	Difference
	Standard Margin
	Sales Volume Variance

	 
	 
	 
	 
	 
	 

	 
	 
	 
	
	£
	£

	Chemical X
	850
	595
	255
	25
	6375

	Chemical Y
	750
	595
	155
	20
	3100

	 
	 
	 
	 
	 
	9475


	
ii. Calculation of Material Price Planning and Purchasing Operational Variances 
Material Planning Variance = (Original Target Price – General Market Price at Time of Purchase) X Actual Output
(£2.50 – £4.50) x 1,600 = £3200 A. 
Material Price Operational Variance = (General Market Price at Time of Purchase – Actual Price Paid) X Actual Output 
(£4.50 – £3.70) x 1,600 = £1280 
iii. Variance 
It is the measure of actual and budgeted financial performance of the company. It helps them to analyse how far the company can go and on what level it is standing at present. The difference is calculated to analyse what are the areas of improvement and where the company lack behind. Sometimes it is the sign of unrealistic budgets and therefore budgets can be revised at those times where the difference between the actual and the budgeted performance comes to be very high. Variance can sometimes be favourable and adverse at times.
Advantages of using Variance in assessing the managers performance in the company.
a) Gaining information about a set of data: Variance helps the managers to know and gain knowledge about a set of data. Although the information can be graphed or recorded data, yet it helps the company's manager to analyse the actual performance in comparison to the budgeted performance (Wolter,2007).  
b) Simplest form of measuring performance: The performance of managers could be well assessed by the help of variance. As per the accounting and the users of accounting information will see the favourable variance as the good variance and the adverse variance as the bad variance. It can be said that to assess the managers performance variance is the best tool in assessing the same. 
c) Responsibility accounting: It is yet another tool to showcase how the managers would be held accountable for the work which they do in the company. Every company is divided into different sections or segments (either by functions or by divisions) and are held accountable as per this. The matter of fact is that as the variance analysis is done according to division wise it becomes easier for managers and department.    
d) Showcase the managers research work: Variance analysis helps the company to show how and what type of research work has been done by the mangers to know the actual and budgeted performance of the company as well as the managers. They are the only persons who are liable to all kinds of work whether functional or operational.
e) Variance helps in controlling the cost and helps in taking the major remedial actions.   
 
Variance analysis helps the managers to identify the key areas where the assets are fully utilizes and where it has not been utilized by the company and what are the reasons for not fully utilization of assets.


Disadvantages of using Variance in assessing the managers performance in the company.
a) Problem of Non-standardization production: The basic problem arises with variance is when this is applied to the organisation which is basically involved in the small batches of production and there is no background or historical data availability. It is not at all feasible for short duration of time.
b) Do not apply to service organisation: It do not apply to service sector organisations as mostly the cost's major portion is of overhead expenses rather than the production overhead expenses. It can only provide a constructive basis of analysis to the managers.
c) Responsibility accounting: It is thus a disadvantage also to the organisation as difference arises due to number of unrealistic standards and operational causes. There are lots of inefficiencies which have caused large variance due to faulty standards.
d) Behavioural issues: A lot of problem occurs due to the behaviour of persons in the company and it can encourage short tenure. This problem can be resolved if the number of employees could more be employed during budget settings so that they can also have a look at the system that it is not unfair on their part. And, the performance of the system shall be match as per qualitative and quantitative measures to encourage the management and the mangers as well.
e) Delay in reporting: As variance analysis is don on annual basis and the importance becomes less due to the annual basis performance as some change occurs within a short period of time and some occurs after a long period of time, variance analysis do not consider that at what time the change has been occurred and thus reduces the relevancy of decision making needs of the company or the organisation. And if variance analysis is done on normal monthly basis then it leads to increment in the cost (Omar, Ishak & Jusoh, 2020).
These were the basic advantages and disadvantages of using variances in assessing managers performance. This is one of the most important tool of budgetary control system. When raw information is used in the variance analysis decision making is quite bad at times so it is always said to do variance analysis on annual basis as if done for short period of time them it reduces its relevancy and also leads to increase in the cost of the management. 
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The purpose of this report is to present a view and explore about the efficacy of household cleaning methods and what kind of influence they have on the indoor as well as outdoor environment. This report will include whether the product should be made in-house or it should be imported from Brazil. The important consideration which have been taken in this report is that the company XLG is being operated in highly competitive environment and is producing two types of chemicals X and Y which instantly cleans off the surface and which can also be used to clean the kitchen surface and provides shines on all kinds of floor surfaces.
Above all the company is targeting upon:
1. The type of cleaning this chemical will provide and the reactions of public which will help in more sales as it is growing day by day, so this can be extremely helpful.
2. The effects of these cleaning chemicals.
3. How this has affected the people who use it and what are their views.
Competitive Advantage
It means that if an organisation wants to outstand itself then it should be innovative in its approach and thinking (Barney & Hesterly, 2009).  Just as in the case of XLG which is cleaning product company located in the eastern part of Britain which has produced two cleaning agents i.e chemical X and chemical Y. On one part where chemical X cleans stains on any surface and be used on upholstery fabrics and kitchen surfaces and on the other hand chemical Y cleans and shines all kinds of floor surfaces. This industry has been working since so long and in the competitive environment and has till now able to maintain its leading position due to the patent secured on its product named FamaQ which is a superior cleaning agent (Zulfikar, 2020).
Families are the highest in priority factors when it comes to cleaning in Britain or elsewhere. All users perceive these chemical cleaning products are necessary for every household but as they know that these are chemicals and are toxic, they use it in a controlled way. 
Now the company is planning to go online for sales due to lockdown to combat in the pandemic situation and the company wants to know the risk related and security related by going online its sales.
Even though the lockdown was announced by the prime minister except for the essential services such as medicines. The ban on the transportation has largely affected the import and export of goods and services. Now all types of business is going online due to the effects of COVID-19 but the best part about it is that every other business or occupation is going online which at first instance was not felt good but on later stages it was felt by the industries that going online reduces pain of travelling and other fixed expenses. This is on the good side on the part of employer. The effect of lockdown is so good and now people put extra efforts in the working (Omar, Ishak & Jusoh, 2020).
The product removes the dirt from the surface and the dust. Usage quantity is good but if this product is used in large amount then it can be injurious to health and impact human’s ability to fight more. these chemicals being environmentally safe but at the same time has no guarantee that human capability of toxicity has been considered at the priority and has been considered more than the government guidelines.
The product named famaQ has given competitive advantage to the company in many ways. Some of them are as follows:
· Reduction in the cost: the main advantage would be in the reduction of the cost as if the office has been set up physically then it would need a lot of money but while going online this cost can be reduced. There would be no need of securing any domain or setting up a website.
· Reduction in the staff: As there would be no office-based working which means there would not be any staff for sales because the work can be carried out automatically.
· Online presence creates saturated market place for business: There is a lot of competition in the market and if going online then a lot of company with same product is waiting in the competition so as a result it will lose in the middle of sea with so many similar companies.  
· Going online and making the product famaQ a high-level product will give competitive advantage to the company named XLG as it has maintained their market leading position due to the patent secured against famaQ. 
· The company can go both ways either producing it in house in the UK or keep importing it from Brazil as both ways are feasible for the company but from the point of view of profit making the more reliable is to produce it in-house instead of importing it from brazil.
· A lot of compliances need to be done if we go for importing such as we need to produce invoice i.e commercial invoice for import activities.
· Then there is need to make a list of products which are going to be imported.
· We need to have a certificate of origin from where it is coming and to where it is going.
· Contract between the parties and their agreed terms and conditions based upon which the parties will act accordingly.
· No breach of contract else either party can sue.
· The parties to the contract should know the terms and conditions and the route as well for importing the product.
· As per the market research done by the company it can be seen that the demand for both chemical X and chemical Y has been increased by 45% which is more likely that means the product has been demanded by the public at high pace and increased demand for the product gives a sense that the product will grow in the near future. One factor which needs to be considered is that at this time when every other company is facing downslide this product named famaQ sales has been increasing this shows that the impact of the product is very good that is why the public is accepting the product else this product sales would not have been risen. This company has taken safety as its priority and the product also deals with the cleaning measures and this quality attracts the increase in the sales volume of the product. Moreover, the company has also made efforts by taking care of how to react and treat people with good health and its surroundings clean. In many ways, the behaviour of the customers has been changed and is moved towards the acceleration of digital trends that were in motion before the pandemic hit. 
· Now a days the customers are more likely to buy a product which keep them and their surroundings clean and that is the reason why this product has emerged in more likely sales in this pandemic times. 
· Likewise, this can be ordered if the company goes for online sales that means there would be no interaction problems.
· The third reason which we can pick is that the cost of making a unit of famaQ in the UK is £3 with delivery times reducing by 15 working days which implies that if the product is imported from brazil it will cost £3 while reducing the days of working by fifteen where as if we make the product in-house then the cost of import will not be there and time which the product will take with importing would also be reduced. The product can be sold in distributed and not all together (Omar, Ishak & Jusoh, 2020).
· Diversify the range and then selling the product will impact more on sales.
The considerations explained above will be a matter of fact which cannot be ignored. In these hard times of COVID-19 where each company is going from tough times there is a need to implement such solutions which make the company grow. The demands have also been increased to 45% which means it has a growing phase in the coming times. However, reducing the time by fifteen days will impact more.
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