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[bookmark: _Toc123922995]Executive Summary
The current study sheds light on potential aspects based on management accounting that helps to provide effective aspects about management activities to the potential managers of the current organisation such as Amana Ltd. A monthly control report can be considered an effective element to analyse the gap between the flexible budget and the actual budget such as variances in an accurate way. Recommendations are to be utilised by the potential manager of the current organisation in order to fulfil its areas of improvement in a significant way. Potential state important to be developed by the manager of the current organisation in order to make decisions about selling its product on Amazon or selling products or services individually respectively.
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[bookmark: _Toc123922996]Introduction
The monthly management reports can be considered as the potential reports that help to assess and review the operational and financial performance of the organisation on a month-to-month basis accurately. Effective preparation of the concerned reports enables the management team to track the present and past performance of the respective organisation along with assisting in implementing informed business decisions over a specific period. The major aim ofreportsurrent study is to focus on the financial performance of Amana Ltd with the help of monthly control reports accurately.
[bookmark: _Toc123922997]PART A
[bookmark: _Toc123922998]i. Monthly Control Report 
(De Mel et al., 2022). The monthly control report of an organisation such as Amana Ltd can be evaluated in the following table: 
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Figure 1: Monthly Control Report
(Source: Created by the Author)
[bookmark: _Toc123922999]ii. Performance of Amana
Appropriate implementation of the monthly control report plays an important role in determining the financial performance and position of Amana Ltd during the financial year 2020 in a significant way. Potential variances, flexible budget and original budget can be effectively extracted from the monthly control report prepared for the current organisation's respective period (Hanif et al., 2019). It has been observed from the financial performance of the present organisation that the manager of the current organisation has estimated buying units of around 100,000 units over a respective period. However, the current organisation has managed to produce 80,000 units only during a specific period. As a result, the shortage of 20,000 units in terms of the gap between the flexible budget and the actual budget can lead to a variance of around 20,000 units respectively. Similarly, the actual selling price of £20 is comparatively lower than the estimated selling price of £25. As a result, the decrease in the level of the selling price in terms of the estimated budget and actual budget led to reducing the level of revenues generated by the current organisation during 2020. It evaluates a gap in the revenues predicted such as £2,500,000 as compared to the actual revenues of 1,600,000 respectively.
It has also been analysed from the financial performance of the present organisation that the cost of materials predicted by the potential manager is valued at £2.5 per unit. On the other hand, the actual level of material costs evaluated with the current organisation is valued at £2.8 per unit respectively. In addition, the cost of labour has been predicted to be £4 for every unit. On the contrary, the actual level of labour cost generated within the current organisation is valued at £4.4 per unit. Hence, it indicates that the actual costs of the current organisation are comparatively higher in comparison with the predicted level of cost which can be treated as unfavourable variances for the respective organisation (Ashraf et al., 2020). Furthermore, the level of predicted overhead cost amounted to £1.50 per unit whereas the present organisation has managed to reduce the level of actual overhead cost to around £1.20 for each unit. The gap in the original budget as compared to the actual budget in terms of overhead costs can be treated as a favourable aspect for the current organisation. It is due to the reduction in the level of costs within Amana Ltd over a respective period.
An increase in the level of predicted selling price of £25 per unit in comparison with the actual selling price of £20 for every unit can lead to an enhanced level of predicted contribution of £17,000,000 as compared to the actual contribution of £760,000 respectively. It has been analysed from the fixed overheads of the current organisation such as Amana Ltd that the potential manager estimated a warehouse rental of £200,000. However, the current firm has managed to attain the actual amount of a house rental of £170,000. It does not involve any changes in the cost of insurance in terms of the original budget and actual budget of £100,000 during the financial year 2020. On the other hand, the estimated full-time warehouse supervisor salary amounted to £50,000. On the contrary, the actual value of a full-time warehouse supervisor's salary evaluated by the current organisation over a respective period is valued at £35,000 respectively. As a result, the decrease in the level of actual fixed overheads as compared to the predicted fixed overheads can be considered an important factor for the current organisation to improve its financial position during the respective period accurately (Jędrzejka, 2019).
[bookmark: _Toc123923000]iii. Recommendations
Amana needs to make a potential focus on its area of improvement as an increase in the level of the selling price, reduction in the level of variable costs, and improvement in the level of profitability over a definite period. Increasing the value of sales within the concerned organisation can be esteemed as an important element as an increase in the level of sales can lead to enhancing the level of profitability of the respective organisations effectively. It is essential for the potential manager of the current entity to better understand its present and regular consumers by sending necessary surveys to share their opinions and thoughts (Fontaine et al., 2020). As a result, it can be helpful for the present entity to establish necessary adjustments to their processes or products based on the results of the survey to improve customer satisfaction and its level of sales respectively.
The development of a strong marketing plan is also important for the current organisation to reach its consumers along with breaking the limits of geographical aspects in an accurate way. The marketing plan can be established by Amana through utilising email, online reviews and social media to engage with consumers accurately.  It can lead to overcoming the problem of a reduced level of sales during a definite period for the current organisation in a significant way (Panda and Tiwari, 2019). Offering discounts also plays an important role for the current entity to enhance the level of sales along with increasing the base of the consumer appropriately. Offering bundles of the product that helps to add a higher level of value to the purchase of consumers can also be considered as a potential element to increase the level of sales within the current organisation effectively.
The relevant manager of Amana Ltd needs to get indulged in developing potential strategies for reducing the level of supply expenses to cut unnecessary costs within the business extensively. Affordable office supplies with a large level of discount suppliers that can often beat the traditional prices of office supplies need to be evaluated by the respective manager of the present entity (Alandejani, 2022). Necessary strategies are also important to be implemented by the potential manager to cost production within the organisation in an accurate way. The operational efficiency of Amana Ltd needs to be effectively measured and tracked by the potential manager to adjust the utilisation of available resources over a specific period. The performance parameters are important to be established that help to reflect the goals of efficiency along with providing incentives during the fulfilment of the concerned objective effectively (Heidari et al., 2020).
The potential manager of Amana Ltd needs to develop the necessary strategies for reducing the level of cost and financial accounting to improve the level of revenues and profitability over a respective period. The relevant managers need to save potential money on insurance by comparing the providers for extremely competitive rates along with asking the insurance provider to match their respective rates effectively. Bank accounts for insurance policies are also important to be concentrated by Mr Amana to reduce the level of cost and financial accounts over a definite period. It is also important for the concerned individual to evaluate the policies of insurance in such a manner that helps to ensure that the coverage cannot be considered to be a duplicate or insured respectively (Dray et al., 2020). Opportunity cost needs to be considered by Mr Amana along with its effect related to debt payments on the cash flow to cut the level of cost and financial accounts extensively.
Effective modernization of marketing efforts can also be treated as an important factor for Mr Amana to reduce the level of its cost along with maximising the level of revenue and profitability over a definite period (Ibrahim et al., 2020). It is vital for the potential manager of Amana Ltd to establish an email list for its consumers along with an implementation of a referral program to modernise their efforts for marketing effectively. The utilisation of social media needs to be enhanced along with reducing the implementation of traditional marketing to improve the level of consumer satisfaction which can lead to enhancing the brand image of the current organisation extensively.
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Mr Amana needs to sell its product or services on Amazon directly and effectively rather than establishing its online shop over the respective period. It has been observed from the operational costs that the fulfilment fees of Amazon are valued at £50,000, which is comparatively lower than the cost of establishing a delivery network of £150,000. It has been analysed from the potential performance of Amana Ltd that there are higher levels of competition between the sovereigns of Amana along with other sellers on the concerned platforms. As a result, it has been observed by the potential manager of the concerned organisation that Amazon can provide a necessary guarantee of selling 65,000 units in terms of enhancing the level of demand respectively. It can be considered an important element for the present organisation to attain a certain level of revenue over a definite period in an accurate way (Hmayakyan, 2019). The relevant benefits that can also be extracted by Mr Amana in terms of selling his product or services on Amazon can be evaluated in the following:
· Improved level of shopping habits
The habits of shopping among consumers are repeatedly changing over a specific period. Consumers primarily prefer to shop online in comparison with the traditional method of shopping respectively. Online shopping can be considered more practical, convenient and meaningful for consumers as compared to the traditional method of shopping (Humphries et al., 2020). Consumers can purchase clothes, eBooks and many more with the help of utilising their computer, phone or tablet in their comfort zone. As a result, selling necessary products or services on Amazon can be beneficial for Amana Ltd to improve its level of profitability and productivity over the respective market accurately. 
· Huge level of individuals connected on Amazon
Numerous organisations engaged in providing a lot of money and time on developing marketing strategies to improve their visibility on Google (Culpepper and Thelen, 2020). Google can be treated as an accurate and first place for searching various brands, products and answers over numerous years. As a result, selling products on Amazon can be helpful for the present organisation to appear on the top search engine such as Google for online shopping to attract the level of attention from a large number of individuals across the globe. 
· Equivalent conditions for all individuals
Amazon can be considered an important platform to provide a level playing field for both small retailers and large retailers respectively (Taher, 2021). As a result, the concerned opportunities can also be gained by Mr Amana over the respective market. It can be beneficial for the present organisation to make a necessary competition with the bigger organisations in an easy way in terms of standing its products or services out from the majority to improve its level of brand image extensively. Mr Amana needs to try the "Fulfilment by Amazon" reseller service, within which utmost care can be provided by Amazon in terms of its products along with sending them to potential consumers in an accurate manner (Bloodstein, 2019). 
· Establishing a better reputation for the business
An increased level of reputation can be evolved within Amana Ltd with the help of selling its potential services or products on Amazon over the respective market. Selling products or services to Amazon can lead to a higher level of confidence in the consumers with the price and quality of the products as compared to selling its products or services individually. Consumers can also feel comfortable and trusted with providing their information based on credit cards within Amazon and can also trust to not receive any unsolicited emails from merchants (Bullard, 2019). The potential level of security to sell services on Amazon can be helpful for the present organisation to provide immense levels of trust about the quality and price of the products to its customers significantly. 
· Higher level of profits
Effective selling of products or services on Amazon can be demonstrated as an important factor for Amana Ltd to generate a higher level of profits over a definite period. Higher prices can also be charged by the present organisation for its product due to the quality level of trust and security provided by Amazon to its consumers efficiently. Amazon can be treated as a retailer that is highly engaged in making money through selling its products or services at a competitive price over the respective market. Amazon can also play an important role in regularly striving to satisfy the consumers with its overall experience in shopping which in turn be helpful for Amana Ltd respectively. 
· Acquisition of new consumers
Potential selling of services or products by Amana Ltd on Amazon can lead to acquiring new consumers, which can be challenging for the concerned organisation to sell its products or services individually. Acquisition of new consumers plays an important role for the present organisation to extract the new tastes and preferences of the consumers to produce the products and services as per the concerned tastes and preferences effectively (Kawa and Wałęsiak, 2019). 
· Better experience for the user
Amazon plays an important role to provide an exceptional experience of shopping to its consumers which can be helpful for the current organisation to improve its level of brand image in an accurate way (Aversa et al., 2021). Amazon also allows its consumers a very simple replacement of the product and quick refund to improve the level of satisfaction among the consumer respectively. Amazon can also provide an effective responsibility in terms of excellent customer support involving the third-party vendors to Amana Limited in an efficient way over a specific market. 
[bookmark: _Toc123923003]Conclusion
The above study focuses on the critical aspects based on management accounting that are important to be utilised by Mr Amana to improve the level of profitability and productivity of the current organisation such as Amana Ltd. in a significant way. Effective preparation of monthly control reports plays an important role to assess the flexible budget, original budget and variances of the concerned organisation in a significant way. The relevant recommendations have been highlighted that are important to be analysed by Mr Amana to improve its critical areas in a significant way. It can be profitable for Amana Ltd. to sell its product on Amazon to enhance its level of profitability as compared to selling its product or services individually.
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Mr. Amana

Monthly Control Report

For the period ended 31.12.2020

Flexible Actual  Variance Favourable/Un

Particulars Budget (£) Budget(f)  (£) favourable
Units 100000 80000 20000 Unfavourable
Selling Price 25 20 5 Unfavourable
Sales 2500000 1600000 900000  Unfavourable
Variable Costs:
Materials 250000 280000  -30000  Unfavourable
Labour 400000 440000 -40000  Unfavourable
Overhead 150000 120000 30000  Favourable
Contribution 1700000 760000 940000  Favourable
Fixed Overheads:
Warehouse Rental 200000 170000 30000  Favourable
Insurance 100000 100000 0 Favourable
Fulltime Warehouse

Supervisor Salary 50000 35000 15000 Favourable




