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Assignment 2 Written Report 
Introduction 
Amana Ltd. is an English tourist company that offers mementos to visitors. It is a family-owned company.  The company has multiple locations in popular tourist areas in England, including Manchester City Centre, Birmingham City Centre, Buckingham Palace, London Bridge, and Brighton. The Amana team creates the designs, while Chinese manufacturers construct the souvenirs.
Amana Ltd has been in operation for 40 years and has seen how the tourism sector has changed. The Covid-19 outbreak has exploded in England, driving the government to impose movement and travel restrictions, causing the tourism industry to suffer. Amana's earnings plummeted in April 2020 as guests were unable to travel for the Easter holidays; sales increased marginally in the summer of 2020; however, the lengthy shutdown between December 2020 and February 2021 drained any extra income generated in the summer. Amana Ltd formerly mainly traded through physical shops, with a functional website serving as a marketing platform.
This report seeks to offer a monthly control report that includes the original budget, flexed budget, and variations. Using this control report, I will draft a report on Amana's performance in 2020. I will also offer recommendations to Amana's CEO on areas for development. Aside from that, Mr. Amana has seen that other competitors now sell online to clients in Europe, the United States, and the United Kingdom. He's thought about closing the businesses in Manchester City Centre, Brighton, and Birmingham City Centre in order to streamline operations and move 50% of their sales online. Furthermore, this study will examine Mr. Amana's decision to shop online and make recommendations regarding whether they should launch their own ecommerce marketplace or sell on Amazon, taking into account all pertinent costs.
Task 1
As noted below, Amana Ltd. has been severely damaged by the covid-19 outbreak. There were both good and negative differences in the company's performance, it was found after evaluating the variances. To reduce the danger of negative variation for the company, cost-effective labour has been highly suggested.
i. Monthly control report showing original budget, flexed budget, and variances
	
	Original budget 
	Actual 
	Variance 

	Units 
	100,000.00
	80,000.00
	20,000.00

	Price (selling)
	£25.00
	£20.00
	£5.00

	Costs (variable)
	
	
	

	Materials 
	£250,000.00
	£280,000.00
	-£30,000.00

	Labour 
	£400,000.00
	£440,000.00
	-£40,000.00

	OH
	£150,000.00
	£120,000.00
	£30,000.00

	Contribution 
	£1,700,000.00
	£760,000.00
	£940,000.00

	Fixed OH
	
	
	

	Rent (Warehouse)
	£200,000.00
	£170,000.00
	£30,000.00

	Insurance 
	£100,000.00
	£100,000.00
	£0.00

	Salary (full-time warehouse supervisor) 
	£50,000.00
	£35,000.00
	£15,000.00



ii. Report on Amana’s Performance in 2020
Amana Ltd is a corporation that specializes in the tourism industry. The Covid-19 outbreak seriously impeded travel operations, negatively impacting the organisation in the process (Setyawan and Gamayuni, 2020). Both anticipated and actual expenses are considered when evaluating this company's performance in 2020. Notably, both positive and negative variations have been explored in order to carry out this discussion successfully. The variance was calculated using the stated budget in the first section of the discussion.
According to the control report, Amana chose to sell £100,000 units at 25 pounds. The actual units, however, were determined to be £80,000 at a rate of 20 pounds. In this case, one may argue that the corporation could not sell the planned number of units at the predicted cost. Furthermore, when variable expenses are evaluated, it is discovered that they were anticipated to cost the company £250,000, but they actually cost the company £280,000. As a result, the variance here was negative.
In addition, when labour is taken into account, Amana Ltd also saw an unfavourable variance in this area. Notably, the corporation planned to spend £400,000 on labour but actually spent £440,000. Furthermore, when overhead is included in, the company had a £30,000 positive variance. That example, whereas the corporation planned to contribute £1,700,000, the actual cost was £760,000. In this context, the corporation experienced a positive variance of £940,000.
Furthermore, the warehouse rent was estimated at £200,000, but only £170,000 was spent. Thus, the variance is positive in this case, with a difference of £30,000. However, if insurance is taken into account, the company planned £100,000, and the total expenses were also £100,000.  As a result, there were no beneficial or unfavourable alterations in this case. Aside from these, the corporation had originally allocated £50,000 for the warehouse supervisor's salary. However, the actual cost was stated as £35,000. As the initial budget cost is greater than the actual cost, it is plausible to assume that there is a positive variance of £15,000 in this example.
Generally speaking, the variance was both favourable and unfavourable (Maheshwarim 2021). 
iii. Recommendations on areas of improvement 
In light of Amana Limited's performance, it has been determined that the company was experiencing significant difficulties. There were certain unfavourable differences in the company in this context. As a result, the following has been recommended to assist the company in boosting its overall performance: 
1. Amana Ltd should use less expensive materials whenever possible (Lewis, 2021). Depending on market demands and company methods, products can typically be created using a variety of materials. When exploring a change in the materials used in their goods, Amana Ltd should analyse all elements involved in order to save money while maintaining product qualify (Lewis, 2021).
2. Amana Ltd should also leverage its suppliers (Lewis, 2021). In many circumstances, a little investigation will bring up alternative vendors of similar products. Amana Ltd should examine whether suppliers have distinguishing characteristics and whether these distinguishing characteristics assist the company or its consumers (Lewis, 2021). Is it worth it, for example, to have a quicker delivery time or attractive financing at a slightly more expensive price? If not, go with the supplier who offers the product at a lesser price (Lewis, 2021).
3. Amana Ltd should participate in cooperative purchase agreements to obtain purchasing strength in order to minimize the cost of raw materials (Lewis, 2021). It is a well-known fact that the larger the order, the more attentive the vendor is. Higher volume earns appreciation and discounts. Contact other companies that utilize your suppliers to merge orders, thereby raising the supplier's per-order quantity (Lewis, 2021). Because most suppliers manage sales and logistics separately, forcing the seller to send different parts of the order to different locations should not be a problem. If necessary, Amana Ltd can think about joining forces with its rivals to increase its negotiating power with suppliers (Lewis, 2021). Each company will not have an edge over the other because Amana Ltd. and its rival will pay the same amount for the same material. For each business, it is beneficial.
4. To reduce the cost of labour, Amana Ltd should reduce employee turnover and increase productivity (Team, 2022). It is significantly more expensive to replace an employee than it is to keep an excellent employee. As a result, Amana Ltd should put effort into keeping its employees pleased. Amana Ltd must attract and retain exceptional employees, as well as using emerging technologies to empower a smarter team in order to produce quality products and give excellent service (Team, 2022). According to research, more employees are concerned about job security; Amana should assist its employees in feeling more comfortable in their jobs to lessen the possibility of undesirable employee turnover (Team, 2022). This can be accomplished through empowering its team, providing personnel with a seat at the table, and prioritizing employee welfare.
5. Besides, to reduce the cost of labour, Amana Ltd should incentivize performance. Bonuses and commission payments are excellent strategies to motivate staff to constantly produce their best work (Team, 2022). Bonus programs should be based on measurable performance criteria. Similarly, commission programs should be dependent on fulfilling important sales KPIs (Team, 2022). When staff is when they are more productive, sales will certainly improve, resulting in higher profits and employee morale.
Part II
Mr. Amana made the right choice to shift 50% of his company's sales from an offline to an online channel. The branches of his business in Brighton, Manchester, and Birmingham will only be able to serve a small segment of the population. While Amana Souvenirs can benefit from a larger base of loyal customers thanks to the presence of these outlets, the likelihood that it will be able to attract new consumers is limited. Meanwhile, the costs of maintaining physical outlets will be high. Amana Ltd may dramatically grow its customer and market share base by channelling half of its anticipated sales through an online strategy that targets Europe, the United States, and the United Kingdom. It can plan to renovate or relocate its remaining offline locations at the same time to serve domestic customers and its loyal supporters.
Amana Ltd can either put up an online store or sell through Amazon when opting on the internet sales channel. A dedicated internet store might ensure the sale of 100,000 units a year, but it comes at a high setup cost of GBP 200,000 and an ongoing cost of GBP 35,000 per year. However, selling through Amazon will have a recurrent annual cost of GBP 50,000 and ensure the sale of 65,000 units.
In addition to making an investment decision based on the aforementioned statistics, Amana Ltd. will need to take into account the brand's current visibility in the United States, the United Kingdom, and Europe as well as the marketing costs that will be required to be incurred to raise brand awareness in these regions. One may argue that the brand's recognition is restricted to specific regions of the United Kingdom because it only operated through offline outlets in a few UK cities.
Amazon is the biggest marketplace and the leading eCommerce provider worldwide (Culafic, 2022). According to studies, Amazon is the source of more than 66% of product searches. That everybody, in some way, shape, or form, uses the Amazon marketplace. The COVID-19 pandemic has dramatically altered our way of life. E-commerce increased by 4-6 years in a short of months (Culafic, 2022). Amana Ltd will benefit in a variety of ways from selling on Amazon.
Selling on Amazon will make it simple for Amana Ltd. to reach a huge client base (Berry, 2020). Amazon's app was used by 150.6 million mobile users as of September 2019. More than 150 million people now subscribe to Amazon Prime. After the sharp rise in eCommerce sales the previous year, this number is significantly higher (Berry, 2020). With more than 197 million subscribers, Amazon presents a fantastic potential to draw in new and inexperienced customers and grow Amana's audience far more quickly than its eCommerce site.
Furthermore, selling on Amazon does not at all require any upfront fees. It is not necessary for Amana Ltd to build up its website or to pay for hosting, marketing, or design resources (Wisniach, 2022). Everything that Amazon needs to put up on its storefront is already in stock. Additionally, Amazon is in charge of delivery, storage, and packaging. Amana's products are stored, stocked, and even shipped by Amazon as part of the Fulfilment by Amazon (FBA) program in return for a small fee (Wisniach, 2022). That indicates that Amana Ltd. does not need a warehouse or full-service packing and delivery. Amana doesn't have to worry about logistics because Amazon has fulfilment centres all throughout the country. For many companies, the FBA plan is a game-changer because it lowers the start-up costs of operating an eCommerce store even more and eliminates any entry obstacles that existed in the past (Wisniach, 2022).
Amana Ltd will also benefit from integrated marketing thanks to selling on Amazon. Amana Ltd. does not need to spend money on its marketing infrastructure because Amazon Marketplace manages all of its SEO and performs marketing and retargeting efforts for its clients (Culafic, 2022). On behalf of Amana, the online marketplace distributes rewards, promotions, and shopping cart abandonment campaigns (Culafic, 2022). Therefore, Amana Ltd. does not need to purchase any outside marketing instruments.
In addition, selling through Amazon will help Amana Ltd access a robust advertising platform. Amazon's marketing platform is among the most advanced in the world. Amazon provides a variety of ad formats, including audio, video, display, sponsored brands, Amazon PPC, Amazon-supported items, and live-streamed commercials (Culafic, 2022). Amazon's Seller Central is simple to use. Another significant benefit of selling on Amazon is that Amana Ltd can simply extend to other worldwide markets (Culafic, 2022). Amazon is offered in 58 countries globally, reaching 1.2 billion people.
However, selling on Amazon has a number of drawbacks that may jeopardize Amana Ltd.’s business. This includes, but is not limited to, intense competition, high fees, and low profit margins (Culafic, 2022). The level of competition is really high. The marketplace includes 6.3 million online vendors worldwide. Many vendors, including major merchants and corporations, sell their products on Amazon. Competition is becoming increasingly fierce in many fields. Buyers may never notice Amana Ltd.’s products if the company is not cautious with product selection. There are also numerous Chinese merchants who replicate items and sell them at a significantly lower price (Culafic, 2022). As a result, Amana Ltd should always stand out and work hard to earn 5-star reviews every time. In addition, Amazon charges a CPA fee for each sale, which is typically between 8% and 15%. The proportion varies according to the product category. After deducting seller fees, FBA fees, taxes, and advertising costs, each item has a modest profit margin.     
It will be ideal for Amana Ltd. to think about selling through Amazon initially for at least 1-2 years, bearing in mind all the aforementioned factors. While it is anticipated to face stiff competition in this seller sector, it will give Mr. Amana honest input about the degree of product acceptability in the targeted markets and develop marketing efforts in line with that feedback to foster long-term customer loyalty and awareness (Culafic, 2022). Mr. Amana can think about converting to a specialized online store for Amana Ltd. after significantly raising the product's brand recognition in the targeted market over the first 1-2 years.  
For Amana Ltd to expand its business, creating an eCommerce store might be a major step in the right path. It might sound frightening, but it doesn't have to be. Amana Ltd may quickly set up its store using an eCommerce platform like BigCommerce (Culafic, 2022). Amana Ltd should put forth the same amount of effort into each product listing that it would on Amazon. The consumer experience is thereafter completely under the control of Amana Ltd. Amana can put as much time and attention into each relationship with a client, develop a referral and incentives program to foster customer loyalty, and concentrate on marketing initiatives.
Selling on its online store will assist Amana Ltd in increasing brand recognition. Amana can increase the trust of its brand by having a decent website. Customers feel more confident purchasing its items as a result of the increased customer trust. Additionally, Amana might share its brand story on its website to foster a favourable perception among its clients. Another significant advantage of selling on your eCommerce site is that you have complete control over your consumer data. You may establish an email list and interact directly with customers. Amana Ltd can also redirect visitors and leads using push alerts, social media ads, text messaging, email campaigns, and messenger chat messages.
Finally, while determining where to sell its products, Amana Ltd must evaluate its specialization as well as the amount of time and money willing to devote. Before deciding on Amazon or creating your own eCommerce business, Amana Ltd must examine the advantages and cons.
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