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Part A
Original and Flexed Budgets of Amana Ltd
	
	£££
	£££
Original
	£££
Flexed (Sold Goods)

	Units
	
	100,000
	80,000

	Sales Price
	
	25
	20

	Sales Income
	=
	2,500,000
	1,600,000

	Costs of Goods Sold
	Pre-Unit Costs
	
	

	Direct Material
	2.50
	250,000
	200,000

	Direct Labour
	4                      
	400,000
	320,000

	Variable Manufacturing Overhead
	1.50                 
	150,000
	120,000

	Total Cost of Goods
	
	800,000
	640,000

	Gross Profit
	=
	1,700,000
	960,000

	Contribution
	17
	
	

	Fixed Administrative expenses
	
	350,000
	305,000

	Net Income Loss
	
	1,450,000
	655,000


	Variances 
	1,450,000
	
	

	
	655,000
	
	

	=
	795,000
	
	



Amana Ltd Performance Report for 2020
	
	
	£££

	Gross Profit Margin
	Revenue 
	2,500,000

	
	(Cost of Sales) 
	  (800,000)

	
	
	1,700,000

	Current Ratio
	Current Assets
	3,150,000

	
	Current Liabilities 
	   350,000

	
	
	3,450,000

	Working Capital
	Current Assets
	3,150,000

	
	(Current Liabilities) 
	  (350,000)

	
	 
	2,800,000



Management accounting is focused on strategic decision-making based on financial information about a business. This section will discuss how I believe Amana's CEO might strengthen the management accounting area of the organisation. However, let’s first present the key points of Management Accounting: 
· Management accounting makes use of financial data to assist the business's executives in making strategic decisions.
· This accountancy segment is used to create budgets, predict, establish key performance metrics, and manage team objectives.
· Managerial accounting encompasses margin analysis and constraint analysis, which are used to guide a business's long-term budgeting.
Management accounting is the process through which a firm's administrators locate, evaluate, and comprehend critical financial data and reports it to senior executives. This data is crucial for making business choices that are predicated on the firm ’s financial position, predictions, and patterns (Akroyd & L., 2021). Managerial accounting is comparable to financial accounting in that both entail the preparation of documents and reports. Nevertheless, the evaluation and reporting in management accounting reports are related to the financial accounting documents and reports which are used to form judgments about a particular organisation and its future orientation. Management accounting, similar to financial accounting, is frequently facilitated through the use of accounting system. Similarly to how most small company accounting software facilitates the generation of financial accounting forecasts, software may facilitate the generation of bespoke reports and projections relying on this information (Carsten, 2020).
Financial accounting and management accounting are fundamentally different in terms of the research and reports produced, as well as the views they provide. Whereas the intricacy of their structure varies, the majority of businesses require use of both financial and management accounting, albeit on a limited scale. Instead, business executives are obliged to make even less informed judgments (Carsten, 2020).
Management accounting is the practice of assessing financial data about just a firm, interpreting it, and utilising it to make commercial choices. This process occurs at numerous levels within a company, although in general, representatives of different teams develop budgets, projections, and plans, which they subsequently submit to top manager for approval. Management may get insights into a corporate history or present finances via financial reporting, although it is management way to account that enables them to transform this information into actionable analyses (Akroyd & L., 2021).

In other terms, management accounting is the process through which a firm's managers locate, evaluate, and comprehend critical financial information and deliver it to top leadership. This data is crucial for making business choices that are dependent on the company's finances, predictions, and trends. Managerial accounting is comparable to financial accounting in that both entail the preparation of statements (Apostolides, 2016). Nevertheless, the research and reporting in management accounting reports are related to the financial accounting reporting and are used to form judgments about a particular organisation and its future orientation. Management accounting, as financial reporting, is frequently facilitated through the use of accounting system. Similarly to how most small company accounting software facilitates the generation of financial accounting reports, software may facilitate the generation of bespoke reports and projections depending on this information (Adler, 2013).
Management accounting is critical to organisations because it enables them to convert raw financial data into reporting which can be examined and utilised to make strategic business choices. And besides, financial accounting is meaningless unless you adapt the findings to the company's strategies and actions (Adler, 2013). These are just a few of the critical business choices that management accounting affects:
· Expenditure budgeting.
· Sales and adjustable expenditures forecast.
· Establishing objectives for the company, certain teams and divisions, and even individual personnel.
· Measuring success through monitoring key performance metrics (KPMs).
· Calculating the worth of a firm or particular resources for the purpose of purchasing or selling.
While management accounting may benefit firms in a variety of ways, it can create certain difficulties. To begin, you must create reports in order for the strategy to be beneficial (though most accounting software makes this relatively easy). Additionally, although management accounting simplifies the process of transforming data into actionable insight, it does not make judgments for you (Apostolides, 2016). You (or the middle management of your organisation) must draw on your years of experience and expertise to evaluate the data and make the best business choices. Although management accounting may provide clarity for straightforward yes-or-no decisions (such as whether to purchase an asset or sell a division), it is less useful for deciding among several alternatives. Finally, the choices Amana's managers would make after evaluating financial statements should be predicated on not only senior leadership insight, as well as on the firm's tolerance for risk, industry standards, the stage of the growth phase in which the company currently operating, and your particular growth goals. There are no hard-and-fast standards for making company accounting-related choices (Carsten, 2020).
Management accounting has a plethora of applications. While most businesses do not use all of categories, the applicable use instances vary each organisation, often based on the scale of the business, the sector, as well as the practises and preferences of line managers (Carsten, 2020).
The following are among the aspects of management financial reporting:
· Calculate the cost of inventories or a task.
· Developing a break-even analysis.
· Identifying the bottlenecks and limits in the business (constraints).
· Cost optimization of items or jobs.
· Analysing revenue and cost patterns.
· Budgeting for the organisation and departments.
· Conducting a cost-benefit analysis of transaction costs and efficiency.
· Pricing and establishing sales objectives or quotas (Apostolides, 2016).
While some firms utilise management accounting to do all of these duties, the majority of businesses rely on just a subset of these services. Because management accounting is intended to assist managers in making choices, individual procedures vary significantly according to the unique demands of managers within a given team, department, or firm (Apostolides, 2016).
Particularly in the case of Amana Ltd, the management could take, in my opinion, three key steps which could definitely improve the current situation in terms of the Management Accounting segment (Akroyd & L., 2021), and in terms of decision making based on accounts: 
· Improving costs management - By definition, management accounting enables us to greatly accelerate the categorisation of a business's expenses. That is, by meticulously itemising all expenditures spent, we may enhance their administration and monitoring. Cost management improvements result in increased control over budget compliance. Budgets may be closely watched to identify issues, deviations, unethical behaviour, and unplanned expenses, among other things, and to exercise complete control over how the corporation's economic assets are used. As a result of the above, if the cost of employees' travel increases, the cause will be much simpler to identify - increasing taxi costs, increased gas prices, and so on (Akroyd & L., 2021).
· Simplify profits assessment - We've addressed cost classification, but management accounting also enables more precise cost allocation to departments, cost centres, and even customers or projects. We may examine the cost efficiency of the task completed and determine the revenue generated per individual client, order, or another item. This also enables us to increase the efficiency of the business by selecting lucrative customers or kinds of projects, refocusing the business when appropriate, and enhancing cost effectiveness via analysis of indirect expenses, among other things. This holds true for the firm's units or cost units as well. We may assess profitability using management accounting by taking into account elements other than strictly financial concerns. For instance, since Amana has several locations around the United Kingdom, they can determine which locations are the most lucrative or the return created by marketing and finance units, two functions that are not precisely productive (Akroyd & L., 2021).
· Improve management methods of Data Gathering and Data Evaluation - All the examples above demonstrate the value that management accounting can provide to a business. However, the issue is often one of obtaining the appropriate information. Furthermore, there are budgetary control software solutions available that give critical data and speed up the process of developing an efficient enough management accounting strategy. Amana Ltd enables its customers to classify business travel expenses not just quickly and automatically by kind, but also by sector, cost unit, and even by worker and mode of payment. The accountant may extract all the data in order to examine and classify the information in the most feasible way (Carsten, 2020).

Part B
The purpose of relevant costing is to ascertain the objective price of a business action. The amount to which a company action will result in cash outflows is an objective standard of its expense. Relevant costing concentrates only on that and disregards other expenses that have no bearing on future cash flows. The fundamental ideas of relevant costing are rather straightforward, and you are undoubtedly familiar with them from your own life observations with financial choices. Relevant costing is simply a more nuanced implementation of these fundamental concepts to marketing decisions. The capacity to select what is and is not relevant to a strategic move is critical to consists of a total (Apostolides, 2016).
Based on Amana’s situation, in my opinion, it would be best if the company decides to step up for becoming an Amazon seller due to multiple reasons. First of all, we can see that creating your own shopping website is quite expensive, mostly because of the need of establishing efficient delivery network, having a good IT team (not only one IT developer), and investing quite a large amount in Digital Marketing (around £50,000 for the first six month of existence. This makes about £400,000 initial expenses for starting the online business of Amana. If we compare all these numbers to the Amazon fulfilment fee, which is only £50,000, the decision of picking Amazon seems much more efficiently relevant, at least at the start of the online adventure of Amana Ltd. There are, though, various factors why using the Amazon marketplace is preferable for people wishing to establish their own company, most of them having to do with an innate early intervention service. As a new business online, momentum is difficult to come by. If you value visibility, simplicity, and growth, Amazon is the location to just be. 
For instance, establishing your own website provides you with a "centre of attention" that attracts attention off from other merchants in your sector. While this is accurate, you still require a community to reach your limelight. This is referred to as "traffic" in the world of e-commerce. In comparison to the actual world, internet activity keeps it fresh, boosts revenue, and generally signals success for the majority of firms (Byrd, 2016). Traffic is, in many ways, the grease and lifeblood of every internet company strategy. There is no better way to get consistent, high-intent visitors than via Amazon. As of 2021, Amazon is the market leader (by an almost hilarious margin) in terms of e-commerce market traffic. Simply said, nowhere else on the Internet will you get this level of access to this many online buyers in one location. It's unsurprising; with Amazon Prime as well as an unmatched product range, Amazon is often the first place many consumers look. Not only is Amazon the epicentre for steady, high-volume consumer traffic, but consumers visit Amazon often do so with the intention of purchasing (Olmez & Kraynak, 2020).
A critical component of selling on Amazon is the Integrated Ads (digital marketing) services that Amazon provides to its corporate customers. Whenever you see a "Sponsored" product category, it signifies that the Amazon merchant is promoting their Amazon listings to the top of the list using the Amazon Sponsored Ads programme. Amazon PPC (pay per click) marketing enables new Amazon sellers to promote their items immediately, regardless of their past advertising experience. As the name implies, vendors are compensated only when a customer clicks on their advertisement (Olmez & Kraynak, 2020). With the flexibility of manually or automatically running ad campaigns, Amazon PPC enables sellers to pre-determine their marketing budget range in advance, allowing them to better monitor that much of their assets are spent on advertising. Amazon PPC is among the most effective methods for increasing brand sales and brand awareness, even while monitoring your advertisement data. Additionally, each new e-commerce enterprise entails the pressure of establishing a new firm. Finding the correct things to offer, dealing with consumer complaints, optimising your marketing budget, and figuring out how to make your work listing stand out when others fall short. One of the primary perks of selling on Amazon is the wealth of seller resources accessible to you. It seems there are innumerable Facebook groups and networking events dedicated to the Amazon arena, but there are also specialist Amazon selling tools that enable you grow your Amazon company from a one-of-a-kind pastime to a six-figure enterprise (Byrd, 2016).
Finally, if the firm can successfully sell on Amazon and via their own page (both at the same time), it's something Amana must carefully explore. It combines both e-commerce tactics into a single, integrated sales funnel. As previously said, Amana might begin by selling on Amazon in order to gain enough finances to establish their own selling network and therefore sell on both platforms. That should be the company's ultimate objective in terms of online e-commerce (Byrd, 2016).
Nevertheless, Amana should take into consideration the following expectations while becoming an Amazon vendor. For example, their primary attention should be on your Amazon online shop (and product descriptions). This is ultimately where the majority of consumers will make purchases, where a significant portion of the firm's paid advertising efforts should focus, and simply, where the company will get the most backing (resources, troubleshooting, logistical ease) (Olmez & Kraynak, 2020). Certainly, Amazon is a very competitive area – but it's also where you can have the greatest chance of carving out a sizable monthly profit. Additionally, you must get your own, brand-specific landing page. That's how you'll connect consumers authentically, focus your social media activities, and develop your remarketing skills to convert one-time purchasers into recurring customers. Your consumers, not those of Amazon (Byrd, 2016).
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