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[bookmark: _Toc68096909]Introduction 
The report has been focussed on the management accounting in a family-owned business Amana Ltd. that has been indulged in selling souvenir. Management Accounting is referred to as the utilization of financial accounting by the managers in internal management team for the purpose of making decision for future (Drury, 2018). The tourism business in UK has been drastically hit by the pandemic. The report will be based on the actions and measures that are to be taken by the management to cope up with the downfall in the organization. There has been cost break down of the organizational expenses and income which will be helpful to form relevant budgets. The evaluation of the conditions existing in the business has been done. There has been a shift from the physical stores to online business which will require the analysis of the qualitative and quantitative benefits of the business. The report has been prepared with a view to provide recommendations for heading to online business.
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[bookmark: _Toc68096911]Prepare the monthly control report showing original budget, flexed budget, and variances.
Monthly Control Reports: These are the presentation of the business reports that are prepared by the management for monitoring and controlling the operational performance of the organization in a frequency period of a month.
Monthly management or control reports may comprise of the elements like financial statement or the budgets that are prepared to check the variances of the actual performance e with that of the expected targets set by the senior authorities. The report has been consisting of the budgeted and the actual performance of Amana Ltd. The budget will reveal the difference in the amount that has been representing the amounts that are not accomplished by the management in the assigned time frame. 
Budget: A budget is expressed as the future projection of the revenue and expenses incurred in a given time period. Budgets are of critical significance in the corporate world for attaining efficiency and effectiveness in the functioning of the organisation. Amana Ltd. Has been preparing budget and making the comparison of the same with the actual performance which will help them to identify the key areas to be focused for improvement (Gao et. al. 2019).
Flexed budget can be explained as the actual performance of an organization that is to be accounted for. The comparison will ensure to entrust the improvement areas and excellence.
Original budgeted Figures

	
	Units 100000

	Particulars 
	Original budget 
	Amount 

	Units
	100000
	 

	Selling price
	25
	2500000

	Variable costs:
	 
	 

	Materials
	2.5
	250000

	Labour
	4
	400000

	Overhead
	1.5
	150000

	Contribution
	17
	1700000

	Fixed overheads:
	 
	 

	Warehouse rental
	 
	200,000

	Insurance
	 
	100,000

	Fulltime warehouse supervisor salary
	 
	50,000

	Net Income 
	 
	1,350,000



Flexed Budgets for Amana Ltd.
	
	Units 100000

	Particulars 
	Original budget 
	Amount 

	Units
	80000
	 

	Selling price
	20
	1600000

	Variable costs:
	 
	 

	Materials
	280,000
	280,000

	Labour
	440,000
	440,000

	Overhead
	120,000
	120,000

	Contribution
	 
	760,000

	Fixed overheads:
	 
	 

	Warehouse rental
	170,000
	170,000

	Insurance
	100,000
	100,000

	Fulltime warehouse supervisor salary
	35,000
	35,000

	Net Income 
	 
	455,000



Budget prepared after considering the expected sales on the actual selling price received by the management that is £ 20. 

	
	Units 100000

	Particulars 
	Original budget 
	Amount 

	Units
	80000
	 

	Selling price
	20
	1600000

	Variable costs:
	 
	 

	Materials
	280,000
	280,000

	Labour
	440,000
	440,000

	Overhead
	120,000
	120,000

	Contribution
	 
	760,000

	Fixed overheads:
	 
	 

	Warehouse rental
	170,000
	170,000

	Insurance
	100,000
	100,000

	Fulltime warehouse supervisor salary
	35,000
	35,000

	Net Income 
	 
	455,000
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Amana Ltd. has opted to measure performance efficiency by the budgetary control method. The facts and figures presented have been reflecting that the expected revenue generation has not been accomplished due to the lockdown conditions and thus there is major deviation in the sales figures of Amana Ltd. 
It was assumed by the sales team to generate revenue on the selling price of £ 25 but due to less demand and high supply forces existing in the market, the actual price that could be received were only £ 20. The sales that were made less in units were due to the fear of community transmission of Covid virus by taking the advantage of lower prices of tourism industry. This can be expressed as a loss from both ends as lowering of prices also could not attract the customers for Amana Ltd. The cost on the other hand has been rising due to variety of factors like increased precautions and safety measures in hospitality sector. There are no major variations in the fixed expenses as the fixed costs were to be allocated irrespective of the use and production conducted by the organisation.
Amana Ltd. has been reviewed to measure the performance for which the two basis have been concerned. The first has been considered as the sales of the budgeted units on the actual price while the other is the sales of actual units for the actual per unit cost that is £ 20.
The deviation that has been occurring from the former one is lower than the latter which can be judged by the change in the units that are sold by the organisation. There is conclusion drawn that the performance of the organisation has not been extremely satisfying and there are need to make improvements by adopting the practices that would help to bring the financial position of the organisation. The variance table that has been  presented as: 
	Particulars 
	Variances 

	Units
	 

	Selling price
	500000

	Variable costs:
	 

	Materials
	-30,000

	Labour
	-40,000

	Overhead
	30,000

	Contribution
	540,000

	Fixed overheads:
	 

	Warehouse rental
	30,000

	Insurance
	0

	Fulltime warehouse supervisor salary
	15,000

	Net Income 
	495,000


This tabular presentation is the deviation in amount from the budgeted figures to the actual figures. The highest deviance is in the revenue for which the tools and techniques have been decided in the organisation. Thus, the cost components should be controlled in order to maximise the profitability of the organisation. There is also a scope left to negotiate the vendors regarding the fixed cost for period that has been under crisis to uplift the financial position of the company.
[bookmark: _Toc68096913]Provide recommendations to Amana’s CEO on areas of improvement.
Material and labour cost which are rising are to be controlled by the organisation for bringing in more profitability in such crisis timing. The management accounting techniques are inclusive of the cost accounting which will describe the costing analysis and break up for each unit. The wastage in resources which are normal in nature is to be controlled by the organisation and brought to the minimum (Drury, 2018).
There are various methods which can bring a boost in the sales of the organisation should be implied in the organisation so that the variation of the 495,000 can be brought to the least value.  Therefore, budgets can act as a basis to understand the weak areas. There may be discounting techniques such as value added services or product bundling in a package for the attraction of the customers. The marketing strategies for Amana Ltd. should be focussed for the better knowledge to the customers regarding the organisation. The extra expenses that have been forming a part of the organisational report are to be dedicated to the marketing techniques that can boost sales.
There can be negotiations for the fixed cost that have been incurred in the business. The various ways that can be opted to improve the financial position of Amana Ltd. are enlisted as:
Boosting Local tourism: There should be focus on inculcating the local public in the customer base which will ensure to manage the sales hit that is caused by the pandemic. This will ensure that any global pandemic will not be able to bring downfall in the sales figures. The products should be designed in a manner that would enable the evergreen operations of the business.	
Ecological Protection: The selling of souvenir should not be done in a way that is not sustainable for the environment. This will definitely bring the goodwill benefit for the organisation and also the resources can be optimally utilised by the organisation.
Innovation in souvenir: The product innovation can be expressed as the change in the nature, quality or the size of the product in order to provide the customers with better experience. Amana Ltd. can bring in changes in the conventional techniques of the products that are created by the organisation (Xie et. al. 2019). The product should be designed in a manner that should be competing the global products that have been operating in the same industry.
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[bookmark: _Toc68096915]Analyse the choice of setting their own shop or selling on Amazon based on relevant cost incurred.
 Amana Ltd. has not been able to get the desired results from operating in the Brighton, Birmingham city centre and Manchester city centre. Thus the decision has been taken to disinvest from the physical stores and connect to the online selling methods. The consideration of the cost for two methods has been given which are to be utilized for the purpose of the choosing the better option which will yield higher profitability.
Setting and Running an online business is a technical and skilled work. There are pros and cons of online selling which will be faced by the Amana Ltd. Efforts should be made by the management to leverage the benefits and control the risk and vulnerabilities. Amana Ltd. is also planning to operate its business on Amazon which will also incur some basic fundamental cost. The cost for both the will be evaluated and better option will be selected for its operations.
The evaluation of the cost that is incurred on both the platforms has been evaluated. The establishment of online store has number of cost that is to be incurred. The delivery network and the employee cost will be the crucial part of the cost of setting a new online store. The total cost has been assumed as 620000 but the revenue generation from this source is really high. The independence for control on prices and discounting to be provided to the customers is flexible which makes this method more reliable and trustworthy. The technological feasibility of the setting is to be analysed as the initial cost bearing has been given as £ 50,000. The maintenance that is to be paid in the self designed website is high.
The crucial benefit that an organisation gains by selling in online business is the word to mouth publicity that can be gained when a consumer purchases from the business website. This would act as a marketing technique itself and help to grow in better and efficient manner.
The other method to foster the online sales is direct selling on Amazon which will also ensure that no cost that are related to the establishment and marketing need to be borne by the organisation (Wang et. al. 2017). The only cost component is the fees that has to be paid by the organisation. Amazon is a very attractive sales channel for online merchants even in the tourism sector. It is because selling on Amazon would be able to render following benefits. The cons that are to be faced by the business by this indirect selling channel have also been discussed in the tabular approach: 
	Benefits 
	Drawbacks 

	Selling on Amazon would be able to cross the geographical barriers that obvious under the physical stores. The marketing cost that is to be incurred in the organisation would be saved as Amazon itself is a huge platform which needs lesser awareness. 
	The competition on Amazon selling goes really high and is uncontrollable in nature. The selling fees may become a burden when the proportion of revenue and the profitability is lesser. The data feeding on Amazon require to be updated and lucrative so that consumer is attracted to opt for the product offered by the relevant organisation (Yang et. al. 2018).


The control on Amazon over the prices is the key factor that will not only impact the revenue generation but also affect the brand image in case of high process or quality comparison. The other benefit for making own website to sell is the collection of data related to customers can be collected in a better way by getting a customised channel for selling the products. 

Recommendation 
As a manager, it is advised to select the channel that would be created by the organisation on its own and not selling on Amazon due to the following evaluation that have been made by understanding the pros and cons of both the methods:
· The revenue in Amazon selling will be confined and the other means will be giving better sources of raising sales.
· Amazon selling would not enable the fostering and development of the brand name in market which would not allow the organisation to excel in the publicity.
· Amazon has control over the pricing that would be enhanced by the competitor’s prices alternating in frequency. The market in this selling channel is always dynamic (Johansson, 2021).
· Own created website will be a better reason for the word to mouth publicity and also the independence in such method is higher.
· The data collection of the choice and demands of the customer can be better collected by the means of customised website. The only worrying cost factor is the IT cost that will have to be borne for the reason of generating high revenue.

Therefore, it is recommended to opt for building a self made channel for the sales increment in the critical financial situation.
[bookmark: _Toc68096916]Conclusion 
 The report has been concluded with the key changes that are to be taken by the Amana Ltd. for successfully coping from the adverse circumstances faced in the current financial year. The segment of the report which has been prepared by budget analysis shows the quantitative deviation from the targets that have been set by the senior management keeping in mind the normal market conditions. The application of strategies like retrenchment and disinvestment will be yielding useful results to the internal management of the organisation. Management in Amana Ltd has been sound and strategically profound as they are well prepared to go on online platform for selling of the product they are producing. There are choices to go online by their own independent platform and the other is via Amazon. The opted method is selling through self created online channel due to higher revenue generation and also other auxiliary benefits of price and control that cannot be obtained in the Amazon selling method. Hence, the application of combination of techniques and strategy in management accounting has helped the organisation to stay ahead than other competitors  
[bookmark: _Toc68096917]References 
	


Drury, C., 2018. Cost and management accounting. Cengage Learning.
Gao, S., Chen, W. and Shi, L., 2017. A new budget allocation framework for the expected opportunity cost. Operations Research, 65(3), pp.787-803.
	Johansson, J., 2021. Launching a Product to Amazon Marketplace: Selling at Amazon. com.
Wang, K. and Goldfarb, A., 2017. Can offline stores drive online sales?. Journal of Marketing Research, 54(5), pp.706-719.
Xie, X., Huo, J. and Zou, H., 2019. Green process innovation, green product innovation, and corporate financial performance: A content analysis method. Journal of Business Research, 101, pp.697-706.


Yang, S., Pan, L., Wang, Q. and Liu, S., 2018, July. To sell or not to sell: Trading your reserved instances in amazon ec2 marketplace. In 2018 IEEE 38th International Conference on Distributed Computing Systems (ICDCS) (pp. 939-948). IEEE.

