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Lesson Objective – To calculate the variable costs for a break-even analysis for my business 

Student Materials List:  Paper, pencil or student computer, USB and access to Learning Connect small business tools. 

 

So, you want to be a business owner? 

 

A successful business finds a gap or problem that their customer has and allocates their resources to solve it.  This strategy creates 

a blueprint for the entire business. By meeting and exceeding the expectations of the customer in solving their problems, a strong 

competitive advantage is achieved. In establishing company goals and strategies, it is beneficial to know the market size, market 

trends and potential for growth.  

For example, pricing strategies can be one of the most difficult marketing decisions made within your business.  It depends upon 

several factors, such as your product type, store image, market conditions and competitor actions.  The total price of a product 

consists of the cost of the good from the wholesaler, plus a markup that includes a portion of the operating expenses of the business 

and a desired profit.  Gross profit is the difference of the selling price and the for cost of producing or obtaining the product or 

service.  The profit generated after deducting the payment of related business expenses is called the net profit.   

 



To ensure an adequate gross and net profit when pricing, many small business and boutiques used a “Key-Stone Pricing” strategy.  

This approach to pricing consist of just doubling the wholesale cost of the product or service. However, unless a business has a high-

end image and brand, this strategy is getting less popular due to the need to compete with large discount retailers and service 

providers.  Therefore, some of the more common pricing strategies for products and/or services consist of: 

 

1. Cost Pricing – This strategy consists of calculating your cost for the product/service, by including cost of the goods from 

wholesaler, and a portion of the business operating expenses and desired mark-up.  

 

2. Competitive Pricing – This strategy consists of setting a price based upon the price the competition is charging for the same 

product or service. 

 

3. Price Skimming – This strategy consists of setting a high price initially and lower it as the market/competition evolves. 

 

4. Penetration Pricing – This strategy intentionally sets a new product price low during promotional launch and then raises it 

following the promotion. 

 

5. Premium Pricing – This strategy is used for high-end, well established product brands that have the competitive advantage 

within the market. 

 

6. Economy Pricing – This strategy is used when the product appeals to a mass market and the company has a large market 

share for the product.  Therefore, the overhead costs for marketing and advertising is low. 

 

If selling product, when establishing a pricing strategy, the need to establish an accompanying markdown pricing policy is imperative.  

An effective markdown policy can move slow-moving merchandise, allowing reinvestment in more popular items to increase product 

turnover rate. Turnover rate is the amount of times you sell your average product inventory in a year.  Poor product inventory 



turnover may indicate poor product selection, poor pricing and/or marketing effort or overstocking.  A high turnover rate may indicate 

lack of adequate inventory, resulting in product unavailability for the customer.   

 

Therefore, to compete effectively, “some stores use an early markdown pricing policy designed to keep all products moving through 

the store as quickly as possible. For instance, the store can have a policy that all unsold items will be marked down by 25 percent 

after three weeks on the shelf, 50 percent after seven weeks and 75 percent after eleven weeks.  Other stores try to avoid selling 

items on markdown by using a late markdown policy. The idea of this policy is to give the products a little more time to attract the 

interest of customers, but then to mark them down steeply if they fail to do so. Late markdowns are usually handled through a 

scheduled clearance sale once or twice a year, and items are marked down at least 37 percent.” (Thompson, 2018). In establishing a 

pricing strategy for a product or service, a business owner should consider the influence that the customer, suppliers and/or competitors 

have within the industry. 

My Pricing Strategy Planning Sheet 

Product or Service: 

Product/Service Features: 

a. 

b. 

c. 

d. 

e. 

Customer Benefits: 

a. 

b. 

c. 

d. 

e. 

1. Who are my customers for this product/service? 

2. Who are the primary competitors offering this same product or service?  Are there several competitor choices for this product or 

service? 



3. Does this product have any advantage over its competitors for our customers? 

4. Who are the suppliers? 

5. Is there an adequate number of suppliers of this product or service? 

6. Our company will succeed in this/these chosen market(s) by (strategy or set of activities): 

 

Once a pricing policy is established, a customer payment method(s) should be established.  Today, many payment options are 

available to small business owner – cash, credit/debit cards (chip cards), digital/mobile payment methods, direct pay, purchase 

orders, etc.  The option to access an online Payment Service Provider can be enticing to a small business owner, but with a cost.  

An online Payment Service is a company that accepts payments electronically by managing transactions between sellers and 

buyers.  This resource is one the rise and is constantly changing.  Please conduct online searches of online payment methods 

available for small business and complete the following table before making your payment method business decision. 

Small Business Customer Payment Method Selection(s) 

Payment Method Advantages  Disadvantages Cost Notes 

 

 

 

    

 

 

 

    

 

 

 

    



 

 

 

    

Payment Method Advantages  Disadvantages Cost Notes 

 

 

 

    

 

 

 

    

 

 

 

    

 

 

 

    

 

 

 

    

 

 

    



 

 

 

One of the first steps in determining effective pricing is to generate a Break-Even Analysis for your product or service.  A Break-

Even Analysis is easy to calculate for a product that you purchase wholesale and sell retail when you are selling cookies or candy 

bars, such as a fund-raiser at school.  One dozen gourmet cookies cost $10.00 and sells for $20.00.  Of course, the gross profit is 

ten dollars for that one package of cookies.  However, if you purchase 200 packages upfront for $10.00 a package for a total of 

$2000.00, you would not begin to make a profit until $2000 is generated. Your break-even point would be when you sell 100 

packages at a $20.00 retail price for a total sale of $2000.00.  Any sales following this break-even point generates profit.  Therefore, 

the sale of the remaining 100 boxes could generate a gross profit of $2000.00, if they are all sold. 

 

COOKIE FUND RAISER SALES TABLE 

PRODUCT  Package of One Dozen Gourmet Peanut Butter Cookies 

Given Period 

(Weeks, Months, 

Quarterly or 

Yearly) 

Week 0 Week 1 Week 2 Week 3 Week 4 Week 5 Week 6 

Wholesale Cost 

Per Item 

$10.00 $10.00 $10.00 $10.00 $10.00 $10.00 $10.00 

Sales Volume Per 

Period (Units) 

0 100 200 300 400 500 600 

Retail Price Per 

Unit 

$20.00 $20.00 20.00 $20.00 $20.00 $20.00 $20.00 

Total Sales 0 2000.00 

(100 x 20.00 

= $2000.00) 

4000.00 6000.00 8000.00 10000.00 12000.00 



Total Wholesale 

Cost 

 

0 1000.00 

(100 x 10.00 

= $1000.00) 

2000.00 3000.00 4000.00 5000.00 6000.00 

Net Profit or Loss  1000.00 2000.00 3000.00 4000.00 5000.00 6000.00 

 

This analysis works great for selling candy bars or cookies at school due to the operating and labor costs being donated by the 

school and parents.  The school (taxes) pays for the utilities, storage facilities, insurance liability (if needed), and the parents pay 

transportation and other in-kind expenses related to the fund-raiser.  However, note that the total wholesale cost changes as more 

product is sold.  In the business world, these constantly changing costs are called variable costs.  However, in a business, some 

costs that do not change due to production of more goods or sales.  These costs are called fixed costs. Fixed costs are costs that do 

not vary due to production or sales levels, such as rent, merchandising equipment (shelves), point of sale equipment (cash registers), 

administrative/office cost – (telephone, office supplies), advertising, insurance, interest, etc. In summary, both variable and fixed cost 

are figured into the retail price.   There are also situations, when certain costs that are normally fixed can be considered variable 

costs and should be figured in the Direct Materials Cost Per Unit.  For example, labor and electricity can be variable costs, if they 

significantly increase or decrease with production costs.  Experts claim that a good rule of thumb is to assess whether a cost 

acquired is fixed or variable is to visualize that if a business closed their operations for the day, which expenses would be still being 

incurred even though the doors were closed. 

 

For example, let’s assume that you are planning to open a kiosk business in a mall called “The Gourmet Cookie Jar”.  The “The 

Gourmet Cookie Jar” will sell gourmet peanut butter and sugar cookies.  Both variable and fixed costs are included in determining the 

price of your cookie.  Your anticipated fixed costs for a given set period for baking and selling your cookies may be as follows: 

 

OPERATING EXPENSE TABLE 

(Indirect Fixed Cost Per A Given Period) 

Kiosk Rental 300 

Administrative and Labor Costs 450 



Cooking Equipment and Utensils 50 

Point of Sale Equipment Rental 50 

Merchandising Equipment and Supplies 25 

Liability Insurance 25 

Advertising Costs 25 

Other Fixed Costs 25 

TOTAL FIXED COST PER PERIOD $950.00 

 

Expenses, such as daily rent, equipment rental, insurance, advertising and administrative costs still have to be deducted from the 

kiosk profits at the end of the day.  However, as mentioned, some of the fixed cost may be considered the variable costs if they vary 

are based upon production and sales volume.  For example, if the oven is creating a significant increase in gas or electricity when 

baking the cookies, then the average difference in utilities should be figured into the direct materials cost.  This would hold true for 

labor costs, as well.  If labor cost, such as employee overtime increases due to the production of cookies, this increase in labor 

should also be figured into the direct materials cost.  Labor can be the most expensive component of any business. Therefore, many 

business owners are reluctant to hire new employees and/or pay overtime wages when they first launch their business.   

The variable costs for baking a dozen peanut butter cookies would be butter, white granulated sugar, brown sugar, peanut butter, 

egg, all-purpose flour, baking soda, baking powder, salt, cardboard bakery box, tissue, custom label and a parchment pan liner.  

 

Questions that the “Gourmet Cookie Jar” business owner might ask: 

 

1.  Do I purchase my cookies prepackaged from a wholesaler or do I bake and package my own cookies for resale?  

2.  What would it cost for raw materials to bake one dozen cookies that are boxed, labeled and ready for sale?   

3.  What process would provide the best quality of product and highest profit for the “Gourmet Cookie Jar”? 



 

The process involved in developing, selling and distributing the cookies is called an operating plan.  An operating plan is part of the 

business’s strategic plan and describes how the work will be accomplished.  It is the steps to create and/or sell a product or create 

and/or deliver a service.  In establishing the steps necessary, it is also important to determine if any resources will be provided 

inhouse or outsourced.  If outsourcing is used, the reliability of the source has to be highly reliable to ensure quality production in a 

timely and consistent manner.  Instilling excellence in quality control procedures and success criteria ensures that the customer will 

receive a superior product or service every time. 

 

The complexity of determining the costs involved in selling or manufacturing a product can vary depending upon the manufacturing 

process.  However, figuring cost of goods sold can reduce your income amount on your business taxes.  The basic calculation for 

Cost of Goods Sold is beginning inventory (at the beginning of the year), plus additional inventory purchased during year minus 

ending inventory (at the end of the year).  An accountant professional will help in providing the inventory valuation method for your 

inventory for tax purposes. 

  



OPERATIONAL PLAN EXAMPLE 

Operational Tasks 

 

Operational 

Budget 

Product:  Cocoa Sugar Cookies  

1. Inhouse 

Activity 

2. Outsourc

ed 

Activity 

 

(Circle 

Respons

e) 

Activity/Step/ 

Task 

Responsible 

Person 

Equipment/ 

Tools Needed 

Materials/Ingredients 

Needed 

Timeline How to 

Perform Task 

Successfully 

Desired  

Outcomes 

Criteria for 

Measuring 

Success 

Total Cost of 

Activity/Task/ 

Step 

         

        A        B 

1. Sift Dry 

Ingredien

ts 

 

 

Team A 1) Fine-Mesh 

Strainer  

2) Mixing Bowl 

 

1) Baking Powder,  

2) Cocoa Powder, 

Parchment Paper – 2 feet 

 

5-minute 

prep 

 

10-minute 

sifting 

1) Shake strainer 

until all dry 

ingredient is on 

paper. 

2) Add by lifting 

paper and let all 

ingredients slide 

into bowl. 

To combine 

and aerate all 

dry ingredients 

1)Degree of 

cookie 

fluffiness 

2)Degree of 

waist 

TO FIGURE COST 

OF THIS STEP -  

 

1) (Labor Cost = 

Salary per hour x 

number of 

personnel x .25 = 

Cost for 15 

Minutes of Labor) 

 

2) (Cost of 

ingredients per 

step) 

 

3) (Small 

percentage of 

fixed costs per 

batch; depending 

upon number of 

batches) 

 

A



The following Raw Materials Chart shows the materials cost of baking one dozen cookies that are boxed, labeled and ready for sale.   

DIRECT/RAW MATERIALS COST CHART 

Specific 

Product/Service: 

 

ONE DOZEN GOURMET PEANUT BUTTER COOKIES 

RAW MATERIAL 

 

OUNCES OR INCHES PER INDIVIDUAL UNIT TOTAL PRICE FOR 

WHOLESALE UNIT 

PURCHASED 

APPRX. PRICE PER 

CUP, OUNCE OR 

INCH 

(COST PER 

PRODUCT UNIT) 

Butter 

(1/2 cup per unit) 

 

Unsalted Butter – 22 pounds 

One pound = 2 cups 

22 pounds = 44 cups or 88 -½ cups 

$143.25 divided by 44 = $3.256 or $3.26 per 

cup or $1.63 per ½ cup. 

 

$143.25 

(Approx. 87 –  ½ cup 

units purchased) 

 $1.63 per ½ cup  

White Granulated Sugar 

(1/2 cup per unit) 

Granulated Beet Sugar – 50 pounds 

One Pound = 2 cups  

50 pounds = 100 cups; 200 -½ cups 

$51.85 divided by 100 = .518 or .52 cents per 

cup or .26 per ½ cup 

 

$51.85 

(Approx. 199 – ½ cup 

units purchased) 

$ .26 per ½ cup 

Brown Sugar 

(1/2 cup per unit) 

Light Brown Sugar – 26 pounds 

One pound = 2 cups 

26 pounds = 52 cups  

$37.05 divided by 52 = $.7125 or $.72 cents 

$37.05 

 

(Apprx.102 – ½ cup 

units purchased) 

$.36 per ½ cup 



per cup or $.36 per ½ cup. 

 

Peanut Butter 

(1/2 cup per unit) 

Natural Creamy Peanut Butter - 30 pounds 

One pound = 2 cups 

30 pounds = 60 cups  

$78.49 divided by 30 = $2.6163 or $2.62 cents 

per cup or $1.31 per ½ cup. 

  

$78.49  

 

(Approx. 59 – ½ cup 

units purchased) 

$1.31 per ½ cup 

Egg 

(1 egg per unit) 

Whole Egg Powder - 5 pounds 

1 Egg = 1 Tbsp of egg powder (to 3 Tbsp of 

water) 

32 Tbsp = one pound; 32 x 5 = 160 eggs 

$39.49 divided by 160 = .24.68 or .25 an egg 

$39.49 

 

(Apprx.157 egg units 

purchased) 

.25 cents an egg 

All-Purpose Flour 

(1 ¼ cup per unit) 

Flour - 10 pound 

One Pound = 2 Cups  

Two Cups = 32 Tablespoons 

$3.39 divided by 32 = 10.593 or 11 cents per 

Tbsp.. 

One Cup in 16 Tablespoons; 1 ¼ cup = 20 

Tablespoons 

11 x 20 = $2.20 cents for 20 Tbsp or 1 ¼ cups 

$30.39 

 

(Approx. 13 – 1 ¼ 

cup units purchased) 

$2.20 cents per 1 ¼ 

cup 

Baking Soda 

(3/4 tsp per unit) 

Baking Soda - 1 pound or 16 oz. 

16 oz = 96 teaspoons 

$2.49 divided by 96 = .02.593 or .03 per 

teaspoon 

¾ or .75 of $.03 = .0225 or $.03 cents for ¾ tsp. 

$2.49 

 

(Approx. 83 – ¾ tsp 

units purchased) 

$.03 cents per ¾ tsp.  

http://www.bulkfoods.com/peanut-distributor/1282-natural-creamy-peanut-butter-35-pounds.html


Baking Powder 

(1/2 tsp per unit) 

Baking Powder - 1 pound or 16 oz. –  

16 oz = 96 teaspoons  

$3.49 divided by 96 = .03.63 or .04 cents per 

tsp. or .02 cents per ½ tsp. 

$3.49 

 

(Apprx.174 – ½ tsp.  

units purchased) 

$.02 cents per ½ tsp. 

Salt 

(1/4 tsp per unit) 

Sea Salt - 1 pound or 16 oz.  

16 oz = 96 teaspoons  

96 teaspoons x 4 = 384 – ¼ tsps. 

$6.38 divided 384 = .01.66 or $.02 cents per ¼ 

tsp 

$6.38 

 

(Approx. 319 – ½ tsp. 

units purchased) 

$.02 cents per ¼ tsp. 

 

DISPOSABLE SUPPLIES PER UNIT QUANTITY PURCHASE PRICE PER UNIT COST PER 

PRODUCT UNIT 

Parchment Pan Liner Paper 16-3/8 x 24-

3/8" (Full Sheet) 

size: 16-3/8 x 24-3/8" 

price each: $0.05 

qty / case: 1000 

 

$50.00 

(Apprx.1000 units purchased) 

$.05 per sheet $.05 per sheet 

 

PACKING SUPPLIES QUANTITY PURCHASE PRICE PER UNIT COST PER 

PRODUCT UNIT 

8 x 5.75 x 2.5" Premium Semi-Automatic 

White Bakery Boxes with 

Window (200/case) 

 

$102.81 divided by 200 CT = $.514 or $.52 

cents per box 

$102.81 

 

(Approx., 197 units 

purchased) 

$.52 cents per box 

https://www.mrtakeoutbags.com/product/tray-liner-tissue/19010.html
https://www.mrtakeoutbags.com/product/tray-liner-tissue/19010.html


Pink Menu Food Grade Tissue - 10,000 6" 

x 10-3/4" Sheets 

 

size: 6 x 10-3/4" 

price each: $0.01 

qty / case: 10000 

 

$100.00 

 

(Approx. 10,000 units 

purchased) 

$.01 per sheet 

Custom Label with Logo, 0.75" X 1.5" 

 

 

 

100 Logo Asset Tags 

$220.32 divided 100 = $2.203 or $2.21 cents 

per label 

$220.32 

(Apprx.100 units 

purchased) 

$2.21 per label 

Shipping Per Package None $0 $0 

Other Variable Cost Per Unit None $0 $0 

 

DIRECT/RAW MATERIALS COST PER UNIT 

 

$8.87 wholesale cost 

per dozen cookies 

(.74 cents a cookie) 

 

  

https://www.mrtakeoutbags.com/product/box-liner-tissue/xfstismenupink.html
https://www.mrtakeoutbags.com/product/box-liner-tissue/xfstismenupink.html
https://0.r.bat.bing.com/?ld=d3TtNCpTmrsO_WsUBzBGlNtjVUCUwe6wIT1Z65xwyUAL_89ZtZo_IUGHG82fJzCFok2HBV1ThNLO7NLH_vvq7EZPp-XwKjMc9-CE6U75chnDUQ07ocFxTHhT5MhTYeb6qdoEQJwP9lyM75a9eNu7t6FDHNCMjgPZuxWcvZZYHZPiXzJCLA&u=https%3a%2f%2fwww.myassettag.com%2fpda%2fLB-3023L%2fCG-0.75x1.5-C%3fengine%3dbingshopping%26keyword%3dCustom%2bLabels
https://0.r.bat.bing.com/?ld=d3TtNCpTmrsO_WsUBzBGlNtjVUCUwe6wIT1Z65xwyUAL_89ZtZo_IUGHG82fJzCFok2HBV1ThNLO7NLH_vvq7EZPp-XwKjMc9-CE6U75chnDUQ07ocFxTHhT5MhTYeb6qdoEQJwP9lyM75a9eNu7t6FDHNCMjgPZuxWcvZZYHZPiXzJCLA&u=https%3a%2f%2fwww.myassettag.com%2fpda%2fLB-3023L%2fCG-0.75x1.5-C%3fengine%3dbingshopping%26keyword%3dCustom%2bLabels


Please complete the Break-Even Analysis for an individual product or service in your proposed business.  Next, complete a Break-

Even Analysis for all revenue for your proposed business.  Even though your figures are estimated, please keep them somewhat 

realistic.  An interview with an individual within the industry or an online research may help keep your figures more realistic.  A break-

even analysis can be created for a given time period, such as a week, month or a year.  The analysis provided is for a time period for 

a week. 

DIRECT/RAW MATERIALS COST CHART 

Specific Product/Service: 

 

RAW MATERIAL 

 

OUNCES OR INCHES PER INDIVIDUAL UNIT TOTAL PRICE FOR 

WHOLESALE UNIT 

PURCHASED 

APPRX. PRICE PER 

CUP, OUNCE OR 

INCH 

(COST PER 

PRODUCT UNIT) 

    

    

    

DISPOSABLE SUPPLIES PER UNIT QUANTITY PURCHASE PRICE PER UNIT COST PER 

PRODUCT UNIT 

    

    

    

OTHER SUPPLIES PER UNIT QUANTITY PURCHASE PRICE PER UNIT COST PER 

PRODUCT UNIT 

    



    

    

PACKING SUPPLIES QUANTITY PURCHASE PRICE PER UNIT COST PER 

PRODUCT UNIT 

    

    

    

                                                                                                        DIRECT/RAW MATERIALS COST PER UNIT  

 

 

 

  



The Break-Even Point for the sale of the cookies is where the cost of the goods, plus the total operating expenses (fixed and 

variable) is equal to the total sales amount. Any sale of cookies from this point moving forward is considered net profit. However, 

be sure and notice how much extra inventory is purchased in order to get the bulk price.  Bulk pricing allows for higher net profits in 

the future, but does require additional inventory of raw materials and storage.  This has to be considered when determining the 

overall investments and assets to launch and maintain a business.  As mentioned, the basic calculation for Cost of Goods Sold is 

beginning inventory (at the beginning of the year), plus additional inventory purchased during year minus ending inventory (at the end 

of the year).  An accountant professional will help in providing the inventory valuation method for your inventory for tax purposes.  

Please note that shipping cost should always be included in the cost of goods sold valuation.  Cost of Goods will be inserted in the 

revenue portion of an income statement.  For example, if the cost of goods sold for a dozen cookies cost is $10.00 and 300 

packages were sold based upon figuring the cost of goods sold, the amount deducted from revenue would be $3000.00.  It is 

important to ensure that the following questions be asked about inventory since all your profits could easily get tied up or be 

absorbed in inventory costs.  Inventory turnover should remain high.  It is about controlling merchandise and avoiding the storing of 

non-salable inventory and materials. 

 

1. What kind of inventory do you keep on hand (raw materials, supplies and finished product)? 

2. What rate of inventory turnover do you expect?  (Divide Costs of Goods Sold by Average Inventory) 

3. How does this rate compare to your industry’s average inventory turnover rate? (Reference RMA-Risk Management 

Association book for industry average turnover rates) 

4. Will you need more inventory at certain times of the year, due to holiday or other special events? 

5. What inventory management software do you or will you use in your business? 

6. How far in advance (lead time) is required when ordering specific inventory to ensure constant production and/or sales? 

 

  



Cost of Goods Sold  

Inventory Valuation Quantity Sold 

 

Costs of Goods Sold – Wholesale 

Cost - $10.00 

Beginning Inventory (Beginning of the 

Year)  

250 pkgs 

 

  $2500.00 

+   Inventory Purchased During Year 

 

+100 pkgs +$1000.00 

TOTAL INVENTORY =350 pkgs =$3500.00 

1. Ending Inventory (End of the 

Year) 

-   50 pkgs -     500.00 

 =   Total Cost of Goods Sold 

 

=300 pkgs =$3000.00 

 

  



BREAK EVEN POINT ANALYSIS 

MY BUSINESS NAME:  The Gourmet Cookie Jar 

PRODUCT:  Gourmet Peanut Butter Cookies 

Given Period 

(Weeks, Months, Quarterly or 

Yearly) 

Week 0 Week 1 Week 2 Week 3 Week 4 Week 5 Week 6 Week 7 

Retail Price - Sales Price Per 

Unit or Service 

$15.00 $15.00 $15.00 $15.00 $15.00 $15.00 $15.00 $15.00 

Sales Volume Per Period 

(Number of Units or Services 

Planned to be Sold in a 

Given Period) 

0 100 units/ 

cookie 

packages 

155 units/ 

cookie 

packages -   

Approx. Break-

Even Point  

200 units/ 

cookie 

packages 

300 units/ 

cookie 

packages  

400 units/ 

cookie 

packages 

500 units/ 

cookie 

packages 

600 units/ 

cookie 

packages 

Total Sales 

(units x retail price - 

$15.00)  

0  1500.00 2325.00  3000.00  4500.00 6000.00  7500.00 9000.00 

 

Fixed Cost Per Period - 

(Remains the Same for Each 

Period.) 

 

$950.00   950.00  950.00   950.00   950.00   950.00    950.00    950.00 

Variable Cost –  

Number of Planned Units 

Sold X Variable Cost Per Unit 

- $8.87) 

0   887.00 

(100 units x 

wholesales 

1374.85 

(increases as 

more product 

is sold.) 

1774.00  2661.00 3548.00  4435.00  5322.00 



raw materials 

cost - $8.87) 

Minus Total Cost of Goods 

Sold 

$950.00  1837.00 2324.85  2724.00  3611.00 4498.00  5385.00  6272.00 

 

Net Profit or Loss -950.00  -337.00      +.25  +276.00  +889.00  +1502  +2115  +2728 

 

 

To determine the break-even point for a business that provides multiple product or services, it is necessary to combine all wholesale 

costs and total sales volumes for all products/services in a Break-Even Analysis.   

 

BREAK EVEN POINT ANALYSIS 

MY BUSINESS NAME:  The Gourmet Cookie Jar 

PRODUCT:  All Cookies Product Lines 

BREAK EVEN POINT – All Business Product or Services 

 

Given Period  

(Weeks, Months, Quarterly or 

Yearly) 

Week 0 Week 1 Week 2 Week 3 Week 4 Week 5 Week 6 

COMBINED WHOLE 

SALE COST FOR EVERY 

PRODUCT/ 

SERVICE SOLD  

             $0 50,000.00 100,000.00 135,000.00 150,000.00 200,000.00 250,000.00 



(Combine the total wholesale 

costs for every product/ 

service provided.) 

 

TOTAL FIXED COST Per Period 

 

 $95,000.00  95,000.00   95,000.00   95,000.00   95,000.00   95,000.00   95,000.00 

TOTAL COMBINED VARIABLE 

COSTS 

(Variable cost varies for each 

individual product/service) 

 

  50,000.00 100,000.00 150,000.00 200,000.00 250,000.00 300,000.00 

TOTAL COMBINED COSTS - 

Fixed and Variable  

 $95,000.00 145,000.00 195,000.00 245,000.00 295,000.00 295,000.00 345,000.00 

TOTAL SALES             $0 100000.00 200000.00 245,000.00 300,000.00  400,000.00 500,000.00 

NET PROFIT –Total Combined 

Costs (Fixed and Variable) 

Subtracted from Total Sales 

Equals Net Profit or Loss 

-95000.00  -45000.00    -5000.00 0 

Break-Even 

Point 

   +5000.00 +10,5000.00 +155000.00 

   

  



 

MY SMALL BUSINESS PORTFOLIO 

  
PORTFOLIO SECTION – Marketing Plan (one paragraph per item added to Marketing Plan) 

 

Our product (or service) is valuable to the customer because: 

The typical customer who would purchase the product or service is/ are: 

Our product or service is positioned and should be perceived by our customers (how)? 

The sales and distribution channels to get product to the customer are: 

Our most successful products/services and price points are: 

 

PORTFOLIO SECTION – Operational Plan (one paragraph per item – limit 2 - 3 pages) 

The operating plan or cycle (steps to create/sell a product or create/deliver a service) consist of:| 

The skills and resources that are provided inhouse: 

The skills and resources that are outsourced: 

The outsourcing relationship, assurances and reliability can be described as: 

The quality control procedures implemented to maintain quality consistency are: 

 (Insert an Operating Expense Table and/or a Cost of Goods Table) 

 

 



           

PORTFOLIO SECTION – Operational Plan 
 

OPERATIONAL PLAN 

Operational Task List Operational 

Budget 

Product: 

 

 

1. In housed 

Activity 

2. Outsourc

ed 

Activity 

 

(Circle) 

 

Activity/Step/Task Responsible 

Person 

Tools 

Needed 

Materials 

Needed 

Timeline How to Perform 

Task 

Successfully 

Desired  

Outcomes 

Criteria for 

Measuring 

Success 

Total Cost of 

Activity/Task/ 

Step 

A       B 1. 

 

 

        

A       B 2. 

 

 

        

A       B 3.         



 

 

A       B 4. 

 

 

        

A       B 5. 

 

 

        

                                                                                                                              Total Operational Budget 

 

 

 

 

  



           

PORTFOLIO SECTION – Operational Plan 
 

Cost of Goods Sold Table 

Inventory Valuation Quantity Sold 

 

Costs of Goods 

Sold – 

Wholesale Cost - 

$_________ 

 

Beginning Inventory (Beginning of the 

Year)  

  

+   Inventory Purchased During Year 

 

  

TOTAL INVENTORY   

3. Ending Inventory (End of the 

Year) 

  

 =   Total Cost of Goods Sold 

 

  

 

 

 



           

PORTFOLIO SECTION – Appendix Items 
 

BREAK EVEN POINT ANALYSIS 

MY BUSINESS NAME:  The Gourmet Cookie Jar 

PRODUCT:  Gourmet Peanut Butter Cookies 

Given Period 

(Weeks, Months, Quarterly or Yearly) 

Week 0 Week 1 Week 2 Week 3 Week 4 Week 5 Week 6 Week 7 

Retain Price - Sales Price Per Unit or 

Service 
        

Sales Volume Per Period (Number of 

Units or Services Planned to be Sold in a 

Given Period) 

        

Total Sales 

(units x retail price - $______)  

        

 

Fixed Cost Per Period - (Remains the 

Same for Each Period.) 

 

        

Variable Cost –          



Number of Planned Units Sold X Variable 

Cost Per Unit - _____) 

Minus Total Cost of Goods Sold         

 

Net Profit or Loss         

  



           

PORTFOLIO SECTION – Appendix Items 
 

PROPOSED BREAK EVEN POINT FOR AN INDIVIDUAL PRODUCT 

MY BUSINESS NAME:  

PRODUCT/SERVICE: 

BREAK EVEN POINT – One Product or Specific Service 

Given Period 

(Weeks, Months, Quarterly or Yearly) 

Week 0 Week 1 Week 2 Week 3 Week 4 Week 5 Week 6 Week 7 Week 8 Week 9 

Retail Price - Sales Price Per Unit or Service           

Sales Volume Per Period (Number of Units or 

Services Planned to be Sold in a Given Period) 

 

 

$0 

         

Total Sales 

(units x retail price) 

 

$0 

         

   

Fixed Cost Per Period – (Remains the Same 

for Each Period.) 

          



Variable Cost – 

(Number of Planned Units Sold X Variable 

Cost Per Unit) 

          

 

Minus Total Cost of Goods Sold 

          

   

Net Profit or Loss 

 

          

  



          

PORTFOLIO SECTION – Appendix Items 
 

PROPOSED BREAK EVEN POINT FOR ALL PRODUCTS/SERVICES 

MY BUSINESS NAME:  

PRODUCT/SERVICE: All Products and Services 

Given Period  

(Weeks, Months, Quarterly or Yearly) 

Week 0 Week 1 Week 2 Week 3 Week 4 

 

Week 5 Week 6 Week 7 Week 8 Week 9 

COMBINED WHOLESALE COST FOR 

EVERY PRODUCT/ 

SERVICE SOLD  

(Combine the total wholesale costs for 

every product/ 

service provided.) 

          

TOTAL FIXED COST Per Period 

 

          

TOTAL COMBINED VARIABLE COSTS 

(Variable cost varies for each individual 

product/service) 

          



TOTAL COMBINED COSTS - Fixed and 

Variable  

          

TOTAL SALES             

$0 

         

NET PROFIT –Total Combined Costs 

(Fixed and Variable) Subtracted from Total 

Sales Equals Net Profit or Loss 
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