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Abstract 
Pricing and cost planning are critical aspects of business management, especially for small enterprises 
like the "Cakemyday" cake shop. Proper financial planning ensures sustainability and profitability in a 
competitive market. This study aims to analyze the financial feasibility of "Cakemyday" by calculating 
the Break-Even Point (BEP) and determining the optimal selling price based on cost structures and 
demand functions.A quantitative approach was employed, utilizing financial data, including fixed costs, 
variable costs, and demand function analysis. The BEP calculation determined the minimum number of 
units required to cover all expenses, while the demand function was derived from historical pricing and 
sales data to understand consumer behavior.The findings indicate that "Cakemyday" needs to sell 78 
units to reach BEP, with a contribution margin of Rp 90,000 per unit. Furthermore, to achieve a profit 
target of Rp 3,000,000, an optimal selling price of approximately Rp 188,000 per unit was determined. 
The demand function analysis revealed a negative correlation between price and quantity demanded, 
supporting strategic pricing decisions.The study concludes that understanding financial metrics and 
consumer behavior is essential for sustainable business growth. It is recommended that "Cakemyday" 
implement targeted marketing strategies and monitor pricing dynamics to enhance profitability. Future 
research may explore external factors affecting demand and conduct comparative studies with similar 
businesses. 
Keywords: Break Even Point, demand function, linear function, optimal selling price, financial 
sustainability 

 
INTRODUCTION 

In the era of increasing globalization and the density of information technology, the 

business world is now undergoing such a big change. MSMEs are the main pillar of the country's 

economy and make many important contributions to creating jobs and increasing income in the 

community (Supriyatna et al., 2024). Pricing and cost planning are crucial elements in a business's 

financial strategy, especially for small and medium enterprises (SMEs) such as Cake My Day. 

Errors in pricing strategies can lead to an imbalance between demand and supply, which can lead 

to a decrease in profitability and competitiveness in the market. Based on data from the Ministry 
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of Cooperatives and SMEs (2023), around 60% of MSMEs experience difficulties in optimal cost 

planning and pricing, which ultimately has an impact on the sustainability of their business. In 

addition, a report from the Central Statistics Agency (2022) shows that the culinary sector, 

including the cake and bakery industry, accounts for around 41% of the total food and beverage 

industry revenue in Indonesia, but still faces challenges in optimizing production costs and selling 

prices.  

Several previous studies have discussed pricing strategies and cost planning using a 

variety of mathematical approaches. For example, Smith et al. (2018) examined a linear 

programming model in production cost management and showed an increase in cost efficiency 

by 15%. Jones and Kim (2019) developed a linear regression-based optimization model in the food 

industry, with the result that optimal prices can increase profit margins by up to 12%. Meanwhile, 

research by Wang et al. (2020) examines the role of machine learning in more accurate price 

prediction for SMEs.  

In Indonesia, a study by Rahmawati (2021) shows that the application of regression 

analysis in pricing in the culinary business is able to increase sales efficiency by 18%. Sari and 

Prasetyo (2022) discussed linear function-based cost strategies for SMEs in the food sector and 

found that data-driven planning can increase production efficiency by up to 20%. In addition, 

research by Nugroho et al. (2023) highlights the importance of mathematical models in financial 

decision-making for MSMEs.  

Although various studies have examined price optimization and cost planning using 

mathematical models, there are still few studies that specifically apply linear functions in strategic 

decision-making for SMEs in the culinary sector. Most research focuses on regression or machine 

learning models, while linear function-based analysis that is simpler and easier for small business 

owners to apply has not been widely studied. Therefore, this research will fill this gap by 

developing a linear function-based optimization model that can be used practically by Cake My 

Day. 

This study aims to: Analyze the application of linear functions in price optimization and 

cost planning in Cake My Day, determine the optimal selling price and break-even point needed to 

achieve profitability.  
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This research makes academic and practical contributions in several aspects. Academically, 

this study enriches the literature on price optimization and linear function-based cost planning in 

the context of culinary business. Practically, the results of this research can be used by business 

owners, especially in the SME sector, to implement more optimal financial strategies. In addition, 

this research can also be a reference for policymakers in designing coaching programs for MSMEs 

related to pricing strategies and cost efficiency. 

In today's highly competitive business life, price and cost planning is a crucial aspect that 

can affect the success of a business. The "Cakemyday" store, which is engaged in the sale of 

cakes and sweets, faced the challenge of determining a competitive pricing strategy while 

optimizing operational costs. One approach can be mapped to overcome this problem by using 

linear functions (Siregar et al., 2023). 

Cakemyday is a small and medium business engaged in the culinary field of cakes and 

various types of cakes at a time when the competition is getting fiercer. This research aims to 

determine the optimal selling price and determine the break-even point. This research involves 

collecting birthday cake sales data at the Cakemyday Shop. This data includes information about 

product prices and the impact of seasonality on sales. This journal aims to explore the application 

of linear functions in price and cost planning in the "Cakemyday" store. Through systematic 

analysis, it is hoped that innovative solutions can be found to improve the efficiency and 

competitiveness of the food industry (Manuho et al., 2021). 

One of the methods to be applied is the linear function, which is a mathematical concept 

that describes how to determine the break-even antipoint and 

determine the optimal price, because in the current era, MSMEs often have difficulty in 

determining the minimum sales target so as not to suffer losses and the importance of 

determining the optimal selling price so that prices are not too high, customers are reduced, and 

if it is too low, profits will be insufficient (Fauzi et al., 2024). 

 
METHODS 

  
In this study, the method used to determine the break-even point and optimal price in the 

"CakeMyDay" store involves several systematic steps as follows: 
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1. Break-Even Point Analysis 

Break Even Point (BEP) is when the money received in a certain period of time is 

equivalent to the amount spent to produce the product (Marentek & Febryiantoro, 2018). The 

break-even point is calculated to find out the number of units that must be sold so that the total 

revenue is equal to the total cost. The formula used is: 

             𝐵𝑟𝑒𝑎𝑘 𝑒𝑣𝑒𝑛 𝑝𝑜𝑖𝑛𝑡 (𝑢𝑛𝑖𝑡𝑠) =
𝑓𝑖𝑥𝑒𝑑 𝑓𝑎𝑐𝑒 

𝑆𝑒𝑙𝑙𝑖𝑛𝑔 𝑃𝑟𝑖𝑐𝑒 𝑝𝑒𝑟 𝑢𝑛𝑖𝑡 –𝑣𝑎𝑟𝑖𝑎𝑏𝑙𝑒 𝑐𝑜𝑠𝑡 𝑝𝑒𝑟 𝑢𝑛𝑖𝑡
                        

  
Where: 

  
Fixed Fees = Fixed operational costs andcan't 

changed regardless of the number of 
productssold. 

Sell Price PerUnit = The price set for selling oneunit 
Product 

Variable CostPerUnit = This fee varies according to the amount 
products manufactured and sold. 

  
2.  Determination of the Optimal Selling Price 
Determining the optimal selling price is the process of finding a price that will maximize 

the profit of a product (Marentek & Febryiantoro, 2018). This process involves analyzing various 

factors that affect demand and costs, so that business owners can set prices that are not only 

attractive to customers but also profitable for companies. 

uses a linear function that relates the price to the amount of the request. The functions used 

can be expressed as: 

  
𝑄𝑑 = 𝑎 − 𝑏𝑝 

Where: 
  

Qd = Number of requests 

𝑃 = Price 

𝑎 = intercept(total number of requests when the priceis zero) 

𝑏 = coefficients that show changes in demand againstprice changes. 

  
After obtaining the demand function, the optimal selling price can be determined by 

optimizing profit (Maruta, 2018), which is calculated as the difference between total revenue 



629 

 

 

 

and total costs, using the formula: 

𝑝𝑟𝑜𝑓𝑖𝑡 = (𝑃 𝑥 𝑄𝑑 ) −  𝐹𝑖𝑥𝑒𝑑 𝐶𝑜𝑠𝑡 + 𝑉𝑎𝑟𝑖𝑎𝑏𝑙𝑒 𝐶𝑜𝑠𝑡 𝑥 𝑄𝑑 
This process involves taking derivatives from the profit to price formula and looking 

for the maximum value to determine the price that will maximize profits (Hardina et al., 

2022). 

3. Decision Making 
Determining the optimal selling price is a way to set the price of a product that will 

maximize its profits (Mentari, 2019). In determining the optimal price, Cakemyday stores 

must consider various factors, including production costs, market demand and competitor 

strategy (Sholihah & Jailani, 2023). 

Based on the results of the break-even point analysis and determination of the 

optimal selling price, the management of the "Cakemyday" store will formulate a price 

strategy and cost policy to be implemented (Zuhroh & Pratiwi, 2014). Recommendations will 

be given for implementation in daily practice. The Steps: 

a. Request Function 
Describe the relationship between the price and also the quantity of therequested 
goods: 

𝑄𝑑 = 𝑎 − 𝑏𝑃 
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Where: 
  

Qd = Number of requests 

𝑃 = Price 

𝑎 = intercept(total number of requests when the priceis zero) 

𝑏 = coefficients that show the change in demand for 
price changes. 

  
b. TotalRevenue 

This is the result of the selling price multiplied by the number of goods sold: 

𝑇𝑜𝑡𝑎𝑙 𝑅𝑒𝑣𝑒𝑛𝑢𝑒 = 𝑃 ×  𝑄𝑑 
c. Total Costs 

Summing between fixed costs and variable costs: 
𝑇𝑜𝑡𝑎𝑙 𝐶𝑜𝑠𝑡 = 𝐹𝑖𝑥𝑒𝑑 𝐶𝑜𝑠𝑡 +  (𝑉𝑎𝑟𝑖𝑎𝑏𝑙𝑒 𝐶𝑜𝑠𝑡 𝑝𝑒𝑟 𝑈𝑛𝑖𝑡 ×  𝑄𝑑) 

d. Profit 
Profit is the difference between total revenue and total costs (Tiswiyantietal., 

2018), the formula is: 

 

𝑃𝑟𝑜𝑓𝑖𝑡 = 𝑇𝑜𝑡𝑎𝑙 𝑅𝑒𝑣𝑒𝑛𝑢𝑒 − 𝑇𝑜𝑡𝑎𝑙𝐶𝑜𝑠𝑡𝑠 
e. Profit Optimization 

To find the selling price that maximizes profit, we need to calculate the derivative 

of the profit function and set it equal to zero: 

𝑑(𝑃𝑟𝑜𝑓𝑖𝑡)

𝐷𝑝
= 0 

 
f. Profit Formula in Quantity Form 

The profit formula in the form of quantity is a method to calculate the profit 

generated by a business based on the number of units sold (Sutopo Sutopo et al., 

2021). 

P𝑟𝑜𝑓𝑖𝑡 = (𝑃 − 𝑉𝑎𝑟𝑖𝑎𝑏𝑙𝑒 𝐶𝑜𝑠𝑡𝑃𝑒𝑟 𝑈𝑛𝑖𝑡) ×  𝑄 − 𝐹𝑖𝑥𝑒𝑑 𝐹𝑒𝑒𝑠 
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Where: 
  

𝑃 = Selling price per unit 

Variable CostPerUnit = Fees incurred for eachunit 
Produced or sold 

𝑄 = Number of units sold 

Fixed Fees   
= 

The cost does not change regardless of the 

number of units sold (such as rent, salary 

permanent employees, etc.) 

  
  

RESULTS AND DISCUSSION 
  

This pricing and cost planning is an important aspect of business management, especially 

for small businesses like the "Cakemyday" cake shop. In this study, we analyzed using data 

regarding the demand function, fixed costs, variable costs and also the selling price (Siregar etal., 

2016). The requested function usedis 

Qd = 600−0.002P where Qd is the number of birthday cakes sold and P (Price) is the selling price 

of the cake. The fixed fee is set at Rp. 7,000,000 per month, and the cost per cake is Rp. 60,000 

In an effort to understand financial sustainability and achieve profitability (Magu et al., 

2022), this study analyzed the "Cakemyday" store using Break Even Point (BEP). BEP is the time 

when total receipts are balanced with total expenses, so there is no profit or loss. To calculate 

BEP, it is necessary to consider several key factors: fixed cost, selling price per unit, and variable 

cost per unit. In this analysis, several important data are used. The fixed cost incurred by the 

"Cakemyday" store reaches Rp 7,000,000, the selling price per unit of the product is also set at 

Rp 150,000, and the variable cost per unit is Rp 60,000. With this information, after that it begins 

to calculate the contribution margin per unit, which is the difference between the selling price 

and the variable cost (Dwi Laela Rachmawulan & Prasetyo, 2017). 

By doing the calculation, it was found that the contribution margin per unit was Rp 

90,000. This means that the money sold gives a contribution comparable to Rp90,000to cover 

fixed costs and generate profits. Furthermore, to calculate BEP, the study uses a formula that 

relates fixed costs to the contribution margin per unit. The results of the calculation show that 
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the "Cakemyday" store needs to sell about 78 units to break even. This figure indicates that by 

selling 78 units of products, all fixed and variable costs incurred will be covered, and the store will 

not experience any profits or losses (Hidayah et al., 2022). This knowledge is invaluable for 

management in planning sales strategies and managing future costs. 

In this study, an in-depth analysis was also conducted to determine the optimal selling 

price at the Cakemyday store from the products offered. Knowing the right selling price is the key 

to achieving business sustainability and maximizing profits (Susanti, 2021). In the "Cakemyday" 

store, this study calculates the contribution margin per unit. This contribution margin is the 

disparity between the selling price and the cost, the variable, which shows how much 

contribution each unit sold is to cover fixed costs and generate profit. It was found that the 

margin contributed per unit was Rp 90,000, which means that each store sells one unit of 

product, amounting toRp 

90,000 will contribute to cover fixed costs and contribute to profits (Nugraha, 2024). 

To determine the optimal selling price, the "Cakemyday" store sets a profit target to be 

achieved. Suppose the expected profit target is, IDR 3,000,000. With this profit target, 

management calculates the total costs that need to be borne to achieve the profit. The total cost 

to sell 78 units (which is the figure from the previous Break Even Point analysis) is calculated to be 

Rp 11,680,000. By adding the profit target to the total cost, the management found that the total 

revenue required was IDR 14,680,000. To find out the optimal selling price per unit, this total 

revenue is divided by the number of units sold. As a result, the optimal selling price that must be 

set is around IDR 188,000 per unit. 

In increasing knowledge about consumer behavior and also formulating an effective 

marketing strategy for Cakemyday cake shops, this study conducted an analysis to determine the 

demand function of the products it offers. The demand function is an important tool that reflects 

the interaction between the price of a product, and the number of goods demanded by 

consumers (Nugraha, 2024). Some basic data is collected. issued by the store was recorded at Rp 

7,000,000, while the selling price per unit of product was set at Rp 150,000. In addition, the 

variable cost per unit associated with the production and sale of products is IDR 60,000. With this 

information, management can develop a demand function that will help them in sales planning. 
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In compiling the demand function, in this study it is necessary to collect data that shows 

how price variations can affect the number of goods requested. For example, based on previous 

data, when the selling price is set at Rp 150,000, the requested amount is 300 units. But when the 

price increases to Rp 180,000, the requested amount will drop to 250 units. Where this data 

provides an initial picture of consumer behavior towards price changes. 

To compile the demand function, for the study it is necessary to collect historical data that 

shows how price variations affect the quantity of goods requested. For example, based on 

previous data, when the selling price was set at Rp 150,000, the amount requested was 300 units. 

However, when the price increased to Rp 180,000, the requested amount dropped to 250 units. 

This data provides an initial picture of consumer behavior towards price changes. 

From the data, this researcher will calculate the slope of the request function. By using 

two data points, such as one point at a price of Rp 150,000 with a demand of 300 units and one 

point at a price of Rp 180,000 with a demand of 250 units. This "Cakemyday" store has found that 

every Rp 30,000 increase will reduce the requested amount by 50 units. From this calculation, a 

slope value of -0.00167 is obtained, which reflects that there is a negative relationship between 

price and the amount of demand. 

After that, the study also calculates the intercept of the request function. Here use one of 

the existing points, when it finds that intercept a is about 400. With the values of a andb that 

have been calculated. Then the function of the request can be arranged in mathematical form 

asQd = 400−0.00167P. This request function shows that if the price of the product is Rp 150,000, 

the requested amount will reach about 300 units. However, with the increase in price, the 

amount requested will decrease, reflecting the general nature of demand in the market (Anwar, 

2014). 

CONCLUSION 

  
Through this analysis, "Cakemyday" can have a clearer picture of the financial risks that 

must be faced. By understanding how many units need to be sold to achieve BEP, research can 

formulate realistic sales targets and optimize marketing strategies. With the right steps, it is 

hoped that this store can improve its performance and achieve better profits in the future. 

"Cakemyday" is also expected to increase its competitiveness in the market, attract more 
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customers, and ultimately, achieve better profits. With the right strategic measures, this store 

can ensure sustainability and future growth. The "Cakemyday" store not only gained a deeper 

perception of consumer behavior, but also gained invaluable information to formulate more 

effective pricing and promotion strategies. By understanding the demand function, management 

can make more informed decisions to increase sales and achieve the financial goals that have 

been set. With the strategic steps taken, it is hoped that this store can grow and develop in an 

increasingly fierce market competition. 
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