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This research aims to determine the application of cost 
volumeprofit analysis to UD. Jaya Makmur. Research 
Method use descriptive quantitative research methods with 
data obtained by observation and interviews. Results of this 
research shows that separating semivariable costs using 
the least square method into fixed costs and variable costs 
produces fixed costs of Rp. 47,000,000 and variable costs 
of Rp. 153,500,000. The BEP calculation, which is a step in 
the cost volume profit analysis, shows the BEP mix for total 
product sales of Rp. 75,320,512.82. In planning UD's sales 
and profits. Jaya Makmur plans to increase profits in the 
next 3 months by 45.45% of the total profits obtained 
previously. To achieve the planned increase in profits, UD. 
Jaya Makmur must increase sales by Rp. 593.363.275 
Calculation results of margin of safety for UD. Jaya Makmur 
is 81.5%, meaning that if the company experiences a 
decline in sales exceeding 81.5%, the company will 
experience a loss. 
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Introduction 

Along with the times, accompanied by advances in technology and 
information in the business world, competition is now increasingly fierce, both from 
micro businesses down to micro businesses up to large companies. because 
technology affects organizational and business performance. Planning, 
management and handling strategies need to be carried out by companies to make 
the right decisions in order to maintain the company's sales operational activities 
so that they continue to get stable profits. 

International Conference on Economy, 

Management, and Business (IC-EMBus) 
VOL. 1, 2023 p. 783-791 

https://journal.trunojoyo.ac.id/icembus 

mailto:peninevia@gmail.com
mailto:peninevia@gmail.com
mailto:vickyfebriansyah55@gmail.com
mailto:reza.adiyanto@gmail.com


784 IC-EMBUS VOL. 1, 2023 
 

 

 

The aim of a business in maintaining operational activities and an 
increasingly developing economy is to obtain greater profits in accordance with 
business growth. With this aim, a business, especially a company, must plan sales 
to increase profits and use existing resources optimally to achieve company goals. 
Sales planning is a very important factor in a business because it will influence the 
smoothness and success of the company in achieving its goals. Achieving the 
goals that have been formulated is very dependent on management's ability to 
prepare future plans, both short-term and long-term. Good management is 
management that can carry out its functions optimally, namely Planning, 
Organizing, Motivating, Controlling. and Evaluating (evaluation). In order for 
management to carry out its duties well, management needs a planning tool to 
achieve the goals of a business to make a profit. 

 

Profit is the main goal in a company, one of the plans made by 
management is profit planning. Because profit is the difference between income 
received (from sales) and costs incurred, profit planning is influenced by sales 
planning and cost planning. Profit planning itself is the development of a company's 
operational plan to achieve the company's ideals and objectives" (Carter and Usry, 
2005:4). In cost planning, efficiency can be improved by identifying the distribution 
of marketing costs among various intermediaries in the marketing channel. 
Strategies in marketing have a strategic role in the success of products or services 
in reaching consumers. Thus, when consumers purchase a product or brand, they 
will have a brand experience. 

 

At UD. Jaya Makmur, preparing profit planning must involve management 
who pays attention and knows the extent of the relationship between the factors 
that influence the company's profit level. According to Munawir (2007:184) that 
profit planning has a relationship between costs, volume and selling price. 
Efficiency can be improved by identifying the distribution of marketing costs among 
various intermediaries in the marketing channel. Costs determine the selling price 
to achieve the desired profit, selling price influences sales volume, sales volume 
influences production volume and production volume influences costs. One method 
that can be used by UD. Jaya Makmur to find out the relationship between costs, 
volume and profit is to use Cost Volume Profit analysis. 

 

In the Cost Volume Profit (CVP) analysis used in making a profit plan, it will 
produce a break even point value, a contribution margin value and a margin of 
safety value. All companies, both micro and macro, need a Cost Volume Profit 
analysis to study the relationship between costs, profits a nd sales volume so that 
they can obtain information about the minimum sales level that must be achieved in 
order not to experience losses. In the background problems above, UD. Jaya 
Makmur, which operates in rice milling, has never used cost volume profit (CVP) 
analysis to achieve its profit target. For this reason, researchers are interested in 
raising the title "Cost Volume Profit (CVP) Analysis as a Basis for Sales Planning in 
Achieving Profit Targets (Case Study at UD. Jaya Makmur Ds. Tambak Pocok Kec. 
Tanjung Bumi, Bangkalan Regency)". 

 

LITERATUR REVIEW 
Cost 

According to Bustami and Nurlela (2013:7) "Costs are sacrifices of economic 
resources measured in units of money that have occurred or are likely to occur to 
achieve certain goals." Another definition states that "Costs are cash and cash 
equivalents sacrificed to produce or obtain goods and services that are expected to 
obtain benefits or profits in the future" (Purwanti, 2013:19). 

Sales Plan 

Sales plan is a forecast of the unit and monetary value of a company's sales for a 
future period based on recent sales trends (Brigham and Houston, 2001: 117). The 
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sales planning that has been planned by the company can be used to determine 
the profit desired by the company. So, to obtain the desired profit, the company 
must determine profit planning first. 

 

Profit Plan 

Profit plan is planning carried out by a company in order to achieve the company's 
goals, namely making a profit. Profit planning contains the steps that will be taken 
by the company to achieve the desired profit target. Profit is the main goal of the 
company because profit is the difference between the income received (from sales) 
and the costs incurred, so profit planning is influenced by sales planning. Profit 
planning has a relationship between costs, volume and selling price. Costs 
determine the selling price to achieve the desired profit level, selling price 
influences sales volume, while sales volume influences production volume 
(Munawir, 2007: 184). 

 

Cost Volume Profit Analysis 

Analysis (cost-volume-profit-CVP) is one of several tools that is very useful for 
managers in giving orders. This tool helps management understand the 
interrelationship between costs, volumes and profits in an organization by focusing 
on the interactions between five elements: product price: volume or level of activity; 
variable costs per unit; total fixed costs; and the mix of products sold." According to 
Mulyadi (2001), cost-volume-profit analysis is a technique for calculating the impact 
of changes in selling prices, sales volume and costs on profits to assist 
management in short-term profit planning. 

 

Contribution Margin Analysis 

Contribution margin is the remaining amount of revenue minus variable expenses. 
So, this is the Amount available to cover fixed expenses and then become profit for 
the period. Contribution Margin is the difference between sales and variable costs 
of a product or service. That is the amount of money available to cover fixed costs 
and generate profits. 
According to Samryn (2012:173) Sales contribution = Margin - Variable Costs 

 

 

𝐶𝑜𝑛𝑡𝑟𝑖𝑏𝑢𝑠𝑖 𝑀𝑎𝑟𝑔𝑖𝑛 𝑅𝑎𝑡𝑖𝑜 = 
𝐶𝑜𝑛𝑡𝑟𝑖𝑏𝑢𝑡𝑖𝑜𝑛 𝑀𝑎𝑟𝑔𝑖𝑛 

𝑆𝑒𝑙𝑙𝑖𝑛𝑔 
𝑋 100%

 

 
Break Even Point Analysis 
Break Even Point Analysis is a method or technique used by company managers 
to determine whether the company's sales level is not experiencing profits or 
experiencing losses (Sigit, 2002: 1). BEP or Break Even Point is the point where 
income is equal to the capital issued, there is no loss or profit. Total profits and 
losses are at position 0, the break event point, which means that at this point the 
company does not experience losses or make profits. 

𝐹𝑖𝑥𝑒𝑑 𝐶𝑜𝑠𝑡 
BEP atau Titik Impas = 

Contribution Margin Ratio 
 

𝐵𝐸𝑃 (𝑅𝑝) 
BEP (Kg/ Unit) = 

Selling Price
 

Margin of Safety Analysis 

Margin of safety is a tool that can provide information about how much the 
budgeted sales volume or certain sales results may decrease so that the company 
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does not suffer losses. The margin of safety figure will provide an indication of the 
maximum amount of reduction in sales volume that is planned or budgeted and will 
not result in a loss. 

 
Margin of Safety = Total Sales – Penjualan Titik Impas 

 

 

Margin of Safety Ratio = 

 
RESEARCH METHODS 

Margin of Safety 

Total Sales 
𝑋 100%

 

The method used to write this article is a descriptive quantitative approach. 
Meanwhile, according to Sugiyono (2017:7) "quantitative research is research data 
in the form of numbers and analysis using statistics". The data obtained by 
researchers was by conducting observations and interviews at Kopoktan UD. Jaya 
Makmur which is engaged in rice milling and rice supply in Tambak Pocok Village, 
Tanjung Bumi District, Bangkalan Regency. The data analysis technique uses the 
Cost Volume Profit (CVP) analysis method. In determining profit planning, use the 
Cost Volume Profit (CVP) analysis method. Researchers also wrote appropriate 
keywords related to Cost Volume Profit Analysis as a Basis for Sales Planning in 
Achieving Profit Targets. 

 
RESULT AND DISCUSSION 

Business Description / Company 

UD. Jaya Makmur is one of the businesses owned by a farmer group in 
Tambak Pocok village, Tanjung Bumi sub-district, Bangkalan Regency which 
operates in the field of rice management, rice milling and selling superior rice, led 
by Muhammad Abbas Sastro Diputro. UD. Jaya Makmur sells several rice products 
from its mills, there is Class A rice which is the best with the largest rice size, Class 
B rice in the middle with medium to small size and Class C rice which is the 
smallest size which is usually called groats. UD. Jaya Makmur itself has only been 
established for about 1 year in Tanjung Bumi, Bangkalan Regency. 

 

Tabel 1.1 Financial Report UD. Jaya Makmur 1 july- 30 september 2023 from 
Interview Report 

UD. Jaya Makmur 

Cost of Goods Production Report 
1 July - 30 September 2023 

Beginning Work in Process Inventory: 

Raw Material Inventory 
Purchase of Raw Materials 
Return Damaged Raw materials 

Total Initial Work in Process Inventory 

Rp. 15.000.000 

Rp. 20.000.000 
Rp. 100.000.000 
Rp. 17.000.000 

Rp. 103.000.000 

Production Cost Excluding Raw Materials: 

Direct Labor Costs / Monthly Salary 
Engine Fuel Costs 

Total Production Costs 

 
Rp. 30.000.000 
Rp. 2.500.000 

Rp. 32.500.000 

Factory Overhead Costs: 

Indirect Labor Costs 

 
Rp. 13.000.000 
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Additional Rice Drying Employee Salary 
Electricity Cost 
Machine Maintenance Costs 
Factory Equipment Costs 

Total Factory Overhead Costs 

Rp. 4.000.000 
Rp. 9.500.000 
Rp. 3.500.000 
Rp. 1.000.000 

Rp. 31.000.000 

Number of Goods in Process (Final) 
Ending Inventory 
Cost of Goods Sold 

Rp. 181.500.000 
Rp. 6.000.000 
Rp. 175.500.000 

 

 
Tabel 2 Profit and Loss Report UD. Jaya Makmur 1 July- 30 September 2023 

UD. Jaya Makmur 
Profit and Loss Report 

1 July - 30 September 2023 

Sale:  

Rice Sales A 17.600kg @13.000 = Rp. 267.800.000 
Rice Sales B 9.100kg @11.500 = Rp. 104.650.000 
Rice Sales C 2.500kg @10.000 = Rp. 25.000.000 
Sales of Fine Bran 5.100 kg @2.500 = Rp. 12.750.000 
Sales of Coarse Rise Husk 150 karung @5.000 = Rp. 750.000 

Total Sales Rp. 407.950.000 

Expenses:  

Costs of Goods Sold Rp. 175.500.000 
Shipping Expenses Rp. 1.000.000/5.000 kg = Rp 7.000.000 

Total Expenses Rp. 182.500.000 

Net Profit Rp. 225.450.000 

 

Tabel 3 Recapitulation of All Costs into Fixed Costs an Variable Costs at 
UD. Jaya Makmur 1 July - 30 September 2023 

Information Fixed Cost (Rp) Variable Costs 
(Rp) 

Beginning Work in Process 
Inventory: 

Raw Material Inventory (Intial): 
Purchase of Raw Materials 
Return Damaged Raw Materials 

  
Rp. 20.000.000 
Rp. 100.000.000 
Rp. 17.000.000 

Production Costs Excluding Raw 
Materials: 

Direct Labor Costs / Monthly Salary 
Machine Fuel Costs 

 
Rp. 30.000.000 

 

 
Rp. 2.500.000 

Factory Overhead Costs: 

Indirect Labor Costs 

 
Rp. 13.000.000 
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Additional Rice Drying Employee 
Salary 
Electricity Cost 
Machine Maintenance Costs 
Factory Equipment Costs 

 
Rp. 3.000.000 

 

Rp. 1.000.000 

Rp. 4.000.000 
Rp. 6.500.000 
Rp. 3.500.000 

 
 

Based on table 1.3, it can be seen that fixed costs are Rp. 47,000,000 and 
variable costs of Rp. 153,500,000. After recapitulating all costs into fixed costs and 
variable costs, the next stage is calculating the contribution margin. 

 

Perhitungan Margin Kontribusi UD. Jaya Makmur 1 July - 30 September 2023 

Margin kontribusi = Sale - Variable Costs 
= Rp. 407.950.000 - Rp. 153.500.000 
= Rp. 254.450.000 

 

 

𝐶𝑜𝑛𝑡𝑟𝑖𝑏𝑢𝑠𝑖 𝑀𝑎𝑟𝑔𝑖𝑛 𝑅𝑎𝑡𝑖𝑜 = 
𝐶𝑜𝑛𝑡𝑟𝑖𝑏𝑢𝑡𝑖𝑜𝑛 𝑀𝑎𝑟𝑔𝑖𝑛 

𝑠𝑎𝑙𝑒 

Rp. 254.450.000 

 

𝑋 100% 

𝐶𝑜𝑛𝑡𝑟𝑖𝑏𝑢𝑠𝑖 𝑀𝑎𝑟𝑔𝑖𝑛 𝑅𝑎𝑡𝑖𝑜 = 
Rp. 407.950.000 

𝑋 100% 

= 0,624 X 100% 
= 62,4% 

 
From the contribution margin ratio calculations carried out, it can be seen 

that the product produced is able to contribute 62.4% profit to the company. And 
using the least squares method, the assumption was found that sales will increase 
by 45.45% over the next 3 months. So the calculation: 
Information Currently Expected Change 

Sale Rp. 407.950.000 Rp. 593.363.275 Rp. 185.413.275 
Variable Cost Rp. 153.500.000 - Rp. 223.265.750 - Rp. 69.765.750 - 

Margin 
Contribution 

Rp. 254.450.000 Rp. 370.097.525 Rp. 115.647.525 

Fixed Cost Rp. 47.000.000 Rp. 47.000.000 -  

Factory Overhead 
Costs 

Rp. 31.000.000 -   

Operating Profit Rp. 176.450.000 Rp. 323.097.525  

Ratio Margin 
Contribution 

62,4%   

 

Calculation Break Event Point UD. Jaya Makmur 1 July - 30 September 2023 

 
𝑓𝑖𝑥𝑒𝑑 𝐶𝑜𝑠𝑡 

BEP atau Titik Impas = 
 

 

Contribution Margin Ratio 
 

Rp.47.000.000 
= 

62,4% 

 
BEP (Kg) type rice A = 

= Rp. 75.320.512,82 

𝐵𝐸𝑃 (𝑅𝑝) 

Sale Price 
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BEP (Kg) type rice B = 
 
 
 
 

BEP (Kg) type rice C = 

=   
Rp.75.320.512,82 

Rp.13.000 
= 5.793,89 
= 5.794 Kg 
𝐵𝐸𝑃 (𝑅𝑝) 

Sale Price 

 

= 
Rp.75.320.512,82 

Rp.11.500 
= 6.549,6 
= 6.550 Kg 

𝐵𝐸𝑃 (𝑅𝑝) 

Sale Price 

Rp. 75.320.512,82 
= 

Rp. 10.000 
= 7.532,05 
= 7.532 Kg 

 

BEP (Kg) Fine Bran = 
𝐵𝐸𝑃 (𝑅𝑝) 

Sale Price 
 

= 
Rp.75.320.512,82 

Rp.2,500 
= 30.182,2 
= 30.182 Kg 

𝐵𝐸𝑃 (𝑅𝑝) 

BEP (Kg) Coarse Rice Bran =  
 

Sale Price 
 

= 
Rp.75.320.512,82 

Rp. 5.000 
= 15.064,102 
= 15.064 Kg 

From the calculation above, it can be seen that if UD. Jaya Makmur wants 
its capital back, then UD. Jaya Makmur must sell the products it produces for IDR 
75,320,512.82. Or sell products produced at a minimum of 5,794 kg of type A rice, 
6,550 kg of type B rice, 7,532 kg of type C rice, 30,132 kg of fine bran and 30,182 
kg of coarse rice husks. 

 
Calculation Margin of Safety UD. Jaya Makmur 1 July - 30 September 2023 

Margin of Safety = Total Sale – Break Even Sales 
= Rp. 407.950.000 - Rp. 75.320.512,82 
= Rp. 332.629.487,18 

Margin of Safety 
Margin of Safety Ratio = 

Total Sale 
𝑋 100% 
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Margin of Safety Ratio = 
Rp. 332.629.487,18 

Rp. 407.950.000 

 

𝑋 100% 

 

= 0,815 X 100% 

= 81,5% 
From the calculation results above, it can be seen that the decline that 

UD.Jaya Makmur must avoid is 81.5% of the previous total sales. If UD. Jaya 
Makmur experienced a decline of more than 81.5%, so it was said to have suffered 
a large loss. And if the decline is still below or less than 81.5% it is still said to be 
safe and has not experienced any losses. 

 

CONCLUSION 
UD. Jaya Makmur only operates business in its company without recording 

financial expenses or cash coming in from production results so that UD. Jaya 
Makmur also has not carried out sales planning and profit planning. Where the 
condition of UD.Jaya Makmur in the October-December 2023 period is predicted to 
experience better conditions than in the July - September 2023 period. Estimated 
sales will increase by 45.45% or Rp. 185,413,275 for the next 3 months. In 
calculating the contribution margin, a figure of IDR is obtained. 125,458,000 with a 
contribution margin ratio of 62.4%, which shows that businesses in the Rice Milling 
sector are able to cover fixed business costs. 

The BEP or break-even point for the period July - September 2023 is IDR. 
75,320,512.82 It can be interpreted that the UD Rice Milling Business. Jaya 
Makmur will generate maximum profit if sales are above Rp. 75,320,512.82. Margin 
of Safety for UD Rice Milling Business. Jaya Makmur is 81.5%. If Ibu's Chips 
business experiences a decline in sales of 81.5% then UD's Rice Milling business. 
Jaya Makmur will experience losses. However, because the margin of safety 
obtained is quite large, the possibility that the business will experience losses is 
small. 

 

Suggestion 

UD Rice Milling Business. Jaya Makmur should be able to sell products at a 
high percentage. So this makes it possible for the UD Rice Milling Business. Jaya 
Makmur will continue to run well and be able to expand its business because the 
possibility of the business experiencing losses is very small. And it would be better 
if the UD Rice Milling Business. Jaya Makmur should identify aspects of its 
activities, one of which is identifying cost components. UD Rice Milling Business. 
Jaya Makmur can consider using cost volume profit analysis more in its sales and 
profit planning activities, to enable management to work more effectively and 
efficiently. Through this analysis, the company will get a more complete and 
detailed picture of sales and profit planning for the next period. 
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