PRICING TABLE FOR A PRICE INCREASE

On the other hand, this table shows the amount by which your sales would have to decline
following a price increase before your gross profitis reduced below its previous level. Ata 30%
margin and a 10% increase in price, you could sustain a 25% reduction in sales volume before
your profitis reduced to the previous level ... you would have to lose 1 cutof every 4
customers!
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