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Introduction

Distributors are always looking for ways to increase profit margins. When this topic comes up, the discussion on pricing also 

comes up along with a couple of questions. Should prices be increased, along with margins, and face possible loss of sales? 

Should prices be decreased, along with margins, in the hopes of increasing sales and margins?  

A few things to consider when these questions arise: 

 

1. What happens if the prices are changed? If the margins 

are 40% and prices were raised by 5%, sales could actually 

Drop by 11% and the gross margin wouldn’t change. If 

prices were raised by 10%, sales could drop by 20% and the 

margins would stay the same. On the other side, what 

happens when a sale is run? In most cases, to maintain the 

same margin, sales would have to increase dramatically. 

Staying with the 40% margin example, if prices were 

lowered by 10% sales would need to increase by 33% just to 

maintain the same margins.  

 

2. What needs to be done if the decision is made to 

increase prices? There are a number of price increase 

programs available within in CylTech 2. There are also 

programs that will calculate retail prices based on the 

desired gross margins. The first thing to do would be to 

become familiar  

 

 

with how to increase prices across the board, by a specific 

percentage, for vendors and for groups of items. Your 

Support Representative can show you where the price 

increase programs are located and how to use them. 

3. How much should the prices actually be raised? A place 

to start would be to simply raise prices across the board, 

but only by a few percentage points. Assuming costs have 

stayed the same and sales don’t drop dramatically, a little 

extra profit will be made by running a program. 

 

4. How do you know if the margins went up or down 

during this experiment? There is a program, called The 

Investigator, designed to give this very information.  Run 

the query for a date range and group of items prior to the 

increase, for example the last 60 days, to see what the sales 

dollars and margins were for that time period. Increase the 

prices, then run the same query for the 60 day period after 

the price increase and note the difference between sales 

dollars and margins. This same analysis can be conducted 

on a price decrease which answers the question “Did sales 

go up enough to justify the decreased price?” 

 

Have questions? Feel free to send us an email, we welcome 

the questions! 
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