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Purpose: This study aims to analyze the effect of price and sales volume on profit 

growth at PT. Star Sparta Indonesia, Makassar Branch. 

Research Design and Methodology: his research employed a descriptive 

quantitative approach using secondary data obtained from the company’s profit 

and loss statements and sales records for the period 2022–2024. Financial ratio 

analysis was applied as the primary data analysis method, with calculations 

performed manually using mathematical formulas, without the use of statistical 

software. 

Findings and Discussion: he results indicate that the selling price per unit 

increased from 99,980 to 101,002, accompanied by growth in sales volume, which 

contributed to an increase in the net profit margin from 18.61% to 40.04%. However, 

a decline in sales toward the end of 2024 adversely affected the net profit margin. 

Overall, both price and sales volume significantly influenced the company’s 

profitability, demonstrating that strategic pricing and sales management are crucial 

for sustaining profit growth. 

Implications: The findings suggest that PT. Star Sparta Indonesia should continue 

to monitor and adjust pricing and sales strategies to maintain and enhance 

profitability, particularly in response to fluctuating market conditions. 

Introduction 

In today’s increasingly competitive and dynamic business environment, companies face the dual 

challenge of sustaining operational performance while pursuing long-term growth. Profit is widely 

recognized as a fundamental indicator of success, serving not only as a measure of financial 

performance but also as a foundation for strategic decision-making and organizational development 

(Sutriana, 2023; Arison, 2018). Firms that consistently maintain stable and growing profits are better 

positioned to gain competitive advantages, enhance market resilience, and ensure long-term survival, 

particularly in markets characterized by rapid technological change and shifting consumer preferences  

(Sutriana, 2023). Profit reflects a company’s ability to manage resources effectively, implement strategic 

marketing initiatives, optimize operational processes, and respond efficiently to evolving market 
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demands, making it a critical metric for both short-term operational efficiency and long-term financial 

sustainability (Palupi & Wulan, 2021; Al Fatah et al., 2023). 

Among the multiple factors influencing profitability, selling price and sales volume are particularly 

decisive. The selling price determines revenue per unit, directly affecting the company’s ability to cover 

production and operational costs. If the price is set too low, profit margins may be insufficient, whereas 

excessively high prices can reduce demand and depress sales volumes. Even with optimal pricing, 

inadequate sales volume can limit overall profitability (Pratama et al., 2024). Empirical studies offer 

mixed findings regarding the relationship between price, sales volume, and profit. Lahallo (2024) 

observed that low prices combined with below-target sales volumes lead to suboptimal profits, while 

Safitri (2023) demonstrated that increasing price in tandem with higher sales volumes can enhance 

profitability if market demand is sufficient and sales strategies are effectively implemented. These 

divergent findings highlight the complexity of balancing price and sales volume to maximize profit, 

underscoring the need for targeted research within specific industry contexts. 

In this context, the present study examines PT. Star Sparta Indonesia, Makassar Branch, a company 

engaged in the distribution of motor vehicle spare parts. The firm has faced challenges in achieving 

optimal profits due to unbalanced pricing and variable sa les volumes. By analyzing the combined 

effects of selling price and sales volume on profitability, this study aims to provide evidence-based 

insights to support strategic decision-making, enhance market competitiveness, and promote 

sustainable financial performance. The findings are expected to guide management in designing 

pricing strategies, optimizing sales efforts, and maintaining a balance between revenue generation and 

market responsiveness, thereby contributing to the company’s long-term growth objectives. 

In addition, analyzing the relationship between selling price and sales volume is crucial for 

understanding profitability dynamics in competitive markets such as the automotive spare parts 

industry. Variations in consumer demand, influenced by economic conditions, market trends, and 

seasonal factors, can significantly affect sales performance and profit margins. By investigating how 

price adjustments and changes in sales volume jointly impact profitability, this study provides  

empirical evidence to guide strategic pricing and sales management. The findings are expected to 

support data-driven decision-making, enhance operational efficiency, and contribute to sustainable 

financial performance, thereby offering practical implications for management aiming to ma intain 

competitiveness and long-term growth. 

Literature Review 
Demand and Supply Theory 

In conventional economics, demand refers to the quantity of goods or services that consumers are 

willing and able to purchase at a given price and income level within a specified time period, while 

supply represents the quantity of goods or services that producers are willing and able to offer at 

various price levels over the same period. The concepts of demand and supply are inherently 

interconnected and serve as the foundation of market interactions, where the exchange between buyers  

and sellers determines both the quantities traded and the prevailing market prices (Rahmadona, 2023). 

In practical terms, market equilibrium occurs when the quantity demanded equals the quantity 

supplied, establishing the price and sales volume for a particular good or service. Consequently, 

fluctuations in price can directly affect the quantity sold, and achieving high sales volumes at 

appropriate price levels plays a critical role in increasing revenue and improving overall company 

profitability. Understanding these dynamics is essential for businesses seeking to optimize pricing 

strategies, manage inventory, and respond effectively to changes in consumer behavior and market 

conditions. 

Profit 

Profit, as defined by the Kamus Besar Bahasa Indonesia (KBBI), represents the financial gain that 

exceeds the invested capital or incurred costs, calculated as the difference between total revenue and 

all associated expenses within a given period. Profit serves as a key indicator of a company’s 
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operational effectiveness and its ability to generate returns from resource utilization (Palupi & Wulan, 

2021). Furthermore, it reflects a company’s capacity to surpass the breakeven point and achieve 

sustained, profitable sales (Al Fatah et al., 2023). In the context of this study, profit is measured using 

the Net Profit Margin (NPM), which expresses the proportion of net profit generated per unit of sales. 

Higher NPM values indicate greater profitability, providing a clear metric for assessing financial 

performance. NPM is calculated by dividing net profit by net sales and multiplying the result by 100 

percent (Pakiding Yizka et al., 2012). As such, NPM not only highlights a company’s ability to convert 

sales into profit but also serves as a critical benchmark for evaluating the effectiveness of pricing, cost 

management, and operational strategies in achieving sustainable financial growth . 

Price 

Price represents the monetary value required to acquire a good or service and is a critical factor in 

determining a company’s success, as it directly affects profitability (Simamora, 2016). Effective pricing 

strategies are influenced by several internal and external factors, including production costs, marketing 

approaches, and competitive market conditions (Adolph, 2016). An increase in production costs often 

necessitates higher selling prices, while marketing strategies and competition inform necessary price 

adjustments to maintain consumer interest and market share. In this study, the unit selling price is 

determined by dividing total sales revenue by the number of units sold, providing a clear and practical 

measure of revenue generated per unit (Agusta & Astuti, 2019). Strategic pricing is essential not only 

to cover costs and achieve profit targets but also to balance consumer purchasing power, ensuring long-

term business sustainability. 

Sales Volume 

Sales volume refers to the total number of units of a product or service sold within a specified 

period and serves as a vital indicator of a company’s ability to distribute and market its products 

effectively (Prasetya, 2016). Higher sales volume directly contributes to increased revenue and 

profitability, reflecting the overall market demand and the company’s operational performance 

(Agusri, 2019). Several factors influence sales volume, including product quality, promotional activities, 

distribution networks, and the standard or variety of goods offered. In this study, total sales are 

calculated by multiplying the unit selling price by the total number of units sold, providing a 

comprehensive measure of the company’s sales performance and revenue generation (Christy et al., 

2018). Maintaining an optimal balance between price and sales volume is essential, as it ensures revenue 

growth while sustaining competitive advantage in the marketplace. 

 

Research Design and Methodology 

This study employs a descriptive quantitative approach to investigate the relationship between 

price, sales volume, and profit without manipulating the variables. The research was conducted at PT. 

Star Sparta Indonesia, Makassar Branch, located at Jl. Beryl Timur 3 No. 5, Summarecon, Kec. 

Biringkanaya, Makassar City, South Sulawesi, during June–July 2025. The population consists of the 

company’s financial statements and sales records from 2022 to 2024, while the sample comprises 

quarterly data, totaling 36 observations across the three variables. Purposive sampling was applied, 

selecting data based on the following criteria: availability in profit and loss statements and sales 

records, inclusion of information on price, sales volume, and profit, and coverage of the entire 2022–

2024 period. 

Secondary data were collected through direct observation and documentation of company records. 

The study focuses on three variables: profit (Y), measured by Net Profit Margin (NPM) to indicate the 

proportion of net profit earned per unit of sales (Joy Toar, 2016; Pakiding Yizka et al., 2012); price (X₁), 

defined as the monetary value assigned to a product or service, influenced by production costs, 

marketing strategies, and market competition, and measured using the unit selling price (Suwetja, 2021; 

Agusta & Astuti, 2019); and sales volume (X₂), defined as the number of units sold within a given 

period, reflecting total revenue and profitability, and measured by total sales (Agusri, 2019; Christy et 

al., 2018). 
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Data analysis was conducted descriptively using financial ratios calculated through simple 

mathematical formulas without employing statistical software. This approach enables a clear and 

practical illustration of how price and sales volume influence profit, providing valuable insights into 

operational efficiency and supporting strategic decision-making to enhance the company’s 

performance and long-term competitiveness. 

 

Findings and Discussion 

Findings 

Net Profit Margin (NPM) 

The Net Profit Margin (NPM) of PT. Star Sparta Indonesia, Makassar Branch, demonstrated a 

consistent upward trajectory from Q1 2022 to Q4 2024, with only minor fluctuations throughout the 

period. In Q1 2022, NPM was 18.61%, reflecting relatively low early-year sales and high operational 

costs, which limited overall profitability (Riani, 2023). By Q4 2022, the margin had increased to 29.33%, 

driven by higher sales and more efficient allocation of fixed costs, indicating improved operational 

control (Lahallo, 2024). During 2023, NPM continued to rise steadily, reaching 37.52% in Q4, as a result 

of refined cost management, optimized resource allocation, and operational efficiency measures (Fatah 

et al., 2023; Riani et al., 2023). In 2024, the highest NPM of 40.13% was recorded in Q3, reflecting peak 

operational performance, while slight decreases in Q2 and Q4 were associated with rising operational 

costs and lower sales volumes (Lahallo, 2024; Riani et al., 2023). These patterns suggest that sustained 

profitability is closely linked to the company’s ability to manage costs effectively, maintain operational 

efficiency, and ensure stable sales growth over time. The NPM trends underscore the critical role of 

strategic cost control and revenue management in achieving financial sustainability. 

Unit Selling Price 

Unit selling prices at PT. Star Sparta Indonesia, Makassar Branch, exhibited a gradual upward 

trend from IDR 99,979.72 in Q1 2022 to IDR 101,001.80 in Q4 2024, reflecting a deliberate pricing strategy 

aimed at balancing profitability and market competitiveness. Minor decreases were observed in Q2 and 

Q3 2022 and again in Q3 2024 to respond to temporary shifts in demand and to maintain sales stability. 

The incremental price increases were aligned with rising operational costs while ensuring consumer 

purchasing power was preserved, supporting consistent profit margins and long-term revenue 

sustainability (Simamora, 2016; Agusta & Astuti, 2019; Adolph, 2016; Hasibuan et al., 2024). These 

pricing adjustments reflect a strategic approach designed not only to preserve the company’s market 

position but also to optimize revenue generation and maintain financial resilience against fluctuations 

in operational expenses and market conditions. 

 Total Sales 

Total sales of PT. Star Sparta Indonesia showed a steady increase from IDR 4.15 billion in Q1 2022 

to a peak of IDR 7.99 billion in Q2 2024, driven primarily by rising sales volumes, effective distribution 

networks, and strong consumer demand. However, slight declines were observed in Q3 and Q4 2024, 

attributed to weakening purchasing power and reduced market demand, highlighting the importance 

of maintaining efficient distribution channels, pricing stability, and market responsiveness. Despite 

these fluctuations, the overall trend illustrates the company’s ability to expand market reach, optimize 

operational efficiency, and sustain positive cash flow, thereby supporting consistent financial 

performance over the study period. Figure 1 depicts quarterly total sales from Q1 2022 to Q4 2024, 

highlighting the interplay between pricing strategy, sales volume, and operational management in 

shaping overall revenue and profitability. 
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Figure 1.  Total Sales Trends of PT. Star Sparta Indonesia, Makassar Branch (2022–2024). 

 

Discussion 

Analysis of Selling Price in Profit Improvement 

The analysis of unit selling prices at PT. Star Sparta Indonesia indicates a gradual upward trend 

from 2022 to 2024, with minor decreases observed in Q2 and Q3 of 2022 and again in Q3 of 2024, 

followed by a recovery in Q4 2024. This relatively stable price movement helped sustain customer 

interest and purchasing activity, demonstrating that incremental adjustments can increase revenue 

without significantly affecting consumer purchasing power. The pricing strategy effectively supported 

profitability, as evidenced by the overall upward trend of the Net Profit Margin (NPM) throughout the 

study period. Nevertheless, in Q3 and Q4 of 2024, NPM experienced slight declines despite higher unit 

prices, reflecting reduced sales volume and emphasizing that price increases alone are insufficient to 

drive profit growth without corresponding stability in sales performance. 

Analysis of Sales Volume in Profit Improvement 

The analysis of sales volume at PT. Star Sparta Indonesia demonstrates consistent growth from 2022 

to mid-2024, with total sales increasing steadily throughout this period. Minor declines were observed 

in Q3 and Q4 of 2024, both in units sold and total revenue, reflecting fluctuations in market demand 

that impacted company performance. Despite these temporary decreases, overall sales volume 

remained higher than in previous years, allowing the company to sustain annual profit growth. The 

continued contribution of sales volume to a relatively stable Net Profit Margin highlights its crucial role 

in maintaining profitability. This trend underscores the importance of effective marketing and 

distribution strategies to ensure the company efficiently reaches and engages its target market. 

Combined Analysis of Price and Sales Volume in Profit Improvement 

A comprehensive analysis of both selling price and sales volume indicates that these factors jointly 

contributed to the company’s profit growth. Between 2022 and mid-2024, gradual increases in unit price 

alongside rising sales volume supported PT. Star Sparta Indonesia’s financial performance, 

demonstrating that well-managed pricing strategies enhance profitability when sales remain stable. 

The observed decline in sales volume during Q3 and Q4 of 2024, despite higher unit prices, highlights 

that sustaining sales volume is crucial for maximizing profit, as price adjustments alone cannot fully 

compensate for reduced demand. Overall, the results confirm that both unit price and sales volume, 

individually and collectively, significantly affect profit growth, underscoring the importance of 
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implementing balanced pricing strategies in tandem with robust marketing and distribution efforts to 

maintain sales stability and ensure long-term profitability. 

Conclusion 

The study of PT. Star Sparta Indonesia, Makassar Branch, from 2022 to 2024 demonstrates that 

gradual increases in unit selling prices, ranging from IDR 99,979 to IDR 101,001, effectively supported 

profit growth, with Net Profit Margin rising from 18.61% in Q1 2022 to 40.04% in Q4 2024, without 

significantly reducing consumer demand. Sales volume also had a positive impact, showing steady 

growth until mid-2024, although slight declines in Q3 and Q4 2024 led to minor reductions in NPM 

despite higher prices. Overall, both selling price and sales volume, individually and in combination, 

play a significant role in enhancing profitability, highlighting the importance of balancing strategic 

pricing with stable sales to sustain the company’s financial performance. 
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