“When do company reach break-even point”-
What is break-even point (BEP)?
· Break-Even Is the Volume Where All Fixed Expenses Are Covered`- 
      Before going into the details we must know the meaning of few terms
   Selling Price: this is the price at which we will sell our product or service.
  Fixed Costs:  are costs that remain same regardless of how much we might sell. 
Variable Costs: these are costs that vary depending on how much you sell.
Contribution Margin: the difference between Selling Price and Variable Costs. So, if you are selling something for $ 100 and the Variable Costs of that sale are $60, then the Contribution Margin is $40.
How do we calculate BEP?
Let’s talk about how to calculate break-even point in terms of both dollars of sales and units.
Formula to calculate the break-even point is very simple, as follows:-
Break-even point = Fixed Costs / Contribution Margin
Let’s look at a straightforward example.
 Let’s say that we are running a business that has fixed costs of $10,000 per month and we are selling a product or service that has a Contribution Margin of $40. The break-even point in this example would be:
$10,000 / $40 = 250 units
If the units sell for $100 each, then the break-even point in sales dollars would be 250 units x $100 per unit, or $25,000 per month of sales.
Now when we have a basic idea of what is BEP let us look into this model to have more clarity-
let’s assume that the fixed expenses look as follows:
	Administrative salaries
	$1,500

	Rent
	800

	Utilities
	300

	Insurance
	150

	Taxes
	210

	Telephone
	240

	Auto expense
	400

	Supplies
	100

	Sales and marketing
	300

	Interest

	100

	Miscellaneous
	400

	Total
	$4,500


These are the expenses that must be covered by your gross profit. Assuming that the gross profit margin is 30 percent, what volume must you have to cover this expense?
 The answer in this case is 15,000 ($4500/30%)— 30 percent of that amount is $4,500, which is our target number.
The two critical numbers in these calculations are the total of the fixed expense and the percentage of gross profit margin. If your fixed expense is $10,000 and your gross profit margin is 25 percent, your break-even volume must be $40,000.
Ways to Lower Break-Even
There are three ways to lower our  break-even volume, only two of them involve cost controls (which should always be your goal on an on-going basis).
1. Lower direct costs, which will raise the gross margin. We should be  more diligent about purchasing material, controlling inventory, or increasing the productivity of  labor by more cost effective scheduling or adding more efficient technology.
2. Exercise cost controls on fixed expense, and lower the necessary total dollars. We need to be careful when cutting expenses by having a definite plan. We can cut too deeply as well as too little and cause distress among workers, or we may pull back marketing efforts at the wrong time, which will give out the wrong signal.
3. Raise prices! Most entrepreneurs are reluctant to raise prices because they think that overall business will fall off. More often than not that doesn’t happen unless we are in a very price-sensitive market.
The Goal Is Profit
We  are in business to make a profit not just break even, but by knowing where that number is, we can accomplish a good bit:
We can allocate the sales and marketing effort to get  to the point we need to be.
· Most companies have slow months, so if we project volume below break-even, we can watch expenses to minimize losses. A few really bad months can wipe out a good bit of previous profit.
· Knowing the elements of break-even allows us to manage the costs to maximize the bottom line.
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