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AA OFF FARMOFF FARM
NO OPPORTUNITY FOR ADDITONAL SALESNO OPPORTUNITY FOR ADDITONAL SALES
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One way to look at value One way to look at value 
addingadding
Sales price for 1 muffin            $2.25Sales price for 1 muffin            $2.25
Cost (less berries) for 1 muffin $  .58Cost (less berries) for 1 muffin $  .58

Effective sales price for berries Effective sales price for berries 
Used (.1 lb)                            $1.67Used (.1 lb)                            $1.67

Or  for a full pound   (x10)      $16.70Or  for a full pound   (x10)      $16.70


