
Business Vocabulary

Whether you're pitching your product or networking with others in your field, you 
may be seen as a more reputable colleague if you use the right vocabulary. The 
fact is corporate buzzwords will probably never go away, but sometimes they 
change meanings, therefore it’s important to learn to speak the lingo.

1. Impact
Impact is a powerful word that has become a favorite of business professionals. 
Grammarians argue that the word is being used improperly, urging you to use 
"affect" instead, but businesses love it.

2. Corporate Synergy
Half of the people who use this term likely don't even know what it means. It 
usually refers to coordinating and collaborating more effectively in an 
organization. You'll want to use it where appropriate on an ongoing basis.

3. Disruption
When something interrupts the status quo, it's termed as a disruption. Many 
people are tired of this word but it's not going anywhere.

4. Deep Dive
Some may call it brainstorming, but many professionals say they're going in for a 
deep dive when they need to come up with ideas.

5. Core Competency
When someone is competent, it hardly means that person is outstanding. But in 
business, core competencies refer to the things a company or a person does 
best.
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6. Incentivize
If you want someone to buy what you're selling, you need to offer an incentive. 
This word describes that effort. It can also refer to the act of motivating a person 
to get something done.

7. Outside the Box
These days, it's rare a business doesn't want its workers to think outside the box. 
Even though the term itself isn't outside the box anymore, it persists in 
conversations.

8. Bleeding Edge
This is one I've been hearing more and more lately. When being "cutting edge" 
isn't quite enough, we get this term for being ahead of trends.

9. Move the Needle
This term is often used in sales or marketing, when a certain amount of effort is 
required to make a noticeable difference.

10. Ideate
As if there weren't enough terms for coming up with ideas, here's another one.

11. Unpack
Once you've come up with those ideas, you'll need to unpack them to thoroughly 
examine them.

12. Wheelhouse
A wheelhouse shelters the person steering a boat but in business, it refers to a 
person's specialty area.

13. Reach Out
Nobody refers to calling or emailing someone anymore. Instead, they "reach out."

14. Deliverable
This is a quantifiable good or service provided as a result of completing a project. 
A favorite term of project managers, this word has spread like a virus.

15. Amplify
In music, this means an increase in volume. In business, it means to improve. It 
often is used in the context of social media, since an amplified message is one 
that is shared more often.
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16. Out of Pocket
All this term means is that someone will be unavailable for a period of time.

17. Drill Down
If you want to get to the root of an issue, you merely drill until you reach it. This is 
the metaphor that has brought this term to the boardroom

18. Ping
Once a tech term, this word has quickly emerged as the best way to describe 
sending a message to someone.

19. Bandwidth
Another tech term that has made its way into the corporate environment. In day-
to-day context, it is often used to ask if someone has time available to talk or 
work on a project.

20. Low-Hanging Fruit
Some have requested that this term become obsolete, but it is nowhere close to 
doing that. It often refers to sales deals that are easier to close than others.

21. Accounting
This concept should be in every entrepreneur’s arsenal of basic business terms. 
Accounting involves the systematic recording and reporting of business financial 
transactions. Accounting is often complicated. You may want to hire a 
professional to handle this.

22. Accounts receivable
This is the amount of money your customers or clients owe your business for 
goods or services you supply. This total value can give you a snapshot of the 
amount owed to your business at any given time.

23. Accounts payable
Accounts payable is a measure of how much you owe your creditors for goods or 
services supplied to you

24. Assets
“Assets” refers to your business’ cumulative financial holdings. These are usually 
classified as current or fixed. Current, or short-term, assets include cash or 
inventory. Fixed, or long-term assets, include equipment or land.
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25. Liabilities
Liabilities are debts your business owes another person or entity. Like assets, 
you’ll have to define liabilities as current or long-term. Current, or short-term, 
liabilities might include an expense payable to a supplier. Many business loans 
are long-term debts.

26. Revenue
Revenue refers to the income you get from a business activity in a given time. 
You can calculate earnings by multiplying the per-unit cost of goods or services 
by the number of units sold.

27. Expenses
Does your business incur expenditures for equipment, utilities or inventory? 
These are all examples of expenses—money you spend to operate your 
business. For the self-employed, legitimate business expenses are tax-
deductible.

28. Owner’s equity
Usually represented as a percentage, Owner’s Equity refers to the owner’s part 
of business assets.

29. Balance sheet
This key financial document provides a snapshot of business assets, liabilities 
and owner’s equity.

30. Net profit
Also known as your “bottom line.” Net profit represents total revenues less total 
expenses. This figure is especially important at tax time. This is because you pay 
self-employment taxes as a percentage of net profit.

31. Net loss
If your total expenses exceed your overall revenues, you have a net loss. The 
risk of a net loss is one of many strong reasons to keep company costs under 
control.

32. Profit margin
This essential business term measures how much profit you keep relative to total 
sales. There are three types of profit margins: gross, operating and net. Calculate 
these by dividing the profit (revenue minus costs) by the revenue.
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33. Cash flow
Cash flow is the movement of money in and out of your business. You want there 
to be a higher flow of income into the business than there is an outflow of 
expenses from the business. This is called positive cash flow.

34. Return on investment
Your Return on Investment, or ROI, shows how much you gained or lost on a 
business investment relative to how much you spent on it. Calculate ROI by 
dividing net profit by the cost of the investment.

35. B2B/B2C
Is the purpose of your business to supply goods or services to other business? If 
so, you operate a B2B, or business-to-business, venture. On the flip side of B2B 
businesses are B2C businesses. These businesses supply goods or services 
directly to an end user or consumer.

36. Value Proposition 
What Is a Value Proposition?
A value proposition isn't just the product or service you agree to deliver to the 
customer -- it's the ingredient of your business that solves a problem competitors 
can't.

Your value proposition is your unique identifier. Without it, people don't have a 
reason to work with you over somebody else.

While your value prop should help differentiate you from the rest of the industry, 
keep in mind it's not a slogan, tagline, or even a way to position yourself in the 
market. Those types of copy are important accessories to your brand, but your 
potential customers and employees don't choose one business over the other 
based on a high-level mission statement.

Your value proposition goes deep into the problems you want to solve for people, 
and what makes you the right one for the job.

ZTW Media Group ztwmediagroup@gmail.com www.sttp.business

mailto:ztwmediagroup@gmail.com
http://www.sttp.business


37. The Long Tail
The theory of the Long Tail is that our culture and economy is increasingly 
shifting away from a focus on a relatively small number of "hits" (mainstream 
products and markets) at the head of the demand curve and toward a huge 
number of niches in the tail. As the costs of production and distribution fall, 
especially online, there is now less need to lump products and consumers into 
one-size-fits-all containers. In an era without the constraints of physical shelf 
space and other bottlenecks of distribution, narrowly-targeted goods and services 
can be as economically attractive as mainstream fare.

One example of this is the theory's prediction that demand for products not 
available in traditional bricks and mortar stores is potentially as big as for those 
that are. But the same is true for video not available on broadcast TV on any 
given day, and songs not played on radio. In other words, the potential aggregate 
size of the many small markets in goods that don't individually sell well enough 
for traditional retail and broadcast distribution may someday rival that of the 
existing large market in goods that do cross that economic bar.
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