
Starting a business is fun and exciting, but without a clear understanding of its intricacies, it can

quickly become the biggest nightmare of your life.

We often hear fancy terms thrown around by coaches and celebrities, like, 'Oh, I have equity in

Google,' or, 'I had a capital fund in Tanzania,' blah, blah, blah.

There are so many terms that it can make your head spin trying to understand them all. That’s

why I’ve listed below the 15 primary and most important business terms you need to grasp in

order to successfully grow and profit.



1. Plan: This shouldn’t come as a surprise, but you definitely need one. Not only does a

plan help you keep everything organized and provide clear direction, but it is often a

non-negotiable requirement when seeking funding for your business.

2. Capital: This is the very first penny you invest in your business, or your startup fee, in a

way. This usually goes toward the initial setup, such as websites, domains, inventory,

and marketing.

3. Revenue: Again, it’s not rocket science. Your revenue equals how much you earn from

sales. Whether it’s physical goods or services, the total amount you sold is your revenue.

A precise understanding of this is essential for effective financial planning.

4. Expenses: This refers to all the costs you incur in running your business, from rent and

employee salaries to the cost of goods sold. This is also a key element in calculating

your final profits.

5. Cash Flow: A crucial element in running a business. It refers to the movement of money

in and out of the business. The more money that flows in, the better- this is known as

positive cash flow. Conversely, when more money flows out, it results in negative

cash flow.

6. Equity: A fancy term for ownership in a business. This term is often used in deals and

negotiations among businesses for funding or buyouts.

7. Market Research: Gathering information about your target audience, including their

needs, desires, and problems. This information will help you implement a more tailored



approach in your business, resulting in better profits and engagement from your end

consumers.

8. Brand: It’s all about creating a one-of-a-kind identity for your business that resonates

with your audience. Effective branding goes beyond just a logo or a catchy tagline; it’s

about telling your story in a way that connects emotionally with customers.

A strong brand personality cultivates trust, fosters loyalty, and makes your business

memorable. When done right, this not only enhances your visibility in a crowded market

but also propels growth and boosts sales.

9. LLC (Limited Liability Company): A legal structure that offers personal liability

protection to its owners while allowing for pass-through taxation. It’s a popular choice for

small business owners.

10. B2B and B2C: Business-to-Business (B2B) refers to transactions between businesses,

while Business-to-Consumer (B2C) refers to transactions directly between a business

and individual consumers. Knowing which model applies to your business can shape

your approach to marketing and sales.

11. ROI: A financial metric used to evaluate the profitability of an investment, calculated by

dividing the net profit from the investment by its cost. Understanding ROI helps you

make informed decisions about where to allocate resources.



12. Pitch or Pitch Deck: A visual presentation of your business aimed at potential investors,

focusing on three main objectives: to promote growth, sell the business, or attract

investment.

13. SWOT Analysis: A strategic planning tool used to identify the Strengths, Weaknesses,

Opportunities, and Threats related to your business. Regularly conducting a SWOT

analysis can help you understand your competitive position and inform your overall

strategy

14. KPI (Key Performance Indicator): A measurable value that shows how well your

business is achieving its key objectives. KPIs help you track your success and

pinpoint areas for improvement, which is crucial for driving growth and enhancing your

business.

15. Franchise: This is a legal and commercial relationship between the owner of a

trademark or business system (the franchisor) and someone who wants to use that

trademark or system to run a business (the franchisee). Franchising offers a faster

route to business ownership because you get to leverage the franchisor's

established brand and support.

Be back with more Insights soon!


