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Learning Objectives
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 Understand core business and entrepreneurship concepts used in real-world startups and 

established companies.

 Analyze key business terms within their practical, strategic, and financial contexts.

 Explore the relationship between management, marketing, and finance in building and 

growing successful ventures.



Learning Outcomes
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 Critically discuss and apply essential business terminology in entrepreneurship.

 Identify and explain major concepts in Management, Marketing, and Finance.

 Analyze business situations using relevant terms and frameworks.

 Demonstrate mastery of professional business vocabulary.

 Produce well-structured business plans and reports using accurate entrepreneurship 

terminology.



Introduction
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Business Terms for Entrepreneurship is a practical and essential course designed for aspiring 

entrepreneurs, startup founders, and business professionals. The course focuses on mastering 

the key terminology used in the three fundamental pillars of any successful business: 

Management, Marketing, and Finance.This program provides a clear and structured 

understanding of how these terms are applied in real business environments, from launching a 

startup to scaling a growing company. The content is organized into three focused lectures (60 

minutes each), balancing theoretical definitions with practical explanations and Arabic 

translations.



Business Terms for Entrepreneurship
—تعلیمیةمحاضراتثلاث محاضرةلكلدقیقة 60

المالیة  |التسویق  |الإدارة

الأعمالوریادةالإدارةمفاھیم :الأولىالمحاضرة

Management & Entrepreneurship —دقیقة 60 :المدة— مصطلح 15



الثانيالقسم والابتكارالأعمالریادة :
التسویقمفاھیم :الثانیةالمحاضرة

Marketing Concepts —دقیقة 60 :المدة— مصطلح 14



الثانيالقسم المستھلكوسلوكالرقميالتسویق :
الثالثةالمحاضرة المالیةمفاھیم :

Financial Concepts — —دقیقة 60 :المدة مصطلح 14



الثانيالقسم الماليوالتحلیلالمحاسبة :
—— الثلاثالمحاضراتنھایة ——



1. Strategic Planning
Strategic planning is a systematic process used by organizations to define their long-term vision, 
set goals, and determine the best strategies to achieve them. It involves analyzing internal 
resources and external market conditions, then allocating financial, human, and technological 
resources efficiently. Strategic planning usually covers a period of three to five years and helps 
organizations stay competitive and focused.

(Strategic Planning)الاستراتیجيالتخطیط .1

أفضلدوتحدی،الأھدافووضع،المدىطویلةرؤیتھالتحدیدالمؤسساتتستخدمھامنھجیةعملیةھوالاستراتیجيالتخطیط
شریةوالبالمالیةالمواردتخصیصثم،الخارجیةالسوقوظروفالداخلیةالمواردتحلیلذلكیتضمن .لتحقیقھاالاستراتیجیات
تنافسیةقاءالبعلىالمؤسساتویساعدسنواتخمسإلىثلاثمنفترةالاستراتیجيالتخطیطیغطيعادةً  .بكفاءةوالتكنولوجیة

.ومركّزة



2. SWOT Analysis
SWOT analysis is a strategic tool used to evaluate a company’s internal strengths and 
weaknesses, as well as external opportunities and threats. Strengths and weaknesses are 
internal factors such as skills, resources, or limitations, while opportunities and threats come 
from the external environment like market trends or competition. This analysis helps decision-
makers develop strategies that maximize strengths and opportunities while minimizing 
weaknesses and risks.

SWOTتحلیل .2

والتھدیداتالفرصإلىبالإضافة،للشركةالداخلیةوالضعفالقوةنقاطلتقییمتسُتخدماستراتیجیةأداةھو SWOTتحلیل
البیئةمنوالتھدیداتالفرصتأتيبینما،القیودأوالمواردأوالمھاراتمثلداخلیةعواملوالضعفالقوةنقاطتمثل .الخارجیة
والفرصالقوةنقاطتعظّماستراتیجیاتتطویرعلىالقرارصناعالتحلیلھذایساعد .المنافسةأوالسوقاتجاھاتمثلالخارجیة

.والمخاطرالضعفنقاطوتقلل



3. Mission Statement
A mission statement is a clear and concise declaration that describes the purpose of an 
organization and what it aims to achieve. It communicates the company’s core values, target 
customers, and main activities. A strong mission statement guides employees, informs 
customers, and supports strategic decision-making. It usually answers the questions: What do 
we do? Who do we serve? and Why do we exist?

(Mission Statement)الرسالةبیان .3

والعملاءللشركةالأساسیةالقیمینقل .لتحقیقھتسعىوماالمنظمةھدفیصفومختصرواضحتصریحھوالرسالةبیان
ماوغالباً .يالاستراتیجالقراراتخاذویدعم،العملاءویطُلع،الموظفینالقويالرسالةبیانیوجّھ .الرئیسیةوأنشطتھاالمستھدفین

؟نوجدولماذا؟نخدممن؟نفعلماذا :الأسئلةعنیجیب



4. KPI (Key Performance Indicator)
A Key Performance Indicator (KPI) is a measurable value used to evaluate how effectively a 
company is achieving its business objectives. KPIs can be financial, operational, or customer-
related. For example, sales growth, customer satisfaction, and employee productivity are 
common KPIs. Organizations track KPIs regularly to monitor performance and make data-driven 
decisions.

KPIالرئیسيالأداءمؤشر .4

مالیةالمؤشراتتكونأنیمكن .أھدافھاتحقیقفيالشركةفعالیةمدىلتقییمتسُتخدمللقیاسقابلةقیمةھوالرئیسيالأداءمؤشر
تقوم .عةالشائالمؤشراتمنالموظفینوإنتاجیة،العملاءورضا،المبیعاتنمو،المثالسبیلعلى .بالعملاءمرتبطةأوتشغیلیةأو

.البیاناتعلىقائمةقراراتواتخاذالأداءلمراقبةبانتظامالمؤشراتھذهبتتبعالمؤسسات



5. Organizational Structure
Organizational structure refers to how a company arranges its roles, responsibilities, 
communication channels, and authority levels. It determines who reports to whom and how 
information flows within the organization. Common types include hierarchical structure, flat 
structure, and matrix structure. A clear organizational structure improves efficiency, 
accountability, and coordination among departments.

(Organizational Structure)التنظیميالھیكل .5

تقاریرهیرفعمنیحدد .السلطةومستویاتالاتصالوقنواتوالمسؤولیاتللأدوارالشركةترتیبكیفیةإلىالتنظیميالھیكلیشیر
یساعد .المصفوفيوالھیكل،المسطحوالھیكل،الھرميالھیكلالشائعةالأنواعتشمل .المؤسسةداخلالمعلوماتتتدفقوكیفلمن

.الأقسامبینوالتنسیقوالمساءلةالكفاءةتحسینعلىالواضحالتنظیميالھیكل



6. Corporate Governance
Corporate governance is the system of rules, policies, and practices that guide how a company is 
managed and controlled. It ensures transparency, accountability, and fairness in decision-
making. Corporate governance protects the interests of shareholders, employees, customers, 
and other stakeholders. It often includes a board of directors, internal controls, and compliance 
mechanisms.

(Corporate Governance)الشركاتحوكمة .6

الشفافیةتضمن .علیھاوالسیطرةالشركةإدارةكیفیةتوجھالتيوالممارساتوالسیاساتالقواعدنظامھيالشركاتحوكمة
المصلحةوأصحابوالعملاءوالموظفینالمساھمینمصالحالشركاتحوكمةتحمي .القراراتخاذفيوالعدالةوالمساءلة
.الامتثالوآلیات،الداخلیةوالرقابة،الإدارةمجلستشملماوغالباً .الآخرین



7. Competitive Advantage
Competitive advantage refers to the unique strengths that allow a company to outperform its 
competitors. This advantage may come from lower costs, superior quality, innovation, strong 
brand reputation, or excellent customer service. Companies strive to maintain sustainable 
competitive advantage to ensure long-term success.

(Competitive Advantage)التنافسیةالمیزة .7

،التكالیفانخفاضمنالمیزةھذهتأتيقد .منافسیھاعلىبالتفوقللشركةتسمحالتيالفریدةالقوةنقاطإلىالتنافسیةالمیزةتشیر
میزةعلىالحفاظإلىالشركاتتسعى .الممتازةالعملاءخدمةأو،القویةالتجاریةالعلامةسمعةأو،الابتكارأو،العالیةالجودةأو

.المدىطویلالنجاحلضمانمستدامةتنافسیة



8. Scalability
Scalability is the ability of a business to grow and increase revenue without a proportional 
increase in costs. A scalable business model allows companies to serve more customers 
efficiently. Technology companies often have high scalability because digital products can be 
distributed with minimal additional cost.

(Scalability)التوسعقابلیة .8

للتوسعالقابلالأعمالنموذجیسمح .التكالیففيمتناسبةزیادةدونالإیراداتوزیادةالنموعلىالشركةقدرةھيالتوسعقابلیة
یمكنلرقمیةاالمنتجاتلأنعالیةتوسعبقابلیةالتكنولوجیاشركاتتتمتعماغالباً .بكفاءةالعملاءمنأكبرعددبخدمةللشركات
.محدودةإضافیةبتكلفةتوزیعھا



9. Supply Chain
The supply chain is the entire network of organizations, people, activities, information, and 
resources involved in producing and delivering a product or service to customers. It includes 
suppliers, manufacturers, warehouses, distributors, and retailers. Efficient supply chain 
management reduces costs, improves delivery speed, and enhances customer satisfaction.

(Supply Chain)التوریدسلسلة .9

أومنتجیموتسلإنتاجفيالمشاركةوالمواردوالمعلوماتوالأنشطةوالأفرادالمؤسساتمنالكاملةالشبكةھيالتوریدسلسلة
یلتقلعلىالتوریدلسلسلةالفعالةالإدارةتساعد .التجزئةوتجاروالموزعینوالمخازنوالمصنعینالموردینتشمل .للعملاءخدمة

.العملاءرضاوزیادةالتسلیمسرعةوتحسینالتكالیف



10. Entrepreneurship
Entrepreneurship is the process of identifying business opportunities and transforming them 
into viable ventures. It involves innovation, risk-taking, and resource management. 
Entrepreneurs create value by introducing new products, services, or solutions to market 
problems. They also play an important role in economic growth by creating jobs and 
encouraging innovation.

(Entrepreneurship)الأعمالریادة .10

وإدارةالمخاطروتحملالابتكارتتضمن .للتنفیذقابلةمشاریعإلىوتحویلھاالأعمالفرصتحدیدعملیةھيالأعمالریادة
فيمھمًادورًایلعبونكما .السوقلمشكلاتجدیدةحلولأوخدماتأومنتجاتتقدیمخلالمنقیمةالأعمالروادیخلق .الموارد

.الابتكاروتشجیعالوظائفخلقخلالمنالاقتصاديالنمو



11. Business Model
A business model describes how a company creates value for customers and generates revenue. 
It explains the target customers, value proposition, revenue streams, cost structure, and 
distribution channels. A strong business model helps organizations understand how they 
operate and compete in the market. Common business models include subscription, freemium, 
and marketplace models.

(Business Model)الأعمالنموذج .11

،القیمةوعرض،المستھدفینالعملاءیوضح .الإیراداتتحققوكیفللعملاءقیمةالشركةتخلقكیفالأعمالنموذجیصف
والتنافسعملھاكیفیةفھمعلىالمؤسساتالقويالأعمالنموذجیساعد .التوزیعوقنوات،التكالیفوھیكل،الإیراداتومصادر

.السوقفي



12. MVP (Minimum Viable Product)
A Minimum Viable Product (MVP) is the simplest version of a product that includes only the 
essential features required to test an idea in the market. The goal of an MVP is to collect 
feedback from early users and improve the product before full-scale development. This 
approach reduces risk, saves time, and minimizes development costs.

MVPللتطبیقالقابلالمنتجمنالأدنىالحد .12

فيالفكرةلاختبارالمطلوبةالأساسیةالمیزاتعلىفقطتحتويالمنتجمننسخةأبسطھوللتطبیقالقابلالمنتجمنالأدنىالحد
.الكاملالتطویرقبلالمنتجوتحسینالأوائلالمستخدمینملاحظاتجمعھوالھدف .السوق



13. Startup
A startup is a newly established company designed to grow rapidly by offering innovative 
solutions. Startups usually operate in uncertain environments and focus on scalability and 
market expansion. They often rely on technology and external funding to accelerate growth.

(Startup)ناشئةشركة .13

مؤكدةغیربیئاتفيعادةتعمل .مبتكرةحلولتقدیمخلالمنالسریعللنمومصممةالتأسیسحدیثةشركةھيالناشئةالشركة
.السوقفيوالتوسعالتوسعقابلیةعلىوتركز



14. Pivot
A pivot is a strategic shift in a company's business model, product, or target market based on 
feedback and learning. Companies pivot when their original idea does not perform as expected. 
A successful pivot helps businesses adapt to market needs and improve their chances of success.

(Pivot)الاستراتیجيالتحول .14

منالتعلموالراجعةالتغذیةعلىبناءً المستھدفسوقھاأومنتجھاأوالشركةأعمالنموذجفياستراتیجيتغییرھوالتحول
.السوق



15. Disruptive Innovation
Disruptive innovation refers to new technologies or business models that transform existing 
markets. These innovations typically start by offering simpler, cheaper, or more accessible 
solutions. Over time, they challenge established companies and change industry standards.

(Disruptive Innovation)التخریبيالابتكار .15

أرخصأوأبسطلولحتقدیمخلالمنالقائمةالأسواقفيتحولاً تحُدثجدیدةأعمالنماذجأوتقنیاتإلىالتخریبيالابتكاریشیر
.سھولةأكثرأو



16. Target Market
A target market is the specific group of customers a company focuses on. These customers share 
similar characteristics such as age, income, interests, or location. Identifying a target market 
helps companies design products and marketing strategies more effectively.



17. Market Segmentation
Market segmentation is the process of dividing a large market into smaller groups of customers 
with similar needs or behaviors. Segmentation can be demographic, geographic, psychographic, 
or behavioral. This approach allows businesses to tailor their offerings to each segment.



18. Value Proposition
A value proposition is a clear statement explaining how a product solves customer problems and 
why it is better than competitors. It highlights benefits, features, and unique selling points. A 
strong value proposition attracts customers and improves conversion rates.



19. Marketing Mix (4Ps)
The marketing mix consists of four key elements: Product, Price, Place, and Promotion. These 
elements work together to achieve marketing objectives. Companies adjust the marketing mix 
based on customer needs and market conditions.



20. Brand Identity
Brand identity includes the visual elements, messaging, and personality that represent a brand. 
It includes logo, colors, tone of voice, and brand values. A strong brand identity helps customers 
recognize and trust the company.



21. Customer Journey
The customer journey describes all interactions a customer has with a brand from awareness to 
post-purchase. It typically includes stages such as awareness, consideration, purchase, and 
loyalty. Understanding this journey helps improve customer experience.



22. Positioning
Positioning refers to how a brand is perceived in customers' minds compared to competitors. 
Companies use positioning strategies to highlight unique benefits such as quality, price, or 
innovation.



23. Competitive Analysis
Competitive analysis involves evaluating competitors' strengths, weaknesses, pricing, and 
marketing strategies. This analysis helps companies identify opportunities and differentiate 
themselves.



24. Digital Marketing
Digital marketing refers to promoting products or services using digital channels such as 
websites, social media, search engines, email, and mobile applications. It allows businesses to 
reach a global audience, track performance, and adjust campaigns in real time. Digital marketing 
is cost-effective and highly measurable compared to traditional marketing.



25. Content Marketing
Content marketing is a strategy focused on creating and distributing valuable, relevant, and 
consistent content to attract and engage a target audience. This content may include blogs, 
videos, podcasts, and social media posts. The goal is to build trust and encourage customers to 
take action.



26. ROI (Return on Investment)
Return on Investment (ROI) is a financial metric used to measure the profitability of an 
investment. It compares the net profit generated to the cost of the investment. A higher ROI 
indicates a more successful campaign or investment decision.



27. CRM (Customer Relationship 
Management)

Customer Relationship Management (CRM) refers to systems and strategies used to manage 
interactions with current and potential customers. CRM tools store customer data, track 
communication, and improve customer service. They help companies increase sales and 
customer loyalty.



28. Customer Retention
Customer retention is the ability of a business to keep its existing customers over time. High 
retention reduces marketing costs and increases profitability. Companies use loyalty programs, 
personalized communication, and excellent service to improve retention.



29. Consumer Behavior
Consumer behavior studies how individuals make decisions to purchase, use, and dispose of 
products. It examines psychological, social, and cultural factors influencing buying decisions. 
Understanding consumer behavior helps companies design better products and marketing 
strategies.



30. Cash Flow
Cash flow refers to the movement of money into and out of a business during a specific period. 
Positive cash flow means the company receives more money than it spends. Managing cash flow 
is essential to ensure that a company can pay its expenses and continue operating.



31. ROI (Financial)
In finance, ROI measures the efficiency of an investment by comparing profit to the original cost. 
Businesses use ROI to evaluate different investment opportunities and choose the most 
profitable option.



32. Break-Even Point
The break-even point is the level of sales at which total revenue equals total costs. At this point, 
the business neither makes profit nor loss. Calculating the break-even point helps companies 
understand how much they need to sell to become profitable.



33. Equity
Equity represents the owners' share in a business after subtracting liabilities from assets. It 
reflects the value belonging to shareholders. Equity increases when the company earns profits 
and decreases when it incurs losses.



34. Venture Capital
Venture capital is funding provided by investors to startups with high growth potential. In 
exchange, investors receive ownership shares in the company. Venture capital helps startups 
expand quickly.



35. Valuation
Valuation is the process of determining the economic value of a company. Investors use 
valuation to decide how much to invest and what percentage of ownership they will receive.



36. Burn Rate
Burn rate measures how quickly a startup spends its available cash. It is usually calculated 
monthly. A high burn rate means the company must secure funding soon.



37. P&L Statement
A Profit and Loss (P&L) statement is a financial report showing revenues, expenses, and profits 
over a specific period. It helps businesses evaluate financial performance.



38. Balance Sheet
A balance sheet is a financial statement that shows a company's assets, liabilities, and equity at 
a specific point in time. It provides a snapshot of financial position.



39. Gross Margin
Gross margin is the percentage of revenue remaining after deducting the cost of goods sold. It 
measures how efficiently a company produces its products.



40. Working Capital
Working capital is the difference between current assets and current liabilities. It indicates a 
company's ability to cover short-term obligations.



41. Accounts Receivable
Accounts receivable refers to money owed to a company by customers who purchased on credit. 
Managing receivables improves cash flow.



42. Depreciation
Depreciation is the gradual allocation of an asset's cost over its useful life. It reflects wear and 
tear or usage of equipment.



43. Financial Forecast
Financial forecasting is the process of predicting future financial performance based on historical 
data and assumptions. It helps in planning and decision-making.



Quizzes
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True or False

1. Strategic planning usually covers a period of three to five years.

2. SWOT Analysis only focuses on external factors of a business.

3. A Minimum Viable Product (MVP) is developed to collect real market feedback.

4. Burn Rate measures how quickly a startup is earning profit.

5. The 4Ps of the Marketing Mix include Product, Price, Place, and Promotion.
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Thank You
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