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English

accessories

account representative
account supervisor
accountant

accounts payable
accounts receivable
action

actual cost

analysis

annual plan

annual report
anticipative marketing
appeals

approach. style
approaching customers

approval cycle

Arabic
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area manager
at market price

ATM (automated teller
machine)

attack marketing
strategy

attention

auction sale
audience. public
auditor

available market
average cost per-unit
average profit method
bad debts

bait pricing

balance sheet

bank account

bank deposit

bank draft
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bank guaranty
bank interest
bank statement
bankruptcy
banner
barcode
bargain price

bargain sale. barter
away

basic wage
beginning inventory
benchmark
bestseller

bid

bid pricing

bill of exchange.
promissory note

bill of lading

black list
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black market
board of directors
bonus. reward
boycott

brainstorming

brand. trade mark
brand building
brand evaluation
brand image
brand loyalty
brand name
brand popularity
brand position
brand recognition

branding. product
1dentification

breakeven pricing

bribery. kickback
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brochures

broker. agent
middleman.
intermediary

budget deficit

budget planning
methods

budget stocks
buffer stock

bulk mail. mass email

bull buying

bundle pricing
business analysis
business development
business hours

business portfolio

business promotion
business studies

businessman
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businesswoman
buyer

buying. purchasing
buying behavior
buying centre
buying habit
buying process
buzz marketing
by-product pricing
campaign

capital

capital employed
capital loss

capital return

cash

cash and carry
wholesalers

cash budget
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cash cows products
cash deposit

cash discount

cash flow

cash in advance

cash on receipt of
merchandise

cash refund offers.
rebates

cash sales
catalog house

catalog showroom
retailers

catalogue marketing

category killers. off-
price retailers

certificate of origin
chain stores
chairman

channels of distribution
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chief executive

circulating capital
classified advertising
clearance of goods
clearance sale
clearing

click-and-mortar
companies

click-only companies
clients

close sales

closeout

closing of account
closing selling process
closing stock
collection delivery

Commerce

commercial advertising

commercial exhibit.
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commercial exhibition.
trade show

commercial letter of
credit

commission
commitment. obligation
communication skills

company. firm.
corporation

competition. contest
competitive advantage
competitive advertising

competitive
environment

competitive pricing
competitor analysis
competitor intelligence
competitors

complaint

compromise
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concept of marketing
conditional sale
confirmation

confirmed
documentary credit

consolidated balance
sheet

consolidation
consumer analysis
consumer market
consumer satisfaction

consumer-oriented
marketing

consumption rate
contract
contraction of demand

conventional
distribution channels

cooperation

corporate website
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core product

corporate earnings
corporate identity
corporate image
corporate website
cost

cost and expense
cost center

cost control

cost of sales

cost oriented pricing

cost per acquisition

cost per action

cost per call

cost per click

cost per impression
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cost per lead

cost per mile

cost per sale

cost per view

cost price

counter marketing
coupon
counter-offer
credit card

credit control
credit facilities
credit line

credit note

credit sales

credit terms

credit sales account

cross marketing
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cross selling

cumulative discount
currency

current account
current customers

current marketing
situation

customer care
customer comfort
customer database

customer for life

customer information

customer loyalty

customer participation
customer relationship

customer relationships

manager

customer rights

customer satisfaction
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customer service

customer value

customers expectations

customs duties
data collection
deal

dealers

debit account
debit note

debt

decision support
system

decrease in demand
decrease in supply

defensive marketing
strategy

deficient product
deficit

defining the problem
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deflation
deleting products
delivery note
delivery order
demand

demand oriented
pricing
demarketing
department store
deposit
depreciation

differentiated
marketing

digital marketing
direct advertising
direct cost

direct distribution
direct exporting

direct mail advertising
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direct mail marketing
direct selling

direct services
discount

discount policy
discount rate
discount store
distribution centre
distribution cost
distribution structure

documentary payment
order

dogs products
domestic market
door-to-door selling
down payment
downtime

drawing account

drop decision
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drop shippers
drop shipping

dummy run
dumping

dynamic pricing

easy to use

economic growth
economic indicators
economic return
economic variables
educational advertising
electronic business

electronic commerce.
e-commerce

electronic marketing.
e-marketing

email campaign

email marketing
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email service provider
embargo

enterprise
entrepreneur
equipments

essential products
exchange rate
exchange restrictions
exclusive distribution
execution of plan
exhibition stand
expatriate manpower
expected service
expenses

experience

export companies

export department

export license
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external audit
external customer
external market
factory outlet

family size

fast moving item
feasibility study
feedback. information
final accounts

final consumer.
ultimate consumer

financial advisor
financial analysis
financial commitments
financial control
financial crisis
financial market
financial planning

financial policy
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financial regulations
financial risk
financial statements
financing

first in first out
fiscal year

fit with company
objectives

fixed cost
fixed expenses

fixed salary. straight
salary

flow of cash statement
flow of funds statement
fluid marketing

follow up

force majeure
forecasting

foreign agent
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foreign distributor
foreign sales branch
franchise

free exchange rates
free sample
freezing of accounts

freight-absorption
pricing

frozen products

full cost

full service advertising
agency

future contract.
forward contract

gains and losses

gap analysis

general merchandise
retailers

general merchandise
wholesalers

generating ideas
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generic advertising

generic marketing
concept

geographical pricing
global firm
global market

global marketing.
international marketing

global markets
goal

going rate pricing

goods
goodwill

government business
sector

gross domestic product
gross margin
gross national product

gross profit
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growth rate
guarantee. warranty
guarantee certificate
guerrilla marketing
handling & transport

handling customer
objections

hard selling

hard to copy product
hardcore customer
holding company
home delivery
hospitality marketing

human resource
department

hypermarket.
superstore

1deas generation
1deas marketing

1deas screening
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image building
implementation
import license

impressions

impulse goods
impulse purchasing
in depth interviews

inbound marketing.
internal marketing

incentive

income level

income segmentation
Income tax

increase in demand

indirect distribution

indirect marketing

individual marketing
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inferior goods
inflation

influence of
advertising

influence of
salespeople

informative
advertising.
infomercial

innovative marketing
inside sales force
ispection buying
installations
installment sales
insurance

Insurance premium

integrated direct
marketing

intensive distribution
interactive marketing

inter-company pricing
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interest
internal audit
internal customer

international
distribution

international markets
internet marketing
interview

inventory. stock
inventory control

inventory cost

inventory management

inventory turnover
investor

[PO (initial public
offering)

irregular demand
job

job description
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job evaluation
job rotation
joint account
joint cost

joint promotion
joint stock company
joint venture
jumbo pack
junk mail

key account
key customer
know-how
labour cost

lack of marketing
know-how

launching

leader pricing

leading indicator
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legal market
letter of credit
liabilities
licenced brand
licensing

limitation of work-
hours

limited line stores
limited problem
solving

limited service
advertising agency

limited wholesaler

limited-service retailer

limiting of expenditure

line extension
liquidation

loan

local advertising

long-term plan. long-
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range plan

low pricing policy
loyalty

macro marketing
magazine advertising
mail order wholesalers
mailing list

mail-order sales

major accounts sales
force

make-or-buy decisions
management.
administration
manager
manipulation.
arbitrage. speculation

manipulation of
accounts

markdown pricing.
price reduction

market

Ceadaiall el o
Y

S Gisesd

das 4 Ol

3l dlaadl i
Ay Al

ol e

dagall lloall Gl (5 5

o) il ol aaall il ) 8

BJ\J‘\

)_.3.AA

cililuall 8 e



market abuse
market access
market analysis

market appraisal.
market valuation

market expansion
market growth
market index
market leader
market needs
market penetration
market potential
market price

market research.
market survey

market risks
market saturation

market share
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market stability
market targeting
market testing
market value
marketing
marketing advantage
marketing audit
marketing budget
marketing challenges
marketing concept
marketing database

marketing
hypermetropia

marketing
implementation

marketing information
system

marketing intermediary

marketing message

market size
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marketing mistakes
marketing mix
marketing myopia
marketing objectives
marketing offer
marketing opportunities
marketing orientation
marketing plan
marketing policy
marketing program
marketing research
marketing risks

marketing services
agency

marketing strategy
marketing success
marketing techniques
marketing test

marketing tool
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market-penetration
pricing

market-skimming
pricing

markup. ballooning
mass marketing
mass media

mass selling
maturity date

means of production

media house. media
firm

media impact
media plan
medium term plan
merchandising

merchandising
management

merchant wholesaler

message
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micro marketing

minimum wage
mixed cost
monetary inflation
monetary policy
monetary transaction
money laundering
monopoly

most valuable
customers

motivation
motive. drive
moving exchange rate

multi segment
marketing

multimedia
national brand

national income
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negotiate

negotiated pricing
policy

net assets

net capital employed
net cash flow

net income

net loss

net margin

net national product
net pay

net profit

net sales

new marketing
landscape

new product
development

newsletter

newspaper advertising
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no demand

nonprofit corporations
normal operating cycle
objectives

off price retailers

offer price. supply
price

offer validity

offline marketing

old customer

one price policy
one stop shopping
online advertising

online marketing.
internet marketing

open market
open trading networks

opening price
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operating account

operating control
operating cycle
operating expenses
operational reports
optimum position

optimum size of
enterprise

optimum wage level
optional
order taker

organic traffic

organization

out of home media
outbound call
outbound marketing
outdoor advertising

outlet
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output

outside sales force

outsourcing
over production
over value
overall planning
overdraft
overdue
overhead
overtime
packaging

page rank

page views
paid-in capital
parent company
partnership

part-time job
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payroll
penetrated market

penetration

penetration pricing

per capita income

percentage-of-sales
method

perfect market
performance review

periodic inventory
system

permanent income

personal interview

persuasive advertising

persuation
petty cash

pilot launch

pioneering advertising
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planned shopping
center

planning

point of purchase
display

point of sale

point-of-purchase
promotions

post payment
postdated cheque
poster

post-purchase
evaluation

potential customer
potential market
prepaid

prepaid expenses
pre-purchase decision
presentation

prestige pricing
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price analyst

price change

price competition
price control

price correction
price discounting
price discrimination

price elasticity of
supply

price fixing

price flexibility. price
elasticity

price list
price parallelism
price quotation

pricing for market
share

pricing for market
stability

pricing for profit
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pricing for sales
volume

pricing mechanism
pricing methods
pricing objectives
pricing policy
pricing strategy
prime time

print media
priority

private sector
problem identification
problem solving

product adaptation

product advertising
product classification
product concept

product demonstration
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product design

product development

product idea
product image
product information
product innovation
product life-cycle

product line

product loyalty
product manager
product mix

product modification
product orientation
product placement
product planning
product positioning

product quality
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product recall
product specifications

product support
services

product trial
product type
product value

product-bundle pricing

production budget
production concept
production cost
production incentives

production
requirements

production risks

productivity

products diversification

profit

profit and loss
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statement

profit center

profit control
profit margin

profit maximizing
profit sharing
profitability
profitable customer
promotion

promotional
allowances

promotional discount
promotional mix
promotional objectives
promotional pricing
proposal

prospecting
prospective buyer

prototype products
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public debt

public opinion
public relations
public revenues
public sector
public services
public spending
publicity

purchase behaviour
purchase by installment
purchase decision
purchase intention
purchase option
purchasing power
pure competition
pure monopoly
quality control

quantity discount
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question mark products
questionnaire

quota

quotation

quote

rack jobbers

radio advertising

rate card

rate of return on capital
raw materials

reach

real income
rebate
recapitalization
receipt
receiver

recession
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recommendation
recycled products
redistribution of income
reference price
registered company
registered trademark
registration
regulations
relationship marketing
relaunch

remarketing

reminder advertising
rent

replacement

resellers

Ireserve

resources

results
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retail store

retail trade. retailing
retailer promotion
retailers

retained earnings

retargeting

return on investment
return on sales
revenues

risk taking

safety stock

salary plus commission
sale on deposit

sales audit

sales budget

sales coverage

sales cycle

sales discount
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sales figures

sales force structure
sales force training
sales forecasting
sales index

sales lead

sales management
sales orientation

sales oriented
objectives

sales outlet

sales per employee
sales per square foot
sales plan

sales policy

sales potential

sales promotion

sales proposal
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sales quota

sales report

sales representative

sales revenue

sales support materials

sales tax

sales terms

sales territory
sales transactions
sales turnover
sales volume
salesman. vendor

salesmanship

salespeople
salesperson
sample

screening of ideas

search engine
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marketing

seasonal discount
seasonal prices
secondary market
segmentation criteria
selective advertising
self financing
self-service retailers
selling agent

selling concept
selling expenses
selling methods
selling price

selling process
selling team

service classification
service delivery

services marketing
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shareholding company.
joint stock company

shelf space
shipment

shipping

shopper

shopping at home
shopping center. mall
shopping list
shopping window
short list

short term planning
single line stores

site audit

situation analysis
size of segment

skimming pricing
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small business
social event pricing

social media
advertising
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social media network
soft selling

softcore customer
sold

sole agent

sources of cash
special event pricing

specialty goods

specialty product
specialty store
specialty wholesalers
sponsorship

spot price
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statement of financial
position

stock control

stock exchange
stock turnover
stockhoders equity
storage

strategic business unit
strategic plan
substitute product
superior service
supermarket
supervisor

supplier

supplier search
supplier selection
supply

supply and demand

supporting products

(el 38l gl

O aall 48
ke 315l Aa ) 52
Ol 35
Capbusall (3 8
doadil Y Jlae Yl sas g
Apngi i dad
da e

83 eal) 4838 daa
A Aedd jata
8 e

e

Qs (e
2)sall sl

L5

by (a0

acall Cilatia



supporting salespeople
take-home pay

target audience

target market

target marketing

task

teaser campaign
telemarketing. telesales

telephone and direct
mail retailing

telephone survey
televised retailing
television advertising
tender

territorial sales force
structure

third party logistics
provider

time management

total cost
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trade agreement
trade discount
trade margin
trade name
trade promotion

trading down

trading up
traditionals
traffic

transaction

transportation charges
trend

trending topic

trial balance
truck wholesalers
trust receipt

turnover of goods
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turnover of working
capital

turnover ratio
umbrella pricing
unaudited statement
uncollected cheques
uncontrollable costs
under positioning

under the table

underestimates
unfair competition
unlimited liability

unprofitable product
line

unrecorded expenses
unrecorded revenue
unsought goods

user experience

vacation. holiday
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valuation of stock
value
value marketing

variable cost

VAT (value added tax)

vending machine
vendor analysis
vice president

viral marketing

wage fixing
wage freezing
wage level
waiting time
walk-in customer
webmaster
wholesalers

will call sales
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win-win strategy
work contract

working capital
turnover

working conditions
write-off
year-end summarization

yellow pages
advertising

yield
zero defects

zone pricing
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