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V O C A B U L A R Y  [ F A N C Y - P A N T S  W O R D S  T O  M A K E  Y O U  S H I N Y ]  
 
Do not use these words incorrectly.  You may not even use these words at all.  They are suggestions as you 
search for eloquence within the business vernacular.  I have begun to define them and you should do the 
rest.  Ask for me to check definition per target if you are unsure. 
 

• Accountability – “One of the core elements that supports business in running effectively is the 
accountability people take. The core element behind individual accountability is responsibility. 
Many people hear that like duty or obligation. I don’t. I hear responsibility as “the ability to 
respond” in a given circumstance or situation.”1 
 

• Ethics – “Ethics are considered the moral standards by which people judge behavior. Ethics are 
often summed up in what is considered the “golden rule”—do unto others as you would have them 
do unto you. While this makes sense as a general rule of thumb, it is not entirely useful when 
looking to define business ethics…In business, there are many different people you have to answer 
to: customers, shareholders and clients. Determining what to do when an ethical dilemma arises 
among these different interests can be extremely tricky, and as such business ethics are complex 
and multi-faceted. (See more at cited site)2 
 

• Campaign elements – as the name suggests, the pieces that make up a campaign. 
 

• Tactical marketing plan – spec. tactical : constituting actions carefully planned to gain a specific 
military end .  Be aware of the difference between goal, strategy and tactics.  A great example is 
“Here’s how it breaks down: Goals first. Then strategy. Then tactics.  Goal: Win the war. Strategy: 
Divide and conquer. Tactics: CIA spies gather intelligence, Navy Seals knock out enemy 
communications, Hand-to-hand combat, etc.”3 
 

• Approachability – possible or easy to approach, accessible.  Think of this in evaluating your work 
per its demographic.  Think of this in you vs. others.  Etc. 
 

• Networking – though computers do this, networking with people is the point in this list.  It’s all 
about who you know.  Join groups.  Drop  names.   
 

• Assessment: Not to be confused with evaluating, business “assessment gathers information about 
many different areas and aspects of your company, and then pinpoints areas for improvement and 
opportunities to capitalize on. Most importantly, the assessment allows you to "see the big picture" 
and then put priorities in perspective. With a company assessment, you use time and money cost-
effectively as you plan for and implement changes in your company.”4 
 

• Business culture assessment – “Culture-Strategy Fit surveys focus on the inter-play of beliefs, 
values, behaviors and practices that create culture patterns that distinguish each organization’s 
unique ‘DNA’…Culture surveys uniquely focus on the culture patterns important both for creating 
a strong, vibrant culture and that support delivery of your organization's mission and strategy.”5 
 

                                                        
1 http://business-growth.com/2008/02/18/individual-accountability-in-business/ 
2 http://www.yourdictionary.com/dictionary-articles/Define-Ethics.html 
3 http://www.brandinsightblog.com/2009/11/01/marketing-strategy-vs-tactics/ 
4 http://www.htr.org/assessments.asp 
5 http://www.culturestrategysurvey.com/ 
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• Cost structure assessment - The expenses that a firm must take into account when manufacturing a 
product or providing a service. Types of cost structures include transaction costs, sunk costs, 
marginal costs and fixed costs. The cost structure of the firm is the ratio of fixed costs to variable 
costs.6 
 

• Market potential assessment – Put the 3 words together and you can figure it out.  
 

• Values-based market compatibility – “Values-Based Marketing is a business term describing 
companies whose core values are tightly aligned with their business strategy. Common examples 
include Ben & Jerry’s Ice Cream and The Body Shop. Consumers buy based as much on an 
emotional connection with protecting the Earth and animal rights, as their satisfaction with the ice 
cream and the cosmetics.”7 
 

• Market segmentation (by behavior) – “market segmentation strategy whereby the division of the 
target market is made according to the patterns in which the people in the market live and spend 
their time and money. Buyers in a market will differ in their wants, resources, locations, buying 
attitudes, and buying practices, and any of these variables can be used to divide a market. In 
behavior segmentation, potential buyers of a product are divided into groups based on their 
knowledge, attitude, uses, or responses to a product.”8 
 

• Beliefs that influence consumers – Obvious definition.  Use the phrase.   
 

• Bidding – for vendors whose service or product demands a price, bidding can occur.  The one with 
the best price and value win.   
 

• Vendors - A vendor, or a supplier, is a supply chain management term meaning anyone who 
provides goods or services to a company. To design shops, printers and photographers may be 
considered vendors.   
 

• Blogs – short for web log.  “A blog is normally a single page of entries. There may be archives of 
older entries, but the "main page" of a blog is all anyone really cares about. A blog is organized in 
reverse-chronological order, from most recent entry to least recent. A blog is normally public -- 
the whole world can see it. The entries in a blog usually come from a single author. The entries in 
a blog are usually stream-of-consciousness. There is no particular order to them. For example, if I 
see a good link, I can throw it in my blog. The tools that most bloggers use make it incredibly easy 
to add entries to a blog any time they feel like it.”9 
 

• Brand – “A brand starts with a name or symbol that identifies and differentiates a product, service 
or business from market competitors. The full dynamics of a brand are defined by the physical and 
emotional assets” – and its final state is not what the creator says it is, but what the recipient says 
it is. “For instance, the Apple brand is about innovation and quality — both achieved from product 
development (physical) and marketing efforts (emotional).”10 
 

• Brand equity – “Brand equity is determined by all distinguishing brand characteristics — 
intangible and tangible. Brand equity can be measured through financial assets (as derived from 
the brand), brand recognition versus private labels and positive brand associations. For instance, 
Ford damaged its brand equity by re-naming its widely recognized car models — such as Taurus 
— with names beginning with “F.” After poor market reception, Ford re-named its vehicles to 
their former titles to re-build its former brand equity.”11 

                                                        
6 http://www.investorwords.com/6462/cost_structure.html#ixzz1XZpd9K00 
7 http://www.creditunions.com/article.aspx?articleid=2078 
8 http://www.answers.com/topic/behavior-segmentation 
9 http://computer.howstuffworks.com/internet/social-networking/information/blog.htm 
10 http://sparxoo.com/2010/03/18/brand-dictionary/#Brand 
11 Ibid. 
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• Brand management – “Brand management is the coordination of external and internal messages 

that are in-line with core-brand values. Effective brand management enhances brand value (or 
equity) and ultimately encourages brand loyalty through marketing campaigns and user 
experience.”12 
 

• Brand loyalty – “Brand loyalty is a consumers willingness to make purchasing decisions based on 
brand preference. Coca-Cola and Pepsi, Apple and Microsoft effectively create brand advocates — 
where only Coca-Cola drinkers drink Coca-Cola and Apple users only use Apple computers. 
Apple’s Mac V. PC advertisements directly addresses the differences between Mac and PC 
through a them vs. us attitude.”13 
 

• Brand identity (internal) – “Brand identity is the personality a brand wishes to convey to its 
audience. Brand identity includes unique characteristics and attributes that differentiate it from 
competitors. For instance, Jet Blue has a young, trendy brand identity with its tag “happy jetting” 
and overall fun user experience (think TVs in every seat).”14 
 

• Brand Positioning – “Brand positioning is the distinct location of a brand within a market. For 
instance, Apple’s market position is for creatives, while Linux is for tech-savvy users. Brand 
positioning can be measured through perceptual mapping (visual display of consumers brand 
perception), surveys, multi-dimensional scaling (a visual analysis technique) and factor (variables 
evaluation), conjoint (consumers value analysis), and logit (consumer acceptance evaluation) 
analysis.”15 
 

• Brand positioning statement – “A positioning statements conveys the blueprint of how the brand 
will be perceived in its given market niche in a clear and concise manner. It should convey the 
how brand characteristics are differentiated from market competitors.”16 

• Benefits – per product, it is an advantage or profit gained from.  Per your job, it is what you 
receive in addition to pay (for example insurance and a 401 K).  Per social networking, it is a 
public performance or other entertainment of which the proceeds go to a particular charitable 
cause. 

• Case study/Focus group – a focus group can fall within a case study or they can be seen as almost 
synonomous in marketing.  “A case study is an intensive analysis of an individual unit (e.g., a 
person, group, or event) stressing developmental factors in relation to context.”17  “A focus group 
is a form of qualitative research in which a group of people are asked about their perceptions, 
opinions, beliefs and attitudes towards a product, service, concept, advertisement, idea, or 
packaging.[1] Questions are asked in an interactive group setting where participants are free to 
talk with other group members… In the world of marketing, focus groups are seen as an important 
tool for acquiring feedback regarding new products, as well as various topics. In particular, focus 
groups allow companies wishing to develop, package, name, or test market a new product, to 
discuss, view, and/or test the new product before it is made available to the public. This can 
provide invaluable information about the potential market acceptance of the product.  Focus Group 
is an interview, conducted by a trained moderator among a small group of respondents. The 
interview is conducted in an unstructured and natural way where respondents are free to give 
views from any aspect.”18 

• Integrated marketing 
                                                        
12 Ibid. 
13 Ibid. 
14 Ibid. 
15 Ibid. 
16 Ibid. 
17 http://en.wikipedia.org/wiki/Case_study 
18 http://en.wikipedia.org/wiki/Focus_group 
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• Cross platform 

• Broadcast media 

• Social media 

• Budget 

• Budget forecast 

• Bundling 

• Business culture  

• Recruitment and retention strategy 

• Visual channels for promotion 

• Business protocols 

• Integrated marketing platforms 

• Call to action 

• Causal research  

• Cause-related marketing 

• Pro-Bono  

• Column width 

• Gutter 

• Specs  

• Buyer influence 

• Promotion 

• Standards of excellence 

• Community relations 

• Consistency 

• Consumers 

• Copyrights 

• Trademarks 

• Copywriter 

• Cost-effective campaign 

• PR 

• Database 
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• Deliverables 

• Demography  

• Differentiation 

• Direct response, direct marketing 

• POP and POS 

• E-commerce 

• Effective time management  

• Social responsibility  

• Experiential (benefits) 

• Exploratory research 

• FTC Federal Trade Commission 

• Feedback 

• Financial planning 

• Marketing research  

• Fulfillment house 

• Functional benefits 

• Geographic market segmentation 

• Graphic standards 

• Guided pricing system GPS 

• Hook (PR) 

• Image-building 

• Industry 

• Implementation 

• Integrated marketing 

• Customer profile 

• Sponsors 

• List building 

• Market research 

• Marketing claims 

• Twitter and tweeting 
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• Target audience 

• Placement strategies 

• Outsource 

• Media 

• Tactical 

• Word of mouth communication 

• Niche markets 

• Outreach  

• PPC pay per click websites 

• Perception (branding) 

• Permissions 

• Positioning 

• Print media 

• Sell sheets 

• Standards of excellence 

• Promotional pricing  

• Channels for promotion 

• Prospects 

• Psychographic market segmentation 

• Ps of marketing: people, place, planning, positioning, price, product, promotion 

• Pitch 

• CFP 

• ROI return on investment 

• Trends 

• Tracking (web sites) 

• User-friendly 

• VAK model (visual, auditory, kinesthetic) 

• White space 

• Typography and fonts 

• CMYK, RGB, Indexed, web-safe, Pantone, flat, coated, uncoated 
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• Collateral 

• Displays  

• Floor, window graphics 

• Product benefits 

• Concepts 

• Annual reports 

• Paper weight, stock 

• Business- to-business 

• Trade show, magazine 

• Periodical 

• Active/Passive Voice 

• CYA 

• Differentiate 

• Visual roadmap 

• Disclaimer 

• Emotional triggers 

• Features vs products benefits 

• Greeking 

• Fluff 

• GIGO 

• WYSIWYG  

• giveaways, incentives 

• POS counter card 

• Banner 

• Flyers 

• Newsletter 

• Brochure 

• Print ad 

• Signage 

• Outdoor board 
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• Direct mail letter 

• Direct mail 

• Search engine 

• Server 

• Teaser 

• Telemarketing 

• Jargon 

• Tagline 

• Tracking 

• Angle 

• AP 

• buzz marketing 

• Viral marketing 

• Compliment vs complement 

• Good and well 

• Rationale 

• Feedback 

• Headhunter 

• Journal 

• Media impressions 

• Query letter 

• Buying habits 

• Rationale 

• Marketing vs public relations  

• Cold-calling 

• Testimonial 

• Press kit 

• Publicist 

• RFP: request for proposal 

• SASE self-addressed stamped envelope 
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• Stakeholder 

• Syndicate 

• Synergistic Combination 

• Survey 

• Trade publication 

• Press release 

• Pull down mend 

• Rollover 

• Banner 

• Streaming (video or audio) 

• Application 

• Appvertisement 

• Value Added 

• Authentication 

• Benchmark 

• Peer-to-peer marketing 

• B2B 

• Mobile 

• Podcast 

• HTML, XHTML, CSS, JavaScript, flash,  

• Earned media 

• Emergent enterprise social software 

• Handle, Twitter 

• Leverage 

• Metrics 

• Smartphone 

• Neilson ratings 

• Infrastructure 

• Quantitative vs Qualitative Research 

• Purchasing decision 
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• Primary and secondary targets 

• ROI return on investment 

• SEO search engine optimization 

• Viral effect 

• Business model 

• High-traffic 

 

 

 

• Marketing campaign design 

• Brand recognition 

• Segmentation targeting 

• Strategic planning 

• Special event planning 

• New product rollout 

• Creative content development 

• Multimedia production 

• Public relations 

• New business development 

• Project management 

• Contract negotiations 

• Budget development 


