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# ©º sxºâ

1 acquire new customers pPĘDĒĂâ

2 affordable  cĎTüôùcÜČâ

3 anniversary µ_sâ

4 assortment ;møŅęħņĮĻńĮâ

5 back office ĲīğĝĵĚĥŇ�,ÏÒňâ

6 be responsible for Ęh[Ăĕâ

7 beat plan ³�ŇĎnKňĘÂøĕâ

8 booming �«ôI�â

9 boost áđĕô�Uÿăĕâ

10 bounce backs ŇßPĎňbĔôĻņŀĎbĔâ

11 brand awareness Ķľńį¹�â

12 brand equity Ķľńį��â

13 buzz ŃğŃğĂĕ`āâ

14 by the book °%ÈĔčâ

15 categorization !Þâ

16 click rate ğĿīğŁņĮâ

17 Cold call Ù·=~Ň�ēČö	čÙ·Ăĕňâ

18 collaboration ħņģļŀĻĭĚęĊ.(Ň�:ňĂĕâ

19 commitment  J´åiyå yâ

20 competency ĢńĴĨńģņâ

21 competitive ��(Ďõĕâ

22 compliance Ģńķľěęńĥô��ÍNâ

23 conversion ĢńĲņĤĽńŇ¾FčćČûĕôČċňâ

24 customer retention ßP¤kâ

25 customer satisfactions ßP�Ãâ
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26 decay curve VEu¥â

27 demography 	5¡³Mâ

28 depreciation ���0â

29 discretion ¬Ñâ

30 dominate ��Ę/đĕâ

31 Drill down �Bâ

32 existing customer  rLĎßPâ

33 exposure ÿēĂþĊŇ×¸č ĕôČċňâ

34 feature �^â

35 free shipping Æo�oâ

36 get the ball rolling ĥĨņĮÿăĕâ

37 give the thumbs up f¹Ę Ăâ

38 gratis �oĉâ

39 hit goal ��čTüâ

40 in a nutshell ĺěńĮĘ²÷Ċâ

41 in the loop / out of the loop �Ô÷ąŉªXĎGâ

42 incremental revenue D)Ăĕ3�â

43 insertion l�ŅgĔÅĐĪľģŇČċňâ

44 job posting 	�-Öâ

45 landing page ľńĭĚńĠŇ�AňĸņĤâ

46 lapsed ØĖĈĀďĆĄŇPňâ

47 learning curve ľņİńĠĞņĶãéóîéïêìéíðçëâèñïòéäâ

48 leverage \Û(Ę«�Ăĕâ

49 long tail łńĠĬņŀâ

50 markdown ��ýâ
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51 market penetration WC�ÇYŅ2�Yâ

52 market research WC¼{â

53 meet goal ��ĘÌaĂĕâ

54 missed goal ��čTúČöâ

55 obsolete 6öâ

56 open rate ÓS�â

57 opportunity Ň¾FĒĳĤıĥĎň��â

58 out of the loop (in the loop) ÏG§Ň�Ô�ňâ

59 outdated t
ËĖĎâ

60 pay in advance &eöâ

61 penetrate ŇĶľńį¹�Čċûň�ÇĂĕâ

62 person in charge h[§â

63 personalization �	č9ėăĄ�ĊĂĕâ

64 PL / Product Liability ®É�¿�â

65 postpone a meeting �½ĘZwĂĕâ

66 potential customers �@ßPâ

67 preference IĐâ

68 price competition �}��â

69 procedures cÝâ

70 progress Ê�ô�Uâ

71 proofread |�â

72 purchaser À�§â

73 recover 4ĔbĂô>]Ăĕâ

74 reminder ��Ņ�¹<Áâ

75 reputation ¶"ô�¶â
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76 resign Ä�Ăĕâ

77 retention ĿĬńģĽńŇ¢£ňâ

78 Scalable ĥġņľĶŀâ ³�7¨Čâ

79 screening Q{åÎ¦åĥğĿņİńĠâ

80 secondary ­*�Čå���Čâ

81 segmentation !'â

82 sell in and sell through 
1ĀĊRßP¾FŇĦŀěńôĦŀĥŀ

ņňâ

83 send a reminder �¹��Ăĕâ

84 set up a meeting  �½ĘjÖĂĕâ

85 snail mail Ð�Ňæ ĻņŀĉČüňâ

86 Stakeholders ĥĬņğĹŀĩņŇÕ�§ňâ

87 static Ú�Čô?OĎâ

88 stimulate $�Ăĕâ

89 subscribers À»§â

90 superior �8â

91 synergy with  .�ô����â

92 tactics ��â

93 terms and conditions H z
â

94 unprofitable #�ĎČöô�àČâ

95 validate �Ęv+čĂĕâ

96 value ��ôù�dąâ

97 views ¯qô±�â

98 win-win situation ĜěńôĜěńâ

99 workshop ŃņğģĽīķâ

100 wrap up ďĊđĕâ

 


