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Finance & Cash Flow
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ROI (Return on Investment) & Payback

ROI BiB6S 6c3ed) $r1ecsiesacsd e968med @ e58E0E &HOS. Payback
Period BcBies Mecitsas e HEE DD $HDSEE WO@EHRD GBHDD ERES.

Formula / Process

ROI = (Investment Gain + Investment Cost) x 100%

Practical Example

COMWEHIST 6=@es Rs. 1,000,000 grecsiesarcs @S Rs.
300,000% 58NS Ere&nsy ROI = 30%.

Business Check

PEIB5DET HEHIS S® O ROI O DS
emNd), e DD REDD BNEET DEBD.

Revenue (889:9® | ¢&)cs®)

&R 0] 683 BB =ed® O BB ®ES® Revenue 6EES D ESED.

Revenue BSSes) Profit O 65n6d.

Formula / Process

Revenue = Unit Price x Quantity Sold

Practical Example

eSS Rs. 2,50000 Tom 100 Sgedhs)
Revenue = Rs. 250,000.

Business Check

Revenue &8 §&m S business @ automatically
profitable BE) BS&IS DSBID Des).

Gross Profit (¢g€ (®29cs)

Revenue 8ed en&ieds 6 6e3ehd) Hdencmes/esesssie e esagy 88D at) ©eE

5ty 988 DB @A,

Formula / Process

Gross Profit = Revenue - Direct Costs /| COGS

Practical Example

Revenue Rs. 500,000 &35 direct cost Rs. 300,000 NO)
Gross Profit = Rs. 200,000.

Business Check

Gross Profit Margin ©z product pricing €52 cost
efficiency e536:® ©B® e,

Net Profit (42 @e9cs)

Gross Profit ©ew%) operating, marketing, finance &5e gemEs) d5eN8w Sie® af)

DE 5ty B8 DB 5@z DS,

Formula / Process

Net Profit = Gross Profit — Operating Expenses -
Marketing Expenses — Finance Costs - Other
Expenses

Practical Example

Gross Profit Rs. 200,000 &2 e 8ce® Rs.
140,000 8 Net Profit = Rs. 60,000.

Business Check

Business performance @@®»emnd Revenue OO &N
Net Profit trend 9@8 gB8E6Es DERSD.
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Operating Cash Flow

Dmended ceeHm c®ei® DES GED 580 BOBO ®EISD 5@ G
5038, Profit Q&) cash shortage O §EeDB® 5D

Cash received from operations - Cash paid for

Formula / Process . L
operating activities

Customer payments g5®¢ 8e@nd accounting profit
Practical Example B80S salaries, suppliers 529 bills 6@&® cash
E® cDB® OIS,

LERILCETE G Positive operating cash flow =% ed8IDr®H®

business sustainability eseen D e®mss.
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Marketing & Customer Relations

CAC (Customer Acquisition Cost)
®® customer GEDE EAIGODOO marketing &5eD sales e5€e) DSDB EHBIBNS

GeEa.

Formula / Process

CAC = Total Sales & Marketing Cost + New Customers
Acquired

Practical Example

Marketing spend Rs. 120,000 customers 40023
CQe&n CAC = Rs. 300.

Business Check

Customer dBS FEA® value O CAC OO dDa)
5©r$DBE D@ VRBD.

Onboarding & Adoption

Onboarding S¢sies customer @@ product/service 0 DEHD) 6cd §E
journey ®=8. Adoption BessIes) customer Ocs e @DES® e BN WS value

CDBOS.

Formula / Process

Onboard — Adopt — Grow

Practical Example

Sign-up — First Purchase — Welcome — Use —
Satisfaction — Repeat & Stay.

Business Check

Customer experience & first purchase dem)
4D BN repeat usage €589 retention &)
design DSBS,

Conversion Rate

Business 8w 60D ¢5:86&1® prospects/leads g8 gd®s action dw@m—purchase,
registration, inquiry &:&—complete D3EB FEGDBCSE.

Formula / Process

Conversion Rate = Conversions + Total Prospects x
100

Practical Example

Visitors 1,0005%) buyers 605 & conversion rate =
6%.

Business Check

Traffic &8 SB® 5OS 6@d, existing traffic
Oem®} conversions ) D3OS DESI.
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Growth & Scalability

USP (Unique Selling Proposition)
2 860IB®H0 BDESOW®SDS 607D D@ product/service O EBIH@HDD
5eER eesdw ee® unique value proposition OE.

USP = Distinct Value + Relevant Customer Benefit +
Formula / Process Clear Differentiation

Fast delivery, specialist expertise, unique product

Practical Example feature, superior service experience &8 eccses USP
DB 5D,
“Why should the customer choose us?” e
Business Check PHEDSO O DSBS BEQS; ecB® HOdDSIE?

Scalability (8@ gho® 868 9:5c5Hd)

Business €& cost, complexity £5e9 resources & @EENBEESE D) NS D)
customers, revenue @) markets handle @3E® 5D} 9 BHDE.

Growth Potential + Strategic Partnerships + Efficient
Formula / Process Execution

Manual service model =% systems, technology,
partnerships e} repeatable processes @@ 8
Practical Example market & 6®H®H® scalability D cDSID
DS,

DD B business O A customer volume O
Business Check handle @65® 5DDSE?
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Order Management

MOQ (Minimum Order Quantity)

Supplier 6™ O order OO BEDS® gO® quantity OE. Wholesale
pricing, production efficiency &5e9 shipping economics &t MOQ endan DSHEN.

Supplier MOQ — Buyer Order — Production/Stock —
Formula / Process Delivery

MOQ 500 units ®® units 1002 3®& order

Practical Example DESB supplier Owm OW® 6NEDBD OIS,
MOQ &% accept B3®0 &e56 demand, storage, cash
Business Check flow &se9 unsold-stock risk DESI®.
Lead Time

Order % place D€ e®eemes 8O goods/service O READ D ODHOD
£58e558 THEGEE.

Order — Payment — Production — Shipping —
Formula / Process Delivery

Production 10 days + shipping 20 days + clearance 5
Practical Example days ®® total lead time =~ 35 days.

Reorder point 68 @E®e@O lead time &5e9
Business Check safety stock @ez® consider @GSI.

(0]
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International Trade & Payment Methods

TT (Telegraphic Transfer)

Buyer 8%} supplier 6d® @ 86em 8EE electronic transfer H86® HDES.
International trade ®® advance e} agreed-stage payment &5€eD) &) 6O.

Buyer — Buyer's Bank — International Transfer —
Formula / Process Supplier's Bank — Supplier

Supplier 6™ production g5 SE®D 30%
Practical Example advance TT 9% 9EES® @D,

Payment S8®0 eSS beneficiary details, supplier
Business Check credibility ¢se9 agreed terms verify 3.

LC (Letter of Credit)

Buyere® bank %, $c&m documents &3¢9 terms esg3HE® 8O supplierd payment
B58® B8ae bank-backed undertaking & Eee®m trade finance method OS.

Application — LC Issued — Shipment/Documents —
Formula / Process Document Check — Payment

»® overseas supplier 6EHS BO® SENE
transaction ®@%& payment risk manage S3®0 LC

Practical Example
NN DE DDD.

LC terms, document requirements, bank charges &sen
Business Check expiry dates &2 880 6BI6® ©BI®.

DP (Documents against Payment)

Supplier shipment documents bank channel em% buyer 6 $d% @®S buyerd
documents release ®3BES payment W& 58508,

Shipment — Documents to Bank — Buyer Pays —
Formula / Process Documents Released

Buyer payment @& &¢g3 shipping documents
Practical Example EMe®m® goods clear WEDE.

Supplierd payment control O EEDD HYE
Business Check buyer payment e@n@e@s) shipment handling risk
e,
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DA (Documents against Acceptance)

Buyer immediate payment xn®3, future date O e®S®O acceptance )
@& documents EaAH®@HI® collection method OwS.

Shipment — Documents — Buyer Acceptance —
Formula / Process Documents Released — Payment on Due Date

30/60/90-day credit period &= buyerd Ea»&® DA
Practical Example arrangement 9w DD OO,

Supplierd credit risk &2 e buyer reliability &sen
Business Check payment history & c®s).

FOB (Free On Board)

FOB arrangement m®& sellere@ dmHE® en@rasecss agreed port of shipment &
goods vessel &0 load &% o 8DV 68; @lesey buyered freight/insurance
responsibilities dc®s} 8.

Seller — Export Handling — Loaded on Vessel |
Formula / Process Buyer — Main Carriage / onward costs

FOB Colombo &5 term Od®®m& named port O
Practical Example contract Dew &5 2R S WE 8.

Incoterm & €529 named place/port Oz purchase
Business Check contract Oew HDGED HFH.

CIF (Cost, Insurance and Freight)

CIF arrangement @& seller agreed destination port Owm &3 cost, freight esen
required insurance cover arrange W3G® trade term OWDE.

Formula / Process Goods Cost + Insurance + Freight — Destination Port

CIF price ®% FOB price &m0 &8&) freight &5e9

el B insurance components &RED e D) S .

Quoted price ®&& destination port, insurance scope
Business Check e3e9 destination-side charges @z@@dq D@y check
DSED.
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Business Language - Quick Reference

Term

Simple Meaning

Why It Matters

ROI

Investment return

Investment quality

Revenue

Total sales income

Business size/activity

Gross Profit

Revenue minus direct costs

Product economics

Net Profit

Final profit after expenses

True profitability

Operating Cash Flow

Cash from daily operations

Liquidity

CAC

Cost to acquire one customer

Marketing efficiency

Conversion Rate

% who take desired action

Sales funnel performance

usp Reason customers choose you Differentiation
Scalability Ability to grow efficiently Growth potential

MoQ Minimum supplier order Inventory/cash planning
Lead Time

Order-to-delivery time

Stock planning

TT / LC / DP / DA

Trade payment methods

Payment risk & cash flow

FOB / CIF

International trade delivery terms

Cost/risk allocation
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Apply It to Your Business - Self-Check

1. ®e® business &&= monthly Revenue Owm Bcse?

2. Gross Profit ese Net Profit 6c® ed® c®D® track WSHNE?

3. Operating Cash Flow positive ¢? Negative months Hecs1¢e?

4. New customer e®e®w EMHED Ded CAC Om cBmde?

5. ®e® current Conversion Rate O Bc5e?

6. D@ USP O O oD Basia.

7. ®e® business d% scale BBV B Becsm gahd bottleneck O e@rwmwe?
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8. ®@ import WS®HD) HS MOQ 529 Lead Time ezndDSE?

9. International suppliers &5®% ®@ )H&v» WS® payment method O
ehwmue?

10. ®e® next important business decision &0 &8 terms dES RO® 3
PREL?

Final Note

Business language & He® ¢o8e DD D5 D@E® 6aned8. Numbers,
customer behaviour, operations ¢ trade terms 52580 &G Bec®m®m DN eeme
business decisions ®;S®E3.

Learn the language. Understand the numbers. Make smarter business decisions.




