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Domain 4
The balance sheet is one of the most important analytical tools used by business analysts to examine and assess a business or organization's financial sustainability and wellness. The balance sheet is also referred to as the statement of condition (Libby et al., 2004). On the other hand, an income statement, also referred to as a profit and loss statement, is a document that lists out and statistically compares the revenue a company brought in and the money it spends on its expenses for a particular financial period. Thus, the balance sheet gives a brief overview of a company's financial status. At the same time, the income statement presents a more profound, critically analyzed, and comprehensive report of a company's finances throughout a given period.
The income statement encompasses four focal areas of a business operation; the revenue generated, expenses incurred, the profits and losses that a company makes in a fiscal financial year. Unlike the balance sheet, the income statement does not differentiate between a company's cash sales and credit sales or a company's purchase on cash or credit. The income statement presents the total values of sales, the net revenue generated, and the share-earning index. The income statement is important to investors who want 
The balance sheet and the income statement are essential in reporting and presenting the financial status and performance over a particular financial period, say annually or over several months. The balance sheet helps investors assess a company's value generation, which points to its profitability and economic viability. On the other hand, the income statement is critical in determining the liquidity of a company's financial and physical assets.
Domain 7
Designing a great product is not sufficient to guarantee the success and profitability of a business. Companies need to make their potential and old clients aware of their products, what the product does, and why the customers will be making a prudent decision by choosing the company's products over other competing products (Meunier and Massey, 2011). Sales and marketing are, therefore, some of the most fundamental activities of a business. Sales and marketing strategies differ from company to company and are influenced by several factors. For example, a technology-driven company and a company with less technical products will have different sales and marketing approaches. The former will invest in online and digital e-commerce marketing while the latter will focus its marketing activities on mass media advertisement, running roadshows, promotions, and organizing promotional events. A tech-driven company is likely to have a small sales and marketing team as its operations are not complex and demanding. At the same time, a non-tech business is expected to have a large marketing team and a sizeable marketing budget due to the considerable ground it needs to cover marketing its products. A tech-driven company is likely to hire highly skilled computer specialists to handle its online sales and marketing due to its technicality. In contrast, the non-tech company will require the services of marketers who are not necessarily technologically savvy. 
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