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CCCCertified ertified ertified ertified Business Development Business Development Business Development Business Development ManagerManagerManagerManager    
Certification CodeCertification CodeCertification CodeCertification Code    : VS: VS: VS: VS----1451451451453333    
Managing business development for an organization involves having strategic acumen for 

steering business development executives. It also involves providing insight and direction to 

business development function of organization, for increased growth and profits. 

 

Business development managers are required in organizations to take better manage the 

business growth of the company within available resources. There is an increased demand 

due to new age companies like startups. Increased competition to gain market share, has 

also fuelled the unending demand for business development managers. 

 

Study and Learn Study and Learn Study and Learn Study and Learn     

� Business Development Basics 

� Management Basics 

� Capturing Marketing Insights 

� Environmental Analysis 

� SWOT Analysis 

� Key Account Management 

� Relationship Management 

� Digital Marketing 

� E-Commerce Marketing Practices 

� Conflict and Negotiation 

� Influence Building 

� International Marketing 

 

 

Why should one take this certification?Why should one take this certification?Why should one take this certification?Why should one take this certification?    
The certification validates your skills in managing business development department of the 

company. The certificate attests to your skills in various skills, concepts, tools and 

techniques of business development like environmental analysis, key account management, 

relationship management, digital marketing, e-commerce marketing practices, conflict and 

negotiation, influence building and international marketing 

 

Who will benefit from taking this certification?Who will benefit from taking this certification?Who will benefit from taking this certification?Who will benefit from taking this certification?    
The certification is suitable for executives or supervisors with extensive experience in 

business development, senior executives or managers in business development of an 

organization. 
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Test DetailsTest DetailsTest DetailsTest Details    

• Duration:Duration:Duration:Duration: 60 minutes 

• No. of questions:No. of questions:No. of questions:No. of questions: 50 

• Maximum marks:Maximum marks:Maximum marks:Maximum marks: 50, Passing marks: 25 (50%) 

There is no negative marking in this module. 

Fee StructureFee StructureFee StructureFee Structure    

Rs. 3,999/- (Excludes taxes)* 

*Fees may change without prior notice, please refer http://www.vskills.in for updated fees  
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Sample QuestionsSample QuestionsSample QuestionsSample Questions    

1. 1. 1. 1. What are some advantages of understanding how mobile technology is applied in What are some advantages of understanding how mobile technology is applied in What are some advantages of understanding how mobile technology is applied in What are some advantages of understanding how mobile technology is applied in 

customer servicecustomer servicecustomer servicecustomer service 

A. Knowing how to provide content to customers more easily 

B. Recognizing how the technology can be used to build customer rapport 

C. Understanding how to give customers 24/7 access 

D. All of these 

 

2222. . . . Sales performance evaluations are necessarySales performance evaluations are necessarySales performance evaluations are necessarySales performance evaluations are necessary.... 

A. as a way for management to obtain their bonuses  

B. to supplement training 

C. to provide feedback to salespeople 

D. None of the above 

 

3333. . . . ________________________________    reflects the perceived tangible and intangible benefits and costs to reflects the perceived tangible and intangible benefits and costs to reflects the perceived tangible and intangible benefits and costs to reflects the perceived tangible and intangible benefits and costs to 

customers.customers.customers.customers.     

A. Satisfaction  

B. Loyalty 

C. Value 

D. Expectations 

4444. . . . Marketing evaluation and ________ processes are necessary to understand the Marketing evaluation and ________ processes are necessary to understand the Marketing evaluation and ________ processes are necessary to understand the Marketing evaluation and ________ processes are necessary to understand the 

efficiency and effectiveness of marketing activities and how both could be improved.efficiency and effectiveness of marketing activities and how both could be improved.efficiency and effectiveness of marketing activities and how both could be improved.efficiency and effectiveness of marketing activities and how both could be improved. 

A. analysis  

B. feedback 

C. control 

D. consumer behavior 

5555. . . . ________ activities are the mean________ activities are the mean________ activities are the mean________ activities are the means by which firms attempt to inform, persuade, s by which firms attempt to inform, persuade, s by which firms attempt to inform, persuade, s by which firms attempt to inform, persuade, 

and remind consumers directly or indirectly about the brands they sell.and remind consumers directly or indirectly about the brands they sell.and remind consumers directly or indirectly about the brands they sell.and remind consumers directly or indirectly about the brands they sell. 

A. Consumer behavior  

B. Marketing research 

C. Market segmentation 

D. Marketing communication 

 

 

Answers:      1 (D), 2 (C), 3 (C), 4 (C), 5 (D) 



 


