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	UNIT TITLE
	Develop a strategic business plan in real estate 

	APPLICATION
	This unit of competency specifies the skills and knowledge required to develop a business strategy to position the real estate agency successfully in the property market. 
It includes: 
identifying and analysing business opportunities in the property market
establishing and preparing for the potential demand for agency services
establishing business goals and objectives for the agency
documenting and reviewing agency business strategies.
It applies to those responsible for developing the business strategy for a real estate agency.
The unit may form part of the licensing requirements for people engaged in real estate activities in those states and territories where these are regulated activities.

	PREREQUISITE UNIT
	Nil

	ELEMENTS
	PERFORMANCE CRITERIA

	Elements describe the essential outcomes.
	Performance criteria describe what needs to be done to demonstrate achievement of the element.

	1.	Identify and analyse business opportunities in the property market.
	1.1	Collate and analyse valid and reliable sources of information concerning the property market and business environment.
1.2	Collate information relating to agency business planning.
1.3	Analyse information about the business environment to determine both immediate and on-going business opportunities.
1.4	Conduct cost-benefit analysis of property information to determine the viability of opportunities.

	2.	Establish and prepare for the potential demand for agency services.
	2.1	Analyse available information to develop property market profile for the agency.
2.2	Estimate the demand for agency services and develop potential client profile.
2.3	Determine resources required to service the projected demand and include in an overall cost-benefit analysis. 
2.4	Develop and establish agency marketing positioning strategy.
2.5	Prepare lists of the range of services to be provided with associated service fees and charges.

	3.	Establish business goals and objectives for the agency.
	3.1	Determine business goals and related activities required to achieve an increase in the agency's share of the property market.
3.2	Conduct break-even analysis of short and long-term agency viability to ensure cash flow.
3.3	Determine performance benchmarks.

	4.	Document and review agency business strategies.
	4.1	Develop strategic directions within the business plan that can be assessed against performance benchmarks over time.
4.2	Document agency business plan as an accessible reference tool for evaluation of agency business performance.

	FOUNDATION SKILLS
This section describes the language, literacy, numeracy and employment skills essential to 
performance in this unit but not explicit in the performance criteria:
reading and comprehension skills to analyse and interpret workplace documentation
research skills to gather and organise information for use in creating plans, processes and reports
writing skills to: 
· accurately record information 
· compose and edit texts, selecting appropriate vocabulary and structure for audience and purpose 
numeracy skills to use a range of mathematical calculations to enter or analyse information
interpersonal and communication skills to:
· play a lead role in situations requiring effective collaboration
· use high level influencing techniques whilst engaging and motivating others
· to gain trust and confidence of colleagues and provide feedback to others in forms that they can understand and use
· exercise sophisticated control over oral, visual and/or written formats, drawing on a range of communication practices
planning and organisational skills to:
· sequence and schedule complex activities of self and others, and manage relevant communication
· use systematic, analytical processes: 
· in complex, non-routine situations, 
· to set goals, design strategies, gather relevant information and evaluate options to inform decision making
use formal and informal processes to monitor implementation of solutions, to reflect on outcomes and take appropriate action.

	UNIT MAPPING INFORMATION
	Supersedes and is equivalent to CPPDSM5012A Develop a strategic business plan in the real estate industry

	LINKS
	Companion volumes to this training package are available at the VETNet website https://vetnet.education.gov.au/Pages/TrainingDocs.aspx?q=6f3f9672-30e8-4835-b348-205dfcf13d9b






	TITLE
	Assessment requirements for CPPREP5XXX Develop a strategic business plan in real estate 

	PERFORMANCE EVIDENCE

	To demonstrate competency in this unit, a person must develop a three-year strategic business plan for a real estate agency by:
identifying and analysing business opportunities in the property market
establishing and preparing for the potential demand for agency services
establishing business goals and objectives for the agency
documenting and reviewing agency business strategies.
In doing this, the person must meet the performance criteria for this unit.

	[bookmark: _Hlk488743437]KNOWLEDGE EVIDENCE

	To be competent in this unit, a person must demonstrate knowledge of: 
· federal and state or territory legislation and local government regulations impacting on real estate agency business planning, including:
· anti-discrimination and equal employment opportunity
· anti-money laundering
· consumer protection, fair trading and trade practices
· employment and industrial relations
· environmental issues
· financial services
· industrial relations
· leases and tenancy agreements
· WHS
· privacy
· property sales and management
· taxation
· ethical considerations in real estate agency business planning
· sources of information on the property market and business environment, including:
· government agencies
· industry associations
· market analysts
· property reports
· processes for:
· collating and analysing information on the property market and business environment
· determining the financial viability of opportunities
· conducting and applying break-even analyses 
· estimating demand for services in:
· property management
· property sales
· developing and establishing agency marketing positioning strategies
· developing strategic directions
· preparation and documentation of business plans
· determining and setting business goals and objectives, including:
· goals, objectives, plans, systems and processes
· short, medium or long-term goals
· customer needs and marketing projections
· proposed size and scale of the business
· market focus of the business
· types of business planning, including:
· feasibility studies
· strategic
· operational
· financial planning
· content of business plans, including:
· business opportunities
· details of ownership and management
· balance sheet and cash flow forecast
· capital expenditure and its timing
· expected level of inflation and taxation
· expected trend of interest rate
· expenditure statement
· level of risk involved
· assumptions underlying the business plan
· risk assessment and management
· market focus of the agency
· marketing requirements
· need to raise finance and requirements of lenders
· organisation and operational arrangements
· proposed size and scale of the agency
· resources required and available
· sources of funding
· specialist services and sources of advice that may be required
· staffing
· stages in business development
· principles of risk management relevant to business planning
· reasons for, and benefits of business planning.

	ASSESSMENT CONDITIONS 

	Assessors must satisfy the requirements for assessors contained in the Standards for Registered Training Organisations. 
Assessment of performance must be undertaken in the workplace or in a simulated workplace environment. Tasks are to be performed to the level of proficiency and within the time limits expected in a workplace. 
Registered training organisations (RTOs) are responsible for ensuring that the person demonstrating competency has access to the following:
For assessment conducted in the workplace:
a real estate agency, agency staff and agency management documentation
comprehensive property market and business environment information relating to the real estate agency
equipment, communication and data access and storage technology required for developing a strategic business plan in the real estate industry. 
For assessment in a simulated workplace environment:
materials and equipment meeting the full industry standard for a real estate agency, including:
· a geographic location and detailed description of the simulated agency
· an existing real estate market in which the simulated agency is deemed to operate, in order to provide a range of ‘competitors’ and readily-available demographic data that can be researched in detail
· comprehensive strategies, policies, procedures, forms and records
· database/s including simulated sets of records of current and recent listings, sales reports, and comprehensive sales data
· a simulated realistic internet and social media presence
equipment, communication and data access and storage technology required to develop, a strategic business plan in real estate

	LINKS
	Companion volumes to this training package are available at the VETNet website https://vetnet.education.gov.au/Pages/TrainingDocs.aspx?q=6f3f9672-30e8-4835-b348-205dfcf13d9b
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