

	UNIT CODE
	CPPREP4304

	UNIT TITLE
	Complete sales process - livestock

	APPLICATION
	This unit specifies the skills and knowledge required to complete the livestock sales process.
This unit includes the skills and knowledge to:
· respond to buyer enquiries
· arrange inspections
· negotiate the sale 
· complete sales documentation 
· arrange delivery to buyer.
This unit is designed for people working in, or seeking to work in the stock and station sector of real estate and who apply a knowledge of legal agency and compliance requirements, ethical standards and consumer preferences to manage real estate operations.
This unit may form part of the licensing qualification requirements for real estate agents in those states or 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. Respond to buyer enquiry
	1.1 Receive, record and respond to buyer enquiry for livestock.
1.2 Confirm and document potential buyer identification and details. 
1.3 Provide and confirm description of livestock to potential buyer.
1.4 Organise inspection of livestock in consultation with vendor and buyer.

	2. Negotiate sale of livestock
	2.1 Inspect livestock to meet agreed inspection requirements and agency practice.
2.2 Negotiate sale of livestock with vendor and buyer.
2.3 Document agreed vendor and buyer terms and conditions of sale. 
2.4 Prepare contracts and documentation for sale of livestock.
2.5 Apply ethical and professional practice to negotiate sale of livestock.

	3. Complete sale for livestock
	3.1 Secure deposits for sale of livestock.
3.2 Arrange settlement of account.
3.3 Complete arrangements for payment according to agency practice, ethical standards and legislation of the state or territory of operations.
3.4 Negotiate and document agreed requirements for transport of livestock with vendor and buyer.
3.5 Arrange delivery of livestock to meet vendor and buyer instructions.

	4. Complete sales documentation and records
	4.1 Complete documentation associated with delivery of livestock to buyer to meet agency practice, ethical standards and legislative requirements in the state or territory of operations.
4.2 Update agency records management systems with details of the livestock sale and vendor and buyer information.
4.3 Record negotiated follow up communication with vendor or buyer.

	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 analytical skills to interpret source documents 
· spoken and written communication skills to clarify client requirements and expectations, negotiate delivery options for livestock and explain methods of sale options
· technology skills to access information via internet, databases, within records management systems
· numeracy skills to prepare sales documentation. 

	UNIT MAPPING INFORMATION
	No equivalent unit

	LINKS
	Companion volumes to this training package are available at the VETNet website: http:/



	TITLE
	Assessment requirements for CPPREP4304 Complete sales process - livestock

	PERFORMANCE EVIDENCE

	To demonstrate competency in this unit, a person must document a strategy to negotiate and finalise the sale of livestock on two different occasions using two of the methods below:
· private treaty
· sale yards
· on farm.
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:
· livestock
· breed, age, sex, condition, classes, weights, pregnancy status
· livestock selling systems
· private treaty
· auction
· sale yards
· on farm
· sale price and conditions
· Price per head, 
· price per kilo dress weight
· price per kilo live weight
· sale to abattoir
· live export
· feedlots
· livestock transportation
· livestock welfare
· assessment of livestock
· quarantine
· prescribed documentation in state or territory of operation
· legislation and regulation in state or territory of operation
· livestock inspection requirements
· procedures for identifying and verifying ownership of livestock
· encumbrances on livestock
· livestock mortgages
· bills of sale 
· agent’s fees
· overdrafts
· removal of encumbrances
· pre and post-saleyard procedures
· role of the agent in providing livestock sale services
· risks and risk management strategies associated with sale of livestock
· ethical practices associated with sale of livestock 
· agency forms and documentation required for sale of livestock 
· agency livestock records
· processes to determine price range expectations for livestock
· market indicators for livestock value.

	ASSESSMENT CONDITIONS 

	Assessors must satisfy the requirements for assessors listed in the Standards for Registered Training Organisations. 
Assessment must be conducted in the workplace or in a simulated workplace environment. 
Assessors are responsible for ensuring that the person demonstrating competency has access to:
· livestock records and databases
· sources of information about livestock condition and ownership
· procedures and forms / documents for sale of livestock 
· [bookmark: _GoBack]details of at least 2 lots of livestock for sale by two different methods of sale.

	LINKS
	Companion volumes to this training package are available at the VETNet website: http://
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