



	UNIT CODE
	CPPREP4105

	UNIT TITLE
	Sell property - residential	Comment by Gordon Campbell: “Sell residential property” seems more straightforward to me.



	APPLICATION
	This unit specifies the skills and knowledge required to sell property, by private treaty or by auction.
This unit includes the skills and knowledge to:
· pPresent property for sale 
· Negotiate negotiate sale between vendors and buyers
· Facilitate facilitate completion of contracts.
· 
This unit applies to people currently working in, or seeking to work in, for 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.
This unit applies to sale by Private private Treaty treaty and by Auctionauction.

	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.     Present property for sale 
	1.1  Provide recommendations to vendor on property presentation to maximise buyer interest.
1.2  Plan property inspection. 
1.3 Identify potential risks to vendor, prospective buyer(s) and agent associated with property inspection and propose control measures.
1.4 Present property to potential buyers.
1.5 Analyse feedback from property inspection and report to vendor.

	2.      Negotiate and complete property sale by private treaty	Comment by Gordon Campbell: This is in element 4?
	2.1 Present offers from potential buyer(s) to vendor.
2.2 Negotiate terms and conditions of offer and deposit requirements.
2.3 Facilitate completion of sale. 	Comment by Gordon Campbell: Element 4 overlaps with this (same for 3.4., 3.5
2.4 Complete sales documentation required in the state or territory of operations.

	3.     Prepare for and complete sale of property by auction 
	3.1  Plan auction processes including day of auction.
3.2 Collate documentation for auction day as required in state or territory of operations.
3.3 Facilitate completion of sale. 
3.4 Complete sales documentation required in the state or territory of operations.

	4.     Conclude sale of property 
	4.1  Facilitate pre-settlement processes required in the state or territory of operations.
4.2 Plan for contingencies which may affect the completion of sale.
4.3 Meet settlement day processes as required in the state or territory of operations.
4.4 Confirm settlement has concluded and complete post settlement processes.

	5.     Evaluate sales process and identify opportunities for future business  
	5.1 Confirm settlement has concluded and complete post settlement processes. 
5.2 Evaluate vendor and buyer satisfaction to establish future business opportunities.
5.3 Update records and databases to inform future prospecting activities.

	FOUNDATION SKILLS
A person demonstrating competency in this unit must have the following language, literacy, numeracy and employment skills: 
· Reading reading and analytical skills to interpret real estate forms and documents
· Spoken spoken and written communication skills to clarify the preferences and expectations of parties to the real estate transaction, complete forms and documents and maintain records of interactions with buyer 
· Technology technology skills to access information via internet, databases, within records management systems.

	UNIT MAPPING INFORMATION
	No equivalent unit

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




	TITLE
	[bookmark: _GoBack]Assessment requirements for CPPDSM4105XXX Sell property - residential

	PERFORMANCE EVIDENCE

	To demonstrate competency in this unit, a person must:
· Prepare prepare a property inspection plan for onea (1) property for sale by private treaty that includes:
· recommendations on property presentation 
· potential risks and risk controls  
· methods of feedback to vendor

· Prepare prepare a plan for auction day for one (1)a property for sale by auction that includes:
· potential risks and risk controls  
· auction day processes and documentation

· Refer refer to a scenario where the vendor expectations are inconsistent with buyer expectations or market indicators.  Make recommendations and propose actions to negotiate for vendor best outcome, based on scenarios provided.	Comment by Gordon Campbell: This suggests that the candidate provides the scenario. But ‘based on scenario provided’ doesn’t suggest this 

· Complete complete sales documentation required in the state or territory of operations for :	Comment by Gordon Campbell: This doesn’t require sublists. Maybe  ‘Complete sales documentation for a sale by private treaty and for a sale by auction’. 
· 1 (one)a sale by private treaty	Comment by Gordon Campbell: 
· 1 (one)a sale by auction

· Document document solutions to two (2) potential problems that may arise prior to settlement  

· List list ways to use data from the sales process to inform future business opportunities.
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:
· methods of sale including:	Comment by Gordon Campbell: This could be condensed into one sentence – no sublists
· Private private treaty
· Auctionauction
· property presentation and role of property inspections in selling property
· property inspection plans
· risks and risk management strategies associated with property inspections including risk to vendor, to prospective buyer(s), to agency and self	Comment by Gordon Campbell: Avoid vague linking words like ‘associated with’ – ‘for’ would be better here.
· role of the agent in presenting property to potential buyer(s)	Comment by Gordon Campbell: Just ‘buyers’
· methods of communicating feedback to vendor from property inspections
· 
· personal and agency brand
· ethical practices in selling residential property, including full disclosure and material facts	Comment by Gordon Campbell: Of ?
· strategies to respond where buyer and vendor expectations are not aligned

· legislation affecting sale of residential property in the state or territory of operations including:	Comment by Gordon Campbell: No need for a sublist of one item
· privacy standards and confidentiality 

· agency and statutory property sale contracts, documentation and forms
· pre-settlement and settlement processes required in the state or territory of operations
· contingency plans for matters which may affect the completion of sale
· agency fees and charges, and conditions
· agency records, including:
· key features of a records management system 
· reasons for maintaining property records
· types of agency records.

	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:
· Agency agency records and databases
· Agency agency procedures and forms / documents for taking buyer enquiries, qualifying buyers	Comment by Gordon Campbell: Is there a need for both terms – just ‘forms’ would do	Comment by Gordon Campbell:  I guess this comma should be ‘and’ – but still not completely clear ‘forms for … qualifying buyers’
· Legislation legislation and standards applying to real estate transactions in the state or territory of operations

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