



	UNIT CODE
	CPPREP4004

	UNIT TITLE
	 Establish marketing and communication profiles in real estate

	APPLICATION


	This unit specifies the skills and knowledge required to use different types of communication, engagement and marketing activities in real estate. 
This unit includes the skills and knowledge to:
· understand the relationship between communications and marketing for:
· client -> individual (self), 
· customer -> property and
·  community -> agency
· clarify types, value and purpose of communication and marketing activities for property, self and agency
· develop a personal profile for communications and marketing real estate.
This unit applies to people currently working in, or seeking to work in, all sectors of real estate.
This unit may form part of the licensing qualification requirements for real estate 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.    Identify the purpose and types of marketing and communication in real estate.
	1.1 Identify the relationship between marketing and communication. 
1.2 Identify different types of marketing. 
1.3 Identify intent and purpose of marketing and communication.
1.4 Identify role of marketing and communication in client, customer and community engagement.
1.5 Identify ethical practice considerations in marketing and communication.

	2.    Develop a personal marketing and communication profile to support client engagement.
	2.1 Identify general expectations of clients for a real estate service.
2.2 Identify alignment between personal practice and client expectations.
2.3 Recognise the importance of personal profile in attracting potential clients.
2.4 Develop an ethical personal profile for marketing and communication purposes.

	3.   Identify customer engagement practices for property marketing. 
	3.1 Identify general expectations of customers for property marketing.
3.2 Analyse how a property is represented to appeal to a customer.
3.3 Identify the alignment between the property profile and marketing approach.

	4.    Identify agency marketing and communication for community engagement.  
	4.1 Identify community expectations for real estate marketing and communications.
4.2 Identify methods used by an agency to engage the community.
4.3 Interpret the alignment between an agency marketing and communication approach and community expectations. 

	FOUNDATION SKILLS
A person demonstrating competency in this unit must have the following language, literacy, numeracy and employment skills: 
· spoken and written communication skills to document a personal profile for marketing and communication in real estate.

	UNIT MAPPING INFORMATION
	No equivalent unit

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



	TITLE
	Assessment requirements for CPPDSM4XXX  

	PERFORMANCE EVIDENCE

	To demonstrate competency in this unit, a person must:
· develop and document an individual personal profile for communication and marketing designed to attract potential clients

· review a communication and marketing profile for a property.  Write a report to describe how the property profile is presented to engage customers.

· Review a communication and marketing document for an agency.  Write a report to describe how the agency marketing and communication is designed to engage the community.

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:
· services provided by real estate agencies including:
· sales
· property management
· lease
· auction 

· customers for real estate services 

· general expectations of customers in real estate services

· general expectations of clients in real estate services

· general expectations of community in real estate marketing and communication

· types of marketing and communication in real estate

· purpose of marketing and communication in real estate for the following applications:
· Individual (self) to Clients
· Property to Customers 
· Agency to Community 

· methods of marketing and communication in real estate

· ethical practice in marketing and communication in real estate

· marketing and communications practices in real estate including:
· Profiling – people and environment
· Target market analysis
· Analysis of factors including location, competition, opportunities

· purpose of a personal profile for communication and marketing in real estate 

· purpose of a property profile for communication and marketing in real estate

· purpose of an agency profile for communication and marketing in real estate.


	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:
· [bookmark: _GoBack]at least one example of a communication and marketing profile for a property
· at least one example of an agency communication and marketing document.


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