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Sales

(Clear buyer communication, practical tools
and a scoped pilot

FA-0572 - 1day
Al for Leaders & Business - Agentic & Generative Al

Explore Al-assisted property marketing, buyer education, document synthesis and workflow planning with
transparent assumptions and reviewed claims.

Introduction

This one-day workshop is for developers, brokers, sales/marketing teams and project leads involved in
pre-completion property sales. It explores clear buyer communication, useful project context, Al-assisted
content and a scoped workflow pilot.

Participants work with a fictitious development and documented assumptions. Generated render narratives
must not imply confirmed finishes or completion dates, and Al-generated investment or uptake scenarios
are not valuations or guaranteed forecasts. Numerical analysis requires suitable data, validated methods
and professional review.

Selected tool exercises focus on content and source synthesis. Predictive lead/uptake modelling, CRM
automation and scaling are introduced as implementation options and requirements, not fully deployed
systems in a day.

Learning outcomes

The workshop teaches participants to:

» Explain generative versus predictive Al and their possible roles in off-plan sales.
« Write scoped prompts/context using verified project facts and audience needs.
» Draft and review marketing, buyer-education and FAQ content.

« Compare suitable assistants, source notebooks, agent and automation options.



Distinguish document synthesis from numerical forecasting and identify evidence needs.
Map an Al-assisted workflow with permissions, human review and disclosure points.

Outline a measurable pilot without promising sales acceleration or investment returns.

Prerequisites

Familiarity with the pre-completion/off-plan property sales process (or willingness to learn it).
Basic comfort using digital tools, web-apps or Al interfaces (you don't need to be a data scientist).
Willingness to engage with prompt engineering, data inputs and workflow mapping.

Access to a laptop or device on the course day (for hands-on tool exploration).

A mindset open to applying tech techniques into real estate marketing/sales rather than purely
traditional methods.

Confirm access to selected tools and use illustrative/non-confidential project and buyer data for exercises.

Training outline

1.1 — Al and off-plan sales

Possible Al uses in sales, marketing, document analysis and operations; distinguish deployed evidence
from proposed opportunities.

Off-plan challenges: uncertain future delivery, buyer risk, lead times and transparent communication.

Potential use cases: demand analysis, segmentation, illustrative visual content, lead review and follow-
up; each has data, permission and evaluation needs.

Define and test desired outcomes such as lead quality and communication clarity; faster sales or lower
holding costs are not guaranteed.

Illustrative property-marketing and buyer-education scenarios.

Identify available approved project facts, consented data and workflow bottlenecks; assess whether Al
is suitable.

2 — Al concepts and prediction limits

Defining Al in this context: machine learning (ML), predictive analytics, generative Al and their
relevance.

Data, assumptions, model development and inference: distinguish numerical prediction from
generated marketing text.

Generative vs predictive models:
o Predictive: e.g., estimating buyer interest, uptake rate, time-to-sell, pricing sensitivity.

o Generative: e.g., creating marketing content, render narratives, buyer-education scripts.



» How relevant source context, prompts and constraints influence results; inspect rather than assume
correctness.

» Limitations and risks: data quality issues, model bias, over-reliance on "black-box" outputs,
requirement for human oversight.

o Use illustrative scenarios to discuss future finishes and uptake; label uncertainty and do not portray
generated visuals as confirmed specifications.

3.3 — Prompt and context design

« What prompt engineering is: crafting the input to a generative Al so the output is aligned with your
objective (e.g., buyer-education article, marketing email, investment-pitch).

« Context engineering: relevant verified facts, sources, audience and constraints; a persona is only one
prompting element.

Key prompt/context principles:
o Be explicit about role/persona.
o Supply verified project facts and clearly label tentative dates, specifications or incentives.
o Specify output format and tone (e.g., "500-word email”, bullet points, investor-pitch).
o Ask for variants (e.g., one version for local first-time buyers, another for overseas investors).
o lIterate and refine the prompt based on output feedback.
Use-cases for pre-completion:
o Marketing copy for project launch (render-based narrative, future lifestyle story).
o Buyer-education content: "What you're buying now vs. what property will deliver at hand-over”.

o Scenario narrative using stated hypothetical assumptions; validate any calculations and avoid
presenting generated five-year growth as a forecast.

o Draft FAQs about delivery, finish specifications and investment questions; escalate unverified or
regulated advice.

e Prompt library strategy: build a reusable prompt template base for your team/project and refine over
time.

» Avoid misleading dates, finishes, incentives or return claims. Clear disclosure does not cure a false
underlying claim; seek relevant review.

4. 4 — Tools and selected exercises

Overview of key tools and their relevance:
o ChatGPT: for generative marketing copy, buyer-education content, Q& A chatbots.

o Manus: selected multi-step content/research tasks with reviewed outputs, not an assumed
prompt-library/version-control platform.

o Gemini Notebook (formerly NotebookLM): source-grounded project/document synthesis, not a
numerical forecasting engine.



o Gemini CLI: optional prepared demonstration of bounded batch text generation, with account and
permission limits.

o Additional tools to consider: Al-powered lead-scoring engines, visual-render enhancement tools,
predictive uptake analytics, CRM integrations.

Hands-on/mini exercise:
o Exercise: draft three audience-oriented narratives for a fictitious development and verify claims.

o Use a source notebook to summarise prepared market/project documents and trace evidence;
calculate scenarios separately with suitable tools.

o Optional demonstration: generate a small set of email variants with a prepared CLI workflow and
review them.

Integration into your workflow:

o Map lead intake, permitted qualification, reviewed outreach/follow-up, buyer education and
delivery-readiness communication.

o Prepare verified specifications, clearly stated assumptions and appropriately authorised buyer
information.

Metrics and governance: how to track success (lead conversion rate, time-to-commitment, uptake vs
forecast, cost per lead), and ensure human oversight/quality control.

Considerations for implementation: tool-costs, team training, data readiness, change management.

5.5 — A reviewed workflow and pilot

» Mapping your current pre-completion sales workflow: lead generation, buyer education, commitment,
hand-over readiness.

o Select suitable content/workflow support; predictive uptake models require a separate validated
data/modelling approach.

« Data audit: what data you already hold (project specs, renderings, buyer interest log, market comps),
what you need to collect/improve (buyer behaviour signals, finish-upgrade interest, incentive
response).

« Create draft listing, education and hand-over communication prompts; separate investment scenarios
from advice or forecasts.

« lllustrative workflow: approved project facts, reviewed teaser content, permitted lead intake, source-
supported FAQs and checked scenario analysis, followed by human-approved communications.

» Risk mitigation: verify Al-output for accuracy, ensure transparency on completion date and finishes,
keep sales team in the loop, monitor Al-generated content for compliance.

» Change management: training your CRM/sales/marketing team in using these tools, aligning roles
(human + Al), setting expectations of outcomes.

* Choose a small pilot and metrics, evaluate evidence and risks, then decide whether expansion is
justified.

o Continuous improvement: build feedback loop (monitor Al output quality, buyer response, conversion
vs forecast), refine prompts, refine data inputs, adjust workflow.



6. 6 — Action plan and discussion

e Recap of the key insights: technology value in pre-completion sales, how Al and prompt/context
engineering integrate, tool workflows.

 Individual or team action plan: pick your next development phase or project; define first prompt library
you'll build; define tool you will pilot; map timeline.

* Q&A and discussion: anticipated challenges (data gaps, team adoption, regulatory/disclosure risk) and
how to navigate them.
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