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Agentic & Generative Al

Introduction

The market for completed properties is intensifying: buyers are more selective, competition is sharper, and
time-to-sale is critical. In this environment, applying artificial intelligence (Al) isn't just a nice-to-have, it's
becoming a game-changer. This one-day course is designed for sales professionals, developers,
marketing leads and brokers who handle finished residential or commercial properties and want to harness
Al in their workflows.

With an instructor boasting over 30 years of tech industry experience, you'll learn practical, high-impact
applications (not abstract theory) tailored specifically to Ai integration, from lead generation and listing
content, to pricing strategy, to answering buyer queries. You'll also get grounded in how Al works (without
needing a PhD), learn prompt and context engineering for your favourite tools (such as ChatGPT, Manus,
NotebookLN, Gemini CLI and others), and explore toolsets custom-fit for elevating sales of completed
properties. By the end of the day you'll leave with a concrete outline of workflows you can implement
immediately.

Learning outcomes

By the end of this course, participants will be able to:

» Understand the specific impact of Al on the real estate industry and on the sales of completed
properties.



o Explain, at a non-technical level, how Al systems work (including generative and predictive models)
and why that matters in a sales context.

» Apply prompt engineering and context-engineering techniques to optimise outputs from Al tools for
property-sales tasks (listing text, buyer engagement, pricing insights).

» Explore and select appropriate Al tools (including ChatGPT, Manus, NotebookLN, Gemini CLI and
others) for key sales functions: lead generation, listing creation, client-engagement automation,
pricing/predictive insights.

» Design an Al-augmented workflow for sale of completed properties, covering marketing, pricing,
buyer qualification, and conversion.

 |dentify risks, limitations, ethics and regulatory considerations when using Al in real estate sales, for
example data bias, accuracy, compliance with disclosure.

» Create a practical “next-step” action plan tailored to their organisation or property-sales context.

Prerequisites

« Basic familiarity with the completed-property sales environment (residential or commercial) — you
should know the typical sales process, listing, buyer engagement, closing.

« Comfort using web applications or Al tools (you don't need to be an Al engineer).
» Willingness to experiment with prompts and workflows (hands-on mindset).
e Access to a laptop or device on the day (for tool-exploration sessions).

» Basic understanding of marketing/CRM workflows is beneficial but not mandatory.

Training outline

1. 1. Impact of Al in the Real Estate Industry & Completed
Properties Segment

« Real estate industry transformation via Al — key findings (e.g., efficiency gains, task automation)

» Specific relevance to completed-property sales (residential/commercial): faster valuations, better lead

targeting, richer buyer engagement, listing differentiation.

» Use cases: automated property valuation, predictive demand modelling, listing generation, lead
scoring, chat-bots for buyer queries.
o Competitive advantage: why early adopters are benefiting (e.g., enhanced conversion, reduced time-

on-market).

« Cautions and limitations: data quality issues; Al outputs must be aligned with local markets; regulatory
& ethical aspects (e.qg., bias, transparency).

« Implications for sales teams and developers of completed properties: changing roles, value
propositions, required skill-sets (including prompt engineering).



2,

Strategic questions: What parts of your current sales workflow can Al augment? Where are your
bottlenecks? What data do you already have?

2. Background of Al - How it Works (Without Getting Too

Technical)

3.

Defining Al in this context: machine learning, deep learning, generative Al, predictive models.

Key components: data ingestion (market data, property features, buyer behaviour), feature
engineering, model training, inference (deploying model outputs).

Generative vs predictive models: generative for content (listing text, ads), predictive for valuations,
buyer behaviour, lead scoring.

The importance of context and prompt design: for generative tools you don't just feed raw data, you
need to shape the request to get relevant outputs.

Limitations and risks: model bias, “garbage in, garbage out”, explainability, the need for human-in-the-
loop supervision.

Practical implications for property sales: you don't replace human expertise, the aim is augmentation.
The model helps you work faster and smarter, not replace your judgement.

Basic workflow of implementing Al in a sales environment: identify task - collect/prepare data —
select tool/model = define prompt/workflow — test & iterate = deploy = monitor & refine.

3. Prompt Engineering & Context Engineering for

Property Sales Use-Cases

What is prompt engineering? Crafting the input to a generative model so that output aligns with your
objective.

What is context engineering? Setting up the environment, system instructions, user personas, content
constraints, and maintaining conversation state when using tools like ChatGPT.

Key principles: clarity of intent, specifying role/persona, providing relevant property-specific data,
specifying output format/style, refining via iteration.

Examples of prompts:

o Listing creation: "You are a luxury-property copywriter. Generate a 300-word listing for a 3-
bedroom completed condo in Kuala Lumpur with skyline view, finished in 2025, highlight foyer,
smart home features.”

o Buyer-engagement script: “You are a chatbot for property buyers. Respond to a first-time investor
asking about ROI for a completed property in Negeri Sembilan; include rental yield estimate,
location benefits, finishing quality.”

Prompt tuning: refining prompt based on output, adjusting tone/style, adding constraints (word count,
bullet list, call to action).

Context stacking: carrying forward conversation context (e.g., previous buyer’s interest, budget,
timeframe) so the Al tool remembers and tailors.



Best practices for sales use-cases:

(]

o

(]

o

Always feed the property-specific facts (location, finish, amenities, target buyer).
Specify the buyer persona (investor, first-time home-buyer, family downsizing).
Ask for variants (e.g., "give me three versions: formal, casual, for social media").

Validate and customise outputs, Al gives you the draft, you adapt for local market/regulation.

e Using prompt libraries: creating a repository of prompts you reuse, refine, and share across your
team, aligning with the notion that the tool is only as good as the prompt.

« Ethics and disclosure: when using Al-generated content (e.g., listing text or marketing copy), ensure
you verify facts, maintain authenticity, comply with advertising rules and avoid misleading claims.

4. 4. Tools Exploration for Al-Enabled Sales of Completed

Properties

Overview of the selected tools and their relevance:

(o]

o

ChatGPT: generative text, answering buyer questions, drafting marketing copy.

Manus: (assuming Manus is a prompt-management/Al workflow tool) — managing prompt
templates, variants, versioning, collaboration.

NotebookLN: (assuming this is a notebook/analysis tool, could be used for data exploration and
model output review) — for teams analysing buyer/market data, generating insights.

Gemini CLI: command-line interface to generative Al, batch workflows or automation in your
workflow (e.g., generating many versions of listing texts, or automating responses).

Additional tools you might consider: Al-powered property valuation platforms, lead-scoring
engines, CRM integrations with Al assistants. (E.g., see “Top 10 Al solutions for real estate”
listing).

Practical session: for each tool we cover:

o

(]

What it does, strengths/limitations.
Typical workflow in the completed-property sales context.

Hands-on mini-exercise (or demo): e.g., using ChatGPT to draft listing text; using Gemini CLI to
generate multiple headline variants; using notebook tool to interrogate market-data.

Integration considerations: how to embed into existing sales/marketing workflow (CRM, listing
portals, email automation).

Data and asset preparation: what inputs you need (property features, market comparables, buyer
personas, previous sales data) for the Al tools to be effective.

Governance: how you ensure outputs are accurate, how to monitor performance (conversion
rates, buyer response, listing time-on-market).

o Workflow mapping: we will map a full end-to-end workflow for sale of a completed property using
these tools, from lead capture, buyer qualification, listing creation, marketing distribution, follow-up,

conversion.



o Case study/discussion: review real-world examples of Al in real estate sales (what worked, what
didn’t) and highlight lessons relevant to completed properties. (E.g., how generative Al listing text
improved engagement; how predictive pricing models shortened time-to-sale)

e Metrics and ROI: how to measure the success of your Al-enabled workflows (e.g., conversion rate
improvement, reduction in manual hours, time-on-market, pricing efficiency).

o Next-step planning: selecting your first pilot, defining scope (which property segment, which tool,
which part of workflow), defining responsibilities and timeline.

5. 5. Designing Your Al-Augmented Sales Strategy for
Completed Properties

 |dentifying your priority entry points: which part of your sales process can benefit most from Al (listing

generation, lead nurturing, pricing insights, buyer engagement).

» Mapping your current workflow for completed property sales, then overlaying where Al tools fit.

o Data audit: what data do you currently have (property features, past sales, buyer behaviour, CRM data)

and what you need to collect/improve for successful Al use.

« Developing prompt/library for your team: establishing a set of prompts for listing text, buyer-query
responses, investor-pitch scripts, ad copy, follow-up emails.

» Workflow example: completed property marketed in Negeri Sembilan region, lead arrives - Al chat-
bot qualifies questions - CRM triggers generative prompt for listing text = Al suggests buyer persona
segmentation = seller engagement automation — tracking.

» Risk mitigation: how to ensure human oversight, maintain data privacy, avoid over-dependence on Al
outputs, maintain authenticity of property claims.

» Change management: training your sales/marketing team, setting expectations, tracking uptake and
benefits.

» Pilot & scale plan: choose one property or small portfolio, define metrics, run pilot, evaluate, refine,
then scale across remaining stock.

e Continuous improvement: building feedback loop (monitoring Al output quality, buyer feedback,
conversion metrics), refining prompts, updating models or workflows.

This one-day course is built for maximum practical value: you'll leave not just with ideas but with a
roadmap, tailored prompts and tool-workflow templates that you can apply to your completed-property
sales processes immediately.
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