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OF REAL ESTATE ENTERPRISES

Abstract

Under the dual influence of the economic situation and the development of the real estate market, the development of the
real estate industry has become increasingly difficult, and real estate companies are facing greater challenges to survive. Under
this situation, competitors in the industry are fighting for market share in order to survive, making the competition in the real estate
industry more intense. From the perspective of home purchase consumption trends, the poor economic situation has led to a decline in
the income of home buyers, which in turn has reduced disposable funds and increased the difficulty of buying a house. In addition, the
downward trend of the real estate market has affected the wait-and-see mood of customers, and the overall desire to buy has decreased.
Customers' purchasing behavior has also become more rational, and they pay more attention to the quality of the project. Based on the
above background, this paper explores the current sales status of real estate companies. First, the backward marketing channels and
single promotion methods of enterprises have limited their market expansion capabilities. Secondly, in terms of service guarantee, there
are problems such as low quality of communication with consumers, low comprehensive quality of marketing personnel, incomplete
sales service process, and insufficient product display, which have affected customer satisfaction and the improvement of corporate
competitiveness. Therefore, it is recommended that real estate companies innovate marketing channels and improve service guarantee
capabilities to adapt to market changes and enhance competitiveness.

Key words: real estate enterprise, problem research, real estate status, marketing channel, marketing service guarantee,
marketing, marketing management, market conditions, competitiveness of services, marketing channels, real estate marketing strategy.

Introduction. Through research, it is found that due to the particularity of its products, the real estate industry is
generally lacking in innovation in real estate marketing, and new marketing applications are not sufficient. In recent years,
real estate companies have also adopted a marketing approach that is mainly offline and supplemented by online, and gen-
erally lacks innovation. Under ideal economic and market conditions, this approach has little impact on marketing. How-
ever, under the current economic and market downturn, if companies are still complacent and do not seek development,
it will become more fatal to the future development of companies. Through the research of this article, new technologies,
new strategies, and new ideas are introduced to optimize project marketing strategies, help real estate companies achieve
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long-term, healthy and sustainable development of projects, and enable companies to cope with the ever-changing exter-
nal environment. At the same time, it also enables companies and projects to get out of the predicament and keep moving
forward to overcome difficulties. It is also hoped that this article can provide reference and reference significance for other
similar real estate projects.

Formulation of the goals of the article. As an important pillar industry of the national economy, the real estate
industry plays a key role in promoting urbanization, industrialization and modernization. However, the current economic
situation and the downward trend of the real estate market have brought challenges to the industry's marketing. In this
context, the innovation and adaptability of real estate marketing strategies are particularly important. Research shows
that the marketing innovation of the real estate industry is relatively insufficient, especially in the application of online
marketing, which still has room for improvement. By introducing new technologies, new strategies and new ideas, opti-
mizing marketing strategies is crucial for real estate companies to cope with market challenges and achieve sustainable
development. This not only helps companies to quickly adapt to market changes, but also helps companies get out of dif-
ficulties and achieve long-term development goals. The purpose of this article is to reveal and solve common problems
in real estate enterprise marketing through in-depth research and analysis. After in-depth analysis of these problems, we
can better understand the causes and impacts of their occurrence, and then put forward effective solutions and improve-
ment suggestions.

Analysis of recent research and publications. Research With the development of the economy and the changes
in the real estate industry, relevant research mainly focuses on the following aspects:

Petermann (2021) In recent years, due to the widespread application of digital technology, social media and short
video platforms have shown great potential, and their reasonable application will have more positive effects on real estate
marketing [4].

Giantari et al. (2021) believe that there is no significant direct relationship between environmental orientation
and competitive advantage in the article "The impact of environmental orientation, green marketing mix and social capital
on the competitive advantage of real estate developers in Bali". However, it has an indirect impact through the adoption
of green marketing mix strategies. Therefore, the application of green marketing mix strategies has a positive and significant
impact on improving competitive advantage. Then, environmental orientation also has a direct and significant impact on
the application of green marketing mix. Social capital has a positive and significant impact on competitive advantage [2].

Gutierrez Velasco (2022) pointed out in the study of income-based real estate network marketing and customer
loyalty that digitalization, e-commerce and communication technology, especially during the new crown pandemic, have
accelerated the need for multi-channel integration in order to compete in today's fierce market environment. Digital tech-
nology helps companies and customers find each other, enabling them to communicate and exchange needs, all of which
contribute to long-term partnerships. The question analyzed in this study is how real estate agents use digital tools in their
daily work activities and the possible effects. Therefore, the purpose of this study is to analyze the impact of electronic
technology marketing on customer loyalty in real estate business. The results show that digital marketing has a positive
and significant impact on customer loyalty, and this impact is related to people's income [3].

Wu Qiang (2014) believes that the Internet + era has put forward new requirements for real estate marketing strat-
egies. He pointed out that real estate companies face challenges in operation concepts, market segmentation and market
promotion. In terms of operation concepts, the lack of virtualization experience leads to insufficient consumer trust.
In terms of market segmentation, companies have failed to accurately position themselves, relying more on the intuition
of decision makers and ignoring the characteristics of the Internet market. In terms of promotion strategy, traditional
advertising models are not enough to attract consumers. Wu Qiang suggested that companies should innovate their opera-
tion concepts and use virtual technology to enhance the experience; combine network characteristics to segment the mar-
ket, such as micro-platform marketing; and use viral marketing to expand influence and provide personalized services [5].

Presenting main material.

Problems in marketing channels of real estate enterprises.
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Fig. 1. Problems in marketing channels of real estate enterprises

Source: Compiled and constructed by the author
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(1) Marketing channels lag behind. The current marketing channels face several key problems: first, enterprises
over-rely on traditional publicity methods, failed to keep up with the pace of market development, resulting in single
marketing channels, it is difficult to meet the diversified needs of modern consumers [11]. Secondly, relying on agents for
sales leads to limited direct communication between enterprises and customers, which affects the depth and effect of cus-
tomer relationships. In order to improve this situation, it is necessary to strengthen the construction of independent direct
sales channels, and directly execute sales work through internal sales teams to improve customer experience and satisfac-
tion. In addition, with the rise of new media, the influence of traditional media is gradually declining, so it is necessary to
strengthen advertising on online platforms and improve the influence and coverage of advertising to adapt to the increas-
ingly diversified media usage habits of consumers. Finally, the lack of comprehensive cross-channel integration strategy
in current marketing activities leads to inconsistent marketing information transmission, which affects the consistency
of brand image and the promotion of market influence. Therefore, it is necessary to implement a cross-channel integration
strategy, combining traditional and emerging digital channels, to optimize resource allocation, improve market coverage
and brand influence, so as to achieve sustainable competitive advantage in a highly competitive market [1].

(2) Single means of promotion. At present, the single means of promotion has become a significant problem,
which is mainly manifested in two aspects. First of all, traditional marketing strategies rely too much on discount pro-
motion and cannot meet the increasingly diversified needs of the market. More innovative promotion methods need to
be introduced, such as cross-border cooperation and experiential marketing, so as to attract more consumers' attention
and improve market performance and marketing effect [10]. Second, although there have been attempts in new media
marketing, such as live streaming and influencer marketing, the tracking and evaluation of the effect of these new media
marketing is not sufficient. In order to enhance market competitiveness, it is necessary to strengthen the management
and optimization of new media marketing activities to ensure that these channels can effectively enhance brand awareness
and market share.

In addition, the lack of personalized marketing strategy is also a problem that cannot be ignored. With the inten-
sification of market competition, we must pay more attention to the individual differences and demand changes of con-
sumers, and implement personalized marketing strategies. Through data analysis and market research, we can deeply
understand the preferences, behaviors and motivations of target customers, and provide them with accurate promotion
activities, customized service experience and personalized communication methods. This not only helps to build relation-
ships with customers more effectively, but also increases brand awareness and reputation [12].

Given the deep attention and involvement of consumers in the home-buying decision-making process, person-
alized home-buying advice, customized property recommendations, and financial solutions should also be provided to
enhance customer experience and satisfaction. This personalized marketing strategy can not only improve the purchase
experience of customers, but also increase the success rate of transactions and the buyback rate of customers, bringing
long-term healthy development of enterprises.

Problems of marketing service guarantee for real estate enterprises.
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Fig. 2. Problems of marketing service guarantee for real estate enterprises
Source: Compiled and constructed by the author

(1) Poor quality of communication with consumers. Enterprises have significant problems in communicating
with consumers, especially in the promotion of construction products and intelligent building products. Many potential
consumers, especially the older group who are not familiar with online platforms, lack understanding of such products,
mainly because of the shortcomings of enterprises in online marketing. Traditional marketing methods are still dominant
and fail to take full advantage of the personalization and precision targeting capabilities offered by modern digital market-
ing tools, which limits the ability of companies to effectively expand their markets and engage their target customers [9].
At the same time, enterprises lack customized methods for different consumer groups in communication strategies, resulting
in poor information transmission effect, affecting consumers' cognition and interest in products. In addition, another prob-
lem faced by enterprises is the simplification and limitation of communication channels. Over-reliance on traditional means
of publicity, such as traditional media and exhibitions, has failed to follow up and adapt to consumers' increasingly diverse
access to information and preferences. This limitation affects the quality and effectiveness of information exchange between
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enterprises and potential customers, making it difficult for consumers to deeply understand product features and advantages,
thus reducing the motivation and confidence of purchasing decisions. In addition, the poor quality of communication is also
reflected in the company's handling of customer feedback. The lack of effective feedback mechanisms and the ability to
respond quickly to customer needs makes consumers face insufficient information and opacity in the purchasing process,
further reducing their satisfaction and loyalty [6]. These problems together affect the performance and brand image of enter-
prises in the market competition, and need to be solved by improving communication strategies and enhancing digital mar-
keting capabilities to enhance customer experience and market competitiveness.

(2) The comprehensive quality of marketing personnel is low. There are great problems in the comprehensive
quality of marketing personnel, and consumers are generally dissatisfied with their service level and professional quality.
Although some marketers have certain professional knowledge, on the whole, their educational level is generally low,
college degree or below accounts for a relatively high, which affects their ability to deeply understand and effectively pro-
mote products. The lack of in-depth research and detailed analysis of the product makes the marketing plan unconvincing,
fails to effectively stimulate the desire of customers to buy, and easily leads to the loss of target customers, thus affecting
the overall sales performance.

In addition, the lack of professional quality of marketing personnel is also reflected in their lack of awareness
of the market and competitive environment. The lack of a deep understanding of competitors and industry trends leads
to a lack of foresight and competitiveness in the selection and execution of marketing strategies. In addition, marketers'
ability in customer communication and service also needs to be improved [8]. Their communication skills and customer
relationship management ability affect customers' purchase experience and subsequent satisfaction, which in turn affects
the long-term brand image and customer loyalty.

Therefore, improving the comprehensive quality of marketing personnel is the key to enterprises. Enhancing edu-
cational background, professional knowledge, learning the market and competitive environment, cultivating commu-
nication skills and customer service ability can improve professional level and work efficiency, and enhance market
competitive advantage.

(3) The sales and service process is incomplete. Consumers are generally dissatisfied with the service process
and service consciousness of enterprises, mainly reflected in the incomplete service process and insufficient service con-
sciousness. First of all, the existing service process lacks systematic and comprehensive comprehensive services, and fails
to meet the information needs of consumers from house purchase to decoration and then to stay. Consumers want to obtain
more detailed and coherent service content, but the existing service model only provides scattered information and simple
display, which can not effectively meet the diversified needs of consumers.

Secondly, enterprises generally have the problem of poor service awareness, over-emphasizing product quality
and ignoring the importance of service [3]. In the actual service, the standardized service process has become loose
and slack, resulting in the real estate consultants too mechanized the use of sales tactics when receiving customers, fail-
ing to truly understand and identify the needs and characteristics of different types of customers, and failing to provide
personalized professional advice and services. Some real estate consultants lack sufficient service awareness and pro-
fessionalism, which not only reduces customer satisfaction, but also directly affects the brand image and reputation
of the enterprise.

In addition, there are problems of poor information transmission and imperfect feedback mechanism in the ser-
vice process, and consumers often feel that the service is not timely and comprehensive, which affects their home pur-
chase experience and subsequent loyalty. Enterprises need to pay attention to the comprehensiveness and consistency
of services, strengthen the standardization and optimization of service processes, and cultivate the professional ability
and service awareness of real estate consultants, so as to improve the overall service level, enhance customer satisfaction
and loyalty, and thus enhance the competitiveness and market share of enterprises in the highly competitive market [7].

(4) Insufficient display of sales products. Consumers are generally dissatisfied with the marketing product dis-
play strategy of enterprises, which is mainly reflected in the old display way and the lack of innovation. First of all,
the lack of innovation in the layout of the company, the lack of novel design and unique elements, resulting in the overall
image of the sales department lack of personalized, difficult to distinguish from competitive real estate, thus affecting
the customer's purchase decision and purchase experience. Should consider the introduction of more creative and per-
sonalized decorative elements, such as the use of VR virtual reality, holographic projection and other high-tech means,
in order to enhance the image of the sales department, improve customer purchase experience, so as to enhance sales
efficiency and competitiveness.

Secondly, the display area of the sales department is too small, and the variety of products displayed is not rich
enough to fully meet the needs of consumers. The current display method is simple, lack of innovation and interaction, it
is difficult to attract customers' attention and interest, making customers lack sufficient information support when choos-
ing a property. The lack of innovation in sales department design, most of the designs are similar, which reduces the mar-
ket competitiveness and attractiveness of the entire project. In addition, there is a lack of systematic and strategic planning
in the marketing and display strategy of products, and they fail to make full use of modern technological means and digital
tools, such as social media marketing and online display platforms, to expand sales channels and enhance the diversity
and attractiveness of product displays [7]. This backward display strategy has affected the brand image of the enterprise
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in the market and the stability of the market share, and it is necessary to improve the customer's home purchase experience
and satisfaction through innovation and improvement to adapt to the rapidly changing market demand and the diversified
needs of consumers.

Conclusions. The main marketing challenges faced by real estate companies include single channels and tradi-
tional promotion methods, which fail to adapt to market changes and are difficult to meet the needs of modern consumers.
The low quality of marketing personnel and the lack of systematic and innovative services affect market competitiveness
and brand image. Enterprises need to improve marketing strategies and service quality. First, strengthen independent
direct sales channels, communicate directly with customers through internal sales teams, and improve customer expe-
rience and satisfaction. Increase new media advertising, use digital marketing tools, optimize cross-channel integra-
tion strategies, and improve market coverage and brand influence. Innovate promotion methods, combine cross-border
cooperation and experience marketing, meet the diverse needs of the market, and optimize new media marketing man-
agement. In terms of service guarantee, improve the quality of communication with consumers, and use digital market-
ing tools to provide personalized services. Improve communication strategies, enhance feedback mechanisms and rapid
response capabilities, and improve customer satisfaction and loyalty. Improve marketing personnel's professional knowl-
edge and service capabilities through training, optimize service processes, provide systematic services, and ensure that
consumers receive coherent information and professional support. Finally, innovate product display strategies and use
high-tech means such as VR and holographic projection to enhance the image of sales offices and customer experience.
Through systematic planning and modern technology, expand sales channels, enhance the attractiveness of product dis-
plays, and enhance corporate market competitiveness and brand influence. Through the above measures, real estate com-
panies can gain sustained advantages and long-term development in market competition.
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JJUCKYCISA TPO CYYACHUM CTAH MAPKETUHI'OBOT'O PO3BUTKY
MANMPUEMCTB HEPYXOMOCTI

Anomauisn
110 Oieto nooeiiiHO20 BNIUSY EKOHOMIUHOT CUNYayii ma po3eumKy PUHKY HepyXoMOCmi PO3GUMOK 2aLy3l HEPYXOMOCHL Cmae 0eoai
CKIAOHIWMUM, d KOMNAHIL, WO 3aUMAarOmvCsi HEPYXOMICIIO, CIUKAIOMbCSL 3 OLIbUUMU NPOOIEeMAMU 8UNCUBAHHSL. Y yitl cuntyayii KOHKYpeHmu
6 2au1y3i NPASHYMb OMPUMAINU YACMKY PUHKY, W00 GUICUMU, WO POOUNL KOHKYDEHYIIO 6 2a7Ty31 HepYXoMOCni OLibll ITHMEHCUBHOK. 3 MOUKU
30py MEHOEHYIl CONCUBAHHSA HCUMIIA, NO2AHA eKOHOMIYHA CUmyayis npu3eena 00 3MeHUueHHs 00X00i8 KIIEHmMIB, Wo KVIYIOMb JHCUNIO,
o, y €600 Yepey, IMEHIUIO HAABHT KOwmu ma 30L16uino mpyoHowi 3 npuobanuam sxcumaa. Kpim moeo, cnad Ha puHKy HepyxomMocmi
BNIUHYE HA SUUIKYBATIbHULL HACMPILL KIIEHMIS, | 3a2anbHe badxcants Kynyeamu 3nusunocs. Kynisenona nogedinka Kuienmie maxootc Oinviu
Payionaivbia, i 6oHU Olibule 36epmaioms yeazy Ha sKicmv npockmis. Bazylouucy na nagedenomy suuje, y yiti cmammi 0062080pIOEMbCst
NOMOYHULL CIAMYC NPOOACI8 KOMNAHIU, WO 3aumMaiomvcsi Hepyxomicmio. Ilepw 3a éce, gi0cmani MapKemuHe08l KAHAIU KOMNAHIL ma €OuHi
Memoou npocysants oomecyromy it modicaueocmi posuiupents punky. Ilo-opyze, 3 mouku 30py eapanmii 06ciy208y8anis, iCHyIOmMb Maxi
npoonemu, sIK HU3bKA SAKICMb 38 53Ky 31 CHONCUBAUAMU, HUZLKA 3A2ATbHA AKICIb MAPKEMUH208020 NEPCOHATLY, HE3ABEPULEHT NPOYECU NPOOAICY
ma 00Cy208y8aHHA, A MAKOHC HEOOCMAMHE BI000PANCEHH NPOOYKMY, W0 MAL0 6NIUE HA NIOBULEHHS. PIGHA 3A00801€HOCMI KIIEHMIB |
KOpnopamueHoi KOHKYPEHMOCNPOMONCHOCHI. TaKum YuHOM, PIENMOPCOKUM KOMIAHIAM PEKOMEHOYEMbCSL IHHOBY8amu MAPKEMUH2061 KAHAIU
Ma nOKPawUmu MOJICIUBOCMI 2aPAHMYSaAHHsL NOCILY2, Wb adanmysamucs 00 3MiH PUHKY Md NIOSULYUMU KOHKYPEHMOCHPOMOJICHICMb.
Knrouosi cnosa: picimopcvke nionpuemcmeo, npoonemue OOCIONCEHHs, CMAH HEPYXOMOCMI, MAPKeMUuH208Ull Kauai,
eapanmis MapKemuH2060i NOCiyeu, MapKemuHe, MapKemuHe08Ull MeHeOICMeHN, KOH TOHKMYPA PUHKY, KOHKYPEHMOCHPOMOICHICHIb
nocnye, MapKemuH208i KaHaiu, MapKemuHe08a Cmpamezis HepyXomocmi.
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