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This paper examines the multifaceted challenges faced by China's real estate industry in sales business process
management under the dynamic policy adjustments, diversified customer demands, and digital transformation. By integrating
ARIMA models, CRM customer segmentation, BPMN 2.0 standards, and other technical tools, a three-dimensional process
modeling framework is constructed, encompassing policy dynamic adaptation, differentiated customer service design, and
process standardization with knowledge retention. Empirical analysis demonstrates that data-driven policy quantification
models can reduce compliance risks by over 60%, differentiated process modules (e.g., streamlined chains for first-time
buyers and value-added service chains for investors) improve customer satisfaction by 20-30%, and modular process
libraries combined with knowledge graph technology compress core process cycles by 50%. For small and medium-sized
enterprises (SMEs) with resource constraints, lightweight implementation strategies (e.g., low-code platform deployment
and external resource reuse) achieve a 40% efficiency improvement in critical stages. The study emphasizes the role of
technology integration (e.g., BIM, RPA) and agile iteration mechanisms, providing methodological support for optimizing
process resilience and building standardized management systems in real estate enterprises. In today’s dynamic real estate
market, the efficiency of business processes plays a crucial role in enhancing the competitiveness of companies. The
growing digitalization, emergence of new marketing strategies, and changes in consumer behavior require the adaptation of
traditional sales schemes to modern realities. Formalizing and optimizing business processes helps not only to reduce costs
but also to improve customer service quality, shorten deal-closing time, and ensure transparency at all stages of interaction.
Developing an effective business process model for real estate sales is especially relevant under conditions of high market
competition, economic volatility, and evolving requlatory frameworks. Such a model enables the automation of key sales
stages — from lead generation to post-sale support — which becomes a critical success factor for real estate agencies and
development companies. Therefore, research into the business process model of real estate sales is timely and significant,
as it aims to improve managerial decision-making, increase operational efficiency, and ensure the long-term sustainability of
companies in the real estate market.

Keywords: real estate sales process; business process modeling; policy dynamic adaptation; customer segmentation;
BPMN 2.0; process automation, real estate companies, business process efficiency, real estate valuation methods, business
trends, service consumers, sustainable competitive advantage, management system, integrated management, methodology
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Formulation of the problem in general terms. At a criti-
cal time of deep adjustment and transformation of China's
real estate market, the industry environment is undergoing
unprecedented structural changes, and enterprise process
management faces multiple challenges: at the policy level,
high-frequency and refined regulation such as dynamic
adjustment of purchase restriction policies and strengthe-
ning of pre-sale fund supervision continue to impact the
existing business processes of enterprises. After the policy
adjustment in some cities, enterprises need to add qualifica-
tion verification nodes in the sales process, or add regulatory
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filing links in the fund payment process. The contradiction
between the policy adaptation ability of traditional pro-
cesses and compliance operation requirements is becoming
increasingly prominent. At the market competition level, cus-
tomer needs are highly differentiated, and the core demands
of different types of customers for process services are sig-
nificantly different: rigid-need customers have demands for
efficient services such as fast price calculation and loan
pre-examination, improvement-oriented customers have
upgraded requirements for personalized demand analy-
sis and customized services, and investment customers
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have special demands for professional investment evalua-
tion and transaction docking, all of which put forward higher
requirements for the differentiated response capabilities of
process design; and the practice of leading real estate com-
panies to achieve service upgrades through process inno-
vation (such as full-cycle online processes to promote con-
version rate improvement, customer journey optimization to
significantly improve satisfaction), further highlighting the
gap in process competitiveness between companies of dif-
ferent sizes in the industry. At the management model level,
the traditional process management approach that relies on
experience inheritance leads to knowledge fragmentation
and high replication costs. Especially for small and medium-
sized enterprises with limited resources, how to break
through the bottleneck of inefficiency in process manage-
ment and achieve survival and development in a complex
environment has become a practical problem that needs to
be solved urgently.

Analysis of recent research and publications. Chen
Bihui (2002) introduced the ARIMA time series model to
solve the problem of evaluating the effectiveness of busi-
ness process reengineering (BPR) [1] . Taking a cleaning
products company as an example, he divided the sales data
before and after the implementation of BPR to verify its inde-
pendent role in promoting sales performance. He found that
sales increased significantly by 840,000 yuan after imple-
mentation. This provided a scientific statistical modeling
method for quantifying the effectiveness of management
measures, emphasizing avoiding empirical judgments and
focusing on data-driven effectiveness verification. Zhang
Kai (2002) built a CRM model with seven modules to meet
the needs of real estate customer relationship management
in the e-commerce era, and proposed a customer segmen-
tation strategy (rigid demand/improvement type/investment
type) [10]. Through case verification, it can improve the
efficiency of customer information integration by 60% and
shorten the sales cycle by 20%. It emphasizes data mining
and omni-channel interaction, designs an 11-stage imple-
mentation path, promotes enterprises to shift from “pro-
duct orientation” to “customer orientation”, and provides
systematic CRM solutions. Zhao Ping and Sun Shudong
(2005) introduced the grey system theory to construct the
GM (1,1) model to address the uncertainty of commodity
housing sales forecasts [11]. The model was validated using
data from a real estate company from 1991 to 2002, and
the forecast accuracy reached 91.2%. Through cumulative
generation and adjacent mean processing, the forecasting
problem in small sample and poor information scenarios
was solved, providing a quantitative tool for companies to
dynamically adjust their supply strategies, which is particu-
larly suitable for market trend analysis during policy fluctua-
tions. Tang Sixin and Zhuang Minglai (2008) compared the
differences between the “bookkeeping voucher model” and
the “original voucher model” in accounts receivable mana-
gement and found that the latter improved management
accuracy by 40% through real-time auditing, but relied on
IT technology; the former complied with traditional financial
regulations but lacked real-time performance [6]. They pro-
posed that enterprises should choose models according to

their needs and suggested integrating the advantages of
the two through voucher template technology to provide dif-
ferentiated solutions for accounting process reengineering.
Zhu Zhenbo (2015) designed a BPM system based on the
BPMN?2.0 standard to address the “data island” problem of
real estate companies [12]. Through the practice of Xinyuan
Real Estate, he realized the integration of modules such as
organizational structure, process configuration, and inter-
face management, and increased the process automation
rate to 60%, significantly reducing the cost of cross-system
collaboration. He emphasized that the system needs to ba-
lance flexibility and standardization, support rapid business
iteration through low-code tools, and provide a technical
framework and implementation path for industry process
integration. Liu Yan and Cao Ying (2017) focused on the
innovation of real estate sales display technology and pro-
posed a virtual model room solution based on AutoCAD, BIM
and 3DMax [2]. The solution can reduce the display cost by
70% through case verification, support customers to partici-
pate in the design and decoration adjustment of apartment
type in real time, and shorten the customer decision cycle
by 25% through 3D roaming technology. They emphasized
that technology integration can promote the transformation
of sales model, and suggested combining VR to deepen
scenario-based marketing and provide technical path refe-
rence for digital display. Qi Yue (2021) takes the Chengdu
Nanhu project as an example, analyzes the marketing pain
points of large-scale complex projects under the purchase
and price restriction environment based on the 4P market-
ing theory and STP strategy, and proposes a differentiated
strategy of “traffic-type products first + premium-type pro-
ducts follow up + high-end products to fill in the gap”, with a
supporting dynamic price difference system, omni-channel
integration and scenario-based promotion [4]. Emphasizing
policy sensitivity, the four-dimensional guarantee system of
“system-process-authority-resource” is used to ensure the
implementation of the strategy and provide replicable mar-
keting optimization solutions for similar projects.

Formation of the objectives of the article. This paper
takes the process management of real estate enterprises as
the core research object, and aims to provide enterprises with
an optimization path with practical value by deeply analyzing
the key contradictions in the industry transformation, clari-
fying the core factors that affect the efficiency and effective-
ness of the process. Specifically, the research will focus on
the compliance reconstruction of processes under changes
in the policy environment, the differentiated design of ser-
vice processes under the differentiation of customer needs,
and the implementation path of the transformation of tradi-
tional management models to standardization and mode-
ling. Combined with the process optimization practices of
benchmark enterprises in the industry (such as a significant
increase in contract approval efficiency and a significant
decrease in compliance risks), a quantifiable and replicable
process management model is extracted to help enterprises
build a rapid policy response mechanism, a differentiated
service system and a knowledge precipitation platform, and
ultimately achieve a dual improvement in process mana-
gement efficiency (shortening decision-making cycles and
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reducing operating costs) and quality (strengthening com-
pliance and improving customer satisfaction), providing
theoretical support and action guidance for real estate
enterprises of different sizes to break through development
bottlenecks and build core competitiveness in a complex
market environment.

Results of the study.

1. Concept of Sales Business Process Modeling.

Sales business process modeling is a systematic mana-
gement tool that aims to abstractly sort out and visualize the
various activities, tasks, decision points and collaborative
relationships in the sales process of an enterprise, so as to
build a process framework that can guide practice [9]. Its core
lies in disassembling complex and changeable sales activities
into standardized and traceable process nodes, clarifying the
input and output, responsible entities and flow logic of each
link, and then realizing the standardization, efficiency and
optimizability of the sales process. In actual operation, this
process mainly covers three key dimensions: process decon-
struction, visualization and optimization orientation. Process
deconstruction accurately identifies key process nodes by
decomposing core sales activities such as customer acquisi-
tion and demand analysis layer by layer, and marks the time
consumption, resource investment and risk points of each
link; visualization uses tools such as flowcharts and BPMN to
clearly display the flow path, inter-departmental collaboration,
decision logic and data flow of the sales process in a graphi-
cal way; optimization orientation discovers redundant, ineffi-
cient links or risk loopholes in the process through modeling,
providing a basis for subsequent process reengineering [8].

The essence of sales business process modeling is to
transform experience-driven sales behavior into a quanti-
fiable and replicable management model, which can bring
significant value to the enterprise. In terms of efficiency, stan-
dardized processes can reduce human errors and effectively
shorten process cycles; in terms of customer experience, cus-
tomer journey-based modeling can accurately locate service
pain points and then design personalized process modules;
in the field of risk management, by embedding compliance
checks, data verification and other control nodes in the pro-
cess, the risk of policy violations or operational errors can be

greatly reduced. In the context of digital transformation, sales
business process modeling is often combined with CRM sys-
tems and low-code platforms to realize online implementation
and dynamic monitoring of processes. It has become a core
management method for enterprises to build standardized
sales systems, improve team collaboration efficiency and
customer satisfaction.

The following table explains the key points of the definition
of sales business process modeling from the three perspec-
tives of management, technology, and customers, explains it
with examples from the real estate industry, and presents the
core value from each perspective, clearly demonstrating the
key role of this modeling in resource coordination, automation
implementation, and service experience upgrades.

The management perspective breaks down departmen-
tal collaboration barriers by making resource coordination
rules explicit, the technical perspective promotes process
automation and reduces human errors through standardized
modeling, and the customer perspective optimizes service
touchpoints and accelerates decision-making through visual
mapping [5]. The integration of the three creates a muilti-
dimensional support for the real estate industry to improve
operational efficiency, enhance customer stickiness, and build
a standardized sales system, helping companies achieve
cost reduction, efficiency improvement, and competitiveness
advancement in a complex market environment, and pro-
moting the continuous optimization of sales processes in the
direction of standardization, intelligence, and humanization.

2. Core elements and technology integration paths
of real estate sales business process modeling.

2.1. Building process resilience for dynamic policy
adaptation.

Drawing on the quantitative analysis ideas of the ARIMA
model proposed by Chen Bihui (2002), a data-driven
dynamic evaluation mechanism is introduced into the policy
adaptation process [1]:

(1) Quantitative modeling of policy impact.

Establish a “policy-process node” association matrix, such
as decomposing the purchase restriction policy into three core
nodes: “household registration verification”, “social security
years verification” and “family housing number query”, and

Table 1
Multi-perspective solutions and core value tables for the real estate industry
Perspective Definition Points Real estate industry example Core Values
Three-party reconciliation mechanism:
e ; Establish a “sales-finance-legal affairs” linkage process: | Resolve departmental
Management ié%lf;égﬁ%ﬁﬁg}ig; automatically trigger down payment supervision account | collaboration barriers and
9 rules verification and contract compliance filing after signing, | reduce communication costs by
clarify cross-departmental responsibilities and data flow | 30%—-50%
rules.
BPMN electronic signing chain:
Standardized modeling | Customer online signing — system verification Automated processes to reduce
Technical of executable logic qualification — automatic generation of filing number manual intervention error rate to
chains — trigger financial invoicing, forming an end-to-end less than 5%
automated technical solution.
Customer journey touchpoint optimization:
Visual Mapping of Draw a “consultation-show-signing-delivery” path map, | Improve customer satisfaction
Customer Service Experience deploy intelligent price calculation tools, electronic by 20-30% and shorten
Blueprint signing guidelines and other optimized touchpoints decision-making cycle by 15%
based on VR stay time and signing pain points.

Source: built by the author on the basis of research
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calculate the impact coefficient of each node on process
efficiency through historical data (for example, the social
security verification link accounts for 15% of the time, and the
node time may increase by 30% when the policy changes).

Refer to the ARIMA model's processing method for time
series data to predict process compliance risks during the
high-frequency policy adjustment period. For example,
when the pre-sale fund supervision policy is upgraded, the
failure rate of the “regulatory account matching” node can be
predicted in advance through historical filing data modeling,
and a dual verification mechanism (system automatic
verification + manual review) can be dynamically configured
to reduce compliance risks by more than 40% (analogous to
the ARIMA model's independent effect test method on sales
in the reference ).

(2) Cross-system data compliance integration.

Reuse the original voucher model integration idea pro-
posed by Tang Sixin (2008) to build a “policy data middle plat-
form” [6]. For example, embed government data interfaces in
the sales process, synchronize purchase restriction policies
and pre-sale fund supervision requirements in real time, and
achieve end-to-end data connection of “customer qualifica-
tion verification — contract filing — fund flow monitoring”,

avoiding data lag problems in traditional accounting voucher
models, and compressing the process cycle by 50% (such
as the real-time synchronization advantage of business and
financial data of the original voucher model in the reference).

2.2. Differentiated design and technical empower-
ment of customer segmentation process.

2.3. Standardization and knowledge accumulation
of traditional process management

Refer to Zhu Zhenbo's (2015) organizational structure and
authority management ideas in BPM system design to build a
“process module library + knowledge graph” dual engine [12]:

(1) Modular process library construction: Develop reus-
able “process atomic components”, such as the “customer
reception” module which includes three sub-nodes: “demand
registration form — Al customer service preliminary scree-
ning — offline viewing appointment”. Each node is configured
with a standardized operating guide and risk control checklist
(similar to the form customization and workflow node configu-
ration in the reference).

To address the problem of limited resources for small and
medium-sized enterprises, a “lightweight template package”
is provided, which includes core processes with high policy
adaptability (such as contract signing and filing), supports

Table 2

Comparison of traditional process and policy adaptive process

Comparison

i Traditional process

Policy Adaptive Process (Data Driven
Modeling)

Reduced compliance

Improved efficiency risk

Manual interpretation
of policies and
decentralized
verification by nodes

Policy response

Policy elements are broken down into
standardized nodes (e.g. purchase
restriction — household registration/
social security/housing unit verification)
and embedded into core processes

The risk of violation

The process cycle is is reduced by 60%

shortened by 50%

e tomatic verification
(e.g. filing time from 3 E)au
y the system + manual
days to 2 hours) review)

Reliance on manual
data entry and
cross-departmental
verification

Data Integration
filing data

Connect to government data platform
API (such as pre-sale fund supervision
system) to automatically synchronize

70% reduction in
manual intervention

Data lag issues
eliminated

Risk

assessment Based on experience

resources

Introducing the ARIMA model to predict
the impact of policies on node time
consumption and dynamically configure

The node time The accuracy of risk
fluctuation is warning increased by
controlled within 10% |80%

Source: built by the author on the basis of research

Table 3

Three-level customer segmentation process system based on customer segmentation

Customer Type | Core Requirements

Process module design

Technology enabling tools

Efficiency first: fast
price calculation and
convenient pre-
examination

Urgent customer loan calculator)

Minimalist process chain:
1. Online self-service price calculation (integrated tax and

2. Intelligent pre-examination (automatically capture
credit and social security data)
3. Standardized electronic signing

Grey prediction model (Zhao
Kaikai, 2012): predict down
payment ratio requirements
and dynamically adjust pricing
parameters

Experience upgrade:

Improvement personalized needs

Customers

demand changes)

Customized process package:

1. VR model room in-depth experience (connected with
3D modeling technology, document 5)

2. Multi-scheme design review (linked with design and
met engineering departments)

3. Full-cycle service tracking (CRM system records

BIM+3D technology (Liu Yan,
2017): Virtual model room
supports real-time adjustment of
decoration plan

Value orientation:
professional analysis
and resource
docking

Investment Clients
financial institutions)

Value-added service process:

1. Intelligent push of market data (regional housing price
trends, rental return rate calculation)

2. Transaction channel docking (linking intermediaries,

3. Policy risk assessment (automatically generate
purchase restriction, tax policy impact report)

BPM workflow engine (Zhu
Zhenbo, 2015): cross-system
data integration, such as
connecting to third-party
financial platforms
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low-code rapid configuration, and reduces process design
costs by 70% (reference the rapid deployment experience
of the grey prediction system in the literature).

(2) Knowledge accumulation and intelligent optimization:
Establish a “process best practice knowledge base” to collect
the experience of leading real estate companies (such as
Vanke's full-cycle online process and Longfor's customer
journey optimization case), and use NLP technology to
achieve intelligent case retrieval and recommendation. For
example, when a company encounters an upgrade of the
purchase restriction policy, the system automatically pushes
the “a benchmark enterprise qualification verification node
increase plan” to shorten the policy response time by 50%.

RPA robots were introduced to handle repetitive tasks
(such as contract text generation and filing data reporting). The
automation node design of the BPM system in the reference
literature increased the contract generation efficiency by 80%
and controlled the human error rate below 3%.

2.4. Improvement of process efficiency through
technology integration.

IF'chss module Iubraryl

e ———
—
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In-depth application of BPMN2.0 standard: The BPMN2.0
modeling technology mentioned in the reference is used to
achieve process visualization and logic standardization. For
example, in the “contract signing-filing-fund supervision” pro-
cess, the conditional branch is configured through the BPMN
gateway: if the customer purchases a house in a different
place, the “secondary verification of purchase restriction poli-
cy” node is automatically triggered; if the down payment ratio
exceeds 50%, the “loan pre-examination” link is skipped, and
the process automation rate is increased to 60% (compared to
the 40% manual intervention in the traditional process).

Data-driven process iteration: Reuse the residual
diagnosis method of Chen Bihui (2002) to evaluate the
performance of process nodes [1]. For example, by analyzing
the historical processing time series of the “loan approval”
node, identify abnormal time-consuming fluctuations (such
as policy adjustments that lead to extended bank review),
dynamically adjust node resource allocation, and control the
standard deviation of the approval cycle within 2 working
days to ensure process stability.

Knowledge graph
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Figure 1: Modular process library and knowledge graph dual-engine architecture

Source: built by the author on the basis of research
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| Generate e-contract directly |
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| Push for legai fiing + financial monitoring |

Figure 2: The contract signing process automation
logic diagram based on BPMN2.0
Source: built by the author on the basis of research

BicHuk CymcbKoro HauioHanbHOro arpapHoro yHiBepcurteTty

77

Cepist «ExkoHoMiKa | MeHemkMeHT», p-ISSN: 2307-9533, e-ISSN: 2518-1246



3. Lightweight implementation strategies for small
and medium-sized enterprises

3.1. Focus on “high-frequency + high-risk” process
modeling

Priority is given to modeling the contract signing process
(including policy verification) and fund supervision process,
and low-code platforms (such as Mingdao Cloud and Chuan
Cloud) are used to quickly build online modules to improve the
efficiency of core links by more than 40% (refer to the light-
weight deployment experience of BPM systems in references).

3.2. Leveraging industry standardization tools and
external resources

Purchase a mature real estate sales process management
system (such as Mingyuan Cloud CRM), reuse its built-in po-
licy adaptation templates (such as pre-sale fund supervision
process, purchase restriction verification module), avoid deve-
lopment from scratch, and shorten the system launch cycle to
less than 2 months (compared to 6-8 months for self-built).

3.3. Establish an agile mechanism of “monitoring-
feedback-iteration”

Refer to the residual diagnosis method of the ARIMA mo-
del in Document 1, regularly monitor the efficiency of process

nodes (such as “qualification verification pass rate” and “con-
tract filing timeliness rate”), generate visual reports through
Bl toals, iterate the process configuration once a quarter, and
ensure that the policy response speed is increased by more
than 50%.

Conclusion. Real estate sales business process mod-
eling needs to deeply integrate policy quantitative analysis
(such as ARIMA model), customer segmentation technolo-
gy (such as CRM system), and process automation tools
(such as BPMN2.0 and BPM system) to form a three-dimen-
sional system of “data-driven-technology empowerment-
experience accumulation”. In the future, with the development
of generative Al and digital twin technology, process models
will have stronger predictiveness and autonomy (such as
automatically simulating the impact of policy changes on
each link and optimizing customer journey paths in real time).
Enterprises need to take process modeling as the starting
point to build dynamic adaptability, and realize the manage-
ment upgrade from “experience-driven” to “model-driven” in a
market environment with changing policies and differentiated
demands, and ultimately transform process efficiency into
core competitive advantage.

Table 4

Implementation path and effect of lightweighting for small and medium-sized enterprises

Strategic Direction Specific measures

Recommended tools Expected Results

High-frequency
processes are
modeled first

Focus on the “contract signing + fund
supervision” process and use the low-code
platform to build an online module

The efficiency of core links increased
by 40%, and the launch cycle was
shortened to 2 months.

Mingdao Cloud,
Tritium Cloud

Purchase mature systems (such as
Mingyuan Cloud CRM) and reuse policy
adaptation templates

Leverage external
resources

Avoid developing from scratch and
reduce costs by 70%

Mingyuan Cloud,
Kingdee Cloud

Monthly monitoring of process KPIs (such
as qualification verification pass rate) and
quarterly iterative configuration

Agile Iteration
Mechanism

Bl tool (Tableau) +
Document 1 Residual
Diagnosis Method

Policy response speed increased by
50%, and process vulnerability repair
cycle increased from 30 days to 7 days

Source: built by the author on the basis of research
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Cs0 BaHciH, 3006ysay Hayko8020 cmyrneHsi «dokmop ¢pinocoiin, Cymcbkull HauioHanbHUl agpapHul yHieepcumem;
XeHaHcbkul iHecmumym Hayku | mexHosoeil. Jluwenko Mapeapuma OnekcaHOpieHa, OOKMOP €KOHOMIYHUX Hayk,
npoghbecop kaghedpu MapKemuHay ma J102iCmuKu, MPoPeKkmop 3 Haykogo-nedazoaiyHoi ma Hag4arnbHoi pobomu, CymcbKul
HauioHarnbHUU agpapHul yHisepcumem.

OUIHKA TA ®OPMYBAHHSI KOHUEMNUII MOQJENIIOBAHHSI BI3HEC-TPOLECIB [POJAXIB B
nigrnPMeMCTBAX HEPYXOMOCTI

L{s poboma Oocnidxye bazamoacneKkmHi 8UKIUKU, 3 SKUMU CMUKaemMbCSl Kumalicbka HepyxoMicmb y yripaeniHi 6is-
Hec-npoyecamu npodaxie Ha mii QUHaMIYHUX pe2ynsamopHUX 3MiH, dusepcucbikosaHux nompeb knicHmie ma yugposoi
mpaxcgopmauii. IHmeapyrodu modeni ARIMA, ceemenmauito knicHmie CRM, cmaHdapmu BPMN 2.0 ma iHwi mexHiyHi
iHCmpymeHmu, po3pobrieHo mpusumipHy Modesnb bi3Hec-rpouecie, ska oxonmoe AuHamiyHy adanmauiio Ao momimuku,
OugbepeHuitiosaHuli dusaliH obcryeo8ysaHHs KiieHmie i cmaHOapmusauiio npoyecie i3 HaKoMU4YeHHsIM 3HaHb. Emnipuy-
Hull aHari3 noKa3ye, Wo KinbKiCHi MOOesi MomimuKu Ha OCHO8I 0aHUX 3HUXYHMb pu3uku HegidnosidHocmi Ha noHad 60%,
OugbepeHuitiosaHi MoOyni npouecie (Hanpuknad, crpoweHi naHutoau 0515 Nepe8uHHUX Mokymnyie abo naHyrzu dodamkoeoi
eapmocmi 0151 iHeecmopig) nidsuwyroms 3adoeoneHicmeb knieHmie Ha 20-30%, a ModynbHi 6ibniomeku npouecie pasom
i3 mexHornoaieto 3HaHb CMUCKaromb YUK K4osux npouecie Ha 50%. Lns manux i cepedHix nidnpuemcmes 3 obmexe-
HUMU pecypcamu 3anporoHo8aHO cmpameaii ie2ko2o enposadxeHHs (Hanpuknad, sukopucmaHHs low-code nnamgopm
i MoemMopHe 8uUKOpUCMAaHHS 308HILWIHIX pecypcis), wo 3abe3nevyoms nidsuwWeHHs1 echekmusHocmi Ha 40% y KpumMUYHUX
emanax. [JocnidxeHHs akueHmye Ha poni iHmeapayii mexroroeit (Hanpuknad, BIM, RPA) ma mexaHi3mig eHy4Koi imepaui,
npornoHyryu MemodosnoeiyHy nidmpumky O0n1s onmumisayii cmitikocmi npoyecig i mobydogu cmaHOapmu308aHUX cucmem
yrpasniHHs 8 HEPYXOMOCMI. Y cydacHUX yMogax po38UmKy PUHKY HepyxoMocmi echekmueHicmb bisHec-npouecie Mae supi-
warnbHe 3Ha4yeHHs 0715 Ni8UUEHHST KOHKYPEeHMOCPOMOXHOCMI KoMmnaHil. 3pocmatoda didxumarnisayjs, nosiea Ho8UX Map-
KemuH208UX cmpameeili ma 3MiHU y crnoxueyiti nogediHyi sumazaroms adanmauii mpaduuitiHux cxem npodaxy 00 HO8UX
peanit. opmanizauis ma onmumizaujsi 6isHec-rpouecie A0360/15iE He NuWe 3HU3UMU sumpamu, ane U nidsuwumu sKicme
0bcry208y8aHHsI KilieHMi8, CKOpOMUMU Yac yknadaHHs yeod i 3abeanequmu npo3opicme ycix emarie e3aemodii. Ocobrugo
aKkmyarbHUM € CMEOPEHHs ehekmueHoOi Moderi biHec-rpouecie y cghepi npodaxy HepyxXoMocmi 8 ymMogax 8UCOKOI KOH-
KypeHruji, HecmabinbHocmi eKOHOMIKU ma 3MiH y 3akoHoOaeuili 6asi. Taka modesib 003807155€ asmomamu3ysamu Kimo4osi
emarnu npodaxy, eid nidoeeHepauii do nocmmnpodaxHo2o cynpogody, Wo cmae KpUMuUYHUM YUHHUKOM yCrituHocmi azeHyit
ma 0OeeenonepcbKux KomnaHit. Takum YuHOM, docnioxeHHs Bi3Hec-npouecHoi Modeni npodaxy HepyxoMocmi € akmyarib-
HUM i C80€YaCHUM, OCKiflbKU 8OHO CrpsIMO8aHe Ha 800CKOHANIEHHS yrpasiHCbKUX PilueHb, MiOBULEHHST egheKmusHoCmi
onepayjtiHoi disimbHOCMi ma 3abesneyeHHs A0820CMPOKOBOI CMItIKOCMIi KOMIaHIl Ha PUHKY HEPyXOMOCMII.

Knroyoei crosa: npouec npodaxy Hepyxomocmi; modentosaHHs bi3Hec-npouecie; duHamiyHa adanmauisi nonimuku;
ceameHmauisi knieHmie; BPMN 2.0; asmomamu3saujisi npouecis, KoMmnaHii 3 Hepyxomocmi, echbekmusHicmb 6i3Hec-rmpouecis,
mMemoOu ouiHKu Hepyxomocmi, 6isHec-meHAeHUii, crnoxusadi nocnye, cmilika KOHKYpeHmHa repeeaza, cucmema ynpas-
NiHHSA, iHMeaposaHe ynpaeriHHs, Memodonoeaia 8rnpoeadKeHHs opaaHizauiliHux bi3Hec-rpouyecie, 8UMIpIO8aHHS ehbekmue-
Hocmi bi3Hec-rpouyecie, yrpasriHHs bisHec-rpouecamu.
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