
1

房地产开发与经营 

内容摘要

本文主要是从营销的基础分析，房地产营销是房地产开发的重要环节，营销模式

只有跟着现代社会的发展而不断发展，才能够更好的将房地产营销不断的发展壮大，

只有进步和发展跟上时代的脚步才不会被淘汰，变是世界上唯一永恒的不变，了解了

营销的基础，才能通不同的方面分析营销模式，只有做对营销模式 Sales model，开

发商定好位，才能使得一个有责任的开发商建出好的房子；营销在整个房地产中作为

最重要的一环之一，只有营销做得好，才能使得开发商不断的发展，不断的完善，不

断的超越，不断的突破。

   From the basic analysis of marketing, real estate marketing is an important 

link in real estate development, marketing model only with the development 

of modern society and continuous development, can better real estate marketing 

will continue to grow, only progress and development with the pace of the times 

will not be eliminated, change is the only eternal unchanged in the world, 

understand the basis of marketing, can analyze the marketing model in 

different aspects, only to do the marketing model Sales model, development 

agreed, can make a responsible developer build a good house; Marketing as one 

of the most important links in the whole real estate, only when marketing is 

done well, can developers continue to develop, constantly improve Continuous 

improvement, constantly surpass Constant transcendence, constantly break 

through。
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