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Course Introduction

In today's rapidly evolving and performance-driven real estate industry in Nairobi and globally, the strategic

implementation of Mentorship and Coaching is paramount for unlocking individual potential, accelerating

career growth, and building high-performing teams. Training Course on Mentorship and Coaching for Real

Estate Professionals is meticulously designed to equip with the cutting-edge methodologies and profound

interpersonal skills necessary to guide, inspire, and empower real estate professionals to achieve their full

potential. Beyond traditional training, this specialized discipline demands an empathetic and growth-

oriented mindset, blending active listening, strategic questioning, constructive feedback, and the leveraging

of goal-setting frameworks and accountability systems to foster self-discovery, enhance skill sets, and

significantly boost productivity, confidence, and long-term career success. This comprehensive 10-day

program delves into nuanced methodologies for distinguishing between mentoring and coaching

approaches, mastering advanced communication techniques for impactful sessions, and exploring cutting-

edge approaches to diagnosing performance gaps, fostering intrinsic motivation, and building trusted

professional relationships. A significant focus will be placed on understanding the interplay of individual

learning styles, generational differences, career stages, and technological tools across diverse real estate

specialties, managing challenging coaching scenarios, and optimizing the growth trajectory through

personalized development plans and continuous support. By integrating industry best practices, analyzing

real-world successful mentorship and coaching models in real estate, and engaging in intensive hands-on

coaching simulations, role-playing, live feedback, and personalized reflection exercises, attendees will

develop the strategic acumen to confidently serve as effective mentors and coaches, fostering unparalleled

talent development, team cohesion, and securing their position as indispensable leaders in modern real

estate professional development.

Programme Curriculum

Training Course on Mentorship and Coaching for Real Estate Professionals 



Introduction: 

In today's rapidly evolving and performance-driven real estate industry in Nairobi and globally, the strategic

implementation of Mentorship and Coaching is paramount for unlocking individual potential, accelerating

career growth, and building high-performing teams. Training Course on Mentorship and Coaching for Real

Estate Professionals is meticulously designed to equip with the cutting-edge methodologies and profound

interpersonal skills necessary to guide, inspire, and empower real estate professionals to achieve their full

potential. Beyond traditional training, this specialized discipline demands an empathetic and growth-oriented

mindset, blending active listening, strategic questioning, constructive feedback, and the leveraging of

goal-setting frameworks and accountability systems to foster self-discovery, enhance skill sets, and

significantly boost productivity, confidence, and long-term career success.

This comprehensive 10-day program delves into nuanced methodologies for distinguishing between

mentoring and coaching approaches, mastering advanced communication techniques for impactful

sessions, and exploring cutting-edge approaches to diagnosing performance gaps, fostering intrinsic

motivation, and building trusted professional relationships. A significant focus will be placed on

understanding the interplay of individual learning styles, generational differences, career stages, and

technological tools across diverse real estate specialties, managing challenging coaching scenarios, and

optimizing the growth trajectory through personalized development plans and continuous support. By

integrating industry best practices, analyzing real-world successful mentorship and coaching models in

real estate, and engaging in intensive hands-on coaching simulations, role-playing, live feedback, and

personalized reflection exercises, attendees will develop the strategic acumen to confidently serve as

effective mentors and coaches, fostering unparalleled talent development, team cohesion, and securing their

position as indispensable leaders in modern real estate professional development.

Course Objectives:

Upon completion of this course, participants will be able to: 

1. Analyze core principles and strategic responsibilities of mentorship and coaching in the real

estate profession.

2. Master sophisticated active listening and empathetic communication techniques for effective

coaching conversations.

3. Develop nuanced strategies for asking powerful, open-ended questions to facilitate self-discovery.

4. Implement effective goal-setting and action planning frameworks for mentees/coachees.

5. Manage complex feedback processes, including delivering constructive and motivating feedback.

6. Apply robust strategies for diagnosing performance gaps and identifying development areas.

7. Understand the distinction and integration of mentorship vs. coaching approaches in real estate.

8. Leverage motivational interviewing techniques to foster intrinsic motivation and commitment.

9. Optimize relationship building and trust-building skills for sustainable mentoring/coaching

relationships.

10. Formulate specialized coaching and mentoring plans for diverse real estate professionals (new

agents, experienced agents, managers).

11. Conduct advanced self-reflection and continuous improvement processes for coaching and

mentoring effectiveness.

12. Navigate challenging situations such as resistance to feedback, lack of progress, and ethical

dilemmas in coaching.

13. Develop a holistic strategic plan for building a robust mentorship and coaching culture within a

real estate firm.

Target Audience:



This course is designed for real estate professionals seeking advanced skills in Mentorship and Coaching:

1. Real Estate Brokers/Owners: Aiming to develop talent and foster a culture of growth within their firm.

2. Real Estate Team Leaders/Sales Managers: Directly responsible for the performance and

development of their agents.

3. Experienced Real Estate Agents: Looking to transition into mentorship roles or enhance their

leadership skills.

4. Real Estate Trainers and Educators: Seeking to deepen their understanding and application of

coaching principles.

5. HR Professionals in Real Estate Firms: Developing internal coaching and mentoring programs.

6. Aspiring Real Estate Coaches: Building a professional coaching practice for the industry.

7. Anyone in Real Estate: Who wishes to guide, support, and empower colleagues or new entrants.

8. Real Estate Investors: Mentoring new investors or partners in property ventures. 

Course Duration: 10 Days 

Course Modules: 

Module 1: Foundations of Real Estate Mentorship & Coaching

Defining mentoring vs. coaching and their distinct applications in real estate.

Understanding the benefits for mentees/coachees, mentors/coaches, and the firm.

The qualities of an effective real estate mentor/coach.

Establishing a growth mindset for both the giver and receiver of guidance.

Ethical guidelines and professional boundaries in coaching and mentoring relationships.

Module 2: The Coaching Framework & Process

Introduction to structured coaching models (e.g., GROW, CLEAR).

Mapping the coaching journey: from initial conversation to sustained development.

Establishing coaching agreements and clear expectations.

The importance of confidentiality and trust in the coaching relationship.

Case Study: Walking through the GROW model for a common real estate sales challenge.

Module 3: Masterful Active Listening & Empathetic Communication

Techniques for deep listening: listening to understand, not just to respond.

Recognizing verbal and non-verbal cues from mentees/coachees.

Practicing empathy and building rapport quickly and genuinely.

Avoiding judgment and assumptions in coaching conversations.

Case Study: Role-playing a challenging client interaction and actively listening for underlying

concerns.

Module 4: Asking Powerful Questions for Insight

Differentiating between closed, open-ended, and probing questions.

Strategies for asking questions that challenge assumptions and stimulate self-reflection.

Techniques for using silence effectively after asking a question.

Guiding the coachee to discover their own solutions.

Case Study: Practicing asking a series of powerful questions to help an agent identify their sales

block.

Module 5: Goal Setting, Action Planning & Accountability

Collaborative goal setting: making goals SMART and inspiring.

Breaking down large goals into manageable action steps.

Developing accountability structures and follow-up mechanisms.

Strategies for celebrating progress and overcoming setbacks.



Case Study: Guiding a mentee through setting a clear goal for lead generation and creating an

action plan.

Module 6: Delivering Constructive Feedback & Performance Management

Principles of effective feedback: specific, timely, actionable, balanced.

Techniques for delivering constructive feedback that motivates, not demotivates.

Addressing underperformance and difficult conversations with professionalism.

Utilizing feedback models (e.g., SBI - Situation, Behavior, Impact).

Case Study: Role-playing delivering feedback on a poorly executed property showing.

Module 7: Motivating & Empowering Real Estate Professionals

Understanding intrinsic vs. extrinsic motivation in real estate.

Identifying individual motivators for different team members/agents.

Strategies for fostering self-belief and resilience.

Empowering mentees/coachees to take ownership and initiative.

Case Study: Developing strategies to re-motivate an agent experiencing burnout.

Module 8: Mentoring Specific Real Estate Roles & Stages

Mentoring new agents: foundational skills, market knowledge, business setup.

Coaching experienced agents: breaking plateaus, niche specialization, team building.

Guiding managers/leaders: leadership skills, conflict resolution, strategic thinking.

Adapting mentoring/coaching styles to different personalities and learning styles.

Case Study: Customizing a mentorship plan for a new agent in their first 90 days.

Module 9: Building a Mentorship Program & Culture

Designing a formal mentorship program within a real estate firm.

Matching mentors and mentees effectively.

Establishing program guidelines, resources, and evaluation methods.

Fostering an organic coaching and mentoring culture throughout the organization.

Case Study: Outlining the key components of a firm-wide mentorship initiative.

Module 10: Advanced Coaching Tools & Techniques

Introduction to Neuro-Linguistic Programming (NLP) techniques for communication.

Utilizing powerful metaphors and analogies in coaching.

Applying basic positive psychology principles for mindset shifts.

Leveraging assessment tools (e.g., personality tests) for deeper insights.

Case Study: Practicing using a metaphor to help a coachee visualize their sales success.

Module 11: Overcoming Coaching Challenges & Ethical Dilemmas

Addressing resistance to change or lack of commitment from coachees.

Managing conflicting agendas (firm goals vs. individual goals).

Handling ethical challenges (e.g., confidentiality breaches, inappropriate requests).

Knowing when to refer out to specialists (e.g., therapy, specialized training).

Case Study: Discussing an ethical dilemma in a coaching scenario and determining the best

course of action.

Module 12: Continuous Development for Mentors & Coaches

The importance of self-reflection and continuous learning for mentors/coaches.

Seeking supervision or peer coaching for personal growth.

Building a support network for mentors/coaches.

Measuring the impact and ROI of mentorship/coaching programs.

Case Study: Developing a personal development plan for an aspiring real estate coach.

 

Training Methodology 



Interactive Workshops: Facilitated discussions, group exercises, and problem-solving activities.

Case Studies: Real-world examples to illustrate successful community-based surveillance practices.

Role-Playing and Simulations: Practice engaging communities in surveillance activities.

Expert Presentations: Insights from experienced public health professionals and community leaders.

Group Projects: Collaborative development of community surveillance plans.

Action Planning: Development of personalized action plans for implementing community-based

surveillance.

Upcoming Scheduled Sessions

Start Date End Date Location Price

10 Aug 2026 21 Aug 2026 Online $2,200

17 Aug 2026 28 Aug 2026 Online $2,200

24 Aug 2026 04 Sep 2026 Online $2,200

31 Aug 2026 11 Sep 2026 Online $2,200

07 Sep 2026 18 Sep 2026 Online $2,200

14 Sep 2026 25 Sep 2026 Online $2,200

21 Sep 2026 02 Oct 2026 Online $2,200

28 Sep 2026 09 Oct 2026 Online $2,200

Ready to enroll or request a customized program? Book online or contact us:

Register Online Now

Email: info@fineskilltrainingcenter.com | Website: www.fineskilltrainingcenter.com

https://www.fineskilltrainingcenter.com/courses/training-course-on-mentorship-and-coaching-for-real-estate-professionals

