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Course Introduction

In today's complex and highly connected real estate landscape in Nairobi and globally, Omnichannel
Marketing is the strategic imperative for agencies aiming to deliver seamless, personalized, and consistent
customer experiences across all touchpoints. Training Course on Omnichannel Marketing for Real Estate
Agencies is meticulously designed to equip with the cutting-edge strategies and integrated approaches
necessary. Beyond isolated campaigns, this specialized discipline demands a customer-centric and
technologically integrated mindset, blending data-driven personalization, cross-channel synchronization,
seamless transitions, and the leveraging of advanced analytics and automation to build unparalleled client
loyalty, enhance brand reputation, and significantly accelerate sales cycles and maximize market share.
This program delves into nuanced methodologies for mapping the complete real estate customer journey
across online and offline channels, mastering advanced data integration and customer profiling, and
exploring cutting-edge approaches to personalized content delivery, synchronized communication, and
consistent brand messaging. A significant focus will be placed on understanding the interplay of CRM
systems, marketing automation platforms, digital advertising, and offline touchpoints across diverse
property types and client segments, managing complex multi-channel campaigns, and optimizing the
customer experience through real-time data insights and continuous feedback loops. By integrating industry
best practices, analyzing real-world successful omnichannel real estate strategies, and engaging in hands-
on customer journey mapping, technology integration planning, and analytics interpretation exercises,
attendees will develop the strategic acumen to confidently implement and manage an effective
omnichannel strategy, fostering unparalleled customer satisfaction, conversion rates, and securing their
position as indispensable leaders in modern real estate marketing innovation.

Programme Curriculum

Training Course on Omnichannel Marketing for Real Estate Agencies



Introduction:

In today's complex and highly connected real estate landscapein Nairobi and globally, Omnichannel
Marketing is the strategic imperative for agencies aiming to deliver seamless, personalized, and consistent
customer experiences across all touchpoints. Training Course on Omnichannel Marketing for Real Estate
Agencies is meticulously designed to equip with the cutting-edge strategies and integrated approaches
necessary. Beyond isolated campaigns, this specialized discipline demands acustomer-centric and
technologically integrated mindset, blending data-driven personalization, cross-channel
synchronization, seamless transitions, and the leveraging of advanced analytics and automation to build
unparalleled client loyalty, enhance brand reputation, and significantlyaccelerate sales cycles and maximize
market share.

This program delves into nuanced methodologies for mapping the complete real estate customer journey
across online and offline channels, mastering advanced data integration and customer profiling, and
exploring cutting-edge approaches to personalized content delivery, synchronized communication, and
consistent brand messaging. A significant focus will be placed on understanding the interplay of CRM
systems, marketing automation platforms, digital advertising, and offline touchpointsacross diverse
property types and client segments, managing complex multi-channel campaigns, and optimizing the
customer experience through real-time data insights and continuous feedback loops. By integrating
industry best practices, analyzing real-world successful omnichannel real estate strategies, and
engaging in hands-on customer journey mapping, technology integration planning, and analytics
interpretation exercises, attendees will develop the strategic acumen to confidently implement and manage
an effective omnichannel strategy, fostering unparalleled customer satisfaction, conversion rates, and
securing their position as indispensable leaders inmodern real estate marketing innovation.

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

1. Analyze core principles and strategic responsibilities of omnichannel marketing in real estate
agencies.
2. Master sophisticated techniques for mapping and optimizing the end-to-end real estate customer
journey.
3. Develop nuanced strategies for integrating online and offline customer touchpoints seamlessly.
4. Implement effective data synchronization and customer profiling across diverse marketing
channels.
5. Manage complex cross-channel marketing campaigns with consistent messaging and branding.
6. Apply robust personalization and dynamic content strategies for enhanced customer
engagement.
7. Understand the integration of CRM, marketing automation, and analytics platformsfor unified
customer views.
8. Leverage real-time data insights to optimize customer interactions and sales conversions.
9. Optimize communication strategies for seamless transitions across multiple channels.
10. Formulate specialized omnichannel strategies for diverse real estate services and client
segments.
11. Conduct advanced performance measurement and ROI analysis of integrated omnichannel
efforts.
12. Navigate challenging situations such as channel silos, data inconsistencies, and customer
experience gaps.



13.

Develop a holistic strategic plan for building a truly customer-centric and optimized omnichannel
real estate agency.

Target Audience

This course is designed for real estate professionals seeking advanced skills in Omnichannel Marketing:

1.
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Real Estate Agency Owners/Principals: Seeking to revolutionize their agency's customer experience
and growth.

. Real Estate Marketing Directors/Managers: Aiming to design and execute integrated omnichannel

strategies.

. Real Estate Sales Managers: Focused on aligning sales processes with a seamless customer journey.
. Real Estate Agents and Brokers: Wishing to provide a consistent and personalized experience to their

clients.

. CRM and Marketing Automation Specialists: Looking to apply their skills in a cross-channel real

estate context.

. Real Estate Data Analysts: Interested in deriving actionable insights from multi-channel customer data.
. Customer Experience (CX) Professionals in Real Estate: Responsible for optimizing the client

journey.
Digital Strategists for Real Estate: Designing integrated online and offline marketing approaches.

Course Duration: 5 Days

Course Modules:

e Module 1: Foundations of Omnichannel Real Estate Marketing

o Defining Omnichannel vs. Multichannel Marketing and its strategic advantage in real estate.

o Understanding the modern real estate customer journey across all touchpoints (online, offline,
in-person).

o Key components of a successful omnichannel strategy for real estate agencies.

o Identifying common customer pain points and channel silos in real estate.

o Setting customer-centric goals and KPIs for omnichannel success.

e Module 2: Customer Journey Mapping & Experience Design

o Techniques for mapping the complete real estate customer journey visually.

o ldentifying key touchpoints and moments of truth in the client experience.

o Designing a seamless and consistent customer experience across all channels.

o Developing customer personas and segments for targeted omnichannel interactions.

o Case Study: Mapping the journey of a first-time homebuyer across digital ads, website, emalil,
phone calls, and property visits.

e Module 3: Data Integration & Unified Customer Profiles

o Strategies for collecting and integrating customer data from various sources (CRM, website,
social, ads, calls).

Building a single, unified customer profile for personalized interactions.

Understanding data synchronization and data hygiene across platforms.

Leveraging marketing automation platforms for data orchestration.

Case Study: Planning the data integration between a real estate CRM, email marketing platform,
and website analytics.

o

o

o
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e Module 4: Synchronized Communication & Content Delivery

o Crafting consistent brand messaging and tone of voice across all channels.
o Implementing dynamic content and personalization based on customer behavior and data.



o Orchestrating cross-channel communication flows: e.g., ad seen, website visit, email sent,
SMS follow-up.
o Utilizing chatbots and Al for consistent, real-time responses.
o Case Study: Designing a synchronized campaign where a website visitor gets an emalil, then a
retargeting ad, then a personalized SMS based on their property viewing history.
e Module 5: Integrating Online Channels (Digital Omnichannel)
Connecting website experience with digital advertising (PPC, social media ads).
Integrating email marketing automation with social media engagement
Optimizing SEO and local search presence to align with offline inquiries.
Leveraging virtual tours (VR) and augmented reality (AR) as integrated digital touchpoints.
Case Study: Developing an integrated digital strategy for a new property listing, ensuring
consistent messaging across all online channels.
e Module 6: Integrating Offline & Human Touchpoints
o Connecting offline interactions (phone calls, open houses, agent meetings)with digital data.
o Ensuring seamless handoffs between marketing (digital) and sales (human agents).
o Utilizing call tracking and CRM updates for offline interaction insights.
o The role of in-person events and community engagementin an omnichannel strategy.
o Case Study: Designing a process where an agent's notes from an open house seamlessly
update the client's profile in the CRM for future automated follow-up.
e Module 7: Omnichannel Analytics & Performance Optimization
o Measuring cross-channel performance and customer path to conversion.
o Utilizing attribution modeling to understand the impact of each touchpoint.
o Identifying funnel leaks and friction points in the omnichannel journey.
o Implementing A/B testing and continuous optimization across integrated channels.
o Case Study: Analyzing data from website, email, and ad campaigns to determine the most
effective omnichannel paths for lead conversion.
e Module 8: Building an Omnichannel Culture & Future Trends
o Breaking down internal silos between marketing, sales, and customer service teams.
Fostering a customer-centric mindset across the entire agency.
Exploring emerging technologies: Al for hyper-personalization, voice assistants, metaverse.
Developing a long-term roadmap for omnichannel maturity in real estate.
Case Study: Outlining steps to train an entire real estate agency on a new omnichannel
approach and foster inter-departmental collaboration.
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Training Methodology

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

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

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

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

e Group Projects: Collaborative development of community surveillance plans.

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

e Digital Tools and Resources: Utilization of online platforms for collaboration and learning.

e Peer-to-Peer Learning: Sharing experiences and insights on community engagement.

e Post-Training Support: Access to online forums, mentorship, and continued learning resources.



Register as a group from 3 participants for a Discount

Send us an email: info@fineskilltrainingcenter.com or call +254769199797

Certification

Upon successful completion of this training, participants will be issued with a globally recognized certificate.
Tailor-Made Course

We also offer tailor-made courses based on your needs.

Key Notes

e Participants must be conversant in English.

e Upon completion of training, participants will receive an Authorized Training Certificate.

e The course duration is flexible and can be modified to fit any number of days.

e Course fee includes facilitation, training materials, 2 coffee breaks, buffet lunch, and a Certificate upon
successful completion.

e One-year post-training support, consultation, and coaching provided after the course.

e Payment should be made at least a week before the training commencement to FINESKILL TRAINING
CENTER account, as indicated in the invoice, to enable better preparation.

Upcoming Scheduled Sessions

Start Date End Date Location Price

10 Aug 2026 14 Aug 2026 Online $1,100
17 Aug 2026 21 Aug 2026 Online $1,100
24 Aug 2026 28 Aug 2026 Online $1,100
31 Aug 2026 04 Sep 2026 Online $1,100
07 Sep 2026 11 Sep 2026 Online $1,100
14 Sep 2026 18 Sep 2026 Online $1,100
21 Sep 2026 25 Sep 2026 Online $1,100
28 Sep 2026 02 Oct 2026 Online $1,100

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


mailto:info@fineskilltrainingcenter.com

Register Online Now

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


https://www.fineskilltrainingcenter.com/courses/training-course-on-omnichannel-marketing-for-real-estate-agencies

