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Course Introduction

Real Estate Development Marketing and Sales Strategies is a critical and multifaceted discipline that
directly translates the vision of a development into market success. It encompasses the entire spectrum of
activities required to identify target buyers or tenants, create compelling narratives, effectively communicate
value propositions, and ultimately close transactions. In today's competitive and digitally-driven real estate
landscape, robust marketing and sales are no longer an afterthought but an integral part of the
development lifecycle, demanding innovative approaches to capture attention, build trust, and drive
demand. For developers, investors, marketing professionals, and sales teams, mastering these strategies
is paramount. It ensures optimal absorption rates, maximizes revenue, controls marketing expenditures,
and builds a strong brand reputation for future projects. Failure to execute sophisticated marketing and
sales strategies can lead to prolonged sales periods, reduced pricing power, inflated marketing costs, and a
failure to realize the full financial potential of a development. Training Course on Real Estate Development
Marketing and Sales Strategies is meticulously designed to equip with the advanced theoretical insights
and intensive practical tools necessary to excel in Real Estate Development Marketing and Sales
Strategies. We will delve into sophisticated methodologies for conducting granular market segmentation
and competitive analysis, master the intricacies of crafting powerful brand identities and compelling value
propositions, and explore cutting-edge approaches to leveraging digital marketing ecosystems, immersive
sales technologies, and strategic public relations. A significant focus will be placed on understanding pricing
psychology, designing effective incentive programs, cultivating strong channel partner relationships, and
implementing robust customer relationship management (CRM) systems. By integrating industry best
practices, analyzing real-world complex real estate marketing and sales case studies, and engaging in
hands-on brand development, digital campaign planning, and sales negotiation simulations, attendees will
develop the strategic acumen to confidently launch and sell developments, fostering unparalleled market
penetration, revenue optimization, and brand loyalty, and securing their position as indispensable assets in
the forefront of successful real estate development.
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Training Course on Real Estate Development Marketing and Sales Strategies
Introduction

Real Estate Development Marketing and Sales Strategies is a critical and multifaceted discipline that directly
translates the vision of a development into market success. It encompasses the entire spectrum of activities
required to identify target buyers or tenants, create compelling narratives, effectively communicate value
propositions, and ultimately close transactions. In today's competitive and digitally-driven real estate landscape,
robust marketing and sales are no longer an afterthought but an integral part of the development lifecycle,
demanding innovative approaches to capture attention, build trust, and drive demand. For developers,
investors, marketing professionals, and sales teams, mastering these strategies is paramount. It ensures
optimal absorption rates, maximizes revenue, controls marketing expenditures, and builds a strong brand
reputation for future projects. Failure to execute sophisticated marketing and sales strategies can lead to
prolonged sales periods, reduced pricing power, inflated marketing costs, and a failure to realize the full
financial potential of a development.

Training Course on Real Estate Development Marketing and Sales Strategiesis meticulously designed to
equip with the advanced theoretical insights and intensive practical tools necessary to excel inReal Estate
Development Marketing and Sales Strategies. We will delve into sophisticated methodologies for
conducting granular market segmentation and competitive analysis, master the intricacies of crafting
powerful brand identities and compelling value propositions, and explore cutting-edge approaches to
leveraging digital marketing ecosystems, immersive sales technologies, and strategic public relations
A significant focus will be placed on understanding pricing psychology, designing effective incentive programs,
cultivating strong channel partner relationships, and implementing robust customer relationship management
(CRM) systems. By integrating industry best practices, analyzing real-world complex real estate marketing and
sales case studies, and engaging in hands-on brand development, digital campaign planning, and sales
negotiation simulations, attendees will develop the strategic acumen to confidently launch and sell
developments, fostering unparalleled market penetration, revenue optimization, and brand loyalty, and
securing their position as indispensable assets in the forefront of successful real estate development.

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

1. Analyze the fundamental principles of real estate marketing and sales within the development lifecycle.
2. Conduct comprehensive market research and target audience segmentation for diverse property
types.

3. Master techniques for developing a compelling brand identity and unique value proposition for real

estate developments.

Leverage a full digital marketing ecosystem including SEO, SEM, social media, and email marketing.

Design and operate experiential sales centers utilizing immersive technologies like VR/AR.

Formulate effective public relations and media engagement strategies to generate positive exposure.

Develop dynamic pricing strategies and incentive programs to optimize sales velocity and revenue.

Cultivate and manage robust broker and channel partner programs for expanded market reach.

Implement and manage CRM systems and lead nurturing workflows for efficient sales pipelines.

10. Organize impactful events, partnerships, and community-building initiatives to drive interest and
engagement.

11. Understand and apply strategies for post-sale customer relationship management and referral
generation.

© © N g A



12. Identify and mitigate common marketing and sales risks in real estate development.
13. Create a holistic and actionable marketing and sales plan for a real estate development project.

Target Audience
This course is designed for professionals involved in marketing and selling real estate developments:

Real Estate Developers & Principals: Driving overall project success through effective sales.
Marketing Directors & Managers (Real Estate): Crafting and executing development marketing plans.
Sales Managers & Teams (Real Estate): Leading and managing the direct sales process.

Real Estate Investment Analysts: Understanding market absorption and sales projections.

Property Managers (New Developments): Transitioning from sales to operational customer
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experience.

Real Estate Brokers & Agents: Specializing in new development sales.

7. Public Relations & Communications Professionals: Managing media and reputation for
developments.

8. Consultants (Real Estate Marketing, Sales Enablement): Advising on best practices and strategy.

o

Course Duration: 5 Days
Course Modules
Module 1: Foundations of Real Estate Development Marketing & Sales

e Understanding the real estate development lifecycle and where marketing/sales fit in.

e The strategic importance of integrated marketing and sales for project viability and profitability.

o Key performance indicators (KPIs) for sales and marketing success (e.g., absorption rate, cost per lead,
conversion rate).

e Overview of consumer behavior and decision-making processes in real estate.

¢ Aligning marketing and sales goals with development objectives.

Module 2: Market Research & Target Audience Segmentation

¢ Conducting comprehensive market analysis: demographics, psychographics, economic indicators,
competitive landscape.

¢ Identifying niche markets and underserved segments for specific development types.

¢ Developing detailed buyer/tenant personas: understanding needs, preferences, pain points, and
motivations.

¢ Analyzing demand drivers and potential absorption rates for different unit types or commercial spaces.

e Leveraging market research to inform product design and positioning.

Module 3: Brand Development & Unique Value Proposition

¢ Principles of real estate branding: naming, visual identity, messaging.

Crafting a compelling unique value proposition (UVP) that differentiates the development.

Storytelling in real estate marketing: creating emotional connections with the vision.

Developing key selling points (KSPs) based on location, amenities, design, sustainability, and lifestyle.
Brand consistency across all marketing and sales touchpoints.

Module 4: Digital Marketing Ecosystem for Developments

o Website Design & Optimization: High-performance, mobile-responsive sites with rich media.



e Search Engine Optimization (SEO) & Marketing (SEM): Driving organic and paid traffic.

e Social Media Marketing: Engaging platforms like Instagram, Facebook, LinkedIn, Pinterest for visual
appeal and community.

e Email Marketing & CRM Integration: Nurturing leads through automated and personalized campaigns.

e Content marketing strategies: blogs, videos, virtual tours, thought leadership.

Module 5: Experiential Sales & Immersive Technologies

e Designing state-of-the-art sales centers: layout, flow, ambiance.

e Utilizing interactive models, mood boards, and material samples.

e Virtual Reality (VR) & Augmented Reality (AR) walkthroughs: Immersive experiences for unbuilt
spaces.

¢ High-quality renderings, 3D animations, and drone footage for compelling visuals.

e Personalizing the sales presentation and client journey within the sales environment.

Module 6: Public Relations & Media Engagement

e Developing a strategic PR plan for pre-launch, launch, and ongoing project visibility.

Crafting compelling press releases, media kits, and story angles.

Building relationships with real estate journalists, urban development bloggers, and influencers.

Managing media inquiries and reputation during development phases.

Strategies for crisis communication and addressing negative publicity.
Module 7: Strategic Pricing, Incentives & Phased Release

e Pricing methodologies: cost-plus, comparative market analysis, absorption-driven pricing.

e Dynamic pricing strategies: adjusting prices based on market feedback and sales velocity.

¢ Designing effective incentive programs: early-bird discounts, upgrade packages, developer contributions.
e Phased release strategies for units, buildings, or land parcels to create scarcity and optimize revenue.

e Analyzing price elasticity and market response to adjustments.

Module 8: Broker & Channel Partner Management

¢ Identifying and selecting top-performing real estate brokers and agents.

Developing attractive commission structures and referral programs.

Providing comprehensive sales kits, training, and ongoing support for partners.

Building strong, collaborative relationships through regular communication and events.
Leveraging international broker networks for global marketing reach for high-end properties.

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-real-estate-development-marketing-and-sales-strategies

