
 
 

Real Estate Sales Training Program 

The real estate industry is growing fast and is also becoming highly competitive. 

Real estate companies spend thousands of rupees to bring prospects for site visits. 

The real challenge begins after the site visit and converting interest into bookings. 

GreatWorks Real Estate Sales Training Program is designed to help real estate sales 

professionals convert site visits into confirmed customers. 

This is a practical, hands-on real estate sales training program focused on real buyer 

conversations, Indian market realities, and on-ground selling challenges. 

 

Why Real Estate Sales Training Matters Today 

Today, real estate is fiercely competitive, and buyers are sceptical even about genuine 

properties. Buyers have many questions before they decide to purchase a property. Only a 

well-trained real estate salesperson can handle buyers effectively and convert enquiries into 

sales. 

They build trust, understand buyer intent, handle objections calmly, and create long-term 

client relationships that lead to repeat business and referrals. 

Studies show that trained sales professionals convert leads up to 30% more effectively. 

This real estate sales training is built to improve conversion ratios at every stage of the sales 

process. 

Whether you are: 

 A fresher starting your career in real estate sales, or 

 An experienced salesperson looking to improve closures 

This program gives you a clear and practical edge. 

Why Choose GreatWorks Real Estate Sales Training? 

This program ensures every participant is equipped with: 

 A proven real estate sales approach inspired by top-performing sales professionals 

 Practical frameworks to handle site visits, follow-ups, and price discussions 

 Real-life scenarios to manage different buyer profiles effectively 

 Relationship-building methods that lead to repeat business and referrals 



 
 

This is not theory-based training. 

 

It is real estate sales training designed for results. 

 

Program Highlights 

The GreatWorks Real Estate Sales Mastery Program is completely action-oriented. 

Every participant engages in: 

 Role plays based on real buyer conversations 

 Mock site visit and sales discussions 

 Objection handling and closing simulations 

 Custom exercises based on real estate sales challenges 

By the end of this real estate sales training program, participants will feel confident in: 

 Managing client interactions 

 Handling objections professionally 

 Closing deals without pressure 

Participants receive a certification on successful completion, showcasing their readiness for 

real estate sales roles. 

 

Core Focus Areas of the Training 

To succeed in real estate sales, every salesperson must develop: 

1. The Right Mindset 

Building confidence, resilience, and a client-first selling attitude. 

2. Essential Sales Skills 

Clear communication, negotiation ability, and structured problem-solving. 

3. The Right Sales Toolkit 

Practical techniques and tools for day-to-day real estate selling. 

 



 
 

Program Details 

 Ideal Participants: Beginners to mid-level professionals (0–6 year’s experience) 

 Duration: One or Two Days 

 Languages Offered: Tamil, English, and vernacular languages as required 

 Delivery Mode: 

o Onsite at client locations 

o Offsite at a training facility 

 Fees: Custom pricing based on batch size and duration 

This real estate sales training in Chennai  is customised to suit all real estate developer 

organization from premium builders to anyone want to make their sales team professional  
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 Presenting properties effectively 

 Highlighting features and benefits 

 Differentiating your offering 

VI. Handling Objections and Challenges 

 Common buyer objections 

 Practical objection-handling techniques 

 Turning resistance into opportunity 
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X. Role Plays and Practical Exercises 
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 Real-time feedback 
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 Individual growth plans 

 



 
 

Benefits of This Training Program 

 Improved site visit to booking conversion 

 Stronger client trust and relationship building 

 Higher referral-based sales 

 Better confidence during negotiations and closures 

 

Ready to Elevate Your Sales Team? 

The GreatWorks Sales Training Program can be customised to address your specific 

business challenges. 

If you are looking for corporate real estate sales training program that delivers measurable 

results, let’s connect. 

Contact Us: 
Mobile: 9841052321 

Email: ramesh@greatworks.biz 
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