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ABSTRACT

The role of commercial directors in the real estate industry requires a balance between
strategic marketing planning and effective sales monitoring. This article explores how
directors coordinate marketing plans, track sales goals, and collaborate with sales
managers to drive successful outcomes, particularly in regional property launches.
Drawing from academic research and industry practices, as well as examples of
successful regional real estate projects, the study highlights how structured marketing
planning combined with data-driven sales monitoring enhances performance,
strengthens market positioning, and creates measurable business growth.
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1 INTRODUCTION

In the real estate sector, the alignment between marketing and sales strategies is
a decisive factor for achieving consistent results. Commercial directors must lead the
coordination of marketing plans to ensure that campaigns are aligned with company
objectives and market conditions. Research indicates that integrated marketing and
sales planning improves organizational performance and customer responsiveness
(Homburg et al., 2008). In practice, regional launches coordinated by experienced
directors demonstrate that unified strategies can generate strong market penetration
and accelerate revenue streams.

Marketing planning in real estate involves identifying target audiences, defining
communication channels, and setting key performance indicators (KPIs) for campaigns.
Commercial directors play a critical role in coordinating these elements and ensuring
execution with sales managers. According to Kotler and Keller (2022), structured
marketing planning provides firms with a framework to anticipate consumer needs and
adapt promotional strategies accordingly. Eduardo Gomes, for instance, has
implemented marketing plans that segmented leads by digital behavior, resulting in
higher engagement rates and stronger sales outcomes in regional real estate launches.

Sales monitoring complements marketing planning by ensuring that campaigns
translate into measurable business results. Effective monitoring systems track lead
generation, conversion rates, and sales cycles in real time, enabling directors to
intervene when necessary. Studies emphasize that data-driven monitoring enhances
salesforce productivity and increases goal achievement (Zoltners et al., 2012). Practical
examples from regional property launches reveal that establishing clear sales
dashboards and regular performance reviews between directors and managers can
significantly improve team accountability and alignment.

Collaboration between commercial directors and sales managers is essential to
bridge the gap between strategy and execution. Evidence shows that strong leadership
collaboration fosters trust, motivation, and knowledge sharing within sales teams
(Ingram et al., 2002). By working closely with managers, directors ensure that sales
targets are realistic and supported by marketing activities. Gomes’ career illustrates this
approach, as he has consistently collaborated with sales managers to align marketing
budgets, lead-generation campaigns, and client relationship management systems,

driving successful outcomes across multiple real estate projects.
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The success of regional real estate launches further illustrates the importance of
integrating marketing planning with sales monitoring. Regional campaigns often require
localized messaging and partnerships with community stakeholders. Research confirms
that localized marketing strategies enhance customer connection and brand credibility
(Sheth, 2020). In practice, commercial directors who adapt national marketing strategies
to local dynamics achieve stronger sales performance. Case evidence shows that
property developments with tailored regional campaigns experience faster sales
absorption compared to projects using standardized national campaigns.

Digital transformation has added new dimensions to marketing planning and
sales monitoring. Tools such as predictive analytics, customer relationship management
(CRM) platforms, and marketing automation systems have allowed commercial
directors to optimize resource allocation and refine targeting strategies (Choudhury et
al., 2020). Integrating these tools not only increases efficiency but also strengthens the
connection between marketing investment and sales outcomes. Eduardo Gomes’
adoption of CRM dashboards in regional campaigns has enabled real-time visibility of
lead progression, helping directors and managers adjust tactics proactively.

The flowchart illustrates the integration of marketing planning and sales
monitoring in the real estate sector, showing how structured steps lead to successful
regional launches. It begins with marketing planning, followed by identifying target
audiences, defining communication channels, and setting key performance indicators
(KPls). These stages ensure campaigns are strategically aligned and measurable. The
process continues with sales monitoring, which tracks performance in real time,
supported by collaboration between commercial directors and sales managers. This
collaboration bridges strategy and execution, ultimately driving effective market

penetration and sustainable growth in regional real estate projects.
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Figure 1. Flowchart of Marketing Planning and Sales Monitoring for Successful Regional Real Estate

Launches.
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In conclusion, commercial directors in real estate play a pivotal role in ensuring
the success of property sales by coordinating marketing plans, monitoring sales
performance, and collaborating closely with sales managers. Academic research and
practical evidence converge on the idea that structured marketing planning, supported
by digital tools and robust monitoring systems, enhances organizational performance
and drives successful regional launches. By aligning strategic vision with operational
execution, commercial directors can achieve sustainable growth in an increasingly

competitive real estate market.
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