Friendly Conversation (2-3 minutes)
Alina: Hello, Jetmir How are you today?
Jetmir: I’m doing great, many thanks!
Alina: Aww, nice to hear! How was the traffic like on your way here?
Jetmir: Oh, it was not too bad, managed pretty well to get here on time, surprisingly.
Alina: That’s outstanding! How is your real estate business been doing lately? Is there anything fascinating in the works?
Jetmir: Yeah, there are a few projects coming up, but I just need to work on my cooperation or negotiation skills to really take benefit of them.
Alina: Excellent, that’s my purpose to help you cone up wit an idea in order to improve that . Even though I am here today as an external coach, I have worked as a real estate agent in Dubai for some time, so I am acquainted with some of the problems that are dealing with. I would offer a few pointers and methods that I have found to be effective. How does that sound to you?
Jetmir: Thank you; that sounds fantastic, it’s going to be very helpful. I am eager to get information from your experience.
Describe the Current Issue (2-3 minutes)
Alina: So, let’s get started. Could you elaborate on your current challenge or trouble you have come across in your sales interactions? To help us solve it, give me an existing example.
Jetmir: Yes, sure. Currently, I’ve been struggling to close deals. One of my clients was really interested in a property, but they started to show hesitation when we discussed the pricing. The discussion kind of ended there since I was not sure how to respond to that.
Alina: What do you think caused that customer to hesitate? Do you believe there were additional issues besides price or just the cost was the issue?
Jetmir: I believe the price was the primary factor, but perhaps I wasted some other issues.
Describe the Desired Outcome (2-3 minutes)
Alina: All right, let’s pretend for a second that you have resolved this problem. For you, what would be the perfect scenario?
Jetmir: I wish I had greater self-assurance when handling those kinds of situations. Preferably, the customer would feel pleased rather than uncertain, and I would be able to accomplish deals more quickly. I want them to be eager and ready to proceed after the meeting.
Alina: What do you believe are the obvious indications of a client feeling excitement and comfort? How can you tell when they are prepared to continue?
Jetmir: Well, instead of hesitating, I suppose they would be questioning more about the next steps. They might even mention how rapidly they could move in.
List Obstacles/Blocks (5-6 minutes)
Alina: All right, let us try to figure out what is preventing it. Initially, what do you believe is holding you back  from developing your abilities or perspective?
Jetmir: I believe that my confidence in closing is lacking. I am not sure how to proceed when the client begins to hesitate without coming out as overly forceful. Also, the fact that I have not recently closed any important deals has demoralized me.
Alina: Oh , I completely understand .That makes sense. Have you noticed any blocks from your clients? Maybe they always raise the same kinds of enquiries or issues?
Jetmir: Yes, numerous of them appear and they are to be quite nervous, chiefly in regards to the marketplace and pricing. They seem to be unenthusiastic to pledge no matter what I say.
Alina: What about external variables like the state of the marketplace or the situation itself? Do you feel pressured to use a specific sales technique, or are you free to use your own?
Jetmir: It is a vast market. These days, there is a lot of competition and customers are more careful. Though infrequently that burden gets in the way and I do not feel like myself, I do feel stressed to be more outspoken.
Brainstorm Solutions (3-4 minutes)
Alina : Let’s consider how we can get around these problems. What, in your opinion, might boost your self-confidence and make you feel better equipped to close deals? I’ll give you 10 sec, to think of an idea.
Jetmir: Ok, alina, thank you ( Jetmir thinking for 10 sec) 
I believe I need to work on managing objections more. I could feel more at ease if I role-played with a coworker for exemple.
Alina: Brilliant !!!! What a fantastic idea! Would you feel at ease if I or a coworker provided you with feedback afterwards? In this manner, you could identify what is effective and what might require adjustment.
Jetmir: Yes, that does sound useful.
Alina: How do you deal with nervous clients now? In addition to market data, is there anything particularly like references to previous customers that you believe might increase their faith in you?
Jetmir: Yes, I believe that letting them hear about previous customers’ accomplishments could help them relax. It would validate to them that others have had profitable experience.
Alina: That’s right! And how do you think you can reduce some of the stress caused by the market pressures?
Jetmir: Hmm.. I could focus on little victories. Possibly I should enjoy the little wins along the route, like securing a follow-up meeting or capturing their attention, rather than waiting for the major deals.
Agree on Actions and Timing (2-3 minutes)
Alina: So, what exact action will you take in your next sales discussion, Jetmir?
Jetmir: Well, before my next meeting, I will go over objections with a coworker. I will make sure I am comfortable with my answers so I can deal with the client’s hesitancy.
Alina: I like that, very good, I love seeing we’re doing some progress here. And how are you going to get ready for future nervous customers?
Jetmir: I will conduct additional market trend study and have that information available. In this manner, rather than just telling them it’s a good time to invest, I can assure them with facts.
Alina: Outstanding! Ehat do you think if we’re going to set a time line in regards this. In this manner, we can assess how things are rolling when we follow up following your next two or three meetings.
Jetmir: That sounds fine. I will monitor the situation so we can determine what worked and what didn’t.
Alina: That’s right! I am eager to see you once more, and hopefully your confidence on closing deals will be higher, also you’ll  give me positive results after applying all the techniques we have discussed today . 
Jetmir: Perfect!! Looking forward seeing you again, Alina 
Alina : See you next time !!

