
 

Mastering Sales Conversations: ​
Proof, Promise, Plan & the AAA Objection 

Method 
 

Handouts 
 
Notes: 
https://docs.google.com/presentation/d/1i-TXtWVsIrDiiDXR_tlXBdmKed8XBX2r/edit?usp=s
haring&ouid=109125758766441115500&rtpof=true&sd=true 
 
VCA Sales Trainer: 
https://chatgpt.com/g/g-67eaa8ca085881918fa6637d9c5d6f86-vca-sales-trainer 
 
Exercise: 
https://docs.google.com/document/d/1i3Kxs9NcXsHDvFYfsqMjId5XO_45K_5I646jLQDvn0
w/edit?usp=sharing 
 

Quick recap 
 
Warren delivered a comprehensive sales training session focused on improving 
sales call techniques and conversion rates through structured approaches like 
"Proof, Promise, Plan" and the AAA method for handling objections. He 
emphasized the importance of pre-qualifying clients, setting clear agendas, and 
personalizing outreach while providing specific strategies for addressing common 
sales concerns. The session concluded with practical guidance on implementing 
sales processes, including a 7-day sprint plan and tracking metrics, along with 
insights from attendees about their experiences with the techniques. 
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Summary 
 
Sales Call Strategy Enhancement 
 
Warren shared strategies for effective sales calls, emphasizing the importance of 
pre-qualifying clients, setting clear agendas, and personalizing outreach to 
improve conversion rates. He introduced the "Proof, Promise, Plan" approach to 
structure calls and highlighted the value of asking specific, problem-focused 
questions to uncover clients' needs and build credibility. Warren also stressed the 
need for salespeople to prepare by reviewing client information and anticipating 
potential objections, while encouraging attendees to apply these techniques in 
their own sales processes. 
 
Handling Objections with AAA Method 
 
Warren taught the class about handling objections using the AAA method: 
Acknowledge, Associate, and Ask. He shared examples of how to address 
common objections like pricing and timing concerns, emphasizing the importance 
of not providing detailed answers that could be used against the sale. Warren also 
discussed how to handle questions about qualifications, suggesting that coaches 
focus on their results and experience rather than certifications. He stressed the 
need to expect objections and be prepared to adapt the offer to meet the client's 
concerns. 
 
Sales Approach and Presentation Techniques 
 
Warren taught the team a sales approach focused on three key pillars and using 
metaphors to explain offers. He emphasized keeping sales presentations concise, 
under two minutes, and advised against talking after asking for the sale. Warren 
also stressed the importance of validating objections and taking payments on the 
call rather than providing links for later purchase. 
 
Sales Training and Strategy Review 
 



 

Warren delivered a comprehensive sales training session, covering techniques for 
handling objections, structuring sales calls, and improving conversion rates. He 
emphasized the importance of practicing sales scripts, recording calls for review, 
and maintaining a confident mindset during sales interactions. Warren also 
provided a 7-day sprint plan to help salespeople improve their sales processes 
and offered guidance on tracking key metrics like close rates and talk time ratios. 
The session concluded with Nancy sharing her insights from practicing the sales 
techniques and discussing a curious incident with ChatGPT, suggesting a potential 
plugin or ad feature. 
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