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How to sell value, increase margins, make price irrelevant, win executive-level
credibility, and create competitive immunity.

Selling value is taking on a whole new meaning for sales professionals. Here's a
proven process pros can use to address their customer's pressing business issues,
position themselves as strategic partners, and recommend solutions that improve
the way their customers do business.

In Beyond Selling Value, top sales consultants Mark Shonka and Dan Kosch
share their proven process for becoming a critical partner in their customers'
success. From targeting the most promising prospects, to bypassing the
gatekeepers, to reaching the decision makers who are empowered to buy, and to
closing the deal with a powerful presentation, the authors impart their battle
tested secrets to forging long term business relationships.

For sales professionals tired of being beaten up on price, here is a new way to
leverage their strengths, elevate their sales game, and establish relationships with
those who appreciate their value. Selling Power magazine calls it "a detailed,
street smart roadmap".
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to address their customer's pressing business issues, position themselves as strategic partners, and
recommend solutions that improve the way their customers do business.

In Beyond Selling Value, top sales consultants Mark Shonka and Dan Kosch share their proven process for
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bypassing the gatekeepers, to reaching the decision makers who are empowered to buy, and to closing the
deal with a powerful presentation, the authors impart their battle tested secrets to forging long term business
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Editorial Review

About the Author
Together, authors and IMPAX Corporation copresidents Mark Shonka and Dan Kosch have tallied more
than 40 years experience in direct sales, sales management, and sales consulting and training. IMPAX has
worked with thousands of sales professionals throughout North America and abroad at companies including
IBM, DuPont, AT&T, Eli Lilly, and Microsoft.

Excerpt. © Reprinted by permission. All rights reserved.
F O R E W O R D

What makes selling value so difficult today? Salespeople—even those who are trained to ask the right
questions, probe for critical needs, and apply solutions to customers’ long-term business
challenges—frequently find themselves confronted with buyers who only want to talk about price.

Salespeople are told to sell to true decision makers, but are never given the tools to reach the corner offices
where these key executives are located. They’re told to become sales consultants, only to find that prospects
aren’t particularly interested in being consulted with.

As publisher of the nation’s top sales magazine, I hear a familiar refrain over and over again from
salespeople in nearly every field, as well as sales managers, VPs of sales, and even CEOs. They tell me that
so many buyers are focused on this one issue—price—that salespeople are forced to choose between two
unappealing options: lose the deal or abandon selling value. Selling in this environment means that even
when you win, you lose.

As Shonka and Kosch point out, however, there is another path. Confronted, with this lose-lose scenario, the
sales professional’s role itself is responding by dividing into two separate tiers. Slowly becoming obsolete
are those at the bottom who persist in trying to compete with little more than price, features, and a winning
personality to recommend them. At the top are the salespeople willing to fight the tide and break out of the
"Vendor Trap" by refusing to sell to buyers who only care about price, by elevating their selling efforts, and
by moving beyond traditional notions of what it means to sell value. This path, they argue persuasively, is
the future of selling.

Admittedly some top sales performers have the innate instincts, ability, and eloquence to rise above the pack
and get in front of prospects who are empowered to buy value and close on mutually beneficial business
relationships. In this book, the authors clearly demonstrate that what these top performers do by instinct can
be systematized into a reproducible process that nearly anyone can follow. I was intrigued to read as the
authors provided a master-blueprint to help salespeople:

• Conduct penetrating information-gathering research meetings with key players.
• Cultivate a strong network of coaches who want you to win.
• Go over, around, or through the gatekeepers and "ankle-biters," such as product evaluators and purchasing
managers who don’t understand the value you offer.
• Gain regular access to the decision makers who are not only able to but also eager to buy into truly value-
based solutions.
• Deliver blow-‘em-away business presentations to executives you once might have been intimidated even to
meet.



And unlike so many sales guides I’ve read, this is not some academic textbook you can only get through with
the help of multiple cups of coffee. The authors are not professors—they’re as hands-on as they come. Not
only are they operating within breathing distance of top sales professionals, consulting in today’s selling
trenches with some of the most admired sales organizations in the world, they’re also out there on the front
lines themselves, successfully selling in the same price-obsessed marketplace the rest of us face.

I was also impressed by the authors’ unique approach to the professional selling challenge. Every year I’m
confronted with thousands of ideas to help sales professionals improve, yet so much of what passes for new
sales ideas are merely the same old tools repackaged. But here you’ll find something genuinely different—a
perspective and process that take selling value to a new level. This is the level where price objections,
controlling gatekeepers, restrictive RFPs, and all the other exasperations of the Vendor Trap fall away until
you’re allowed to deliver the kind of value solutions that make being a sales professional so rewarding.

In addition to showing you how to raise the level of your game, the authors also provide a series of real-life
case studies that drive home the critical lessons in an unforgettable way. This book is an enjoyable and fast
read. With each page of the manuscript, I became more determined that my own sales team never be caught
in the Vendor Trap.

Ultimately, 21st-century sales professionals will have to decide whether to be leaders or followers in
selling’s next generation. Both for individual sales professionals eager to strike out with a fresh plan for
attacking the new challenges they face and for managers with sales teams to reinvigorate and redirect, this
book offers a detailed, street-smart roadmap to help you leverage your strengths, elevate your selling game,
and achieve long-term sales success.
—Gerhard Gschwandtner, Founder and Publisher, Selling Power magazine

Users Review

From reader reviews:

Owen Bourne:

The publication untitled Beyond Selling Value: A Proven Process to Avoid the Vendor Trap is the e-book
that recommended to you to study. You can see the quality of the reserve content that will be shown to
anyone. The language that creator use to explained their way of doing something is easily to understand. The
writer was did a lot of study when write the book, and so the information that they share to you personally is
absolutely accurate. You also can get the e-book of Beyond Selling Value: A Proven Process to Avoid the
Vendor Trap from the publisher to make you much more enjoy free time.

Patrick Pond:

Don't be worry in case you are afraid that this book may filled the space in your house, you will get it in e-
book means, more simple and reachable. This specific Beyond Selling Value: A Proven Process to Avoid the
Vendor Trap can give you a lot of buddies because by you taking a look at this one book you have thing that
they don't and make a person more like an interesting person. This kind of book can be one of a step for you
to get success. This book offer you information that might be your friend doesn't understand, by knowing
more than other make you to be great persons. So , why hesitate? Let me have Beyond Selling Value: A
Proven Process to Avoid the Vendor Trap.



Cathrine Hart:

As we know that book is very important thing to add our information for everything. By a reserve we can
know everything we want. A book is a list of written, printed, illustrated as well as blank sheet. Every year
has been exactly added. This guide Beyond Selling Value: A Proven Process to Avoid the Vendor Trap was
filled with regards to science. Spend your extra time to add your knowledge about your research competence.
Some people has different feel when they reading a new book. If you know how big good thing about a
book, you can truly feel enjoy to read a guide. In the modern era like at this point, many ways to get book
you wanted.

Neil Espinoza:

A lot of guide has printed but it is unique. You can get it by online on social media. You can choose the top
book for you, science, amusing, novel, or whatever through searching from it. It is identified as of book
Beyond Selling Value: A Proven Process to Avoid the Vendor Trap. You can contribute your knowledge by
it. Without departing the printed book, it could possibly add your knowledge and make an individual happier
to read. It is most important that, you must aware about guide. It can bring you from one spot to other place.
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