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Reading this book to completion and following this routine makes you 
unstoppable   

SALES ATHLETE DAILY SCORECARD 

Category What to Do Scoring Rules Max Points Your Score 
A. Discipline 
Execution 

Follow your 
daily routine 
strictly 

4:00am wake 
(5), Body 
workout & Cold 
shower (5) 
morning study 
(5), Dressing up 
well & leaving 
for work before 
7:30 (5) 
 

20  
 
 
--------------- 

B.Sales 
Activity 

Talk to 
customers/ 
leads 

10 convos = 10 
pts, 20 = 20 pts, 
30+ = 30 pts 

30  
--------------- 

C.Closings 
(Money) 

Actual sales 
made 

1 sale = 10 pts, 
2+ sales = 20 
pts, 0 = 0 pts 

20  
--------------- 

D.Skill 
Improvement 

Become 
better at 
selling 

Script 
improved (5), 
objection skill 
(5), 
communication 
practice (5) 

15  
 
 
--------------- 

E. Evening 
Routine 

Day ending  Getting home 
by 6:00 and 
family bonding 
(5), Evening 
study  (5),  
Sleeping at 
9:30 (5) 

15  
 
 
--------------- 
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OWNING THE BUYER 
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INTRO 

 Amongst all the skills that can liberate you from poverty, 
selling is chosen to lead. 

Not talent. Not luck. Not connections 

Selling 
 Because no matter who you are or where you start, your ability 
to persuade, influence, and move people to act will determine how far 
you go and how fast you get there 

 So, before you read another word, pause. Think about your life 
right now. 

The income you earn. The opportunities you have. The doors that 
remain closed. Now answer this honestly, how much of it is limited 
by your ability to sell?  Write the answer down. 

 Because from this moment forward, excuses are no longer 
useful only results are. 

This is not a book you read casually. This is a book you use if you’re 
looking for comfort, this is not it. If you are looking for 
transformation, keep going. 

 Here’s the truth most people avoid; everyday you are selling. 

You are selling your ideas 

You are selling you values 

You are selling you self 

And everyday people are buying or walking away. True difference is 
never accidental. 

 

Final thought 

You don’t need permission to rise. 

You need positioning. 
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Own the buyer……and the rest of the system will start aligning itself 
around you. 

 

ASKING FOR HELP AND TEAMWORK 

Before we dive into the main ideas in this book, let us first discuss 
the importance of asking for help. 

Many people avoid asking for help because they fear looking weak, 
inexperienced, or incapable. Asking for help is one of the smartest 
things you can do. It is not weakness—it is leverage. 

Imagine trying to learn sales through years of trial and error when a 
professional salesperson has already spent decades making mistakes, 
learning lessons, and discovering what works. By learning from that 
person, you can gain years of knowledge in a much shorter time. 
What took them years to learn may take you only days or weeks to 
understand. 

Successful people understand the power of leverage. They borrow 
knowledge, experience, and wisdom from those who have already 
walked the path they wish to follow. They ask questions, seek 
guidance, and remain teachable. This allows them to move faster and 
avoid costly mistakes. 

The same principle applies to teamwork. No great achievement is 
built by one person alone. Every successful business depends on 
people working together toward a common goal. When individuals 
combine their strengths, they become far more effective than they 
would be on their own 

As you read this book, do not feel pressured to know everything. Be 
willing to ask questions. Be willing to seek advice. Be willing to learn 
from those who have already achieved the results you desire. The 
smartest people are not those who know everything; they are those 
who know where to learn. 
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Remember, asking for help does not make you smaller. It makes you 
stronger because it allows you to stand on the shoulders of those who 
came before you. 

Key Lesson: Asking for help is not weakness. It is leverage. Learning 
from the right people can save years of struggle and accelerate your 
journey to success.  
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CHAPTER 1 

OWN THE BUYER 
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The skill that can change your income. Influence and future. 

Most people spend years looking for; 

 -The perfect job 

 -The perfect business 

 -The perfect product 

 - The perfect connection 

 - or the perfect opportunity. 

Yet many struggle financially. 

Why? 

 Because opportunities rarely reward people who cannot 
persuade, communicate, influence and sell. 

The truth is this: 

You can have a degree and remain broke. 

You can have talents and still be ignored. 

You can own a good product and still fail. 

 But a person who understands selling can create income 
almost anywhere. 

This book is about that skill. 

Not manipulation 

Not tricks 

Not empty motivation 

But the real ability to: 

-attract trust 

-influence decisions 

-communicate value 
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-create demand 

-and make buyers come willingly and repeatedly. 

You don’t need to quit your job first. 

You don’t even need to own a product immediately. 

You only need large sums of commissions on existing quality 
products 

Because once you sharpen the skill explained in this book, you 
become valuable to business, clients, employers, markets and people. 

A strong selling skill can help you; 

 Create opportunities from conversations 
 Earn through commissions 
 Build businesses faster 
 Attract customers daily 
 Negotiate better 
 Lead people confidently 

And increase your income without waiting for permission 

The world rewards people who can move people. 

That is why some individuals walk into a room and opportunities 
follow them. 

They know how to connect  

They know how to communicate 

They know how to sell ideas, value, solutions and vision. 

This book was written to help you develop that ability. 

Because when you master selling… 

You stop depending only on jobs. 

You stop waiting for luck 

You stop chasing buyers 
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And buyers begin coming to you daily. 

It is not manipulation 

It is disciplined ability to; 

-communicate 

-connect 

-Influence 

-Solve problems 

-and create movement 

You have learnt the language of influence 

You have learnt how conversations become opportunities 

You have learnt that effort alone does not pay, results do 

Now the remaining stop is action. 

Practice daily 

Observe people carefully 

Learn to listen 

Learn to communicate cleanly 

Learn to follow up 

Learn to negotiate calmly 

Learn to close confidently 

Because the more valuable you become in communication and 
influence, the less you depend on luck. And eventually, instead of 
chasing opportunities endlessly… you become the person 
opportunities start chasing. 

Own attention 

Own trust 

Own communication 
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And eventually 

You will own the buyer 

 

 

The invisible line between average and power. 
There are two types of people in every industry; Those who produce. 
Those who control. The buyers 

Most people spend their live trying to become better producers; better 
mechanics. better farmers. better manufactures. but real power 
doesn’t sit with the producer, it sits with the person who brings the 
buyer. 
The truth most people miss 

A land broker owns no land. Yet he drives the care the farmers 
dreams about. Why? Because he owns the buyer. He knows; who is 
ready to purchase, what they can afford, when they are serious. So, 
when a seller appears, he doesn’t’ beg for opportunity, he controls it. 
He connects two and gets paid. Again, and again. 
You are not small; you are positioned wrong. You’ve probably been 
told. Work hard. Get a stable job. Build slowly. But no one told you 
this, if you cannot control demand, you control income. This is why 
to performers in any industry dominate earnings. As emphasizes, 
the highest performing companies are built on the strength of their 
sales people and the best sales person earn the most. Not the 
smartest. Not the most educated. The one closest to the buyer 
  
Owning the buyer changes everything 
When you own the buyer, producers respect you. Opportunities 
come to you. Income becomes scalable. You stop asking. Who 
will give me a job? And start asking who needs access to the 
people I know? That’s a completely different level of thinking.  
You don’t need a product 
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This is where it becomes dangerous in ag good way. You don’t need a 
factory, Inventory. Capital heavy investments. You need Access, 
Relationship, Trust, that’s it. If you can consistently bring buyers to a 
product or services you’ve created leverage. And leverage is where 
wealth lives. 

 

 

The economy runs on people who can sell. 
Every industry car, real estates, insurance, agriculture moves 
because someone connects a buyer to a solution. Without that 
connection, product sit, services stall, Business struggle. With that 
connection, money flows. You are not just participating in the 
economy; you are shaping it. 

Picture this clearly 
Imagine six months from now. You no longer hesitate to speak to 
strangers. People take your calls because you bring value. You have a 
network of buyers who trust your word. Producers seek you out 
because you can move their product. Your phone is no longer quiet. 
Your income is no longer fixed. Your confidence is no longer fragile. 
Now imagine a year from now, better car, better home, better schools 
for your children. Not because of luck, because you mastered one 
thing, Owning the buyer 

Why this should make you restless. 
If you’re still living small, it’s not because opportunity doesn’t exist. 
It’s because you haven’t positioned yourself between demand and 
supply. The gap between people who want something and those who 
provide it is where money is made. Right now, others are standing in 
that gap. They are earning from conversations you are not having. 
From relationships you haven’t built. From courage you haven’t 
exercised yet. 

Your Task: Step into control. 
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This is where you begin shifting from awareness to action. Task: 
Identify and calm your market.  

1.  Choose 3 industries around you. Examples; Real estate, car 
sales, Agriculture, furniture, construction. 

2.   For each industry, answer this; Who are the producers? Who 
are the buyers? Where do buyers gather or pass through? 

3.   Now the critical move; Identify how you can position yourself 
between them. Ask; Can I access buyers directly? Can I partner 
with people who already interact with them? Can I become the 
bridge? 

4.  Take one industry and act immediately. Speak to at least 2 
producers. Start forming connections 
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You have finalized the chapter, now note the key takeaways 
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Glossary of sales terms. 
 

Lead: 
 A person or business that might be interested in buying. 

Prospect: 
 A lead that has been contracted and shows some interest. 

Qualification: 
 Checking if the prospect has money, need, and authority to 
buy. 

Cold calling: 
 Contracting someone who doesn’t know you yet. 

Warm lead: 
 Someone who already has some interest or connection to you. 

Hot lead: 
 Someone ready to buy soon. 

Pipeline: 
 All your deals at different stages. 

Funnel: 
 The journey from many leads to a few buyers. 

Conversions: 
 Turning a lead into a paying customer. 

Close: 
 Getting the customer to say yes and complete the deal. 

Closing ratio: 
 How many deals you close compared to how many you try. 

Follow up: 
 Checking back with a prospect after first contact. 



69 | P a g e  
 

Objection: 
 A reason the customer gives for not buying. 

Handling objections: 
 Answering concerns to move the deal forward. 

Value proposition: 
 The main reason you offer is worth buying. 

Pitch: 
 A short explanation of your offer. 

Presentation: 
 A detailed explanation of your offer. 

Negotiation: 
 Agreeing on terms that satisfy both sides. 

Commission: 
 Money earned from a successful trade. 

Referral: 
 A new lead sent to you by someone else. 

Broker: 
 A middle person who connects buyer and seller. 

Margin: 
 The difference between cost and selling price. 

Upsell: 
 Selling a more expensive option. 

Cross sell: 
 Selling an additional related product. 

Scarcity: 
 Limited availability used to act quickly. 
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Trust: 
 Confidence the buyer has in you. 

Rapport: 
 A good relationship with the customer. 

Needs Analysis: 
 Understanding what the customer really wants. 

Pain point: 
 A problem the customer wants solved. 

 

Solution selling: 
 Selling by solving a problem 

Consultative selling: 
 Acting like an advisor, not just a seller. 

B2B (business to business) 
  Selling to companies. 

Decision maker: 
 The person who can say yes to the deal. 

Gatekeeper: 
 The person who controls access to the decision maker. 

Touch point: 
 Any interaction with a prospect. 

CRM (Customer Relationship Management): 
 A system to track leads and customers. 

Retention: 
 Keeping customers coming back. 

Lifetime value: 
 Total money a customer brings over time. 
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Churn: 
 Losing customers. 

Territory: 
 The area or market you sell in. 

Quota: 
 Your sales target. 

Script: 
 Planned words used during selling. 

Call To Action (CTA): 
 Telling the customer what to do next. 

Demo: 
 Showing how the product works. 

Trial close: 
 Testing if the customer is ready to buy. 

 

Hard close: 
 Directly asking for the sale. 

Soft close: 
 Gently guiding the customer to decide. 

Walkaway: 
 Leaving a deal that is not worth it. 

Integrity: 
 What people say about your work. 

 

Consistency: 
Showing up and selling every day. 
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DEDICATION 

I was born into wealth. Not wealth of money. But wealth of a loving 
and caring environment of people. 

I dedicate this book to my Jajja, Nabakooza Joyce, the Late 
Lumanyika Samuel, George William Kateregga and the Real 
Partners Uganda for Education, Mentoring and looking after me. 

Not forgetting the loving provisions of my mothers, Aida 
Nantege and Zulaika Nakisitu 

    Marvin Samuel Ssemanda 
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DEDICATION 
This book is dedicated to every dreamer who refuses to accept poverty 
as a permanent condition. 

I dedicate these pages to my mother: Mrs. Birungi Annet Kyeswa, 
my sister, Nabunnya Ronah Cabrine, mentors, partners and 
everyone who believed in me when the results were not yet visible. 

 May this book help you master the art of selling, create 
opportunities where none seem to exist, and build a future limited only 
by your ambition. 

      Ronet Francis Nabunnya. 
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DEDICATION 
If you have no company to test in Uganda, test your sales ability with 
my company.  

1. The Aalphar Torch Company dealing in metallic products, 
Doors, Windows, Gates, tank stands. You’ll win yourself commission. 
Don’t put your reading at a waste. 

For more information on this Company Contact 0706066321 / 
0758133443 / 0775351876 
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For seminars or corrections on the book, contact; 

Marvin Samuel Ssemanda 075813343 
Ronet Nabunnya       0753553350 


