

    
        
          Global Closer’s Playbook

        

        
        
          SIMON MIKHAEL

        

        
          Published by SIMON MIKHAEL, 2026.

        

    



  
    
    
      While every precaution has been taken in the preparation of this book, the publisher assumes no responsibility for errors or omissions, or for damages resulting from the use of the information contained herein.

    
    

    
      GLOBAL CLOSER’S PLAYBOOK

    

    
      First edition. February 8, 2026.

      Copyright © 2026 SIMON MIKHAEL.

    

    
    
      Written by SIMON MIKHAEL.

    

    
      10 9 8 7 6 5 4 3 2 1

    

  


Table of Contents

Title Page

Copyright Page

Global Closer’s Playbook

eBook: The Global Closer’s Playbook

About the Author


​Part 1: The eBook Cover Description

TITLE: Opening Locked Doors Subtitle: The Global Closer’s Playbook: Mastering the Art of High-Conversion B2B Sales and Cross-Cultural Communication.

The Pitch: Most sales books teach you how to talk. This book teaches you how to listen, diagnose, and bridge the gap between complex products and global markets. Drawing on over 15 years of revenue growth across three continents, Simon Mikhael reveals the "Account Intelligence" framework that has allowed him to consistently exceed quotas and maintain a staggering 95% client retention rate . Whether you are a junior rep struggling with cold calls or a veteran looking to penetrate international markets, this playbook provides the multi-channel strategies and cultural nuances needed to "Power Prosperity" in any economic climate.



​Part 2: About the Author

​Simon Mikhael

STRATEGIC BUSINESS Development | Multilingual Sales Specialist

Simon Mikhael is a veteran Business Development Representative and Sales Strategist who specializes in opening doors that others find locked. With a career defined by high-stakes negotiation and a deep understanding of cross-cultural nuances, Simon has successfully driven revenue growth in Egypt, Malaysia, South Korea, and Portugal.

●  A Proven Track Record: Simon has a demonstrated history of increasing annual revenue by 25% and managing portfolios of 20+ clients with elite precision.

●  The Academic Edge: He holds a Master degree in Tourism Management, which laid the foundation for his expertise in public speaking and guest relations.

●  The Educator’s Approach: A Cambridge University CELTA-certified instructor, Simon spent nearly a decade training business professionals in international communication, a skill he now uses to teach clients and peers alike how to simplify complex software solutions .

●  Global Reach: Fluent in English, Arabic, and Korean—and currently adding Portuguese to his arsenal—Simon brings a truly global perspective to every discovery call and consultation .

​
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​Opening Doors and Powering Prosperity

By Simon Mikhael



​Introduction: The 15-Year Perspective

WELCOME TO THE FRONT lines. Whether you are selling software or services, the goal remains the same: bridging the gap between a complex product and a global market. My career has spanned 15+ years across diverse industries and continents. This book is your guide to mastering the discovery, the culture, and the close.



​Module 1: The Art of the Hunt (Prospecting & Pipeline)

​The Multi-Channel Engine

JUNIOR REPS OFTEN RELY on one tool. To exceed quotas, you must execute a high-volume, multi-channel strategy.

●  Cold Calling: For immediate impact and identifying decision-makers.

●  LinkedIn Social Selling: For building authority and "warming up" your leads.

●  Personalized Emailing: For delivering specific value directly to the inbox.

​Opening Locked Doors

PERSISTENCE ISN'T JUST about calling more; it's about shifting your mindset. Treat every "no" as a data point that helps you refine your qualified lead generation.



​Module 2: The Consultation (Discovery & Intelligence)

​Diagnosing the Pain

DON'T PITCH FEATURES; diagnose problems. Conduct deep-dive discovery calls to find the financial pain points that keep your clients up at night. Your job is to recommend tailored solutions that "Power Prosperity".

​The Intelligence Handoff

CLOSING IS A TEAM SPORT. When you hand off a lead to an Account Executive, provide "Account Intelligence". This includes:

●  The client's specific triggers.

●  Personality profiles of decision-makers.

●  A clear roadmap of how our solution fits their current gaps.



​Module 3: The Global Edge (Culture & Retention)

​Cross-Cultural Nuance

IN A GLOBAL MARKET, you must communicate value across borders. Use your cultural intelligence—whether dealing with English, Arabic, or Korean markets—to build trust that transcends language .

​The 95% Retention Rule

CLOSING THE SALE IS only the beginning. Achieving a 95% customer retention rate requires moving from a "Seller" to a "Problem-Solver" .

●  Market Research: Constantly identify




​Module 4: Career Evolution (The Teacher’s Secret)

​Sales as Education
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​Chapter 1: The Art of the Deep-Dive Discovery


​The Philosophy: Diagnose Before You Prescribe





​The Strategy: Navigating the Pipeline




​Key Action Steps for Junior Reps:

	Prepare 3 "Pain" Questions: Before every call, have three questions ready that force the client to think about the money they are losing by not changing.

	Listen 70%, Talk 30%: If you are talking, you aren't learning. Let the client reveal the "key" to their own locked door.

	Document the "Why": Never move a lead forward in the pipeline unless you can clearly state why they need to buy right now.


​Chapter 2: The Global Edge – Closing Across Borders


​The Secret of Cultural Intelligence (CQ)





​Leveraging Your Multilingual Advantage




​Key Action Steps for Junior Reps:

	Research the "Etiquette of the Ask": Before calling an international lead, spend five minutes researching how business is traditionally done in their region.

	Listen for the "Unspoken": In high-context cultures, the most important information is often what is not said. Pay attention to pauses and tone.

	Use Your Background: Just as I used my Bachelor of Tourism Guidance to navigate different personalities, use your unique history to find common ground with every prospect


​Chapter 3: The Teacher’s Secret – Sales as Education


​The Pedagogy of the Pitch





​From the Classroom to the Boardroom





​Key Action Steps for Junior Reps:

	Prep Your "Lesson Plan": Before a call, outline the three key things you want the prospect to learn about their own business during your talk.

	Use Visuals & Analogies: Complex SaaS products are easier to buy when you use simple analogies to explain their value.

	Check for Understanding: Periodically ask, "Does that make sense for your specific workflow?" to ensure the "student" is following your logic.


​Chapter 4: The 25% Rule – Engineering Revenue Growth


​The Strategy: Hunting for New Opportunities





​The Secret to Longevity: 95% Retention





​Key Action Steps for Junior Reps:

	Analyze Your "White Space": Look at your current market. Who isn't being talked to? Find the "new tourism opportunity" in your own industry.

	The "Plus One" Rule: For every new deal you close, check in on one existing client. This is how you build a 95% retention rate .

	Data-Driven Outbound: Don't just call; call with a reason based on market research.


​Chapter 5: The Technical Engine – Mastering SaaS Outreach


​The Multi-Channel Outreach Strategy





​Powering the Pipeline





​Key Action Steps for Junior Reps:

	Block Your Time: Dedicate specific hours of your day solely to "High-Volume Cold Calling" to maintain momentum.

	Personalization at Scale: Use templates for efficiency, but always add one specific "nugget" of information about the prospect's business to show you’ve done your research.

	The "Intelligence" Handoff: Before you hand a lead to an AE, ask yourself: "Have I given them enough information to win this deal?"


​Conclusion: The Legacy of the Global Closer



​The Three Pillars of Your Future Success


	Cultural Intelligence is Your Superpower: In a global market, the person who can bridge the cultural gap will always beat the person who only knows the product. Treat every interaction as a lesson in human psychology.

	Education is the Ultimate Close: If you can teach a prospect something new about their own business—a hidden pain point or a missed opportunity—they will view you as a partner, not a vendor.

	Persistence with Purpose: High-volume outreach without strategy is just noise. Use your Account Intelligence to ensure every call, email, and LinkedIn message adds value to the recipient's day.


​Final Word: Powering Prosperity
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