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​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 .
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​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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