MIRROR TEAMS Working offer

U.S. to MEA GTM Strategy Brief MEA growth pods for U.S.

Al, cybersecurity, and
A high-margin consulting and execution service for U.S. technology companies that want to enter infrastructure-tech
Saudi, UAE, GCC, and broader MEA markets without immediately building a local team. companies.

Core strategy: do not sell generic outsourcing. Lead with MEA market-entry and pipeline creation for U.S. B2B technology
companies, then deliver through a managed Egypt-based growth pod with local research, outbound, CRM discipline, weekly
reporting, and regional partner support.

BEST INITIAL ICP SERVICE MODEL
0 Cybersecurity and secure infrastructure Front-end promise
Identity, cloud security, SOC, Al security, compliance, critical « Identify the right MEA buyer pools, partner paths, and first accounts.

infrastructure, and OT security. « Translate U.S. product value into regional business language.

e Supply chain, logistics, and industrial operations tech
Logistics visibility, procurement, warehouses, trade corridors, ports,

« Open qualified conversations before the client hires locally.

energy, construction, and industrial workflow systems. Back-end delivery
e Al-enabled enterprise workflow software « Egypt-based outbound and calling execution.
Al products with clear operational use cases in regulated or + Account research, CRM updates, lead routing, and weekly pipeline

infrastructure-heavy organizations. review.

Watchlist: defense-adjacent resilience technology can be explored SCEleialipaid See N Rpei iR endicaue Rl ey

later, but should not be the lead message until compliance, export-
control, and partner pathways are clear.

WHY THIS WINS FIRST PROSPECT LIST RULES
« Higher margin: the buyer pays for strategy, pipeline creation, and « U.S.-based B2B technology company.
regional execution, not just lower-cost labor. « 20-500 employees, Series A-C, or profitable bootstrapped.
« Clearer differentiation: Mirror Teams becomes the MEA entry . Already selling to enterprise or upper mid-market buyers.
operator for U.S. tech, not another telemarketing vendor. « Product fits Saudi, UAE, GCC, or broader MEA transformation
« Fast wedge: outbound pilots can start small while proving account fit, priorities.

messaging, and buyer responsiveness. « No mature MEA GTM team yet

« Scalable playbooks: cyber, logistics, and infrastructure tech can « Clear buyer titles and target account universe.

each become repeatable vertical motions.

WEBSITE POSITIONING LAUNCH PLAN

Headline option: Open MEA pipeline for U.S. security, supply chain, « Build 50-100 account seed list across cyber and logistics tech.

and infrastructure technology companies. « Create one focused landing page and one downloadable strategy

CTA: Book a MEA expansion call. brief.

Proof to use: regional team, Egypt execution base, Saudi/SaaS case + Run a two-week outreach pilot with tight CRM reporting.

studies, U.S. advisor credibility, weekly pipeline discipline. « Use early conversations to decide which vertical gets the first full
playbook.

Sources: PwC Middle East Al impact, Saudi Vision 2030 National Industrial Development and Logistics Program, GAMI military industries sector strategy. This brief is for positioning
and GTM planning, not legal, export-control, or procurement advice.



