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INTRODUCTION

In the dynamic landscape of business, sales triggers emerge as pivotal events,
acting as catalysts for transformative changes. Whether known as sales trigger
events, event triggers, or market triggers, these occurrences carry immense
potential for sales professionals. They not only signify opportunities for
upselling, new business ventures, and customer acquisition but also serve as a
goldmine of market intelligence. This intelligence is instrumental for vigilant
competition monitoring and offers profound insights into market trends, catering
to those diligently tracking their industry's position.

Within the intricate realm of sales, the perennial challenge of determining the
opportune moment to engage with prospects takes center stage. Herein lies the
game-changing impact of sales triggers, significantly influencing success rates.
The ability to monitor a broad spectrum of market dynamics, specific industry
shifts, or individual company movements provides a distinct advantage when
reaching out to prospects. Armed with these comprehensive business insights,
one can make well-timed calls and engage in informed conversations, shaping
the path to success.

Sales triggers, as curated by the expertise of Persanified, go beyond the
ordinary. In our concerted efforts, we track 45 distinct sales trigger events. But
our commitment doesn't end there. Within each of these triggers, we recognize
an additional 71 sub-types. This means that, on a daily basis, we deliver a
comprehensive suite of 116 sales trigger types, empowering you with
unparalleled insights.

Join us on this journey as we delve into the intricacies of the sales triggers
tracked by Persanified, unraveling the wealth of insights they bring to the
forefront.

In this ebook are the Sales Triggers tracked by RiteGTM and
Persana Al - and a little bit about the insights they offer.
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FUNDING ROUND

A funding round is a pivotal stage in a
company's life cycle where it seeks
external investment to fuel growth,
expansion, or development. It often
indicates a period of dynamic change
and potential for scaling.
Understanding the nuances of
different types of funding rounds can
empower sales professionals with
timely insights to approach these
companies with relevant solutions.

Debt Financing

Companies opting for debt financing
are often in a phase of expansion or
capital-intensive projects. Sales
professionals can target these
companies with products or services
that aid in operational efficiency, cost
management, or revenue generation,
capitalizing on the company's
immediate need for resource
optimization.

Credit Facility

The use of a credit facility signals a
company's need for continuous and
variable funding, often linked to
operational growth or market
expansion. Sales opportunities may
arise in offering services that support
this growth, such as supply chain
management tools, logistics solutions,
or market expansion strategies.

Crowdfunding

Companies engaging in crowdfunding

are often at an early stage of their
product lifecycle. Sales professionals
can offer solutions that help these
companies scale quickly, such as
marketing tools, e-commerce
platforms, or customer
relationshipmanagement systems,
aligning with their growth trajectory.

Venture Funding

Startups receiving venture funding are
typically in a rapid growth phase and
may need various business services
and technologies. Sales teams can
focus on products that support
scaling, innovation, and market entry,
such as advanced analytics tools,
cloud computing services, and
strategic consultancy.

Grant

Organizations receiving grants are
likely focusing on project-specific
work. Sales opportunities might
include offering project management
software, specialized equipment,
research tools, or consultancy
services that align with the objectives
of the grant-funded project.

EXPANSION PLANS

Expansion plans are a clear indicator of
a company's growth trajectory.
Whether it's scaling operations,
entering new markets, or enhancing
existing services, these plans signal
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strategic advancements and the need
for new resources. For sales
professionals, understanding the
different facets of expansion can
reveal valuable opportunities for
engagement.

New Team/Unit

For sales professionals, the formation
of a new team presents an opportunity
to introduce products and services
that cater to the unique needs of this
new division. This might include
specialized software, training
programs, or team collaboration tools
that help the new unit hit the ground
running.

Team Growth

Companies experiencing team growth
may need solutions for efficient
onboarding, team management, and
workflow optimization. Sales teams
can focus on providing comprehensive
HR solutions, productivity tools, and
employee engagement platforms.

Regional Growth

For sales professionals, regional
expansion means opportunities to
offer market analysis services,
localization tools, and compliance
consulting. Understanding the specific
challenges of each region can help
tailor a sales approach that resonates
with the company’s expansion goals

Business Area Expansion

Sales professionals can capitalize on
this by offering solutions that support
product development, market
research, and promotional activities.
Tools for innovation management,
customer feedback collection, and
marketing analytics are particularly
relevant.

General Expansion

This type of expansion opens up a
wide range of sales opportunities.
Companies might need scalable cloud
solutions, enterprise resource planning
systems, or strategic consulting
services to manage their growth
effectively.

NEW OFFICE

The establishment of a new office is a
significant marker of a company's
growth and strategic direction.
Whether it's a new headquarters,
branch, or specialized facility, each
type of office development comes with
specific needs and opportunities.
Understanding these can enable sales
professionals to offer tailored solutions
that align with the company's
expansion phase.

~Headquarters

For companies establishing new
headquarters, there are opportunities
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to provide comprehensive corporate
solutions such as enterprise-level
management software, advanced
communication systems, and
corporate branding services.

~Office

Sales professionals can offer solutions
that facilitate quick and efficient setup
of new offices. This includes office
management software, local market
research services, staffing solutions,
and logistical support.

Branch

Branches often require tailored
solutions that cater to their specific
industry needs. This could include
specialized software for customer
relationship management, compliance
tools, and localized marketing
strategies.

Centre of Excellence

Sales teams can target these centers
with advanced technological tools,
research and development software,
and training programs that foster
innovation and expertise.

R&D/Tech Hub

For R&D and Tech Hubs, there is a
need for state-of-the-art technology
solutions, research equipment, and
collaborative tools that facilitate
innovation. Sales professionals can

focus on offering products and
services that support the hub's
innovative objectives.

Data Centre

For new data centres, the
opportunities lie in providing high-tech
solutions like advanced servers,
cybersecurity tools, data management
software, and energy-efficient cooling
systems.

GROWTH REVEALED

Growth indicators, though often
retrospective, provide valuable
insights into a company's recent
investments and strategic focus.
These indicators can be a roadmap to
understanding a company's future
development plans and priorities.

New Facility

For sales professionals, a new facility's
opening is an opportunity to
understand a company's growth
strategy and offer relevant solutions
that align with their expansion plans,
such as facility management tools or
logistical support services.

Facility Expansion/Investment

Such expansion is an indicator of a
company's current and future
priorities. Sales opportunities might
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include offering solutions for
technology integration, process
optimization, or tools to support new
business focuses.

New Business

For sales teams, a new business
launch presents a chance to assist in
maximizing efficiencies and boosting
productivity. Offering data-driven
tools or intelligence solutions can be
invaluable to a new business poised
for impact.

Product Begins Manufacturing

This phase provides a strategic
opportunity for sales professionals to
engage with companies for potential
service agreements, aftermarket
support, or complementary product
offerings.

New Product Developments

Understanding a company's product
development trajectory can open up
opportunities for sales professionals
to offer solutions that support these
new ventures, such as product
management software or
manufacturing process optimization
tools.

Specific Development Phases:

New Product in Development
Insights into allocated budgets and
resources offer a prime

opportunity for early engagement
with a company, providing solutions
before the product launch.

New Completed
The release of a new product may
lead to new requirements, creating
opportunities to offer support or
vendor services tailored to the new
product.

Expansion Planned
Entering a new market brings its
challenges and needs, translating into
fresh sales opportunities for products
and services that address these
specific market demands.

Expansion Completed
The completion of a market expansion
doesn't signify an end but the
beginning of a demand for
supplementary products and services,
including marketing, sales training, and
e-commerce solutions.

Planned Upgrade/New Feature
Insights into a company's planned
upgrades or new features can inform
sales strategies, helping to understand
market intent and competitive
landscapes.

Completed Upgrade/New Feature
Engaging in conversations about these
upgrades can be a starting point for
offering products or services that
complement the new features.
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PRODUCT RECALL

A product recall is primarily focused on
customer safety, often triggering a
comprehensive review and
enhancement of safety and testing
protocols. In addition to addressing
product issues, companies typically
allocate resources to marketing and
customer service efforts as part of
reputation management and damage
control.

Sales Implications

For sales professionals, a product
recall presents opportunities to offer
solutions in crisis management, public
relations, customer communication
tools, and safety compliance software.
Understanding a company's need to
regain public trust can guide the
offering of services that aid in this
process.

PATENT UPDATE

Patent monitoring plays a crucial role
in product development, offering
insights not just for the innovators but
also for companies operating in similar
domains. Keeping track of patent
updates allows companies to stay
informed about technological trends,
competitor innovations, and
opportunities to refine their intellectual
property strategies.

Sales Opportunities in Patent
Dynamics

Filed Patents

Monitoring newly filed patents is a
strategic way to understand
competitor movements and emerging
market entrants. This vigilance helps
companies anticipate new market
threats and opportunities.

Granted Patents

When a patent is granted, it gives the
holder the power to limit competitors
from replicating their invention too
closely. Keeping an eye on patent
statuses informs companies about
necessary strategic adjustments and
potential market shifts.

Licensing Agreement Dynamics

Companies often enter into licensing
agreements to augment their product
portfolios or to bridge gaps in product
development. The introduction of new
products or technologies through
licensing can bring about fresh
challenges and needs, especially in
product management and strategic
planning.

Sales Strategy

Sales professionals can leverage this
by offering solutions that assist
companies in navigating the
complexities of managing licensed
products. This could include
intellectual property management
tools, strategic consulting services, or
technology integration support,
tailored to the unique demands of
managing a diverse product portfolio.
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KEY PERSONNEL
CHANGES

Changes in senior positions within
an organization often herald shifts in
strategy, product focus, and
potential growth areas. These
changes can be pivotal in identifying
the need for new tools, solutions,
and decision-makers who could be
open to new business opportunities.

Understanding the Impact of Key
Personnel Changes:

Change of Company

When a contact moves to a different
organization, it presents an ideal
opportunity to reach out and offer
solutions that can support them in
making a significant impact in their
new role.

Promotion

A promotion within a company can
reveal a new decision-maker. If the
promoted individual is an existing
client, this might lead to an expansion
of your product's usage within the
organization.

Stepping Down

An executive stepping down usually
leads to a new appointment. The new
incumbent may be more open to
innovative ideas and solutions that can
demonstrate their effectiveness in the
role.

Retirement

The retirement of a senior executive
often leads to changes in management
and strategy, providing insights into
potential organizational shifts and new
strategic directions.

Board Appointment

The appointment of a new board
member can indicate a shift in
company direction. The expertise and
interests of the new member can
provide clues about future company
focus and investment areas.

MANAGEMENT
SHUFFLE

Indicator of Strategic Shifts

A management shuffle can signify
various underlying strategic changes,
such as cost optimization or the
formation of new departments. This
often leads to opportunities in offering
technology solutions or services that
align with the new management's
objectives and methods.

TEAM GROWTH

Indicator of Strategic Shifts

Multiple senior appointments within a
company can offer various insights,
including potential new contacts for
business outreach. Newly appointed |
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eaders often seek to implement their
strategies and may be receptive to
new products and solutions that align
with their vision for the team or
company.

REGULATORY
LICENSING

Significance in Market Positioning

Regulatory licensing is a critical
aspect in most sectors, indicating a
company's focus, market expansion,
and comparative progress against
competitors.

Regulatory License Secured

The acquisition of a new regulatory
license can be an indicator of a
company's market consolidation or a
shift in focus. Tracking where and for
what a company is licensed can reveal
potential strategies and market
opportunities.

Non-regulatory Certification

Although less impactful than a
regulatory license, new certifications
still mark a company's effort to solidify
its standing in the market. These
certifications can signal a company's
future focus areas, and potential for
competitors to adjust their strategies
in response.

Each of these scenarios presents
unigue opportunities for sales
professionals to engage with

organizations at critical points of
change, offering solutions that align
with their evolving needs and
strategies.

LOCATION
CLOSURE

Opportunities in Market Shifts

The closure of a location by a
company can create gaps in the
market, presenting an opening for
competitors to step in. This event
offers a chance for sales teams to
broaden their geographical reach or to
enhance their customer base by filling
the void left in a specific area.

DOWNGRADING
FUNCTION

Insights into Spending Priorities

A company scaling back a particular
function signals a reduction in
spending. Understanding this shift is
crucial for tailoring sales approaches,
ensuring that propositions are aligned
with the company’s current financial
strategy and market focus.

HR ISSUES

Potential for Overhaul and Solution
Adoption
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Publicly surfaced internal HR issues
often suggest an impending overhaul
of HR functions and internal
processes. Companies in this situation
may be more receptive to solutions
that quickly and effectively address
these complex and potentially costly
problems.

NON-COMPLIANCE

Urgent Need for Compliance
Solutions

Non-compliance indicates that a
company has not met required
standards, posing risks of fines and
reputational damage. This situation
often prompts companies to seek
immediate solutions in legal,
compliance, and regulatory areas to
address these gaps and streamline
operations.

Investigation by Regulator

When a company is suspected of non-
compliance, there is an immediate
need to strengthen procedures and
ensure full compliance with regulatory
requirements.

Data Privacy Failure Investigation
Potential breaches in data privacy
prompt companies to urgently revise
their processes to adhere to data
protection laws like GDPR.

Section 166 Investigation

This involves a regulator requiring a
company to provide a compliance

report, indicating a need for expertise
iIn regulatory adherence.

Fines for Non-Compliance

Being fined by a regulator compels
companies to quickly take action to
rebuild client trust and address
compliance failures.

Data Privacy Fines

Fines related to data privacy breaches
necessitate immediate action in data
protection and privacy management to
mitigate costs and reputational
damage.

REDUCING COSTS

Targeting Efficiency and Value

Even as a company seeks to reduce
overall expenditure, opportunities still
exist for sales. Companies might be
searching for comprehensive solutions
that offer broad functionality, or more
cost-effective alternatives to their
current tools.

DIGITAL FAILURE

Need for Inmediate Technological
Support

Issues with digital services signal a
company’s urgent need to adopt new
technologies or tools to restore and
enhance their digital capabilities. This
presents an opportunity for sales of
tech solutions aimed at quickly
rectifying such service failures.
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LEGAL DISPUTE

Strategic Responses to Legal
Challenges

When a company faces legal
proceedings, it often prompts a review
and tightening of procedures to
ensure compliance with laws,
particularly in areas like data privacy.
Immediate remedial action is usually a
priority as legal proceedings
commence.

REBRANDING

Signaling Strategic Shifts and
Growth

Rebranding, through a new website,
logo, or name, often suggests a
company’s strategic pivot or
preparation for scaling. It is a
significant indicator of changes in
company strategy and potential
growth.

Mergers & Acquisitions (M&A)

Post-merger or acquisition, rebranding
might occur to create a new entity or
align one company’s branding with
another, indicating a shift in market
positioning.

Market Pivot

A rebrand can be used as a tool to
appeal to new market segments,
suggesting a company's diversification
or targeting of new audiences.

Organic Rebranding

At times, rebranding happens
organically to update a company's
appearance, celebrate milestones, or
reallocate budget resources. This can
signal a company's readiness for new
ideas and solutions, especially if they
have funds allocated for such
changes.

FUNDING ANOTHER
COMPANY

Investment Dynamics and
Opportunities

When a company invests in another, it
not only demonstrates financial
capability but also creates potential
for referral opportunities. Additionally,
the investing company may require
advanced solutions for tracking and
managing their investments, indicating
a need for financial and investment
monitoring tools.

CYBERSECURITY
ISSUE

Urgency in Addressing
Cybersecurity Concerns

In an era of stringent data protection
laws, cybersecurity issues are
critically important. A breach, risking
anything from intellectual property to
personal data, can lead to substantial
fines and severe consequences for
companies. Prompt action in response
to cybersecurity threats is essential.
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Potential Breach

An announcement of a potential
breach necessitates immediate

remedial actions. Companies will focus

on strengthening their protocols to
mitigate damage and reassure clients
while bolstering future defenses.

Confirmed Breach

A confirmed breach can erode client
trust, lead to client loss, and
negatively impact future sales.
Priorities will include damage control
and implementing stronger, more
effective security measures.

Enhancing Protocol

When ordered to enhance security
protocols, a company must
demonstrate its commitment to
securing its operations. This typically
involves a comprehensive overhaul of
existing security measures.

ACQUISITION

Transformative Impacts of M&A

Mergers and acquisitions (M&A) are
significant indicators of organizational
change, including shifts in hiring,
funding, and operational practices.
These events offer opportunities for
introducing new technologies and
methods within the merged or
acquired entities.

Company Acquisition

The acquisition of one company by

another often signals a new direction
in investment for products and
services.

Merger

A merger presents unique
opportunities for upselling and cross-
selling products and services to both
parties involved.

Facility Acquisition

Acquiring a new facility suggests
potential changes in production and
may necessitate new management
software or support for new business
aspects.

Product Acquisition
When a product is acquired, it often
leads to a reallocation of funds

towards its sales, marketing, or
production enhancements.

COMPANY
SHUTDOWN

Opportunities in Market
Reconfiguration

A company shutting down is a
significant event that provides
opportunities for competitors to
capitalize on the resultant market gap.
This could involve acquiring new
clients, expanding into untapped
markets, or diversifying products to
meet emerging needs.
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RELOCATION

Strategic Moves and Competitor
Opportunities

A company’s relocation can open up
new market opportunities for
competitors, either in the vacated
region or by targeting the relocated
company’s new client base in its new
area.

NEW FUND

Capital Movement and Market
Insights

For investment companies, launching
a new fund is a key event, signifying
the ability to raise capital and attract
investors. These announcements
provide insights into active market
areas receiving investment, presenting
opportunities to engage with
beneficiaries of these funds.

JOB LOSS

Dual Implications of Workforce
Reduction

Mass layoffs might indicate extensive
cost-cutting measures. While this
suggests a reduction in spending, it
also opens up opportunities to offer
solutions that enhance efficiency and
service improvement, catering to the
company’s need to maximize its
remaining resources.

CLINICAL TRIAL

Insights from Clinical Trial
Announcements

Announcements of clinical trial
updates are pivotal for companies,
revealing the need for meticulous
record-keeping, clinical data
management, and patient privacy
protection. Given the stringent
regulatory environment of clinical
trials, there is a continuous demand
for compliance and privacy
management solutions.

Pre-Clinical Stage

Announcements about pre-clinical
trials are early indicators of a
company's progress in developing its
product line. These early stages are
critical for competitors to gauge and
potentially adapt their strategies in
response.

Clinical Trials

The progression to clinical trials,
especially in drug development, can
create a competitive race to market.
Monitoring these trials is crucial for
understanding market timelines,
informing marketing strategies, and
building brand presence in anticipation
of product licensing.

REGULATORY LICENSING
IN LIFE SCIENCES

Critical Role of Licensing in Drug
Development

In the Life Sciences sector, licensing
announcements are significant. They
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necessitate the introduction of new
processes and tools to support clinical
trials and the drug development and
approval process.

New Clinical Trial Approval

The commencement of a clinical trial,
following approval based on
preliminary data, marks the start of
extensive testing phases. This signals
the need for advanced clinical trial
management solutions.

Accelerated Review Process

This process allows for the expedited
approval of treatments for critical
medical needs, highlighting the
urgency for streamlined development
and compliance processes.

Marketing Approval

The granting of marketing approval for
a medicinal product indicates a
transition from development to market
readiness, requiring robust marketing
and distribution strategies.

Emergency Use Authorization

EUA for drugs or treatments in public
health emergencies underscores the
need for rapid deployment and
compliance with special regulatory
conditions.

Orphan Drug Development

Companies focusing on orphan drugs
target specific, unmet medical needs,
presenting unique challenges in
development, approval, and market
positioning.

FINANCIAL RESULTS
ANNOUNCEMENT

Opportunities Linked to Financial
Outcomes

Public financial statements are key
indicators of a company's health and
strategic direction.

Positive Financial Results

Companies with strong financial
performance are more open to
solutions that enhance their growth,
such as business development tools,
recruitment strategies, and technology
Investments.

Monetary Loss

Companies experiencing financial
losses may be reassessing their
resources, presenting opportunities to
offer solutions that could aid in
recovery and efficiency.

Profit Warning

A profit warning indicates underlying
challenges, potentially opening doors
for cost-cutting and customer support
solutions.

Pre-release Announcement

Indications of lower-than-expected
earnings, often due to potential
litigation or other costs, might lead
companies to seek ways to mitigate
business impacts.
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Dividend Announcement

Regular dividend payouts can signify a
company's financial stability and
willingness to invest in growth or
expansion opportunities.

FACILITY CLOSURE

Strategic Implications for
Competitors

The closure of a facility by one
company creates a strategic
opportunity for competitors. This
event can lead to an opening in the
market, allowing competitors to fill the
gap and cater to an underserved
customer base.

WARNING LETTER

Significance in the Life Sciences
Sector

In the Life Sciences industry, a
warning letter signifies the need for
process improvements. The reasons
for receiving such a letter vary, but
each scenario presents unique
opportunities for companies to
enhance their operational compliance
and efficiency.

DIGITAL
TRANSFORMATION

Ongoing Relevance in the
Corporate Landscape

Digital transformation remains a
constant and evolving process.
Companies continually strive to
upgrade their infrastructure and move
beyond outdated systems.
Announcements of digital
transformation signify opportunities
for offering contemporary solutions
that aid in this technological evolution.

ESG/CORPORATE
RESPONSIBILITY
UPDATE

Dual Impact of ESG Updates

Updates on a company’s
Environmental, Social, and
Governance (ESG) initiatives or
Corporate Responsibility
achievements serve two purposes.
They not only provide a basis for
engaging discussions about the
company’s values and social
commitments but also serve as
compelling attributes for attracting
potential candidates and partners.

PORTFOLIO/FUND
UPDATE

Market Insights and Sales
Opportunities

Staying informed about updates in a
company’s portfolio or fund can be
invaluable.
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These updates provide insights into
market trends, financial shifts, and
investment focuses, allowing for a
more tailored and relevant sales
approach.

AWARDED
CONTRACT

CONFERENCE
UPDATE

Indicator of Business Momentum

When a company secures a new
contract, especially a substantial one,
it often indicates a positive business
trajectory. This event can open
discussions about tools and solutions
that support project management,
workforce sourcing, or operational
optimization to accommodate the new
contract’'s demands.

COMPANY
RECEIVES AWARD

Opportunities for Networking and
Insights

Updates from conferences can be rich
sources of information, offering
insights into a company’s latest
projects, discoveries, or leadership.
These updates can identify key
personnel or strategic directions,
aiding in targeted networking and
business development efforts.

VACANCIES

Enhancing Engagement and
Market Intelligence

Receiving an award can be a
significant event for a company. It not
only serves as a conversation starter
but also provides competitors with
valuable insights into the company’s
strengths, weaknesses, and market
position, informing strategic decisions
and approaches.

Understanding Growth and
Expansion Trends

Monitoring a company’s job vacancies
offers insights into its growth and
potential areas of expansion.
Understanding hiring trends can guide
strategic outreach and discussions,
especially when targeting specific
offices or locations that are
experiencing growth.
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