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Fourth Largest Computer Company Chooses RainmakerÕs Revenue Delivery Platform
to Deliver End-to-End Sales and Marketing Programs

Initial rollout to drive product and service sales and more effective lead generation through
end-to-end sales and marketing activities

Campbell, Calif. Ð April 20, 2006 Ð Rainmaker Systems, Inc. (NASDAQ: RMKR), announced that the fourth
largest global provider of network computing products and services chose Rainmaker Systems to support
its customer sales experience from web visit to purchase.  ÒWe will help our newest client engage
customers on a more timely and relevant basis,Ó explains Michael Silton, CEO of Rainmaker Systems.  ÒBy
providing a unified sales and marketing delivery platform that continually updates, mines and assesses
customer data, we will help our client interact with prospects to assist them in their purchasing process.
This will ensure their communications are relevant to the customerÕs needs, and much more profitable.Ó

To serve its customer base, this client required a solution that was not only comprehensive, but also
capable of international deployment Ð and found it with RainmakerÕs revenue delivery platform. The
platformÕs methodology leverages all of RainmakerÕs core service sets and technologies to deliver an end-
to-end solution for applying data-driven sales and marketing: Web-based lead generation, data modeling,
sophisticated lead nurturing and management programs, and specialized telesales call centers in North
America and Europe.

The blend of RainmakerÕs technology and professional services will enable a quick deployment of a highly
robust end-to-end revenue delivery platform that promises to make an immediate impact in generation of
new customers for this client and their partners. ÒBy utilizing our revenue delivery platform, our client can
capture an anonymous visitor from a Web site, convert them into a qualified lead, and close for new
customer revenue,Ó described Silton. ÒThrough the combination of customer behavior modeling and data-
driven marketing, we have the ability to perform post sales activities in the form of cross-selling and up-
selling, customer retention and customer win-back programs.Ó Continued Silton, ÒWe will enable our client
to apply relationship sales and marketing methodologies on a level and scale that was unrealizable before.Ó

About Rainmaker Systems
Rainmaker Systems, Inc. is a leading provider of business-to-business sales and marketing services,
leveraging integrated telesales, marketing, web technologies, and data analytics to achieve higher revenue
for clients. Our core activities include lead qualification and nurturing for product sales, subscription and
service contract sales, and contract renewals and warranty extension sales. Our services are available
individually or as an integrated solution.

Rainmaker helps approximately 50 companies ranging from Fortune 500 to dynamic technology start-ups
grow their revenues and increase customer loyalty by providing lead generation and contract renewal sales
solutions.

For more information, visit www.rmkr.com.

NOTE: Rainmaker Systems, and the Rainmaker logo, are registered with the U.S. Patent and Trademark
Office. All other service marks or trademarks are the property of their respective owners.



Some of the information in this press release may contain projections or other forward-looking statements
regarding future events or the future financial performance of the Company. We wish to caution you that
these statements involve risks and uncertainties and actual events or results may differ materially. Among
the important factors which could cause actual results to differ materially from those in the forward-looking
statements are general market conditions, unfavorable economic conditions, our ability to execute our
business strategy, the effectiveness of our sales team and approach, our ability to target, analyze and
forecast the revenue to be derived from a client and the costs associated with providing services to that
client, the date during the course of a calendar year that a new client is acquired, the length of the
integration cycle for new clients and the timing of revenues and costs associated therewith, our client
concentration given that the Company is currently dependent on a few large client relationships, potential
competition in the marketplace, the ability to retain and attract employees, market acceptance of our
service programs and pricing options, our ability to maintain our existing technology platform and to deploy
new technology, our ability to sign new clients and control expenses, the possibility of the discontinuation of
some client relationships, the financial condition of our clients' business and other factors detailed in the
Company's filings with the Securities and Exchange Commission, including our recent filings on Forms 10-
K and 10-Q.

###

CONTACT:

Carmela Wong Todd Kehrli or Jim Byers
Vice President of Marketing Investor Relations
Rainmaker Systems, Inc. MKR Group, LLC
408.626.2418 818.556.3700
carmela.wong@rmkr.com ir@mkr-group.com


