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Rainmaker Awarded Lead Generation Contract with Global Telecom
Infrastructure Client

ADC Selects Rainmaker and Joins Illustrious Roster of Telecom Clients

Campbell, Calif. Ð April 13, 2006 Ð Rainmaker Systems, Inc. (NASDAQ: RMKR), a leading outsource
provider of integrated sales and marketing programs, today announced it has been selected to provide lead
generation and data profiling services to ADC. ADC is a proven leader in providing global telecom
infrastructure products and services that enable the profitable delivery of high-speed Internet, data, video,
and voice services to consumers and businesses worldwide.  ADC has more than $1.2 billion in annual
revenue and sells into 140 countries.

ÒOur program with ADC combines our proven sales and account management expertise in this particular
vertical,Ó said Michael Silton, CEO of Rainmaker Systems. ÒWe are pleased that ADC recognizes the value
of our core services and selected us through a very rigorous, competitive bid process.Ó

ÒWe were particularly impressed with Rainmaker SystemsÕ account management team and the expertise
that they have honed in the high tech network solutions spaceÓ, said Steve Grady, VP Global Marketing for
ADC. ÒIn our due diligence process, one of the reasons we selected Rainmaker was because of their
breadth of knowledge and thought leadership in this vertical.Ó

ADC joins an illustrious roster of existing Rainmaker telecom clients. ADC will leverage RainmakerÕs proven
sales and market strategies that long time clients such as Sprint Nextel are capitalizing on today. Sprint
Nextel most recently extended its agreement with Rainmaker for additional services.

ÒRainmaker provides sales and marketing services to many of the top Telecom companies in North
America,Ó continued Silton. ÒWe established our Telecom Practice in 1998 and since then, have conducted
multiple integrated campaigns for all aspects of voice, data, and wireless into the SMB, large enterprise,
government, and education markets.Ó

ÒRainmaker is excited about working with ADC and Sprint NextelÓ, added Silton. ÒOur revenue delivery
platform is perfectly aligned to service the Telecom industry. We look forward to demonstrating our results
to ADC and Sprint Nextel with our proven people and technology.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.
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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.
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