
Rainmaker Selected by Fortune 50 Global Software Corporation as Preferred
Vendor in Managed Teleservices Program

Newly launched program will consolidate vendor relationships, streamline
operations, and drive increased business for clientÕs US Business Markets

Campbell, Calif. – July 26, 2006 – Rainmaker Systems, Inc. (NASDAQ:  RMKR), a leading
provider of sales and marketing services, announced that it has been selected as
vendor of choice for lead generation services within US business markets for a Fortune
50 global software leader.  The multi-year program is being launched as part of an
innovative new teleservices unit, following a comprehensive evaluation of the entire
client’s US vendors to select best-in-class providers. Rainmaker will play a critical role
in delivering marketing data services and solution sales support aligned with the
client’s internal data management and business sales methodologies.

Rainmaker has had an existing relationship with the software company and the new
lead generation program represents a significant expansion of their partnership.  The
client had previously utilized a large, decentralized group of vendors, making it
difficult to maintain control over costs, quality of service, customer experience, and
data integrity.  Consolidating this business function and leveraging Rainmaker’s
expertise returns control to the client and ensures that business marketing activities
will drive strong revenue results.

Rainmaker’s lead generation program will deliver a steady flow of high quality data to
business marketers who require recent and relevant information to execute effective
campaigns. Data profiling services include verifying and updating existing contact
information, acquiring new contacts in targeted decision making roles, and conducting
competitive profiling in a wide variety of product categories to help determine current
and upcoming needs that could present sales opportunities for this client.

Rainmaker’s program will employ a dedicated team of solution sales specialists,
aligned with this client’s own sales methodology, to generate a steady flow of
qualified opportunities through outbound calling in US enterprise and mid-market
accounts. The Rainmaker team will support the client’s complete business portfolio,
including IT platform products and business software solutions. Rainmaker is
integrated with the client’s lead management system to route sales-ready
opportunities to the appropriate sales team for follow-up. Opportunities are tracked
through the full sales cycle to ensure effective sales engagement and measure return
on investment.

Michael Silton, CEO of Rainmaker Systems, stated,  “The centralization of certain
business functions is becoming a significant trend. Customers are looking for best in
class integrated scalable solutions. Through this program, Rainmaker gives our client
the ability to accomplish that in an efficient, effective manner that is completely
scalable to their needs and completely transparent to their customers.  We are also



proud to be able to help our client strengthen its relationship with its channel partners
by delivering solid sales leads, which sets them up for further success.”

The expanded client relationship also illustrates the power and flexibility delivered
through Rainmaker’s Revenue Delivery Platform, which combines data development
and analytical expertise combined with professional teleservices, enabled through
Rainmaker’s proprietary, web-enabled technology. This integrated methodology brings
best practices together in a consolidated model designed to deliver dramatically
increased sales performance and earning potential for Rainmaker’s client.

About Rainmaker Systems
Rainmaker Systems, Inc. is a leading provider of business-to-business sales and
marketing services. Through the use of proprietary technology and enhanced data
analytics, our solutions leverage integrated multi-channel communications to
accelerate the sales process and achieve higher revenue for clients.! Our core services
include complete lead qualification and management, new product sales, channel
enablement, subscription renewals,!and service contract sales.!

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 clientsÕ business and other factors detailed in the
CompanyÕs filings with the Securities and Exchange Commission, including our recent
filings on Forms 10-K and 10-Q.
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