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RAINMAKER SELECTED BY THE GLOBAL LEADER IN INFORMATION SECURITY
FOR WEB-BASED SOFTWARE SUBSCRIPTION SALES AND CHANNEL SUPPORT

Rainmaker program will engage channel partners, boost subscription renewals.

Campbell, CA - August 2, 2006 - Rainmaker Systems, Inc. (NASDAQ: RMKR), a leading
outsource provider of sales and marketing services, today announced that it will
provide the global leader in information security with a comprehensive, technology-
based solution to increase software subscription sales and streamline the renewal
process for this client’s resellers and end customers. The turnkey program, which
reinforces the client’s strong commitment to supporting its channel partners, is
supported by Rainmaker’s hosted technology and is designed to significantly increase
renewal revenue streams.

Focusing on the SMB space, Rainmaker will host an innovative partner portal, which
will allow the client’s resellers to view their end customer install base, manage
support contracts, and generate renewal quotes in real-time. Rainmaker’s hosted
technology solution has simplified what used to be a fairly labor-intensive process for
this client and its resellers. Rainmaker’s client will also have access to the partner
portal, which will provide decision-makers with valuable data about partner
performance and participation.

Additionally, this client has contracted with Rainmaker to provide support for its
resellers and resellers’ end customers to ensure that all its customers receive support
and renewal notifications in a timely, transparent manner. The services Rainmaker
will provide include a partner response center to support the client’s partner
inquiries, marketing services aimed at driving end customers to their appropriate
channel partner, and customer service representatives trained to address customer
questions on the client’s products and related services. Speaking about Rainmaker’s
solution for this new service sales client, CEO Michael Silton said, “We are pleased to
have forged this relationship and are confident that our channel facilitation services
and support contract renewal programs, backed by the power of our hosted
technology, will deliver results that exceed their expectations. This is also another
tremendous example of our cross sales potential, as this client has been a customer of
our lead generation services.”

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, Rainmaker’s 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 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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