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Safe Harbor Statement

Some of the information in this presentation 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 ne w
clients and the timing of revenues and costs associated there with, our client
concentration given that the Company is currently dependent on a fewlarge 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, 8-K and 10-Q.
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Our Business

Rainmaker manages the business process
of selling service contracts,
generating more revenue, more efficiently

for our clients.
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Investment Highlights

Financials turning positive
— Q1 guidance for positive cash flow and EBITDA breakeven

 Two major new clients sighed
— Going live in Q1 and ramping during Q2

 World class client base
— Significant expansion opportunities

 New markets
— e.g. healthcare, industrial equipment, retail, embedded devices

* Business process expertise leveraging proprietary
technology
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Momentum Building

* Business improving

(millions) H1°03 H2°03 Q1 Guidance
Gross Billings $29.8 $34.2 $18 to $19 for Q1
Gross profit 6.4 7.1 3.7 to 3.8 for Q1
EBITDA (0.9) (0.6) Breakeven
Cash Flow (2.0) (0.2) Positive

 Client traction building

— Significant business signed and going live in Q1 2004
— Expansions

— Key new client wins

— Pipeline solid and includes non-computer industry prospects
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About Rainmaker

1991 Company founded as UniDirect — Telephone based reseller of Unix software
1999 IPO

2000 Began to focus on service contract market

2001 HP signs

2002 Dell signs
Compaq (HP) signs
Complete transition to service contract sales BPO

2003 New clients and expansions

Transition to Service Contracts
100% 1 96% 96%
90% 1
80% 77%
70% -

60% -

54%

% of Total Revenue

50% A

40% 1

30% -
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The BPO Market

BPO market growing from $128B to $234B in 2005

BPO Examples:

BPO Company Process E xpertise Annual Revenue Market Cap
ADP (ADP) Payroll processing $718B $25 B
PayChex (PAYX) Payroll processing $11B $13 B
Digital River (DRIV) Online transactions $108 M $764 M
Digital Insight (DGIN) Online bank transactions $160 M $898 M
eCollege (ECLG) Student management $80 M $348 M
At Road (ARDI) Global positioning $64 M $898 M
Rainmaker (RMKR) Services sales $40 M $70M

i
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Business Process Outsourcing

Two Examples:

Input Process Results

m Employee Data ) Payroll Processing ) @

Expertise and Technology
Paid Employees

\ Customer Data ) Service Sales ) =
RAINMAKER. Expertise and Technology )

Service Contracts Sold
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Next Generation BPO

Rainmaker provides “Transformational BPO” services. Rainmaker
doesn't just outsource a business function, it performs the business
function in a more efficient, more effective manner.

 Transformational

Revenue generating vs. just cost savings
— Value based (vs. cost-plus) pricing

Customer facing
— Brand-usage

End to end integrated process (vs. activity)

Technology centric solution

— Proprietary technology-enabled process -
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Service Contract Market

« Hardware and Software Services market
— $121 billion in 2002 growing to $143 billion in 2006 +

* Potential future markets
— Industrial equipment
— Healthcare
— Retall
— Embedded technology devices
— Anywhere a service contract is sold

>

Source: T Gartner, Inc. -"IT Support Senvices Trends, Needs and Opportunities®, Eric Rocco — 3/3/03 \
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Industry Growth Drivers

 More service contracts
— Growth in unit sales of current tech products
— More products with embedded technology -both consumer and
industrial
— Movement from break/fix to service contracts

* Increased acceptance and adoption of outsourcing

 Movement from traditional outsourcing to next
generation outsourcers

» Client proof points
— Clients have seen results in outsourcing service contracts to
Rainmaker

i
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Rainmaker Growth Strategy

Set the standard for how
service contracts are sold

Penetrate high tech market

— Growth with current clients
— Expanded client list

Expand into new markets
— Industrial equipment
— Embedded technology
devices

Leverage improved
financial strength & ,
increased low-cost capacity
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Rainmaker’s Business Process

3
2 Professional 4
Integrated Marketing Telesales Sophisticated Contract

Campaigns Management WebSite

e 8
==
— 5
Billing and
f' Collection
;élll'i
Reporting

R

({4
A\

. v

Data
Preparation
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Database Analytics & Direct Marketing

Your HP hardware support
is about to expire!

in 120 DAYS your investment expires,
so let's keep in touch

NERTEL
NETWORKS
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* Unified Customer View
— De-duplicate, consolidate,
verify data

« Segment Customers
— Size of service contracts
— Timing of expirations
— Match offers to segments

* Deliver Offers to Customers
— Contract specific content
— Right media at the right time
— Rainmaker message blended
with client look & feel
— Scaleable personalized
delivery

i
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Sample Multi-Step, Multiple Media Campaign

—

warranty notification:
your standard support agreement
may have ired

by s (MO ——

+ W gt g ey e pee prder sakie
Fmfer b0 your Uses 1D and Pastwond belerw:

sketuyath
Aoy

ar cel (908) 3703710

1
1
1
Bill 30 Day I 30 Day
® . 1
Remind | Post-Expire .o o
* At Expire 1 Qutbound ay
° , Call Post-Expire 90 Day
: Outbound Post-Expi
! Call ost-Expire
' Outbound
| Call
| I
1
v v v v v !
‘.ll.ll.ll.ll.ll.ll.ll.ll.ll.ll.ll.:ll.ll.ll.ll.ll.ll.ll $
Verify Incent Bill Remind Expire | After Expire After Expire After Expire

-4 months +3 months
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Hosted eCommerce

Strong client branding
— www.dellservicesales.com

— www.hpexpress-services.com
— Etc.

Personalized customer content

Hame - Comp

| B Ed Yiow Foics Jok Heo

e .+ . @ B 4| @ & @ B & o
S Sun

| Back | Fuos Relesh  Hows | Sesch  Favotes  Heloy M Fet

| Addens [ 2] it v ssshs comconpsamagesistersaon =] e |[Lnks®
Dull.com | About Dol s =
By Online or Call

Tycurn

SUPPORT CONTRACTS araete

T ensare ol the s greal coverage yoeuhe cone e exped from Dell conlinges,
please renew your Dell Sevice contract todayl

1-000- KX M-NN KK

Here i6a list of ¥ ur products that are eligible for suppor contract exiansan or
enhancement Plaase selectfrom the avallable options

Conract Extensions. || Cther Contract Offers ]

Saloct contract extenshon optlons, view other contracts eliyible for enhancements and order online.

Coniracts Ellgikle for Extension @ Leam more

Hariware Currant
Sarvice Descripilon & Currrent ontract Wi Fclind
Tay Location Servica Laval i to Esetiend Price Service?

EHEY  Gowaridgati &N Respants Pars d g s o
Inate Lasar
COMTS o arldge 150 fiama Day @ WRetpone  L/OHD3 7w = FA -
100 B Wil Facks + Ongile Labar
Sceth Valey CA
DRIIF starags Unit & Hi Batponts Pars & anzam e $300.00 =
172 0k i B LI
Lo fngeless. LA
b Back Q update Price [D Canfinue ]
Far U sustoma anly.
£ el Al
nghts terarvad. (1 TEaRUY ]
1 .
14956 PM COT Qnling
wrivase prasion
Piisem : Badpharils ; Abat Dol : Contast : Segush : Suasart Detlsem
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Professional Telesales

« EXxpertise creates results
— Services specific processes
— S.P.LN. Profiles - not scripts
— Business-to-Business approach
— Technology industry trained

« Client branded. Delivered by
high-energy Rainmakers

« $440,000 Gross Profit per
representative for 2003

i
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Service Sales Technology

« Specifically designed for

unique service sales
requirements
— Rules based services
pricing
— Service options
configuration
— Contract based order
processing

 Three key functions
— Marketing
— Sales
— Order Management

* Proprietary technology
based on industry

standards
- J2EE
— BEA Weblogic
— Oracle
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Dell Sewice Sales Home

Dell Premier Suppart Site SUPPORT CONTRACTS

Current Cart

items Amount
0 $0.00
Saved Quote(s)
web 1D date

83335 34804
Purchase Assistance

[» Service Extensions

[» Premier Enterprize
Support Service

» Gald Technical
Support

[» Common Questions

Select the criteria for your search from the options below.

3 Contracts Found

Quick Search

0 view By Service Tag I O configurs Multiple Tags

Copy zenice tags from any
spreadsheet column and paste into

O view Al Service Tags

the text area belaw:

Advanced Search

Contract Status Search:

Secure
8y =hopping
quaranites

Search by Contract Status: | All Available Contracts

Product Type Search:

Al [T Dimension T Ingpiron
[T Optiplex T Precision WSenters
[T Axim T Projectar

Hardware Location Search:
Search by State: | Colorado

j Q view results

[

[T Latitude
[T Starage

i
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Client-Embedded Process

Client Systems & Processes

Customers Sales Prices Entitlement Revenue Recognition

-
4 el
X ¥ il/

Unified Customer Demand Generation Orders
View (Marketing & Phone)

Rainmaker Systems & Processes

“It's easy — | give them my data, they do all the work and give me back
the cash.”

General Manager,
Leading Computer Manufacturer ‘j
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Competitive Environment

RMKR Call Center Application Software
Price Model Performance Fees Flat Fees Software License Fees
Data Mgmt &
Analysis v Limited Limited
Marketing v Limited no
Web/eCommerce
Capabilities v no Limited
Order
Management v v no
Billing v Limited no
Sales v v no
CRM Integration v Limited v

N\
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Impact of Services — Proven Results

A client ran parallel pilot
programs to compare:

— In-house telesales
— Qutsourced call center
— Rainmaker

Result:
Rainmaker produced 5 times more
service revenue

1X

m 1X
In-house ]
Telesales m Rainmaker

Outsourced >

Call Center \
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Impact — Automation Reduces Quote Time

Client's complex service pricing Rainmaker deployed a service
delayed delivery of service quotes contract website that generates
to customers for up to 2 weeks quotes in just seconds

>
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Impact — Greater Efficiency Requires Less Staff

After

pornee

Rainmaker processed contract
renewals with 85% fewer people,

driving 25% of renewals through
\)

the web
RAINMAKER..

Client’s traditional call center
required over 40 people to
process contract renewals
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Impact — Increased Revenue per Customer

Before

Client’s service contract records
showed a $3.400 service contract
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After
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Rainmaker renewed the contact
for $166.662 by identifying additional
equipment eligible for service
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Leaders Choose Rainmaker

"Rainmaker makes it easy for me. I give them my data, they do
all the work and give me back the cash.”
General Manager,
Leading Computer Manufacturer

"The results have been excellent in working with Rainm aker.
They are all very professional...they do a very good job of finding
new opportunities with existing accounts and have very good
relationships with (our) customer base.”
Sales Director,
Enterprise Software Developer

"Rainmaker was the only company with specific expertise in
contract renewals and sales, the broadest set of capabilities, the
strongest interest and motivation, as well as the abilities to grow
the segment.”

VP Service Sales,
Leading Computer Manufacturer >
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Balance Sheet

($ in thousands)
2003

Cash $5,950

Total Assets $15,844

Total Debt $615

Total Liabilities $11,993

Shareholders' Equity $3,851

Feb 2004 — Raised $7 Million in PIPE

>

Note: Derived from audited financials. \
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Operating Model
($ in thousands)

2002A 2003A

Gross Billings $46,486 $63,968
Net Services Revenue 39,312 41,258
Cost of Goods Sold 28,264 27,718
Gross Profit $11,048 $13,540
% margin 28% 33%
Operating Expenses

Sales and Marketing $4,786 $5,984
Technology 2,586 2,766

General and Administrative 9,857 6,345
Total Operating Expenses (a) $13,229 $15,095
EBITDA ($2,181) ($1,555)
:\;?tEe:lejcrﬂZZ?t;m :ﬁ::;iiiglzzr;f:jlfﬁﬁng in 2002 and 209 3. . . ,
Princinios (0 9rose Bilings ot mahad n e companye Form Bk od on Feor ey, 2004, | ooro Aceountng \
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Stay Current on RMKR

J File Edit “iew Favoites Toolz Help

Rainmaker Systems. Inc. - Mail Alert Selection - Microsoft Internet Explorer

J Address I@ hitp: /v, corporate-in netdireyedi_site. zhtml Pick er=R MER &kscript=1300 j ﬁ Ga

Solutions

Overview

Company News

Investors

Presentations
Stock Quote
Stock Chart E-mail Alert Selection

Financial News Releases

Subscribe button,

Rainmaker Systems, Inc

Select Investors
Select Email Alerts

Rainmaker Systems, Inc

Rainmaker Systems, Inc

Oooooon

Rainmaker Systems, Inc

Fundamentals E-rnail alerts are messages that are conveniently delivered
to your e-mail box whenever certain new company
information is posted to this site,

To autornatically receive Rainmaker Systems, Inc e-mail

alerts, choose the information categaries from the list below
GO tO ‘ ‘ ‘ ‘ “ .rmkr.co m that interest you, enter your e-mail address and click on the

. Event Alart

. Audio Archive Alert —
Rainmaker Systems, Inc.
Rainmaker Systems, Inc.
. Financial Report Alert
. SEC Filing Alert

News Alert

Presentation Alert

Enter your e-mail address: I

4]

> Home > Site Index :
Subscribe |

|
l_l_ |4 Intemet i
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