WHAT OUR CLIENTS HAVE SAID ABOUT RICK...

“Rick brings the heat! He is not just the best in our industry; he is the best at sales training in the
country. Period. It is great stuff! | love the way he has evolved his programs.” __ Nate Bond , Vice
President of Sales North West Region, ProBuild

“AWESOMIE! | have been at this a while and you have changed the way | look at sales & sales
management. We have taken some major steps the past few months since your initial training but the
past 2 days put it all into perspective for me. | am not one for superlatives, but your teaching is the best
and | will tell anyone who asks!” __ Chris Thompson, National Sales Manager, Mirage Flooring

“Rick — | want to thank you for an outstanding, truly inspiring day. You are clearly a rare and unique
individual. You present yourself with a combination of integrity, passion, intelligence, competence, and
heart... Without even a hint of cheesiness. AND you come from the BUILDING INDUSTRY?!?! Wow.
Your inspiration couldn’t have hit me any harder.” __ Seth Holdren, Marketing Consultant of
DragltHome.com (Construction Marketing)

“Rick is like watching a combination of William Faulkner and Robin Williams and his message is truly life
changing.” __ Woody Clark, Sales Manager, Lyon and Billiard

“l applaud your presentation. Fantastic job! You reached our team! They said they took a lot away
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from the training. | can’t tell you how fired up | am. You are awesome!” __ Erick Brooks, Vice President

of Sales, Eikenhout, Inc.

“..like drinking water from a fire hydrant!” __ Gary Nugent, Regional General Manager, Norandex
Building Materials

“I tried to retain as much information as possible. [it’s] like drinking from a fire hose!” __ Mark
Cumming, Sales Manager, ProBuild

“Was the best class ever!” __ Adam Olson, Sales, Lampert Yards Inc.

“It was by far, the best seminar | have ever attended. | went home and made a mental inventory of
areas | can immediately improve upon. Rick, thank you again!” __Jim Savant, Branch Manager, J&L,
Yeadon

“Thank You. You remind me of a coach, feeding positive ways to better yourself in the business world. ”
___Richard Karam, Sales Representative, Rich Door & Window

“Today | became a salesman!” ___ Carl Thompson, Sales Representative, El & El Wood Products

“Rick, You changed someone’s life. Joe Morin, Sales Manager for El & El Wood Products, mentioned a
rep, Carl Thompson who “really changed the way he does business.” | love it. | never met Carl, but
wanted to let you know that you touched someone and made a difference in their life and career.”
Rob Barnes, Vice President of Sales, Fypon, Ltd.



“Rick, you were truly awesome and very inspiring!” “Papajoe” Joe Mor.i
Wood Products Corp.

“I came away with more than | expected. The day after the session, | implemented some of the skills |
learned during the training session. The approach demonstrates superior sales techniques that will
definitely aid in my future success.” __ Greg Burbridge, District Sales Manager, Mastic Home Exteriors

“I want to say that Rick came along when the market was down and we needed help. Since that time, we
have been inspired and he has changed our mindset. Our sales were up last year even in a down market
and our guys are upbeat. | can only say we have Rick to thank for that.” __ Troy Reed, LS Building Supply

“I enjoyed the program. It relates directly to our industry...” __ Eric Allen, District Sales Manager,
Owens Corning

“Rick, | want to thank you for a very educational and mind opening seminar. | talked to all my guys and
received positive feedback. As | sat in back, | could see my guys relating. You are a dynamic guy with
great vision. | want to personally “Thank You” for bringing your “A” game to our team.” __ Reuben
Pacheco, Sales Manager, HCS-Cutler Construction and Industrial Tools

“Rick, | had a negative response when the company first told us we had to sit through two days of sales
training. | must say | was impressed after the first day and the second day was even better! The things
you were talking about | have already started to use and | can say it is so much easier to keep my
contacts, calendar and appointments! _ ~ Ri c k “ Gar f iCetlér dohstrddtmrdands o n
Industrial Tools

“Each Rick Davis event | attend, | learn something new and exciting that ultimately helps me advance my
sales goals, enhance my career security, and provide personal growth!” __ John Evans

“Thought provoking discussion and the visuals were excellent!” __ Adam Williams, Regional Sales
Manager, Bradco Supply

“Your class was UNBELIEVEABLH¥arned a lot. Enjoyed the journey. You’re a gift. __ Guy M.
Marzano, Director of Field Services, Northwestern Lumber Association

“I am totally pumped now!” __ Scott Porterfield, Sales, O’ bri en I nstall ations

“I truly enjoyed your program. It was very informative and | obtained some great information to run my
___Jeanne Pepin Budnick, Owner, Pepin Lumber Co.
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“I know motivation was not on the agenda, but that’s what happens when | see a great presentation on
sales!” __ Joe Crane, Sales Representative, J&L, New Castle

“...most beneficial to me was sales measurement to manage results before they occur.” __ Matt
McMurrough, Branch Manager, Shelter Distribution
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“This program helped me immediately. Some things you need to be reminded of such as the psychology
of leadership.” __ Reg Myers, Sales Manager, Mid-Am Building Supply

“Rick, | wanted to touch base and thank you again for your Sales Management Boot Camp. The tools
you gave me have been instrumental in my success.” __ Richard Bridges, Sales Manager, Harbert Lumber

“You exceeded our expectations.” __ Tony Longo, VP Sales, Harvey Industries

“Sales measurement is so important and [ now] something I’ll pay attention to when helping my
salespeople achieve goals.” __ Josh Finkbeiner, Hayward Lumber Company

“Rick was entertaining and motivational. [He] gave us the tools to improve our sales management
efforts!” __John Davis, Sales Manager, ProBuild

“[1] would VERY MUCH like to listen to this webinar again! Thank you!” __ Mike Kontos , Owner, A&M
Windows Doors and More

“I learned to focus on the people and their needs, not the sale. Great job as always! Market sharp!”
Joseph Roberts, President, Roberts Remodeling

“I enjoyed the concept of giving a free consultations -vs- free estimates and the information on
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“Permission Marketing. [This] is probably the first webinar I’'ve actually enjoyed. Thanks!” __ Melissa

Henderson, Marketing, All Seasons Window and Door Manufacturing, Inc.

“Great ideas, we are on the way to discuss them!” __ Theresa Darbonne, Sales and Marketing, Rain
Mizer

“Pure gold!”“__Gene Slavin, Regional Sales Manager, Allied Building Products

“Required reading for every sales representative at our company and the foundation of our sales
philosophy.” __ Martin Gendreau, Vice President of Sale, Garaga Garage Doors

“This program provided the entire framework for our sales measurement plan.” __ David DeWulf, Vice
President of Sales and Marketing. Pactiv Building Materials

“..a valuable book for seasoned salespeople looking to improve their performance.” __ David Swift,
Director of National Account Development, HomeSphere

“The CD's are a great way to "pump up" before a sales call; | especially liked the BBQ story...it put what a
great call should be fresh in my mind.” ___ Jean Francois Boulanger, Sales Manager, Garaga

“.. a great tool for teaching methods to deal with contractors that | had not yet tried before. Also, when
listening in the car it helps re-energize my thinking. The CD’s keep me thinking about planning for the
future. This coupled with his book are two outstanding tools to help any salesman in the construction
supply industry.” ___ Kevin Wright, Outside Sales Representative, Window Innovations, L.L.C.



“Rick, your recent Sell Sheet article could not have come at a better time. | have most, if not all of my
Outside Sales Reps and Branch Managers reading ProSales and specifically your article in it.” __John J.
Murphy, Jr., Regional Sales Manager, Bradco Supply Corp.

“Rick, | just wanted to let you know how much | appreciated your article this month. It was concise and
got directly to the heart of the matter.” __ Bob Chaisson, Director of Sales and Marketing, Wholesale
Millwork

“Rick, I just read your article Making Good on your Promissory Notes, in ProSales. You are right on the
mark! Our outside sales force needs to understand the impacts that over commitment can cause. This

ongoing trainingneeds to be revised regularly. Account Managers, seasoned or rookies, revert back to
bad habits of over-promising deliveries and special products that leave a trail of chaos within the
organization. You offered insightful suggestions when faced with an unusual or special request. |
particularly liked the question, “Is this a real request, or a mere hope?” __ Jeff Bennett, Owner, A.H.
Bennett Company



