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Febroary 2, 2007
Tor Whonm It May Concermz
Re: Murtoy Warren

Murray Warren first cold called me spproximately six months age. Admittedly, | was imitially
Sheeptical, as mest of us are when we receive o cold call, Murmy's approach was professivnal and
eoncise and [ begin finding myselfsmoathly moved along in the sales cyele, Tstorted 1o see the
potential in what he was offering us- BuildDireet is 0 company that is exprricncing explosive growth
tnd one may dbserve that somelimes we fall into a-pattern of heing o reactive sales orgamization,
Murray suggested 8 ciurse of detion to proactively developed lead generation that wis very
nitractive o us. He contratted two telesales people for us and handled all aspects of traming these
ndividuats. Both of them huve tumed into great membiers of dur team and they ire pow fiill time
employees. Murray handled that process extremely well. He isa hands on professional, rolling his
sleeves up and leading by example. The playbook [hat he ereated fise us 15 one that we can comtinue
o us going forward,

T have been consistently impressed by his attitude towards his-work and g performonce on the joh:
He dohiverod everything he promised and T would not besitate to ose him oy
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