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For years, Dave has been invited to speak to corporations, associations, and business groups all over the coun-
try. Audiences rave about the energy and ideas he shares through his humorous delivery method. In fact, most
of Dave’s speaking opportunities have developed from word of mouth advertising. Below you’ll read actual com-
ments from members of audiences comprised of people from all aspects of business. These people have
enjoyed listening to Dave speak on topics ranging from “how to deliver exceptional customer service” to “what
buyers want from a sales representative.”

“Dave Ratner is one of the most entertaining and informative speakers I have ever heard. His no-non-
sense, no-notes, extemporaneous delivery made his message very believable and sincere. Dave’s mar-
keting ideas hit home through his humor and honesty. His lecture commanded the largest audience with
the most post questions and answers. You don’t fall asleep with this guy!”

– Earl H. Mayer, Vice President
Mayer Bros. Apple Products, Inc., West Seneca, NY

“Dave’s presentation was dynamic, informative, well-delivered, and entertaining. He does a great job of
reminding marketers (with all their technology and job complexity) that it’s all about the customer. He
can help the audience step back for 45 minutes or an hour to go back to the basics of doing business,
and the concept of really knowing and helping customers in order to create loyalty.”

– Lynn Wolff, Vice President, Marketing Division
Institute for International Research, New York, NY

“I wanted to thank you for the excellent job you did as a keynote speaker at Ernex’s Customer Loyalty
and Electronic Marketing seminar. Although there were a few injuries in the audience from people slap-
ping their foreheads when they recognized a little bit of their business in the painfully amusing cus-
tomer service examples you highlighted, everyone is OK now. On a serious note, your presentation real-
ly drove home the point that good, solid marketing and loyalty focus on not only rewarding customers,
but servicing them the way we all would like to be serviced.”

– Peter Allemang, Vice President, Sales
Ernex Marketing Technologies, Inc., Toronto, Canada

“Your command of the audience was commendable, and the post Q & A period generated more interest
than any other seminar I have participated in during my 13 years with the Sharper Image Corp. as
Director of Business Development. I have attended many seminars in my time, and yours was the most
informative to date. You certainly appeal to all levels of marketing. It is truly refreshing to see and hear a
no-nonsense, clear-thinking speaker for a change with the ability to communicate with his audience and
not to his audience!”

– Brad White, President
Midnight Pass, Inc., Marshfield Hills, MA

“We are actually using some of the ideas you suggested! Even more unbelievably, we actually talked
about customer service amongst ourselves, and got excited about it! We don’t normally exhibit this kind
of bizarre behavior after seminars.”

– John B. Wright, President/CEO
J.A. Wright & Co., Keene, NH

“The fact that you practice what you preach by running a successful, customer-service-driven retail
chain made your presentation that much more effective. So often, we hear from the textbook-type con-
sultants that it was refreshing to hear from someone like yourself who has the trial-and-error knowledge
of building a business from scratch, and running it successfully.”

– Eric Suher, President
E-S Sports Apparel, Holyoke, MA
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“Thank you for sharing your experiences, passion, and humor. I really learned a lot, and I have quoted
you in several meetings already!”

– Marcia Sample, Creative Director
Musicland Stores Corp., Minneapolis, MN

“Your ‘top ten list’ is a ‘must have’ for any company interested in delivering top-notch customer service,
and becoming a valuable contributor to their customers’ success. I would highly recommend you to any
people interested in taking their customer relationships to another level.”

– Blake Barry, National Sales Manager
Prevue Pet Products, Inc., Chicago, IL

“Your perspective on direct marketing makes my job much easier. After hearing your presentation, I
know the students really understood the importance of building relationships and taking risks...even in
the pet food business. Who knew?! You definitely entertained the students while giving them very valu-
able advice.”

– Portland Wilson, Program Manager
The Direct Marketing Educational Foundation, Inc., New York, NY

“The focus of your presentation-the value to companies of good, quality customer service-was not only
very timely for our group, but also very well received. Your lighthearted delivery style made for pleasura-
ble listening, while your customer service message came through loudly and clearly. Your address was
so successful that our West Coast associates plan to schedule you as their guest speaker in the near
future.”

– Tyler F. Young, President/CEO
W. F. Young, Inc., Springfield, MA


