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DECLARATION OF DAVID L. KRIER

David L. Krier declares:

1. In 1995, a partner and I founded Loyalty Strategies International, or LSI.

The primary business of LSI was developing customer retention software for

automobile dealers.

2. In 1996, LSI was purchased by the Half-a-Car group (“HAC”), which

was in turn acquired by The Reynolds and Reynolds Company (“Reynolds”) in 2000.

I stayed with LSI, through each of its acquisitions and incarnations, until early 2005,

when I left Reynolds. I continued to consult for Reynolds until the end of 2005 at

which time I started another company (Guest Concepts, Inc.).

3. Through HAC and Reynolds, LSI was widely implemented in Ford

Motor Company dealerships nationwide, ultimately as part of Ford’s Lease Retention

efforts and Retail Trade Cycle Management (“RTCM”) program. Attached as

Exhibits A, B, and C hereto are PowerPoint presentations that I prepared and used to

roll LSI out to Ford dealerships across the United States and Canada (easily more than

100 dealerships, altogether) in 2000, January 2002, and August 2002, respectively.
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