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SNELL'S NEW MARKETING STRATEGY CLEARLY DEFINES
ITS “NO COMPROMISES” APPROACH IN ALL LISTENING APPLICATIONS
FOR DEALERS AND CUSTOMERS

-- Two-Pronged Dealer Incentive Program Will Energize Select Retailer Base to
Showcase the Company’s High-Performance Loudspeaker Solutions --

Denver, CO, September 4, 2008 — Snell Acoustics, a leading manufacturer of high-
performance loudspeakers for more than 30 years, is launching a new marketing
strategy around its “No Compromises” commitment to provide customers with the best
sound regardless of application or installation location. In addition, to promote its
recently introduced flagship lllusion Reference Tower Loudspeaker (SRP: $25,000),
as well as its re-defined Signature Series and Premier Series loudspeakers, the
company is launching an aggressive two-pronged dealer incentive program that will

motivate retailers to actively demonstrate Snell products on their showroom floors.

Reference Playback for Multiple Listening Applications

Key to Snell’'s “No Compromises” marketing & product strategy is the company’s
commitment to provide customers with reference playback for multiple listening
applications. Every model in the company’s loudspeaker lineup reflects the handmade
craftsmanship, high-quality components and extraordinary build quality that continue to
reinforce the Snell pedigree. Most importantly, many of the leading-edge engineering
and advanced design characteristics of lllusion, including the highest quality
transducers, sophisticated voicing techniques and driver technologies, are carried

through to Snell’s Signature and Premiere Series as well.

-- more --



Customers Choose “Elegant,” “Hidden” or “Invisible” Speaker Solutions

In order to provide customers with a full range of “no compromise” design choices
suitable for their specific listening environment, décor or installation situation, Snell's
Signature and Premier series offer different models in three separate design
configurations, including: "Elegant,” a traditional-style design featuring the finest wood-
finished cabinetry; "Hidden," which represents the finest of in-cabinet designs for proper
installation in millwork; and "Invisible," which features in-wall/in-ceiling solutions for
completely discreet mounting. Regardless of choice in aesthetic styling, each
application features loudspeakers that deliver an ultimate-quality reference playback

listening solution.

Launch of “No Compromises” and “lllusion” Dealer Incentive Programs

As part of Snell's “No Compromises” marketing strategy, the company is launching a
two-pronged initiative that includes both a “No Compromises” dealer incentive program
as well as an “lllusion” dealer incentive program, both designed to enable retailers to
showcase Snell products and help communicate the company’s core messages. In the
“No Compromises” dealer incentive program, Snell will target a select group of retailers
to showcase one of the company’s “Elegant” furniture-grade loudspeaker solutions on
their showroom floors. This will enable customers to experience the superior sound for
themselves, and then choose the application solution that’s best for their particular

lifestyle or listening environment (Elegant, Hidden or Invisible).

For the flagship “lllusion” dealer incentive program, the company will handpick a more

select group of qualified retailers across the country to showcase lllusion.

Noted Joe D’Appolito, Ph.D., Snell's Chief Engineer: “There’s no question that Illusion
represents the pinnacle of achievement in loudspeaker design, incorporating only the
finest transducers, the very latest advances in dynamic driver and network design and
lllusion’s unique continuously variable cabinet geometry. Our strategy and commitment
going forward is to re-create the same unparalleled Snell listening experience in all
loudspeakers, regardless of system needs or configuration.”
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Phil Cohn, Snell Senior Vice President Sales & Marketing, added: “To communicate our
‘No Compromises’ message to discriminating home entertainment enthusiasts, we are
launching our most aggressive dealer incentive program ever, and we're looking
forward to continuing the Snell commitment to partner exclusively with the finest
independent retailers and custom integrators across the country to accomplish both our

goals and theirs.”

Bob Graffy, Snell Vice President, noted: “The Snell brand has always been committed
to serving the independent channel with products that define excellence and set the
highest possible performance standards in audio reproduction. I'm very excited that our
U.S. sales team is continuing to focus exclusively on this all-important channel. The
“No Compromises” program steps up our commitment to these independent dealers

and their customers.”

About Snell Acoustics

For over 30 years Snell Acoustics has designed and manufactured high-end
loudspeakers, and has earned a reputation as one of the world’s foremost manufactures
of custom-built, handcrafted speakers. Based in Peabody, Massachusetts, the company
is renowned for its aesthetically pleasing hand-made cabinets, award-winning sound,
and pioneering efforts to introduce THX® Certified speakers to the marketplace. Snell
Acoustics is a wholly owned subsidiary of D&M Holdings Inc. Additional information is
available at www.snellacoustics.com.

About D&M Holdings Inc.

D&M Holdings Inc. is a global operating company providing worldwide management and
distribution platforms for premium consumer, automotive, commercial and professional
audio and video businesses including Denon®, Marantz®, Mcintosh® Laboratory,
Boston Acoustics®, Snell Acoustics, Escient®, Calrec Audio, Denon DJ, Allen & Heath,
D&M Professional and D&M Premium Sound Solutions. Our technologies improve the
quality of any audio and visual experience. All product and brand names with a
trademark symbol are trademarks or registered trademarks of D&M Holdings, Inc. or its
subsidiaries. For more information visit www.dm-holdings.com.

DISCLAIMER
Statements in this news release that are not statements of historical fact may include
forward looking statements regarding future events or the future financial performance
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of the company. We wish to caution you that such statements are just predictions and
that actual events or results may differ materially. Forward looking statements involve a
number of risks and uncertainties surrounding competitive and industry conditions,
market acceptance for the company's products, ability to meet targeted product release
dates, risks of litigation, technological changes, developing industry standards and other
factors related to the company's businesses. The Company reserves all of its rights.



