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ITEM 7.01. REGULATION FD DISCLOSURE.
On February 12, 2015, Gartner, Inc. (the “Company”) made investor presentations that included the slides furnished as Exhibit 99.1 to a
Current Report on Form 8-K dated and filed on February 12, 2015. On February 13, 2015, we are filing on Form 8-K/A revised slides (the
“Revised Slides”) that correct two numerical errors in the slides furnished on February 12, 2015. The Revised Slides are contained in
Exhibit 99.1 to this Form 8-K/A and are also posted on the Company’s website at www.gartner.com.

In accordance with General Instruction B.2 of Form 8-K, the information in this Item 7.01 and in Exhibit 99.1 of this Current Report on
Form 8-K/A shall not be deemed to be “filed” for purposes of Section 18 of the Securities Exchange Act of 1934, as amended (the
“Exchange Act”), or otherwise subject to the liability of that section, and shall not be incorporated by reference into any registration
statement or other document filed under the Securities Act of 1933, as amended, or the Exchange Act, except as shall be expressly set forth
by specific reference in such filing.
 
ITEM 9.01 FINANCIAL STATEMENTS AND EXHIBITS.
 

(d) Exhibits
 
EXHIBIT NO.  DESCRIPTION
99.1  Gartner, Inc. Investor Presentation dated February 12, 2015  
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EXHIBIT 99.1
 
 

0 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. This presentation, including any supporting materials, is owned by Gartner, Inc. and/or its affiliates and is for the sole us e o f the intended Gartner audience or other authorized recipients. This presentation may contain information that is confidential, proprietary or otherwise legally prote cte d, and it may not be further copied, distributed or publicly displayed without the express written permission of Gartner, Inc. or its affiliates. © 2015 Gartner, Inc . and/or its affiliates. All rights reserved. Brian Shipman Group Vice President, Investor Relations

 



 

1 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Statements contained in this presentation regarding the growth and prospects of the business, the Company’s projected 2015 financial results, long - term objectives and all other statements in this presentation other than recitation of historical facts are forward looking statements (as defined in the Private Securities Litigation Reform Act of 1995). Such forward looking stateme nts involve known and unknown risks, uncertainties and other factors; consequently, actual results may differ materially from tho se expressed or implied thereby. Factors that could cause actual results to differ materially include, but are not limited to, the ability to maintain and exp and Gartner’s products and services; the ability to expand or retain Gartner’s customer base; the ability to grow or sustain reve nue from individual customers; the ability to attract and retain a professional staff of research analysts and consultants upon w hom Gartner is dependent; the ability to achieve and effectively manage growth, including the ability to integrate acquisitions a nd consummate acquisitions in the future; the ability to pay Gartner’s debt obligations; the ability to achieve continued custom er renewals and achieve new contract value, backlog and deferred revenue growth in light of competitive pressures; the ability t o carry out Gartner’s strategic initiatives and manage associated costs; the ability to successfully compete with existing comp eti tors and potential new competitors; the ability to enforce our intellectual property rights; additional risks associated with inte rna tional operations including foreign currency fluctuations; the impact of restructuring and other charges on Gartner’s businesses and operations; general economic conditions; risks associated with the credit worthiness and budget cuts of governments and agencies; and other risks listed from time to time in Gartner’s reports filed with the Securities and Exchange Commission, including Gartner’s most recent Annual Report on Form 10 - K and Quarterly Reports on Form 10 - Q. The Company’s SEC filings can be found on Gartner’s website at investor.gartner.com
and on the SEC’s website at www.sec.gov . Forward looking statements included herein speak only as of February 12, 2015 and the Company disclaims any obligation to revise or update such statements to reflect events or circumstances after this date or to reflect the occurrence of unanticip ate d events or circumstances . Forward Looking Statements

 



 

2 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. 2 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Agenda Introduction Brian Shipman Business Overview Gene Hall Research Peter Sondergaard Events Alwyn Dawkins Consulting Per Anders Waern Break Sales David Godfrey Financial Overview Craig Safian Summary/Q&A Gene Hall and Craig Safian

 



 

3 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. This presentation, including any supporting materials, is owned by Gartner, Inc. and/or its affiliates and is for the sole us e o f the intended Gartner audience or other authorized recipients. This presentation may contain information that is confidential, proprietary or otherwise legally prote cte d, and it may not be further copied, distributed or publicly displayed without the express written permission of Gartner, Inc. or its affiliates. © 2015 Gartner, Inc . and/or its affiliates. All rights reserved. Gene Hall CEO

 



 

4 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Ongoing Performance Improvement

 



 

5 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Disruptive, Technology - Based Innovation

 



 

6 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Security Threats

 



 

7 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. 7 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved.

 



 

8 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Why Gartner Winning Strategy Strong Value Proposition Vast Market Opportunity Exceptional Business Model

 



 

9 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Note: Percentages based on midpoint of 2015 revenue guidance . Extraordinary Research Insight 11% Gartner Events Business 16% Gartner Consulting Business 73% Gartner Research Business

 



 

10 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Contract Value EBITDA EPS Cash Flow Consistent, Double - Digit Growth: Impressive Sustained Track Record of Performance

 



 

11 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. A Vast, Untapped Market Opportunity 8 Other Business Leaders 8 Marketing Function IT Function Technical Professionals CIOs IT Leaders 14 19 5 Supply Chain Function 4 Gartner CV $1.6 (in $ billions) $38 $58B Gartner Estimated Current Market

 



 

12 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Winning Growth Strategy Performance - Driven Leadership Team Continuous Improvement and Innovation

 



 

13 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Winning Growth Strategy

 



 

14 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved.

 



 

15 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Winning Growth Strategy

 



 

16 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner sales people

 



 

17 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Winning Growth Strategy

 



 

18 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner product set

 



 

19 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Winning Growth Strategy

 



 

20 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved.

 



 

21 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Winning Growth Strategy Performance - Driven Leadership Team Continuous Improvement and Innovation

 



 

22 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Performance Driven Leadership Team Tenure World - Class Talent Global 8 years Avg Tenure in Role 14 years Avg Tenure at Gartner Nationality Source of Leadership US Non - US External 31% Acquisition 8% Promotion 62%

 



 

23 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. 2007 2014

 



 

24 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 EPS from Continuing Operations 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 Free Cash Flow Contract Value Normalized EBITDA 12% CAGR 30% CAGR 38% CAGR 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 14% CAGR

 



 

25 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Winning Strategy Strong Value Proposition Vast Market Opportunity Exceptional Business Model

 



 

26 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. 26 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved.

 



 

27 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. This presentation, including any supporting materials, is owned by Gartner, Inc. and/or its affiliates and is for the sole us e o f the intended Gartner audience or other authorized recipients. This presentation may contain information that is confidential, proprietary or otherwise legally prote cte d, and it may not be further copied, distributed or publicly displayed without the express written permission of Gartner, Inc. or its affiliates. © 2015 Gartner, Inc . and/or its affiliates. All rights reserved. Peter Sondergaard Senior Vice President, Research

 



 

28 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Today’s Roadmap Accelerating Impact of Technology Unparalleled Value of Gartner Research Innovative Products

 



 

DIGITAL BUSINESS NEW BUSINESS DESIGNS MERGING THE VIRTUAL AND PHYSICAL WORLDS

 



 

THE INTERNET OF THINGS THE NETWORK OF PHYSICAL OBJECTS THAT CONTAIN EMBEDDED TECHNOLOGY TO SENSE OR INTERACT WITH THEIR INTERNAL STATE OR EXTERNAL ENVIRONMENT

 



 

DIGITAL BUSINESS NEW BUSINESS DESIGNS MERGING THE VIRTUAL AND PHYSICAL WORLDS

 



 

32 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. POWER INVESTMENTS PEOPLE

 



 

33 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. POWER

 



 

TECHNOLOGY START - UP Every business unit is a

 



 

35 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. 38% Outside of IT 2017: 50%+ Outside of IT Business Technology Spending Source: Gartner IT Key Metrics Data 2014

 



 

36 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. INVESTMENTS

 



 

IT Budget Allocation 19% 16% 24% 11% 13% 7% 10% Application Development Application Support Data Center End User Computing Networks Service Desk Management Applications Infrastructure and Operations Source: Gartner IT Key Metrics Data 2014 Management

 



 

Services 23% Software 20% Hardware 16% Personnel 41% IT Budget Allocation Source: Gartner IT Key Metrics Data 2014

 



 

Personnel 41% IT Budget Allocation Source: Gartner IT Key Metrics Data 2014

 



 

IT Personnel Allocation Infrastructure and Operations 39% Service Desk 10% Application Development 21% Application Support 18% IT Management 8% Finance and Administration 4% Source: Gartner IT Key Metrics Data 2014

 



 

Digital Budget Allocation Services 23% Software 20% Hardware 16% Personnel 41% Services 45% Software 20% Hardware 10% Personnel 25% IT Budget Allocation Source: Gartner IT Key Metrics Data 2014

 



 

42 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. PEOPLE

 



 

Infrastructure and Operations 39% Service Desk 10% Application Development 21% Application Support 18% IT Management 8% Finance and Administration 4% Data Scientists 20% Digital Product Leadership 20% Software Development 17% Customer Experience 8% Supplier Management 10% Infrastructure and Operations 15% Leadership and Management 10% Digital Personnel Allocation IT Personnel Allocation Source: Gartner IT Key Metrics Data 2014

 



 

Now 2017 2020 • Mobile • User Experience • Data Sciences • Smart Machines • Internet of Things • Robotics • Automated Judgment • System Integration • Digital Architects • Regulatory • Risk

 



 

45 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Predicts By 2017, 75% of IT organizations will have a bimodal capability

 



 

46 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Predicts By 2018, digital businesses will require 50% fewer business process workers

 



 

1. Information Technology 2. Staffing and Talent 3. Innovation / Research & Development 4. Marketing 5. Partnership, Alliances and Value Networks TOP 5 CEO PRIORITIES, 2014

 



 

48 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Accelerating Impact of Technology Unparalleled Value of Gartner Research Innovative Products

 



 

49 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Research Research Expertise Research Processes Research Deliverables

 



 

50 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Research Research Expertise Over 1,020 analysts in 32 countries Over 170 based in APAC, over 250 based in Europe Minimum 15 years of experience at time of hire 60% have 20+ years of industry experience Single digit attrition rates Subject Matter Experts 600 250 170

 



 

51 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Research Research Expertise Transparency Objectivity Quality

 



 

52 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Research Research Process Decision makers in 10,000 enterprises 17,000 senior Technology Executives Over 20 global education and R&D institutions Analysts

 



 

53 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Research Research Process 5,000 Documents 215,000 One - on - one Interactions 2.9 Million End - user Searches 17,000 Strategy Reviews 4,900 Contract Reviews

 



 

54 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Research Research Deliverables Mission Critical Priorities: Written Research Access to Experts Coaching and Peer Interactions 1 2 3

 



 

55 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Research Research Deliverables Written Research Mission Critical Priorities: Digital Business Strategy Security Strategy & Implementation Analytics & Big Data Technology IT Cost Management Cloud Technology Implementation Access to Experts Coaching and Peer Interactions 1 2 3

 



 

56 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Research Research Deliverables Written Research 1 Access to Experts Coaching and Peer Interactions > 5,000 New Documents 100+ New Market Guides 30+ New Magic Quadrants 115+ New Critical Capabilities

 



 

57 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Research Research Deliverables Written Research Access to Experts Coaching and Peer Interactions 2 215,000 One - on - one Interactions 4.5 Quality Rating

 



 

58 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Research Research Deliverables Written Research Access to Experts Coaching and Peer Interactions 3 5 ,000 CIOs with coaches 26,000 in Gartner Peer Social Network

 



 

59 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Accelerating Impact of Technology Unparalleled Value of Gartner Research Innovative Products

 



 

60 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Research – Market Opportunity IT Function IT Function IT Leaders 18 CIOs 5 Technical Professionals 12 (in $ billions)

 



 

61 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Research – Market Opportunity IT Function IT Function CIOs 5 Gartner for IT Executives Equip CIOs and senior executives with the tools and insights they need to deliver exceptional business results for their organizations and develop themselves as successful business leaders . Gartner for IT Leaders Provides IT leaders with just - in - time, role - specific insight and advice from Gartner analysts to drive success on critical initiatives and IT purchases . IT Leaders 19 Technical Professionals 14 Gartner for Technical Professionals Provides technical teams with in - depth advice for implementing the CIO’s strategy through project - based research and reference architecture . (in $ billions) $38

 



 

62 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Research – Market Opportunity Supply Chain Function Supply Chain Function

 



 

63 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Research – Market Opportunity Supply Chain Function Gartner for Supply Chain Leaders Provides Supply Chain Leaders in consumer , healthcare and industrial value chains tools and advice tied to their key initiatives, to improve business performance. IT Function Technical Professionals CIOs IT Leaders 14 19 5 Supply Chain Function 4 (in $ billions) $38

 



 

64 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Research – Market Opportunity Marketing Function Marketing Function

 



 

65 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Research – Market Opportunity Marketing Function Gartner for Marketing Leaders Provide Digital Marketing Leaders with tools and advice tied to their key initiatives, to make better, more informed decisions. 8 Marketing Function IT Function Technical Professionals CIOs IT Leaders 14 19 5 Supply Chain Function 4 (in $ billions) $38

 



 

66 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Research – Market Opportunity Other Business Leaders Other Business Leaders

 



 

67 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Research – Market Opportunity Other Business Leaders Gartner for Business Leaders Provides business leaders in Technology and Service providers with the tools and insight to ensure they succeed in the marketplace. 8 Other Business Leaders 8 Marketing Function IT Function Technical Professionals CIOs IT Leaders 14 19 5 Supply Chain Function 4 (in $ billions) $38

 



 

68 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Research Vast Untapped Market Opportunity 8 Other Business Leaders 8 Marketing Function IT Function Technical Professionals CIOs IT Leaders 14 19 5 Supply Chain Function 4 Gartner CV $1.6 (in $ billions) $38 $58B Gartner Estimated Current Market

 



 

69 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Strong Value Proposition Save Time Save Money Gain Resources Gain Confidence

 



 

70 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Why Gartner Winning Strategy Strong Value Proposition Vast Market Opportunity Exceptional Business Model

 



 

71 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. This presentation, including any supporting materials, is owned by Gartner, Inc. and/or its affiliates and is for the sole us e o f the intended Gartner audience or other authorized recipients. This presentation may contain information that is confidential, proprietary or otherwise legally prote cte d, and it may not be further copied, distributed or publicly displayed without the express written permission of Gartner, Inc. or its affiliates. © 2015 Gartner, Inc . and/or its affiliates. All rights reserved. Alwyn Dawkins Senior Vice President, Gartner Events

 



 

72 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Why Gartner Winning Strategy Strong Value Proposition Vast Market Opportunity Exceptional Business Model

 



 

73 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Events Segment Revenue: 2009 – 2014 Note: All figures are as reported in USD in millions reported exchange rates 100 121 148 174 199 228 2014 2013 2012 2011 2009 2010

 



 

74 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Events Differentiated live events leveraging research content

 



 

75 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. 75 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved.

 



 

76 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. 76 © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Our mission: Make every conference we produce the MUST ATTEND event for the communities we serve

 



 

77 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Events World’s Leading IT Conference Producer 62 Events 49,000+ Attendees 6 Continents 2,250 Exhibitors

 



 

78 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Events Business Current Relevant Actionable

 



 

79 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. 79 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved.

 



 

80 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Attendee Value Proposition Face - to - face Analyst interaction Industry leaders Unparalleled peer networking Access to leading solution providers Actionable advice

 



 

81 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Attendee Value Proposition Industry leaders Unparalleled peer networking Access to leading solution providers Actionable advice Face - to - face Analyst interaction

 



 

82 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Attendee Value Proposition Industry leaders Unparalleled peer networking Access to leading solution providers Actionable advice Face - to - face Analyst interaction

 



 

83 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Attendee Value Proposition Industry leaders Unparalleled peer networking Access to leading solution providers Actionable advice Face - to - face Analyst interaction

 



 

84 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Attendee Value Proposition 84 Industry leaders Unparalleled peer networking Access to leading solution providers Actionable advice Face - to - face Analyst interaction

 



 

85 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Exhibitor Value Proposition Face - to - face interaction with high level attendees Cost effective lead generation

 



 

86 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. 86 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved.

 



 

87 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. 2014 Gartner Event Portfolio 62 strategic conferences covering all major geographies, attracting more than 49,000 technology and business professionals

 



 

88 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved.

 



 

89 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. UNITED STATES October 5 – 9 SPAIN November 9 – 13 JAPAN October 28 – 30 AUSTRALIA November 17 – 20 BRAZIL October 28 – 30 INDIA October 14 – 17 SOUTH AFRICA September 10 – 12 UNITED ARAB EMIRATES April 1 – 3 The World’s Most Important Gathering of CIOs and Senior IT Executives Over 20,000 Participants including 6,200 CIOs

 



 

90 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. # GartnerSYM One of the recommendations at Gartner Symposium/ ITxpo is that organizations must evaluate big data technologies with an eye on what’s possible and practical for seizing opportunities in the future and today . CNBC: Tech Market ‘ Strong ’ In 2015: Peter Sondergaard , Senior Vice President global head of Research at Gartner, says that the global tech market will show strength in 2015. Compelling narratives around IT value are something of a mini meme at this year’s Gartner Symposium. On Monday, Peter Sondergaard , Gartner’s SVP global head of Research , said that becoming great storytellers to communicate IT value is ‘a critical skill set.’

 



 

91 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Global Symposium Strategy Driving Increased CIO Attendance 2012 2011 2010 2009 2008 2013 2014 2,000 6,200

 



 

92 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. 2015 Gartner Event Portfolio 65 Strategic Conferences

 



 

93 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Why Gartner Winning Strategy Strong Value Proposition Vast Market Opportunity Exceptional Business Model

 



 

94 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. 94 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved.

 



 

95 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. This presentation, including any supporting materials, is owned by Gartner, Inc. and/or its affiliates and is for the sole us e o f the intended Gartner audience or other authorized recipients. This presentation may contain information that is confidential, proprietary or otherwise legally prote cte d, and it may not be further copied, distributed or publicly displayed without the express written permission of Gartner, Inc. or its affiliates. © 2015 Gartner, Inc . and/or its affiliates. All rights reserved. Per Anders Waern Senior Vice President, Gartner Consulting

 



 

96 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Consulting Longer - term differentiated engagements leveraging Gartner research Gartner Consulting Business Extraordinary Research Insight Gartner Consulting Business

 



 

97 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Why Gartner Winning Strategy Strong Value Proposition Vast Market Opportunity Exceptional Business Model

 



 

98 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Consulting Independent and Objective Powered by Gartner Research Proprietary Benchmark Enabled Extraordinary Research Insight Gartner Consulting Business

 



 

99 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Consulting Increased number of Managing Partners Highly relevant offerings Revenue +11% 348 2013 2014 314

 



 

100 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Consulting Benchmarking Best Practices Products and Pricing Extraordinary Research Insight Gartner Consulting Business

 



 

101 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Benchmark Analytics >5K IT environments annually Roadmap of priorities Become digital ready

 



 

102 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Best Practices For Key IT Initiatives Research driven Benchmark informed From good to great

 



 

103 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Best Practices For Key IT Initiatives Embrace disruption Leverage the Nexus of Forces Mitigate risks

 



 

104 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Right Products, Right Terms, Right Pricing Needs assessment Negotiation of money saving terms and conditions Focus on bottom line impact

 



 

105 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Right Products, Right Terms, Right Pricing Needs assessment Negotiation of money saving terms and conditions Focus on bottom line impact $500M

 



 

106 CONFIDENTIAL AND PROPRIETARY I © 2015 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Consulting Independent and Objective Powered by Gartner Research Proprietary Benchmark Enabled Gartner Consulting Business Extraordinary Research Insight Gartner Consulting Business
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