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ITEM 7.01. REGULATION FD DISCLOSURE.

On February 14, 2013, Gartner, Inc. (the “Company”) will make investor presentations that will include the slides furnished as Exhibit 99.1 to this Current Report
on Form 8-K. The slides contained in Exhibit 99.1 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 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 14, 2013




SIGNATURES

Pursuant to the requirements of the Securities Exchange Act of 1934, the registrant has duly caused this report to be signed on its behalf by the undersigned
hereunto duly authorized.

Gartner, Inc.

Date: February 14, 2013 By: /s/ Christopher J. Lafond

Christopher J. Lafond
Executive Vice President,
Chief Financial Officer
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Forward Looking Statements

Staternents contained in this presentafion regarding the growth and prospects of the business, the Company's projected
2013 financial results, long-term ohjsctives and all cther statements in this presentation other than recitation of historical
facts are forward looking statemeants (as defined in ihe Private Securities Litigation Reform Act of 1895). Such forward
Ipoking statements invalve known and unknown risks, uncenainties and ofher factors; consequently, actual regults may
differ materialty from those expressed or implied thereby.

Factors that could cause actual results to differ materially include, but are not limited fo, the abilty to maintain and expand
Gartner's products and services; the ability to expand or retain Gartner's customer basz; the ability to grow or sustain
revanue fram individual custemers; the ability to attract and retain a professional staff of research analysts and consultants
upen whom Gartner is dependent; the ability fo achieve and effectively manage growdh, including the ability to integrate
acquisitions and consummate acquisitions in the future; the ability to pay Gartner's debt abligations; the ability to achieve
continued customer renewals and achieve new contract value, backlog and deferred revenus grEMh in light of mm{etitive
pressures; the ability te carry oul Gartner's strategic initiatives and manage associated costs; the ability to successiully
compate with existing compatitors and potential new competitors; the ability fo enforca our infellectual property rights;
additional risks associated with infemnational operations including fareign currency fluctuations; the impact of restructuring
and other charges on Garlner's businesses and operations, general economic conditions, risks associated with the cradit
worthiness and budget cuts of governments and agencies; and other risks listed from fime to fime in Gariner's repants filed
with the Securiies and Exchange Commission, including Gartner's most recant Annual Report on Form 10K and Quarterly
Feports on Form 10-0.

The Company's SEC filings can be found on Gartner's website at investor.gartner.com and on the SEC's website at

wnw sec.ooy. Forward looking statements included herein speak only as of February 14, 2013 and the Company disclaims
any obligafion to revise or update such statements to reflect events

or circumstances after this date or to reflect the occurrence of unanticipated events or circumstances.

Gartner
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Why Gartner

Strong Value Winning
Proposition Strategy

Vast Market Exceptional
Opportunity Business Model

Gartner




Gartner

Gartner Events
Business

Gartner

Consulting 13% ‘ Gartner

Business Extraordinary Mes it
RESZEIE Business

Insight

Hile: Percerages based on midpoint of 2013 revenue quidance.

Gartner




Gartner Research

Research Consistent, double-digit growth

Insight + Contract Value

+ Revenue
+ Eamings
« EBITDA
+ Cash Flow

Gartner




A Vast, Untapped Market Opportunity

Other”

Supply Chain

IT Functianal
Leadars 18
Frontine IT
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Market Gariner GV
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Winning Growth Strategy

Extraordinary Strong Sales High-Value World-Class
Research Insight Capability Differentiated Service
Offerings

Continuous Improvement and Innovation

Performance-Driven Leadership Team

Gartner




Turning Our Strategy into Action

Key Initiative e /2 i |3 i /] i 5 i [ i |/ 7 e -
New Initiative e [ i \[3 i [ i [ i e e o e e e >
New Initiative e D el \[ ] i \[ ] i o e e e >
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Extraordinary Research Insight

Focus on

Critical Topics V2> V3> VA== V5= V6—-V7 >
Enterprise Architecture

Faranced Supply Chain >

Coverage Areas e >

Tech Professionals

Gartner




Extraordinary
Research Insight

Strong Sales
Capability

High-Value,
Differentiated
Offerings

World Class
Service
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Performance Driven Leadership Team

Avg Tenure at Gartner  Awg Tenure in Role Mationality Source of Leadarship
Prometion
465 External
I m
fiequisition

15%

Gartner




Mormalized EBITDA

Contract Valua
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Why Gartner

Strong Value
Propositian
Vast Market Winning

Opportunity 6 Strategy

Gartner




Nexus of Forces

Gartner.




Technology Spending as
Percentage of Disposable Income

1980 2011 2015

Gartner.




Established Disruptive

Vendors | Vendors
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Overall IT Market

Trillions of

N 5
2011 2016

Garrer Warldwide IT Sperding Farecast, 4012
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Mass Digitization -

Client Retention

New Revenues
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Gartner Predicts

By 2015, 25% of
Organizations Will Have
a Chief Digital Officer
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Gartner Predicts

By 2015, Big Data
Demand Will Reach - 7
4.4 Million Jobs Globally™ /2%

But Only 1/3 of Those Jobs
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Information Drives The Next Economic Cycle

New Jobs.

New Revenue.
New Skills.




2012 Client Key Initiatives

1 Cloud Computing

2 Mobile Enterprise Strategy

3 IT Strategic Planning
4  Enterprise Architecture Program

5 Data Center Modernization and
Consolidation

Sovrcs: Gantner.com Data, Jaruany 2013

9

10

IT Cost Optimization

IT Governance

ITIL and Process Improvement
Application Development

Program and Portfolio
Management

Gartner




2006 Client Key Initiatives

1 IT Strategic Planning

2 Security & Privacy

3 Business Intelligence
4 Application Development

5 ERP & Supply Chain Management

Sovrce: Ganiner.com Data, Jaruany 2007

6 Mobile & Wireless
7 Customer Relationship Management

8 Application Integration and
Middleware

9 Outsourcing

10 Emerging Technologies

Gartner




Gartner

Gartner Events
Business

Gartner
Cm'su'tmg 18% Extraordinar e}
Business : dry Research
Research .
Business

Insight

Hiote: Percentapes based on midpoint af 2013 revenue quidance,

Gartner




Gartner Research Model
The Research Process

PROCESSES

PROPRIETARY PACKAGING
DATA AND AND
ANALYTICS PRESENTATION

Gartner




Gartner Research Model
The People — Analysts

Subject Matter Experts

Over 900 analysts in
PEOPLE 29 countries

over 150 bazed in
APAC, over 210 based
in Europe

Minimum 12 years of
experience at time of
hire

60% have 20+ years
of industry experience

Gartner




Gartner Research Model
The Research Process

Technology &
Service Providers

12,000 briefings

Decision Makers
in 13,305 organizations

PROCESSES

Academic
Institutions

Gartner




Gartner Research Model
The Research Process

PROCESSES

Transparency

Objectivity

Quality

Gartner.




Gartner Research Model
The Research Process

Rank Key Initiative

1 Cloud Computing

PROCESSES

2 Mobile Enterprise Strategy
3 IT Strategic Planning

4 Enterprise Architecture

5 Data Center Modernization
and Consolidation

Gartner




Gartner Research Model
Proprietary Data and Analytics

| - Over 3,900
PROPRETARY 4.9 million 265,000 contract reviews

| nd-user . ;
ANALYTICS end-use interactions and almost
searches per

year

A terabyte of
5.2 million 5,900 1T Cost mntinuﬁally

document page and Price updated market
Views benchmarks data

Gartner




Gartner Research Model
Packaging and Presentation

Written Interactions
Actionable Advice

PACKAGING
AND
PRESENTATION




Gartner Research Model
Packaging and Presentation

PACKAGING

AND
PRESENTATION

Gartner




Gartner Research Model
Packaging and Presentation

“2012 Strategic Road Map for Mobility”
“Agenda for Mobile Infra & Ops”
PACKAGING “Predicts 2012; Mobile & Wireless”

AND

PRESENTATION . H}rpe Cydes:
“Mobile Device Technologies, 2012"
*Consumer Services and Mobile Applications, 2012"

e |

Qverview
& Roadmap

Gartner




Gartner Research Model
Packaging and Presentation

+ Magic Quadrants: ‘Consumer Mobile Applications”
“Mobile Device Management [T Market Clock for Enterprise
PACKAGING Software” Mobility"
2 “Mobile AD Platforms’

PRESENTATION
“Mabile Data Protection”

Qverview Select
& Roadmap Solution

Gartner




Gartner Research Model
Packaging and Presentation

PACKAGING
AND
PRESENTATION

Qverview
& Roadmap

Select
Solution

Deploy

« How to Maximize the Value of Mobile and Social Commerce
* Mobile Solution Analyzer Manual

Gartner




Gartner Research Model
Packaging and Presentation

+ Toolkit: Bring Your Own Device: Mobile Device Policy Template
* much more research. ..
PACKAGING

AND
PRESENTATION

I e |
Qverview Select
& Roadmap Solution Deploy
e ——

Gartner




Gartner Research Model
Packaging and Presentation

PACKAGING
AND
PRESENTATION

Qverview Select
& Roadmap

Gartner




Gartner Research

Gartner
Research
Business

People
Process
Proprietary Data
Packaging

Hiote: Percentapes based on midpoint af 2013 revenue quidance,

Gartner Research Business

Highly differentiated insight
delivered primarily through
digital media subscriptions

Gartner




Gartner Research
Vast Untapped Market Opportunity

347 Billion

Other*
Supply Chain
ClOs Gartner for IT Executives
_ Equips CIOs with the role-specific tools and
R en knowledge they need to deliver exceptional

business results for their organizations

Front-ing IT

Professionals -
$1.3 Billion**

Market
Opportunity
Baurce: Gatner inlernal estimales

*lechneiogy, professional sevices. telecommunications
and inuegloes

4 3012 ending canlzact vaive Gartner.

Gartnar GV




Gartner Research
Vast Untapped Market Opportunity

347 Billion

o [

Supply Chain n

Clos

Gartner for IT Leaders

R en Provides IT leaders with just-in-time, role-
specific insight and advice from Gartner
analysts to drive success on critical initiatives

Front-ine IT and IT purchases

Professionals

$1.3 Billion**

Market Gartnar GV
Opportunity
Baurce: Gatner inlernal estimales

*lechneiogy, professional sevices. telecommunications
and inuegloes

4 3012 ending canlzact vaive Gartner.




Gartner Research
Vast Untapped Market Opportunity

347 Billion

o [

Supply Chain n

Clos

IT Functional
Leaders

FeortinailT Gartner for Technical Professionals

Professionals -
$1.3 Billion**

Provides IT technical professionals with in-depth
advice to drive technology architecture decisions
and implementation strategy

Market Gartnar GV
Opportunity
Baurce: Gatner inlernal estimales

*lechneiogy, professional sevices. telecommunications
and inuegloes

4 3012 ending canlzact vaive Gartner.




Gartner Research
Vast Untapped Market Opportunity

347 Billion

o [

Supply Chain [0 Gartner for Supply Chain Leaders
Clos

Provides Supply Chain leaders within different
industries advice and tools to optimize and drive
success on critical initiatives around their specific
value chain

IT Functional
Leaders

Front-ing IT

Professionals -
$1.3 Billion**

Market
Opportunity
Baurce: Gatner inlernal estimales

*lechneiogy, professional sevices. telecommunications
and inuegloes

4 3012 ending canlzact vaive Gartner.

Gartnar GV




Gartner Research
Vast Untapped Market Opportunity

$47 Billien
Gartner for Business Leaders
Other*
Supply Chain [0 Provides business leaders in Technology and
CiOs Service providers with the tools and insight to
ensure they succeed in the marketplace
IT Functional
Leaders

Front-ing IT

Professionals -
$1.3 Billion**

Market Gartnar GV
Opportunity
Baurce: Gatner inlernal estimales

*lechneiogy, professional sevices. telecommunications
and inuegloes

** 2012 ending canlrac! valse

Gartner




Continuous Product Innovation

Technology Usability/
Content Platform interface
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Gartner




Strong Value Proposition

Gain Gain
Save Time 5 Save Money 5 Resources - Confidence

Right direction, Contract proposal ~ Global perspective  Making the right
right away reviews , decision
Best practice by
Immediate shortlists  Best-practice budget  vertical industry Personal development
on key initiatives benchmark

Strategic guidance  Increased credibility




Why Gartner

Strong Value
Propositian
Vast Market Winning

Opportunity 6 Strategy

Gartner




Alwyn Dawkins

Senior Vice President, Gartner Events
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Gartner




Gartner Events

Strong Value
Propositian
Vast Market Winning

Opportunity 6 Strategy

Gartner




Gartner Events

Gartner Events
Business

Extraordinary
Research
Insight

Gartner Events Business

Differentiated live events
leveraging research content

Gartner




Gartner Events

Gartner Events
Business

Extraordinary
Research
Insight

Gartner Events Business

Differentiated live events
leveraging research content

Gartner




Our mission:

Make every conference we
produce the MUST ATTEND event
for the communities we serve

Gartner




Gartner Events

Gartner Events
Business

Extraordinary
Research _
Insight Gartner Events Business

62 Events 46,307 Attendees
6 Continents 1,839 Exhibitors

World’s Leading IT Conference Producer Gartner




Gartner Events

Gartner Events
Business

[ Extraordinary
. | Research
- Insight

Gartner Events Business

Current
Relevant
Actionable

Gartner




Gartner Events

Gartner Events
Business

[ Extraordinary
. | Research
- Insight

Gartner Events Business

Current
Relevant
Actionable

Gartner




Attendee Value Proposition

Face-to-face Analyst interaction




Attendee Value Proposition

Industry leaders

Gartner




Attendee Value Proposition

Unparalleled peer networking "




Attendee Value Proposition

Access to leading solution
providers




Attendee Value Proposition

Actionable advice




Exhibitor Value Proposition

Face to face interaction
with high level attendees

Cost effective lead
generation

Gartner




2012 Gartner Event Portfolio
62 strategic conferences

Record breaking global attendanc

Gartner.

SYMPOSIUM ITXPO"2012

ﬂ Gartner.

summits

i! Gartner.

Catalyst Confarence

Gartner




Gartner.
SYMPOSIUM [TXPO"2()12

The World's Most Important Gathering of ClOs and Senior IT Executives

August 28 - 30 PP T
i 4 Hovember 12 - 15

/
Gartner




Symposium strategy driving
increased CIO attendance

Global Symposium CIO Attendance

6,100+ ClOs
20% YOY increase

2007 2008 2009 2010 2011 2012

Gartner




2013 Gartner Event Portfolio
64 strategic conferences £

Gartner.
SYMPOSIUM ITEPO" 2013
E—

The Waorld's Kost Impartam
Gathering of CI0s and Sanior
IT Expcuives

! Gartner.

Summits

Toky, Japan  Baseelona, Spain

| Gartner

Catalyst Conference

Gartner




Gartner Events

Strong Value
Propositian
Vast Market Winning

Opportunity 6 Strategy

Gartner
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Per Anders Waern
Senior Vice President, Gartner Consulting

o
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Gartner




Gartner Consulting

Gartner
Consulting
Business

(]
1 8 A Extraordinary

Research
Insight

Gartner Consulting Business

Longer-term differentiated
engagements leveraging

(Gartner research

Gartner,




Gartner Consulting

Strong Value
Proposition

Vast Market Winning

Opportunity 6 Strategy

Gartner




Gartner Consulting

Contract
Qptimization
(10%)

T s
R & _
- v,

- &

Core Consulting and

Benchmarking

Contract Optimization

Gartner




Gartner Consulting

Gartner
Consulting
Business

Extraordinary
Research
Insight

Independent and Objective

Powered by Gartner Research

Proprietary Benchmark
Enabled

Gartner




Gartner Consulting

Gartner




Gartner Consulting

4th Gen Mobile Banking

Gartner




Gartner Consulting

Secure Effective Cloud

Gartner




Gartner Consulting

Clinical Data Strategy =~

Gartner




Gartner Consulting

Gartner
Consulting
Business

Extraordinary
Research
Insight

Gartner Consulting Business

Independent and Objective
Powered by Gartner Research
Proprietary Benchmark Enabled

Gartner




Experienced Senior Practitioners

* 503 billable Consultants

» $430K average annual
revenue per head

« Powerful value proposition for
attracting top talent

Gartner,




Managing Partners

Trust-based relationships Repeatable services

Gartner




Managing Partner Strategy Driving Results

493 503 67% $430k $258k
Ll $340k
113k
Billable FTE Utilization Revenue / FTE" Avg. Engagement
W 2o0¢ W 2012 Size

B Gartner




Gartner Consulting

strong Value
Proposition

Vast Market Winning

Opportunity 6 Strategy

Gartner
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David Godfrey

Senior Vice President, Worldwide Sales

Gartner




Gartner

Gartner Events
Business

Gartner

Consulting

: Gartner
Business Extraordinary

Research
Business

Research
Insight

Gartner




Gartner Sales

Gartner



Gartner Sales

1,417 quota-bearing
sales associates

Profile of a Gartner
Account Executive

220% growth
since 2004

53% outside of
United States

Highly motivated

Great sales DNA
Passionate
Goal oriented

Gartner




Vast Market Opportunity for Research

Supply Chain

ClOs

IT Functicnal
Leaders

547
Billion
Other*

18

Front-line IT
Professionals

$1.3 Billion**

# of Enterprises

Market Gartner
Opportunity cv

Sevrcs: Jantzer intaeeal esbsakan

" lechrtogy, professonal senances, tebacommunications and messtors
" N2 eading cankad walsr

Total  Prospects  Clients
Percent of Total  100% 9% 8%

Gartner




Cllent Enterprise and Contract Value Grnwth

# Of Client

E- B30
Enterprises 8,070
6,798
3 8 6318 6,400 '
5818 .
_—

2004 2005 2006 2Mm 012

Research $1,263M
Contract Value 31.116M
$978M
$753M 5834” Wﬁ-"-'l
g5gan  540M

.

F"

2004 2005 2006 2011 2012

Gartner




+ Role-based
+ Recurring revenue
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Research sold as subscriptions to individuals
Clo

IT Functional
Leaders

IT Professionals
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Research sold as subscriptions to individuals

+ Role-based
+ Recurring revenue
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Case Study: Growing the Account
clo

IT Functional
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Gartner Sales

Strong Value
Propositian
Vast Market Winning

Opportunity 6 Strategy

Gartner




Sales Strategy to Capture Market Opportunity

Capacity

Coverage

Sales Effectiveness

Gartner



Sales Strategy to Capture Market Opportunity

Capacity

Coverage

Sales Effectiveness

Gartner




Sales Strategy to Capture Market Opportunity

Coverage

Gartner




Sales Strategy to Capture Market Opportunity

Sales Effectiveness

Gartner



Sales Strategy to Capture Market Opportunliy

Capacity

* Grow sales
headcount
15 - 20% annually

+ Architected
recruitment and
training plan




Sales Strategy to Capture Market Opportunity

Capacity

* Grow sales Direct Quota Bearing Headcount
headcount 1417

15 -20% annually 1,268

* Architected 806
recruitment and 550 663
training plan 443

1,048
928 942

2004 2005 2006 2007 2008 2009 2010 2011 2042

Gartner




Sales Strategy to Capture Market Opportunity
Coverage

+ Matched to global
opportunity

+ Emphasizing client
intimacy

" Gartner




Sales Strategy to Capture Market Opportunity

Coverage Research Client Organizations
1,601

13,305

12,427

WA qp492

+ Matched to global
opportunity

10,188

9470

9315

8720
+ Emphasizing client
intimacy 2004 2005 2006 2007 2008 2009 2010 2011 2012
Average Contract Value per Organization ($K)
95
o 0
TR -

68
]

2004 2006 2006 2007 2008 2008 2040 2011 2012
Gartner




Sales Strategy to Capture Market Opportunity

Capacity

Coverage

Sales Effectiveness

Gartner




+ Great Talent

+ World Class
Training

+ Proprietary Tools

and Best Practices L_ '




Gartner Sales: A great place to work
Gartner reputation
Linked T}

[Jglassdoor

Gartner




Gartner Sales: A great place to work

Gartner culture
+ Access to the C-Level
+ Collaboration

+ Leading tools and
Best Practices

* Innovative products

Gartner




Gartner Sales

Strong Value
Propositian
Vast Market Winning

Opportunity 6 Strategy

Gartner




Gartner




Chris Lafond
Gartner Ch|ef Fmanclal Officer

Gartner




Extraordinary Strong Sales High-Value World-Class
Research Insight Capability Differentiated Service
Offerings

Continuous Improvement and Innovation

Performance-Driven Leadership Team

Gartner




Consistent, Winning Growth Strategy
The Financial Plan We Set in 2005

« Grow the Research business
* Optimize the Events portfolio

* Improve the profitability of the Consulting business

* Leverage our G&A infrastructure

» Drive shareholder value

Gartner




Consistent, Winning Growth Strategy
Grow the Research Business

Contract Value
>100% 1,263
A

509

$M

2004 2012 Gartner




Consistent, Winning Growth Strategy
Grow the Research Business

2004 2012
Events 11%

Research

Events 13% 70%

Research 57%

Consulting
19%

Consulting
30%

Gartner




Consistent, Winning Growth Strategy
Grow the Research Business

Research Contribution Margin

62%

.

2004

Gartner




Consistent, Winning Growth Strategy
Grow the Research Business

Research Contribution Margin 68%
+600 bps
A
62%
2004 2012

Gartner




Consistent, Winning Growth Strategy
Optimize the Events Portfolio

# Events Attendees Exhibitors
+49%
A 46,307 +39%
+11%

30,999 1,839

1,321

2004 2012 2004 2012 2004 2012

Gartner




Consistent, Winning Growth Strategy
Improve Consulting Profitability

Revenue ($M) Headcount Gross Contribution
Margin (%)

493 503

$305 36%

2004 2012 2004 2012 2004 2012

Gartner




Consistent, Winning Growth Strategy
Leverage our G&A Infrastructure

G&A % of Revenue

18% of
revenue

=300 15% of
revente

2004 2012

Gartner




Consistent, Winning Growth Strategy
Drive Shareholder Value

Share Repurchases Strategic Acquisitions
47 million shares repurchased ~5300M on four deals
Over $1 billion returned to ‘shareholders 2005 META ($160M)
Shares Outstanding 2009:  AMR Research ($63M)
{in thousands) 2009; Burton Group ($56M)
2012; IDEAS ($18M
-24% ($18M)

126,326

95,716 et o BAMR Research
Bl oo
R

uuuuu

2004 2012
Gartner




Consistent, Winning Growth Strategy
The Financial Plan We Set in 2005

 Grow the Research business
* Optimize the Events portfolio

* Improve the profitability of the Consulting business

* Leverage our G&A infrastructure

» Drive shareholder value

Gartner




Consistent, Winning Growth Strategy
Earnings & Cash Flow Track Record

Normalized EBITDA 1t Nomialized EBITDA Margin I
Finmiliors
$315
19.5%
11.8%
2004 2042 2004 12

Free Cash Flow &

EPS5 from Continuing Operations S in milions
$237
§1.73
$0.09 523 .
004 012 2004 miz

(6 Sen i arached Gleasasy b P difiiion of Fros Cash Fiow, nd Gleionasy shisir o) ugiadng Lo noe-GARP frd sl maisan.
VB Sea fwaached Gicemary lor Fu dabarion of Mormalced EBIT DA, and cabonay sbstement imgardag i san-id? barcal rmany

Gartner




Consistent, Winning Growth Strategy
Areas of Focus

* Double-digit revenue growth

» Margin expansion

» Sales productivity
« Cash flow generation

« Capital deployment
Gartner




Market opportunity remains large and untapped

$47 # of Enterprises
Billion
Other* :

Supply Chain
cios

IT Functional 18
Leaders

Front-line IT
Frofessionals . ’ y
$1.3 Billion** M
Market Gartner Total  Prospects  Clients

Opportunity ~ CV Percentof Total 100%  92% 8%

Bource Gatne inkmal islivales

s —— Gartner

25 tenlia valee




Client enterprise and Contract Value growth

G ~2,800)
&, 530
768 5070
E 544
5 M5 6,318 5,400
# of client 5,818 - l
Eterprises sl
2004 20[]5 2006 200 EEH]Q 2[]'1 0 2011 2012
f"""___"""w
3 47500
51, 263!11

51,1160
59
$75IM $83AM  g78am
Research $553M 640N
Contract FE0EM - -
Value ——

2004 2005 2008 2007 2008 2009 201 0 2011 2012
Gartner




Research Business Characteristics

+ Subscription-based model
with recurring revenue

* Annual contracts

+ High levels of retention

Extraordinary

Research + Negative working capital

Insight » High incremental margins

Mele: Bazed upon mid-poinl of 2013 Reverue Gudercs Gartne[




Research Business Economics

Research Incremental Margins  + Highly leveraged intellectual
property and research assets

+ Leverage fixed cost structure
70% * High retention rates

+ Consistent new business
growth

Gartner




Margin Expansion

Incremental Margins Normalized EBITDA Margin(@)
+770 o
Research 70% bps 19.5%

A

Events 50%

Consulting 400%

2004 2012

{4 Sep the atached Glessary for the definition of Normalized EBITO, and cawdonary slatement

fisgardivg Ui non-BAAP firancial measure Gartn'E[




Improving Sales Productivity

CV Growth Scenarios

i)

Contract value growth
if average productivity
: 16%
improves by...
15%
$5k $15k $25k

Produztiity imgrovemants from 2042 azual peramance Gartner




Cash Flow Generation

+ Upfront billing for Research
+ Effectively manage costs and working capital
+ Non-capital intensive business

. Heat Incoma
[ Free Cash Flow F214M
$160M

5236M

2008 2009 2010 2011 2012

&l See the atlached Glossary for the definion of Free Cash Fiow, end cautionary skabement

reganding this non-GAAF financial measure, Gaftner




Capital Deployment

Share Repurchases

47 million shares repurchased
Over $1 billion returned to shareholders

Shares Outstanding

(in thousands)

126,326 '2:’5

95,716

2004 2012

Strategic Acquisitions
~5300M on four deals

2005 META ($160M)
2009 AMR Research ($63M)
2009; Burton Group ($56M)
2012; IDEAS ($18M)

i mEn o EAMR Research

E MIDEAS

Gartner




Long-Term Financial Objectives

Annual

Total Revenue Growth 11 - 16%
Research 15 - 20%
Consulting 3 - 8%
Events 5 - 10%

Normalized EBITDA® 50 — 150 bps per year
margin improvement

18 Sen the alached Glossany for the definifion of Normalfized EBITDA, and caulianary statemant

reganding this non-3AAP financial measure Gartner




Consistent, Winning Growth Strategy

Total Revenue & ¢
% in millions 1,775 -

1,469

1,288

1,168 2 1,140

gg4 1037

2004 2005 2006 2007 200B 2009 2010 2011 212 2M3E

&) Festated 1o exciade resuls of Wialan Events.
() Ses Fanward Looking Slatement disctamer on page 1 for facians that mey affect por ability b achieve these resuts

2013 Guidance:
+10-13%

Gartner




Consistent, Winning Growth Strategy

Normalized EBITDA (a.b.2)

350 - 370

279 2013 Guidance:

2004 2005 2008 2007 2008 200 2010 2011 202 2013E

1l Restated 10 exchide resuls of Viglan Events,

bl See the attached Glossany for the definiion of Neemaized EBITDA, and caulianary statement reganding His non-GAAP
francial maasure

|e) SBee Forward Locking Slatement dactamer en page 1 for taztars Ihat may affect cor absliy fo aghisve these resuks Gart ner




Consistent, Winning Growth Strategy

EPS from Continuing Operations @

5186 -52.10
$1.73 2013 Guidance:

+13-21%

§1.39

$09 $0.96

: $0.65

$0.65
50.47

5009

-50.05

2004 2005 2006 2007 2008 2009 2010 2011 2042 2043E

{a) Ses Fanward Logking Statement disctamer on page 1 for fachans 1hat mey affect cur ability b achieve these resuts,

Gartner




Consistent, Winning Growth Strategy

Free Cash Flow 'a 8¢ 258 - 278
$ in millions
237
214
192
160 147
124

a5

2004 2005 2006 2007 2008 2009 2010 2011 2012 2013E

&) Restated 1o exelode resuks of Vigian Events.

() Be=a Forwand Looking Sfatemant discizimer an page 1 for factors that may affect our ability to achieve thasa results,

(% See the atlached Glagssary Tor fhe defrlion of Free Cash Flow, and cascaarny stalemenl regardivg this nan-GA08
nangal messune

2013 Guidance:
+10-17%

Gartner




Why Invest in Gartner

Strong Value Winning
Proposition Strategy

Vast Market Exceptional
Opportunity Business Model

Gartner




Appendix




Projected 2013
Full Year Revenue and EBITDA Qutlook

Reported
(% in millions except per share data) 2013 prC'jemiUn (1) % Change (1)
Research $1,280 - 1300 13% -14%
Consulting 310 - 325 2% - 7%
Events 185 - 195 6% - 12%
Total Revenue $1,775 -1,820 10% - 13%

Normalized EBITDA ) $350 - 370 1% - 17%

111 See Farward Locking Stabement disclairner on page 1% factars that may
Al e akility bo achisve Mese resuks
120 See lhe allached Glossary ler a discusson of Normalized EBTDA,

Gartner




Projected 2013
Earnings and Cash Flow Outlook

% in millions except per share data) 2013 Projection (2) % change
Diluted Earnings per share  $1.96 - 2.10 13% - 21%
Operating Cash Flow $296 - 316 6% - 13%
Capital Expenditures (37) - (38)

Free Cash Flow (") 259 - 2718  10% - 17%

1) See he allached Glossary for @ dscusson of Free Cash Flow,
171 See Forwand Locking Statement disclairner oo page 1 for tactars hat may affect cur absdity b achieve these resuls

Gartner




Glossary

Hon-GAAP Financial Measures

Invastars ara cautioned that Marmalzed EBITOW and Free Gash Flow ara nof francial measures undar ganerally accapled accounding principles. In adidilion. they
shauld nit be conslned as allemalives o ﬂnﬁ‘ alher miasangs of performande delermined in accandance wilh generaly aociplid a::cuumhgcplinciplcs Thissie rn-
?.D.n-!gmnmlmguree are provided to enhance the user's averall understancing of the Compary's camenl linancial peramaance and the Company's prospects lar
he fusure.

Normalized EBITDA

Represents cparaing income awcluding depraciation, ascralion on obigations ralated to axcess facilties, amortization, slock-besed compensation experse, Asquisition
Mmﬁmam&nﬂmrlfnlgm ‘e beliewe Mormalized EEITDA i animpariant measure of aur racuring operations a5 il exsiudes tems that may nat be indcativa af
aur g0k CogrEting resulls,

Reconciliation of Memalized EBITDA ta GAAP

15 in mrilion) il DS 2008 niT 2004 2008 2010 201 2z
Mel imeame hieg) 87 k] 858 574 5104 =3 08 3117 3166
Interest eapenss, net 1 1 17 e 18 18 168 0 ]
Olher (ncnrhe) sipesse. nel 7 a 1 (K1 1 k] - 2 1
Discorlinued cperations i) i) i i m - - - -
Ti provsion 15 T ] 40 48 s 28 B85 ]
Operating income ™ £ 10 0] ik $184 5134 5148 il L]
Hermakying aqustmants:

Depraciztion, ancretion and amarizatisn k]| ¥ H b L L 36 k] 3
WETA, itagrarion changes - 15 1 — - — - — -
Oher changac * & — 1} - - - - —
SFAS Mo, 123F) stock compenzation sepenss — - ik M H 26 3 H ¥
Fre-atau i tion defemed revenue [ar walue Bustmenls - q — —
Agzpuaiion and Infgration Cranges & 1 B — 3
Mommakzed EETDA 303 bl S50 a0 5213 Bkl 5230 3ETE 5315

Gartner




Glossary

Men-GAAP Financial Measures

Frae Cash Flow: Represants cash provided by aperating activities exduding cash charges relabed to the aequisitions of AMR Research and Burten
Grroup, which primanly consist of cerain nenrscurring costs such as ssverance and ofber exit costs (*Cash Acquisition and Infegration Charges™),
less addiians ta property, eguipment and leassheld impravements " Capital Expanditures”). We bebave that Fres Cash Flow is an impartant
measurz of the recurring cash generated by the Campany's core cperations that is available ta b usad to repurchase stock, repay debt cbligations
and invest in future growih through new busingss develepment aciiviies o acquisitions,

Reconciliation of Free Cash Flow to GAAP

15 in milians) ] 05 2008 2007 200 2013 200 201 2z
Cash pravided by aseralng sctlies 45 27 05 £4a 184 §1E2 L7} i 230
Cash Acquisition 2nd Integration Charges - - -— - - - B - 1
Capital Esperdiures 125 ] 21 4 2 (15 121] [42) [42)
Froe: Cash Flow £23 §5 £85 124 $18) 147 5152 5214 57

Gartner




