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ITEM 7.01. REGULATION FD DISCLOSURE.

On February 11, 2016, Gartner, Inc. (the “Company”) made investor presentations that 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 11, 2016




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 11, 2016 By: /s/ Craig W. Safian

Craig W. Safian
Senior Vice President,
Chief Financial Officer
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Forward Looking Statements

Statements contained in this presentation regarding the growth and prospects of the business, the Company's projected 2016
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 statements
involve known and unknown risks, uncertainties and ather factors, consequently, actual results may differ materially from those
expressed or implied thereby.

Factors that could cause actual results to differ materially include, but are not limited to, the ability to maintain and expand
Gartner's products and services, the ability to expand or retain Gartner's customer base; the ability to grow or sustain revenue
from individual customers; the abhility to attract and retain a professional staff of research analysts and consultants upon whom
Gartner is dependent; the ability to achieve and effectively manage growth, including the ahility to integrate acquisitions and
consummate acquisitions in the future; the ability to pay Gartner's debt obligations; the ability to achieve continued customer
renewals and achieve new confract value, backlog and deferred revenue growth in light of competitive pressures; the ability to
carry out Gartner's strategic initiatives and manage associated costs; the ability to successfully compete with existing competitors
and potential new competitors; the ability to enforce and protect our intellectual property rights; additional risks associated with
international operations including foreign currency fluctuations; the impact of restructuring and other charges on Gartrner'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 Garther'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 11, 2016 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 unanticipated
events or circumstances.
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Why Gartner
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Strong Value Proposition

« Unique and competitively differentiated insight on
clients’ Mission Critical Priorities

* Providing high client value
- At very low cost

Gartner
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Gartner

12% evenie

Business

Q/ Gartner
1 4 /0 Consulting
EUSIRCSS Extraordinary

Research
Insight

74% reésearcn

Business

Mate: Percentages based on midpoint of 2016 reverue guidance
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Impressive, Sustained Track Record of Performance

Contract Value ($M) 1,761 Normalized EBITDA ($M)
2006 2007 2008 2009 2010 201 20M2 2043 2044 2015 2006 2007 2008 2009 2010 2011 2012 2M3 2014 2015
Earnings per Share ($) $2.39 Free Cash Flow per share ($) $372
“50 IIIIIIII ””lIIIIIIII
2006 2007 2008 2009 2040 2041 22 2013 204 2015 2006 2007 2008 2008 2010 2011 2012 2013 2014 2015

MOTE: 20132015 Mormaized for Acquisidion and Inlegraticon Charges
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Vast Market Opportunity

 Vast, untapped and growing

- Driven by pervasive criticality and rapid rate of change
in technology

- Additional markets including Supply Chain and Marketing

Gartner




A Vast, Untapped Market Opportunity

{in § billions)
8
m@;lﬂ
IT
Leaders
Technical

Professionals

$61B

Gartner Estimated
Current Market

I 1

IT  Supply Chain Marketing Other Business Small

Function Function

Function

Leaders

Businesses

1.7
1

Gartner CV

Gartner




Winning Strategy

» Market-leading insights delivered through innovative,
differentiated offerings

» QOperating at scale

» Growing organizational capability to capture our massive market
opportunity

* Continuous improvement and innovation

e Gartner




Gartner




Extraordinary Business Model

* Recurring revenue with strong retention

 Clients diversified across geography, industry and client size
* High incremental margins

* Free cash flow substantially in excess of net income

Gartner




Strong Fundamentals: Geographic, Industry and
Size Diversity

United States
Brazil

United Kingdom
Germany

Japan

China

UAE
India

Rep.
legn

Other countries

Gartner




Strong Fundamentals: Geographic, Industry and
Size Diversity

United States Healthcare
Brazil Manufacturing
United Kingdom Retalil
Germany Public Sector

Japan Finance & Insurance

China Technology
UAE Energy & Utilities
India Services

Other industries

Gartner

Other countries




Strong Fundamentals: Geographic, Industry and
Size Diversity

Size
$10B+
United States $1-10B Healthcare

Brazil $0.1M-1B Manufacturing
<$0.1M

United Kingdom Retail
Germany Public Sector
Japan RQQ ugtry Finance & Insurance
China IQI'] ||1 Technology
UAE Energy & Utilities
India Services

Other countries Other industries

Gartner
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Exceptional Execution

[ ]

Performance-driven leadership team

Exceptional operational execution to grow at double-digit rates

Strong cash flow and balance sheet management to drive
shareholder value

L ]

10+ year track record of double-digit growth in key metrics

e Gartner




Performance Driven Leadership Team

Tenure

Avg Tenure Avg Tenure
at Gartner in Role

14 years

Non-
us
46%

Nationality

us
54%

World-Class Talent

Source of Leadership
Promotion External
54% 38%
Acquisition
8%
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Impressive, Sustained Track Record of Performance

Contract Value ($M) 1,761 Normalized EBITDA ($M)
2006 2007 2008 2009 2010 201 20M2 2043 2044 2015 2006 2007 2008 2009 2010 2011 2012 2M3 2014 2015
Earnings per Share ($) $2.39 Free Cash Flow per share ($) $372
“50 IIIIIIII ””lIIIIIIII
2006 2007 2008 2009 2040 2041 22 2013 204 2015 2006 2007 2008 2008 2010 2011 2012 2013 2014 2015

MOTE: 20132015 Mormaized for Acquisidion and Inlegraticon Charges
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Why Gartner

Unique and competitively Wast, untapped and Market-leading insights Recurring revenue with Performance-driven
differentiated insight on growing delivered through strong retention leadership team
clients' Mission Critical Priorities ] ] innovative, differentiated
ST Driven by pervasive offerings Clients diversified across Exceptional operational
Froviding high client value crﬂlcalg arl:;i rapid rate Operating at scale geography, industry and execution to grow at
change rati sca i i i
At very low cost et nolgogy p g client size double-digit rates
Growing organizational i ,
Additional markets capability to capture our High incremental margins ~ Strong cash flow and balance
including Supply Chain  massive market opportunity sheet management to drive
and Marketing Free cash flow shareholder value
Continuous improvement substantially in excess of
and innovation net income 10+ year track record of
double-digit growth in
key metrics
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Peter Sondergaard
Senior Vice President, Research

Gartner




Why Gartner
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Today’s Roadmap

e Changing Business & Technology

Gartner Research Capabilities

@ Innovative Gartner Products
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Every Company
Is a Technology

Company

Gartner




Every Budget is a

Technology Budget

Gartner




. Technology Changes

. Cost Structure Transformation

. Business Model Changes

Gartner




Technology Changes

Accelerating Change and Impact of Technologies

Robotics

Mobile

Digital
Workplace

Gartner




Technology Changes

Growth of Cloud Drives Business Transformation

Growth of cloud

100%
o Cloud enables:
« Use of technology

for a business goal

Business and
consumer led
technology

Technology as
30% On premise disruptive enable

Distributed analytics

a0%

T

B0%

20%

40%

-

-

20%

10%

-

Commodity scale

(%
2005 2006 2007 2008 2000 2010 2011 2012 2013 2044 2015 20096 2007 2018 2019 2020 2021 2022 2023 2024 2025

Source: Gartner Gartne[




Technology Changes

Gartner is Leading the IT Industry Conversation

APS Nexus Algorithmic
BI PLM CPM  GfForces  Economy
ASIC MES Green IT Digital
TCO ' SOA : Business
PBS
ERP BAM
Virtualization Al
ClientiServer V{%b
Mabile I"Femet Cloud [Maobile
PC Middleware Computing
Sustainability Muftisourcing
Consumerization
Windows Social Media/
Computing

33 COMFIDENTIAL AMNO FROPRIETARY = 206 Gartnar, Inc. andior A5 atfliabes All ights resermd Gartne[




Cost Structure Transformation

Gartner Assists in Cost Optimization of IT Budgets

IT Budget as a % of Revenue

3.7% -
3.6%
3.6% -
3.5%
3.5% -
3.4% 3.4%
3.4% -
3.3%
3.3% -
3.2%
3.2% -
31% - I
3.0% - . | . .
2011 2012 2013 2014 2015 2016

Source: Garner IT Key Metrics Data 2016: Cross industry Analysis, Multiyear Gartne[




Cost Structure Transformation

Growth in Business Unit Spending on IT

IT Budget Business Unit Budget

Energy & Utilities
Healthcare
Financial Services
Retail
79%

Education

Government 79%

90 85 30 75 a 20 40 60

®IT ®Non-T Gartner

Source: Gartner 2015 CI10 Survay, n=2267 Cl0s




Cost Structure Transformation

Digital Business Carries Significant Growth in Technology Spending

Traditional Bank Digital Bank
Metric example* example**
IT spending % 6.5% 15 to 20%
revenue
IT spending % of 8.5% 20 to 25%
opex
IT spending per $25k $40 to $50k
employee
Opex:Capex 2:1 9:1

Gartner




Business Model Changes

CEOs Expect Significant Transformation of Their Industry

Industry transformation by 2020

Substantial industry

Moderate industry 43% R T

transformation

Little industry We will operate ina
transformation — ‘new’ industry —
it will be very almost unrecognizable

similar to today compared to today.
Source: Gartner 2018 CEO Survey
=396 CEOQs and Sr. Business Execulivas Gartner




Business Model Changes

CEOs Expect Disruption is Driven by Technology
CEO Expectations — Industry transformation by 2020

MNone at this time

Other science &
tech

Digital & IT related bi

Mot tech related

m 2016 n=297 CEO=s and Sr. Business Executives
m 2013 n=246 CEOs and 3r. Business Executives

Source: Gariner 2016 CEO Survey Gartnet

n=336 CEOs and Sr. Business Execulives




Today’s Roadmap

e Changing Business & Technology

Gartner Research Capabilities

@ Innovative Gartner Products
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Gartner Research Expertise

Scalable, Global and Experienced Analyst Base

Imn‘]\ Ourl tfaams:

T ]‘ T ]‘ * Minimum 15 years of

’n‘ w experience at time of hire

o 196 o + 60% have 20+ years

'mnm‘ 'Efnw of industry experience
Teams

* Become globally recognized
experts

T’ﬁ‘]‘ '.ﬁ'iﬂ' T’H‘]‘ - Single digit attrition rates

I Gartner




Gartner Research Expertise

Global Coverage
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Gartner Research Expertise

17,000

Decision Senior Primary Interactions

Makers in echnology Research with

10,00_0 Executives
Enterprises

Technology
and Service
Providers

Gartner
Research
Circle

Peer
review

Analyst
communities

Quality
reviews
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Gartner Research Deliverables

Highly Leverageable, High Margin Content

o Written Research

o Access to Experts

o Coaching and Peer Interactions
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5,000 New Documents in 2015

110,000 Archived Documents
in 2015

Content Type Examples:

» Vendor Selection

« Strategic Roadmaps
« Best Practices

* |nteractive Tools

Gartner




Gartner Research Deliverables

Agile, Scalable Access to Individual Advice

@ written Research 230,000 One-on-one

Interactions
Over 100,000 via Video

o Access to Experts

4.5 out of 5 Quality
Rating (5 is best)

o Coaching and Peer Interactions
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Gartner Research Deliverables

Leveraging the Growing Number of Gartner Clients

o Written Research

49,000 clients registered
in Peer Connect

242,000 Peer Conversation
View in 2015

9 Access to Experts

Over 10,000 unique monthly
visitors

o Coaching and Peer Interactions
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Today’s Roadmap
e Changing Business & Technology

Gartner Research Capabilities

@ Innovative Gartner Products

Gartner




Strong Value Proposition

Save Time Save Money Gain Resources Gain Confidence

©00C06

Gartner




Gartner Research — Market Opportunity

IT Function
Products

3388 & Gartner for IT Executives
5]

CIOs

iddsd

IT Leaders

1 |
® © 0 o Gartner for Technical
14| I
I_ 'ﬁ'&' .ﬁgﬁg Professionals

Technical Professionals
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Gartner Research — Market Opportunity
Supply Chain Function

Products

a Gartner for Chief Supply
Chief Supply Chain Officers
Chain Oﬂ‘icers
Gartner for Supply Chain
& & ﬁ Leaders

Supply Chain
Leaders

]

1

2 [ 2 [0/ B
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Gartner Research — Market Opportunity

Marketing Function
Products

.
J Chief Marketmg Gartner for Chief Marketing
Ofroer Officers
Gartner for Marketing
Marketing Leaders Leaders

-35

1

—
L2 [ 2 Jol] o

Gartner




Gartner Research — Market Opportunity
Other

Products

EW a Gartner for Business
] CEO Leaders

1
8 & i z Gartner for Business

Leaders

Business leaders

¢ 0 6 0 0 o Gartner for Business
a .80 _0_60
WY Leaders

Subject matter experts

1

L = | o |o o
o
Be
Mo
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Gartner Research — Market Opportunity

Small Businesses

Total
$61B l
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A Vast, Untapped Market Opportunity

{in § billions)
Gartner Estimated

CIOs Current Market
; $61B
Leaders

Technical 14

Professionals
| ] -
IT  Supply Chain Marketing Other Business Small Gartner CV

Function Function Function Leaders Businesses
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Why Gartner
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Claire Herkes
Group Vice President, Events

Gartner




Why Gartner
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Gartner Events Segment Revenue: 2011 - 2015

. ¥14%
A1 to 2013 CAGR: 2
20
m ] 228 i
] I I I
2011 2012 2013 2014 2015

Mate All figures are as repared in UED in milians reported exchange rates
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Gartner Events
Business

Extraordinary
" Differentiated live

events leveraging
research content

Research
Insight

Gartner




Gartner Events
Business

| Extraordinary

65 Events
52,000+ Attendees
6 Continents
2,350 Exhibitors

Research
Insight

World’s Leading Technology Conference Producer Gartner.




Our mission:

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

Gartner




Gartner Events
Business

Current

Relevant
Actionable
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Attendee Value Proposition

Face-to-face analyst interaction




Attendee Value Proposition

Industry leaders

G.a r"!ner




Attendee Value Proposition

Unparalleled peer networking




Attendee Value Proposition

Access to leading solution
providers




Attendee Value Proposition

Actionable advice




Exhibitor Value Proposition

Cost effective
lead generation

Face-to-face interaction
with senior level attendees

Gartner




2015 Gartner Events Portfolio

65 strategic conferences covering all major geographies,
attracting more than 52,000 technology and business professionals

Gartner.
SYMPOSIUM ITXPO*

T 4 Il

Gartner.
ﬂ Gartner E Gartner. i! Gartner Digital Marketing

Summits Supply Chain Catalyst Conference
Executive Conference

Conference




Gartner.
SYMPOSIUM ITXPO°

The World's Most Important Gathering of ClOs and Senior IT Executives
Over 20,000 Participants

. i T sty B
. SPAIN :
BTl November 8 — 12 - 5 :
UNITED STATES UNITED ARAB JAPAN

October 4 — & EMIRATES October 28 - 30

May 19— 21

INDIA
Movember 2-5

BRAZIL . A { w
October 19 - 22 SOUTH AFRICA el Mg _ Auéﬁ’;m
Y= 28 — 3 , -
4 SEPEMPER20. 30 - October 26 - 29

Gartner




THE WALL STREET JOURNAL.

WaJ

loT has the potential to be the
infrastructure of digital, platform-based
businesses, but deployment is in the
early stages, experts say. “A platform
1S a business that exploits network
effects. loT brings that possibility much
higher,” said Gartner's at
the company’s Symposium/itxpo.

Gartner




Peter Sondergaard, senior
vice president of research at
Gartner, says that the global

tech market will regain strength
in 2016, thanks to the launch of
Windows 10 and Data Center
Systems market growth.

Gartner




FINANCIAL
TIMES

Interviewed at

, Klas Bendrik,
senior vice-president and CIlO of
Volvo Car Group, said “The IT
department is moving way beyond
being an internal service provider
for the business.”

Gartner




#GartnerSYM

Reached 27M people

Gartner




2015 CIO Event Portfolio

E Gartner N Gartner

ClO Leadership forum CIO & IT Executive

Gartner.
= SYMPOSIUM ITXRO:

B 492

6,600 CIO's

Gartner




Why Gartner
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Per Anders Waern
Senior Vice President, Consulting

Gartner




Gartner Consulting

Gartner
Consulting
Business

Extraordinary
Research
Insight

Longer-term differentiated

engagements leveraging
Gartner research

Gartner




Why Gartner
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Gartner Consulting

Gartner
Consulting
Business

Extraordinary
Research
Insight

Independent and Objective

Powered by Gartner Research

Proprietary Benchmark Enabled

Gartner




Gartner Consulting

Backlog

+19%
A 119

99

2014 2015

A6 Gartner. Inc. andior /s atfliatas Al rights resermd

Highest-ever
backlog

Gartner




Gartner




Managing Partners
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Managing Partners

Long term, trust

based relationships

Repeat business

Gartner




Gartner Consulting

Gartner
Consulting
Business

Extraordinary
Research
Insight

Solution
Innovation

Gartner




Gartner Consulting

Gartner
Consulting
Business

Extraordinary
Research
Insight

Best practices for key
technology initiatives

Contract Optimization
Benchmarks

Gartner




Best Practices For Key Technology Initiatives

Research driven
Benchmark informed

From good to great

IDENTIAL AND FROPRIETARY | & 2016 Gartnar. Inc. andier Bs afliliatas Allrights resenmd Gartner




Right Products, Right Terms, Right Pricing

Digital economy drives
new contract models

Increased client uncertainty




Right Products, Right Terms, Right Pricing

Needs assessment

Negotiation of money saving
terms and conditions

Focus on bottom line impact

$360M
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Benchmark Analytics
>5K IT environments annually
Roadmap of priorities

Become digital ready




Gartner Consulting

Gartner
Consulting
Business

Extraordinary
Research
Insight

Powered by Gartner Research

Proprietary Benchmark Enabled

Independent and Objective

Gartner
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Experienced Senior
Practitioners

$391K average annual revenue
per head

606 billable Consultants
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Experienced Senior
Practitioners and Growing

Access to Leading Organizations

Unique Gartner Insights

Professional Development

Gartner




Why Gartner
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David Godfrey

Senior Vice President, Worldwide Sales

Gartner




Why Gartner
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Gartner Sales

Gartner

5 Allrights resermd
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Gartner Sales

2,171 quota-bearing
sales associates

Profile of a Gartner
Account Executive

295% growth
since 2005

Roughly split between
NA and ROW

Highly motivated

Great sales DNA
Passionate
Goal oriented

Gartner




Strong Fundamentals: Geographic, Industry and

Size Diversity

United States
Canada

Latin America
United Kingdom
France
Germany
Japan

China

Etc.

Size

Fortune 500

Qe
glgn

$1B+
<$1B

nd

u-‘"td

Healthcare
Manufacturing

Retail

Public Sector
Finance & Insurance
Technology

Energy & Utilities
Services

Etc.

Gartner




Gartner Sales

2,171 quota-bearing
sales associates

Profile of a Gartner
Account Executive

295% growth
since 2005

Roughly split between
NA and ROW

Highly motivated

Great sales DNA
Passionate
Goal oriented

Gartner




A Vast, Untapped Market Opportunity

{in § billions)
8
m@;lﬂ
IT
Leaders
Technical

Professionals

$61B

Gartner Estimated
Current Market

I 1

IT  Supply Chain Marketing Other Business Small

Function Function

Function

Leaders

Businesses

1.7
1

Gartner CV

Gartner




110,000

Enterprises
In our Database

Gartner




Clients/
30 year

Gartner




10,796

Current
Enterprise
Penetration

Gartner




Client Enterprise and Contract Value Growth

# Of Client +838

Enterprises 10786

9,958
} 8,630 9.071
?530 8,070
6,318 ﬁ 6,400 6,544 l

2006 2007 2008 2009 2!31 0 201 1 2012 2013 2014 2015

Research
Contract Value $1.603M $1 761M

s1116M S 1263M plisiy
$078M
$640M mam HE . . l

zuns 200? 2008 2008 2010 2011 2012 2013 2014 2015
13% COWFIDENTIAL AMD FPROPRIETARY 206 Gartrier. Inc. andior is atiliatas Allrights rasarmd Ga rtner




Research Sold as Subscriptions to Individuals

ClO * Role-based
* Recurring revenue

o] 333348424 32
£222282420052823 2

R YYYYYYYYYYYIIITE
$22222428222282828 2
£232222828222222228 &
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Research Sold as Subscriptions to Individuals

ClO * Role-based
* Recurring revenue

!l $335433344 32
£38228252582528 2

e $33838828388828858 &
£222223200228222 2
£3522222228222222283 2
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Research Sold as Subscriptions to Individuals

ClO ﬁl_lz_ﬁ

IT — 1 1 1 1 1 I 1 4
Leaders
Technical L1 | Iﬁ Z_ I'l_ [ I | I_ I l. I I
Professionals : : : D A & :
[ | | [
I| [ lﬁ [

Gartner




Research Sold as Subscriptions to Individuals

ClO ‘

IT L e e I
Leaders ‘ &z

[
Technical : 0
Professionals : : g D 4

Gartner




Why Gartner
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Sales Strategy to Capture Market Opportunity

Coverage Effectiveness

Gartner




Sales Strategy to Capture Market Opportunity
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Sales Strategy to Capture Market Opportunity

Coverage Effectiveness
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Sales Strategy to Capture Market Opportunity

Effectiveness

Gartner




Sales Strategy to Capture Market Opportunity

Capacity

Grow sales
headcount
15 — 20% annually

Architected
recruitment and
training plan

Gartner




Sales Strategy to Capture Market Opportunity

Capacity

Grow sales
headcount

Direct Quota Bearing Headcount

2,171

1,881
15 — 20% annually 1643
1,417
1.268
Architected s 928 92 0
recruitment and s
training plan I

2006 2007 2008 2009 2010 2011 2012 2013 2014 2015

Gartner




Sales Strategy to Capture Market Opportunity

®
o
o
]
>
o
O

SEruslsuNeRSRRERA RS @
[ ] “ SIS RARRERARER

LR 11 T L1
L4 sEnd Snbned

SAERE SEEE
SESBEE
i3 1] L1l

ae ARMERAREGREREN
LTI T T
L] L L]

Emphasizing client
planning capability

Matched to global
Intimacy

opportunity
Agile territory

Gartner




Sales Strategy to Capture Market Opportunity

Coverage

Matched to global
opportunity

Emphasizing client
intimacy

Agile territory
planning capability

Research Client Enterprises 10.796

9,958
630 9071
7680 8070
6,318 Eia 6,400 6,544 . I I

2006 2007 2008 2009 2010 2011 2012 2013 2014 2015

Average Contract Value per Enterprise ($K)
161 163

157
148
1 L2 120 177 =
5 l I I I I I

2006 2007 2008 2009 2010 2011 2012 2013 2014 2015

Gartner




Sales Strategy to Capture Market Opportunity

Coverage Effectiveness

Gartner




Sales Strategy to Capture Market Opportunity

Effectiveness

Recruiting
Great Talent

World Class Training

Proprietary Tools
and Best Practices




Gartner Sales: A Great Place to Work

Gartner reputation

Best Place To Work,
Employees’ Choice

Winner 2013, 2014,
2015 and 2016

[glassdoor-

One of Forbes "Most
Innovative Growth
Companies" 2015

Top 25 Most Socially
Engaged Companies
on LinkedIn
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Gartner Sales: A Great Place to Work

Gartner culture

« Strategic relationships

L]

Collaboration

L]

Leading tools and
best practices

L]

Innovative products




Why Gartner
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Craig Safian

Chief Financial Officer

Gartner




Why Gartner

= 206 Gartnar, Inc. andior A5 atfliabes All ights resermd Gartnen




Today’s Roadmap

Strong Sales Cash Flow
Fundamentals Productivity Generation

' ' ‘u‘la,
g 2

Capital Long-Term
Deployment Growth

-ll'

Gartner




Strong Fundamentals

Vast, growing Predictable, attractive,
and untapped cash generative
market opportunity business model

Diverse client-base —

. ; : Track record of success
regional, industry, size

I Gartner




A Vast, Untapped Market Opportunity

{in § billions)
8
m@;lﬂ
IT
Leaders
Technical

Professionals

$61B

Gartner Estimated
Current Market

I 1

IT  Supply Chain Marketing Other Business Small

Function Function

132 COMFIDENTIAL AMD PROPRIETARY

Function

Leaders

Businesses

1.7
1

Gartner CV

Gartner




Strong Fundamentals: Research Largest Portion of
Revenue

$1,037M $1.,469M $1,616M $1,784M $2,021M $2,163M

Events

Consulting

Research

2008 2011 2012 2013 2014 2015
133 CONFIDENTIAL AMND PFROPRIETARY 206 Garner. Inc. andior /5 atliiabas Allights resared Gartner




Strong Fundamentals: Research Business Model

$2,163M
Events

Consulting

Growth

Research

2015

Gartner




Strong Fundamentals: Research Business Model

$2,163M
Events

Consulting

Recurring revenue business

Research

2015

Gartner




Strong Fundamentals: Research Business Model

$2,163M
Events

Consulting

Research

High renewal rates
Client Retention 84%
Wallet Retention 105%

Gartner

2015




Strong Fundamentals: Research Business Model

$2,163M
Events

Consulting

Research

High incremental margins

Research | 70%

2015

206 Garner. Inc. andior /5 atliiabas Allights resared Ga rtner




Strong Fundamentals: Research Business Model

$2,163M
Events

Consulting

Upfront invoicing and collection/
negative working capital

Accounts
Receivable
Deferred
Revenue

2015 e

Research

2011 2012 2013 2014 2015
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Strong Fundamentals: Research Business Model

» Growth
* Recurring revenue business Strong
 High renewal rates Cash Flow

- High incremental margins Generation
- Upfront invoicing and collection

Gartner




Strong Fundamentals: Track Record of Success

Total Revenue ($M) 3 183

1,037

2006 2007 2008 2005 2000 2011 2012 2013 2014 208

Earnings per Share (§)
$2.30

2006 2007 2008 2008 2010 2011 212 2013 2014 2015
NOTE: 2013-2015 Hommalized for &cquisition and Integration Charges

140 COMFIDENTIAL MO FROPRIETARY 2016 Gamnar, NG andicr i5 atliliatas Allrghts reseneo

Normalized EBITDA ($M)

150

2006 2007 2003 2009 2010 2011 22 2013 2014 2015

Free Cash Flow per share (%)
§3.72

H0.73

206 2007 2008 2008 20100 2011 201 2043 2014 2015

Gartner




Strong Fundamentals: Track Record of Success

1,761
Contract Value ($M)

G410

2006 2007 2008 200% 2010 2011 202 213 2014 2015

# Of Client Enterprises
10,795

6,318

Z006  2OO7  ZOOE 2008 ZOAO0 2O 2012 2013 2014 2015

141 CONFIDENTIAL AMD FROPRIETARY A6 Gartner. Inc. andior /s atfliatas Al rights resermd

2471
Quota Bearing Headcount

2006 2007 2008 2008 2010 2011 2012 E2M3 2014 2S5

Contract Value per Client Enterprise ($K)
163

01

2006 2007 2005 2000 2010 211 2012 2013 2014 201S

Gartner




Strong Fundamentals: 2016 Outlook

Total Revenue ($M)

2,163 it
1784 2,021

1488 1616

2011 2012 2013 2014 2015 2016 Mid-
paint

Earnings per Share ($) @
2.66

2-24 2-39
1.97
1.73
1.39

2011 012 2013 2014 2015 2016 Mid-
point

NOTE: 2013-2015 Normalized for Acquisition and Integration Charges
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Normalized EBITDA ($M)

408 455
ws M5
278
2011 2012 2013 2014 2015 2016 Mid-
paint
Free Cash Flow per share ($)
4,33
3.44 3.72

2041 2012 2013 2014 2015 2076 Mid-
paint

Gartner




Strong Fundamentals: Geographic, Industry and
Size Diversity

United States
Brazil

United Kingdom
Germany
Japan

China

UAE

India

Other countries

Gartner




Strong Fundamentals: Geographic, Industry and
Size Diversity

United States Healthcare

Brazil Manufacturing

United Kingdom Retail

Germany Public Sector
Japan Finance & Insurance
China Technology
UAE Energy & Utilities
India Services

Other industries

Gartner

Other countries




Strong Fundamentals: Geographic, Industry and

Size Diversity

United States
Brazil

United Kingdom
Germany

Japan

China

UAE

India

Other countries
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Size

$10B+

$1-10B
$0.1M-1B

<$0.1M

Healthcare
Manufacturing

Retail

Public Sector
Finance & Insurance
Technology

Energy & Utilities
Services

Other industries

Gartner




Today’s Roadmap

Sales
Productivity

0304
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Total Contract Value

Why this measure is better?

Total value of what Better measure of
the client is actually § cash flow capability

Completely aligned
with how we

buying, renewing and of true
and paying productivity

measure and pay
our sales team

« Research Contract Value — current method
» Total Contract Value — new method

Gartner




Total Contract Value - lllustrative Example

CIO Service/$100,000

Access to Access to Event
IT Research CIO Research Access

e Gartner




Total Contract Value - lllustrative Example

CIO Service/$100,000

Research Contract Value Total Contract Value

Access to Access to Access to Access to
IT Research ClO Research IT Research ClO Research

$100K

Gartner




Total Contract Value

1,697

$M 1,604

Q12014 Q22014 Q32014 Q42014 Q12015 Q22015 Q32015 Q42015

Growth
Rate 13% 13% 13% 15% 15% 15% 15% 14%

Mate; Total Gontract Walue method presentzd at 2016 FX rates




Sales Productivity — Growth in Sales Headcount

Single largest investment is growing the sales force to capture untapped
market opportunity

Direct Quota Bearing Headcount .

1,881
1,643

1268 1,417

1,049

928 942
) ﬁ I

2006 2007 2008 2009 2010 2011 2012 2013 2014

2015

Gartner




Sales Productivity — Measuring Progress

We measure as NCVI per AE

Measure on a rolling four quarter
basis or for stand-alone periods

Net contract value increase
(NCVI or growth) per Account
Executive (AE)

* Rolling 4 quarter best way to

measure as it eliminates seasonality

» Focus on growth per AE as much of
our business is renewable

Gartner




Sales Productivity — Measuring Progress

Calculating NCVI per sales person (AE)

lllustrative Basis
$150k
= $1,150k | NCVI

Opening Retention New Closing CV
CV per AE @ 85% Business per AE

Mot For ilustralive purposses

Gartner




Sales Productivity — Measuring Progress

How to calculate sales productivity:

Rolling Four ] . _ Average
Quarter FX Neutral [N ©Orening period sales wmmm o, ctivity (NCVI)

CV Growth & headcount — per AE

Gartner




Sales Productivity — 2015 Calculation

$1.,492M

2015 Opening CV

$1,697M

2015 NCVI 2015 Closing CV

Opening 2015 direct Average

quota bearing Productivity
{NCVI) per AE

2015 FX
Neutral NCVI

headcount

$205m 1,881 $109k

Mote: Total Contract Value method; presented at 2016 FX rates
R Gartner
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Sales Productivity

$115k $116k 114 115k
$106k S114k . $109k

$104k

Q1 2014 Q2 2014 Q3 2014 Q4 2014 Q1 2015 Q2 2015 Q3 2015 Q4 2015

Mote: Total Contract Walue methad, presented at 2016 FX rates

1588 COMFIDENT LMD FROPRIETAR A0E Iy 1 i 1 RETY Gartner




Strong Sales Cash Flow

Fundamentals Productivity Generation
) @ 5
0
Capital Long-Term
Deployment Growth

|I|'
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Sales Productivity — Small Improvements Can Have
a Large Impact

15% per year sales headcount growth and:
Contract value growth

Year 1 Year 2 Year 3 Year 4 Year 5
Flat Productivity
(FX Neutral) 14% 14% 14% 14% 14%
55k improvement
per year (FX Neutral) 15% 15% 16% 16% 17%
$10k improvement
per year (FX Neutral) 15% 16% 18% 18% 19%

Bloles:
1] Sales foroh rows 15% par yasr
2] 2015 Productivity in 2018 FX ratas i §108 Tolal &¥ Method)

Gartner




lllustrative Model: Productivity Scenarios

B Flat Productivity
B $5k improvelyear $3.5B

" $10k improvel/year

$3.8B

Year Year Year Year Year Year

158% COMFIDENTIAL MO FROPRIETARY = 2016 Zarmnar, Inc. andicr is atliliatas Allrights reseneo Gartne[




Today’s Roadmap

Cash Flow
Generation

(%X,

b el
<+ =
F 4 kY

(L

Gartner




Cash Flow Conversion: Definition of Free Cash Flow

2015
Cash provided by operating activities $346M

Less: Capital expenditures  (46)M

Add: Cash acquisition and
integration payments 17M

Free Cash Flow $316M

MNote: See Company filings for definilions of Free Cash Flow

Gartner




Cash Flow Conversion

Client buys $100K contract
$100K invoice sent
Client pays $100K

L J

O QO Qe QO

Dec. Mar. Jun. Sep. Dec.

« Contracts invoiced and collected well in advance of revenue
recognition and delivery.

Gartner




Cash Flow Generation

Ml Net Income
B Free Cash Flow

$312M
$280M
$214M $236M
14
$187M e
$166M
$137M
I 156% 142% 150% 154%

2011 2012 2013 2014

Mofe: 2013 — 2015 Nat Incomea Mormalized for Acquisition and Integration Costs
MNote: See Company filings for definitions of Nat Incame excluding acquisitions and integration costs and Free Cash Flow
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$316M

$203M

156%

2015

Gartner




Cash Flow Conversion

FCF as % of Net Income excluding acquisition and integration expenses

156% 154% 156% 156%
1429 150% 0

201 2012 2013 2014 2015 2016
Mid-point
Mote: 2013 - 2015 Met Income Mormalized for Scquisition and Integration Cosis
Mote: Sze Company filings for definitions of Net Incomea excluding acquisilions and integration costs and Free Cash Flow
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Cash Flow Conversion

FCF as % of Normalized EBITDA

0
6% — 81% 81% 789% 79%

2011 2012 2013 2014 2015 2016
Mid-point

Mote: See Company filings for definifions of Mormalized EBITDA and Free Cash Flow

165 COMFIDENTIAL MO FROPRIETARY A0E A, Inc. andior is attliliatas Allnghts resenmo Gartner




Cash Flow Generation: FCF/Share

2011 2012 2013 2014 2015 2016
Mid-point

Mote: See Company filings for definition of Free Cash Flow
168 COMNFIDENTIAL AMND FROPRIETARY 2016 Gamnar, NG andicr i5 atliliatas Allrghts reseneo Ga rtner
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Today’s Roadmap

Capital
Deployment

Gartner




Capital Deployment

Strategic Share

Acquisitions Repurchases

Gartner




Capital Deployment: Strategic Acquisitions

Strategic Acquisitions

~$673M on eight deals
2005 2009 2012 2014 2015
% .
g\ I AMR Research @IDEAS  Software Advice” i Capterra
S ($63M) $18M ($135M)  Nubera ¢
($160M) ( ) T
H SENEXX  ($234M total)
H ($6M)
burton
($56M)

Maote: Acquigition value includes deferred f contingent consideration

Gartner




Capital Deployment: Strategic Acquisitions

Augment/Accelerate Techauisitions
Core IT Business |

A\ MET Group % AMR Research SENEXX
H Software Advice
555 Nubera ¢
o Capterra
@IDEAS A

Gartner




Capital Deployment: Share Repurchases

Annual share repurchase activity

432

212 197

2011 2012 2013 2014 2015

Hoter Company has 31,1238 remaning on its share rmpurchase autherizeation.

Gartner




Capital Deployment: Share Repurchases

Significantly reduced shares outstanding

100M 1
B4M
2010 EOQY 2015 EQY

Mote: Q4 Fully Diluted Shares Qutstanding

172 COMFIDENT AMD FROPRIETARY

Repurchased at attractive prices

$60/share

2011 - 2015

Note: Weighted Average Price / Share

Gartner




Cash & Capital Deployment: Cumulative Sources
and Uses

Cumulative Sources/Strategic Uses of Cash

2011 - 2015
B Acquisitions

P Share Re-purchase
Strategic Uses I $1.4B $1.8B

Mot See Campany filings for a defmition of Free Cash Flow
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Capital Deployment: Capital Structure

Gross Debt ($M) Net Debt ($M)

825

452
405
200 205 205

57 40

2011 2012 2013 2014 2015

-85
219

2011 2012 2013 2014 2015

Gartner




Capital Deployment: Capital Structure

Net Debt / EBITDA Ratio N
Ax

-0.3x

-0.6x
2011 2012 2013 2014 2015

Gartner




Today’s Roadmap

Long-Term
Growth

-ll'

Gartner




Why Gartner
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Future Growth: Long-term Growth Objectives

Total Revenue Growth 12 — 17%
Research 15 - 20%
Consulting 3 — 8%
Events 5 — 10%

Gartner




Why Gartner

Unique and competitively \fast, untapped and Market-leading insights Recurring revenue with Performance-driven
differentiated insight on growing delivered through strong retention leadership team
clients' Mission Critical Priorities ] ] innovative, differentiated
YT Driven by pervasive offerings Clients diversified across Exceptional operational
Froviding high client value ”“'“'g arl]'lg rapid rate Operating at scale geography, industry and execution to grow at
change rati sca i i i
Atvery low cost et nolgogy p g client size double-digit rates
Growing organizational i ,
Additional markets capability to capture our High incremental margins ~ Strong cash flow and balance
including Supply Chain  massive market opportunity sheet management to drive
and Marketing Free cash flow shareholder value
Continuous improvement substantially in excess of
and innovation net income 10+ year track record of
double-digit growth in
key metrics
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Select Sales Productivity Data at 2016 Rates

Rolling 12-Month

$151M  $154M  $170M  $189M $197YM  $204M  $209M  $205M

NCVI
Opening Period

a Gy 1461 1549 1805 1643 1698 1787 1820 1,881
ﬁ;ffgemw $104K $100K S$106K $115K  $116K $114K  $115K  $109K

Mote: Total Contract Walue methed; presented at 2016 FX rales
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Why Gartner
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