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Item 7.01 Regulation FD Disclosure.
 
On February 15, 2018, Gartner, Inc. (the “Company”) plans to make 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 8.01 Other Events.
 
On February 15, 2018, the Company announced that it will hold its 2018 Annual Meeting of Stockholders at 10:00 a.m. eastern time on May 24, 2018 at the
Company’s offices in Stamford, Connecticut. 
 
Item 9.01 Financial Statements and Exhibits.
 

(d) Exhibits
 
Exhibit No.  Description
99.1  Gartner, Inc. Investor Presentation dated February 15, 2018
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1 CONFIDENTIAL AND PROPRIETARY I © 2018 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 2018 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 L iti gation Reform Act of 1995). Such forward looking statements involve known and unknown risks, uncertainties and other factors; consequently, actual results may differ materially from those expressed o r i mplied thereby. Factors that could cause actual results to differ materially include, but are not limited to, the ability to achieve and effe cti vely manage growth, including the ability to integrate our recent acquisitions, and consummate and integrate future acquisitions; the ability to pay Gartner’s debt obligations, the ability to maintain and expa nd 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 ability to attract and retain a p rofessional staff of research analysts and consultants upon whom Gartner is dependent; the ability to achieve continued customer renewals and achieve new contract value, backlog and deferred revenue gr owt h 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 potentia l n ew competitors; the ability to enforce and protect our intellectual property rights; additional risks associated with international operations including foreign currency fluctuations; the impact of rest ruc turing 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; the impact of t he Tax Cut and Jobs Act of 2017; 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. For ward looking statements included herein speak only as of February 15, 2018 and the Company disclaims any obligation to revise or update such statements to reflect events or circumstances after th is date or to reflect the occurrence of unanticipated events or circumstances. In this presentation, we include “Combined” numbers that, for periods prior to our acquisition of CEB (unless expressly noted ot herwise), reflect numerical addition of the results of Gartner and CEB for each line item and do not include all the adjustments required with respect to the presentation of pro forma financial inform ati on under GAAP and the rules and regulations of the SEC. Accordingly, these “Combined” numbers are non - GAAP, but are provided because Gartner believes they are useful in comparing performance of Gar tner following the CEB acquisition with performance of Gartner and CEB independently prior to Gartner’s acquisition of CEB. These Combined numbers should be read together with the historic al financial statements of Gartner and CEB included in their respective quarterly reports on Form 10 - Q and annual reports on Form 10 - K, and the pro forma financial statements included in Exhibit 99.1 to Gartner’s Current Report on Form 8 - K filed with the SEC on April 6, 2017 and footnote 2 to Gartner’s Current Report on Form 10 - Q for the period ended September 30, 2017. References in this presentation to "Heritage Gartner" operating results and business measurements refer to Gartner excluding CEB . Disclaimer & Explanatory Note

 



 

2 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. ▪ Gene Hall, CEO ▪ Peter Sondegaard , EVP, Research & Advisory ▪ Break for lunch ▪ Joe Beck, EVP, Global Technology Sales ▪ Chris Thomas, EVP, Global Business Sales ▪ Craig Safian , EVP & CFO ▪ Q&A – Gene Hall & Craig Safian Gartner Investor Day 2018 Agenda

 



 

Strategy for Achieving Sustained Double Digit Growth GENE HALL

 



 

4 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Detailed overview of our business Continue creating extraordinary value Long - term, double digit growth in key financial metrics

 



 

5 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Overview $ 4B+ Revenues 15,000 Associates 12,000 Client Enterprises 100 Countries

 



 

6 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. 6 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Business Segments $4.2 Billion Research 75% Events 10% Consulting 8% TA & Other 7%

 



 

7 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. 7 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Business Segments $ 4.2 Billion Research 75% Events 10% Consulting 8% TA & Other 7%

 



 

8 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. 8 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Business Segments $4.2 Billion Research 75% Events 10% Consulting 8% TA & Other 7%

 



 

9 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. 9 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Business Segments $4.2 Billion Research 75% Events 10% Consulting 8% TA & Other 7%

 



 

10 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. 10 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Business Segments $4.2 Billion Research 75% Events 10% Consulting 8% TA & Other 7%

 



 

11 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Our Strong Value Proposition for Clients Actionable Insights Products, Pricing and Terms Benchmarks Connect with Peers Professional Development
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13 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. 13 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Developing the Gartner Formula ‘01 ‘02 ‘03 ‘04 ‘05 ‘06 ‘07 ‘08 ‘09 Indispensable Insights Exceptional Talent Sales Excellence Enabling Infrastructure Globally Consistent Execution Continuous Improvement & Innovation v1 v1 v1 v1 v1 v1 CAGR - 3% CAGR 10% $764M TECHNOLOGY BUSINESS

 



 

14 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. The Gartner Formula For Sustained Long - Term Double Digit Growth

 



 

15 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. 15 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Market Opportunity IT $55B

 



 

16 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. 16 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Applying the Gartner Formula to Accelerate Supply Chain ‘09 ‘10 ‘11 ‘12 ‘13 ‘14 ‘15 ‘16 ‘17 CAGR 24% $88M v2 Indispensable Insights Exceptional Talent Sales Excellence Enabling Infrastructure Globally Consistent Execution Continuous Improvement & Innovation v3 v2 v3 v2 v3 v2 v3 v2 v3 v2 v3 ‘08 ‘07

 



 

17 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. 17 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Market Opportunity Supply Chain $23B Total $78B IT $55B

 



 

18 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. 18 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Applying the Gartner Formula to Grow Marketing ‘13 ‘14 ‘15 ‘16 ‘17 Organic CAGR 76% ‘12 $20M Indispensable Insights Exceptional Talent Sales Excellence Enabling Infrastructure Globally Consistent Execution Continuous Improvement & Innovation v3 v3 v3 v3 v3 v3

 



 

19 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. 19 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Market Opportunity M arketing $25B Supply Chain $23B Total $103B IT $55B

 



 

20 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. 20 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Applying the Gartner Formula to Accelerate Technology Contract Value Growth ‘09 ‘10 ‘11 ‘12 ‘13 ‘14 ‘15 ‘16 ‘17 CAGR 14% $2.2B v2 Indispensable Insights Exceptional Talent Sales Excellence Enabling Infrastructure Globally Consistent Execution Continuous Improvement & Innovation v3 v2 v3 v2 v3 v2 v3 v2 v3 v2 v3

 



 

21 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. 21 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. ‘09 ‘10 ‘11 ‘12 ‘13 ‘14 ‘15 ‘16 ‘17 ‘04 ‘05 ‘06 ‘07 ‘08 CV ‘09 ‘10 ‘11 ‘12 ‘13 ‘14 ‘15 ‘16 ‘17 ‘04 ‘05 ‘06 ‘07 ‘08 Free Cash Flow +13% +23% Note: Free cash flow is combined for 2017 Please see appendix for free cash flow definition and reconciliation

 



 

22 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Three Megaforces Driving Unprecedented Change MACROECONOMIC & POLITICAL VOLATILITY TECHNOLOGY - DRIVEN INDUSTRY DISRUPTION TECHNOLOGY PERVASIVENESS 101101 011010 010011

 



 

23 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Analytics Mobility Enablement AI & Machine Learning Natural Language Processing Technology is Pervasive Across the Enterprise Supply Chain Marketing Sales Information Technology Human Resources Legal Finance Customer Svc. & Support General Manager

 



 

24 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Three Megaforces Driving Unprecedented Change MACROECONOMIC & POLITICAL VOLATILITY TECHNOLOGY - DRIVEN INDUSTRY DISRUPTION TECHNOLOGY PERVASIVENESS 101101 011010 010011

 



 

25 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. The Scope, Scale and Impact of Technology - Driven Disruption is Enormous *Trademarks depicted are the property of the respective companies.

 



 

26 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Three Megaforces Driving Unprecedented Change MACROECONOMIC & POLITICAL VOLATILITY TECHNOLOGY - DRIVEN INDUSTRY DISRUPTION TECHNOLOGY PERVASIVENESS 101101 011010 010011

 



 

27 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Technology Expertise Technology + Business Expertise Drives Value Supply Chain Marketing Sales Information Technology Human Resources Legal Finance Customer Svc. & Support General Manager Functional Expertise +

 



 

28 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. 28 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Applying the Gartner Formula to Grow Heritage CEB ‘14 ‘15 ‘16 ‘17 ‘18 ‘19 ‘20 ‘21 ‘22 CAGR 0 % Indispensable Insights Exceptional Talent Sales Excellence Enabling Infrastructure Globally Consistent Execution Continuous Improvement & Innovation v4 v4 v4 v4 v4 v4

 



 

29 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. 29 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Technology Large Market Opportunity 55 23 25 14 24 38 19 198 Supply Chain Marketing Human Resources Finance Sales Legal & Other Total Market Opportunity Combined Gartner CV ($ in billions) $2.8B

 



 

30 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. 30 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Maximizing Growth While Minimizing Risk Heritage Gartner $2.2B (+15%) Global Technology Sales Heritage CEB $0.6B (+2%) Tech Global Business Sales Tech $2.1B Supply Chain $0.1B Supply Chain $0.1B Sales & Marketing $ 0.2B Sales & Marketing $0.1B Marketing <$0.1B Tech $0.1B Other $0.1B Finance $0.1B HR $0.2B Other $0.1B Finance $0.1B HR $0.2B Notes: 2017 FX rates / 2017 year - end results Heritage Gartner includes L2 Growth rates for 2017 assume CEB & L2 acquired 12/31/2016

 



 

31 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. 31 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Maximizing Growth While Minimizing Risk Global Technology Sales Tech Global Business Sales Supply Chain $0.1B Sales & Marketing $ 0.2B Other $0.1B Finance $0.1B HR $0.2B Net growth 12% +13% $2.2B +8% $0.6B Notes: 2017 FX rates / 2017 year - end results Heritage Gartner includes L2 Growth rates for 2017 assume CEB & L2 acquired 12/31/2016
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33 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. 33 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Accelerating Growth Investments INVESTMENT TIME Initial Plan Accelerated Plan

 



 

34 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. In Summary Integration approach to maximize growth while minimizing risk The Gartner Formula drives sustained, double digit growth Gartner + CEB gives us leading capabilities and a large market opportunity Experienced, capable leadership team
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Indispensable Insights for Every Function Across the Enterprise PETER SONDERGAARD

 



 

37 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Better Together Leverage Everywhere Urgent and Relevant

 



 

38 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Research & Advisory Best practices and talent management insights Analyst - driven, syndicated research and advisory services Combined two exceptional research models

 



 

39 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Better Together

 



 

40 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Serves All Major Functions Supply Chain Marketing Sales Information Technology Human Resources Legal Finance Customer Svc. & Support General Manager

 



 

41 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Head of HR Learning & Development Leader Recruiting Leader Total Rewards Leader Compensation Global L&D Talent Analytics Recruiting Benefits Regional HR Leader HRIS Talent Mgmt. Leader Diversity & Inclusion HR Shared Services Organizational Development Organizational Effectiveness Human Resources

 



 

42 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Analysis & Evaluation Peer & Practitioner Research Quantitative Modeling Research Models Functions & Roles Three Complementary Research Models Supply Chain Marketing Sales Information Technology Human Resources Legal Finance Customer Svc. & Support General Manager Content & Interactions Indispensable Insights, Advice and Tools

 



 

43 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. 2,013 Analysts, Advisors, Researchers One Research & Advisory Organization at Scale 1,270 North America 430 Europe, the Middle East and Africa 282 Asia - Pacific 31 Latin America

 



 

44 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Better Together HELEN POITEVIN Research Director , Human Capital Management Technologies DION LOVE Principal Executive Advisor , HR

 



 

45 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. CEB Strategic Guidance Case Studies, Tools & Templates Peer Experience Expert Advice Gartner How Needs are Met Source: Interviews with joint clients What Clients Need Gartner CEB Strategy Execution Business Perspective Technology Perspective Highly Complementary Value Propositions

 



 

46 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Leverage Everywhere

 



 

47 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Research & Advisory coverage Supply Chain Marketing Sales Information Technology Human Resources Legal Finance Customer Svc. & Support Global CxO CxO Enterprise Leaders Leaders Professionals General Manager

 



 

48 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner Prioritizes and Invests in Covering What is Important to Each Role T T T T T T T T T T T T T T T T T T T T Library of Topics EA & Tech Innovation Applications Infrastructure & Operations Program & Portfolio Mgmt. Data & Analytics Security & Risk Mgmt. Sourcing & Vendor Mgmt. CIO

 



 

49 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Leveraging Content Everywhere AI Supply Chain Marketing Sales Information Technology Human Resources Legal Finance Customer Svc. & Support General Manager AI AI AI AI AI AI AI AI
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52 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Topics That Impact All Functions Driving Digital Business Transformation for Industry Leadership Driving Cost Optimization Across the Enterprise Leading the Next Generation Workforce Supply Chain Marketing Sales Information Technology Human Resources Legal Finance Customer Svc. & Support General Manager
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54 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Technology Trends Impacting All Functions Artificial Intelligence Software Everywhere Internet of Things Cloud to the Edge Blockchain
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56 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Key Priorities for HR Leaders Customize HR - Employee Interactions Team - Based Performance Management Digitalize HR Source: Gartner Survey, December 2017
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58 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Key Priorities for Finance Leaders Optimize Costs Grow the Business Recruit and Retain the Best Talent Source: Gartner Survey, December 2017

 



 

59 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Key Priorities for Sales Leaders New Customer Acquisition Existing Account Retention and Growth Sales Talent Acquisition and Retention Source: Gartner Survey, December 2017
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Global Technology Sales JOE BECK, EVP

 



 

63 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. $2.2B in Contract Value 2,700 sales people 100 countries Selling in 1,200 enterprises
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Global Business Sales CHRIS THOMAS, EVP
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84 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Who are we? How have we reset the foundation? How are we applying Sales Excellence to drive accelerated growth?

 



 

85 CONFIDENTIAL AND PROPRIETARY I © 2018 Gartner, Inc. and/or its affiliates. All rights reserved. Supply Chain Marketing Sales Human Resources Legal Finance Customer Svc. & Support General Manager $600M in Contract Value 700 sales people 73% of sales people are based in the U.S.
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