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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



SIGNATURE

Pursuant to 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 15, 2018 By: /s/ Craig W. Safian

Craig W. Safian
Executive Vice President and Chief Financial Officer
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Disclaimer & Explanatory Note
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Gartner Investor Day 2018 Agenda

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




Strategy for Achieving
Sustained Double Digit Growth

GENE HALL

Investor
Day

Gartner




Jor
Detailed overview
of our business

S22
Continue creating
extraordinary value

A

Long-term, double
digit growth in key
financial metrics

Gartner




Gartner Overview

soll 2929 Hy &

$4B+ 15,000 12,000 Client 100
Revenues Associates Enterprises Countries

Gartner




Gartner Business Segments

Research
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Gartner Business Segments

Research
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$4.2 Billion
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Gartner Business Segments

Research
75%

$4.2 Billion |

Gartner




Our Strong Value Proposition for Clients
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Actionable
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and Terms
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Developing the Gartner Formula

TECHNOLOGY BUSINESS

Indispensable Insights
Exceptional Talent

Sales Excellence

Enabling Infrastructure
Globally Consistent Execution

Continuous Improvement & Innovation

Gartner




The Gartner
Formula

For Sustained
Long-Term Double
Digit Growth

Indispensable
Insight

Exceptional
Talent

Sales
Excellence

Enabling
Infrastructure

Gartner




Gartner Market Opportunity

Gartner




Applying the Gartner Formula
to Accelerate Supply Chain

‘07 ‘08 “10 ‘N 12 “13 “14 15 16 “17
Indispensable Insights
Exceptional Talent
Sales Excellence
Enabling Infrastructure
Globally Consistent Execution

Continuous Improvement & Innovation

Gartner




Gartner Market Opportunity

Gartner




Applying the Gartner Formula to Grow Marketing

Organic
CAGR
76%

Indispensable Insights
Exceptional Talent

Sales Excellence

Enabling Infrastructure
Globally Consistent Execution

Continuous Improvement & Innovation

Gartner




Gartner Market Opportunity

$25B  $103B

Supply Marketing Total
Chain

Gartner




Applying the Gartner Formula to Accelerate
Technology Contract Value Growth

CAGR

14% l $2_2 B

‘09 “10 “11 12 ‘13 14 “15 “16 “17
Indispensable Insights _
Exceptional Talent T
Sales Excellence —
Enabling Infrastructure e
Globally Consistent Execution —
S vs

Continuous Improvement & Innovation
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CV
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‘04 ‘05 ‘06 ‘0 ‘09 “10 “11 12 13 14 15 16 17

Free Cash Flow

‘05 ‘06 ‘07 ‘0 ‘09 “

Role: Free cash fiow is combined for 2017
Flease see appand far free cash flow definfon and recendliation

Gartner




Three Megaforces Driving Unprecedented Change

_

TECHNOLOGY TECHNOLOGY-DRIVEN MACROECONOMIC
PERVASIVENESS INDUSTRY DISRUPTION & POLITICAL VOLATILITY
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Technology is Pervasive Across the Enterprise
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Information Supply Chain Marketing Human Customer Finance Legal General
Technology Resources Sve. & Support Manager
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Analytics Maobility Al & Machine Natural Language
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Three Megaforces Driving Unprecedented Change

—

TECHNOLOGY TECHNOLOGY-DRIVEN MACROECONOMIC
PERVASIVENESS INDUSTRY DISRUPTION & POLITICAL VOLATILITY

Gartner




The Scope, Scale and Impact of Technology-Driven
Disruption is Enormous

Gartner




Three Megaforces Driving Unprecedented Change

—

TECHNOLOGY TECHNOLOGY-DRIVEN MACROECONOMIC
PERVASIVENESS INDUSTRY DISRUPTION & POLITICAL VOLATILITY

Gartner




Technology + Business Expertise Drives Value
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Information Supply Chain Marketing Human Sales Customer Finance Legal General
Technology Resources Sve. & Support Manager

Functional Technology
Expertise Expertise

Gartner




Applying the Gartner Formula to Grow Heritage CEB

Indispensable Insights
Exceptional Talent

Sales Excellence

Enabling Infrastructure
Globally Consistent Execution

Continuous Improvement & Innovation

Gartner




Large Market Opportunity

($ in billions)

25 [

2 [
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$2.8B

Technology Supply Chain Marketing Human Finance Legal Total Market  Combined
Resources & Other  Opportunity  Garther CV
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Maximizing Growth While Minimizing Risk

Heritage Gartner Heritage CEB
$2.2B (+15%) $0.6B (+2%)

Su pply Sales &

$21B <$0.1B $0.1B SD 1B $02B SU 1B ${}1B

Supply Sales &
Chain Marketing

$0.1B $0.2B $0.2B $0.1B $0.1B

l

‘ Global Business Sales ‘

Gartner




Maximizing Growth While Minimizing Risk

Sales &
mnm
$0.1B 50.2B $0.2B $0.1B $0.1B

Global Technology Sales Global Business Sales

Net growth

12%

Gartner




Better Together

Gartner + EICEB

is now Gartner,
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Accelerating Growth Investments

Accelerated Plan

INVESTMENT

Initial Plan

Gartner




In Summary

The Gartner + CEB gives us
drives sustained, E{j

double digit growth

Integration approach to
(R leadership team :{I\D

Gartner
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Indispensable Insights for Every
Function Across the Enterprise
PETER SONDERGAARD

Investor
Day

Gartner
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Better Leverage Urgent and

Together Everywhere Relevant
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Gartner Research & Advisory

Combined two exceptional research models

Gartner

Analyst-driven, syndicated
research and advisory services

EICEB

is now Gartner

Best practices and talent
management insights

Gartner
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Gartner Serves All Major Functions
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Information = Supply Chain =~ Marketing Human Sales Customer Finance Legal General
Technology Resources Svc. & Support Manager
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Global L&D

Compensation

HRIS

Diversity &

w Inclusion

Human

Resources
Benefits

Recruiting

Organizational
Effectiveness

Organizational
Development

Talent Analytics

Gartner




Three Complementary Research Models
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& Roles
Information Supply Marketing Human Sales Customer Finance General
Technology Chain Resources Sve. & Support Manager
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ke Indispensable Insights, Advice and Tools

Reﬁiﬂg‘ig Analysis & Evaluation Peer & Practitioner Research Quantitative Modeling

Gartner




One Research & Advi ganization at Scale

Analysts, Advisors,
ECEEEIEIR

Gartner




Better Together

Gartner e = ECEB

is now Gartner

HELEN POITEVIN N DION LOVE

Research Director,
Human Capital
Management Technologies

Frincipal Executive Advisor,
HR

Gartner




Highly Complementary Value Propositions

What Clients Need How Needs are Met

Business Peer
Pears ppr:tn'ua Exper‘te noe

CEB CEB

Strategic Case Studies,

Strateq Execution ety
e Guidance Tools & Templates

Gartner Gartner

Technology Expert
Perspective Advice

Gartner
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Leverage Everywhere
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Leaders
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Research & Advisory coverage
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Gartner Prioritizes and Invests in Covering What is
Important to Each Role

Library of Topics

Gartner




Leveraging Content Everywhere
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Information Supply Marketing Human Sales Customer Finance Legal General
Technology Chain Resources Sve. & Support Manager
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Leveraging Content Everywhere
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Information Supply Marketing Human Sales Customer Finance General
Technology Chain Resources Sve. & Support Manager
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Topics That Impact All Functions

O(g &%@OD-@;‘Q

Information Supply Marketing Human Sales Customer Finance General
Technology Chain Resources Sve. & Support Manager

Driving Digital Business Transformation for Industry Leadership

Driving Cost Optimization Across the Enterprise

Leading the Next Generation Workforce

Gartner




Urgent and Relevant

Gartner




Technology Trends Impacting All Functions

Artificial Intelligence
Software Everywhere
Internet of Things
Cloud to the Edge

Blockchain

Gartner




Nexus of Forces

Gartner




Key Priorities for HR Leaders

@ Customize HR-Employee Interactions

@ Team-Based Performance Management

) Digitalize HR

Gartner
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Key Priorities for Finance Leaders

@ Optimize Costs

@ Grow the Business

@ Recruit and Retain the Best Talent

Gartner




Key Priorities for Sales Leaders

@ New Customer Acquisition

@ Existing Account Retention and Growth

@ Sales Talent Acquisition and Retention

Gartner




Our Strong Value Proposition for Clients
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Summary

JAL &

Better Leverage Urgent and
Together Everywhere Relevant

Gartner




Global Technology Sales

JOE BECK, EVP

Investor
BEYY,

Gartner




Selling in

countries

Gartner
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Covering the Entire IT Organization

ClO

SeniorIT
Leaders

IT Managers

Tech
Professionals
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Market Opportunity — New Enterprise Opportunity

Current Covered Uncovered Total Potential
Enterprises Enterprises Enterprises Enterprises

Gartner




GTS Sales Excellence
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Three Megaforces Driving Unprecedented Change
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TECHNOLOGY TECHNOLOGY-DRIVEN MACROECONOMIC
PERVASIVENESS INDUSTRY DISRUPTION & POLITICAL VOLATILITY
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Helping Clients
Cut Costs
» L everage tools

= Optimize cost

» Return to growth

Gartner




Helping
Clients Fuel
Growth

Gartner
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Covering the Entire IT Organization

ClO

SeniorIT
Leaders

IT Managers

Tech
Professionals
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Better Together

Gartner EICEB

is now Gartner

Gartner
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Sales Excellence Playbook

I

Recruiting

Gartner




Strategies to Capture Market Opportunity

&R & =

Globally Diverse Matched to Agile Territory
Sales Organization Global Opportunity Planning Capabilities

Gartner




Gartner Sales: A Great Place to Work

Gartner Culture
= Strategic relationships
» Collaboration

» Leading tools and
best practices
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Gartner Sales: A Great Place to Work

Best Place To Work, Employees’

glESSdODI" Choice Winner 2013, 2014, 2015 and 2016

Most Innovative Growth Companies 2015
Forbes America's Best Midsized Employers 2016 & 2017
Best Mgmt. Consulting Firms 2017

Top 50 Companies To Work For 2017

LlnkEd m Top 25 Most Socially Engaged Companies

Gartner
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Global Business Sales
CHRIS THOMAS, EVP

Investor
Day

Gartner




Applying the Gartner Formula Across GBS

Indispensable
Insight

Exceptional
Talent

Sales
Excellence

Enabling
Infrastructure

Gartner
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How have we
reset the foundation?

A

How are we applying
Sales Excellence to drive
accelerated growth?

Gartner
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Information | Supply Chain = Marketing

Technology

in Contract Value
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Human Sales Customer Finance Legal General

Resources Sve. & Support Manager
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based in the U.S.
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Better Together

Gartner + EICEB

is now Gartner
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Resetting the Foundation for Growth

Functional Research Seat-Based No Consistent

Alignment Growth Solutions Dol Inclzl:gg:es

GES

Marketing
Supply Chain

Tech
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Seat-Based
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Resetting the Foundation for Growth

Functional Research Seat-Based No Consistent

Alignment Growth Solutions Dol Inclzl:gg:es

GES

Marketing
Supply Chain

Tech

Gartner
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OPPORTUNITY CAPACITY CAPABILITIES BEST
PRACTICES
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OPPORTUNITY CAPACITY CAPABILITIES BEST
PRACTICES
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OPPORTUNITY CAPACITY CAPABILITIES BEST
PRACTICES
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Sistribut RESOUrCes warehouse
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OPPORTUNITY CAPACITY CAPABILITIES BEST
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OPPORTUNITY CAPACITY CAPABILITIES BEST
PRACTICES
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12,000 $90,000 $1Billion+

Gartner
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OPPORTUNITY CAPACITY CAPABILITIES
PRACTICES
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Three Complimentary Research Models

& Roles

Functions O\-;C:: &PFP\ @ Cojo G’I)I% (%

Supply Marketing Human Sales Customer Finance Legal General
Chain Resources Sve. & Support Manager

Content & i i ¥
ke Indispensable Insights, Advice and Tools

Reﬁiﬂgg Analysis & Evaluation Peer & Practitioner Research Quantitative Modeling
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Sales Excellence Playbook

I

Recruiting

Gartner




Leveraging Gartner’s Enabling Infrastructure

Enabling
Infrastructure

Gartner




Sustained Long-Term Double Digit Growth
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TEAM OPPORTUNITY CAPACITY CAPABILITIES BEST
PRACTICES

Gartner




The Gartner Business Model
CRAIG SAFIAN

Investor
Day

Gartner




The Gartner Formula

Indispensable
Insight

Exceptional
Talent
Sales

Excellence

Enabling
Infrastructure

Large Market Opportunity
Attractive Gartner Business Model

Invest to Drive Growth and Value

Gartner




The Gartner Formula

Indispensable
Insight

Exceptional
Talent

Sales
Excellence

Enabling
Infrastructure

Large Market Opportunity

Gartner




In Depth Look at Our Market Opportunity

C-Level

Tech
Directs Addressable

138,000 Market
Enterprises ‘ x $55B

Leaders

Front Line

Gartner




Market Opportunity: New Enterprise Opportunity

Current Covered Uncovered Total Potential
Enterprises Enterprises Enterprises Enterprises

Gartner




Increasing Number of Enterprises

2013

Hioda: Heritage Garnar

Gartner




Increasing Average CV per Enterprise

2013

Mohar Herflage Gartnar, Teoh enly

Gartner




Growing Within Existing Enterprises

Average CV
Per Enterprise

Gartner
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Large Market Opportunity

($ in billions)
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2.8B

Technology Supply Chain Marketing Human Finance Legal Total Market  Combined
Resources & Other Opportunity  Garther CV

Source: liemnal Garner extimates "

Gartner
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12,000 $90,000 $1Billion+
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The Gartner Formula

Indispensable
Insight

Exceptional
Talent

Sales
Excellence

Enabling
Infrastructure

Attractive Gartner Business Model

Gartner




Events
10%

Consulting
8%

TA & Other
7%

Gartner




The Gartner
Business
Model

For Sustained
Long-Term Double
Digit Growth

Gartner




Projected Double Digit Growth in 2018

Revenue Growth EBITDA Growth FCF Growth

Motes: Growth based on mid-paint of 2018 guidance
Ravenie growil kaged on combined adjusted revanue
EBITCA growth based on combined adjusted EEITDA
FEF based on combdnad fres cash flow, a djualid for 04 bllu gllml n o e
Pluaoaeeappmdu fas nunﬁm_mmll' SR e
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CV Growth Algorithm

Growth — 2/3 from price and existing
|

10

18 —

Motos: (lustrative
Huritage Gamnar axampla s

Year 1 Attrition Existing Year2

Gartner




The Gartner
Business
Model

For Sustained
Long-Term Double
Digit Growth

Recurring revenue
High renewal rates
High contribution margins
Negative working capital

Low capital intensity

Gartner




Research Gross Contribution Margin

Gartner




Total Gross Contribution Margin

Gartner




SG&A

Selling

Gartner




EBITDA Free Cash Flow

Gartner



The Gartner Formula

Indispensable
Insight

Exceptional
Talent

Sales
Excellence

Enabling
Infrastructure

Invest to Drive Growth and Value
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New Hire Investment

Hire Recruiters
and Trainers,
_Procure Office

Decide ~Recruit and
to Grow Hire Sales

" Deploy in
Territory

Gartner




Sales Productivity Gains

Full Productivity .

Year 1 Year 2 Year 3

Mote: lllustrative axample

Gartner




Enabling Infrastructure

R

Recruiting Training
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CRM with Smart Al Sales Support

=

Facilities

Centers of Excellence

Gartner




Global Technology and Global Business Sales: 2017 CV

Mote: See appendix for detalls by quarter

Y/E 2016 Y/E 2017

Gartner




Growth Objectives

Growth Rate

12 - 16%
R h
esearc 12 — 16%

Events 5-10%
Consulting 3- 8%
Revenue 10 — 14%
Adjusted EBITDA 10 — 14%
Free Cash Flow 10 — 14%

an-GAAF definitions

Gartner




Capital Structure and Leverage

Debt to EBITDA

5.3x

April 2017 Dec 2017

Nodes: April 2017 was time of closing far CEB acouisition
Db 1o EBITODA based an gross debt balances divided by LTM adjusted EBITDA
Please see appendix for nan-GAAR definilions

Dec 2018E

Includes using potential
divestiture proceeds

[VALUE]x

Dec 2018E

Gartner




Capital Allocation Strategy

Strategic Share
Acquisitions Repurchases

Gartner




The Gartner Formula The Gartner Business Model

Indispensable Recurring revenue
Insight

Exceptional
Talent

Sales
Excellence e Negative working capital

Enabling : i :
Infrastructure Low capital intensity

For Sustained
Long-Term Double
Digit Growth

High renewal rates

High contribution margins

Gartner
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Global Technology Sales and Global Business Sales

Contract Value @ 2013 rates (M)
Q4 15 Qi 16 Q2 16 Q3 16 Q4 16 a1 17 Q217 Q37 Q4 17
GTS 1,769 1,791 1,811 1,868 1,973 2,004 2,045 2,104 2,238
GBS 530 543 550 569 557 574 587 502 02

Gartner




Heritage Gartner: Contract Value* ($M)

2009 2070 2011 2012 2013 2014 2015 2016

AL 2078 FX rales
Dhoeees niot incudie CEB or L2

Gartner




Heritage Gartner: Client Enterprises

11,904
10,706 11122
9,958
’
oy 8 9,07
7680 B
5544 I
2014

2008 2010 2011 202 2013 2018 20186 2017

Gartner




Heritage Gartner: Sales Quota Bearing Headcount

2010 2011 2012 2013 2014 2015 2018 207

Gartner




Balance Sheet and Capital Structure

Net Debt ($B)

Net Debt* / EBITDA Ratio
[Jcash M Debt

4.1

4.0 4.0%
Compiatad
mmﬂ'ﬁ:%c_sain
s288 oyt
ﬂ“lza -
- n = :

307 417
4018 2017

*Mal Dbt in Levarags Ratio caloualad wsing LTW of Adjusted EETTDNG of SEA7M of Adjusted ERITDA
Revakmr capacity was 55580 as of the end of 4017
4% of gross debt has foed interest rates

Total cash inciudes a $10M unrestricted cash balance, which is clzssified 3= a heid for sale asset
Please refer fo the reconciliation shdes inthe appendix for defnition of non-

measunes and the reconcilialion bo e most drecly comparable GAAP measues.




Definitions

Adjusted Revenue: Represents GAAP revenue plus non-cash fair value adjustments on pre-acquisition deferred revenues. The majority
of the pre-acquisition deferred revenus is recognized ratably over the remaining period of the underlying revenue contract,

: Represents GAAP operating (loss) income excluding stock-based compensalion expense; depreciation,
amortization, and accretion on obligations related to excess facilities; amortization of pre-acquisition defemred revenues; acquisition and
integration charges; and other non-recurring items.

Adjusted Net Income: Rapresents GAAP net income adjusted for the impact of certain items directly related to acquisitions and other
non-recurring items. These adjustments include the amortization of identifiable intangibles from acquisitions; incremental and directhy-
related acquisition and integration charges related to the achievernent of certain performance targets and employment conditions, as well
as legal, consulting, severance, and other costs; fair value adjustments on pre-acquisition deferred revenues; the non-recurring impact
from the enactment of the Tax Cuts and Jobs Act of 2017; and other non-recurring items.

Adjusted EPS: Represents Adjusted Met Income divided by the weighted average diluted shares outstanding.

Free Cash Flow: Represents cash provided by operating activities determined in accordance with GAAP plus payments for acquisition
and integration items directly-related to our acquisitions and certain nonrecurring items; less payments for capital expenditures.

Adjusted Gross Contribution: Adjusted Revenue less Direct Expenses.

Adjusted Gross Margin: Adjusted Gross Contribution divided by Adjusted Revenue.

Gartner




2018 Guidance

In § millions, except per share amounts. 2018 Guidance Range

Resaarch adjusted revenus 3.100- 3150
Consulting adusted revenue 340 - 355
Events adjusted revenue 360 - 400

Talen Assessment & Ofher adjusbad reverus 2B5 - 305

Total Adjusted Revenue 4,105 - 4,210

Adjusted EBITDMA 75D - BOO

Adjustad Dilutad Earnings. Par Share 5371 - 5411

Fully Dilutesd Mumber of Shares 93

Crperating Cash Flow 460 - 510

Acquisition and Integration Fayrments 128

Capital Expenditures. {135} - (145)

Fraa Cash Flow 481 - 451

PFiease reler %o the reconciiation sides in the appendix for defnliion of non-GAAF measures and the reconcilalion to the most drecfy comparable SAAP measums.

Gartner




Additional 2018 Guidance Items

In $ millions, except per share amounts 2018 Guidance Range
Stock-based compensation 73-74
Depreciation 80 - 81
Ameortization of intangible assets 190

Interest Expense (net) 129

Effective tax rate (GAAP) 27 - 28%
Effective tax rate (adjusted) 26%

[Please refer 10 the reconciliation skdes in the appendix for definition of non-GAAP measumes and the reconciliztion be e most direclly comparatie GAAR meazres.

Gartner




GAAP and Adjusted EPS* 2018 Outlook

$3.71 - §4.11

$1.26 — $1.66

Amortization of Acquisition and Pre-Acquisition Adjusted EPS
Guidance Acquired Integration and Deferred Revenues Guidance Range
Range Intangibles Other Non=
Recurring ltems

*adjussing Hams calowahed af the midpoint of guidancs rAnga

Gartner




Adjusted Revenue Reconciliation: 2018 Guidance

Deferred Revenue Fair 2018 Adjusted

Im % millions 2013 GAAP Revenue Guidance Value Adjustment Recars

Research revenue 3,095 - 3,145 5-5 3,100 - 3,150
Consulting revenus 340 - 355 - 340 - 355
Ewvents revenue 380 - 400 - 380 - 400
Talent Assessment & Other 280 - 300 - 285 - 305
Total Revenue 4,095 - 4,200 4,105

Gartner




Reconciliation: GAAP Revenue to Adjusted Revenue*

In % millions

Total revenue (GAAP)

Deferrad revenue fair value adjustment
Total Adjusted Revenue

* Agjusted Revenue represents GAAF revenue plus non-cash fair value adjustments on pre-acquistion defemed revenues. The majority of the pee-acquisition deerred revenue is recognized
ralabty over the remaining paniad of the underhing resenue conlract. W believe Adpsied Reveris is 2n importan! measure of cur recuming operafions as it provides a mare accurate period-
orver-penod comparizon ol rends in revenues.

Gartner




Reconciliation: Operating Income to Adjusted EBITDA .,

In § millions

Mt (less) incame
Interest expense, net
COtner (income) expansa, net

Tax provision

Operating (loss) mcome

Adjusiments:
Stock-based compensatian arpense (b)
Deprecialion, accretion, and armortization ()
amartization of pre-acquistion deferred revenues (d)

Acquisiion and inlegration charges and other nonrecurring fems (@)

Adjusted EBITDA

Acfusted EBTDV is bazed on GAAP aperating income adjusted for certain normalizng agustments
Canssls of charges for Siock-Dasad LOMDaNEANeN awards

Includes deprecistion expenss, scorelion on excess fcilies scnels, and amarizstion of inlangibies
Gonsisls of the amotization of non-cash fair walue adisiments on pre-acquisbion defermed revenues. The majonty of the pre-acquisfion defermed reverass is recognized ratably over the remaining pencd of the
wnihrtying revenue coniract. e ¥ "
Consigle of ncremental and dineclly-rolated harges mlated 10 L and olhar fon i) Aeie.

Gartner




Reconciliation: Operating Income to Adjusted Net Income

In § millions, except per share amounts

GAARP net (logs) income
Acquisitian and other adjustmants:

Amartizatien of scgured intangities (b}

Amartization of pre-acquistion defarred ravanues (o}

Acauisition and integration charges and other nenracurring fems {d)
Impact of Tax Cuts and Jobs Act of 2017 {a)

Tax Impact of adjustrants (f)

Adjusled el incanme

GAAP Diluted Shares a4
Adjusted Eamings per Shane 288

Adjusted Nt incoma reprasents GAAF nat {lngs) incama adiistad for tha impact of canain ilams dracdy relalad (e acquisitions. and other non-refasming Rams
Cormists of nen-cash amorizaton dherges from acquived imangbies

Corsists of the amorzalion of nen-cash far value adjusiments on pee-acquisiion delemed revenues. The majority of the pre-acquistion defened revenue s
recogrized ralably cver $he remaining peniod of the undedying revenue contrack

Congists of ingramantal and diracyy-redabed chargas radated b acauisition s and SThar NeN-recurmng itams

Corrists of the prandsmnal, nen-recuming ned incoens tax beesdi fram the reduction of ceelain defemed tax listiiies and the repalialion tax on feeign eamings
vesialling Trioe e Tax Cits and Jobs Act of 2017

The effective fax rale was (0% for the twalve months ended December 34, 2047 184 and taehve months ended Decembser 31, 2016




Reconciliation: GAAP Cash Provided by Operating
Activities to Free Cash Flow

In % milllons

Cash pravided by aperating aetivilies
Adustments:
Cash paid for acquisition and ntagration

Cash paid for capital expendilures

Free Cash Flow

a) Free cash fiow is based on cash provided by operating actiities determimed in acoordance with GAAP plus cash acquisition and integralion paymends less additions b capital expendilures

Gartner



