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Agenda

« Welcome & “Optimizing Your Relationships With Gartner Analysts”
- Jeff Golterman, GVP and AR Community Lead

« Digital Business: Nightmare or Opportunity for High Tech Vendors
- Neil McMurchy, Managing Vice President, Gartner Research

« AR Panel Discussion: Putting Analyst Insights to Work

- Justin Anderson, CEO Flexeye; Julian Dobbins AR Cognizant; Natalie Harrington, AR
Professional

« Magic Quadrant, Critical Capabilities & Other Methodological updates

- David Black, Vice President, Gartner Research

« Peer and Analyst Networking Lunch
- AR and Peers Network with Gartner Experts and Analysts

« MQ Research Process Optimization Workshop

- Claire Dessaux, Managing Vice President, Research Content Process, Gartner
Research

« Advanced AR Strategies: AR program ROI Through business relevance

- Jeff Golterman; Sally Elliott, BT Consultant and Industry Analyst Relations; Tom
Minarik, Director Analyst Relations Capgemini

« Wrap —-up Gartner
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Gartner Methodologies

« Develop and support processes for creating research
- Branded methodologies
- Content types

« Maintain research standards
- Delivers guidance framework for all content
- Audits compliance with processes
- Approves document quality

« Evolve content architecture

- Ensure balance of content available to cover an agenda

- Adjust to changing needs of clients and Gartner’s thought
leadership strategies

Gartner



Gartner Branded Research Methodologies
Industry standards for measurement and analysis

HE
. . Gartner Magic Quadrant

m Gartner Market Guide
a Gartner Critical Capabilities E Gartner MarketScope
l
h Gartner Hype Cyc|e Gartner Vendor Rating
‘
m Gartner IT Market Clock®

PAW 4 Gartner ITScore
' Gartner Market Share
‘ Gartner Market Forecast Analysis

Get answers to critical
guestions, such as:

What are the most
urgent priorities of
today’s business and
technology leaders?

Which emerging
technologies have the
most commercial
promise?

How do the buying
intentions of Global
1000 companies map to
technology provider
strategies?

Gartner




Must-have Research
Content Evolution Strategy 2014

More New
Markets Content

Optimized
Delivery

Gartner.



Essential Research & Advice Q
Strategic Technology Decision Making

Market Magic Critical Evaluation

Guide Quadrant Capabilities Criteria
(GTP)

=

Market & Market Product & Detailed
Vendor Analysis Service Ratings Feature
Dynamics Vendor Insights

Comparisons

Assess markets and vendors
Perspectives for industries, geographies & company size
Insight into the capabilities and suitability of product and service offerings

Gartner



More Markets. New Content.
Increased value for strategic decision making

New Content

More Markets

Market Guide

100+ new and updated
emerging markets

Magic Quadrant
Contextualization

34 New MQ — 157 total
Contextualization for 38
Industries, Regions or SMB

Interactive
Critical Capabilities

47 New Critical Capabilities—
61 total
Coverage on the Top 25
MQ Markets

i

Evaluation Criteria

Aligned Content in Key
Markets for ITL & GTP Clients

Gartner



Critical Capabilities
New Market Coverage (all 2014)

Market B Lead Analyst B2 Next Publish B

Application Performance Monitoring Jonah Kowall Q4 14
Application Security Testing Neil MacDonald Q314
Asia/Pacific Network Providers Chee-eng To Q214
Business Value Dashboards Jeffrey M. Brooks Q214
Case Management Janelle Hill Q114
Client Management Tools Kevin Knox Q214
Cloud Infrastructure as a Service Lydia Leong Q214
Configuration Management Database Critical Capabilities Jarod Greene Q214
Contact Center Infrastructure, Worldwide Steve Blood Q214
Corporate Performance Management Suites Christopher lervolino Q214
Corporate Telephony Jay Lassman Q314
CRM Service Providers, Worldwide Patrick Sullivan Q414
Data Center Infrastructure Management Tools (DCIM) Jay Pultz Q4 14
Data Integration Tools Eric Thoo Q414
Data Quality Tools Ted Friedman Q414
Data Warehouse Database Management Systems Roxane Edjlali Q114
Digital Commerce: 2014 Penny Gillespie Q4 14
Digital Marketing Hubs Andrew Frank Q314
Enterprise File Synchronization and Sharing Monica Basso Q214
Enterprise Information Archiving Alan Dayley Q414
Enterprise Video Content Management Whit Andrews Q314
General-Purpose Disk Arrays Stanley Zaffos Q114
Identity Governance and Administration (IGA) Brian Iverson Q4 14
International Retail Core Banking Don Free Q414
IT Service Catalog Jeffrey M. Brooks Q114
IT Service Support Management Tools Jarod Greene Q314
Managed Machine-to-Machine Services (M2MS) Eric Goodness Q4 14
Managed Print and Content Services, Worldwide Ken Weilerstein Q414

Master Data Management of Customer Data Solutions
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Magic Quadrant

New Market Coverage (Q3/Q4)

Market

Application Testing Services, Worldwide
Business Analytics Services, Worldwide (2014)
Cloud laas - Japan

Configure Price and Quote Application Suites
Contact Center as a Service in Europe

Data Center Infrastructure Management Tools (DCIM)
Deduplication Backup Target Appliances

Digital Marketing Hubs

IT Risk and Security Management Software
Managed Machine-to-Machine Services (M2MS)
Mission Critical Servers - Japan

Multi-Node servers

North American Property & Casualty Insurance Policy Management Modules

Operational Risk Management

Procure-to-Pay suites for indirect spending

Public Cloud Storage Services

Retail Assortment Planning Applications
Secondary site of Disaster recovery in Japan
Security Awareness Products and Services

Small Cells and Carrier WiFi equipment

SSD Arrays

Storage in Japan’'s market

Third Party Logistics Providers in Asia/Pacific 2014
Third Party Logistics Providers in Europe 2014
Third Party Logistics Providers in North America 2014
Unified Communications Magic Quadrant for SMB
Utilities Geographic Information Systems

Vendor Risk Management Solutions

Bl Lead Analyst

Susanne Matson
Alex Soejarto
Yurika Nagashima
Praveen Sengar
Steve Blood

Jay Pultz

Dave Russell
Andrew Frank
Robert Hetu

Eric Goodness
Tadaaki Mataga
Andrew Butler
Jeff Haner

Robert Hetu
Magnus Bergfors
Arun Chandrasekaran
Robert Hetu
Masahiko Ishibashi
Andrew Walls

lan Keene

Valdis Filks
Masaki Suzuki
James Lisica
David Gonzalez
Greg Aimi

Megan Fernandez
Randy Rhodes
Gayla Sullivan

B3 Next Publish B

Q4 14
Q314
Q4 14
Q4 14
Q4 14
Q3 14
Q4 14
Q4 14
Q3 14
Q4 14
Q4 14
Q3 14
Q4 14
Q3 14
Q4 14
Q3 14
Q3 14
Q4 14
Q3 14
Q4 14
Q3 14
Q4 14
Q3 14
Q3 14
Q3 14
Q4 14
Q3 14
Q4 14
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HE
Interactive Magic Quadrant 2014 N

This Magic Quadrant is related to

=5 Critical Capabilities Demonstration
INTERACTIVE Samale
Magic Quadrant Demonstration Sample  ADDTIONAL PERSPECTIVES
&l Company Size: Midmarket
20 April 2014 Goo300032 (&) Geography: Europe
Analyst(s): David Black Wb Industry: Financial | Manufacturing

b RECOMMENDED READING

MAGIC QUADRANT HISTORY CUSTOMIZE View All Magic Quadrants
2013 < Market Overview >
Al
+ Leaders Lorem ipsum dolor sit amet,
| Vendor B consectetur adipiseing elit. Nullam
| Vendor H scelerisque, justo ut fringilla

vestibulum, tellus diam placerat
| Vendor K justo, a viverra arcu arcu non
nulla? Pellentesque at diam

sapien. Quisgue pretium semper

«' Visionaries

+ Vendor A . :
. Vendor 5 turpis; ac venenalis lectus. Nam
@ Vendor B +! Vendor G ligula lectus, laoreet sit amet
@ VendorK < Challengers aceumsan s‘it amet, pellentesque
sed sem. Aliquam pellentesque
' Vendor £ felis id ligula pulvinar ornare. Sed
@ vendor E @ Vendor H +| Vendor § urna erat, vulputate id sollicitudin
. aliquet, facilisis a nulla, Aliquam
@ vendor J /| Niche Players eget nisl interdum, ultricies justo
+ Vendor G ut, sodales leo. Aenean vel erat
| Vendor J adipiseing diam porta molestie sed
@ vendorm @ vendor A  Vendor M E:I. qyu:mu. Vivamus placerat o
ultricies purus non congue. Proin
0 @ VendorW R non adipiscing felis. Donee mauris
@ vendor @ vendor G + Vendor T tellus, interdum at dapibus sed,
1] Vendor C @ Vendor P + Vendor W suscipit non quam. Nam tempor
é ] ' Vendor 7 congue odio et pulvinar, Phasellus
fn] @ vendorT id dapibus odio. In interdum nulla
e magna, ut molestie dolor gravida
E in. Quisque vitae libero sagittis,
é interdum nisi at, porttitor tortor?
COMPLETENESS OF VISION ——> As of April 2013 g et felia et

) Gartner

\wireframes for demonstration purposes only and not for external use. Production version available July 25, 2014



New MQ Contextualization 2014

Midmarket Context

Analyst(s): David Black

tor. Vestibulum ornare

Market Differentiators

Considerations for Technology
and ServiceSelection

& Notable Vendors

Lorem psum dolor sit amet, consectetur adip

Magic Quadrant Demonstration Sample

scing elit. Sed auctor magna guis pulvinar portti-

rem, at consequat psum condimantum id,

Notable Vendors
All vendors included in this Magic Quadrant Midmarket Context have customers
that are successfully using their products and services; however, this is not an

exhaustive list of Lorum Ipsum vendors, solutions or products aimed at SMBs, We
based our selection on analvst opinion and peer references by company size that
validate I'T provider claims.

Use this Magic Quadrant Midmarket Context as a reference for evaluations, but
explore the market further to qualify the capacity of each vendor to address your
unique business problems and technical concerns. Depending on the complexity
and scale of vour requirements, your shortlist will be unique. This Magic Quadrant
Midmarket Context is not designed to be the sole tool for creating a vendor short-
list. Use it as part of vour due diligence, and in conjunction with discussions with
Gartner analysts,

Note: Just because a vendor falls into the Leaders quadrant, that position doesn't auto-
matically make it the right choice for a buyer's needs.

Vendor A
Nullam nee mauris lacus. Vestibulum ultrices molestie enim, nec faucibus nisi

mollis a. Etiam et vulputate est, non dignissim lacus. Suspendisse dictum dui nulla,
vel rutrum ligula fringilla nec. Nulla a metus massa. Ut tineidunt, diam quis gravi-

||
T @ Vendorw
@ vendor
w | VendorC @ yendorp
3 o)
(=3
(')
= @ vendorT
2
>
=
- ~
= Q
=T

COMPLETENESS OF VISION ——>

| v Vendor P

@ Vendor G + Vendor T
+ Vendor W
+ VendorZ

As of April 2013
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Market Overview

Lorem ipsum dolor sit amet,
consectetur adipiscing elit. Nullam
seelerisque, justo ut fringilla
vestibulum, tellus diam placerat
justo, a viverra arcu arcu non
nulla? Pellentesque at diam
sapien. Quisque pretium semper
turpis; ac venenatis lectus, Nam
ligula lectus, laoreet sit amet
aceumsan sit amet, pellentesque
sed sem. Aliquam pellentesque
felis id ligula pulvinar ornare. Sed
urna erat, vulputate id sollicitudin
aliquet, facilisis a nulla. Aliquam
eget nisl interdum, ultricies justo
ut, sodales leo. Aenean vel erat
adipiscing diam porta molestie sed
eu quam, Vivamus placerat

ultricies purus non congue. Proin
non adipiscing felis. Donec mauris
tellus, interdum at dapibus sed,
suseipit non quam. Nam tempor
congue odio et pulvinar. Phasellus
id dapibus odio. In interdum nulla
magna, ut molestie dolor gravida
in. Quisque vitae libero sagittis,
interdum nisi at, porttitor tortor?
Nunec et felis velit!

\wireframes for demonstration purposes only and not for external use. Production version available July 25, 2014
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New MQ Contextualization 2014

ABILITY TO EXECUTE —>»

Gartner

Research
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VIEW INTERACTIVE VERSION

Magic Quadrant Demonstration Sample

20 April 2014 Googoons2
Analyst(s): David Black

Summary

Lorem ipsum dolor sit amet, consectetur adipiscing el

This Magic Quadrant is related to:

turpis purus, varius al elit eget, mollis suscipit eros. Vivamus ‘
tempor convallis risus, sit amet elementum lacus eleifend et
Donec dignissim dolor sit amet massa gravida interdum. Praesent

B Critical Capabilities Demonstration )
Sample

eral mauris, imperdiet quis condimentum.

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Curabitur
turpis purus, varius at elit eget, mollis suseipit eros. Vivamus
tempor convallis risus, sit amet elementum lacus eleifend et.
Donee dignissim dolor sit amet massa gravida interdum.

w Additional Perspectives

wh Company Size: Midmarket
& Geography: Europe
Market Definition/ Description 2l Industry: Financial | Manufacturing
Lorem ipsum dolor sit amet, consectetur adipiscing elit. Curabitur
turpis purus, varius at elit eget, mollis suscipit eros. Vivamus
tempor convallis risus, sit amet elementum lacus eleifend et
Daonec dignissim dolor sit amet massa gravida interdum.

» More About Magic Quadrants

Mauris mattis volutpat velit quis egestas. Nulla odio nisl, mattis in tempus cu, tineidunt ultricies ipsum. Nam plac-
erat odio sed lorem luctus lacinia. Etiam nec mattis mauris. Sed molestie nibh nec risus blandit consectetur. Sed
viverra ipsum vitae elit posuere viverra. Nam nisl tellus, condimentum in posuere et, fermentum ac lectus. Donec
nec condimentum sem, non laoreet nisi. Cum sociis natoque penatibus et magnis dis parturient montes, nascetur
ridiculus mus. Sed in hendrerit odio. Nam bibendum orci id felis venenatis, eget tempor ante adipiscing. Quisque id
massa et elit suseipit mollis. Sed ac dui id magna molestie lobortis sit amet at dolor.

Cras iaculis accumsan justo, a pellentesque lacus commodo elementum. Vivamus lobortis, areu nec suscipit ali-
quam, neque libero aceumsan erat, sit amet commodo metus massa quis augue. Sed pellentesque commodo ante,
nec porta mi aliquet sit amet. Phasellus vulputate eros nisi, id posuere augue bibendum vitae. Etiam venenatis sed
leo quis porttitor.amet ultrices faucibus, massa ligula imperdiet nisl, eget convallis angue lorem eu massa. Sed a
auctor ligula, ut eleifend arcu.

ANALYSIS

Proin facilisis vel turpis sollicitudin fermentum. Nune interdum feugiat velit en lacinia. Sed e
sagittis, I dictum nisi nec nisi varius pharetra. Cras arcu nisi, cursus sit amet tempor at, facilisis nec purus.
Duis pharetra tortor elit, consequat lobortis enim ullamecorper nec. Quisque mollis nisl at elit pellentesque, vel
congue dui dictum. Duis id sem vestibulum erat eursus semper in quis orei. In hac habitasse platea dictumst.
Nam mollis augue non cursus auctor. Aliquam sit amet nunc et quam accumsan varius non eu eros. Donec nec
libero et angue ultricies blandit in en massa. Sed feugiat ante id ultrices hendrerit. Suspendisse ullameorper est
sed nulla tempus, ut accumsan diam tineidunt.

S non massa ut
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Average Rating
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My Rating
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Explore

l RECOMMENDED

S~ Case Studies in Ideations: Driving
Distributed Innovation

1&0 Value Takes Center State With
the Business Value Dashboard

Systems of Differentiation: Building
Applications That Provide Competit...

A Pace-Layered Application Strateqy
for the Public Sector and Nonprofits

Financial and Performance Manage-
ment in the Value-Optimizing IT Del...

l EVENTS more [
20-21 September 2012
Gartner Cloud Architecture Found...

Orlando, Florida

Connect

l PEER CONVERSATIONS wmore [
L Mobile cloud file sharing on
Drophox

By: Euan Cobb

Track more [

INITIATIVES:

Business Intelligence and -
Information Management
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New Interactive Critical Ca

pabilities

INTERACTIVE

20 April 2014 Goozooosz
Analyst(s): David Black

congue. Ut a est eget ligula molestie gravida. Curabitur massa.

Critical Capabilities Demonstration Sample

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Vivamus magna. Cras in mi at felis aliquet

This Critical Capability is related to
Magic Quadrant Demonstration Sample

b ABOUT CRITICAL CAPABILITIES

» RECOMMENDED READING

USE CASE 2
Gartner Use Case

USE CASE 1
Gartner Use Case

USE CASE 3
Gartner Use Case

Use Case 1l

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Aenean
vulputate lectus sit amet erat egestas lobortis. Suspendisse semper
ligula non ullameorper ornare posuere.

Capabilities and Weightings-l

Capability 1 B
Capability 2 B
Capability 3 B o
Capability 4 B o
Capability 5 B oo
Capability 6 B
Capability 7 B oo
Capability 8 B oo

Scores

Vendor Product/Service 1
Vendor Product/Service 9
Vendor Product/Service 11
Vendor Product/Service 7
Vendor Product/Service 6
Vendor Product/Service 8
Vendor Product/Service 5
Vendor Product/Service 2
Vendor Product/Service 3
Vendor Product/Service 12
Vendor Product/Service 4
Vendor Product/Service 13

Vendor Product/Service 10

Sort by score v

I -

\wireframes for demonstration purposes only and not for external use. Production version available July 25, 2014
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New Interactive Critical Capabilities

+ . F—
Tis Crieal Capabiy s ltd to
INTERACTIVE . .
C .t. I C b.l.t. D t t. S I Magic Quadrant Demonstration Sample
. p . p b ABOUT CRITICAL CAPABILITIES
20 April 2014 Goozooosz
Analyst(s): David Black } RECOMMENDED READING
Lorem ipsum dolor sit amet, consectetur adipiscing elit. Vivamus magna. Cras in mi at felis aliquet
congue. Ut a est eget ligula molestie gravida. Curabitur massa.
USE CASE1 USE CASE 2 USE CASE 3 CUSTOMIZED USE CASE 1
Gartner Use Case Gartner Use Case Gartner Use Case Custom Use Case
Customized Use Case 1 /7
Suspendisse elementum vehicula porta. Donec vehicula at augue Scores Sort by score v
vel auctor. Ut metus neque, auctor in gravida ac, volutpat vel nibh.
Nune feugiat nisi in leo vestibulum mollis. Pellentesque nisi urna. ey )
Capabilities and Weightings Vendor Product/Service 9
Capability 1 - 18% Vendor Product/Service 11
Capability 2 . %% Vendor Product/Service 7
Capability 3 - 15% Vendor Product/Service 6
Capability 4 - 15% Vendor Product/Service 8
Capability 5 . 10% Vendor Product/Service 5
Capability 6 . 13% Vendor Product/Service 2
Capability 7 . 10% Vendor Product/Service 3
Capability 8 . 10% Vendor Product/Service 12
Vendor Product/Service 4
Vendor Product/Service 13
Vendor Product/Service 10

- wartner

\wireframes for demonstration purposes only and not for external use. Production version available July 25, 2014



MQ & CC

CC Only

mMQcC

Contextual MQ and Critical Capabilities HE ==
5 ’ TE

Coverage Snapshot — July 25t 2014

General-Purpose,
Midrange Storage
Arrays

Client Management
Tools

Recovery as a Service

Social Software in the
Workplace

Configuration

Management Database

Asia/Pacific Context:
Global MSSPs

General-Purpose, High-
End Storage Arrays

Enterprise File
Synchronization &
Sharing
*coming soon*

Enterprise Mobile
Services, Western
Europe

Data Delivery Styles
for Data Integration
Tools

Infrastructure and
Operations Business

Value Dashboard Tools

Europe Context:
Global MSSPs

Security Information

CPM Suites and Event
Management

Unified
Communications
*coming soon*

Case Management Contact Center
Frameworks Infrastructure

Enterprise Endpoint

Object St
ject Storage Backup

Pan-European Network J U.S. Wireline Telecom
Services Services

Midmarket Context:
Intelligent Business
Process Management
Suites

Midmarket Context:
CRM Lead
Management

16

Enterprise Mobility Contact Center
Management Suites Infrastructure

Telecom Expense

Corporate Telephony Management

Public Cloud
Infrastructure as a IT Service Catalog Tools

Service

Asia/Pacific Network U.S. Wireless Telecom
Providers Providers

Gartner.



Optimized Delivery “p
Simplified and Consistent Research Process

Highlights

« Consistent and combined
research process across Magic
Quadrants and companion

content
More New « Reduced effort and time
Markets Content commitment to support the data
collection

- Effective communications from
planning to publishing

Scope & Timing

« Magic Quadrants and Critical
Capabilities through 2014 & 2015

Opt_imized  Focus areas:

Delivery
- Planning - References
- Kick-off - Review
- Survey - Escalations

7 Gartner
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Gartner Methodologies in Research Process

The Rigorous Research Processes Gives
Our Clients a High Degree of Confidence

Transparency
Independence

Collaboration

Quality

A 4

Consistent and transparent research
methodology

Independent of provider influence
Research communities

Peer review and intellectual debate
using a proprietary platform for all
review and collaboration



Gartner Methodologies — Our Analyst Expectations

Objective, rigorous and solid research presented in easily understood and
recognizable formats

- Especially true for our branded documents, such as Magic Quadrants and Hype Cycles.
- Adherence to established methodologies, audit and quality checks, and Gartner's Style Guide.

Visibility into the fact base used for the research
- What evidence can support your opinion?
- Transparency about data, and how it is collected, verified and used.
Actionable research written in a clear & concise style for a single audience

- Know your audience and the point you are trying to make; use the appropriate content type.

- Clients are pressed for time and the Executive Summary helps them determine which documents
apply to the specific issue they are trying to solve.

Collaborative, thought-leading analysis published in persuasive reports

- A collaborative approach to authoring and fact checking is important.
- Peer and external review are key to producing quality research documents.

We must achieve these goals to achieve must-have research

20 Gartner




20157

More New
Markets Content

Optimized
Delivery

Gartner.
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