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Briefing Agenda

09:00 - 09:15 Welcoming Notes: About Gartner
lvan Magli E Gartner Adriatic/Calisto Managing Director

09:15 - 10:15 CEO's Top Concerns and How IT Should Address Them
Mark Raskino, Vice President and Gartner Fellow

10:15 — 10:45 Coffe Break

10:45 — 11:45 Radical Cost Cutting
Mark Raskino, Vice President and Gartner Fellow

11:45 - 12:00 Launch of the new Gartner book: "Masteri  ng the Hype Cycle:
How to Choose the Right Innovation at the Right Tim  e"

12:00 — 13:00 Luncheon and Peer-Networking
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Our Clients

Gartner advises 60,000 business
and technology professionals in
over 10,000 client organizations
around the world.

They tell us exactly what issues
they are facing.

Gartner
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Gartner briefly

More than 25 years of experience in IT industry
(established 1979.; today on Nasdaq)

Headquarter Stamford, USA; European HQ London,
more than 75 countries

3800 employees — including 1200 analysts and consultants
Revenue in 2006. $1.06 bin. /in 2007. $1.2 bin.

More than 220.000 Client Inquiries per year!

More than 60.000 documents in database

65% "Fortune 1000" companies are Gartner clients

More than 70 specialized events per year
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Gartner Brand Promise

Ensure Success

As technology propels business in new directions, we are the
Indispensable partner that turns complex information into insight

that ultimately determines the difference between success and
failure for our clients.
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Gartner Provides Value to
Our Clients Through
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Our primary goal:

“If we have a single, overriding goal at
Gartner, it's to help our clients make
the right decisions, with confidence”

Peter Sondergaard
Senior Vice President, Research

© 2008. Gartner, Inc. All Rights Reserved.



Grow your business, improve competitive

position, manage operational effectiveness
Gartner delivers the
insight you need from

Get strategic and tactical support strategy through
execution.
Validate decisions

Control costs

Extend staff
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Resources are
plentiful but are
fragmented,
Inconsistent and
often biased.
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Vendor Ratings: Player Performance

Gartner's analysis and evaluation of
vendors and technology providers,
on the most important parameters:

- Strategy

- Marketing

- Organization

- Financial

- Market offerings

- Product/Service

- Technology/Methodology

- Pricing

- Sales/Distribution

- Support/Account Management

- Customer Service
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The Hype Cycle: Time to Maturity and Benefit

A Hype Cycle is a graphic
representation of the maturity,
adoption and business application of
specific technologies.

Since 1995, Gartner has used Hype
Cycles to characterize the
over-enthusiasm or "hype" and
subsequent disappointment that
typically happens with the
introduction of new technologies
Hype Cycles also show how and
when technologies move beyond the
hype, offer practical benefits and
become widely accepted.
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“Gartner helps
us to
distinguish
bleeding edge
from leading
edge.”

Mutual Fund Manager
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“Gartner
provides
vendor
insights like
no other.”

Partner, Management Consulting
Firm
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“Gartner
provides
vendor
insights like
no other.”

Partner, Management Consulting
Firm
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Gartner for IT Leaders
IS a Gartner research offering designed to provide new, unique
value to IT professionals working in specific roles.

Gartner for IT Leaders combines Core Research with a role-
specific landing page, role-specific tools, exclusive role-relevant
research, community functions, and other elements. Together,
these elements will help drive success for the user and the
user's organization.
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ClO &
Senior IT
Executive
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Gartner Core Research is client's primary window to w

the Gartner data and analysis that will help clients to
plan, implement, and manage on a day-to-day basis.

It is the foundation of most client relationships at
Gartner, the point of access to our analysts and their
advice.

There are two service options within Core Research:

Reference gives you self-serve access to Gartner
Core Research, including focus area topics, Gartner
blogs, Gartner Fellows, and our legendary Magic
Quadrants and Hype Cycles.

Upgrading to Advisor , a more personalized option,
puts you in direct contact with our Core Research
analysts.
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We are the leading ICT conference provider:
41,000 technology/business professionals
attend our 74 annual events.
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More information on
gartner.com/events

Gartner.
SYMPOSIUM ITXPO
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Business Intelligence Summit 5 — 7 February, Amsterdam
Customer Relationship Management Summit 18 — 19 March, London

Enterprise Networking Summit 23 — 24 April, London

Wireless & Mobile Summit 23 — 24 April, London

Business Process Management Summit 28 — 30 April, London
Outsourcing and IT Services Summit 2 — 4 June, London

Midsize Enterprise Summit 17 — 19 June, Barcelona

Identity & Access Management Summit 23 — 24 June, London
Application Integration & Web Services Summit 25 — 26 June, London
Portals, Content & Collaboration Summit 10 — 11 September, London
Enterprise Architecture Summit 26 — 27 September, London

IT Security Summit 29 September — 1 October, London

Financial Services Technology Summit 7 — 8 October, London

Data Center Summit 21 — 23 October, Amsterdam

Project & Portfolio Management Summit 3 — 5 December, Vienna

Symposium/ITxpo 11 — 14 May, Barcelona

Symposium/ITXxpo 3 — 7 November, Cannes
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Weathernng the Storm Actions You Can Take Now

Cost-Cutting Projects That Don't Require
Additional Cash
Betevw Burton Ken McGee

Get the best pricing and terms for your IT
purchases

Gartner ensures you get the sest valus
from vour ‘T purchaszes. Cartner analysts
and consultan:s review thousands cf
vendor cantracts and proposals each
YEAr,

Read More ¢

Beware the "We Aran't Secing It' Trap
Mark Razking

Drriving IT Taraugh the Credit Crunch

Martin Reynalds ldzntify maor cost-saving opportunities

Leverading our propriesary data. Gartner
shows you exactly where vour spend is
high relative to bzst-in-class Jeers.

Read Muore F

Presarve Cash Without Compromising Growth
Martin Reynolds

Testing Leadership 5kills: Focus on Peoplz
Diane Morello | Eetsy Burton

Implement cost-savings technologies

Gartner BnsUres your sUccess in
implementing prierity technology
intiaives.

Fead More »

Time to Gel1 Creative
John Rizzute | Betsy Burton | Reymrand Paquet

Implement cost-saving process
improvement

Gartner is vouLr wvital partnar is achisviag
hard-dolar savings ‘rom process

Use IT Innovaton to Tum Crisis into Opoortunity
John Rizzuto | Betsy Burton

NN N

Managing Il KsKs Lunng Cost-Cutting Henods impravement.
Mark Micolett  Paul E. Proctos | French Read More ¥
Caldwel
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Step 1: Don't Wait for the Cost-Cutting Mandate Fro m Management

Step 2: Choose the Best and Brightest IT People for  the Team

Step 3: Avoid Finger Pointing and Second Guessing

Extracts from presentation:
"Balancing Cost, Growth,

Innovation and Risk"
Ken McGee,
VP and Gartner Research Fellow

Step 4. Enlist an Internal Auditor as Scorekeeper

Step 5: Report Audited Results on a Weekly Basis

Step 6: Identify a Liaison From the Legal Departmen t

Step 7: Do not Accept a “%” As Your Cost Cutting Tar get
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1)

2)

3)

4)

5)

6)

Initially focus on cutting "people costs"

Freeze headcount, reduce/eliminate special bonuses, reduce regional support
Flatten organization structure

Move to collaborative team-based models

Change span of control assumptions; for example, 1 to7to1to 20
Accelerate the progress of centralized and shared services

Leverage enterprisewide competencies; by reducing s taff embedded in
business units

Bring a qualified finance person into your IT leadership team
Perhaps on loan, or on temporary contract
Maintain or strengthen relationship management roles

Business analysts, business process and industry ex perts, account
executives, relationship managers

Take control of "unmanaged" costs you can measure and
cut easily

For example, data center power consumption, printin g
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7) Use invoice verification

8) Eliminate unused software/modules

9) Apply more sophisticated negotiations

10) Use alternative products included in previous deals
11) Introduce competition for existing products

12) Use "best for need" rather than "best-of-breed" products
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13) Use telecom expense management services
(savel0% to 35%)

14) Move to corporate liability for wireless services
(savel5% to 30%)

15) Reducing reliability target for a location by "one 9"
(save 30%)

16) Collapse rich media conferencing into a premises-based
multi-controlpoint unit

(save 60%)

17) Deploy IP telephony and VolP
(save 50% to 80% of maintenance)

18) Use the Internet as corporate transport
(save 10% to 80%)
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19) Defer 2008 Windows XP PC replacements to 2009
20) Exploit commoditization

21) Make better use of existing tools by improving process
and policy

22) Defer client architecture pilot/evaluation projects

23) Implement thin provisioning and data de-duplication for storage
reduction

24) Consolidate and virtualize servers
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ClOs and senior IT managers should...

Today (Monday Morning)
- Create a cost cutting team

- Assign some of your best staff and a financially qualified person
(such as an auditor)

- Define a cost cutting goal and a project timeline
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Gartner Adriatic/Calisto Gartner Executive Programs
Koranska 1b/I
HR-10000 Zagreb, Hrvatska Mr. Boris Vrabec

TellFax: +385 1 6171 431 Executive Partner
boris.vrabec@gartner.com

B Mobile: +385 98 4416 896
Mr. lvan Magli B

Regional Manager
ivan.maglic@gartner.com Mr. Eberhard Elbs

Mobile: +385 98 416 896 Executive Partner
eberhard.elbs@gartner.com

o, Tel: + 49 89 427 04 249
Mrs. Natasa Glavovi B=

Sales and Marketing Executive
natasa.glavovic@gartner.com
Mobile: +385 98 678 972
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