
ORDER FOR SUPPLIES OR SERVICES PAGE OF PAGES

IMPORTANT: Mark all packages and papers with contract andlor order numbers. BPA NO.

1. DATE OF ORDER 2. CONTRACT NO. (It any) 6. SHIP TO:

05-04-2006 G535F5014H -7a. NAME OF CONSIGNEE
3ORDERNO. MODIFICATIONNO. 4.REQUISnTIONIREFERENCENO. 4/60 U.S. Nuclear Regulatory Commission

DR-33-06-382 CIO06-382/10670730C Attn: Kathrvn 0. Greene
S. ISSUING OFFICE (Address correspondence to) b. STREET ADDRESS

U.S. Nuclear Regulatory CoTxmission Mail Stop T-6F15
Division of Contracts 11545 Rockville Pike
Attn: Betty Freeman, MS T-712 c.CITY Id. STATE a. ZIP CODE
Contract Management Branch 3
Washington, DC 20555 Rockville MD 20852

7. TO: f. SHIP VIA

a.NAME OF CONTRACTOR

GARTNER, INC. 8. TYPE OF ORDER

b. COMPANY NAME
ATTN: JANET RISSEEUW U a. .URCHASE Ib. DELVERY

Reference your Except for billing Insctrnato on the reverse. ths
C. STREET ADDRESS Please fhinish the followAng on to lerms and delveryltesk order Is aub)ect to Instctions

8405 GREENSBORO DRIVE, 6TH FLOOR cocdtonsspecfledon bothsidesofthisorder contained on ihs side onlyofts formand is
and on the attached sheet If any. Incluting Issued subject to the terms and condtons

d. CITY a. STATE f. ZIP CODE deivery as Indicated of the above-numbered contact

MCLEAN VA 122102-5113

9. ACCOUNTING AND APPROPRIATION DATA $32,970.00 10. REQUISITIONING OFFICE CIO

610-15-5DI-324 J1073 252A 31X0200.610 OFFICE OF INFORMATION SERVICES

11. BUSINESS CLASSIFICATION (Check appropriate boxses)) 12. F.C.B. POINT

Oia. SMALL [] b. OTHER THAN SMALL c. DISADVANTAGED []g. SERVICE- Destination0 D DISABLED

F d-- V OMEN-OWVNED a• .HUBZOne I--]f. EMERGING SMALL VERNOWNED

0 1:1BUSINESS

13. PLACE OF 14. GOVERNMENT BI. NO. 15. DELIVER TO F.O.B. POINT 16. DISCOUNT TERMS
ON OR BEFORE (Date)

a. INSPECTION b. ACCEPTANCE 6/l/2006-5/31/2007 NET 30

17. SCHEDULE (See reverse for Rejections)

QUANTITY UNIT QUANTITY
ITEM NO. SUPPUES OR SERVICES ORDERED UNIT PRICE AMOUNT ACCEPTED

(A) (B) (C) (D) (E) (F) (G)

DUNS: 097220180
GSA Schedule GS-35F-5014H -- Gartner, Inc.

Executive Program EXP Premier Services I YR 32,970.00 $32,970.00
Proposal/quote attached hereto and made a part hereof this

order.

Period of Performance: June 1, 2006 through May 31, 2007

NRC CIO: Jacqueline Silber Phone: (301) 415-7443

Gartner Contact: -

i1 . . . . .. . . . . . . . .
18. SHIPPING POINT

1 19. GROSS SHIPPING WEIGHT 120. INVOICE NO.
$32,970.00

21. MAIL INVOICE TO:

a. NAME
U.S. Nuclear Regulatory Commission
Payment Team, Mail StoD T-9-H-4

17(h)
TOTAL
(Cant
psges)

SEE BILLING
INSTRUCTIONS

ON
REVERSE

I T
b. STREET ADDRESS (or P.O. Box)

Attn: (DR-33-06-382) 17(1)
GRAND
TOTALc. CITY

Washington
d STATE

DC
a. ZIP CODE

20555 '32, 970.00
"I. -

23. NAME (Typed)
Robert B. Webber
Contracting Officer

TITLE: CONTRACTINGMORDERING OFFICER

TEMPLATE -ADMOP' SUNSI REVIEW COMPLETE ADMfiooz



Gaftner NRC
April 16, 2006
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Nuclear Regulatory
Commission

Proposal for

Executive Program EXP Premier
Services

April 12,2006
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Gartner Overview

Gartner was founded in 1979, is incorporated in Delaware, headquartered in Stamford, CT
reported revenue in 2005 of $989M and is expected to exceed $IB in 2006. Additionally, in
2005, Gartner acquired Meta Group in order to extend global presence and increase the ability to
respond to client needs. With this acquisition, Gartner, Inc. enhanced the ability to provide
clients like NRC with decision support advice on virtually all aspects of technology and the
business of IT. The global coverage is unmatched in the marketplace.

Gartner, with 650 research analysts, is the leading provider of research and analysis on the
information technology industry to include the business and technology issues as well as
information technology human capital management research. Gartner helps clients make
informed technology and business decisions by providing in-depth analysis and actionable
advice. Gartner clients trust in the vigorous standards that safeguard the independence and
objectivity of their research and advice.

The Public Sector focus is one of Gartner's largest and most significant client markets. Gartner
will continue to focus on government delivery of research and service coverage that is relevant to
the Public Sector. The Gartner VP for Public Sector Research leads the team of 7 dedicated
government analysts who meet regularly with government IT leaders. The focused research areas
assist clients in understanding the federal 0MB, FEA, GAO, PMA mandated guidelines.

Gartner serves a global client base consisting primarily of chief information officers (CIOs),
CTOs, senior IT leaders, managers, Program Office staff and business executives in the
government, state and local agencies and private corporations. Gartner clients include almost
every US Federal Agency and the small independent agencies.

The vast majority of our analysts are experts in some facet of the IT industry with relevant
experience of at least 15 years. They are screened on a very selective basis and are expected to
have deep and relevant industry experience, unusual analytic skills, client service skills, both on
the phone and in person, ability to speak publicly in private client sessions as well as on a stage,
and ability to write well. Of particular interest to the NRC are the 25 focus areas with an
emphasis on government, pharma and healthcare.

The Gartner research is based on a thorough, proprietary process that has been fine-tuned and
continually improved over 20 years. The sources of information are many -- public domain
information, debriefing vendors through a rigorous probing process, interviewing users,
triangulating on information, analysts' own experience, surveys, internal debates, electronic
"town meetings" among analysts, interaction with clients, etc. But it is the research process that
integrates all this and is the conclusions and recommendations that is unique. It entails the
usage of a proprietary framework of how we pose questions, how we posit hypotheses, how we
corroborate tentative conclusions, and how we continuously refine conclusions. It is aided and
enabled by an automated, proprietary systemn that fosters collaboration of analysts around the
world. All draft research is stored in a common repository where positions are challenged, peer
debates occur, management reviews occur, editing happens and continuous improvement ensues.
Client questions are also captured in a database, which enhances client service and is leveraged
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into the research process. The result is the world's deepest, broadest, and highest quality IT
research, analysis, and advice.

Their research and analysis is shared daily in a worldwide electronic, proprietary database among
all Gartner analysts. This database is updated continually and is where positions, forecasts,
conclusions, recommendations and advice to our clients is scrupulously debated and reviewed
before publication.

Gartner created industry trademark research documents to include the Magic Quadrants with
each of the various solution provider detail for each provider. Magic Quadrants and
MarketScopes offer visual snapshots of a market's direction, maturity and participants.
Understanding our research methodology will help you use these models effectively when
choosing a product or service, or managing a vendor relationship. Additionally, senior analysts
who are dedicated to identifying and analyzing the emerging technologies, their trends, early
adopters applications and lessons learned create unique client research tools. Another
representative Gartner Research offering is the Hype Cycles which offers an overview of the
relative maturity of technologies in a certain domain. They provide not only a scorecard to
separate hype from reality, but also models that help NRC decide when they should adopt a new
technology.

Gartner adheres to a strict, thorough, proprietary methodology and process for creating our
research to ensure a high standard of quality.

Analyst Onsite visits - one-hour sessions are available for all of the NRC IT with analysts on
topics relevant to the needs of NRC. There are 650 Gartner core research analysts and dedicated
EXP analysts to meet the agencies mission and goals.

Gartner CIO Executive Program

Gartner Executive Program (EXP) is presented in a program available to IT executives, CIOs,
and CTO's designed to assist them in meeting their agency mission. Approximately 35% of the
Gartner EXP Program participants are government clients. The NRC will have access to a
network of both a commercial and federal CIO network of peers. Gartner research includes NRC
relevant research such as "Recommendations for Infrastructure Protection, 2006, or "Hype Cycle
for Cyberthreats. 2005".

An important differentiator Gartner brings to NRC is the vastness and variety of the core
research. Key deliverables are further expanded below but include Research document notes or
briefs, and a comprehensive research database, Gartner.com. The NRC would have access to
speaking with the over 650 research analysts who write the vast library of research, unique IT
leadership member meetings, peer connections, and on-site presentations and analysts briefings
for decision support. The Gartner site, gartner.com, library includes over 5,000 new research
notes annually.

* Publishes Research: Focus on companies, products, markets, decision frameworks, tactical
guidelines, case studies and strategic planning assumption

" Perspective/Research Briefs: Provide analysis and commentary on key technologies,
companies, products, market opportunities, events, user and distribution trends, and strategic
issues in the IT and telecom market segments tracked by Gartner Dataquest
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0 Executive Summaries: Top-level analysis and recommendations from Gartner Dataquest
Core Research

Gartner EXP Program Membership
EXP Premier is a service for the most senior level IT executives (CIO) that enable and support the
business as cost-effectively as possible. In Premier environments, IT is expected to optimize operations
and deliver responsive service to meet growing business demand.

The deliverables of the EXP program provide a tool kit representing a full range of services available to
the Member. Many clients take advantage of all deliverables of the membership, others use deliverables
selectively. The following are the deliverables available to the member:

Relationship Manager

A dedicated Relationship Manager will be assigned to the NRC membership, and will serve as the
member's single point of contact for all Gartner deliverables in this program. Key activities
performed by the Relationship Manager include:

a. Development of a Service Plan with the member to identify the member's key initiatives and
challenges, define an actionable plan to support the client on these initiatives and action
within the context of the membership, identify the specific deliverables that the Member
would like to leverage over the course of the membership. Progress against the plan will be
reviewed during the year. This is considered a living document, and is adjusted throughout
the membership based on the changing needs of the member and the organization. The
Service Plan is reviewed quarterly. We encourage members to leverage all deliverables to
realize the full value of the membership.

b. Proactively provide: Gartner research as well as other public domain information,
suggestions for Gartner expert analyst sessions, suggestions for peer networking
opportunities based specifically on the defined service plan and Gartner
understanding of the organization, the Public Sector, and the local and global IT
environment. Gartner recommends a monthly call with the member to ensure the
Relationship Manager is up-to-date on key initiatives and priorities to as a foundation
for proactive support.

c. Regularly pushed Gartner research, as well as other public domain information, based
on topics of high interest to IT executives. This often includes key strategic IT
reports, research on key emerging technologies, research specific to the Public Sector.

Gartner EXP Research

a. EXP Premier Research Reports - Gartner's EXP research team develops up to six reports a
year. This global team determines the research topics based on input from the global EXP
membership, via the Gartner CIO Survey and Agenda. These reports combine the application
of Gartner expertise, experience, and forecasting with member (and non-member) interviews
and case studies. The result is a in-depth report that is forward thinking and strategic, yet
provides a pragmatic approach for application by members. Reports are distributed in hard
copy and via e-mail. Up to five direct reports may be designated access to the reports via
email/web, to support the education and application by not only the CIO, but their leadership
team.
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b. Teleconferences - The authors of the above research reports host supporting teleconferences
for the members and their of their staff. These teleconferences provide members to gain a
deeper understanding of the research and ask questions of the authors. The teleconferences
are audio taped for members convenience and can be listened to for approximately 30 days at
a time of the attendees choice.

c. Talking Technologies, Audio Series - a monthly CD-ROM that provides an executive
summary of a number of hot IT issues and can be provided to anyone within the organization.

d. Actionable IT Management Tools - Gartner has a set of IT management tools and
continues to build the library of tools available to our members. These tools are developed by
our analysts and Executive Program experts and are based on years of executive and
management level IT experience, interaction with members and other clients across the globe,
and gathering of best practice tools from members. They include IT management, strategy,
technology and human capital diagnostic tools and templates for key IT leadership initiatives.
The intent of the tools is to save time and investment dollars in development of tools, while
increasing quality of the tools. Having access to various tools provides the foundation and
jump start for members to accelerate their processes or to validation the work they have
already performed. Tools are provided upon request of the Member, as needed, based on
defined needs in the Service Plan.

e. Library of Gartner Core Research, Gartner.com All Gartner.com Core Research: access

to the database, gartner.com library

f. Gartner Analyst Inquiry

* Analyst Phone Inquiries (Unmetered) - Member has inquiry access to all Gartner analysts
globally through standard Analyst Inquiry; covering over 25 focus areas (government,
pharma and healthcare inclusive) and topics covered in the core research product offering
with any number of listeners participating on the call.

* EXP Research Inquiries (Unmetered) - Member has inquiry access to Gartner EXP
Researchers to support topics covered in the EXP Reports, as published by Gartner Executive
Programs.

" Written Research Replies - The Relationship Manager will assist the members with
inquiry access limited to the topics covered in the core Gartner research offering and key
EXP subject experts. The inquiry will be fulfilled by providing relevant research that answers
the questions or addresses the topic. Depending on the complexity of the inquiry, the
turnaround time will generally be between one and five working days.

Gartner Events

" Symposium - Entry to the five-day conference ensuring maximum exposure to industry
luminaries and analysts, one-on-one meetings with analysts on choice of topics, premium
ticket and hotel reservation to Fall or Spring Symposium/ltxpo with full privileges. This
member invitation is non-transferable.

* Annual Forum - This event is for Premier EXP members only. The agenda is defined based
on input from members. The event is a combination of interactive sessions with peers and
presentations by Gartner and Industry leaders. The objective of this event is to provide a
forum executive learning from peers and industry experts, the opportunity to network to
increase the members access to expertise. This member event is a non-transferable invitation.

• Local Events- with content provided by Gartner's analysts, consultants, and Executive
Program personnel. ( Members only with exception on a casc-by-case basis)
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Peer Exchange

Gartner's global network of IT leadership, management, and technical peers is unparalleled.
Members may request to meet or conference with peers around a specific topic/issue in order to
exchange information about best practices, areas of expertise, tools and templates, and key
leamings. The Relationship Manager facilitates the peer connection, ensuring the member is
aligned with the appropriate peer based on networking request (e.g., topic expertise, scale of
project, industry, etc.). The Relationship Managers also proactively suggests networking
opportunities to members, based on their knowledge of the member, Gartner member network
that would support valuable opportunities for exchange.
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Program Summary

All current terms and conditions of the Gartner GSA Schedule apply. GSA schedule number GS-35F-
5014H.

This letter will be the service agreement that continues, or initiates, your membership privileges
for the period June 1, 2006 to May 31, 2007 for NRC.

Program Summary- 1 EXP Membership

I EXP Membership EXP Membership $32,970

June 1, 2006

To

May 31,2007

Total $32,970



DR-33-06-382

SUPPLEMENTAL INVOICING INFORMATION

If desired, this order (or copy thereof) may be used by the Contractor as the Contractors Invoice, instead of a separate invoice, provided the following

statement, (signed and dated) is on (or attached to) the order: *Payment is requested In the amount of $ . No other invoice will be submitted."
However, If the Contractor wishes to submit an invoice, the following information must be provided: contract number (if any), order number, item number(s),

description of supplies or services, sizes, quantities, unit prices, and extended totals. Prepaid shipping costs will be indicated as a separate item on the
invoice. Where shipping costs exceed $10 (except for parcel post), the billing must be supported by a bill of lading or receipt. When several orders are

Invoiced to an ordering activity during the same billing period, consolidated periodic billings are encouraged.

RECEIVING REPORT

Quantity in the "Quantity Accepted" column on the face of this order has been: [:] inspected, [] accepted, ED received by me and
conforms to contract. Items listed below have been rejected for the reasons indicated.

SHIPMENT PARTIAL DATE RECEIVED SIGNATURE OF AUTHORIZED U.S. GOVT REP. DATE

NUMBER FINAL

TOTAL CONTAINERS GROSS WEIGHT RECEIVEDAT TITLE

REPORT OF REJECTIONS

IUANTITYITEM NO. SUPPLIES OR SERVICES UNIT REJECTED REASON FOR REJECTION

_ _~~~~~ 
~ ~ I______ Ii _ 1: ____

1 4. t

4 + 4 4

4 .4. 4 4

I I

I 1~ 4 4

OPTIONAL FORM 347 (REV. 3/2006) BACK


