Gartner Copyright and Quote Policy

Gartner Market Guide Template

Title:
[Enter Company Name] Listed as a “Representative Vendor” in Gartner’s Market Guide for [Enter Market Segment] 

[Enter City, State], [Enter Date] – [Enter Company Name], a leading provider of [Enter Market Segment] solutions, today announced that it has been identified as a representative vendor in the Gartner "Market Guide for [Enter Market Segment]" report. ABC Company was named in the [Enter Category] category ( or area of specialization; functionality; offerings and focus; segments, etc.).”
 
Example Vendor Executive Quote:


"Our sole focus for fifteen years has been on working closely with our customers to develop products that best contribute to corporate growth and profitability," said John Doe, Senior Vice President of [Name of Company]. "We believe being named by Gartner as a representative vendor reinforces our solution's value to our customers." 

NOTE: Additional information may be included in the press release, but must be in compliance with the Gartner Copyright and Quote Policy: http://www.gartner.com/technology/about/policies/copyright.jsp  

· Industry-general excerpts from the report are permitted (e.g., evaluation criteria);

· No company-specific excerpts permitted as they may appear endorsing;

· Vendor company information may be included provided it is clearly differentiated from the Gartner report.
Required Disclaimer: 

Gartner does not endorse any vendor, product or service depicted in its research publications, and does not advise technology users to select only those vendors with the highest ratings or other designation. Gartner research publications consist of the opinions of Gartner's research organization and should not be construed as statements of fact. Gartner disclaims all warranties, expressed or implied, with respect to this research, including any warranties of merchantability or fitness for a particular purpose.
� Gartner “[Enter Gartner report title]” by [Enter author(s) name(s)], [Enter date].
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