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Item 7.01. Regulation FD Disclosure.
On May 19, 2009, members of management of Morningstar, Inc. (the Company) will make the presentation attached as Exhibit 99.1 at its
Annual Shareholders’ Meeting which will be held at the Company’s corporate headquarters in Chicago, Illinois at 9:00 a.m. (CST).
Non-GAAP Financial Measures
The presentation includes the following measures considered as non-GAAP by the Securities and Exchange Commission: free cash flow and
consolidated revenue excluding acquisitions and foreign currency translations (organic revenue).
The Company presents these measures as supplemental information to help investors better understand trends in its business results over time.
The Company’s management team uses free cash flow to evaluate the performance of its business. Free cash flow is not equivalent to any
measure of performance required to be reported under U.S. generally accepted accounting principles, nor should this data be considered an
indicator of the Company’s overall financial performance or liquidity. Moreover, the free cash flow definition the Company uses may not be
comparable to similarly titled measures reported by other companies.
Item 9.01. Financial Statements and Exhibits.
(d)

Exhibits:

Exhibit No.

99.1

Description

Annual Meeting Presentation.
2

SIGNATURES
Pursuant to the 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.
MORNINGSTAR, INC.
Date: May 19, 2009

By: /s/ SCOTT COOLEY
Name: Scott Cooley
Title: Chief Financial Officer
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Exhibit 99.1

Annual Shareho lders ’ Meeting 2 009 1

Meeting Ag end a 1 . Call to Order 2. Introd uctions 3. Busin es s of Annu al Meeting 4. Management Presentatio ns 5. Business Pres entations Break 6. Questions and Answers 7. Ad journmen t of Meetin g 2

Mornin gstar Overview Joe M ans ueto Chairman and Chief Execu tive Officer 3

Today’s presen tation s contain fo rward-looking statemen ts. All statemen ts mad e that are no t his torical facts are su bject to a nu mber of risks an d uncertainties, and actu al resu lts may differ materially. Please refer to ou r most recent earnings release an d our mo st recent Fo rm 10 -Q or 10-K fo r more information on the factors that could caus e actual results to differ. T oday’s presen tation s also con tain non -GAAP fin an cial meas ures . Please refer to the ins ide fro nt cover an d page 126 o f o ur 2008 annu al repo rt posted in th e Inv es tor Relations s ection of ou r Web s ite at http://corporate.mornin gstar.com for a reconciliation to the app licable GAAP measures . 4

Please carefully read the legal disclaimer above.
Please refer to our 2008 annual report posted on our corporate Web site for reconciliations of non-GAAP financial measures to the applicable
GAAP measures.

Mornin gstar Overview 2008 Highlights Indus try Landscape Org an izational Structure Growth Strategies Recent Acquisitio ns 5

My talk today will cover five major areas:
•
•
•
•
•

2008 highlights
Industry landscape
New organizational structure
Growth strategies
Recent acquisitions

2008 Highlights 6

2008 Key M etrics $ 117 .3 $ 13 9.1 18. 6% Operating Income ($mil) 08 07 $ 10 3.9 $ 1 01.0 2. 9% Free Cash Flo w* ($mil) *Free Cash Flow is con sidered a non -GAAP fin an cial meas ure u nder SEC reg ulatio ns. 08 07 $ 43 5.1 $ 5 02.5 15 .5% Revenue ($mil) 08 07 7

We have three key metrics that we use to measure our results.
Revenue increased 16% to just over $500 million in 2008, operating income increased about 19% to $139.1 million, and free cash flow was
relatively flat at $104 million.

Quarterly Org anic Revenue* Growth 07 08 Q 1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 *Organic reven ue is considered a no n-GAAP fin an cial meas ure. Please see slide at the end of th e presentation xfor recon ciliation to con solidated rev enu e. 0 7 08 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 5 10 1 5 20% 8

This slide shows organic revenue growth (revenue excluding acquisitions and currency movements) for the eight quarters ending in the fourth
quarter of 2008. As you can see our quarterly organic growth rate was strong throughout 2007 but declined steadily in 2008.
This reflects the impact of the market downturn, clients becoming more cautious and price sensitive, and weaker trends in new business and
renewals.

Ind ustry L and scape 9

2008 Net Inflo ws / Ou tflows *ex cludes mo ney market funds $0.3 ($50 .5) $177. 2 MF CE VA HF SA E TF $ 154.8 ($7 0.2) ($225.1 ) b il* 2008 As sets $9 .6 tril $188.4 bil $1.1 tril $2. 8 tril $497.9 bil $531.3 bil 1 0

Here’s a snapshot of net inflows and outflows into various investment types in 2008. The severe market downturn had a dramatic impact on
mutual fund assets in 2008 as many investors shifted money out of long-term funds because of the large market losses.

$0.3 $1 77.2 20 08 Net Inflows / Outflows * exclu des mon ey mark et fu nds 2 007 Ass ets $12 tril $ 328.1 b il $ 1.5 tril $2.7 tril $ 803.2 b il $6 08.4 bil M F CE VA HF SA ETF $154. 8 ($70.2) ($22 5.1) bil* 2008 Assets $9.6 tril $18 8.4 bil $1.1 tril $2.8 tril $53 1.3 bil ($50.5 ) $ 497.9 b il 11

This slide shows net cash flows in 2008 compared with 2007 levels. Cash flows were generally lower in 2008, with the exception of variable
annuities and continuing strength in ETFs.

Spending on Finan cial In fo rmation *source: Vero nis Suhler Stevenson Sp end ing ($bil) CA GR 9.5 % 03 $ 7 .9 6.8% 0 4 $ 8.8 10.3% 05 $ 9.7 10.0% 06 $ 10.6 10.1% 07 $ 11.7 10.3% 08 $ 12.3 5.1% 09 $ 13.1 6.0% 10 $ 14.1 8 .3% 11 $ 15.5 9 .4% 12 $ 17.1 10 .5% Projected Spending ($bil) CAGR 7.8% 1 2

There is a large market for financial information, and we see many opportunities ahead of us. Veronis Suhler Stevenson estimates that spending
on economic and financial information totaled about $12 billion in 2008, so we have a small, 4% share of this market.

–11.25 – 5.05 8.5 1 –1.18 –0.92 4.1 9 7.48 5.25 4. 38 -41.87 -46.28 -39.92 – 11.25 – 1.18 – 0.92 –5.05 4.1 9 5.25 8.51 7. 48 4.38 Current En vironment YTD th ro ugh 04. 30.09 1 3

This box shows Morningstar’s market barometer, a heat map of total returns for different areas of the Style Box. The market environment has
been somewhat more positive for the year to date through April 30.

Current Env ironment 05 06 07 08 YT D 04.30. 09 6.5% 1 5.7% 5.9 % –37.0% M ornings tar Mark et In dex Total Return –1.3% –11.25 –5.05 8.5 1 – 1.18 – 0.92 4.1 9 7.48 5.25 4. 38 –36.17 –35.95 –31.67 -31.47 -38.73 – 36.19 -41.87 -46.28 -39.92 –0.43 – 5.52 –8.15 8.6 4 1.95 –5.43 12 .34 19. 70 11.0 6 25.79 18.81 20.03 1 5.54 14 .72 21 .17 5.6 8 9.63 1 0.04 7 .04 11.5 4 5.12 3.82 10 .05 6.3 0 3.43 16.27 5 .77 – 15.78 – 13.98 0 .23 –17.14 –19.07 –9.82 –4.04 –11.94 –8.73 –36.17 –35.95 –31.67 -31.47 -38.73 – 36.19 -41.87 -46.28 -39.92 1 4

Here you can see the change in market performance over the past several years. As you know, it was a historically bad year for the equity
markets in 2008, with Morningstar’s U.S. Market Index, a broad market benchmark, down 37% for the year.
This created some headwinds for our business, especially on the asset management side.

Revenue fro m Ass et-Based Fees 1 5% Q1 200 8 15

These slides show our percentage of revenue from asset-based fees, which has declined from 15% of revenue in the first quarter of 2008 to
10% in the first quarter of 2009. The change in this figure over time demonstrates the impact of the market environment on our results.

Revenue fro m Ass et-Based Fees 1 6% Q2 200 8 16

Revenue fro m Ass et-Based Fees 1 4% Q3 200 8 17

Revenue fro m Ass et-Based Fees 8 % Q4 2008 18

Revenue fro m Ass et-Based Fees 1 0% Q1 200 9 19

Org anizational Structure 20

Inv es tment In formation Inv es tment Managemen t Organization al Stru cture International Pro duct Lin es So ftware Data Inv. Res earch Inv. Management In tern ational Bevin Desmond Business Groups Institutional Bev in Desmond Adv isor Chris Boruff Individual Kunal Kap oor Data Liz Kirscher Equity Research Cathy Odelbo Fund Research Don Phillips M ornings tar Associates Patrick Reinkemeyer Ib botso n Asso ciates Peng Chen Investment Serv ices Jeff Ptak 21

We spent considerable time thinking about our company’s structure this past year and made some changes that were effective in January 2009.
Our objectives were to more closely align our company structure with our growth strategies and create a more decentralized structure with
greater P&L responsibility at the product level.
We now have two operating segments: Investment Information and Investment Management. In our previous structure we were organized
along audience lines; now our structure is divided by product type.
We have five major product lines: international, software, data, investment research, and investment management.
Bevin Desmond continues to head our international operations and has taken on additional responsibilities as president of institutional software.
Chris Boruff remains president of advisor software. Kunal Kapoor is president of our individual software group.
Liz Kirscher remains president of our data group and is also responsible for all of our global data operations.
We’ve divided our research team into two groups: equity research, headed by Cathy Odelbo, and fund research, led by Don Phillips.
On the Investment Management side, Patrick Reinkemeyer heads Morningstar Associates. Peng Chen remains president of Ibbotson
Associates. And Jeff Ptak was recently named president of Morningstar Investment Services.

Gro wth Strategies 22

Mornin gstar ’s Growth Strategies Focus o n three platforms Become a glob al lead er in fu nds o f fun ds Create premier glo bal database Expand in tern ationally Co ntin ue b uild ing though t leaders hip NEW NE W 23

We have five major growth strategies. Those of you who have followed our company might notice that we’ve tweaked these slightly.
We added two new strategies:
•
•

Continue building thought leadership in independent investment research
Create a premier global investment database

These aren’t new initiatives for us, but we felt they were important enough that we wanted to surface them more.
We deleted one strategy: expand the range of products and services. We’re still doing this throughout our business, but it’s not an end in itself,
so we’re no longer identifying it as a separate strategy.

Ind ivid uals M ornings tar.com Strategy : Focus on Three Platforms Ins titutio ns M ornings tar Direct Ad viso rs Advis or Workstation 24

The first of our five strategies is to focus our product offerings on our three major platforms, which are targeted to individuals, advisors, and
institutions.
In all three of these markets, we believe investors are looking for integrated solutions, and all of our platforms are designed to meet that need.
The three platforms are:
1.
2.
3.

Morningstar.com for individual investors, which includes Premium Membership services and Internet advertising sales
Morningstar Advisor Workstation, which is our Web-based planning system for financial advisors
Morningstar Direct, which is our institutional research platform that provides access to the full range of our global data, research,
and tools

Combined Reven ue from Three Platforms Co mbin ed Revenue ($000) and % o f Cons olid ated Revenue $ 44,8 54 $ 6 1,632 $ 84,996 $ 108, 508 $ 1 35,134 27.1% 0 5 27.0% 0 6 24.9% 07 08 2 6.9% 25.0 % 04 revised 2 5

This graph shows combined revenue for our three platforms over the past five years. The percentage went down a bit in 2007 because of
additional revenue from acquisitions, but we’ve seen steady growth in dollar terms each year.

Mornin gstar.com Premium Memberships 13 1,035 1 47,010 165,95 7 180,3 66 177 ,518 0 5 06 07 08 04 revis ed 26

We had about 177,000 Premium members on Morningstar.com as of year-end 2008. The total declined a bit in 2008 because it has been
difficult to sign up new trials. We have seen more reluctance among individual investors to pay for premium content, and in some cases, people
have simply told us that they are getting out of the markets.

Mornin gstar Advisor Workstation 80 ,235 11 3,461 1 53,838 175,72 5 190, 267 05 06 07 0 8 04 revis ed U .S. L icens es 27

U.S. licenses for Advisor Workstation were up about 8% in 2008, driven by new client growth and increased seats at existing clients.

Mornin gstar Direct Licenses 04 0 5 06 0 7 08 77 5 878 1 ,077 1 ,892 U.S. 1,5 64 107 271 66 5 775 9 85 1,3 48 2,22 9 2,961 Non -U.S. T otal 1,0 69 — 28

Total licenses increased about 33% in 2008. We now have more than one-third of licenses from outside the U.S.

Strategy: Become a Glob al Leader in Fund s of Funds M ornin gstar Asso ciates Qualitative focu s Bottom -up approach Portfolio analys is + manager selection Ib botso n Asso ciates Quantitative focus Top -down approach Capital markets, p ortfolio co nstruction th eory + practice Morningstar Investment Services Quan titative and qualitative focus Portfolios tailored to risk to lerance levels + in ves tment goals Inv estment manag emen t + technolo gy 29

We think assembling and evaluating funds of funds is a natural extension of our expertise in understanding managed investment products.
We have three subsidiaries that offer investment management services: Morningstar Associates, Ibbotson Associates, and Morningstar
Investment Services.

Beco me a Global L eader in Funds of Fu nds Funds of Funds Ind ustry As sets ($bil)* Mo rn ings tar’s Co mbin ed Assets ($b il) 04 05 06 0 7 08 $ $ 951 $ 1,258 $ 1,676 $ 1,95 2 $ 1,7 24 *so urce: Ceru lli Associates; 2008 amount is projected 4. 6% 1.4% 1. 9% 3.9% 5.8 % $13.6 $23.8 $ 65.9 $1 13.4 $ 78.8 30

Here you can see growth in funds of funds over the past five years based on data from Cerulli Associates. The large number of managed
investment products has made sorting through them to build a well thought-out portfolio a difficult task. As a result, there’s been strong growth
in multimanager assets worldwide, which totaled an estimated $1.7 trillion as of year-end 2008.
We do this work in three major areas: Investment Consulting, managed retirement accounts, and Morningstar Managed Portfolios. Our
combined assets in these three areas totaled about $79 billion at year-end 2008, which represents about 5% of industry-wide assets.

Page 1 of 4 | M ornings tar® Research Rep ort BlackRock US Dynamic A Acc M ornings tar Category Ben chmark MSCI USA NR USD M ornin gstar Qualitative Rating™ E lite Superior Standard Inferio r Impaired Chetan M odi M orning star Analyst Execu tive Summary People: Manager Bob D oll is a seas oned in ves tor and he is back ed u p by a dedicated team o f analys ts. H e can also lev erage BlackRock's co nsiderable res ources. Paren t: BlackRo ck is an in dep end en t asset man agement group that is recognized as on e o f the mos t prominent fix ed -income managers globally. Its merger with MLIM s tren gthened it on the equ ity front an d the comb ined firm h as con siderable glob al capabilities . Process: The quant -bas ed process with a q ualitative overlay has been succes sful ov er lo ng periods of time but Do ll's strategy can lead to short-term underperformance due to notable s ector bets . 12.0 10.5 9. 0 7.5 6 .0 Growth o f 10,000 (GBP) Fun d Benchmark Category 2000 2001 2 002 20 03 200 4 2005 2006 2 007 20 08 YTD Performance 31/03/09 Cat Perf Qu artile -11.70 -21.47 -29.99 1 2.00 2. 84 24.4 6 -1.80 4.5 6 -18.21 -6.77 Total Retu rn -5.73 -11.39 0 .48 -3.48 0.1 5 6.88 -2.39 0.8 9 -4.65 3.6 4 +/- Benchmark -9.79 -8.98 0.8 9 -2.28 1.3 3 8.62 -1.13 0.4 9 -1.63 2.6 0 +/- Category 91 93 28 6 3 25 5 64 40 6 7 18 To t Ret % Rank in Cat Morningstar Opinion 3 Apr 2009 | M anag er experience and d epth of resources at
BlackRock US Dy namic Equity mak e it a compelling choice. Robert Doll has been in ch arge here s ince April 2 004. Doll is Vice Chairman and Chief Investment Officer of Global Eq uities at BlackRock and he's spent over 2 8 years in th e indus try. He manages additional US large-cap offerings u ndertak en by Doll and his team. They analys e the top 2 50 ranked sto cks and eliminate companies with unappealing features such as those operating in industries with unattractive prosp ects or run by a qu estionable manag emen t team. Th is qu alitativ e o verlay hel ps avoid thos e stocks w ith h igh s cores bu t which carry risks that a quant model can overloo k. Although the element of fund amen tal res earch has its merits, Doll will at times make big sector bets wh ich Qualitative Fund Rating s in E uro pe Strategy: Co ntin ue Building Thoug ht Leaders hip Income Shortfall (Shortage of in come co mpared to annual income Retiremen t Income Efficient Frontier with VA + GM WB, 30 -Year Horizon 2 $0K 4 20 /80 4 0/60 6 0/40 20/60 /20VA 4 0/45/15VA 60 /30/10VA Workin g Paper: Guaranteed Prod ucts + Trad itional Portfolio Ibbots on Lifetime Asset Allocation Research 31

We recently introduced qualitative fund ratings in Europe. Our research consists of a four-page report, with each investment rated Elite,
Superior, Standard, Inferior, or Impaired.
Ibbotson Associates has also been continuing its research on lifetime asset allocation, which is a new framework for creating target-maturity
funds that incorporates both financial capital and human capital.
Ibbotson has also written a working paper on combining guaranteed products with traditional asset allocations—an area where we’ve seen
significant investor interest.

Strategy: Con tinu e Building Though t Lead ersh ip Target Date Fu nd Family Reports Page 1 o f 4 | M orning star Targ et Date Report | 31 J ul 20 09 Vanguard Target Date Fu nd Family Report 2 055 20 50 204 5 2040 2035 2 030 20 25 2020 18 23 28 33 3 8 43 4 8 53 87 76 82 76 77 7 3 65 59 90 88 90 88 8 7 85 7 7 69 10 0% 80 60 Total Eq uity Expos ure Glide Path Available Funds XYZ Retirement 205 5 XYZ Retirement 20 50 XYZ Retirement 20 45 XYZ Retirement 2 040 XYZ Retirement 2 035 XYZ Retirement 2030 Vangu ard ’s Targ et Retirement Fu nds are built upon two of the firm ’s stron g suits, index funds and ro ck botto m The fund s’ glide path begins shifting to a higher fixed in come weighting 25 years prior to retirement, earlier than most of the competition . The funds ’ underlying eq uity holdings emphasize larg er-cap stocks in developed markets, and the Mo rn ingstar Op inio n 2.0 0. 0 – 2.0 Strateg ic Allo cation 0.22 Avg Peers 4 .0 0.0 – 4.0 Subasset Class 0.68 Avg Peers 4.0 0 .0 –4.0 Cost –0.37 Avg Peers 5.0 0 .0 –5.0 Security Selection Avg A ttribu tion Analysis Trailin g 3 Year Returns 12-31-08 Mo rn ingstar Rating Top Abo ve A verage Average Below Averag e Bottom K ey Features Average Ann ual Expense (%) 0.68 Active/Pas sive 10 0% Pass ive Open/Clos ed Architecture 1 00% Open Total Net Assets (Bil $) 25.1 4 Morningstar Style Box Own ersh ip Zon e Centroid : weighted average of family ’s
holdings, equal weighted by fu nd Zon e: 75% of family’s holdings stock h oldings High Growth Core Growth Blend Core Value Deep Value Giant Large Mid Small M icro Performance: XX Fu nds have fared relativ ely well recently du e to Vanguard’s cautious as set allo cation and th e larger-cap, higher-quality bias of its index funds. In ves tments: XX Ho ldin gs in clude an guard ’s ind ex fun ds and its actively managed TIPS and Prime M oney Market funds Stru cture: XX Index-bas ed structure of underlying funds provid es tran sparency. Vang uard ’s approach to asset allocation is pragmatic, if more cautious than mo st. Stewardship : XX Backed b y a strong board , clean regulatory history, and stan dout corpo rate culture. M anag er own ersh ip and disclosu re of Vanguard’s compensation plan is wanting. M ethodology for Attribution An alysis Best Selection s Sector Weigh t Return Effect Nords troms XxxxxXx xxxXxxx xXxxx3 0 Nordstro msXxx xxXxxx xXxxxxXx x30 00 .00 000 .00 00 0.00 M icro soft Xxx xxXxxx xXxxxxX xxxxXxx xxXxx3 0 00.00 000.00 000.00 Dell Xxx xxXxxxx XxxxxXx xxxXxx xxXxx30 00.00 000.00 000.00 Proctor & Gamble Xx xxxXxxx xXxxxx XxxxxXx xxxXxx3 0 00.00 000.0 0 000.0 0 Bl ue Cross Blue Shield Xxxx xXxxxx XxxxxXxx xxXxxx xXxx30 00.00 0 00.00 000.00 Johns on Controls Xxxxx XxxxxXx xxxXxxx xXxxxx Xxx30 0 0.00 00 0.00 0 00.00 Ap ple
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The CFA Institute recently awarded the Graham & Dodd Award to Paul Kaplan for his article on fundamental indexation.
We developed a methodology for attribution analysis, which now appears in Morningstar Direct.
We’ve seen significant investor interest in target-date funds. We’ve been developing some new research reports in this area that we’ll be
introducing later this month.

Thought Lead ership: Global Fund Research 75 Fund Analysts 3,30 0 Funds 3 3

Over the past several years, we have expanded our analyst coverage in fund markets outside of the United States. We’ve been working to build
an integrated team of locally based fund experts who can help us develop a leadership position in additional markets around the world. We
currently have 75 fund analysts globally and cover a total of 3,300 funds. We expect to significantly increase our analyst coverage on funds
domiciled outside of the United States over the next several years.

Thought Lead ership: Eq uity Research Ins titu tion al Equity Res earch Services IPO Research Serv ices Research Reports Ad visor Conference Calls Analys t Res earch Center Web Site Fundamental Analysis Economic Moat Rating Company Valuation Fair Value Estimate Uncertainty As sessment 34

Our approach to equity research is based on fundamental, bottom-up research. We offer this research through several different channels.

Equity Research: Life After G ARS Expand reach with finan ci al ad viso rs Purs ue s ales opportunities with buy -side firms Purs ue o pportun ities outs ide U.S. Mon etize research by licensin g products Bun dled equity services (quotes, data, research , an d filings) Integrate into software products Ad d to third-party platforms In depen den t research on IPOs 35

In 2003 and 2004, 12 leading Wall Street investment banks agreed to a $1.5 billion settlement (the Global Analyst Research Settlement) with
the Securities and Exchange Commission (SEC), the New York Attorney General, and other securities regulators to resolve allegations of
undue influence of investment banking interests on securities research. Approximately $450 million of the $1.5 billion in fines that the
investment banks agreed to pay in the settlement has been designated for independent research over a period of five years, with the independent
research to be provided by companies that are not engaged in the investment banking industry. Each firm involved in the settlement is required
to provide research from at least three providers of independent research that are not engaged in the investment banking industry. The period
covered by the Global Analyst Research Settlement will expire in July 2009. After the settlement period expires, the companies covered by it
will no longer be required to provide independent investment research to their clients. For further discussion about this issue, see Item 1A —
Risk Factors in our 10-K report for the year ended December 31, 2008.
The period covered by the Global Analyst Research Settlement will expire at the end of July. We expect our equity research revenue to decline
significantly beginning in the second half of the year.
We remain strongly committed to equity research as part of our long-term growth strategy and plan to maintain broad coverage after the
settlement period ends, although we may need to adjust our coverage and staffing levels based on client demand.
Plans for monetizing equity research include:
•
•
•
•
•
•
•
•

Expand reach with financial advisors
Continue to pursue sales opportunities with buy-side firms
Pursue opportunities outside the United States
Continue to monetize research by licensing investment products based on our equity research
Continue to integrate equity research in our major software platforms
Add our research to third-party distribution platforms
Provide independent research on IPOs prior to and immediately following their listings
Create bundled equity services including real-time quotes, fundamental equity data, analyst research, and company filings

Strategy: Create Premier Glob al Investment Databas e Fund s Stocks Capital Mark ets/ Indexes Real-Time Quotes Alternativ es Variable A nnuities Pen sion and Life Documents People H emscott E quities Indexes Futures Opt ions Commodities Precious M etals Foreign Currencies Treasury M arkets Fun d Flows TD Glide Path Data Glob al Doc Library Hungary Phillipines Poland South Africa Thailan d Turkey United Arab Emirates 36

The circles at the top show our major investment database categories. Earlier this year we added data on fund flows as well as glide path data
for target-date funds.
The glide path measures how a target-date fund’s asset mix changes over time—typically allocating less to equities and more to fixed-income
securities as it approaches the target date.
We also added new fund databases in several markets, real-time quotes through our acquisition of Tenfore Systems, and new data on
investment filings, ownership, and managers and directors.

Global Investment Database Growth in Database Co verage 145, 000 05 190,00 0 06 26 5,000 0 7 300, 000 08 125,00 0 04 Funds Stocks Cap ital M arkets / Indexes Real-Time Quotes Alternativ es Variable A nnuities Pen sion and Life Documents People 3 7

We currently have comprehensive data on more than 300,000 investments globally, as well as real-time market data on an additional 4 million
securities. Over the past five years we’ve more than doubled our database coverage.

Mornin gstar Targ et Risk Indexes M ornings tar Lifetime Allocation Ind exes Global Investment Database: Indexes Sty le Sector Div idend Bond Commodity Focus 38

Over the past several years, we’ve developed a series of proprietary investment indexes that leverage our investment data. The Morningstar
Indexes are rooted in our proprietary research and can be used for precise asset allocation and benchmarking and as tools
for portfolio construction and market analysis.
We recently launched a new family of 13 Lifetime Allocation Indexes and five Target Risk Indexes.

Strategy: Expand Internationally 2 ,370 M orning star Employees 82 Can ada 1, 080 U.S. 378 Europe 127 Australia/NZ 532 As ia 160 India 1 0 South A frica 39

A bit more than half of our employees are outside the United States. We have large offshore data centers in China and India, and also have
operations in other major markets around the world. We currently have operations in 19 countries plus minority ownership positions in three
other countries.

Expand Internation ally: Acqu isitions -- Inv es tData Hemscott Fu ndamental Data Tenfore Sys tems An dex C.P.M .S. 40

Several of our recent acquisitions have expanded our international operations.

Expand Internation ally -Revenue by Reg ion ($mil) Aus tralia Japan Europe Asia Canada $ 25.4 05 07 08 04 0 6 14.1% $ 29.4 $ 44.3 $ 89.7 $ 121.4 13.0% 14 .0% 20.6% 2 4.2% % of total 41

Here you can see revenue by region over the past five years. Overall, international revenue made up a bit less than one-fourth of our
consolidated revenue in 2008.

2008 Acquisitions Hemscott Data, media, and in ves tor relations Web site b usiness es $s51. 3 mil Financial Compu ter Supp ort A leading provider of practice management so ftware for independent adv isors $ss4.9 mil Fu ndamental Data Limited A lead ing p rov ider of data on clos ed -end fu nds in the United King dom $ s18.6 mil 10 -K Wizard A leading provider o f SEC EDGAR filin g res earch an d alert serv ices $s11. 5 mil Tenfore Sys tems Global provider o f real-time market d ata and financial data workstations bas ed in th e Un ited Kingdom $s19 .2 mil InvestData A leading provider o f fun d information in So uth Africa not d isclos ed 42

We made six acquisitions in 2008, which was a record number for us:
•
•
•
•
•
•

Hemscott data, media, and investor relations Web site businesses
Financial Computer Support
Fundamental Data Limited
10-K Wizard
Tenfore Systems
InvestData

2009 Acquisitions Global Financial Filings Datab as e Busi ness from Global Rep orts A leading provider o f o nlin e fin ancial and Corpo rate and Social Res pons ibility (CSR) rep orts for pub licly traded companies around the world no t dis closed Equity Research and Data Business es of C.P.M .S. Tracks fund amen tal equity data for ap proximately 4,00 0 secu rities in the United States and Can ada and b ro kerage earnin gs estimates for Canadian stocks C$1 6.1 mil And ex A ssociates, Inc. A leading provider of fin ancial commun ications materials in Canada not disclo sed 43

We’ve made three acquisitions so far this year:
•
•
•

The global financial filings database business from Global Reports
The equity research and data businesses of C.P.M.S.
Andex Associates, Inc.

Slide Title 32 Advisors Individuals Institutions 4 4

Let me wrap things up by offering a few thoughts on the current environment. We have definitely been facing some major headwinds, and we
know we’ll face more challenges with the expiration of the Global Analyst Research Settlement period in July as well as the loss of two
Investment Consulting contracts we’ve previously disclosed.
The entire financial landscape has gone through a period of severe disruption, leading to greater industry consolidation and pricing constraints.
Given the severe disruption in asset management and other areas of financial services, we expect to see continued volatility and noise in
business trends in the short term.
Many investors have essentially lost a decade’s worth of accumulated wealth because of the severe market downturn. We’ve also seen an
industry-wide decline in investor confidence and trust.
While all of that might sound pretty bleak, we think investors need independent research, data, and tools now more than ever, and I believe we
remain well-positioned to help investors reach their goals.
For the past 25 years, we’ve maintained a laser-like focus on our mission of helping investors. I’d like to thank all of our employees for the
work they’ve done in helping build our company and making Morningstar a great place to work. We really are passionate about helping
investors, and we’ll continue to look for opportunities to help investors and the advisors and institutions that serve them around the globe.

0 10000 0 2000 00 300 000 40 0000 50 0000 6 00000 70% 4. Op eratin g Metrics ($00 0) 250 30 0 Institutional Segment Bars 70% 80 % +1 6% 07 08 07 08 07 08 $ 435.1 $ 502.5 $117.3 $139.1 $101.0 $103.9 ($mil) +19 % +3 % +2 0% -5 0 Revenu e Op erating Inco me Free Cash Flo w* Mo rningstar, Inc. 20 08 Annu al Report 1 * Reconciliation of Non -GAAP M easu re with th e Neares t Comparab le GAAP Meas ure Organic revenue (illustrated in a p revious s lide) is con sidered a non-GAAP measu re. Recon ciliation from conso lidated revenue to revenue excluding acq uisition s and foreign curren cy trans lation s (organic rev enu e): 2 006 20 07 200 8 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Cons olid ated revenue $ 7 0,060 $ 76,257 $ 81,8 21 $ 87 ,037 $ 95,447 $109,6 85 $11 1,859 $ 118,11 6 $125 ,444 $1 32,237 $125,5 05 $11 9,271 L ess : acquisitio ns (4,420 ) (6, 756) (11,64 0) (1 3,619) (12,1 54) (13,002 ) (10 ,208) (8,862 ) (11 ,098) (4,876 ) (4, 732) (6,419 ) (Favorab le)/unfav orable 177 (208) (328 ) (43 5) (3 97) (552) (875) (1,98 4) (2 ,281) (3,08 5) (2 71) 3,787 imp act of foreign currency translations Reven ue excluding $ 65,81 7 $ 69 ,294 $ 6 9,854 $ 72,98 4 $ 82, 896 $ 9 6,131 $ 100,77 6 $107 ,270 $1 12,065 $124,2 76 $12 0,502 $ 116,63 9 acqu isitions an d foreign currency trans lation s Co nsolidated reven ue gro wth — — — — 36% 44% 37 % 36% 31% 2 1% 12% 1% L es s: acquis itio ns (17%) (17%) (12%) (10%) (12%) (4%)
(4%) (5%) Less: imp act o f foreign — — — — (1%) (1%) (1%) (2%) (2%) (3 %) — 3% cu rrency Revenue growth — — — — 18% 26% 23 % 23% 17% 1 3% 8% (1%) excludin g acqu isitions an d foreign currency trans lation s (organic revenu e) (1) (1) Su m of percentag es may not match to tal becaus e o f rou nding . 45

This slide reconciles the organic growth rate shown earlier (a non-GAAP measure) to consolidated revenue.

Fin an cial Highlights Scott Cooley Chief Financial Officer 46

Cons olid ated In come Statemen t Year ended Dec. 31 ($00 0, except per share amo unts) 2 008 200 7 change Revenue $s5 02,457 $s435 ,107 15 .5 Operating exp ens e $ s363,3 38 $s 317,853 14.3 Op eratin g income $ s139,1 19 $s 117,254 18.6 O peratin g margin 27.7 26 .9 0.8p p Net income $ss92 ,532 $s s73,9 22 25.2 Dilu ted income p er sh are $ssn s1.88 $sss s1.53 22.9 Weighted av erage co mmo n shares outs tandin g (dilu ted) 49,213 48,165 2.2 47

We had relatively strong results in 2008. Revenue was up 15.5%, and with operating expense rising at a lower rate, our operating margin
expanded by about 0.8 percentage points.

Ind ivid ual Segmen t $23 .7 $27. 8 17.0 Operating Income ($mil) 07 08 Sh are of Co nsolidated Revenue* 2 1.4 *Reven ue fo r o ur three s egments totals more than 10 0 because it excludes eliminations aof inters eg ment revenue. Revenue ($mil) $97 .3 $107 .6 10.6 07 08 M ornin gstar Reach / Worldw ide Individual Investors 6.5 mil / 227.1 mil 48

The individual segment made up about 21% of consolidated revenue in 2008. Revenue rose 10.6% and operating income was up 17%. We
currently reach about 6.5 million individual investors globally, out of an estimated market size of roughly 227 million. So we believe we still
have ample room to expand with this audience.

Adviso r Segment Sh are of Co nsolidated Revenue* 2 5.4 *Reven ue fo r o ur three s egments totals more than 10 0 because it excludes eliminations aof in ters eg ment revenue. 07 08 Revenue ($mil) $115 .7 $127 .6 10.2 Operating Income ($mil) 07 0 8 $31.7 $36.8 16.2 M orning star Reach / Worldwide Finan cial Advis ors 260, 000 / 1.3 mil 49

The advisor segment represented about one-fourth of consolidated revenue in 2008. Revenue rose 10% and operating income was up 16%. We
currently reach about 260,000 financial advisors globally, compared with an estimated market size of approximately 1.3 million. We have a
strong presence in this area but believe we still have room to expand, particularly in markets outside the United States.

Ins titutio nal Segment Share of Conso lidated Reven ue* 55.1 * Revenue for our three segments totals mo re th an 100 becau se it exclud es eliminations aof intersegment revenue. 07 08 Rev enu e ($mil) $2 30.3 $2 76.8 20 .2 $76 .7 Operating Income ($mil) 07 08 $91 .7 19.6 Morningstar Reach / World wide Institutions 3,300 / 16,00 0 50

The institutional segment makes up more than half of our revenue base. Revenue was up 20% in 2008, partly because of incremental revenue
from acquisitions, and operating income was up nearly the same amount. We currently reach about 3,300 institutions globally, out of an
estimated market size of roughly 16,000.

2009 Op erating Stru cture: In vestment Information Licen sed Data Advis or Workstation Mo rn ingstar.com Prin cipia Mo rni ngstar Direct M ornings tar Equity Research Fin an cial Com mun ications and Pu blicatio ns Real-Time Data Indexes Fund Research 51

Now let’s look at our financial results under the new segment structure.
Here are some of the key products in our Investment Information segment.

Inv es tment In formation Revenue ($ mil) 34.7 06 19.3 0 7 08 $ 327.4 $ 390.7 $ 243.1 33.0 Op eratin g Inco me ($mil) 06 07 08 $ 11 4.9 $ 1 38.9 $ 86.4 20 .8 52

Revenue was up about 19% in this segment in 2008, while operating income rose at a slightly faster pace. Because of the tough market
environment, though, these growth rates were lower than those we saw in 2007.

2009 Op erating Stru cture: In vestment Management Investment Cons ulting Retirement Adv ice M orning star Managed Po rtfolio s 53

These are the three main products in the Investment Management segment.

Inv es tment Management Rev enu e ($mil) 49 .4 06 3 .7 07 0 8 $ 107 .7 $ 11 1.8 $ 7 2.1 72.2 Operating Income ($mil) 06 0 7 08 $ 55.4 $ 60.4 $ 32.2 9. 0 54

We had lower growth rates in this segment because of the market downturn in 2008, which had a direct impact on our assets under advisement
as well as revenue tied to asset-based fees.

Sou rces of Rev enu e in 2008 A$000 of total Org anic revenue* $ 4 73,482 94.2 Acquisitions $ 27,1 25 5.4 Foreign currency $ 1,8 50 0.4 T otal $ 5 02,457 100.0 * Org an ic revenue is co nsid ered a non -GAAP fin an cial meas ure. Please see slide at the end of th e presentation xfor recon ciliation to con solidated rev enu e. 5 5

Although we made numerous acquisitions in 2008, about 94% of our revenue for the year was organic. Acquisitions contributed about 5% of
the total, and we enjoyed a slight benefit from foreign currency translations.

Retention and Ren ewal Rates Renewal (contract-bas ed products) 05 07 06 100 –105 95 –100 95 –100 08 90– 95 Retention (su bscription-bas ed products) 60 –65 05 0 7 06 08 60 –65 65 –70 60 –65 56

In 2008, we estimate that our retention rate for subscription-based products, such as Principia, Morningstar.com Premium Membership service,
and print and online newsletters, averaged between 60% and 65%, down from 65% to 70% in 2007.
For contract-based products and services, we estimate that our weighted average renewal rate was on the low end of the range between 90%
and 95% and was down about 6 percentage points from our renewal rate in 2007.
The decline in renewal rates in 2008 was largely driven by lower assets in Investment Consulting and, to a smaller extent, a lower renewal rate
for Advisor Workstation in the latter part of the year. The figure for contract-based products includes the impact of price changes and changes
to the contract value upon renewal, as well as changes in the value of variable-fee contracts.

Top Five Pro ducts 20 08 Revenu e ($00 0) of Revenue Licensed Data (Institutional) $ 78 ,329 1 5.6 Investment Consultin g (In stitutional) $ 77,7 57 15. 5 Advis or Workstation (Advisor) $ 66,6 75 13.3 Morningstar.com (Individual) $ 43,274 8.6 Principia (Adv isor) $ 27 ,791 5. 5 Total $ 293,82 6 57

The order of our top five products changed a bit during 2008. Licensed Data became our largest product because of strong organic growth as
well as additional revenue from acquisitions, while Investment Consulting moved down to become the second largest.

Sig nificant Operating Lev erage Operating margin % 20.5% 24.6% 26 .9% 27.7% 9 .9% Operating income ($000) $ 17,735 $ 46,4 80 $ 77 ,527 $ 117,254 $ 139 ,119 05 06 07 08 04 Revenue ($ 000) $ 17 9,658 $ 227,1 14 $ 31 5,175 $ 435,1 07 $ 50 2,457 5 8

We’ve often talked about the operating leverage that we believe is inherent in our business, and that has led to growth in operating income and
operating margin over the past five years.

Free Cash Flow* Capital ex penditures ($ 7,451) ($ 4, 722) ($ 11,3 46) ($ 48,51 9) ($ 7,730) Cash provided by o peratin g activit ies $ 4 8,445 $ 98,677 $ 112, 368 $ 1 52,446 $ 32,8 62 05 0 6 07 08 04 $ 2 5,132 $ 40,99 4 $ 93,9 55 $ 1 01,022 $ 103,9 27 $00 0 *Free Cash Flow is co nsidered a non-GAAP fin an cial meas ure u nder SEC reg ulatio ns. 59

Free cash flow in 2008 was about on par with 2007 levels. We had significantly higher capital expenditures in 2008 compared with previous
years because of our new corporate headquarters in Chicago.

Solid Balan ce Sheet Con solidated balance s heet data ($ 000) as of Dec. 31, 20 08 as of Dec. 31, 20 07 Cash , cas h eq uivalents , and in ves tments $s2 97,577 $s258 ,588 Working cap ital $s 180,29 5 $s1 49,723 Total assets $s80 3,940 $ s649, 307 Deferred rev enu e $ s130,2 70 $s1 29,302 Long -term liabilities $ss 34,967 $ss23 ,166 To tal shareholders ’ equ ity $ s535,5 32 $s 408,303 60

We had about $297 million in cash, cash equivalents, and investments as of December 31, 2008 and no bank debt.
Deferred revenue—which in some ways is a good measure of future revenue trends because it includes revenue we expect to recognize in
future periods—was up about 1% in 2008 .

Firs t Quarter 2 009 Key M etrics Operating Income ($mil) 09 08 $ 34 .7 $ 34 .6 –0.2 *Free Cas h Flow is consid ered a non -GAAP fin an cial meas ure u nder SEC reg ulatio ns. Free Cas h Flow* ($mil) 09 08 ($ 12.9 ) ($ 5.3) – 142.1 0 9 08 Reven ue ($mil) $ 125.4 $ 116.7 –6.9 61

The first quarter was a challenging one. Organic revenue continued to decline sequentially. We saw the rate of decline level off to some extent
within the first quarter and more stabilization in some areas, but other areas remained volatile. Still, we believe we responded effectively to the
overall market conditions and global economic weakness. We implemented several cost-savings measures in the first quarter of 2009, and were
able to keep operating income nearly flat compared with the prior-year period despite the lower revenue.

Cos t Savings M eas ures for Q1 2009 Category Change from Q1 08 ($ mil) Bonu s expense ($ss7 .3) 401(k) match ($s s2.8) Adv erti sing an d marketing ($ ss2.3 ) T ravel, train ing, and con ferences ($s s0.8) 62

Although we had some incremental expense from acquisitions in the first quarter, we took several steps in January to better align our cost
structure with revenue in the challenging business environment. Bonus expense decreased $7.3 million in the quarter, primarily because we
changed the structure of our bonus plan. We also suspended matching contributions to our 401(k) plan in the United States, reducing operating
expense by about $2.8 million. Advertising and marketing costs declined by $2.3 million in the first quarter of 2009 compared with the same
period a year ago, primarily because of reduced spending for direct mail campaigns for books and newsletters, including the three investing
guides we’re no longer publishing. Travel costs were about $0.8 million lower, in part because we cancelled the annual global sales forum we
usually hold in the first quarter.

Sou rces of Rev enu e in Q1 20 09 A$00 0) of total) Organic revenue* $ 11 6,501) 99 .8) Acquisitio ns $ 5 ,928) 5.1) Foreign curren cy ($ 5,697) (4.9 ) T otal $ 1 16,732) 1 00) *Organic rev enu e is considered a non -GAAP fin an cial meas ure. Please see slide at the end of th e presentation xfor recon ciliation to con solidated rev enu e. 6 3

We had about $6 million in revenue from acquisitions in the first quarter of 2009. In contrast to previous periods, foreign currency movements
had a negative impact on our results as the U.S. dollar strengthened. This unfavorable impact essentially offset the additional revenue from
acquisitions.

Firs t Quarter 2 009 Balance Sheet Co nsolidated balance s heet data ($ 000) as of M arch 31, 2 009 as of Dec. 31, 2008 * Cash, cash equivalents, and investments $ s286, 019 $s 297,57 7 Working capital $s21 3,057 $ s180, 295 Total assets $ s775,6 06 $s8 03,940 Deferred revenue $s1 33,071 $s130 ,270 Lo ng-term liabilities $ss 33,296 $ss34 ,570 To tal equity $s5 64,311 $s535 ,929 *Restated to reflect adoption o f SFAS 160. 64

Our cash balance declined slightly in the first quarter, but we still had about $286 million in cash, cash equivalents, and investments as of
March 31, 2009. Deferred revenue was up about 2% from year-end levels.

Poten tial Us es of Cash Balance s heet strength acquisitions o rg anic exp ans ion d ivid end stock b uyback 65

We try to use our cash balance in ways that will maximize value over the long term. In addition to maintaining a strong balance sheet, there are
several other potential areas we could deploy cash. We like to live within our means and use our cash flow to enhance the company’s value by
making acquisitions or for organic expansion. If we reached a point where we did not see enough opportunities in the first two categories, we
would consider more active discussion at the board level of other uses of cash, such as a dividend or stock buyback.

Org anic revenue (illustrated in a previous s lide) is con sidered a non-GAAP measu re. Th e tables below reconcile consolidated revenue with organ ic revenue (rev en ue exclu ding acquisitions and the imp act o f foreign cu rrency translations): ($ 000) 2008 Con solidated rev enu e $ 502,45 7 Less: acquisitions (27 ,125) Less: imp act o f foreign cu rrency translations (1, 850) Organic rev enu e $ 473,48 2 Three month s ended March 31 ($00 0) 2009 Cons olid ated revenue $ 1 16,732 Les s: acquis itio ns (5,92 8) Unfavo rable impact of foreign curren cy 5,697 O rganic revenue $ 11 6,501 Sources of Revenue in Q1 09 Sou rces of Rev enu e in 200 8 Reconciliation o f Non -GAAP M easu res w ith the Nearest Comp arable GAAP Measure * 66

This slide reconciles the organic growth rates shown earlier (a non-GAAP measure) to consolidated revenue.

Ibb otso n Asso ciates Peng Chen President 67

Mornin gstar’s Growth Strategies Focus o n three platforms Become a glob al lead er in fu nds o f fun ds Create premier glo bal database Expand in tern ationally Co ntin ue b uild ing though t leaders hip NEW NE W 68

Ibbotson fits in with two of Morningstar’s growth strategies:
•

Become a global leader in funds of funds, and

•

Continue to build thought leadership, especially on asset allocation and multi-asset solutions

Ibb otso n Capital Markets M anag er Selection Portfolio Construction Adv ice VA BD Institu tion s DB In ternational M F DC Ass et Allo cation Capability Investors Brand Operations 69

At Ibbotson, we serve our clients by leveraging three main areas:
•

Our capability on asset allocation, manager selection, portfolio construction, as well as risk management

•

Efficient operations

•

Trust and respected brand

Revenue Fixed Fee Variable Fee Rev. $ Mil 40 3 0 20 10 $16.0 $12.5 $ 8.5 $18 .7 $19 .3 $5.2 $3.4 $4 .4 $13 .7 $31.2 $35.3 $7.8 20 06 (10 M onth s) 2007 2008 20 09 (Q1 Only) 70

Our revenue has grown nicely over the past three years, but we have been facing more headwinds in the second half of 2008 and so far in 2009,
especially on our variable-fee businesses, where revenue is based on assets under advisement or assets under management.

Sou rces of Rev enu e in 2008 Broker-Dealer 2.8 Defined Contribution 15.0 Variable Annuity 11.9 Mutual Fu nd 3.7 In tern ational .8 $ Mil Total 35.3 Other 1.1 71

Looking at the different areas, defined contribution and variable annuities are the biggest channels of our business both in terms of number of
clients and revenue.

Mark et Size by Channel 2 009 (US) AUM $ Trillion 10 8 6 4 $9 .4 $9.1 $1.2 $ 1.4 Source: FRC/Ibbots on Ibbotson AUM $ Billion $ 10.0 Bil $3.3 $3 0.0 $1 .8 Brok er/Dealer Defin ed Con tribution Variable Ann uity Mutual Fu nd 72

Although we had some nice growth, we are only representing a very small fraction of the market. With asset allocation and multi-asset
solutions becoming increasingly popular, we feel that we are in good position to further grow.

Mark et Trend s Shift from defin ed ben efit plans to defined contribution plans Con vergence of inv es tment and insu rance products Commis sion -bas ed to fee-bas ed Globalization 73

These are some of the major market trends we see. We have focused our business strategy around these trends.

Strategy: Sh ift from DB to DC Plans Text 74

One of the trends we see is the move from defined benefit to defined contribution plans. To grow in this market, we rely on the unique strength
of Ibbotson, which is leveraging our research abilities to develop new and innovative solutions.

Strategy: Sh ift from DB to DC Plans 7 5

In the defined contribution market, we’ve been able to roll out industry-leading methodology on target-date funds as well as managed
retirement accounts. We’ve signed on several clients in this area.

Strategy: Con vergence of Investmen t and Insurance Produ cts 76

The other trend we see is the convergence of traditional investment and insurance products. We have been doing research on how to combine
these two types of products in an investor’s portfolio and have been awarded a patent on this methodology.

Strategy: Con vergence of Investmen t and Insurance Produ cts 77

Using our patented methodology, we have rolled out solutions with two of the largest insurance companies.

Strategy: Commissio n-Based to Fee-Based 78

The third trend we are seeing is advisors moving away from a commission-based into a fee-based model. Advisors need more turn-key multiasset solutions. We have rolled out several different types of multi-asset solutions with different broker-dealer platforms.

Strategy: Globalization 79

The fourth trend we see is globalization. Many of the trends we see in the United States will also apply to other parts of the world. Many of the
solutions we build can be modified and adopted for financial intermediaries in other areas.

Strategy: Globalization 80

Ultimately, we are in the business of helping investors improve their investment risk and return through partners we work with. That is our
focus. We work hard every day on this goal, and to see some of the fruits of our work, such as a recent Financial Times award given to one of
the wealth managers we work with, is especially satisfying.

Ibb otso n Capital Markets M anag er Selection Portfolio Construction Adv ice VA BD Institu tion s DB In ternational M F DC Ass et Allo cation Capability Investors Brand Operations 81

Going forward, we plan to continue focusing on these areas:
•

expand and improve our capabilities

•

make our operations more efficient

•

build thought leadership and brand

•

serve investors through our partners

Mornin gstar.com Kun al Kap oor Presiden t, Individual Software 82

Mornin gstar.com Timelin e 00 03 09 08 96 8 3

Here’s a brief overview of the site’s history and growth, as well as some key events, such as introducing sites in many global markets.

Mornin gstar.com Timelin e 96 00 03 09 Mo rn ings tar.n et launches 08 8 4

Mornin gstar.com Timelin e 96 00 03 09 Mo rn ings tar.n et launches 08 8 5

Mornin gstar.com Timelin e 96 00 03 09 Launch Internatio nal sites 08 86

Mornin gstar.com Timelin e 96 00 03 09 Launch Internatio nal sites 08 87

Mornin gstar.com Timelin e 00 03 09 100,00 0 Premium M embers 08 9 6 88

Mornin gstar.com Timelin e 00 03 09 100,00 0 Premium M embers 08 9 6 89

Mornin gstar.com Timelin e 00 03 08 09 Mo rn ings tar.com Redesig n 96 9 0

Mornin gstar.com Timelin e 00 03 08 09 Mo rn ings tar.com Redesig n 96 9 1

Mornin gstar.com Timelin e 00 03 08 09 Canadian Redesig n 96 92

Mornin gstar.com Timelin e 00 03 08 09 Canadian Redesig n 96 93

Our Cus tomers Premium Free Regis tered members 168 ,257 5. 8 Mil Vis it site daily 53% 26% Gend er ratio 8 4% Male 82% M ale Avg. ho usehold income $s 157,00 0 $s12 4,000 Avg. portfolio s ize* $s816 ,000 $s 548,00 0 Avg. age 54 50 Retired 28% 25% Graduate degree 5 1% 43% Source: Nielsen NetRating s 2008 . *Avg. portfolio size sou rce: M orn ings tar.com 94

Our customers come from a desirable demographic—they are wealthy, highly educated, and frequent users of the site.

Competito rs : Unique Visitors 5, 000 3,7 50 2,50 0 1,250 Jan 08 Feb 08 M ar 0 8 Apr 08 M ay 08 J un 08 J ul 08 Aug 08 Sep 08 Oct 08 Nov 08 Dec 08 Jan 09 Feb 0 9 Mar 09 The Street.co m M otley Fool Morningstar.com 9 5

We trail a number of our key rivals when we look at unique visitors. We’re working on improving this and believe it highlights the potential
growth opportunity if we execute well in upcoming years.

Competito rs : Unique Visitors 15 ,000 11 ,250 7 ,500 3,7 50 Jan 08 Feb 0 8 Mar 08 Apr 08 May 08 Jun 08 Jul 08 Aug 0 8 Sep 08 Oct 08 Nov 08 Dec 08 J an 09 Feb 09 M ar 09 AOL The Street.com Motley Fool M orning star.co m 96

Competito rs : Unique Visitors 30 ,000 22 ,500 1 5,000 7 ,500 0 Jan 08 Feb 08 M ar 08 Apr 08 M ay 08 Jun 08 Ju l 08 Au g 08 Sep 08 Oct 08 Nov 0 8 Dec 0 8 Jan 09 Feb 09 Mar 09 Yahoo Finance AOL M orn ings tar.com The Street.com Motley Fool 9 7

Competito rs : Time Spent on Site 5.0 0 3.75 2.50 1 .25 Jan 08 Feb 08 Mar 08 Apr 08 May 08 Jun 08 Jul 0 8 Aug 0 8 Sep 0 8 Oct 08 N ov 08 Dec 08 J an 09 Feb 09 Mar 09 Y aho o Finance AOL The Street.com Motley Fo ol 98

One area we excel is time spent on the site. The typical visitor to our site spends much more time on our site than on competitors’ sites. This is
a big plus for advertisers.

Competito rs : Time Spent on Site 12 .00 9.0 0 6.00 3.00 Jan 0 8 Feb 0 8 Mar 08 Ap r 0 8 May 08 Jun 0 8 Jul 08 Aug 08 Sep 08 Oct 08 Nov 08 Dec 08 Jan 09 Feb 09 M ar 09 Yah oo Finance AOL Morningstar.com The Street.com M otley Foo l 99

Premiu m Membersh ip Growth 200,0 00 150 ,000 10 0,000 50,000 Premiu m M embers 1Q ‘99 1Q ‘00 1Q ‘01 1Q ‘02 1Q ‘03 1Q ‘04 1Q ‘05 1Q ‘06 1Q ‘07 1Q ‘08 1Q ’09 100

Our membership growth has been steady, experiencing a minor hiccup during the bursting of the tech bubble and a more serious challenge
recently with the ongoing recession.

Premiu m Membersh ip Growth 200,0 00 150 ,000 10 0,000 50,000 Premiu m M embers 1Q ‘99 1Q ‘00 1Q ‘01 1Q ‘02 1Q ‘03 1Q ‘04 1Q ‘05 1Q ‘06 1Q ‘07 1Q ‘08 1Q ’09 101

Revenue Mix (US) 6,0 00,000 12,000 ,000 18 ,000,00 0 24,0 00,000 30,000 ,000 01 02 03 04 05 0 6 07 08 Premium Ad Sales 30 Mil 24 M il 1 8 Mil 28% 7 2% 25% 75 % 23% 77% 2 6% 74% 29 % 71% 29% 7 1% 31% 69% 31% 69% 1Q 2009 $ 9.1 M il 22 .35% 77. 65% 102

Typically, our revenue mix has been approximately two-thirds from Premium subscriptions and the remainder from advertising sales.
However, in years such as this one, when ad sales contract, we expect that Premium will garner a larger share of revenue.

Mark et Data Portfolio M an ager Tools and Content Discuss Po rtfolio Sharing 103

There are a number of popular and heavily trafficked areas of our site, including our Portfolio Manager and fund and stock reports. We recently
launched a new ETF screener, performance charts, and a portfolio sharing feature. With the latter, users’ portfolios are given a star rating after
being compared to those of professionals.

Report Snapsho t Tools and Content ETF Screener Performance Charts 1 04

Site Usability Site Performance Operational Initiatives Marketing Solutions 10 5

We have recently been spending much time on improving site speed and eliminating clutter. We are also increasingly working with advertisers
on complete marketing packages versus simply selling banner ads.

Gro wth Initiatives Global Ex pan sion Search E ngine Optimi zation Syndication Third -Party Content 106

We have a myriad of growth opportunities, but our key ones include expanding our business outside the U.S., further optimizing the site for
search engines, increasing our syndication efforts, and opening up our site to more third-party content.

Global Footprint Chile Portu gal Iceland Brazil Ireland Esto nia Liechtenstein Lithuania So uth Africa Latvia Russia Czech Republic Polan d Luxemb ourg Hung ary Up coming Site Lau nch es 107

We have sites in a number of countries already and plan to expand that footprint more aggressively in the near future.

Search En gine Optimization 662 % In creas e Sin ce M ay 2 007 M ay 07 Apr 09 May 07 J ul 07 Sep 07 Nov 07 Jan 08 M ar 0 8 May 08 Jul 0 8 Sep 0 8 Nov 0 8 Jan 09 M ar 0 9 Organic Search Referrals 1 ,100,00 0 825,0 00 550 ,000 27 5,000 108

We’ve had much success with our search engine optimization efforts as evidenced by the strong growth in search referrals.

Syn dication 1 09

These are some of our key syndication partners.

Mobile App 11 0

We recently launched an iPhone application and plan to continue expanding in the mobile market.

The death of the ind ivid ual inv es tor has been greatly exaggerated. 111

While individual investors are certainly wounded, they have prematurely been written off. We continue to expect continued engagement and
involvement with them in the years to come, with the opportunity to grow our business by helping them reach their goals.

