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I[tem 7.01. Regulation FD Disclosure.

The following information is included in this CunteReport on Form 8-K as a result of Morningstac,’s policy regarding public disclosure
of corporate information. Answers to additionaluigs, if any, that comply with this policy arengeiuled to become available on July 6,
2007.

Safe Harbor Statement under the Private Securities Litigation Reform Act of 1995

This current report on Form 8-K contains forwarddimg statements. These statements relate toefeteents or to future financial
performance and involve known and unknown riskgeuiainties, and other factors that may cause ciuabresults, levels of activity,
performance, or achievements to be materially diffefrom any future results, levels of activitgrfprmance, or achievements expressed or
implied by these forward-looking statements. Imscaases, you can identify forward-looking stateisiéy the use of words such as “may,”
“could,” “expect,” “intend,” “plan,” “seek,” “antigpate,” “believe,” “estimate,” “predict,” “potentid or “continue” or the negative of these
terms or other comparable terminology. You shawtplace undue reliance on forward-looking stateseecause they involve known and
unknown risks, uncertainties and other factors déinaf in some cases, beyond our control and théd coaterially affect actual results, levels
of activity, performance, or achievements.

Other factors that could materially affect actweuits, levels of activity, performance, or achiaeats can be found in Morningstar’s other
filings with the Securities and Exchange Commissinduding Morningstar’s Annual Report on Form KGer the year ended December 31,
2006. If any of these risks or uncertainties maliee, or if our underlying assumptions prove @ibcorrect, actual results may vary
significantly from what we projected. Any forwalabking statement you read in this current reparform 8-K reflects our current views
with respect to future events and is subject tedtand other risks, uncertainties, and assumpteasng to our operations, results of
operations, growth strategy, and liquidity. Weusss no obligation to publicly update or revise thimmward-looking statements for any
reason, whether as a result of new informationyruevents, or otherwise.




Investor Questions and Answers. June 2007

We plan to make written responses available adihg#svestor questions about our business on teeRriday of every month. The
following answers respond to selected questionsived through May 30, 2007. We intend to answenasy questions as time allows,
although we will not answer product support questithrough this channel. We may wait to resporal goven question until the following
month if we need more time to research the answer.

If you would like to submit a question, please sande-mail to investors@morningstar.com, contastia$ax at 312-696-6009, or write to us
at the following address:

Morningstar, Inc.
Investor Relations

225 West Wacker Drive
Chicago, IL 60606

Individual Segment

1. Did the Wall Street Research Settlement revenums taster or slower than the segment [in the fipsarter of 2007]? Are the We
Street Research Settlement revenues driven byuthber of stocks covered?

Revenue for Morningstar Equity Research grew ateet pace than Individual segment revenue in tisé duarter of 2007. Revenue for some
of our contracts related to the Global Analyst Reske Settlement varies based on the number ofiiesuwe cover, but it also reflects other
factors, such as the level of distribution andahmunt of custom coverage required.

2. How many equity research analysts do you planr@?i

We haven't disclosed specifics on our hiring pldng,in general, we plan to continue hiring stonklgsts at a moderate pace. The total
number of hires will depend on our business neadstae number of highly qualified candidates we fiagh.

3. How fast did the online advertising revenue grovhia first quarter of 2007? Was it faster than segment internal growth?

We've continued to see strong demand for Interdeédising sales, and revenue for online advegigicreased at a faster rate than the
Individual segment in the first quarter.

Advisor Segment

4. In the results for the first quarter of 2007, yaported $26 million in revenues in your Advisori8egt representing year-over-year
growth of 19%. Excluding the $1.4 million of reuerfrom acquisitions, organic revenue growth waswti3%. This appears to
represent a very meaningful slowdown in organiereie growth from the fourth quarter of 2006 (orgagiowth of 21% excluding
$1.5 million in acquisition revenue) and the thipdarter of 2006 (organic growth of 22% excluding®fnillion in acquisition
revenue). What would be the cause of this slow@olknow that growth in Advisor Workstation corfresn both new licenses (and
guarter over quarter growth in licenses of 4% dimaxk like a slowdown), and also increased servipesided to your existing
users. Is it possible that the market for Advidtorkstation is




becoming more fully penetrated and hence leadirmsglmwdown to the growth in this segment? If magenetration is not an issue
what would be other sources of the slowdown?

You're right; we have seen some decline in the Advsegment’s year over year quarterly organicmeeeyrowth rate. We’d caution against
making comparisons to the third quarter of 2008yéncer, because we had $1.3 million of revenueimdbarter related to a contract
cancellation following a merger of two clients. Hding this one-time revenue, quarterly segmenémere grew by about 15% year over year
in the third quarter of 2006. In addition, we haféda larger Enterprise agreements that came oiitige fourth quarter of 2006, which
increased segment revenue growth for that quarter.

That said, there has been some slowing in Adviegment revenue growth, driven by a few differentdes. One of them is simply the law of
large numbers: Because our base revenue has bmeimgreach year, the percentage growth rate islenmlen if we achieve comparable
revenue growth in dollars. In addition, our recacquisitions and new product introductions havaterd some challenges for our sales teams
because their time is being spread across a laeger of business and broader product line. We'tedmprocess of expanding our external
(field) sales team as well as our inside sales teagive us additional sales capacity.

Finally, we've started to see some erosion of gurdipia revenue base that has not been offsetigyation to Advisor Workstation. We
believe some of our customers were maintaining@yiimons to both products for a period of timeilthtey were comfortable that
Workstation would meet their needs and are nowsogy only Advisor Workstation as their Principigbscriptions come up for renewal. We
recently introduced two new Principia modules, Eipia Asset Allocation and Principia Presentati@nSducation, and based on early
success of these products we are hopeful thatiadalitmodule sales will help offset some of thenBipia revenue decline in coming months.

5. Has the Principia subscriber base stabilized asthkvels or do you expect this subscriber basemtinue to decline?
It's tough to say. Our strategy for Principia isctmtinue driving increases in revenue per subscabd introducing value-added modules in
response to customer demand. As we mentioned iresponse to the previous question, though, we se®e some attrition in our Principia
revenue base that hasn’t been offset by commemsim@aeases in Advisor Workstation.

6. What was the revenue per Principia subscriber mfilst quarter of 2007? Was the revenue per sittescup again in the first
quarter?

Annualized revenue per Principia subscriber wasig$b, 160 in the first quarter of 2007, which wadrecrease over the first quarter of 2006.
7. What was the revenue per Advisor Workstation sigtsmn in the first quarter of 2007? Was it up yexer year?

Overall, annualized revenue per Advisor Workstatioense was about $280 in the first quarter of22@¢hich is slightly higher than revenue

per license in the first quarter of 2006. This ager covers a broad range of pricing, from $5,4G0ipense for Office Edition at the high end

to component licenses that may sell for less tHQ0$er user at the low end. Typically, Principsens will migrate to an Advisor

Workstation license priced well above the $280 agerto maintain comparable functionality.

8. What is the split between Enterprise and Offica agercentage of Advisor Workstation subscribers?

The number of licenses for Enterprise Edition isstantially higher than the total for Office Editicalthough we haven't disclosed a specific
percentage for the split.




Institutional Segment
9. Did Licensed Data grow faster than segment integralvth in the first quarter of 2007 and 20067

Revenue for Licensed Data grew at a lower pace ltgtitutional segment revenue in the first quartgrboth 2007 and 2006. However,
Licensed Data remains one of our five largest pectslbased on revenue, and revenue growth has blegively stable.

Management Succession

10. In case of the proverbial “truck” accident, whatmingency plans have been made by senior managdarenanagement
succession? Also, does Mr. Mansueto have anydaftares set aside in a trust?

We have a succession plan in place for key manaigeiading Joe Mansueto, which identifies potdrgizccessors and has been approved by
our board. In some cases, we may also considemakieandidates when an executive role becomeswadée generally review and update
our succession plan each year or more often ifeskéd/e have a plan in place at a high level thatrémes various roles that key people in
organization could assume and would also consit@r dactors, such as our business needs, opesiivigpnment, and individual goals. Our
management team currently has an average tenleraingstar of about 13 years, and we believeghies us a deep pool of talent from
which we can draw should we need to fill a key posi

Regarding the second part of your question, Jos dotehold any of his Morningstar shares in a trust
Mansueto Ventures

11. We have witnessed other distractions at other con@gaas they get involved in non-core activitigghat is Mr. Mansueto’s level of
involvement with the media interests he recenttuaed? | believe the New York Times had a faibable review of plans for that
venture several weeks ago.

Joe’s position in the media interests he has aeduhrough Mansueto Ventures (Inc. and Fast Comjgamyimarily as an outside investor,
and he’s not involved in the day-to-day operatiohthese publications. Joe is fully engaged in Niogstar's operations as our chairman and
chief executive officer.

Acquisition Strategy

12. What hurdle rate does Morningstar use for acquisisi? Have your acquisitions over the past five geaet this hurdle rate? If not,
why not? How do you measure value creation by atipms?

We measure the potential for an acquisition toadde by performing a discounted cash flow analgéiall of the cash flows we expect from
the acquisition over its lifetime, using our estimaf the cost of capital for the business beimguaed as the discount rate. We don’t have a
single, predetermined hurdle rate that we appBviery acquisition; instead, the cost of capitaheste varies depending on the nature of the
business we're considering. Some of the ways wecoeate value with an acquisition include streaimdjrinfrastructure (for example, by
leveraging the data processing or general and askngitive functions) or by leveraging sales oppwitias with a new customer base. It often
takes time for these benefits to be fully realizmwe evaluate the ultimate success of an aciguigsiver many years. We would consider an
acquisition successful if returns on the acquisigaceed the cost of capital.

Before 2006, most of our acquisitions were reldyiwenall. We completed a detailed analysis of thgussitions we made between 1999 and
2005 and found that in most (though not all) cagesacquisitions made were successful based ge tiréeria. Beginning with the larger
acquisitions we’'ve made recently, we also meastogrpss against specific areas where we anticipateergies, such as new product
revenue, headcount savings, and reduced data twses if we're on target to meet our initial esiadions. We plan to continue this
evaluation process for each acquisition to measureesults over time.
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