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Good afternoon and welcome to Intuit’s second-quarter 201f@remce call. I'm here with Brad
Smith, our president and CEO; Neil Williams, our CFO.

Before we get started, I'd like to remind everyone thatremarks will include forward-looking
statements. There are a number of factors that causedntuit’s results to differ materially

from our expectations. You can learn more about theke in the press release we issued earlier
this afternoon, our Form 10-K for fiscal 2009 and our otheT 8lihgs. All of those documents
are available on the Investor Relations page of IntwWib site at intuit.com. We assume no
obligation to update any forward-looking statement.

Some of the numbers in this report are presented on-&A&® basis. We’ve reconciled the
comparable GAAP and non-GAAP numbers in today’s prdsase. Note also that the sale of
our Real Estate Solutions business, completed in Jansaggounted for as a discontinued
operation. That means the Real Estate Solutions nedtoygeresults appear on the discontinued
operations line. These results are excluded from theatipeal results, operational guidance
figures, and non-GAAP EPS for all periods presented. GARB Icludes the gain on the sale
of our Real Estate Solutions business.

A copy of our prepared remarks and supplemental finamd@mation will be available on our
Web site after this call ends.

With that, I'll turn the call over to Brad Smith.

Second Quarter 2010 Overview

Thanks, Jerry, and thanks to all of you for joining us.

We are very pleased with our fiscal second quarter eegtdtvenue and EPS exceeded the top
end of our guidance, growing 8 percent and 12 percent, respectitale it’s still early in the
season, we feel confident in our ability to perform wethe second half. Therefore, we're
raising our revenue and earnings guidance for the year. Wexgmect revenue to grow 6 to 9
percent, up from our prior guidance of 4 to 8 percent. And weaxon-GAAP EPS growth of
8 to 12 percent, up from our prior guidance of 4 to 8 percened.

Here’s my perspective on these results.
In a headline, Intuit is both uniquely advantaged, andlsrigedrive the shift to a connected

services economy. Everywhere you look, services amsitianing from paper-based, human-
produced and brick-and-mortar bound to services that are pdhduaeketed and delivered



through connected devices. Small businesses are abandanstypehbox for connected
services. Taxpayers are moving beyond a tax form at steofface or a visit to a local tax store
to the more preferred method of completing their taxdis® And the same structural shift
holds true for online banking, electronic payments, onlinegiaand even the shift to
electronic health care.

This connected services tide will only strengthen as ¢te generation of customers enters the
market, having grown up with the Web, video games and smanephAnd delivering
connected services makes it convenient for customess gerbed anytime, on any device.

This structural shift in the marketplace is providing Bviad to our business performance, and
reinforces the viability of our three-point strategy, whiccuses on:

* Driving growth in our core businesses.
* Building adjacent businesses and expanding into new geographies
* And accelerating our transition to connected services.

This quarter’s results once again demonstrate that @iegyris working. Here are a few
examples, starting with the first component of ouatstyy, driving growth in our core
businesses:

* In Consumer Tax, the shift to connected services corgtitautiel category growth for
the tax software and Web category. Q2 revenue was up 1:pérhat growth was
helped by having an extra weekend day at the end of the mwbethcompared with last
year. Through February P3total TurboTax federal units are up 11 percent. We're
growing share in the desktapd online categories, and we’re increasing revenue per
return. We now believe the Consumer Tax businedgvailv 8 to 12 percent this year
versus the 5 to 9 percent we had estimated last Augestatlly in the season, but we're
off to an excellent start.

* In small business, our Employee Management Solutions aymdht Solutions segments
both grew revenue double digits and grew revenue per custommgrared to the second
guarter of last year. These results were driven bgtrieagth of Intuit’s Online Payroll
service, as well as the continuing adoption of eleatrpayments by small businesses.

* Our Financial Institutions segment reported 10 percemtruge growth, driven by strong
online banking and bill pay user growth, and positive earlyttse$or TurboTax for
Online Banking. TurboTax for Online Banking is a great examphow we can
leverage capabilities between multiple segments taeceeaompelling new offering that
solves important customer needs in innovative waysjsandt easily matched by
competitors. It also shows how we can leverage thkitgichannel to reach new
customers. This is what we had in mind when we made ithieaDinsight acquisition.

The second component of our strategy is to build adjduenihesses and expand into new
geographies. We’re seeing strong progress here, as well:



* Intuit Website customers grew 63 percent, and we’'ve maredbubled the Homestead
customer base since completing the acquisition atritie@£2007. These customers are
largely new to the franchise, and we're excited aboupdtiiential for these customers to
adopt additional Intuit services such as e-mail marketidgpagments.

* Our health care initiative continues to show promiseckgan Health Expense Tracker, a
Web-based offering, is now in market and available to ri@re 26 million health plan
members. We’ve gone from fewer than 10,000 to more than 40€806 in the past three
months.

* And Intuit’s first product for the global market, Intilloney Manager, was launched in
India on December 29 In the first four weeks, we had over 10,000 registeredsuser
actively using this online service, and the early feedbapkoisiising.

In each of these cases, customer growth is aheaget&ions, but let me be clear: While we
are attempting to be more transparent about early seguk still premature to bank on any
material near-term revenue. We do believe theseteffall add a couple of points of revenue
growth at the company level over the next three years

The third component of our strategy is to continue to acaed our transition to connected
services. You've already heard me talk a lot aboutecten services, but let me share some key
results in this area:

* Over half of the company’s revenue is generated fromeaxad services, and roughly
one-third is generated from what is called “software-aervice” offerings.

* Inthe second quarter, we generated a 22 percent groatin connected services
revenue, driven by TurboTax Online, Digital Insight OnlirenBing, Intuit Online
Payroll, QuickBooks Online and other small business sevice

* In every category we serve, Intuit has the leading soé:aa-a-service offering as
measured by customer satisfaction and user share. Foplex&uickBooks Online,
which grew its customer base 14 percent this quarter, hasautve users than all other
small-business online accounting software offerings combined.

* We are continuing to build our portfolio of new connectexvises that customers love:

o In addition to the acquisitions of such great compaageldomestead Websites,
PayCycle’s Online Payroll, and Mint.com, we’re buildingarofferings as well.

o Inthe mobile application space, we recently launcheap$ax in California. This
application allows Californians filing simple tax retutngake a picture of their
W-2 using their iPhone, and have the data automaticahpppulate their tax
return without the need for data entry. Early feedbackbdeen very positive, and
we expect to roll it out more broadly in the future.

Our offerings have a significant effect on our customierss where it matters most: in their
wallets. Nothing excites us more than delivering on ouriomssf improving someone’s
financial life so profoundly, they can’'t imagine going k&a the old way of doing things.

All of this didn’t happen overnight. Last year we talkédat investing through the downturn
and we’re seeing some tangible results. We'll continuedke smart investments like these to
solve important customer problems, and accelerate ounuevgrowth and profitability as a
result.



Now let me turn it over to Neil to share some ofadiperational details.

Financial and Segment Highlights

Thanks Brad. Let’s start with companywide results iergecond quarter:

* Revenue of $837 million, up 8 percent and more than $20 mdlenthe top end of our
guidance range, adjusted for the sale of the Real EStd€ions business.

* Non-GAAP operating income of $206 million, up 20 percent, and $Bibmover the
top end of our guidance range. Year-to-date, the non-GAiPating margin is up 100
basis points, indicating our efforts to continue to ioweroperating leverage are paying
off.

* Non-GAAP diluted earnings per share of 38 cents, 6 cener be#n the top end of our
guidance range.

* On a GAAP basis, operating income was $139 million. AndABAliluted EPS was 35
cents, 17 cents better than the top end of our guidange end up 35 percent from the
same period last year. The GAAP results include the @h0gaen from the sale of our
Intuit Real Estate Solutions business.

Turning to the business segments:
Tax

Our Consumer Tax group had revenue of $216 million in the second quarter, up témer
from last year. We’ve seen very strong early sefiing, particularly on the Web. We're seeing
a nice increase in revenue per customer, driven by codtcweversion from free to paid, and
continued improvements in product mix. It's early in $leason. Typically, more than two-thirds
of our tax units are sold in our third quarter. But basetherstrength of the early season, we
now expect Consumer Tax revenue to grow 8 to 12 pengerfitom 5 to 9 percent.

The Accounting Professionals segment had revenue of $ilitshpdown 7 percent from last
year. We previously told you about a revenue shift of $8omithat was deferred from Q2 to
Q3, so this is not unexpected. Revenue in Q2 would have beghly flat if not for that change.
We still expect a nice season in this segment.

Small Business Group

In our Small Business Group, total revenue was up 5 percent. The growth was driven by
Payment Solutions revenue, which was up 14 percent, andf#epManagement Solutions
revenue, up 12 percent. Though Financial Management Solu¢legisue was down 3 percent,
revenue per customer was up for the quarter and year-tbelzase we offered fewer
promotional discounts on QuickBooks than we did last.y@aickBooks unit growth may lag
revenue as we go through this pricing transition, but waramnto believe there is a large
opportunity to grow penetration in this market. And this quareehad very strong growth in
QuickBooks Online and Intuit Websites. We believe sesvike those will be effective front



doors to the small business franchise. We're leading mihethose offers and reducing our
emphasis on Simple Start Free for the desktop.

Payments customers were up 13 percent, which makes thieastrtbng growth quarter.
Charge volume per merchant was down only 3 percent ire@21s 9 percent a year ago and 8
percent last quarter. This is a welcome sign that ecoesgpending seems to be stabilizing.

We’'re continuing to see nice growth from Intuit Online Bdlyaind steady retention of our
existing Payroll customers.

Financial | ngtitutions

The Financial Institutions division had a very strong agrart what continues to be a tough
environment for the financial sector. Revenue grew 10 pearehbill pay users grew 16
percent. For the first time we’ve integrated our TurmoOnline product with Digital Insight’s
online banking platform, making it easier for our finah@atitution customers to offer online
tax preparation to their customers. About 1,200 finanogtltutions are actively offering
TurboTax for Online Banking this season. The revenue f@B& reported in the Financial
Institutions segment, though the units are included wéhrtrboTax Web totals. TTOB
revenue contributed about 2 points of the Financialtinstins segment revenue growth.

Other Businesses

Our Other Businesses segment posted revenue growth of @pier€Q?2 driven primarily by
strength in Personal Finance. The Personal Finance bssiadenefiting from a strong new
Quicken desktop release and the Mint acquisition. Migistered-user growth has accelerated
since the acquisition.

Balance Sheet and Capital Allocation

We continue to generate strong cash flows, in line aithoperating income. Free cash flow
more than doubled in Q2 versus Q2 of last year. And we ekieequarter with $1 billion of
cash and investments.

We purchased $250 million of Intuit stock in the second quard have $350 million
remaining on our authorization. We expect to contimuepurchase Intuit securities in the
market.

Guidance

As Brad mentioned, we are updating our outlook to reflecstiioager than expected tax season.
For fiscal year 2010 we expect:

* Revenue of $3.3 billion to $3.4 billion, growth of 6 to 9 @ertc
* Non-GAAP operating income of $1.01 billion to $1.05 billion,\gtlo of 9 to 13 percent.



* GAAP operating income of $785 million to $825 million, growthl&fto 21 percent.

Note that even at the low end of our revenue and opgratiome guidance range we
expect the non-GAAP operating margin to be 30 percent.

*  Non-GAAP diluted EPS of $1.97 to $2.04, growth of 8 to 12 percent.
*  GAAP diluted EPS of $1.63 to $1.70, growth of 21 to 26 percent.

For the third-quarter we expect:

* Revenue of $1.51 billion to $1.59 billion, growth of 7 to 12 percent

* Non-GAAP operating income of $860 million to $910 million, gtbwf 3 to 9 percent.
* GAAP operating income of $811 million to $861 million.

* Non-GAAP diluted EPS of $1.75 to $1.85, growth of 4 to 10 percent.

* GAAP diluted EPS of $1.64 to $1.74, growth of 12 to 18 percent.

As mentioned earlier, we now expect Consumer Taxykdlr revenue of $1.075 billion to
$1.115 billion, which is growth of 8 to 12 percent.

We are also updating guidance for the Other Businessegsegmreflect the strength in
Personal Finance and the sale of the Real Estate $slitisiness. We expect Other Businesses
full-year revenue of $240 million to $250 million, or growthl@to 17 percent.

With that I'll turn the call back to Brad.

Closing Remarks

Thanks Neil.

We're off to a good start and we’re on track to dellvetter-than-expected revenue and earnings
growth for fiscal 2010.

Our long-term goal remains unchanged: to be an innovatoxgtiyrcompany that helps
consumers and small businesses save and do more wittmey. Our long-term objectives
are to grow organic revenue double digits while growing revéaster than expenses, generate
improved operating income leverage and strong cash flow.

We’'re pleased to see that our strategic initiativehawng a positive impact, and that we’re
building momentum as we work towards our long-term ohjesti

I'd like to thank our employees for a great quarter amdlichey’re doing to position the
company for continued success in the future.

With that, let me turn it over to you for your questions.



About Non-GAAP Financial M easur es

This presentation contains non-GAAP financial measufhese measures should not be considered as &sabsti
for, or superior to, measures of financial perforneapiepared in accordance with Generally Accepted Acaayinti
Principles (“GAAP”). These non-GAAP financial meassido not reflect a comprehensive system of accounting,
differ from GAAP measures with the same names and nffgy &liom non-GAAP financial measures with the
same or similar names that are used by other companies.

We compute non-GAAP financial measures using the sanséstent method from quarter to quarter and year to
year. We may consider whether other significant itdmsarise in the future should be excluded from our non-
GAAP financial measures. We believe that these @AAP financial measures provide meaningful supplemental
information regarding Intuit’s operating results primarilg#ease they exclude amounts that we do not consider part
of ongoing operating results when planning and forecastingvhed assessing the performance of the organization,
our individual operating segments or our senior manager@egient managers are not held accountable for share-
based compensation expenses, acquisition-related chargfes,otiner excluded items and, accordingly, we exclude
these amounts from our measures of segment performafeceelieve that our non-GAAP financial measures als
facilitate the comparison by management and investarssafts for current periods and guidance for future periods
with results for past periods.

The tables that accompany the press release issuetutbyn February 18, 2010 provide more details on Intuit's
historical performance and financial projections, a wieson of our non-GAAP financial measures, including th
reasons management uses each measure, and reconcitibtioese non-GAAP financial measures to the most
directly comparable GAAP financial measures. A copthefpress release can be found on the investor redation
page of Intuit’s web site atww.intuit.com/about intuit/investors

Cautions About Forward-L ooking Statements

These materials contains forward-looking statememttding forecasts of expected growth and future financia
results of Intuit and its reporting segments; Intuit'sspeets for the business in fiscal 2010 and beyond;
expectations regarding revenue growth from current ordydtwducts and services; and all of the statements under
the heading “Guidance.”

Because these forward-looking statements involve risttaiapertainties, there are important factors thatdcoul
cause our actual results to differ materially fromakpectations expressed in the forward-looking statements.
These factors include, without limitation, the followinpgoduct introductions and price competition from our
competitors can have unpredictable negative effectaionevenue, profitability and market position; governmental
encroachment in our tax businesses or other governhagtitaties or public policy affecting the preparatiand

filing of tax returns could negatively affect our opargtresults and market position; we may not be able to
successfully introduce new products and services to oueefrowth and profitability objectives, and currentia
future products and services may not adequately addresmeusteeds and may not achieve broad market
acceptance, which could harm our operating results aaddial condition; business interruption or failure of our
information technology and communication systems immgpair the availability of our products and services, Whic
may damage our reputation and harm our financial resdisphomic and market conditions in the U.S. and
worldwide continue to decline, our customers may delagauce technology purchases which may harm our
business, results of operations and financial conditiog;significant product quality problems or delays in our
products could harm our revenue, earnings and reputationgiumg fto properly use and protect personal customer
information could harm our revenue, earnings and reputatiomgeenue and earnings are highly seasonal and the
timing of our revenue between quarters is difficult tedict, which may cause significant quarterly fluctuagion

our financial results; predicting tax-related revenaehallenging due to the heavy concentration of dgtimia

short time period; we have implemented, and are contitoi upgrade, new information systems and any problems
with these new systems could interfere with our ghititdeliver products and services and gather informadion t
effectively manage our business; our financial positiop n@ make repurchasing shares advisable or we may issue
additional shares in an acquisition causing our number sfamtting shares to grow; our acquisition activities may
be disruptive to Intuit and may not result in expected ltsnehd litigation involving intellectual property,

antitrust, shareholder and other matters may incraaseosts. More details about these and other risksrtag
impact our business are included in our Form 10-K faafi009 and in our other SEC filings. You can locate
these reports through our websitdtip://www.intuit.com/about_intuit/investard~orward-looking statements are




based on information as of Feb. 18, 2010, and we do nottakdeny duty to update any forward-looking
statement or other information in these materials.



