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Forward-Looking Statements

These presentation materials include forward-looking statements. There are a number of factors that could
cause our results to differ materially from our expectations. Please see the section entitled “Cautions About
Forward-Looking Statements” in the enclosed Appendix for information regarding forward-looking statements
and related risks and uncertainties. You can also learn more about these risks in our Form 10-K for fiscal
2014 and our other SEC filings, which are available on the Investor Relations page of Intuit's website at
www.intuit.com. We assume no obligation to update any forward-looking statement.

The information in this presentation is intended to outline our general product direction, but represents no
obligation and should not be relied on in making a purchasing decision.

Non-GAAP Financial Measures

These presentations include certain non-GAAP financial measures. Please see the section entitled “About
Non-GAAP Financial Measures” in the enclosed Appendix for an explanation of management’s use of these
measures and a reconciliation to the most directly comparable GAAP financial measures.
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Investor Day Agenda

CEO Perspective Brad Smith
Consumer Tax Sasan Goodarzi
Professional Tax CeCe Morken

Break and Gallery Walk

Small Business Dan Wernikoff
Financial Perspective Neil Williams
Wrap-up and Q&A Brad Smith

Lunch and Gallery Walk
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Last Year's FY'14 Discussion
Project BOLD: Jumping the “S Curve”

We were here

e -
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FY'14 Financial Results

Actual I\D(reigrr +/-
Revenue $4,506 $4,171 8%
Operating Income *  ¢1 571 $1,470 7%
Diluted EPS * $3.52 $3.20 10%

$ in Millions except EPS

* Non-GAAP financial measures; reflects impact of one-time restructuring charge for Small Business Group.
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CEO Reflections on FY'14 Financials

Strong results...

@ Grow organic revenue double digits

@ Grow revenue faster than expenses

@ Deploy cash to highest yield opportunities

@ Maintain a strong balance sheet

INTUIT



CEO Reflections on FY’14 Drivers

Making progress

 Talent & engagement
 Improved product experiences
« Tax momentum & results

* New QBO & global acceleration

* M&A accomplishments & pipeline

INTUIT



CEO Reflections on FY’'14 Drivers

Making progress

 Talent & engagement  Accelerate QBO ecosystem
 Improved product experiences « Customer care transformation

« Tax momentum & results * High availability — public/private cloud
* New QBO & global progress » Operating rhythm - agility at scale

 M&A accomplishments & pipeline

INTUIT



Looking Forward: Structural Market Shifts

End user & 3" party contribution
* Increase in user/developer value creation
* Open ecosystem and network effects win

A world without borders
« Significantly expands addressable geographies
» Redefines service relationship & expectations

Mobile experience prevails
» Connected devices that work seamlessly
* Beyond “our palm” — wearables & automobiles

Most valuable resource
* Intelligent systems that surprise & delight
« Reimagined solutions & new sources of advantage

INTUIT



Looking Forward: Macro Competitive Shifts
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Their killer app becomes an open platform...
- Leverage 3" party contributions to create an advantage
* Move to adjacent spaces that compete with our core

Designed cloud-first, with global-enabled capabilities...
- Start global & then make conversion from local solution easy
+ Create an elegant design with an open platform

Thin-sliver apps expand, incumbents reinvent...
- Start with a fraction of the features, build share, then expand
* Incumbents reinventing themselves to deliver new value proposition

Data innovators disrupt & create new sources of advantage...
+ Create flexible platforms for customer base and developers
+ Deliver solutions that produce a step-rate change in customer benefit

INTUIT



Strategic Implications: Catalysts for Change

Competitive implications
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Strategic Implications: Catalysts for Change

Market implications Competitive implications

Being a Great Product & Network Effects Platform Company

Born in the Cloud
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Strategic Implications: Catalysts for Change

Market implications Competitive implications

Being a Great Product & Network Effects Platform Company

Accelerating Growth Through Cloud-Driven Global Services

000 SRR N
Mobile 1st

A
o

t'f‘af«"x

o

Ve .
Apps /incumbents
that evolve

s i 0 - F 1

e 0 N
Data-driven
Innovators

1

U

INTUIT



Strategic Implications: Catalysts for Change

Market implications Competitive implications

Being a Great Product & Network Effects Platform Company

Accelerating Growth Through Cloud-Driven Global Services

Reimagining User Experiences in a Mobile First World
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Strategic Implications: Catalysts for Change

Market implications Competitive implications

Being a Great Product & Network Effects Platform Company

Accelerating Growth Through Cloud-Driven Global Services

Reimagining User Experiences in a Mobile First World

Capitalizing on Data to Create Delight & Drive Growth

INTUIT



Proven Track Record: Capitalizing on Change

¢ a
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A. ;& .
Era of DOS Era of indows Era of Web Era of the Cloud

Intuit Founded m QuickBooks
° Online Global
uicken . uickBooks Mobile SnapTax
TurboTax Windows QuickBooks Online Q P

)
! QuickBooks Competitor D 2
Quicken Windows S
_ ’ @
Py QuickBooks Competitor B Competitor E I
:
| 2
Competitor A —
<
[ X ) Io
1980s 1990s 2000s 2010

- Employees: 150 * Employees: 4,500 * Employees: 7,700

. Customers: 1.3M * Customers: 5.6M * Customers: 50M

- Revenue: $33M * Revenue: $1.04B * Revenue: $3.1B

* INTU + 1,400%, NASDAQ + ~500% * INTU - 20%, NASDAQ - 40% * INTU +160%, NASDAQ 90%
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Mission

To improve our customers’ financial
lives so profoundly... they can't
Imagine going back to the old way

Strategy

Priorities

Metrics



Values
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% We Care and Give Back

Integrity Without Compromise

Deliver

(A
&
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=z wesome

g We are stewards of the future and will do our part to
» make the world a better place. It is our privilege to

X help others and we do it wholeheartedly.

We speak the truth and assume best intent.

We value trust above all else. We hold ourselves and
others accountable to the highest standards

in all we say and do.
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2
o"ba'l' ans?

e

O+
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Be
Bold

- Solve BIG customer
problems

- Create a vision that
inspires

- Think beyond what is
accepted as possible

We can see the future in
what we do because we’re
creating it together. We

Be
Passionate

- Personally embrace
and role model change

- Inspire with your
insights and initiative

- Strive to perfect your
craft every day

You're here because of your
unique talents and the fire in
your belly to do something

Be
Decisive

- Choose what we
will and will not do

- Be transparent
with your logic and
judgment

- Be direct and respectful

Have a point of view based
on data, experience, and
instincts. Make the call and

Fast

- Lead with a hypothesis

- Measure and act on
what matters most

- Savor the surprises

We’'re in love with customer
problems more than our
solutions. We walk in our
customers' shoes and

Win
Together

- Deliver exceptional
results so others can
count on you

- Develop yourself and
others to do the best
work of our lives

- Be boundary-less in

our thinking and actions

Small diverse teams drive
our work and 90% of the

decisions are made here.
We accelerate each other

Deliver
Awesome

- Delight our customers
and partners with
experiences they love

- Nail the fundamentals
and sweat the details

- Never stop short of
awesome

We are proud of the products
we deliver because they
inspire the imagination and
exceed expectations. We

own the outcome. Speed
matters, because the greatest
risk is standing still.

meaningful. It shines through
in ways that raises the bar for
all of us. Never stop growing.

constantly seek inspiration
and connect dots that no one
else does. We don't shy away
from the world’s biggest
problems. It takes courage.

create and build our brand in
all the work that carries our
name: Intuit.

in pursuit of our mission.
We break down barriers.
Together, we are one Intuit.

experiment our way to
success. The only failure
is the failure to learn fast.

Metrics




Priorities

Metrics

True North Goals

Deliver Best We Can Be Results in the Current Period for Employees, Customers,
& Shareholders, While Building the Foundation for a Stronger Future

Create an environment where the
world’s top talent can do the best
work of their lives

Attract the world’s top talent

* FY’15: Top 10 Best Places to Work
« FY’17: Top 10 Best Places to Work

Create an environment where they can
do the best work of their lives

* FY’15: 85% engage; no group <70%
* FY’17: 85% engage; no group <80%

Delight customers more than rivals in
ways that matter most

Grow our active customer bases
QBO Subs. Tax Returns

FY’15: 925K - 950K ~69M

FY’17: ~2M ~77M

Delightful E2E customer experiences

* FY’15: Net Promoter scores >10 pts
better than best alternatives

* FY’17: Net Promoter scores >10 pts
better than best alternatives

Inspire confidence in our long term
growth, leading to a higher stock price

Grow organic revenue double digits,
supplemented by acquisitions

* FY’15: $4.3B - $4.4B
« FY’17: ~$5.8B

Grow revenue faster than expenses,
generating op. income leverage

* FY’15 Non-GAAP EPS: $2.45 - $2.50
* FY’17 Non-GAAP EPS: ~$5.00



Strategy

Priorities

Metrics

SINEURISLESS (——\ Consumer

, Network
B&the ™, Effect
d “Oﬁlerﬁti'ng \
[ system” |
Behind'Small |

Business

Success

Be the Operating System Behind SMB Success Do the Nations’ Taxes

Right for Every
Small Business
Get More Get Every

Clients Penny |
Deserve

Grow The Grow
Business The Practice

S
\0(

Make Taxes are Done

Manage Manage
Employees My Firm

&,
More a
Money QO
Client Z&
&

Help Me
Offer More Predict My

Tax Services Finances

Transact
With
Customers

Collaborate
With Clients

Achieved by...

Delivering Awesome Contributions of Others- Using Data
Product Experiences “Network Effect Platforms” to Create Delight



Metrics

Priorities

Win online & mobile: grow customers faster than rivals

Win globally: accelerate speed to localization — “out-local” rivals
Accelerate “Taxes are Done”: access and utilize critical data
Create unified SMB profile: better insights, solutions & interactions

Everything as a service: open contribution & extensive re-use



Win online
& mobile

* Relative growth
* New users

* % user growth

* Relative NPS

* Product
recommendation
score (PRS)

* Reviews/ratings

* Social sentiment

Win globally

* Core QBOin all
focused GEO’s

« Compliance/features
by country

* Accountant +3
recommendations

Metrics

Accelerate
“Taxes are Done”

* Access to data &
forms vs goal

e Consumer

* Pro

* Utilization of data/
forms vs. goal

« Consumer

* Pro

Create unified

SMB profile

* % QBO with single
identity

* % QBO users with
unified billing

Everything as
a service

* % source code under
shared developer
tools

* WOW scores for
services



sion

Values

True
North
Goals

Strategy

Priorities

Metrics

INTUIT

To improve our customers’ financial lives so profoundly... they can’t imagine going back to the old way

Integrity Without Compromise We Care & Give Back
Be Bold Be Passionate Be Decisive Learn Fast Win Together Deliver Awesome
Employees Customers Shareholders
Create an environment where the world’s top Delight customers more than Inspire confidence in our long term
talent can do the best work of their lives rivals in ways that matter most growth, leading to a higher stock price
Be the Operating System Behind SMB Success Do the Nations’ Taxes
Delivering Awesome Enabling the Contributions of Others Using Data to
Product Experiences - “Network Effect Platforms” Create Delight
Win online Win globally Accelerate Create unified Everything as
& mobile “Taxes are Done” SMB profile a service
* Relative growth * Core QBO in all » Access to data & forms vs goal * % QBO with single * % source code under
* New users focused GEO’s + Consumer identity shared developer tools
* % user growth « Compliance/features * Pro
* Relative NPS by country « Utilization of data/ forms vs. goal - % QBO users with TET SREEs T SEreEs
- PRS - Accountant +3 * Consumer unified billin
* Reviews/ratings recommendations * Pro 9

* Social sentiment



Looking Ahead

Shifting to cloud

Growing global customers

Increasing connected services revenue

Cloud ~2M  FY’14-17 Product [l Connected Services ~$5.8B
45M+ CAGR
QBO Non-US ~100% $4.28
23M
QBO US >30% 66% 74% 72% 73%
Desktop 700K
— "
15M -~
10M 36% 34% 26% 28% 27%
2013 2014 2015 2016 2017 2013 2014 2015 2016 2017 FY'13 FY'14 FY'15 FY'16 FY'17
5-Year CAGR
~$5.8B
Revenue ~ 9%
Cloud, Global, $4.2B
Predictable (Op.nc. - 10%)
Revenue
Fueling Growth | EPS - 12%)

FY13 FY14 FY15 FY16

Non-GAAP EPS  $3.20

FY17

~ $5.00 INTUIT




Summary: We've reached the inflection point
Project Bold: Jumping the “S Curve”

Now we’re here

We were here

\
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Context: Big Opportunity

TurboTax Online (through April)

FY'14 Total U.S. visitors
98M

Log-ins
30M

Returns filed
21M

v
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Looking Back: Our Promise & Priorities in FY'14

Innovate at every touch point

Returning New Simple Mobile

Users Filers

Answers

INTUIT



FY'14 U.S. Results: Good Year

Actual Prior Year
IRS Returns 147M +1%

INTUIT



Comparison to Rivals: Good Progress
U.S. Metrics

Online Share Net Promoter Score (NPS)

63

61%

TurboTax Competitor 1 Competitor 2 TurboTax Competitor 1 Competitor 2

. FY'13 . FY'14

INTUIT



FY'14 Canada Results: We Can Do Better

Actual Prior Year
CRA Returns 26M +1%
Do-it-Yourself (DIY
L) 8M +19%

Software Cateqgor

TurboTax Share 60%

Customers 2M +49%

Net Promoter Score (NPS) 59 +7 pts

INTUIT



FY'14 Assessment. Good Start to Multi-Year Journey

Making progress

* Innovation at every touch point

TT.com: conversion +7pts

acandact

------

829,

INTUIT



FY'14 Assessment: Good Start to Multi-Year Journey

Making progress

* Innovation at every touch point

Product: conversion +1.3pts

Classic $O

Returning User - - New Simple
Experience -~ B Filer

INTUIT



FY'14 Assessment: Good Start to Multi-Year Journe

Making progress

* Innovation at every touch point

Help: contacts down 24pts;
helpful rates in self help +15 pts

A single place to access self help,

Y avs

FEDERAL TAX DUE

$¢

AZ TAX

FEDERAL TAXES

> Wages & Income

Deductions & Credits

Other Tax Situations

Federal Review

Errer Check

A clear path to live help... phone,

phone & chat

Federal Taxes

Mo N/ L Mall

Content from TurboTax and a

community of experts

s Unemployment benefits (on a
s Home foreclosure or forgivene|
s Sccial Security or other retirem
« Sale of stocks, mutual funds, o
s Contract work, occasicnal werl

o Capital loss carryover

e See more examples of

L chat & AnswerXchange

.

Top Questions

Amending a Tax Return

You already filed your tax return, it was accepted by the IRS, and
now you received additional forms or tax information or you need
to correct something. If so, you need to amend the tax return you
already filed. First, be sure the return was accepted by the IRS,
and do not change the return you already filed! Amended returns
must be filed on a new form called 1040X.

How to Amend a Return

How do | Know If | Need to Amend

d by TurboTax

i) e i £ e = « No

le an amended return?

urboTax 2
No. The IRS reguires amended returns to be mailed; they cannot be e-
filed. For more information, check out this IRS FAQ....

Still need help? We're here

‘Contact Us ~
BACK

totop

How do | amend my return?|

— X
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FY'14 Assessment: Good Start to Multi-Year Journey

Making progress

* Innovation at every touch point

“Year of you” campaign resonated

» Solid “go to market”

INTUIT



FY'14 Assessment: Good Start to Multi-Year Journey

Making progress

* Innovation at every touch point

TurboTax share +2 pts

Super Bowl Ad

» Solid “go to market”

INTUIT



FY'14 Assessment: Good Start to Multi-Year Journey

Making progress

* Innovation at every touch point

Tax complexity line up: better experiences

TT.Com — Comp Chart
» Solid “go to market” -

Compare our product

deductions

INTUIT



FY'14 Assessment: Good Start to Multi-Year Journey

Making progress

* Innovation at every touch point

» Solid “go to market”

* Talent

INTUIT



FY'14 Assessment: Good Start to Multi-Year Journey

Viaking progress

 Continued innovation

Traffic to NEAuth (Starts) down 1 pt

Which TurboTax product is right for you?

Check all boxes below that apply to your life

eeeeeeeeee
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FY'14 Assessment: Good Start to Multi-Year Journey

Viaking progress

 Continued innovation

Product Innovation too narrow

Customizing TurboTax based on last year's info...

INTUIT



FY'14 Assessment: Good Start to Multi-Year Journey

Viaking progress

 Continued innovation

Mobile experience

Carrier & 12:25 PM -

Let's Double-Check
Your Info

INTUIT



FY'14 Assessment: Good Start to Multi-Year Journey

Making progress Needs more work

- Assisted category up 6 pts, DIY up 1 * Continued innovation

* Desktop share down 6 pts

(] TurboTax Home & Business 2013 = B
File Edit “iew Tools Preferences  SWindow Help

mT‘:i;bﬂTﬂ)( v Home & Business Tax ° C an ad a

TurboTax Help Centre

l Access FAQs, help topics, CRA and MRQ
New and Important Features 5 = 0 documents
Flags Take Me To  Go To Forms Help

Get 1-on-1 Advice &
Answers From a Tax

Expert Now
i TurboTax By Phone or Chat. b
. Help Centre
Access FAQs, help Ask Now

topics, GRA and
MRQ documents.

— See more

Have A Question?

Click the icon to Click the icon to Click the icon to Click the button [ Type your question here..

create a locate and go navigate through to search our

bookmark on any directly to any the tax forms on extensive

page to come page in the your own TurboTax Help @ Top Questions View All >
back to later product Centre

Where | met my wife? train

d ‘ Where do | claim last years accountants
fee? Also can a parent claim more...
Back Continue

I am a senior widower, do | get any
conpensation for not havins a spouse?

O %

INTUIT



FY'14 Assessment: Good Start to Multi-Year Journey

Viaking progress

* Innovation at every touch point « Continued innovation
- Solid “go to market” - Canada
 Talent

INTUIT



FY'14 Priorities: Our Focus Paid Off

Innovate at every touch point

Returning New Simple Mobile Answers
Users Filers

TT.Com
conversion
improvement

Retention Share gain in Mobile Contacts
improvement new simple filers engagement reduction

+7 pts +3 pts +2 pts 3X -24 pts

INTUIT



Multi-Year Goal: ~50% of Nations’ Taxes

Tax Returns (M)

84M

FY’'14 FY’'18

INTUIT



Strateqgic Objective: Focused on Customer Benefit

Get More Get Every
Clients Penny | Deserve

Taxes are Done

Make More Make My
Money Money
per Client Go Further

Offer More Help Me Predict
Tax Services My Finances

INTUIT



Strateqgic Objective: Focused on Customer Benefit

Help Me Predict
My Finances

INTUIT



External Market Trends

Trend Implications

Changing
Landscape ‘/ Low income

Rise of Value ‘/ _
Consciousness Latino

All Things v Self Employed
Mobile

Meaningful ‘/ Mobile

Connections

7
i by

New Political Done for me

Arena

INTUIT



Well Positioned: #1 in Growing Categories

Total individual returns CAGR Intuit leads in
U.S./Canada (M) FY'10-FY'14 growth categories
173

#1 Position
— 1%
Pros = « 26M returns
* 33% share of returns
Stores 20 Flat
‘ #1 Position
- 5%
Software & i « 40M returns
* 62% share of returns

Manual s | (13%)

FY'14

INTUIT



Software: Churn Creates an Opportunity

= ﬁ
o
|

100 A

50 -

O_

U.S. Individual Tax Returns (M)

143

34%

FY'11

145

35%

FY’'12

145

36%

FY’13

FY’14 Fcst

8M Customer
Churn between
S/W and Assisted

I Pro/Tax Store
[ ] Software
2 Manual
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Reminder: Big Opportunity

Customer Contacts TurboTax Online (through April) FY'14 Results
~290M 3M FY'14 Total U.S. visitors
Assisted 98M +15%
Contacts
+10%
185M
Point of et o
: eturns ftie
Need Clicks 21M +14%
100M
Self Help -T%
Views

INTUIT



Make tax prep obsolete

Priorities ' : '
6B:-hrs
saved accurate returns

Metrics




Taxes are done

2N . .
Q} Responsive experience
® No work, no effort

' No risk, no doubts

Strategy

More money

Q Every penny when | need it

_.|| Make it go further

55 Help me predict

ﬂﬂﬂlﬂll;
|2

RACEMNL
lﬂldﬂllﬂl
g
A g L
L [T

Unleash the network
@ Wisdom of data

% Meaningful connections

n Social m Careers 6 Financial



True North Goals

FY'15 & ‘17 Goals: sustained success over 3-year period

Deliver Best We Can Be Results in the Current Period for Employees, Customers, & Shareholders,

Create an environment where the world’s
top talent can do the best
work of their lives

Attract the world’s top talent
« FY'15: Top 10 Best Places to Work
* FY'17: Top 10 Best Places to Work

Create an environment where they can
do the best work of their lives

» FY'15: 85% engage; no group < 80%
» FY'17: 85% engage; no group < 80%

While Building the Foundation for a Stronger Future

Delight customers more than rivals
in ways that matter most

Deliver the customer benefit
« Taxes are Done
* More Money

Take more share than ever imagined because
customers love us (U.S. metrics)

DIY Category  TT Share
 FY'15: 58M, +4% 62%, +1 pt
e FY'17: ~64M, +5% ~65%, +1-2 pts/yr

Grow our customers (U.S. metrics)

Returns Customers
* FY'15: 37M, +2M grow faster than rev
 FY'17: ~42M, +7M grow faster than rev

Delightful end-to-end customer experience
* NPS: 10 pts better than alternatives

Shareholder

Inspire confidence in our long term
growth, leading to a higher stock price

Revenue
« FY'15: $1,750-$1,775M (5 - 7%)
« FY'17: Reflected in Intuit outlook




Priorities

Taxes are done: Taxes are done: enable no
access to all data risk, no effort experience

ion

Ace the end-to-end Win ACA Deliver more money
experience

S3

6€65596€ IH

Priorities

Metrics



Priorities

Metrics

Priorities

Taxes are done: enable no
risk, no effort experience




Taxes are done: Taxes are done: enable no
access to all data risk, no effort experience

* Form coverage  Percent of customers on new engine
» Usage percentage (if available, it's used)  Percent of content coverage on new engine
» Conversion rate

Ace the end-to-end wWin ACA Deliver more money
experience

» Conversion » Task completion * Percent of Intuit customers getting
* NPS relative to alternatives » 1095 conversion more money
* Retention » Uninsured conversion

Metrics




Vision

True
North
Goals

Strategy

Priorities

Metrics

6 Billion hrs saved

Employees

» Top 10 best places to work
* Engagement > 85%, no group <80%

Taxes are done

;‘Q\ . .
@1‘\ Responsive experience
® No work, no effort

. No risk, no doubts

Access to No risk, no effort
all Data Experiences

» Forms coverage » Tax Knowledge
Engine (TKE)

 Customer in Production

usage

Customers

. Benefit: ° Taxes are done
* More money

) * Unit growth > rivals
* Delight:  « Return growth > rivals
* NPS > rivals

« Share: - Category growth > rivals
"« Share growth> rivals

m 9 More money

Q Every penny when | need it

_.|| Make it go further

&5 Help me predict

Ace the E2E Win ACA
Experience
« Traffic to NEAuth » Compliance

screen conversion

* ACA attrition

* NEAuth to complete

$350B Refunds delivered

Shareholders

* 5-10% long-term revenue growth

it%fsms  Unleash the network

@ Wisdom of data
4 Meaningful connections

n Social m Careers QFinancials

Launch more Use data to reduce

money product cycle time of
decisions
* V1 launch « # of data marts
+ # & $ per eligible « Data quality
customer

» Speed of decisions

Discovery &
exploration

* Succession
metrics



How We Plan to Grow: 84M Intuit Tax Returns

Tax Returns (M)

FY’14 Returns

11
—
IRS/CRA DIY category Share within
grows 1% grows from DIY & Pro
annually 37% to 43% grows 5 pts
IRS / CRA Category Share within
Category

FY’18 Returns

INTUIT



FY'15 Outlook

IRS Return Growth

Category Growth

Share Growth

Revenue Growth

Success is customers growing faster than revenue

INTUIT
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Total US/Canada Tax Returns

Total Pro Segment Tax Returns

Intuit Pro Return Share

Returns

Revenue

Z
U

Actual

173M

81M

33%

26M

52

$422M

Prior Year

+1%

Flat

+1 pt.

+4%

+2 pts.

+4%

INTUIT



FY’14 Assessment: Good Year... Capable of More

Making progress

* Bold Strategy Defined and Launched 6 new offerings in market for tax season

K ol
* (n-' e . = A e

,,,,,,,,,,,,,,,

... and new %Pay It
. Forward
business models

INTUIT



FY’14 Assessment: Good Year... Capable of More

Making progress

- Bold Strategy Defined and Launched Expanded capability for

“Awesome Products”
,»\\( ! e

- Significant Talent Acquisition/Growth —

INTUIT



FY’14 Assessment: Good Year... Capable of More

Making progress

- Bold Strategy Defined and Launched Expanding Market
N .
+ Significant Talent Acquisition/Growth @t 11

- Gaining Share in an Expanding Market @ %

INTUIT



FY’14 Assessment: Good Year... Capable of More

* Customer Growth
We mlssed the underserved of the market

* Focus on Price

&
-
Product, Price & Focus i

INTUIT



FY’14 Assessment: Good Year... Capable of More

* Customer Growth

Too much of our growth
has been price driven * Focus on Price

INTUIT



FY’14 Assessment: Good Year... Capable of More

Viaking progress

 Bold Strategy Defined and Launched * Customer Growth

» Significant Talent Acquisition/Growth * Focus on Price

« Gaining Share in an Expanding Market

INTUIT



Leading Share Today With Growth Opportunities

U.S. and Canada Intuit Pro Share I*I —

Pro Software Customer Share

486K 490K
Total Accts Total Accts

All All
Others Others
75% 75%

Intuit Intuit 25%
0 0 USA - 25%
25% 25% Canada - 22%

FY’13 FY’14

Share of Individual Returns

173M

81M
Pro
Returns

Tax
Stores

Manual

81M

26M

Intuit

Others

33%
USA - 31%
Canada-41%

$1.6B Market Spend Today on Professional Tax Software

Source: Intuit operational results and estimates, IRS and CRA reports.

INTUIT



Market Opportunity: New Adjacencies

Traditional Professional Tax Segment Expanded Segment
| Total ProTax 1:
Data Collaboration | Segment |
e-signature $100M : $2.68 |
$400M ]
e- Payments
me [

repaer | TowProTax |

Payments | Segment

$300M | sieB |

Tax Software e G rO\Nth- —
$1.38 Opportunity

Intuit Revenue Share
26%

7.

Increasing the market spend to $2.6B

All estimates are internal Intuit estimates

INTUIT



Macro Trends Play To Our Strengths

P i . Implications
e Tar o 2®%. Increased

Y Complexity

‘/Be the experts on changing regulations

Time is
Precious ) )
‘/Solve for accountants and their clients

Cash ‘/
Strapped Increase focus on the value segment

Value

Segment ‘/Expanded market opportunity

Growing

Technology

Adoption

INTUIT



Vision

Bring the power of time to accountants worldwide... so they may prosper

Get More
Clients

Taxes are Done

)
<
L
©
Make More 2
Money o)
per Client O
o
%
§

Offer More
Tax Services

Metrics
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Save accts. and clients time & money:
FY’15: 30% 30% $10/rtn  $250/rtn
FY’17: 70% 70% $25/rtn  $500/rtn

Delightful E2E customer experiences
* Net Promoter scores >10 pts. better than best alternatives

b,

Create an environmenf{]

top talent can do the best
work of their lives

Attract the world’s top talent

FY'15: Top 10 Best Places to Work in
ProTax locations

FY'17: Top 10 Best Places to Work in PTG
locations

No regrettable losses
Mobility: >50% Leadership / Expert
Contributor roles and above filled internally

Create an environment where they can do
the best work of their lives

FY'15: 85% engage; no group <70
FY'17: 85% engage; no group <80%

ncein our long term

ways

Save accts. al money:
Access Acct. $ Client $
FY’15: 30% o $10/rtn  $250/rtn

FY’17: 70% 70% $25/rtn  $500/rtn
Delightful End-toEnd customer experiences

Net Promoter scores >10 pts better than
best alternatives

Grow customers &returns faster than rivals:

Customers Online Returns*
FY’15: 121K 9K 27TM
FY’17: 128K 22K 29M

*Does not include ~3M Business returns

growth, leading to a higher stock price

Grow organic revenue double digits,
supplemented by acquisitions

FY’15: $265M-$280M
FY’17: Reflected in Intuit outlook



Strategy

Save Time Grow My Practice

J

— i

Connect households & experts

Create the

Collaboration Platform

Effortless data collection & entry

Win Online & Mobile Awesome everyday experiences

Innovative payment solutions...more money

Disrupt Business
Models

Global Ready Services




ion

Priorities

Metrics

Connect Households to Experts:...

moving in person to “online”

 Client: Save Time & Money
» Pro: Save Time and Grow My Practice

Tax Returns | 100 9% |
a4 - =

By Type

Priorities

GET DATA | SHARE DATA
5 Y
-&

LOAN OFFICERS

Parties

Effortless Data Collection & Entry...

Digital Shoebox

» Collect and share data in less than 30 min.

:3@

Pay It

3 / D\ Forward
"* (3 259
Between Pro’s and their Clients b

$\
Dl b N
Tax Pros Clients
O Debit Card O No Check Cashing
Q Low Cost Refund Transfers Q Instant Cash
Q Cash Up Front Q Stretch Your Dollars

Awesome online experiences...
First Use & Everyday

« Know what to do in less than 3 seconds

Innovative Payment Solutions

* 20% more money for pros
* 10% more for their clients

Effortless Data Collection & Entry...
Books to Tax

» Cut Data Collection by 50%

Personalized Offering Experiences

0 (’rings to

multiple
geog'raphles

Tax Ecosystem

Global Ready Services...

* A single web app can render multiple
experiences across geographies



Personal Pro

Find a Pro and get a quote
in less than 5 minutes...

e 77 Net Promoter Score
* 10 PT Conversion Gain
* 40% More Pros Signed

“l was very impressed ... the
process was easy, fast and
much less expensive.”

Johan Johansson
Tax Payer



Digital Shoebox

InfuIt

Shoebox BETA @ Feedback? Comments? Welcome, Wiliam |v @

PROGRESS Collect and share data in

less than 30 minutes...

» 48% Accepted Beta Invite
« 23% Invited Clients
* 50% Clients Signed Up

" Smith & Hobbs Accounting
_,-I Contact me

Here, you'll see your progress Here, you'll see your prograss

on answearing my questuons. on providing files | need.

Hi, William!
Let’s get started.

Here are the questions | have “This | h .
for you and documents | need U 0 U (R, o

from you this year. | know exactly what 11)Y%
accountant wants”

Once you've completed as

much as you can, I'll review

what you have to complete
your return,

Carolyn Radding
Tax Payer

Tax Season 15



Books to Tax

N Tax Form 11208 (2013) U.S. Income Tax Return for an S Corporation Cut data entry by 50%...
appings .
Tax Form S Corporation
DESCRIPTION BEGINING ENDING 115K QBO Accountants
Book balances 1/ 6 accounts mapped |E| [ ¢ 0
ACCOUNT TYPE BALANGE |~ TAXINPUT FIELD Gross receipts or sales T e B EElleel el entry
: : In Product Discovery in both
0 You've mapped Opening Balance Equity to Gross receipts or sales . Retums and allowances Q BA an d Tax
Services Income 1,042.00 T Grass profit. Subtract line 2 from line 1
Billable Expense Income  Income 383333 : Balance. Subtract line 10 from line 1a
&
Undepositad Funds Other Currant Assat 402.00 + Total income (ioss). Add lines 3 through 5
Accounts Recelvable (A...  Accourts Recelvable 640.00 ¥ Cost of goeds sald 71 BOOkS tO TaX COUld Cut data
Cash on fand Bark e : Net unrealized built-in gain reduced by net recognized entry and review by a th I rd to
butin gain from pricr years a half on a 2 hour process per

return”

The amount of principal reduction

Enter the accumulated eamings and profits of the
corporation at the end of the tax year

Jerry David
Liabilities Tax Accountant

Tax Season 15

Expenses from other rental activities (attach
statement)




Intuit Tax Online

INTUIT Tax Online Linus & Hurley Tax Partners, LP 3¢ ©
I Tax Returns 2014 + By Return Type ~ _
Know what to do in 3
1040 92 1065 44 1120 17 11208 9 1141
INDIVIDUAL PARTNERSHIP CORPORATE S-CORPORATE ESTATES & T seconds or less...
2 E-Flie Rejected 4 E-File Rejected 1 E-File Rejected >
70 In Pfogress 26  In Progress 12 Tf’rogress 6 In Progress 9 InPr 1St use gl.“dance dellvered
18 E-Flle Transmitted 9  E-File Transmitted 3 E-File Transmitted 2 E-File Transmitted . .
8 E-File Accepted 5 E-File Accepted 2 E-File Accepted 25% hlgher CO nverS|On
. Access to data delivered
A 100% accurate status in
1040 Individual v New Retur seconds
Q =
CLIENT NAME ~ RETURN NAME PROGRESS CUSTOM STATUS E-SIGNATURE STATUS ACTIONS
Austin, Kate Austin, Kate In progress v Request signature Open Return v
Ford, James Ford, James In progress v Request signature Open Return b £ “ThIS glves me an Immedlate
Jarad, Sidney Jarad, Sidney In progress v Request signature Open Retumn v g Iance at What |S g OI ng on
Jared, Sidney Jared, Sidney In progress v Request signature Open Return v Wlth al | Of my taX retu 'ns.

Kim, Somee Kim, Somee In progress v Request signature Open Retumn v ThIS IS PERFECI ?

Locke, Jonathan Locke, Jonathan In progress o1 Request signature Open Return v

Aaron Anderson
Pace, Charles Pace, Charles In progress v Request signature Open Return v TaX ACCOU ntant
Sheperd, Jack Sheperd, Jack In progress v Request signature Open Return v

nous 1-20 of 20 Next Last > Lau nChed




Innovative Payments

More money for Pros and their
clients...

e-Payments

Integrated e- Invoicing
Electronic Payments
AMEX Serve Partnership

Convenience :
* |low priced card

Payments « free option
e-lnvoicing * no ATM fees
* no re-load fees
Integrated e-signature
Low cost convenience
payments
" Lowest Fee
e-Signature ~ Cards

Tax Season 15




ion

Priorities

Metrics

Connect Households to Experts:...

moving in person to “online”

 Client: Save Time & Money
» Pro: Save Time and Grow My Practice

Tax Returns | 100 9% |
a4 - =

By Type

Priorities

GET DATA | SHARE DATA
5 Y
-&

LOAN OFFICERS

Parties

Effortless Data Collection & Entry...

Digital Shoebox

» Collect and share data in less than 30 min.

:3@

Pay It

3 / D\ Forward
"* (3 259
Between Pro’s and their Clients b

$\
Dl b N
Tax Pros Clients
O Debit Card O No Check Cashing
Q Low Cost Refund Transfers Q Instant Cash
Q Cash Up Front Q Stretch Your Dollars

Awesome online experiences...
First Use & Everyday

« Know what to do in less than 3 seconds

Innovative Payment Solutions

* 20% more money for pros
* 10% more for their clients

Effortless Data Collection & Entry...
Books to Tax

» Cut Data Collection by 50%

Personalized Offering Experiences

0 (’rings to

multiple
geog'raphles

Tax Ecosystem

Global Ready Services...

* A single web app can render multiple
experiences across geographies




FY'15 Outlook

Customers

Returns

Return Share

Growing customers and returns faster than revenue to Do the Nations’ Taxes

INTUIT



Bring the power of time to accountants worldwide... so they may prosper

ion
Employees Customers Shareholders
Create an environment where the world’s top Delight customers more than Inspire confidence in our long term
-Il\-lr(;‘r?h talent can do the best work of their lives rivals in ways that matter most  growth, leading to a higher stock price
Goals
Save Time Grow My Practice
Create the Win Online & Mobile Disrupt Business
Collaboration Platform Globally Models
Strategy
Effortless data Connect Awesome online / Global ready More money for
collection & entry experts with mobile experiences services accountants & clients
Priorities households
* 9% Data access  Traffic volume to goal  Traffic volume to goal » Services delivered TKE e # Of new customers
* 9% Accuracy * 9% Document upload * 9% Traffic to trial » Services adopted TKE * # Of existing adopting
* 9% Utilization * 9% Upload to paid * 9% Trial to pay » NPS for services * % Cards adopted
» Accountant NPS *« PRS delivered « PRS
» Client NPS * Reviews/rating * % Referrals
Metrics + % Referral
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INTUIT

Be the Operating System
Behind Small Business Success T

55000080 5000000
Dan Wernikoff, SVP/GM, Small Business Group fff:::::.'::::::::OOOOO:‘
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What We Said Last Year ...

Awesome Product
Experience

One Ecosystem
Multiple Solutions

Win worldwide
w/ Accountants

(x) Jon's Landscape

Profit & Loss

Last 30 cays v

$4.957

~~~~~~~~

1€12 349 =

$15,065.00

oanIam2 144
Wik UPE Hat 30
o ISETE TR0
A A000 onnReone
My Rep
Mgre Dty
5070
» HATE w
] 275.00 275,007
3 50,00 150,00
4 70,00 280,00
1 458 45T
700 60
§-T1.00
31630

Messaging

Seng 3 message
& nrsen Pt
Larry's Landscaping &

Garden Supply said | nave
updated the imoeoe 1o nCude
the extra materal | have o
Durchase

Youl aaid What i the axtra
chargs in the imaosce for?

You wiewed £ irvoese
January 10,2013 -
WEDNESDAY

You viewsd Pl ifeoeil

You sent an attachment

Accountant Center <

Eport anc i Detauits
Tumae Fram To Racs
ot More, - woree £ owaoao Accruw v
Bocks Not Cosad
23003 Cloms Bocks
Reconciiation Status
oL O MECOMCE LD A AT SIENT DA ANCE
Tt Cracst U 2013 12900 400.00
Same s 122872072 20,506,000 55 120.364,000.23
Larwm peum Dokor %t A 20 000, %0 07 32,000,400 13
Sk At E3 avat2ary 125 ATES0002 12 345.878,900.70
= intant Tips
o arOCwt o ta 3 Live ot rsss
- .

et Sttt B9 5533400

m 20O lemoyrcacuen -
Lorern Ipsum
¥ 2000 Powt

s S iow ppRien T X koks e &
e 130 I, N VG e gt
e 31 Peat DRwey

*  May 14, 2013
YESTEROAY

INTUIT



Success ...

Making progress

Harmony & QBO Growth

b QuickBooks Qi+ O Cooking Weh Harmony (©)
@ Home ¢ Cooking With Harmony
Bank accounts
Private mode orr
Amex Card
Income PayPal Account...
B -
$229,73 $229,209 $0
EN INVOICES OVERDUE PAID LAST 30 DAYS
Connect another account
Activities Al -
Expenses Last30 days v
¢ August 19, 2014
TODAY
Payroll Check: $1 426 44 aacec for A
Hooa
Payrof Check: $4.118.85 ad
Tsitovich
Payrof Check: $1.597,00 added for Kiaus:
Kaasgaard
Profit and Loss Last30 days v

Payrolt Check: $1.47951
#0ed for Amanda Linden

Payrol Check: $512.20 a3ded for Avi Golsn

| $530 /\
INCOM \ o July 23, 2014

INTUIT



Success ...

Making progress

« Harmony & QBO Growth

 Global Focus

INTUIT



Success ...

Making progress

* Harmony & QBO Growth QBO New User Attach Rates

30% - m Payroll m Payments 27%

« Global Focus

19%

* QBO Ecosystem Attach

10% -

5% -

0% -
2011 2012 2013 2014

INTUIT



Success ...

Making progress

« Harmony & QBO Growth

QBO Accountants
140 - In (0O00s)
¢ GIObaI FOCUS 120 - 115
100 1 96
« QBO Ecosystem Attach . 72
60: 40 I I
Q413 | Q114 Q214 | Q314 | Q414

INTUIT



... Opportunities to Improve

Needs more work

QUiTCkBOOkS'

Pro

My bus| up &running

INTUIT



... Opportunities to Improve

* Desktop & Payments Results

QBO US Total Subscribers
+32%

700

2012 2013

INTUIT



... Opportunities to Improve

* Desktop & Payments Results
3'd Party Developer Attach Rates

* US Growth, Non-Consumption

o rd
=5 3¢ Party App Attach

INTUIT



... Opportunities to Improve

QuickBooks Online Accountant

A Company Clients

ﬁ Accountant Center

# - Only available in QuickBooks Online Accountant

Vendors Employees Banking

AccountantGenter ~ Chartof Accounts  Joumnal Entry  Reconcile  SetClosing Date.
~

Reports

Gluster-30 Prod US Plus. Your Account ~ | Help

New Window  Profit&Loss

App Center

More ~

Support Documentation

infuit. ©

Feedback «

Add Content to Page.

% Accountant Tools

Dates: [Gustom

Account Balances
% Reclassify Transactions
= Journal Entry

# Adjusting Journal Entries:

= Balance Sheet

= Profitand Loss

% Balance Sheet Gomparison
# Profit & Loss Comparison
# Adjusted Trial Balance

* Chartof Accounts
= Memorized Reports

0101/2011 ~ 10[12/31/2012 v Basis: |Accrual v

Banking & Reconciliation
% Reconcile

= Reconciliation Reporis

# VoidedDeleted Transactions
* Registers

= Online Banking

= Gheck Detail

= Deposit Detail

Accounts Recelvable
= AR Aging Summary Report
* Write Off Invoices
= Collections Report
Sales Tax
= Sales Tax Preferences

Accounts Payable
= Prepare 1098-MISC Forms
* Unpaid Bills Report

Miscellaneous.

# New Window

= Activity Log

* SetClosing Date
Preferences
ProAdvisor Program
Acsountant Resources

% Reconciliation Messages and Tasks © Add New x
Account Name Reconciled As Of Reconciled Balance Current Balance ShOW | AllMessages and Tasks | Show notifications for 5 latest alerts in the future
Bank of America - Checking 10/18/2012 28000 127.36 Type  From item Date
Checking for Payroll 05/1012012 120,00 12000 =] QBO  Welcome to QuickBooks Online on 5511
Wells Fargo 05/10/2012 - Not Complete 204957 Chrome! Leam more hare...

Bank of America - Savings 12023 =) QBO  Message. 10712
Petty Cash 9031 [ QBO  Transactions were automatically created. 62112
Credit Card HBT 0.00 = QBO  Heads up for Chrome users. 3wz
[m} QBO  Welcome to QuickBooks Online on 55111
Chrome! Learn more here...
[ # Accountant Preferences x } [#) QBO  Depositundeposited payments. 10712
‘ Iy to all Q. that you can access from ‘ (@ QBO  Assign account numbers, ansn2
= PR ot m i b i Aen

Needs more work

3'd Party App Attach

Desktop & Payments Results

US Growth, Non-Consumption

INTUIT



Strong Results, With Opportunities for Improvement

FY14 Actual YOY

User Growth

QB Paying Base 2,133K +6%
QBO Experience

New User Net Promoter f

Harmony Migrator Net Promoter . 2

Conversion Rate 31% +5 pts
QBO Ecosystem

Payroll Penetration 19% +3 pts

Payments Penetration 2% +2 pts
SBG Revenue $2.25B +10%

INTUIT



Our Worldwide Online & Mobile Leadership

based on customer data reported through Aug 2014

/05,000 115,000 350,000 $6.6B 91,000

QBO Paid QBO Online Online & Mobile Active Mobile
Subscribers Accountants Payroll Subs Charge Volume QBO Users

—0— B O B
32M 100M $1.5T 1M

New Customers Created Invoices from Commerce managed New employees
served by QBO within QBO through QBO managed within QBO

INTUIT



Three Opportunities in the US

Help our (and our competitors’) base
migrate to the cloud

~5M Desktop Switchers

~12M Competitive Alternatives ~12M Self Employed

Make the product more accessible
through amazing first use

Create content and solutions specifically
for self employed businesses

INTUIT



US Online Opportunity Is Expanding

~5M Desktop Switchers

~12M Competitive Alternatives

~12M Self Employed

United States Addressable Market

Small Businesses

Total QBO Penetration Total QBO Penetration
29M 600K 2% 2M 103K 5%

Key Problem #of SMBs  Total Spend SBG Spend

Accounting (Small Business) 14M $9B

Accounting (Self Employed) 15M $4B

Accept Payments 29M $13B

Manage Payroll 6M $5B

Total 29M $31B $2.3B

INTUIT



A Substantial Global Opportunity

Worldwide Addressable Market

Small Business Accountants

Country Market Penetration Market?! QBO? Penetration

us 29M 600K ‘ 2% 2M 103K 5%
Canada >3M 30K ‘ 1% 240K 5K 2%
Canada
UK 5M 17K ‘ 0% 250K 3K 1%
India 15M 14K ‘ 0% 2-3M 2K 0%
Australia 2M 7K ‘ 0% 180K 2K 0%
France 4M New Market 0% 139K New Market 0%
ROW 105M 16K ‘ 0% -- -- 0%
Total 163M 683K ‘ 0-1% 5M 115K 2%
Rest of World

1. Total number of accounting professionals (accountants, bookkeepers)
2. Number of QBO accountants with 1+ clients

INTUIT



Vision

The operating system behind small business success

Simple and Open & Multi Platform Made by and for
Integrated One Cloud EVERY Business
o Every Smay g PC/Mac Mobile
ll-s‘/’)s g DD
Grow The! Grow The! l
Business! Practice!
Global BI’OﬁI’S
Manage! Manage!
Employees! My Firm! @ w I 705’152
UseMuickBooks@Norldwidel
Tganstact Witl|1 Cptlrllacblt_)rattel! I 36,872
' : Intuit Apps Oth.ef.AEPS AreBusinessesBAustiike® ours?
5@ mam I 9,982
Arefocated®RightiNearByf

Metrics I n.i.u I'i'



Grow The Grow The
Business Practice

\YEQETe[

Employees

Transact withjj Collaborau.
Customers Jwith Clients

Core Accounting

Accounting

« Easy migration, data import

* Money in/out

« Bank Reconciliation

* Reporting

* Browser and Mobile OS Access
* Localization & Tax Compliance

Payroll (Intuit or Partner)
Payments (Intuit or Partner)

Help / Support

Accountants Collaboration & Tools
Developer Critical Service & APIs

INTUIT



Business Management

cor BV Smail g, * Grow the Business
* FInancing
* Online Marketing
Grow The
Business  Manage Employees
* Benefits
* Time tracking
Manage
Employees * Workers Comp
* Transact with Customers
Transact with * Invoice Commerce
Customers  E-Commerce
 CRM/SFA
* Point of Sale
» Scheduling

INTUIT



Accountant Solutions

¢o° Every Smayy 8y,

Grow The Grow The
Business Practice

\YEQETe[
Employees

ransactwithg Collaborate
customers i with Clients

» Collaborate with Clients

* Client setup templates

* Client hub & alerts

« Statutory reporting

* Document collaboration
 Manage My Firm

 Firm Dashboard

* Collaboration with staff

* Engagement tracking

« Job costing & Practice reports

« Grow the Practice
* Books to tax
« Accountant Directory
* Client referrals

INTUIT



Developer Contribution

,&\‘  Critical Services
* Developer Platform
*APIs
* Developer Experience
* Developer help
* Dev & App marketing
« User Contribution
* Localization
* First Use
* Vertical Customization
*Help

INTUIT



Building Momentum - Apps

INTUIT

QuickBooks.

P payPal

. Over 300 integrated apps
EGI C. E!_ 2 | o

e
e ca Sosbared v e soce.. | | Badetiee O Recomabien. || bt 1090 Ee.
o) ey .... o s - eyt bt e ebevey prat
. Lo l [ G
g s’ g artvauit ZenCash
sicom P e Sttt roongo Zencon- Y.
..... “ e bt b e e et Frerith
(9 -~ y
oo E_mi HR P
FUNDBOX oo
e BuceTRED .. e Pacacis e saumon
- .- preser poreies o) o o e el
(\ g | Ef | e ® e
menssdnck Ot i
Sovon ot || Gt otn swvcewansr. | | zmperon T || somtose
bryeety By . g e prevee || breons s
A manuDvA PHR
cugue Affinity
| oo | W mr R
| || | e e
—— | W iy | s o oo preeest preeey) aeas
808 Ph
Tl = & |
€608 e \ V|
| | Taltie Expense... | TimeRewards Todynergy.com Vend Point of Sale Zapsiren Cerecon
broteni feoes ety ey | b overs ooy ey " fetei

INTUIT



Simplified the Organization

S One Worldwide Small Business Group

Program

Demandforce

QuickBooks ecosystem is the focus

Employee QuickBooks
Solutions Accountant

9segyoIn0

One worldwide organization
T Integrated accountant experience

Solutions Online

Integrated developer experience
& Better integration with Professional Tax Group

INTUIT



Metrics

True North Goals

Deliver Best We Can Be Results in the Current Period for Employees, Customers,
& Shareholders, While Building the Foundation for a Stronger Future

Create an environment where the world’s
top talent can do the best work of their lives

EY’15

* 85% engagement, no group <70%
*  Mobility 50% LEC + filled internally
* No regrettable losses

 Attract the best talent

FY’17

* 85% engagement, no group <70%
*  Mobility 50% LEC + filled internally
* No regrettable losses

+ Attract the best talent

Delight customers more than rivals in
ways that matter most

EY’15

* QBO Active Base 925K-950K
* QBO Accountant Base Growth 14%

* QBO New User NP vs. Comp +10 pts

FY’17
* QBO Active Base ~2M
* QBO Acct Base Growth 7%

* QBO New User NP vs. Comp +10 pts

Shareholder

Inspire confidence in our long term growth,
leading to a higher stock price

FY’15

* SBG Revenue Growth -6% to -3%

FY’17
« Reflected in Intuit outlook

INTUIT




True North Goals

Deliver Best We Can Be Results in the Current Period for Employees, Customers,
& Shareholders, While Building the Foundation for a Stronger Future

Shareholders

Platform Mix & Unit Economics
Customer Growth During the Shift

Metrics

INTUIT



Mix Shift Accelerating

New user mix by platform Customer growth will come from the cloud

« Acquired more new users online than desktop
for the first time in Q4 FY’14

31% 31% 30% 3% 0% 0% 44% | | | | |
E50 » Beginning to shift from passive to active
marketing of QB Online relative to QB Desktop
* Full QBO line-up in retail
« Shift in demand generation to QBO
s00s I oo I 0% « QB.com homepage take-overs

63%
"I 60% J60% Ml s 60, » Accountant awareness (QB Connect Event)
45%

* New global markets increase total addressable

online market opportunity
Q113 Q213 Q313 Q413 Q114 Q214 Q314 Q414

m QB Desktop ® QB Online

INTUIT



QuickBooks New Users Have Attractive Economics

QuickBooks new user estimated 5-year revenue New user economics neutral today across platforms
Desktop Online
$1 EK » Desktop 5 Year revenue increased due to:
. * Inclusion of entire lineup (including Premier
$1.4K $1.4K p( g )

R A S « Mix Improvements

$1.0K « Improved ecosystem pricing

* Online 5 Year revenue decreased due to:
* Promotions that drive ecosystem growth
» Offset by increased services attach

» Will optimize pricing and lineup to maximize total

. . small business customer, revenue, and operating
income growth — not just unit economics

FY13 FY14 FY13 FY14

Service Service
m Software m Software

INTUIT



Total Paid User Growth Accelerating

OB paying customers (000s) Mix shifting, growth accelerating
2,133
2,009 6% _ . |
1.929 4% « QB Paying Customers includes QB subscribers

and units purchased in the current fiscal year

* QB Paying Customer growth accelerated in
FY’14 to 6%, up from 4% last year

* QB Online drove the acceleration, more than
offsetting the decline in Desktop

By FY’17 we expect ~ 75% of QuickBooks
Paying Customers to come from the cloud

FY12 FY13 FY14
= QBDT = QBO

INTUIT



QB Online Will Drive Our Long-Term Growth

OB ecosystem revenue mix shifting But the desktop will continue to be material

* Improved QB Online lifetime value from:
* Increases in attach + global services businesses
* Improvements in customer retention
» Line-up mix as we build out ‘premier’ features

* Reduced QB Online lifetime revenue from:
» Geographic mix shift to non-US
« Targeting of non-consumption and self employed

« EXpect us to experiment with pricing and lineup
changes to optimize long term franchise value

FY13 FY14 FY15 FY16 FY17

m Desktop Ecosystem ®mOnline Ecosystem

INTUIT



Strategy & Priorities

From app to ecosystem thinking

. * An open platform, developer & user contribution
Build the QBO

« Accountants know, use, and love the ecosystem
Ecosystem

« Beyond accounting with perfect integration

» Desktop to cloud in seconds

Strategy Deliver Amazing
Experiences

« Care is ‘built in’, but hardly ever needed
» Technology and services enable innovation

: * First experiences are flawless and delightful
Drive New User

Adoption » Self employed, but with a team behind you

* Win in all focus countries, open up new ones

Metrics

INTUIT



Strategy & Priorities

Build the QBO
Ecosystem

_ _ Desktop to cloud in seconds
Strategy Deliver Amazing

Experiences

First experiences are flawless and delightful
Self employed, but with a team behind you
Win in all focus countries, open up new ones

Drive New User
Adoption

Metrics I n.i.u |'i'



Desktop to Cloud in Seconds

~5M Desktop Switchers

~12M Competitive Alternatives

~12M Self Employed

« 30% ‘eligible’ DT users in FY14 to 70% in FY15
« Beginning to target leveraging data/analytics

* In FY14 migration accelerated every QTR

FY14 Quarter over Quarter Migration Growth
28K

25K

Move Data

Start Fresh

Q1 Q2 Q3 Q4

INTUIT



First Experiences Are Flawless and Delightful

~5M Desktop Switchers

~12M Competitive Alternatives

~12M Self Employed

32% -

29% ~

26%

Cost and barriers of distribution eliminated online

Content will drive more active engagement

Continue to improve trial to subs conversion

Trial to Sub Conversion Rates (Harmony)

32%
31%
29%
27%/ 29%
Q4'13 Q114 Q214 Q314 Q414

INTUIT



Self Employed, but With a Team Behind You

» Self employed businesses growing rapidly
« Service platforms are self employed aggregators

« QB Self Employed in soft launch, Net Promoter = 21

~5M Desktop Switchers

A new financial management, compliance need

@ QuickBooks Self-Employe

€ © C @ https://selfemployed.intuit.com/?specialOffer=BUYNOW&utm_source=QBSE&utm_medium=interstitialéutm n.. 7v @ £ 8 2 @ O B =
#apps EIG @ mnsigt @ Q80 MgMal @ QsOBera @ QBOe2e D Q80QA ® Qs0Pod WU Elwnv [ETc Fu Fife @rF T » (i Other Bookmarks.
H H SE infurf
1 2 M CO m p et It Ive A | t e r n at IVeS 1 2 M |f Em p I oyed QUICkBOOks HOW IT WORKS FEATURES SECURITY PRICE RESOURCES Free Trial m

Self-Employed

Save Hard Earned Money & Track Your Business Expenses

Simply mark expenses as business or personal and we do the rest

nnﬁ

Find More Deductions Keep More Money!

QuickBooks Self-Emplo ind deductions all year round.

INTUIT



Win in All Focus Markets, Open Up New Ones

« Each geo exited FY’14 with new user growth >200%
« Accountant partnerships key to market entry

« QBO in 10 languages, 40 currencies, on the ground go
to market in 5 markets ... Time to localization shrinking

Global Paid OBO Subs
Canada -
y AP an &=
. DR D B4K

+160%

Rest of World

2011 2012 2013 2014

INTUIT



True
North
Goals

Strategy

Priorities

Metrics

-

',Ef“"*Be'the Op-.e;rat,ing-
el X : \

’

S R =
S - )
) e

Employees

* 85% AES, no group under 80%
* No regrettable losses
* Destination of choice for new grads

Build the QBO Ecosystem

» An open platform, developer & user contribution

» Accountants know, use, & love the ecosystem
* Beyond accounting with perfect integration

Customers

* QBO NP > than rivals by 10 pts
» Share increasing in every geo
* New User Growth > 20%

Deliver Amazing Experiences

» Desktop to cloud in seconds
 Care is ‘built in’, but hardly ever needed
» Technology and services enable innovation

|

Shareholders

* Paid base growth
* Solutions per user increase
* Revenue growth

Drive New User Adoption

* First experiences are flawless and delightful
+ Self employed, but with a team behind you
* Win in all focus countries, open up new ones

Active base growth faster than and net promoter scores greater than all competitors in all geographies

QBO Ecosystem Net Promoter

Small Business
Accountant

Critical Priorities / Progress

Desktop Migration Experience
QBA Launch
Last Mile Priorities by Geo

Accountants as evangelists

QBA plus 3 QBO users

+ BDM growth, growth in BDM sales efficiency
Developers make the ecosystem right for SMB

3 party apps per new user
Critical services development
Developer first use experience

Lead, conversion, and attach metrics
 Traffic

« Traffic to trial, trial to paid subscriber

* Subscriber to 3 month active

- Attach rate of Intuit & 3 Party services



True
North
Goals

Strategy

Metrics

=]

Efs

Active base growth faster than ALL competitors in ALL geographies




Accelerating Growth

OB Paying Customers

FY'14 FY'15 est FY'16 est FY'1l7 est
m QuickBooks Desktop  m QuickBooks Online

We're on a path to 2M QBO subscribers in FY'17.

Long term expectation for SBG is 10-15%+ annual revenue growth.

INTUIT
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Executive Summary

* Realignment and resource allocation in service to strategic goals
— Be the Operating System Behind SMB Success
— Do the Nations’ Taxes

 Focused on customer growth and category share
— Accelerate SBG business model shift to cloud
— Make tax prep obsolete for many filers

* Financial principles are relevant over long term
— Grow organic revenue double digits
— Grow revenue faster than expenses

— Deploy cash to highest-yield opportunities
* ROI hurdle of 15%
— Maintain a strong balance sheet

INTUIT



Strategy

Priorities

Metrics

Intuit’'s Strategy
N\ IEE

, Network
B&the ™, Effect
i “Oﬁlerﬁti'ng \
[/ system” |

Behind Small
Business

Success

Be the Operating System Behind SMB Success Do the Nations’ Taxes

Right for Every
Small Business

Get More Get Every
Clients Penny |

Grow The Grow
Business The Practice

Make
More
Money
per
Client

Manage Manage
Employees My Firm

Transact
With
Customers

Collaborate
With Clients

Help Me
Offer More Predict My

Tax Services Finances

Achieved by...

Delivering Awesome Contributions of Others- Using Data
Product Experiences “Network Effect Platforms” to Create Delight



Small Business Market Opportunity

The Worldwide Opportunity: Share of Customers # of SMBs # of Accountants
@80 | “Lnaration | Market | Q8O
United States 29M 600K 290K 2M 103K
Canada >3M 30K 30K 240K 5K
UK 5M 17K 50K 250K 3K
India 15M 14K 150K 2-3M 2K
Australia 2M 7K 20K 180K 2K
- B France 4M new market 40K 139K new market
Rest ;)f World ROW 105M 16K --
Total 163M 683K 580K
The US Opportunity: Share of Spend Key Problem # of SMBs Total Spend SBG Spend
_ Accounting (SMB Users & Prospects) 14M3 $9B
~5M Desitop Switchers
Accounting (Self Employed) 15M4 $4B
~12M Competitive Alternatives | ~12M Self Employed Accept Payments 29M $13B
Manage Payroll 6M $5B
Total 29M $31B $2.3B

1. Total number of accounting professionals (accountants, bookkeepers)
2. Number of QBO accountants with 1+ clients

3. Includes the QuickBooks installed base + competitor desktop bases + competitor SaaS Subs + employer firms and self employed firms with greater than $25K in annual sales

4. Includes only self employed firms with less than $25K in annual sales

INTUIT



Our Goal: Win Online iIn SBG

« Win all new financial accounting users and cloud decisions
 Get all customers on the best product: QuickBooks Online
« Make QuickBooks Online the best experience for desktop migrators

 Drive customer acquisition and higher lifetime value globally

INTUIT



Shifting Focus from Total Installed Base...

Total Small Business Customers

*  We are on track with expectations

10M
* No longer our primary measure of success:

Self Employed

(Online/Mobile) - Assumes desktop customers who have
purchased in the last 3 years are active...

QBO Non-US not always the case

5.1M

QBO US - Counting prior period purchases is a poor link
to revenue growth

QB Desktop - Masks the progress of online ecosystem

Non-QuickBooks

Products

FY’'14 FY'18E

INTUIT



... To Paying QuickBooks Customers...

FY'14

5.1M

84K

2.1M

84K

DESKTOP-CENTRIC VIEW CLOUD-CENTRIC VIEW

Total Small Total QuickBooks
Business Customers Paying Customers

D Self Employed Customers (Online/Mobile)
. QuickBooks Online Subscribers — Non-U.S.
. QuickBooks Online Subscribers — U.S.

. QuickBooks Desktop Customers (FY’12-14)

. Non-QuickBooks Customers
. QuickBooks Desktop Customers (FY’14)

Total QuickBooks Paying Customers only includes QuickBooks desktop customers who purchased in FY'14
(Excludes QuickBooks desktop purchases made in FY’12 & FY'13)

INTUIT



...Consistent With Our Shift to the Cloud

Total QuickBooks Paying Customers

« As we build out our online ecosystem we are
focused on a more relevant measure: total
QuickBooks paying customers

* This is how we run our business and is the
biggest driver of revenue growth

2.1M

1.9M 2.0M

« It's a better way to track our progress against
strategic goals as our model shifts to the cloud
with more recurring revenue

FY’12 FY’13 FY’14 FY15E FY16E FY17E FY18E
2 QuickBooks Online [l QuickBooks Desktop

INTUIT




Long-Term Small Business Growth Drivers

SBG Revenue

Driver Driver Growth Growth Multiyear Range

Number of Addressable SMB'’s 1% = 1% 1% - 2%
Accounting Software Consumption 1 Point Shift == 3.5% 4% - 6%
QuickBooks Share 1 Point Shift — g= 2% 1% - 2%
QuickBooks ARPC (Attach, Price, Mix) 1% = 1% 4% - 5%

Implied Small Business Group Revenue Growth 10% - 15%+

INTUIT



North American Tax Market Opportunity

Total individual returns
U.S./Canada (M)

173

Pros B
Stores 20
Software 64 —

CAGR
FY’10-FY’14

1%

Flat

5%

(13%)

Intuit leads in growth
categories

#1 Position

 26M returns
e 33% share of returns

#1 Position

* 40M returns
* 62% share of returns

INTUIT



On Track With ProTax Strategy and Priorities

Macro Trends Play to Our Strengths

WNGOP WK i

Precious

Cash
Strapped

Value
Segment
Growing

Technology
Adoption

Implications

‘/Be the experts on changing regulations

\/Solve for accountants and their clients

A

)
v Increase focus on the value segment

‘/Expanded market opportunity

Connect Households to Experts:...

moving in person to “online”

» Client: Save Time & Money
» Pro: Save Time and Grow My Practice

Awesome online experiences...

First Use & Everyday

» Know what to do in less than 3 seconds

GETDATA

SHARE DATA

Effortless Data Collection & Entry...

Digital Shoebox

« Collect and share data in less than 30 min.

Forwaed a Q6 o
XAGEER
)
Taxpres ety
O Dot Cas Q No Check Cantng.
0 Liw Cont Rekrd Tarnies 3 e Cash
O CasipFumt O Sreus Your Doten

Innovative Payment Solutions

+ 20% more money for pros
* 10% more for their clients

Effortless Data Collection & Entry...
Books to Tax

» Cut Data Collection by 50%

Personalized Offering Experiences

| .’ivery of
fierings to

miultiple
geographies

Tax Ecosystem

Global Ready Services...

« A single web app can render multiple
experiences across geographies

INTUIT



Year 2 of a Multi-Year Journey In Consumer Tax

173M Returns per year

Awareness
NOT PERSONALIZED .

Consideration

iiiii Visitors
. W-2 .
im % TOO MUCH WORK
~ay C—For EMP-- . 0000
T e on thid BEEN Starts
00
Bl Completes
r LIFE CHANGES IS A DRIVER OF DEFECTION o0 :
_ R * B Retention
L" »
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Long-Term Consumer Tax Growth Drivers

Driver Driver Growth Rev-gz[lbeogrlgwth Multiyear Range
Individual Federal Returns 1% = 1% 0% - 2%
Software Category Share 1% = 3% 3% - 5%
TurboTax Share 1% = 1.5% 1% - 2%
Revenue per Return ~1%

Implied TurboTax Revenue Growth

5% - 10%

INTUIT



Delivering 84M Tax Filers by FY'18

FY’14-18
CAGR
(M’s) —>
84 Total 6%
66 =
I I I : 8%
PTG 4%

FY’'13 FY’14 FY'15E FY'16E FY17E FY'18E

INTUIT
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Financial Principles Enduring

Grow organic revenue double digits
— Revenue CAGR 9% FY'14-'17

Grow revenue faster than expenses
— Mid to high thirties margin in FY’17, while investing in customer growth

Deploy cash to highest-yield opportunities
— Resource allocation in service to strategic priorities

Maintain a strong balance sheet

INTUIT



Where We're Investing

Allocations From Allocations To

- Small Business Desktop Ecosystem * QuickBooks Online Ecosystem
« Marketing * Global Expansion
* Customer Support « Awesome Product Experience

Plan to reallocate more than $200 million to these key initiatives in FY’15
INTUuIT



Consistent Cash Flow Generation

CAGR
B Revenue — = Op Cash Flow/Share $5.8B FY’14-17

Revenue ~9%

Op. CF/Sh 10-11%

FY’'13 FY'14 FY’15E FY’16E FY'17E

Durable business model with rigorous capital allocation
INnTuIT



Historical Use of Cash

($M’s)
$2,500 ~ VA
" Repay Debt
Share Repurchase
[ ] CapEx
$1,500 -
$1,000 A
$500 - —
- 1l ssu HE B B B

FY'09 FY’10 FY'11 FY'12 FY'13 FY'14

$5.8 hillion in Free Cash Flow, 103% returned to shareholders
INTUIT



5-Year Return on Invested Capital

($M’s)

6,000 -

5,000 -~

4,000 A

3,000 -

2,000 -

1,000

0

I B e B

FY’13 FY’'14 FY'15E FY’16E FY'17E

Total Capital - Earnings from Cont. Ops. — ROIC

- 30%

- 25%

- 20%

- 15%

- 10%

5%

0%

[endeD paisanu| UO UIN}aY
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(% in millions, except EPS)

Fiscal 2015 Guidance

Guidance

Growth

Total Small Business
Consumer Tax Group
Consumer Group

ProTax Group

$2,130 - $2,180

$1,750 - $1,775

$1,880 - $1,915
$265 - $280

(6%) — (3%)
5— 7%
3% — 4%
(37%) — (34%)

Total Revenue

$4,275 - $4,375

(5%) — (3%)

Non-GAAP Op Income

$1,110 - $1,140

(29%) — (27%)

Non-GAAP EPS
GAAP EPS

$2.45 - $2.50
$1.70 - $1.75

(30%) — (28%)
(45%) — (43%)

INTUIT



Fiscal 2015 Revenue Guidance Bridge

Add Impact of

Add Impact of

Fiscal 2015 Revenue Accelerated Adjusted Fiscal 2015
: Desktop Product : :
Guidance ; QuickBooks Online Revenue
e Offering Change
($ in millions) Growth
Revenue $4,275 - $4,375 ~$400 ~$75 $4,750 — $4,850
Revenue Growth (5%) — (3%) 5% — 8%

 Intuit will be delivering improved product experiences for its future desktop customers, including ongoing
updates, support and services. As a result, revenue for related desktop solutions will be recognized over
approximately three years (QuickBooks and Quicken) or one calendar tax year (ProTax) rather than up front.

« Fiscal 2015 deferred revenue will increase by approximately $200 million for Small Business, $150 million for
ProTax and $50 million for Quicken, equivalent to the above $400 million related to the change in desktop
products offerings.

INTUIT



QBO Subscribers and Long-Term Outlook

Q1 FY’15 FY’15

QuickBooks Online Subscribers 715K 925K 950K
Y/Y Growth 39% 35% 39%
QuickBooks Online Subscribers ~ 2 million

Intuit Revenue ~$5.8 billion
Non-GAAP Earnings per Share ~$5.00

INTUIT



Intuit Financial Model

% of FY’'14 _
Long-Term Expectations

Revenue
Revenue 100.0 Double digit organic revenue growth driven by
............................................................................... customer acquisition L
: % Flat to slight compression over time due to
Gross Margin 859 “ focus on share gains and customer growth
S&M 27.1 l % Down as revenue increases
R&D 15.3 “ Target 16-18% of revenue, including stock-based
compensation
G&A 8.6 l % Declines over time
Operating Income 34.9 I Margins in mid to high thirties by FY’17

Expect to grow customers faster than revenue

Note: Non-GAAP financial measures

INTUIT



Long-term Outlook Drivers

High-end of Long-term Outlook

* QuickBooks Online Ecosystem Customer Growth

 Tax Results

* Improvements in Attach and Retention

« Pace of Global Expansion

« Competitive Initiatives and Response

N

Low-end of Long-term Outlook
INTuIT
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About Non-GAAP Financial Measures

INTUIT INC.
ABOUT NON-GAAP FINANCIAL MEASURES

The accompanying presentation contains non-GAAP financial measures. Table 1, Table 2, Table 3, and Table 4 reconcile the non-GAAP financial measures in that presentation to the most
directly comparable financial measures prepared in accordance with Generally Accepted Accounting Principles (GAAP). These non-GAAP financial measures include non-GAAP operating
income, non-GAAP net income, and non-GAAP net income per share.

Non-GAAP financial measures should not be considered as a substitute for, or superior to, measures of financial performance prepared in accordance with GAAP. These non-GAAP financial
measures do not reflect a comprehensive system of accounting, differ from GAAP measures with the same names and may differ from non-GAAP financial measures with the same or similar
names that are used by other companies.

We compute non-GAAP financial measures using the same consistent method from quarter to quarter and year to year. We may consider whether other significant items that arise in the future
should be excluded from our non-GAAP financial measures.

We exclude the following items from all of our non-GAAP financial measures:

* Share-based compensation expense

* Amortization of acquired technology

» Amortization of other acquired intangible assets

* Goodwill and intangible asset impairment charges
» Professional fees for business combinations

We also exclude the following items from non-GAAP net income and diluted net income per share:

» Gains and losses on debt securities and other investments
* Income tax effects of excluded items and related discrete tax items
+ Discontinued operations

We believe that these non-GAAP financial measures provide meaningful supplemental information regarding Intuit’s operating results primarily because they exclude amounts that we do not
consider part of ongoing operating results when planning and forecasting and when assessing the performance of the organization, our individual operating segments or our senior management.
Segment managers are not held accountable for share-based compensation expense, amortization, or the other excluded items and, accordingly, we exclude these amounts from our measures
of segment performance. We believe that our non-GAAP financial measures also facilitate the comparison by management and investors of results for current periods and guidance for future
periods with results for past periods.

INTUIT



About Non-GAAP Financial Measures (cont.)

The following are descriptions of the items we exclude from our non-GAAP financial measures.

Share-based compensation expenses. These consist of non-cash expenses for stock options, restricted stock units and our Employee Stock Purchase Plan. When considering the impact of
equity awards, we place greater emphasis on overall shareholder dilution rather than the accounting charges associated with those awards.

Amortization of acquired technology and amortization of other acquired intangible assets. When we acquire an entity, we are required by GAAP to record the fair values of the intangible assets
of the entity and amortize them over their useful lives. Amortization of acquired technology in cost of revenue includes amortization of software and other technology assets of acquired entities.
Amortization of other acquired intangible assets in operating expenses includes amortization of assets such as customer lists, covenants not to compete and trade names.

Goodwill and intangible asset impairment charges. We exclude from our non-GAAP financial measures non-cash charges to adjust the carrying values of goodwill and other acquired intangible
assets to their estimated fair values.

Professional fees for business combinations. We exclude from our non-GAAP financial measures the professional fees we incur to complete business combinations. These include investment
banking, legal and accounting fees.

Gains and losses on debt securities and other investments. We exclude from our non-GAAP financial measures gains and losses that we record when we sell or impair available-for-sale debt
securities and other investments.

Income tax effects of excluded items and certain discrete tax items. During fiscal 2014 and prior periods we excluded from our non-GAAP financial measures the income tax effects of the items
described above, as well as income tax effects related to business combinations. In addition, the effects of one-time income tax adjustments recorded in a specific quarter for GAAP purposes
were reflected on a forecasted basis in our non-GAAP financial measures. This was consistent with how we were evaluating our operating results and planning, forecasting, and evaluating
future periods during those fiscal years.

Beginning in fiscal 2015, we will use a long-term non-GAAP tax rate for evaluating operating results and for planning, forecasting, and analyzing future periods. This long-term non-GAAP tax
rate eliminates the effects of non-recurring and period specific items which can vary in size and frequency. Based on our current long-term projections, we intend to use a long-term non-GAAP
tax rate of 34% which is consistent with the average of our normalized fiscal year tax rate over a four year period that includes the past three fiscal years plus the current fiscal year forecast.

Operating results and gains and losses on the sale of discontinued operations. From time to time, we sell or otherwise dispose of selected operations as we adjust our portfolio of businesses to
meet our strategic goals. In accordance with GAAP, we segregate the operating results of discontinued operations as well as gains and losses on the sale of these discontinued operations from
continuing operations on our GAAP statements of operations but continue to include them in GAAP net income or loss and net income or loss per share. We exclude these amounts from our
non-GAAP financial measures.

The reconciliations of the forward-looking non-GAAP financial measures to the most directly comparable GAAP financial measures in Table 3 include all information reasonably available to Intuit
at the date of this press release. This table includes adjustments that we can reasonably predict. Events that could cause the reconciliation to change include acquisitions and divestitures of
businesses, goodwill and other asset impairments, and sales of available-for-sale debt securities and other investments. I n_i_ u I_i_



TABLE 1
RECONCILIATIONS OF HISTORICAL NON-GAAP FINANCIAL MEASURES TO MOST DIRECTLY COMPARABLE GAAP

FINANCIAL MEASURES
(Dollars in millions, except per share amounts)

Fscal Fscal Fscal Fscal Fscal Fscal
2014 2013 2012 2011 2010 2009

GAAP operating income from continuing operations ~ $ 1,314 $ 1,233 $ 1168 $ 1,082 $ 930 $ 759

Amortization of acquired technology 26 18 10 9 20 9
Amortization of other acquired intangible assets 20 35 23 11 11 7
Charge for historical use of technology licensing rights - - - - - 13
Professional fees for business combinations 7 - 7 - 7 -
Share-based compensation expense 204 184 159 144 126 120
Non-GAAP operating income $ 1571 $ 1,470 $ 1,367 $ 1,246 $ 1,094 $ 908
GAAP net income $ 907 $ 858 $ 792 $ 634 $ 574 $ 447
Amortization of acquired technology 26 18 10 9 20 9
Amortization of other acquired intangible assets 20 35 23 11 11 7
Charge for historical use of technology licensing rights - - - - - 13
Professional fees for business combinations 7 - 7 - 7 -
Share-based compensation expense 204 184 159 144 126 120
Net gains on debt securities and other investments (21) 1 (12) (2 1) (1)
Income tax effects of non-GAAP adjustments (73) (91) (70) (55) (57) (52)
Discontinued operations (46) (35) (28) 54 5 45
Non-GAAP net income $ 1,024 $ 970 $ 881 $ 795 $ 685 $ 588
GAAP diluted net income per share $ 312 $ 283 $ 2.60 $ 2.00 $ 177 $ 135
Non-GAAP diluted net income per share $ 352 $ 3.20 $ 2.89 $ 251 $ 211 $ 178
Shares used in diluted per share amounts 291 303 305 317 325 330
Non-GAAP tax rate 34% 33% 34% 34% 35% 33%

When reported on August 21, 2014, fourth quarter results included an accrual for a loss contingency that was resolved before we filed our fiscal 2014 Form 10-K. We have adjusted our fiscal fourth quarter and full-year 2014 operating income and

earnings per share accordingly, resulting in a GAAP and non-GAAP operating income increase of approximately $16 million, and a GAAP and non-GAAP earnings per share increase of approximately $0.03.

See "About Non-GAAP Financial Measures" immediately preceding Table 1 for information on these measures, the items excluded from the most directly comparable GAAP measures in arriving at non-GAAP financial measures, and the reasons® ®
management uses each measure and excludes the specified amounts in arriving at each non-GAAP financial measure. I nT u IT



TABLE 2
RECONCILIATION OF SELECTED NON-GAAP FINANCIAL MEASURES TO MOST DIRECTLY COMPARABLE GAAP FINANCIAL

MEASURES
(Dollars in millions)

Non-
GAAP GAAP %
Fiscal Fscal of
2014 Adjmts 2014 Rev
Total revenue $ 4,506 $ - $ 4,506 100.0%
Cost of revenue:
Cost of product revenue $ 141 $ - $ 141
Cost of service and other revenue 501 (8) [a] 493
Amortization of acquired technology 26 (26) [b] -
Total cost of revenue $ 668 $ (34) $ 634 14.1%
Operating expenses:
Selling and marketing $ 1,281 $ (59) [a] $ 1,222 27.1%
Research and development 758 (66) [a] 692 15.3%
General and administrative 465 (78) [a] [c] 387 8.6%
Amortization of other acquired intangible assets 20 (20) [b] -
Total operating expenses $ 2524 $ (223) $ 2,301
Operating income $ 1,314 $ 257 $ 1571 34.9%

[a] Adjustments to exclude share-based compensation expense from non-GAAP financial measures.
[b] Adjustments to exclude amortization of acquired technology and amortization of other acquired intangible assets from non-GAAP financial measures.
[c] Adjustment to exclude professional fees for business combinations of approximately $7 million from non-GAAP financial measures.

See "About Non-GAAP Financial Measures" immediately preceding Table 1 for information on these measures, the items excluded from the most directly comparable GAAP measures in arriving at non-GAAP financial measures, and the reasons
management uses each measure and excludes the specified amounts in arriving at each non-GAAP financial measure.
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TABLE 3
RECONCILIATIONS OF FORWARD-LOOKING GUIDANCE FOR NON-GAAP FINANCIAL MEASURES TO PROJECTED GAAP

REVENUE, OPERATING INCOME AND EPS
(Dollars in millions, except per share amounts)

Forward-Looking Guidance

GAAP Non-GAAP
Range of Estimate Range of Estimate
From To Adjustments From To

Twelve Months Ending

July 31, 2015

Revenue $ 4,275 $ 4,375 $ - $ 4,275 $ 4,375
Operating income $ 800 $ 830 $ 310 [a] $ 1,110 $ 1,140
Diluted earnings pershare  $ 1.70 $ 1.75 $ 0.75 [b] $ 2.45 $ 2,50

[a] Reflects estimated adjustments for share-based compensation expense of approximately $253 million, amortization of acquired technology of approximately $18 million, and amortization of other acquired intangible assets of approximately $23
million.

[b] Reflects the estimated adjustments in item [a] and income taxes related to these adjustments.

See "About Non-GAAP Financial Measures" immediately preceding Table 1 for information on these measures, the items excluded from the most directly comparable GAAP measures in arriving at non-GAAP financial measures, and the reasons
management uses each measure and excludes the specified amounts in arriving at each non-GAAP financial measure.

INTUIT



TABLE 4

CALCULATION OF FREE CASH FLOW
(Dollars in millions)

Fiscal Fscal Fiscal Fiscal Fiscal Fscal

2009 2010 2011 2012 2013 2014
Net cash provided by operating activities $ 812 $ 998 $ 1,013 $ 1,246 $ 1,366 $ 1,446

Less capital expenditures:

Purchases of property and equipment (131) (74) (114) (135) (129) (104)
Capitalization of internal use software (51) (56) (99) (51) (66) (82)
Total capital expenditures (182) (130) (213) (186) (195) (186)
Free cash flow $ 630 $ 868 $ 800 $ 1,060 $ 1171 $ 1,260

To supplement our statements of cash flows prepared in accordance with GAAP, we use free cash flow to analyze cash flow generated from operations. We define free cash flow as net cash provided by operating activities less total capital expenditures.
This non-GAAP financial measure should not be considered as a substitute for, or superior to, GAAP net income as an indicator of our operating performance or GAAP cash flows from operating activities as a measure of our liquidity.
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Cautions About Forward-Looking Statements

This presentation includes "forward-looking statements" which are subject to safe harbors created under the U.S. federal securities laws. All statements included in this presentation that address
activities, events or developments that Intuit expects, believes or anticipates will or may occur in the future are forward looking statements, including: our expected market, customer and share
growth; our goals, our ability to achieve them, and their impact on our business; our opportunities and strategies to grow our business; our expected revenue, operating income and earnings per
share results and growth; our expectations regarding future dividends, share repurchases and ROIC improvements; our expectations for our product and service offerings and cross-sell
opportunities; and future market trends. Because these forward-looking statements involve risks and uncertainties, there are important factors that could cause our actual results to differ
materially from the expectations expressed in the forward-looking statements. These factors include, without limitation, the following: inherent difficulty in predicting consumer behavior;
difficulties in receiving, processing, or filing customer tax submissions; consumers may not respond as we expected to our advertising and promotional activities; the competitive environment;
governmental encroachment in our tax businesses or other governmental activities or public policy affecting the preparation and filing of tax returns; our ability to innovate and adapt to
technological change; business interruption or failure of our information technology and communication systems; problems with implementing upgrades to our customer facing applications and
supporting information technology infrastructure; any failure to properly use and protect personal customer information and data; our ability to develop, manage and maintain critical third party
business relationships; increased government regulation of our businesses; any failure to process transactions effectively or to adequately protect against potential fraudulent activities; any
significant offering quality problems or delays; our participation in the Free File Alliance; the global economic environment; changes in the total number of tax filings that are submitted to
government agencies due to economic conditions or otherwise; the highly seasonal and unpredictable nature of our revenue; our inability to attract, retain and develop highly skilled employees;
increased risks associated with international operations; our ability to repurchase shares; we may issue additional shares in an acquisition causing our number of outstanding shares to grow; our
inability to adequately protect our intellectual property rights; disruptions, expenses and risks associated with our acquisitions and divestitures; amortization of acquired intangible assets and
impairment charges; our use of significant amounts of debt to finance acquisitions or other activities; and the cost of, and potential adverse results in, litigation involving intellectual property,
antitrust, shareholder and other matters. More details about these and other risks that may impact our business are included in our Form 10-K for fiscal 2014 and in our other SEC filings. You
can locate these reports through our website at http://investors.intuit.com. Fiscal 2015 guidance and our long-term outlook speak only as of the date it was publicly issued by Intuit. Other
forward-looking statements represent the judgment of the management of Intuit as of the date of this presentation. We do not undertake any duty to update any forward-looking statement or
other information in this presentation.
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