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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 
ñCautions About Forward-Looking Statementsò 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 2013 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 ñAbout Non-GAAP Financial Measuresò 
in the enclosed Appendix for an explanation of managementôs use of 
these measures and a reconciliation to the most directly comparable 
GAAP financial measures.  
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CEO Perspective  

Small Business  

Tax  

Break / New QuickBooks Demo  

Technology  

Finance Perspective  

Lunch  

Q&A 



Intuit Growth Strategy  
Brad Smith, President & CEO  

@IntuitInc 

https://twitter.com/IntuitInc
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Revenue  $4,171M       10%  

Operating 
Income*  

$1,470M       8%  

Diluted 
EPS*  

$3.20       11%  

FYô13 Financial Results 

% Growth  Actual  

* Non - GAAP financial measures.  
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CEO Reflections on FYô13 Financials 

A mixed  year é  

Grow organic revenue double digits  # 1  

Grow revenue faster than expenses  # 2  

Maintain a strong balance sheet  

# 3  Deploy cash to highest yield opportunities  

# 4  
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Making progressé 

CEO Reflections on FYô13 Drivers 

ÅTalent & Engagement  

ÅRapid Experimentation  

ÅFocus on Awesome Products  

ÅSmall Business Momentum  

ÅReorganized to Accelerate  

Needs more worké 

ÅGlobal Market Penetration  

ÅConsumer Tax Trajectory  

ÅAcquire & Delight New Users  

ÅRevenue Growth  
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Longer Term Reflections  

We were here  

Project BOLD : Jumping the ñS Curveò 
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Our Mission :  why we exist as a company  

éand those who serve them 

We serve these end customers  

Small Businesses  Consumers  

Accountants & 3 rd  Party Contributors  

Financialé making & saving money ,  

grow & profit  

Productivityé turning drudgery into time 

for what matters most  

 
Compliance é without even having to 

think about it  

 
Confidenceé from the wisdom & 

experience of others  

  

ñSimplify the Business of Life ò 

To improve our customers ô financial lives so profoundlyé  
they can ôt imagine going back to the old way  
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Our Values :  what we stand for  

Integrity Without Compromise  1  

Delight Customers  

It ôs the People  

Innovate and Improve  

Own the Outcome  

We Care and Give Back  

2  

3  

4  

5  

6  
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Core capabilities : how we differentiate  

We strive to create an entrepreneurial environment where 
small teams innovate to delight customersé 

Customer Driven Innovation  Design for Delight  

SUCCESS ion  Metrics  

Financials  

Å Deliver profitable 
revenue growth  
 

Å Deliver short & long 
term commitments  
 

Å Continue to invest in 
innovation & growth  

Market  

Å Increase penetration 
relative to 
addressable market  
 

Å Gain market share vs. 
alternatives  
 

Å Validate ability to 
deliver profitable  
revenue growth with 
scale  

Cohorts  

Å Improve funnel 
metrics by cohort  
 

Å Demonstrate superior 
love metrics vs. 
alternatives  
 

Å Validate sustainable 
growth model  

Unit of one  

Å ñLove Metricsò 
- Deliver the 

customer benefit  
- Customer actively 

uses  
- Customer willing to 

recommend (NPS)  
 

Å Frame a hypothesis 
for who will pay for 
the offering  
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Employee  Customer  Shareholder  

High Performing Organization  Lots of Delighted Customers  Higher Stock Price  

ÅContribute to a better world  
ÅLive Intuitôs Operating Values 
ÅLeader in Corporate Social Resp . 

ÅTalented & engaged workforce  
ÅWe have the talent & skills to  

delight our customers and 
accelerate growth  
ÅEmployee Engagement >85%...  

no work group <80 %  

ÅPride in our performance  
ÅñMost Admiredò recognition 
ÅñMost Innovativeò recognition 
ÅñBest Places To Workò recognition 

ÅGrow user & contributor bases  
ÅNew user & contributor growth  
ÅExisting user & contributor retention  

ÅOfferings that delight customers  
ÅPerformance against delivering  

the customer benefit (# or %)  
ÅNet Promoter scores >10 pts  

better than best alternatives  

ÅSolve more customer problems  
Å# offerings used per customer  
Å#  of customers using offerings 

launched in last 3 years  

ÅConfidence  in long term growth 
potential & our ability to deliver on 
commitments  
ÅGrow org. revenue double digits , 

supplemented by acquisitions  

ÅGrow revenue faster than  expenses  
ÅGenerate op. income leverage  
ÅGenerate strong cash flow in line with 

operating income  

ÅDeploy cash to high yield opptyé 
risk adjusted returns of 15+%  
ÅOrganic & inorganic opptyôs 
ÅRepurchase Intuit securities  
ÅDividend  

Å Maintain a strong, conservative 
balance sheet  

True North:  how we measure success  

Deliver Best We Can Be Results in the Current Period for Employees , Customers,       
& Shareholders , While Building the Foundation for a Stronger Future  
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ñPrediction is very difficult, especially  
about the future ò ï Yogi Berra  The World of 2020  Implications for Intuit  

The market is shifting:  view of the horizon  

Solutions for the   
ñFree Agentò Market 

Global Citizens &  
ñFree Agentsò 1. Participation - driven innovation  Winning Product s &  

Network Effect Platforms  

Global Innovative      
Growth Company  

3. The mobile experience prevails  ñMobile Definedò 
Connected Experiences  

4. Humanizing the data  
Big Data for  

the Little Guy  

2. A world without borders  
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FYô14- 16 Operational Priorities  

g  

Delivering Awesome  
Product Experiences  

Enabling the  
Contributions of Others -   
ñNetwork Effect Platformsò 

Using Data  
to Create Delight  

Intuit ôs Growth Strategies  

Intuitôs Strategy: how we accelerate results  

ÅAmazing 1 st  Use Experiences: delivering the customer benefit  

 
 

 

ÅReimagining Mobile 1 st / Mobile Only : design and capabilities  

 

 

 

ÅSolving Multi - Sided Problems W ell:  creating a virtuous circle  

 

 

 

ÅExpanding Globally:  platforms localized by users and developers  

 

 

 

ÅEnabling Customer Data : better products & break - through benefits  

To be a premier innovative growth companyé 
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Intuitôs Strategy: in service to strategic goals  

Management  

Solutions  

Financial  

Solutions  
Tax  Ecosystem  

Tax  Advisors  

Network  
Effect  

Small Business  Consumer  

Accountants  
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FYô14- 16 Operational Priorities  Intuit ôs Growth Strategies  

ÅAmazing 1 st  Use Experiences: delivering the customer benefit  

 
 

 

ÅReimagining Mobile 1 st / Mobile Only : design and capabilities  

 

 

 

ÅSolving Multi - Sided Problems W ell:  creating a virtuous circle  

 

 

 

ÅExpanding Globally:  platforms localized by users and developers  

 

 

 

ÅEnabling Customer Data : better products & break - through benefits  

To be a premier innovative growth companyé 

Intuitôs Strategy: how we accelerate results  
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Enabling the  
Contributions of Others -   
ñNetwork Effect Platformsò 

Using Data  
to Create Delight  

Delivering Awesome  
Product Experiences  

Upside Opportunity  

Å100M ñpre-accountingò customers Ą Mobile  
ÅTwo - party interaction model   
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U.S. Small Businesses  

29M U.S.  
Small Businesses  

Global Small Businesses  

600M Global 
Small Businesses  

QB Commerce  

$2T of Commerce 
thru QB  

We serve 5M of 
the 29M  

We serve 1% of 
the 600M  

We process <1% of 
QB Commerce  
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FYô14- 16 Operational Priorities  

Intuit ôs Growth Strategies  

Intuitôs Strategy: how we accelerate results  

ÅAmazing 1 st  Use Experiences: delivering the customer 

benefit  
 
 

 

ÅReimagining Mobile 1 st / Mobile Only : design and 

capabilities  
 

 

 

ÅSolving Multi - Sided Problems W ell:  creating a virtuous 

circle  
 

 

 

ÅExpanding Globally:  platforms localized by users and 

developers  
 

 

 

ÅEnabling Customer Data : better products & break - through 

benefits  

To be a premier innovative growth companyé 
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Enabling the  
Contributions of Others -   
ñNetwork Effect Platformsò 

Using Data  
to Create Delight  

Delivering Awesome  
Product Experiences  

Our Game Plan: ñOperating Systemò 

ÅWe ñsimplify the business of lifeò 
ÅWith One Cloud  
ÅDesigned for and by small businesses  

Grow My  
Business  

Manage  
My  

People  

Manage My 
Business  

P
a

y
 T

a
x

 
Grow  

My Clients  

Manage  
My Firm  

Manage  
My Work  

Q
B

O
 Q

B
O

A
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Intuit ôs Growth Strategies  

Intuitôs Strategy: how we accelerate results  

To be a premier innovative growth companyé 
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Enabling the  
Contributions of Others -   
ñNetwork Effect Platformsò 

Using Data  
to Create Delight  

Delivering Awesome  
Product Experiences  

 5 Yr. Goal: From 5 M to 10M Customers  

5  

3 3 

10  

FY18 

3 

2 

1 

1 
1 

QBO ROW  

1 

QBO US  

2 

QB 
Desktop  

1 

FY13 Pre-  
Accounting  

Adjacencies  

-4%  
5Y CAGR 

34%  

93%  

22%  

From 
>100K  
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Intuitôs Strategy: in service to strategic goals  

Management  

Solutions  

Financial  

Solutions  
Tax  Ecosystem  

Tax  Advisors  

Network  
Effect  

Small Business  Consumer  

Accountants  
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Intuitôs Strategy: how we accelerate results  

FYô14- 16 Operational Priorities  Intuit ôs Growth Strategies  

ÅAmazing 1 st  Use Experiences: delivering the customer benefit  

 
 

 

ÅReimagining Mobile 1 st / Mobile Only : design and capabilities  

 

 

 

ÅSolving Multi - Sided Problems W ell:  creating a virtuous circle  

 

 

 

ÅExpanding Globally:  platforms localized by users and developers  

 

 

 

ÅEnabling Customer Data : better products & break - through benefits  

To be a premier innovative growth companyé 

g  

Enabling the  
Contributions of Others -   
ñNetwork Effect Platformsò 

Using Data  
to Create Delight  

Delivering Awesome  
Product Experiences  

Well positioned to do the nations ô taxes 

Intuit leads in 
growth 

categories  

Total individual 
returns 

U.S./Canada (M)  

CAGR  
FY09 -
FY13  

1 %  

(1%)  

5%  

(13%)  

#1 Position  
Å27M returns  
Å33% share  

#1 Position  
Å37M 

returns  
Å62% share  

10  

60  

FY13 

22  

79  Pros  

Stores  

Soft -  
ware  

Manua l  

171  

ÅAccelerated shift to cloud and mobile experiences  
ÅChurn between assisted and do - it - yourself categories  
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Intuit ôs Growth Strategies  

Intuitôs Strategy: how we accelerate results  

ÅAmazing 1 st  Use Experiences: delivering the customer benefit  

 
 

 

ÅReimagining Mobile 1 st / Mobile Only : design and capabilities  

 

 

 

ÅSolving Multi - Sided Problems W ell:  creating a virtuous circle  

 

 

 

ÅExpanding Globally:  platforms localized by users and developers  

 

 

 

ÅEnabling Customer Data : better products & break - through benefits  

To be a premier innovative growth companyé 
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Enabling the  
Contributions of Others -   
ñNetwork Effect Platformsò 

Using Data  
to Create Delight  

Delivering Awesome  
Product Experiences  

Our Game Plan: Win DIY & Delegators  

D
e
le

g
a

te
 

D
o

-It
-Y

o
u

rs
e
lf

 
Get More 

Clients  

Make More 
Money  

per Client  

Offer More  
Tax Services  

Get Every  
Penny I Deserve  

Make My  
Money  

Go Further  

Help Me Predict  
My Finances  

Taxes are Done  
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Intuit ôs Growth Strategies  

Intuitôs Strategy: how we accelerate results  

To be a premier innovative growth companyé 

5 Yr. Goal: From 64M to 84M Filers  

7

84

64

8

5

FY18 
Returns  

Share 
within 

Category  

Category  IRS/CRA  FY13 
Returns  

IRS/CRA 
grows 1.5% 

annually  

DIY 
category 

grows from 
35% to 

43%  

Share within 
DIY & Pro 

grows 5 pts  5 
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g  

Enabling the  
Contributions of Others -   
ñNetwork Effect Platformsò 

Using Data  
to Create Delight  

Delivering Awesome  
Product Experiences  
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Intuitôs Strategy: in service to strategic goals  
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Grow My  
Business  

Manage  
My  

People  

Manage My 
Business  

P
a
y

 T
a
x

 

Grow  
My Clients  

Manage  
My Firm  

Manage  
My Work  

Q
B

O
 Q

B
O

A
 

Get More 
Clients  

Make 
More 

Money  
per Client  

Offer More  
Tax Services  

Get Every 
Penny  

I Deserve  

Make My  
Money  

Go Further  

Help Me Predict  
My Finances  

Taxes are Done  



25  

FYô14- 16 Operational Priorities  Intuit ôs Growth Strategies  

ÅAmazing 1 st  Use Experiences: delivering the customer benefit  

 
 

 

ÅReimagining Mobile 1 st / Mobile Only : design and capabilities  

 

 

 

ÅSolving Multi - Sided Problems W ell:  creating a virtuous circle  

 

 

 

ÅExpanding Globally:  platforms localized by users and developers  

 

 

 

ÅEnabling Customer Data : better products & break - through benefits  

To be a premier innovative growth companyé 

Intuitôs Strategy: how we accelerate results  
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Enabling the  
Contributions of Others -   
ñNetwork Effect Platformsò 

Using Data  
to Create Delight  

Delivering Awesome  
Product Experiences  

Enabled By Technology & Data  

Hygiene  Foundation  Access  

Global,  
Always on,  
Secure,  
Efficient,  
Refreshed,  
First Use  

Ecosystems  
(network effects )  

Mobile  
(mobile first,  
mobile only)  

Developer Platform  
(public cloud, services  composition )  

Data Platform  
(one identity, internal data sharing, 
external data acquisition)  

of active users are  
DR - protected  

95%  Fewer screens,  
Less data entry,  
Time to benefit  

5x  revenue  

4x  active users  

HA/DR  First Use  Mobile  
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Intuit ôs Growth Strategies  

Intuitôs Strategy: how we accelerate results  

ÅAmazing 1 st  Use Experiences: delivering the customer benefit  

 
 

 

ÅReimagining Mobile 1 st / Mobile Only : design and capabilities  

 

 

 

ÅSolving Multi - Sided Problems W ell:  creating a virtuous circle  

 

 

 

ÅExpanding Globally:  platforms localized by users and developers  

 

 

 

ÅEnabling Customer Data : better products & break - through benefits  

To be a premier innovative growth companyé 

A
c
c
e
le

ra
ti
n

g
 t

o
 C

o
n

n
e

c
te

d
 S

e
rv

ic
e
s

 

g  

Enabling the  
Contributions of Others -   
ñNetwork Effect Platformsò 

Using Data  
to Create Delight  

Delivering Awesome  
Product Experiences  

Seamless Brand Experience  
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Intuit ôs Growth Strategies  

Intuitôs Strategy: how we accelerate results  

ÅAmazing 1 st  Use Experiences: delivering the customer benefit  

 
 

 

ÅReimagining Mobile 1 st / Mobile Only : design and capabilities  

 

 

 

ÅSolving Multi - Sided Problems W ell:  creating a virtuous circle  

 

 

 

ÅExpanding Globally:  platforms localized by users and developers  

 

 

 

ÅEnabling Customer Data : better products & break - through benefits  

To be a premier innovative growth companyé 
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Enabling the  
Contributions of Others -   
ñNetwork Effect Platformsò 

Using Data  
to Create Delight  

Delivering Awesome  
Product Experiences  

Seamless Brand Experience  

A value proposition is a promise made  

 
A brand is a promise made and kept  
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to improve our customers ô financial lives  
so profoundlyé they canôt imagine  

going back to the old way  
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Be the ñOperating Systemò 
Behind  Small Business Success  

Dan Wernikoff , SVP/GM, Small Business Financial Solutions   

Dan Maurer, SVP/GM, Small Business Management Solutions  

Jill Ward, SVP/GM, Accountant and Advisor Group  @IntuitInc 

https://twitter.com/IntuitInc
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Intuitôs Strategy: in service to strategic goals  

Management  

Solutions  

Financial  

Solutions  
Tax  Ecosystem  

Tax  Advisors  

Network  
Effect  

Small Business  Consumer  

Accountants  



32  

Whatôs the operating system? 

SMBs donôt worry about time/tech/compliance required to run a business é 

é Instead, SMBs around the globe can focus on their businessesô success 

Simplify  
 the óBusiness of Lifeô 

With  
One cloud  

Designed for  
And By SMBs  

Scanned 550,433 QB Customers 

26,426 are in the same industry as you 

4,325 are located in your state (CA) 

We set QB up for YOUR business  ᾜ 
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We serve a global ecosystem  

29M U.S.  
600M ROW  

50M U.S.  
1B ROW  

250M U.S.  
5B ROW  

500K U.S.  
2.4M ROW  

29M U.S.  
600M ROW  

Employees  

Customers  

Small Businesses  

Accountants  

Trade Partners  
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And they have relationships  

Small Businesses  

Employees  

Customers  

Accountants  

Trade Partners  
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Å Getting paid / making payments  

Å Providing competitive benefits  

Å Finding work / hiring employees  

Å Scheduling / tracking time  

 

 

 

 

Å Getting paid / making payments  

Å Attracting / retaining customers  

Å Managing reputation/relationship  

Å Scheduling / keeping appts  

 

 

 

 

Å Getting paid / making payments  

Å Data entry / workflow  

Å Finding suppliers /  financing  

Å Provide services / financing  

 

 

  

 

Å Getting paid / making payments  

Å Data entry / producing tax & fincôls 

Å Finding accts / growing client base  

Å Seeking advice / advising clients  

 

 

éAnd those relationships spawn needs 
and create potential network effects  

Small Business & Employees  

Small Business & Customers  

Small Business & Accountants  

Small Business & Partners  
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We have plenty of upside potential  

U.S. Small Businesses  Global Small Businesses  QB Commerce  

We serve 5M 
of the 29M  

We serve <1% of 
the 600M  

We process ~1% 
of QB Commerce  

29M U.S. Small Businesses  600M Global Small Businesses  $2T of Commerce thru QB  
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éand we have aggressive goals 

10 M  Active Customers Worldwide  

10 pt / yr  increase in solutions per user    

Our Goals  
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U.S. Small Businesses  Global Small Businesses  QB Commerce  

We serve 5M 
of the 29M  

We serve <1% of 
the 600M  

We process ~1% 
of QB Commerce  

29M U.S. Small Businesses  600M Global Small Businesses  $2T of Commerce thru QB  
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éand a big opportunity in front of us 
U

s
e

 
Q

u
ic

k
B

o
o

k
s

 

U
s
e
 C

o
m

p
e

ti
ti
v
e

 
A

lt
e

rn
a
ti
v
e
s

 

Q
B

 P
ro

s
p

e
c
ts

 

D
o
n
ô
t
 
h
a
v
e

 
F

M
S

 P
a
in

 

U.S. Small Businesses  Global Small Businesses  QB Commerce  

We serve 5M 
of the 29M  

We serve <1% of 
the 600M  

We process ~1% 
of QB Commerce  

29M U.S. Small Businesses  600M Global Small Businesses  $2T of Commerce thru QB  

> $1B 
incremental 

revenue  

10 M  Active Customers Worldwide  

10 pt / yr  increase in solutions per user    

The Opportunity  
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Weôre playing a new gameé 

We are playing offense  

  V A globalized platform  

V Integrated experience  

V Open w/ big -name partners  

V Biggest accountant push in history  

Global 1 st  -  We build everything Global First  

Apps That Grow Up -  Solve new jobs with mobile  

Ecosystem -  Our sum is greater than our parts  

Platforms -  We are opening ourselves up  
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Our platform shift is accelerating  
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Customers are 
connecting to 
the Intuit Cloud  

133K  

2M  

~1B Invoices  

~1.5B Bills Paid  

1.6B Vendors  

4.2B Customers  

30M Employees  

$ 2T in Commerce  

 

 

 

 

5M SMBs  

100K Developers  

250K Accountants  

1.3M Payroll SMBs  

>90% Retail Share  

400K Payments SMBs  

1M  
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And the move to the cloud is positive  

The online offering is a better experience for customers  

QB online ecosystem revenue growing 49% over last 5 years  

Lifetime Value of QuickBooks Online exceeds desktop  

QB Pro  QB Online  

Software  

Ecosystem Attach  

1 Yr 5 Yr 1 Yr 5 Yr

$439  

$1,049  

$382  

$1,503  
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éAnd how we solve problems is changing 

 The Old Way  
 

Roll Up  
YOUR  

Sleeves  
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Manage  
a Small 

Business  

Manage  
Finances  

Manage an 
Accounting 

Practice  
2  

1  

3  

Itôs about the operating system, not the app 

éAnd our approach is going to be different  
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The early results are iné 

Ease  
Benefit I 

care about  

23  

27  

19  

31  

54  

23  24  

43  

18  

52  
55  

43  

Competitor A Competitor B Competitor C New QuickBooks

Positive 
Emotion  

Looks very promising  
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Feedback has been very positive  
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Product usage is increasing  

Task completion versus ñClassicò QuickBooks  

+19%  
Completed  

Invoice  

+36%  
Received  
Payment  

U.S.  

Non - U.S.  +16%  
Completed  

Invoice  

+40%  
Added Vendor  

+52%  
Received  
Payment  

+35%  
Payments  

Applications  
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With the sum greater than its parts  

Grow My  

Business  

Manage 

My 

People  

Manage My 

Business  

Grow  

My Clients  

Manage 

My Firm  

Manage 

My Work  
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Managing finances: The ókernelô 

P
a

y
 T
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 Q
B

O
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A
 

Å 7B hours a year are spent managing 
SMB finances in the U.S. alone  

ÅNetwork effects 
platforms disrupting 
workflow solution in the 
payment space  

Å>600K new business 
starts annually in the 
U.S., 90% of them are 
ósolopreneurs ô  

Å Half of accountants projected to be adopting 
SaaS solutions in the next five years  
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Some businesses are just simple  

The Data Island Problem  Making Progress  

Remind 
custo m ers 
to  pay me 

Send files to  clients 
for collaborati on 

Send myself note s on 
custo m ers and 

rem inders 

Look up 
addr esses to  

m eeti ng 
locati ons 

Manage 
orders  

Track  
custo m er 

in fo 

Coordinate  
schedu ling  

Market to  new & 
existi ng custo m ers 

Check  
Finances 

ÅIdentifying a new segment  

ÅFormed the Pre -Accounting Group  

ÅHave experiments in market  

ÅI -Combinator  Recruiting  

The Goal: 3M active óPre-Accountingô users in 5 years 
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But some businesses already have 
considerable pain managing finances  

How are we Doing?  
QBO Subscribers (000ôs) 

Å~1.5M trials annually  

ÅMobile is a new front -door  

ÅNew QuickBooks is a big swing  

The Goal: Grow worldwide QBO subscribers  
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Q2
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12

Q4
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Q1
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Q2
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Q3
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Q4
13

Global  

U.S.  

487K  

133K  

Making Progress  
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And payments is a core component  
of managing your finances  

How Are W e Doing?  
Total Charge Volume (in $ Bs)  

ÅRetailer payments is crowded  

ÅéFocusing on back office / invoice 

ÅReorganized, focusing on volume  

ÅSimplifying payments, QBO first  

The Goal: Reverse decline in charge volume growth  

0.0
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2.0
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11

Q3
11
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Q1
13

Q2
13

Q3
13

Q4
13

4.6  

6.4  

FY09 

FY13 

Making Progress  
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And accountants become critical as 
small businesses grow  

How Are W e Doing?  
QB Online for Accts Subscribers (in 000s)  

The Goal: Drive QBO new users through accountants  

0

50

100

150

200

FY12 FY13 FY14P

170  

75  

0  

Clients attached to 
QBOA  

QBOA 
Accountant 
Users  

ÅWW launch of QB Online for Accts  

ÅThey drive >50% of QB purchases  

ÅSingle QBO/A experience  

Progress  
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Every SMB does a tax return, and 
most rely on an accountant  

Tax  
Return  

One App  

Client  
Data  

Acctôg 
Tax  
Prep  

How Are W e Doing?  
Intuit Tax Online launched  

Å>70% SMBs delegate taxes  

ÅóOne Appô in market 

Å30 -50% accountant time saved  

The Goal: Drive QBO new users through accountants  

Progress  
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But itôs more than just finances 

Grow My  

Business  

Manage 

My 

People  

Å40% of spend  on attracting customers  
 

 
Å$23B  on employee management needs  

 
 
Å15 -20 discreet ósolutionsô  

Manage My 

Business  
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Growing my business is critical  

Status  

Demandforce  Subscriber Growth ï Subs (in thousands)  

Å interaction between 
non - competing 
businesses ï 1% 
click through rate  

The Goal: Penetrating the QuickBooks base  

ÅRe-architecting to target QB  

Å400K QB customers look just like 
Demandforce  customers  

ÅIntuit Local ï 40M consumers  

Progress  
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4K  

26K  
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The Goal: Accelerating new user growth to double digit  

Managing people is essential  

Status  

Online Payroll Growth ï Subs (in thousands)  
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W2  

1099  

Pre 
Pay 

Cycle  

Å Snap Payroll ï 10K active, >4.5 
stars  

Å Full Service Payroll 11K active, 
31 NPS 

Å1099ôs - 80K customers, 51 NPS  

Progress  
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And SMBs have many diverse needs  
that we alone canôt solve 

Status  Progress  

Attach to 3 rd  party apps has been slow to ramp (in thousands)  

 -

 200K

 400K

 600K

 800K

 1,000K

 1,200K

 1,400K

 1,600K

2009 2010 2011 2012 2013 2014 P

Payroll/Pay 3rd Party Attach

1,350  

120  

The Goal: #1 operating system for partners  

Å Forming a business development, 
partner integration, and partner 
management group  

Å PR-worthy partnerships, starting 
now  

Å Solutions based on user data  

 



58  

Accountants also manage their 
practices as small business owners  

Grow  

My Clients  

Manage 

My Firm  

Manage 

My Work  

ÅGrowing client base is a ñtop 2òpriority 

Å Accountants waste time in managing firm  

Å SaaS appeal is easy collaboration & save time  
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Virtual Office helps accountants collaborate 
with clients and run the firm efficiently  

Status  

The Virtual Office is coming together  

Homebase  QBOA  

Intuit Tax  
Online  

Practice  
Management  

Payroll  
3 rd  Party  

Apps  

In market  

In market  

In market  

In market  

FY14  Launch  

The Goal: All of our Accountants using Virtual Office  

Progress  

ÅñRapid Tech Adoptersò want all  
work online  

Å Virtual Office: workflow in cloud;  
shared data  

Å Fueled by launch of Practice Mgt , 
ñOne Appò  
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Partner programs help accountants grow 
their firms and serve clients well  

Status  Progress  

Launching our accountant program in new geos (in thousands)  

The Goal: Partners actively recommending QBO  worldwide   

4  

80  

0

25

50

75

100

FY12 FY13 FY14F

Å Partners join to get clients & serve 
efficiently  

Å USA/Canada ProAdvisor  Programs 
growing fast  

Å Launched Cloud ProAdvisor   for 
Australia, UK, North America  

70K  

57K  

Global  
Program  

U.S.  
Program  
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Weôve changed our Go- To - Market strategy 
to reach SMBs through accountants  

Status  Progress  

Total Non -U.S. Active Base ï Paid Subs  

é Plus Rest of World Å Proving concept in UK , AUS, India, 
Canada  

Å Focused channels: accountants & 
direct  

Å Talent & resources focused on QBO 

The Goal: Accelerated global QBO unit growth  

FY13 FY14P

33K  

74K  
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3 small business priorities to win  

ÅSeamless Experience  

ÅFocus on 1 st  Use, consistency  

ÅMulti device, one experience  

ÅLook for network effects  

ÅSolve more problems  

ÅOpen, connected platform  

ÅQBO/A collaboration w clients  

ÅAccountants as a channel  

ÅVirtual Office, all work online  

Awesome Product 
Experience  

One Ecosystem  
Multiple Solutions  

Win worldwide  
w/ Accountants  
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The sum of our partsé  
the SMB ñOperating Systemò 

Grow My  
Business  

Manage  
My  

People  

P
a

y
 T

a
x

 

Grow  
My Clients  

Manage  
My Firm  

Manage  
My Work  

Q
B

O
 Q

B
O

A
 

Manage My 

Business  
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QB Re - launch ï 
Ecosystem First  

Small Business Big Game --  
Intuit/QB on the big stage   

Modernized site redesign  
Around the World  

ONE Small Business Marketing  

The Goal: drive QBO customer  and revenue growth  
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SHARED goal -  10M active customers  
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QB Desktop  

QBO U.S.  

QBO Global  

1% CAGR last 5 years  

4.2M  
4.4M  
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10

2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018

QB Desktop  

QBO U.S.  

QBO Global  

Next 5 years ï 7% CAGR  

4.4M  

6.1M  

SHARED goal -  10M active customers  
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2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018

QB Desktop  

QBO U.S.  

QBO Global  

Adjacencies  

Pre-Accounting  

CAGR, including new front 
doors,  17%  

10M  

SHARED goal -  10M active customers  
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And solve more problems per user  

1.36  1.38  
1.43  

1.47  

1.53  
1.58  

1.68  

1.78  

1.88  

1.98  

2.08  

1.0

1.3

1.5

1.8

2.0

2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018

6% growth in FY14, up from 
3%  in FY13  

Solutions/User  
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Conclusion  

ÅBig opportunity and lots of momentum  

 

ÅThe operating system behind small  
business success  

 

ÅProgress against critical growth priorities  

īAwesome product experience  

īOne operating system, multiple solutions  

īWin worldwide with accountants  

 



Do the Nationsô Taxes 
Sasan  Goodarzi , SVP/GM, Consumer Tax Group  

CeCe Morken , SVP/GM, ProTax  Group  

@IntuitInc 

https://twitter.com/IntuitInc
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Intuitôs Strategy: in service to strategic goals  

Management  

Solutions  

Financial  

Solutions  
Tax  Ecosystem  

Tax  Advisors  

Network  

Effect  

Small Business  Consumer  

Accountants  
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Software : churn creates an opportunity  

0  

50  

100  

150  

FY13 Fcst  

145  

5%  

36%  

59%  

FY10  

140  

8%  

32%  

60%  

FY11  FY12  

143  145  

34%  

60%  

35%  

60%  

6%  5%  

Software  

Pro/Tax Store  

Manual  

8M Customer  
Churn 

between  
 S/W and 
Assisted  

U.S . Individual 
Tax Returns (M)  
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Intuit leads in 
growth categories  

Total individual 
returns 

U.S./Canada (M)  

CAGR  
FY09 -
FY13  

1 %  

(1%)  

5%  

(13%)  

#1 Position  

Å27M returns  
Å33% share  

#1 Position  

Å37M returns  
Å62% share  

10  

60  

FY13 

22  

79  Pros  

Stores  

Soft -  
ware  

Manua l  

171  

Well Positioned : #1 in growing categories  
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5 Year Goal : 50% of nationsô t axes  

64M  

84M  
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ÅBrand  

ÅTraffic  

ÅMobile  

Do It Yourself:  consumer t ax reflections  

ÅTalent  

Product Innovation  

ÅRetention  

ÅConversion  

ÅAnswers  

ÅRetention  

ÅConversion  
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ÅTalent  

ÅTraffic  

ÅMobile  

Do It Yourself:  consumer t ax reflections  

ÅBrand  

Product Innovation  

ÅRetention  

ÅConversion  

ÅAnswers  

ÅRetention  

ÅConversion  

Å95% total market awareness  

ÅTurboTax Online Net Promoter 58 ,  

4 points higher than best alternative   
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ÅTalent  

ÅBrand  

ÅMobile  

Do It Yourself:  consumer t ax reflections  

ÅTraffic  

Product Innovation  

ÅRetention  

ÅConversion  

ÅAnswers  

ÅRetention  

ÅConversion  

Å95% total market awareness  

ÅTurboTax Online Net Promoter 58 ,  

4 points higher than best alternative   

85M  

FY12  FY13  

55  

63  

FY11  FY10  

74  

Traffic on TT.com  
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ÅTalent  

ÅBrand  

ÅTraffic  

Do It Yourself:  consumer t ax reflections  

ÅMobile  

Product Innovation  

ÅRetention  

ÅConversion  

ÅAnswers  

ÅRetention  

ÅConversion  

Å95% total market awareness  

ÅTurboTax Online Net Promoter 58 ,  

4 points higher than best alternative   

85M  

FY12  FY13  

55  

63  

FY11  FY10  

74  

Traffic on TT.com  

Å5M  engaged through mobile  device  

Å~3X  growth in SnapTax  filings  
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ÅConversion  

ÅAnswers  

Do It Yourself:  consumer t ax reflections  

ÅTalent  

ÅBrand  

ÅTraffic  

ÅMobile  

Product Innovation  

ÅRetention  ÅTalent  

ÅBrand  

ÅTraffic  

ÅMobile  

74%  

FY12  FY13  

74  76  

FY11  FY10  

74  

Retention  
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ÅRetention  

ÅAnswers  

Do It Yourself:  consumer t ax reflections  

ÅTalent  

ÅBrand  

ÅTraffic  

ÅMobile  

Product Innovation  

ÅConversion  

ÅTalent  

ÅBrand  

ÅTraffic  

ÅMobile  

74%  

FY12  FY13  

74  76  

FY11  FY10  

74  

Retention  

21.4%  

FY12  FY13  

24.5  25.1  

FY11  FY10  

24.9  

Conversion (traffic to complete)  
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ÅRetention  

ÅConversion  

Do It Yourself:  consumer t ax reflections  

ÅTalent  

ÅBrand  

ÅTraffic  

ÅMobile  

Product Innovation  

ÅAnswers  

ÅTalent  

ÅBrand  

ÅTraffic  

ÅMobile  

74%  

FY12  FY13  

74  76  

FY11  FY10  

74  

Retention  

21.4%  

FY12  FY13  

24.5  25.1  

FY11  FY10  

24.9  

Conversion (traffic to complete)  

Å30M sought answers, 7M  prospects  

ÅImprove  resolution rate with self -help  

ÅReduce call wait times  
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ñAssistedò ProTax  FY13 Reflections  

Å#1 in  share in desktop  

Å50+ NPS on flagship offerings  

Å2nd  year record customer growth  

Leadership  
Position  

ÅSaaS shifté first -mover  advantage  

ÅConnected  servicesé leverage Intuit data 

ÅLeveraging ecosystem to help pros  grow  

ÅMobile Untapped  

 

Promising  
New Trends  
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#1 Share W ith Strong Upside Potential  

FYô11 FYô13 

Others  

ProTax  

27M  

79M  171M  

79M  

Pro 
Returns  

U.S. and Canada ProTax  Share  

Pro Software Unit Share  Share of Individual Returns  

444K     461K  

ProTax  
27%  

Other  
73%  

ProTax  
26%  

Other  
74%  33%  

>$1B spend in U.S. and Canada by tax p ros on t ax software  
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2011 2012 2013 2014 2015 2016 2017 2018

23%  

45 %  

395K Tax firms  

Desktop 
only  

SaaS  
secondary  

SaaS  
Primary  

% Total firms  

358K  

14%  

4%  

Forecasted growth in SaaS  tax  

16%  

5%  

18%  

7%  

Significant Opportunity in SaaS  Tax  

We have an important head start and already lead the segment  
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Do the Nationsô Taxes 

More Money  Taxes are 
Done  

More Money  2  

1  

3  
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Strategic Plan : focused on customer benefit  

Get More 
Clients  

Make More 
Money  

per Client  

Offer More  
Tax Services  

Get Every  
Penny I Deserve  

Make My  
Money  

Go Further  

Help Me Predict  
My Finances  

Taxes are Done  



87  

Strategic Plan : focused on customer benefit  

Get More 
Clients  

Make More 
Money  

per Client  

Offer More  
Tax Services  

Get Every  
Penny I Deserve  

Make My  
Money  

Go Further  

Help Me Predict  
My Finances  

Taxes are Done  
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FY13 Total TT.com  visitors  

85M  

Log- ins  

27M  

Returns filed  
18M  

Attrition  
5M 

 

 

Customer Conversion:  informs product bets  

TurboTax Online  
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85M Visits:  product innovation starts at front door  

Only 30%  of  

people log in é many 
experiences, no 

personalizationéerodes 
confidence  

~10M  customers 

must recover their 
passwordé 
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Returning User : big opportunity  

Acquire  6 M  

TurboTax Online 
customers a year  

Lose  5 M   

TurboTax Online 
customers  

a year  
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Why?  

ñMy refund isnôt 
what I expected.ò 

ñI am not 
confident I am 

doing this rightò
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Returning User : big opportunity  

End of W - 2 to File  Login to End of W - 2  

7% attrition  
 ( 1M drop off)  

17% attrition  
(3M drop off)  
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New Simple Filer:  big opportunity  

62% 
share  

U.S./Canada Online 
Software  Category 

60M  

2 2% 
share  

Simple Filers Across 
All Methods  

73M  
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Why?  

ñIt will probably 
take me an hour  

to enter my W -2.ò 

ñWhat is a W- 2 , 
deduction? ò 
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New Simple Filer:  big opportunity  

End of W - 2 to File  Login to End of W - 2  

25% attrition  
 (2M drop off)  

23% attrition  
(2M drop off)  
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Answers:  opportunity for innovation  

~30M ask for help  
 

7M prospects  

Improve resolution 
rate with self - help,  

and reduce call  
wait times  
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Affordable Care Act : provide answers & choice  

ÅHelp with choice 
depending on your 
situation  
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Affordable Care Act : provide answers & choice  

ÅAsk questions  
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Affordable Care Act : provide answers & choice  

ÅConnect you to 
insurance  
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Multi - Year Plan : deliver awesome products  

Innovate at every touch point  

Front 
Doors  

Returning 
Users  

New 
Simple 
Filers  

Mobile  Answers  

Amazing Talent  
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Do the Nationsô Taxes with Accountants 

Get More 
Clients  

Make More 
Money  

per Client  

Offer More  
Tax Services  

Get Every  
Penny I Deserve  

Make My  
Money  

Go Further  

Help Me Predict  
My Finances  

Taxes are Done  
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More time for consulting  
versus compliance  

No  
wasted time  

More time to  
grow the firm  

ñTaxes are Done!ò More Money  More Clients  

Dollars/Hour    

Data  
Entry  

  
Extra  
Steps  

We Solve W hat Pros Care Abouté 

Save time and grow my practice  

~ 50% of accountantsô time is spent doing taxes  
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Leverage the Cloud to Help Accountants Grow  

 

ÅWant to serve clients via real - time collaboration  

ÅConduct business virtually, highly mobile  

ÅDesktop + cloud = connected services  

The Accountantsô future is onlineé  

 

Online  
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Key ñAssistedò ProTax  Strategies for Growth  

Transform time savings and practice growth for Accountants  
   

Taxes are Done  More Money  

ÅSave time via 
content & workflow  

ÅRight for my 
practice offerings  

ÅHelp pros acquire 
clients  

ÅExtend tax 
solutions  

Data  

QBOA  

Third   
Parties  

Mobile  

Doc  
Mgmt  

Tax  
Online  

Tax  

Online  

One App 

Building on #1 position across all channels  

   

Enabled by  
Connected Services  
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Awesome Products  

V Right tax content   
 
 

V Speed: No data entry  
 
 

V Input, check, file  

 
 

VMobileéanywhere 

ñRight For My Practiceò Lineup 

Simple  
Pro  

Low - end 
ñCFOò 

Full ñCFOò 

Simple  
Tax 

Online  

Tax 
Online  

Premium  

Tax Online  

Taxes Are Done : Extend Our Cloud offerings  

 

2X YOY growthé.#1 in SaaSé.30% Time Savings 

Capture the once in a generation opportunity in SaaS  
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Desktop still matters  Right for my Practice  

# Tax Firms  

ÅExtend offerings by segment  

ÅTime savings via content & workflow  

ÅConnected data services  

ÅGlobal Opportunities  

2013  2018  

93%  

395K  

77%  
Desktop 
Primary  

SaaS  
Primary  

362K  

Taxes are Done : Stay #1 in d esktop  

  Leveraging the Intuit ecosystem to transform the experience  
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Consumer Benefit  

ÅBrand power of TurboTax  

ÅPlus a ccountant expertise  

ÅConvenience > tax store  

Professional Benefit  

ÅEasy to get tax clients  

ÅEfficient tax returns  

Connecting the unique assets of Intuité 

an online p latform that connects CPAs & ñDelegatorò taxpayers 

More Money : Connect pros to ñdelegatorsò  

  Potential for millions of additional returns  
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ñAssistedò ProTax  Growth Strategy  

Taxes Are 

Done  

More  

Money  

   

Transform time savings and practice growth for Accountants     

Time Savings 30%, 
NPS 10pts  

better than alternatives  

Pro  
Customers  

Share: 27% to 31%  

27M to 30M  
Tax Returns  

Share: 33% to 37%  
 

Connected 

Services  

5 year goals  
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64  5 
7 

8 

84  

FYô18 Returns Category  FYô13 Returns Share within 
Category  

IRS/CRA  

IRS/CRA 
grows 1.5% 

annually  

DIY category 
grows from 

35% to 43%  

Share within 
DIY & Pro 

grows 5 pts  

How We Plan To Grow : 84M Intuit Tax Returns  



Capabilities That Enable Success  
Tayloe  Stansbury , Chief Technology Officer  

@IntuitInc 


