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Accountants

Intuit Developers

Groups with common interests collaborate to grow their 
business and better serve small business customers

C
us

to
m

er C
ustom

er

Customer

Intuit Community



QuickBooks Customer Overview

0

10

20

30

40

50

60

70

80

90

100

One of the first to use
new technology

Important to have the
fastest online access  

Important to have
latest version of

software

Important to have
newest computer

features

Have Internet access
for business purposes

● Average of 12.2 employees

● 32% are home-based

● Median company income is $250,000

● Average 14.7 years in business

2.6Million Active QuickBooks Customers

Source: QuickBooks 2003 User Study



QuickBooks Users by Industry

Manufacturers
6%

Nonprofits
5%

Accountants
5%

Repair
4%

Health 
Care Offices

4%

Property Managers
1%

Wholesalers 
& Distributors

9%

Retailers
10%

Contractors
14%

Other Services
23%

Other
5%

Professional Services
14%

Source: QuickBooks 2003 User Study



QuickBooks Feature Use

Source: QuickBooks 2003 User Study
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Track  accounts payable & accounts receivable

M anage payroll

M anage custom er lis ts &  contact inform ation in  centra l p lace

Calculate payroll taxes

Prepare b ids or estim ates

Business planning activities

Develop business strategy to achieve your goals

Project track ing/m anagem ent

T im e track ing

Analyze business trends

Im port/export data from  word processing/ spreadsheet in to Q B

Track  inventory

Sales forecasting

U tilize d irect m arketing or ads

Express shipping



Primary benefit of using applications designed to integrate and share data 
with QuickBooks

Reduced data entry + time savings the biggest perceived advantages

Reduces double entry of data

Saves time

Provides information the way I want to see it

Helps me be more productive

Customizes solution to meet my unique bus. needs

Reduces data entry errors

Increases accuracy

Other

23%
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Base= Respondents currently using integrated application N=251

Source: 2003 IDN Awareness Study, 6/03

User Attitudes: Benefits of Integration



How interested would you be in integrating the following types of information?

0% 20% 40% 60% 80%

Inventory Lists

Employee Lists

Payroll Transactions

Payroll Items

AP Transactions

AR Transactions

Vendor Lists

Customer Lists 67%

63%

61%

59%

53%

53%

50%

48%

% of respondents answering “somewhat” or “very interested”

Source: 2003 IDN Awareness Study, 6/03

User Integration Preferences



Q21:  How satisfied are you with the following?

44%

48%

25%

25%

Ease of
Exchanging

Data with
QBs and Int.

App.

Application
Integrating

with
QuickBooks

Somewhat Satisfied Extremely Satisfied

Base:  Currently using Integrating software N=164QuickBooks with integrated solution = higher satisfaction

49%

17%

43%

55%

0% 40% 80% 120%

U sers of
Integrated

A pplications

G eneral
Q uickB ooks

U sers

Extre m e ly S atis fie d V e ry S atis fie d

Source: QuickBooks 2003 User Study, 2003 IDN Awareness study, 6/03

Satisfaction with Integration
Satisfaction with QuickBooks



Integrated Software User Profile
● Product Use

− More likely to be using Premier or Enterprise

● Size & Growth
− Higher number of employees and more employees using QBs
− Higher revenue and expect to grow considerably (47% vs. 28%)

● Complexity & Access
− More complex finances and write more checks
− Higher proportion using high speed internet access (75% vs. 55%)

● Industry distribution generally matches distribution of 
QB users:
− higher proportion in retail, computer/software, wholesale, and legal 

industries
− Lower proportion of medical and construction businesses

Source: IDN End User Awareness Study, 6/03



Sources of Awareness 
and Purchase Influence

Referral, particularly via accountants, is an essential 
driver of awareness and purchase

N ew  U sers % U pgraders %
R eferral 80 35

A ccountant, B ookkeeper 52 22
or O ther C onsultant
F riend, R elative or 48 16
B usiness A ssociate

F rom  Intuit 14 63
M ailing from  Intuit 8 51
Q uickB ooks/Intuit W ebsite 8 8
E m ail from  Intuit 2 23
P hone C all from  Intuit 1 2

P rint A dvertisem ent 5 6
T V  A dvertisem ent 6 2
R etail S tore 16 15
A rticle/R eview  in M agazine 3 2

or N ew spaper
S om e O ther W ay 10 7

% of purchasers indicating awareness or purchase decision based on identified source:



Developer Profile: Developer Profile: 
What should you What should you 

know?know?



Overview of IDN Program
Objective
● To enable third-party developers to create and sell 

solutions that better meet customers’ needs…RFMB
Program components

− Software development kit
− Technical documentation & support
− Channel marketing programs

Current Status
− SDK 3.0
− QuickBooks Pro (US & Canada), Premier (US & Canada; also incl. 

industry solutions), Enterprise (incl. Industry solutions), Online 
Edition, 

− 2001 to current versions



Developer Mix

Total ~60,000

IT C onsultants
68%

P ackaged 
S oftw are

16%

In-H ouse 
D eveloper

14%

Tools D eveloper
2%

31%

29%

8%

Custom Solutions
Provider

Consultant

Systems Reseller

Source: May 2003 IDNC registration data



Developers by Industry

0% 5% 10% 15% 20% 25%

Salon/Beauty

Agriculture

Lawn/Landscaping

Insur/Brokerage

Telecomm

Legal

Government Agency

Design/Arch/Eng

Transportation

Automotive

Healthcare

Non Profit

Hospitality/Food Svc

Wholesale/Dist

Financial Services

Real Estate/Property Mgmt

Consulting

Construction

Retail

Manufacturing

Source: May 2003 IDNC registration data, team analysis



Developer Profile

Avg. Revenue = $1.23 
MM

Avg. #Employees = 23

Avg. #Customers = 649

Avg. length of time in 
business = 6.4 years

Avg. Marketing Spend = 
$20k

Avg. Revenue = $760k

Avg. #Employees = 12 
(median = 3)

Avg. #Customers = 248

Avg. length of time in 
business = 6.0 years

Avg. Marketing Spend = 
$8k

Avg. Revenue = $1.48 
MM

Avg. #Employees = 25

Avg. #Customers = 614

Avg. length of time in 
business = 6.3 years

Avg. Marketing Spend = 
$15k

Packaged 
Developer

IT
Consultant

Tools
Provider

Source: 2003 IDN Developer Survey, IDN Registration data, May 2003



ProAdvisor Profile: ProAdvisor Profile: 
What Developers What Developers 

Should KnowShould Know



Defining an Accountant
“A financial professional in public practice who provides accounting, 

tax preparation and/or bookkeeping services to multiple clients”

430,000 
Total US Accounting Locations

CPA Offices
21% 

Other 
Accounting 

Offices
54%

Payroll Services
2%

Tax
Preparation

23%

How Many Accountant Offices? How Many Does Intuit Serve Today?

Non-Intuit
Accountants

193,000

Accountants Who 
Use Intuit Products

237,000

Source: US Census County Business Patterns 2001
US Census Non-Employer Statistics 2001
Intuit Customer Segmentation Study, 2003



Overview of Accountant Programs
● Intuit Accountant Dream

− Accountants view Intuit as their most valued business partner
• Seek Intuit solutions to run their business and serve their clients
• Actively recommend Intuit products to their clients and other 

accountants

● Advisor Programs
− Intuit ProConnection  (48,000 members)

• Product information, "how-to" tips, peer-to-peer best practices
• Marketing and practice-building strategies

− QuickBooks ProAdvisor Program (19,000 members)
• Software, support, training -- tools and resources to better serve 

QuickBooks clients. 
• Certified QuickBooks ProAdvisor Referral Database



Who Are QuickBooks ProAdvisors?
● CPAs (Certified Public 

Accountants), Enrolled 
Agents, Accountants, 
Bookkeepers, Computer 
Consultants, Trainers, 
VARS…and even some IDN 
developers

38%

16%

10%

17%

4%

15%

0% 20% 40% 60% 80% 100%

CPA

Bookkeeper

Enrolled
agent

Other
accounting

professional

VAR

Other small
business
advisor

ProAdvisor 

Source: November 2002 QuickBooks ProAdvisor Customer Survey



Role in Implementing Software

31%

26%

25%

41%

40%

42%

32%

50%

0% 10% 20% 30% 40% 50%

P roduct
integration

O ngoing technical
support

Installation/S et-up

Training

A ccountant/C onsultant

B oth accountant and client

ProAdvisors 30%

ProAdvisors 48%

ProAdvisors 47%

ProAdvisors 58%

Over 45% of ProAdvisors provide computer technology consulting services
Vs. 24% of Non-ProAdvisors offer this service

Source: July 2003 New Product / Familiarity Research



Educating ProAdvisors 
about Your Solution

● What’s unique about the product
− Product Feature Charts, Reference Materials, 

Comprehensive Comparison Charts, Screen shots

● “Tell, Don’t Sell”
● Depth of product information, not breadth
● “Less is more” -- important to product choices 

and recommendations made
− Demonstrate Simplicity, Ease of use, Compatibility

● Notified about products before their clients

Source: ProAdvisor feedback, July 2003 New Product / Familiarity Research



Evaluation of a Solution 
● What can a developer do to get a ProAdvisor to 

evaluate the application? 
− Full working evaluation copy
− Pre-sales technical support/Training
− Technical “white papers”
− Detailed feature lists
− Product comparison charts
− Screen Shots
− Sample reports

Source: ProAdvisor feedback; July 2003 New Product / Familiarity Research



Where you can find them
● IDN Forums

− http://idnforums.intuit.com/

● IDN newsletter
− https://developer.intuit.com/ (bottom of page)

● Solutions Marketplace
− http://marketplace.intuit.com/

● Custom Solutions Provider Directory
− http://marketplace.intuit.com/DevResources.asp

● IDN Marketplace viewed by Accountants
− http://marketplace.intuit.com/accountant/


