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Tips for Preparing a Strategic-Analysis Presentation 
 

Purpose 

The purpose of a strategic-analysis presentation is to recommend a direction and strategy for the 
company, as well as objectives, programs, and contingencies for the next year (short run) and 
three years’ hence (long run). 

Organization 

The best and most logical format for the presentation is one where each part builds on what 
preceded it. The sequence basically covers an overview of the company first, followed by external 
analysis, company analysis (lead off with financials and omit opportunities from the SWOT 
analysis because they invariably appear in the strategic issues), strategic issues, bundles, choice, 
and recommendations. A suggested number of slides to allocate to each part is shown in the table. 

 

 
 

Topic 

Approx. Number of Slides 

 
Case 

Presentation 

End-of-Quarter 
Real-Company 

Presentation 

Length of presentation 20 min. 30 min. 

Total number of slides (including title and end slides) 30-39 33-46 
Title slide 1 1 
Overview (add history and background only for real company) 1 3-5 
Industry analysis (1 slide summary, 1 Porter’s, 3 IA-CS-GE) 5 5-6 
Competitive analysis (more detailed info on key competitors) 1-3 2-4 
Market analysis 1 1-2 
Environmental trends 1 1 
Financial charts and financial conclusion 6-8 6-8 
Strengths 1 1 
Weaknesses 1-2 1-2 
Threats 1 1 
Core-competence analysis 1 1 
Key strategic issues 1-3 1-3 
Announcement of how many bundles and their labels 1 1 
Strategic-alternative bundles (use one slide for each one) 2-4 2-4 
Criteria matrix (use this to argue for your chosen bundle) 1 1 
Short-run recommendations 2 2 
Long-run recommendations 2 2 
Ending slide (e.g., “Any Questions?”) 1 1 
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Text Slides 

My tips here take the form of suggested ‘do’s’ and ‘don’ts.’ 

 

Do’s Don’ts 

Use capital letters for the first word of a bullet and proper 
nouns (but nowhere else) 

Use font sizes smaller than 18 pt if you want people to 
read text from the back of the room 

Keep each bullet as short as possible, and resist the 
temptation to make it a complete sentence (thus tempting 
you to read verbatim from the slide) 

Use colons at the end of titles or headings, ever 

Use subordinate (“demoted”) bullets for supporting points 
rather than a semicolon or period in the middle of the 
bullet 

Use all upper-case titles or text, ever 

Limit the number of bullets per slide to seven; if you need 
more, use a second slide or split the one you’re working on 
into two columns (you’ll fit in more information) 

Import charts, tables, or figures from SAMtw because 
they are impossible to read. Instead, create them in 
PowerPoint 

Use a diagram, chart, photo, or table instead of text 
wherever you can—it usually conveys more information 

End a bullet or title with a period, ever; the only 
acceptable punctuation there is a question mark 

Be consistent in the font size and style of your titles Face the screen and read your slides, ever 

Always elaborate, paraphrase, or provide complementary 
information to what you put on a slide (leave the reading to 
us) 

Minimize reading from your notes; if you must, look 
up frequently at your audience, and try to make eye-
contact with someone 

Always use high-contrast colors (white or yellow text on a 
dark-color background, or black text on a white or light-
color background); avoid a background that is a mixture of 
light and dark shades 

Use double titles (e.g., ‘SWOT Analysis’ followed by 
‘Strengths,’ or ‘External Analysis’ followed by 
‘Competitive Analysis; use the title that most closely 
relates to the content of the slide) 

 

Financial Slides 

Use charts to show historical financial data. Since year-to-year data are discrete, use bar charts, 
not graphs. Charts are infinitely better visually than tables, so never show financial data using 
tables. Also, be careful when showing more than one variable on a chart—do so only if the scale 
for each variable is similar. For example, never show revenues and NIAT in one chart—the two 
scales are very different. However, showing some ratios together that are in the same percentage 
range would work. 

Choose to show a financial chart for a reason. First, showing it should eventually support your 
financial conclusion. Secondly, make at least one key point about the slide, rather than tell the 
audience the height of every bar in the chart in turn. Either comment on the reason for a sudden 
drop or gain, the percentage change in the most recent year, or the average annual rate of growth 
or decline, as appropriate, in the variable in question. Don’t say that revenues are rising (we can 
see that), or that they dipped in 1998 and rose after that (we can also see that). Give us some 
explanation or complementary data. Tell us what it all means. 
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Construct a financial chart with care. The y-axis scale should always start at (or include) zero. 
Enter the data in question in appropriate units, e.g., if they are in $ billions ($B), don’t enter them 
in millions with units of $ thousands, just because that is how they appeared in the income 
statement; enter them in $B. That way, it will eliminate the zeros on the y-axis. And please, don’t 
use a scale with any places of decimals! If the x-axis is in years, you don’t need to label it “years.” 
Similarly, if the chart is about revenues, is titled ‘Revenues,’ you don’t need an extra y-axis label 
‘Revenues.’ When you show only one variable in the chart, e.g., revenues, don’t show a legend; 
this is useful only when showing two or more variables on the same chart, e.g., revenues by 
geographic region, or by product line. Remember to show the units of the y-axis, e.g., $M, either 
next to the y-axis or, preferably, right after the title as part of the title. The title of the slide should 
generally be the variable or variables shown in the chart, e.g., NIAT, not ‘Financial Analysis.’ No 
need to use the name of the company in the title. Finally, make sure the years in the x-axis increase 
from left to right. Two charts follow—one with many mistakes (an actual example taken from a 
draft student presentation) and the same one corrected. 
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Your financial conclusion is critical. Title the slide ‘Financial Conclusion,’ and put it after your 
set of financial charts. The first line after the title should be the actual conclusion in bold, slightly 
larger font size, italics, and in a high-contrast color, all to make it stand out (but not bulleted). 
Then follow it with 5-8 bullets, one for each of the charts shown previously. Each bullet should 
summarize that chart, and give a number (the percentage change in the most recent year, or the 
average annual percentage change over a period, or an absolute value, e.g., $52M in cash, or a Z-
score of 12.8). If most of the bullets are about good indicators, but you need to show one or two 
bad ones, put them at the end and show them in a high-contrast different color, again to stand out 
(the reverse is true, when every indicator is bad, but only one indicator, say, revenues, is good—
show this last in a different color to stand out). To summarize: don’t use supporting data for 
which you have not shown a chart previously (and conversely, if you do show a chart, you must 
include it as supporting data). One more thing: financial performance is income-statement-
related (revenues and NIAT), financial condition is balance-sheet-related (cash, ACP, D/E or 
D/A ratio, Z- or Z2-score, ROE, ROA, and TAT). 
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A good conclusion slide is shown below: 
 

Financial Conclusion
SLC is in very strong financial condition 

despite its recent poor performance
In 1989…
• Quick ratio is at 9.8 (lots of working capital)
• SLC has nearly $1.8M in cash & marketable securities
• Debt/assets ratio is not even 8%
• Total stockholders’ equity is a healthy $2.7M
• Z-score is 10.1, well in the safe region
• Revenues declined 32.2% caused by the market 

slump
• NIBT declined 73.2%, or 193.9% excluding the one-

time life-insurance proceeds
 

Epilog 

Preparing and delivering a strategic-analysis presentation takes a great deal of care, care not only 
in the content of what you choose to talk about and defend, but also in the consistency and clarity 
with which you present the information in the slides. It makes an enormous difference. And 
taking the extra trouble to create a good set of slides will inevitably result in greater confidence 
as you deliver the presentation. 

Don’t end up making a presentation that was put together at 4 AM that very morning, i.e., a first 
draft that no one on the team has had a chance to even get a look at beforehand. The old adage of 
spending at least four times the time editing and improving a first draft was never truer, whether 
the draft is a presentation or a written piece. Yes, it takes a lot more time to do anything well, but 
one of my aims is to encourage you to do your best work. 

To do your best, you have to develop a capacity for being critical of your own (and teammates’) 
work. Criticize the content, the appearance, the layout, the busyness, the clarity, and even the 
delivery if you have time to do a rehearsal (weak presenters should definitely practice). To allow 
enough time for one or more rounds of criticism, you have to discipline yourselves to finish a 
draft well ahead of the due date for the assignment or presentation. Often, that isn’t possible for a 
variety of reasons… but the effort should be made. 

Finally, everyone on the team should have a hand in preparing all parts of the presentation. In 
case someone is ill or for some other reason cannot make the final presentation, the team will not 
skip a beat; each person could cover for another if called upon. Similarly, always have an 
alternative way of accessing your presentation slides, e.g., download it from your Internet site 
and have it on a jumpdrive; don’t be stranded without your slides on the day. You can never be 
too careful, because Murphy’s Law is alive and well. (Also, be sure to read the additional 
pointers on the following page.) 
 
Dr. Stan Abraham 
June 10, 2003 
Revised November 24, 2010 



MHR 410 5 2011-14 

Additional Pointers 

These additional tips (not included above) should help improve your presentation slides. 

• The first slide should include the words “A Strategic Analysis of” before the company 
name 

• The industry-analysis slide should incorporate the actual label for the industry, e.g., “The 
US Specialty-Foods Industry;” then we’ll know what industry your comments are about 

• The Porter’s Five-Forces Model must be shown as a five-box cross, with four additional 
analysis boxes in each corner. It helps enormously if the analysis boxes are animated, i.e., 
appear one at a time only after you have explained what’s in the five boxes. And 
remember to include the company name in the Rivals box 

• The environmental-analysis slide should more accurately be titled “Environmental 
Trends;” this will remind you to include only trends in that slide (if any entry is not a 
trend, delete it) 

• The core-competence-analysis slide should immediately follow “Strengths.” Show this 
analysis as a table (see Table 4.1, page 86 of the textbook). Test for at least three 
capabilities 

• No need to show an opportunities slide—most of them will show up as key strategic 
issues 

• You must be daring and as complete as possible in your list of key strategic issues. 
Offering only 3-4 is totally inadequate when you should be presenting 10-12. Often, it’s 
not until you have formulated the bundles that you are able to add some strategic issues to 
the list that you hadn’t thought of until then. And you must check that the strategic issues 
that have not been addressed are deleted from the list. This part of the analysis is critical 
and often poorly done. By the way, be as specific as possible (not generic) and phrase the 
strategic issues as questions 

• Bundles must be fully described. Each should contain the main strategy, a strategic intent, 
at least six programs, and how the bundle will be financed. Some of the programs may be 
common to all bundles (such as “continue current programs”). Bundles without a main 
strategy will not be mutually exclusive, e.g., PR, marketing, reducing costs, etc., so be 
careful not to create such bundles. And make sure that your bundles meet the four criteria 
in the book 

• When arguing for your chosen bundle, be sure to give both parts: (a) why the chosen 
bundle is the best of the bunch (use superlatives), and (b) why each of the others was 
rejected. Do this when the Criteria Matrix slide is on the screen. Very few students do 
this. 

• Recommendations are in two parts, each part having the same format. Instead of “short-
term,” put the next year after the last year of data, e.g., “2004 Recommendations” if the 
last year of data was 2003. What should be included are revenue and NIAT objectives, a 
strategic intent, six programs (copied straight from the original bundle), and a 
trigger/contingency pair (one time based on revenues, and the other on NIAT). Some ST 
programs could be the same as LT programs, but some will definitely be different 

These may sound obvious to you, but group after group doesn’t apply them. 


