
TEMPLATE Instructions - Marketing Strategy Pitch Deck

This document provides instructions for completing the Marketing Strategy Pitch Deck Template. To complete your own Marketing 

Strategy Pitch Deck, use the blank template included as a separate document within the Marketing Strategy Pitch Deck Toolkit.

• Please review the Marketing Strategy Pitch Deck Overview and Sample document and these instructions before completing 

the Marketing Strategy Pitch Deck template.  

• Multiple inputs will be required – The creation of an effective marketing strategy requires a variety of inputs and information related to 

budgets, marketplace trends, competitive intelligence, and other sources. Reference the sample strategy document for context on the 

types of information required. 

• Areas to be edited/completed are indicated in blue text. 

• This is the instruction document, please use the blank template, included in this toolkit, to complete your own marketing strategy pitch 

deck.   

• The blank template can be manipulated to add/delete/resize elements and customize as appropriate for your organization. 

• This document can be integrated with additional slides, resources, or assets from your own existing organization’s templates 

and methods.  



Marketing Strategy  
Company Name  

Presenter NAME – Presenter TITLE   

DATE

This slide can be used OR may 

be replaced with an organization-

specific title slide. 



Agenda for Marketing Strategy Presentation

1) Framing – Brief background on the development of marketing strategy 

2) Executive Summary – High-level overview of priorities and marketing strategies 

3) Performance Review – Summary review of previous year marketing performance

4) Business and Market Context – Review of trends and elements informing strategy

5) Principles and Constraints – Decision drivers and limitations 

6) Business Priority Stories – Overview of how marketing will support business priority 

7) Capability Maturity – Assessment of marketing capabilities  

8) Budget – Snapshot of the proposed budget 

9) Measurement – Overview of proposed KPIs and measurement strategy 

10) Risks / Stops / Asks  

11) Next Steps 

• Agenda structure aligned to flow of 

strategy pitch deck

• No changes are required if the 

standard structure is utilized.

• If your strategy is customized by 

adding/deleting/moving content 

the agenda may need to be 

adjusted accordingly



Framing

Process • Process bullet…

• Process bullet…

• Process bullet…

Collaborators • Collaborators bullet…

• Collaborators bullet…

• Collaborators bullet…

Sources of input / analysis • Sources bullet…

• Sources bullet…

• Sources bullet…

Strategic scope • Strategic scope bullet…

• Strategic scope bullet…

• Strategic scope bullet…

Tenor of plan • Tenor of plan bullet…

• Tenor of plan bullet…

• Tenor of plan bullet…

Alignment to business priorities • Alignment bullet…

• Alignment bullet…

• Alignment bullet…

Framing categories standard, 

no edits should be required. 

▪ Include 2- to 3, 15- to 20-word bullets 

related to each of the framing categories 

▪ Remember the importance of helping the 

audience understand how the strategy 

was developed to improve credibility



Executive Summary – A single page summary of the 

overall marketing strategy pitch deck

Critical to anchor 

strategy to most 

significant business 

priorities

Identify and articulate 

related marketing 

problem to be solved

• Requires summary of 

previous year budget 

and proposed 

current year

• Include most 

significant drivers of 

year over year 

changes



Previous Year Performance and Insights – Critical building 

block to inform current year proposed strategy

Reflect on 

previous year’s 

most significant 

business 

priorities

Insights and learning 

from the previous year 

should be the context for 

the proposed current 

year marketing strategy



Business and Market Context – Executive summary level overview of key trends and environmental factors that may impact the business. These 

categories are based on the Gartner TPESTRE framework Completion of this slide will require gathering insights from a variety of internal and 

external sources.   

https://www.gartner.com/document/4018410


Competitive Context – Provide a summary-level view of key competitors. This is not intended to represent a detailed 

competitive analysis, but simply a high-level callout of key competitors and notable competitive dynamics. 

Showcase the most notable aspects of named 

competitors including key differentiators, competitive 

advantages, or concerns about potential competitive 

strategies. 

Indicate at a 

summary level 

the approximate 

competitive risk 

for each named 

competitor. 



Strategic Principles and Constraints – Provide visibility to the underlying core principles driving strategic 

decisions as well as constraints marketing and/or the business may have that impact strategy development.  

Principles can help provide 

context on why certain 

strategic approaches were 

selected. 

Constraints should include significant factors that 

must be considered in the development of the 

marketing strategy. 



Priority Stories – Priority stories showcase marketing's alignment to business priorities and outline the specific activities supporting and 

driving each priority. It’s absolutely essential that these stories are clear, intuitively connected to the business priority, and provide the right

level of detail. These are executive-level stories, so they will also require an eye on the related measurement and metrics that indicate success.    

Anchored in one of 

the 3-5 core 

business 

priorities named in 

the Executive 

Summary. You will 

have one Priority 

Story slide per 

named business 

priority. 

Measurement and 

quantification of 

objectives are 

always important 

to an executive 

audience. 

Provide macro-

level targets 



Capability Maturity/Assessment – Providing a snapshot of current, and desired, marketing capabilities is an important part of the marketing 

strategy narrative. The visualization below is a sample result from the Gartner Marketing SCORE assessment, which provides a powerful and 

comprehensive method of evaluating marketing capabilities. Using Gartner tools, or your own internal assessments, CMOs must provide 

visibility to current capabilities, and potential gaps, that may impede the achievement of strategic goals.   

Garter Marketing SCORE assessment 

provides prioritization of capabilities based 

on importance and maturity gaps

Gartner 

Marketing SCORE 

assessment also 

indicates areas 

where current 

maturity levels 

are adequate. 

https://www.gartner.com/document/4001564


Budget Snapshot – Executive-level overview of the marketing budget. Intended to provide 

visibility into key categories like headcount and martech. Snapshot also provides insight into 

YoY variance as well as a comparison to overall Gartner budget benchmarks.    

Quarterly budget breakout leverages standard Gartner category breakouts 

from annual surveys. Quarterly breakout offers additional insight on timing 

and categorization of spend.

Include other relevant, 

meaningful callouts 

related to key aspects of 

the marketing budget

Integrate Gartner 

benchmark to indicate 

overall spend versus 

current marketing 

budget trends



Measurement Overview – Focus of this slide is to educate executives on marketing strategy and approach to measurement, not to provide 

specific metrics or performance reporting. Metrics and objectives are included on Priority Story slides as well as in other areas of the 

presentation. 

Help executives 

understand how tactical 

marketing measures 

roll up to overall 

marketing impact and 

value" and how 

marketing will be 

measured at different 

altitudes of tactical to 

strategic.

Feature highlights 

related to marketing 

measurement 

methods, tools, and 

strategies that would 

be meaningful for the 

audience to 

understand. This is 

about how marketing 

will be measured, not 

sharing a narrative 

about marketing 

performance



Risks / Stops / Asks – Communicate any risks not already covered previously in the document, 

highlight areas to be discontinued, and include explicit requests for decisions to be made in 

support of the marketing strategy. 



Next Steps

• Bullet – Required next step for moving marketing strategy forward

• Bullet – Required next step for moving marketing strategy forward

• Bullet – Required next step for moving marketing strategy forward

• Bullet – Required next step for moving marketing strategy forward



Recommended Appendix Items (optional)  

• Detailed competitive analysis 

• Detailed previous year’s budgets

• Additional market analysis/trend information 

• Relevant product strategy documents

• Existing brand health assessments or tracking

• Existing performance marketing reports or dashboards

• Current/proposed marketing organization charts


