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THE 6 DEMO TYPES

Change/
Discontent

Micro

5-7 min; generic and product oriented; review PSB; built by SEs; automate and delegate

\ / FAQ

1-5 min

Qualifying Comparison

12-25 min; deeper on product but still generic; built by SEs; automate, DO NOT delegate

Research

Presales (Live) Technical

45-60 min (or longer); custom and deep on product; built by SEs; DO NOT automate or delegate

N\

Closing Demos

1-5 min; product oriented; built by SEs; automate, DO NOT delegate

Commitment




