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Product demonstrations are one of the most valued sales 
interactions customers have with vendors. Presales and technical 
sales teams have to make them impactful—in ways that improve 
the buying experience and accelerate decisions. 

All good demos have some common elements, but there’s a 
spectrum to the types of demos you should deliver based on the 
kinds of questions different stakeholders in the buying group have at 
different stages.  When you’re not aligned to those questions or to 
those stages, it frustrates customers and stalls—sometimes even 
prevents—deals from moving forward. 

Quite often, sales engineers think of just two demo types: the 
dreaded “standard demo” or the deep “technical demo”. However, 
after researching thousands of demos—from interactive video 
demos created by customers on our platform to live technical 
demos—we identified 6 different types of demos, each with a unique 
set of characteristics that solve specific needs for B2B buyers 
through the buying process. You may find that your SEs are already 
being pulled into many of these 6 types of demos that span the 
entire funnel.

In this guide, we’ll cover the 6 demo types and how to effectively 
apply them to your buyer’s purchasing journey. 

Part I: Defining the 6 Demo Types 

Part II: Selling Between Meetings

Part III: Apply a Buyer-centric Lens 

Part IV: A Map For Adopting The 6 Demo Types
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Part I:

Defining the 6 
Demo Types 

Apply these definitions for the 6 demo types to your solution so you can link them to your buyers’ needs. 

NOTE: In this diagram, the estimated length for each demo type are relative and are a recommendation for 
the length of the demo experience when you automate the demo. We treat the subject of demo automation 
later in this ebook. Note that the farther along in the buying process, the more in-depth the demo needs are.
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Vision Demo
These help buyers catch the vision of your business and solution and help them imagine 
adopting it. These demos reinforce your WHY and can be laid out in a problem-solution-benefit 
(PSB) format. They offer a peek into the product and help buyers identify if your vision aligns with 
their objectives.

Micro Demo
These are for buyers who like your vision, accept and align to your WHY, but now require a light 
introduction into the HOW and WHAT of your solution and your product’s functionality.

Qualifying and Discovery Demos
These are standard demos (often known as “Harbor Cruise demos”) delving into the solution, its 
capabilities, and use cases but are still aimed at a fairly high-level audience. Substantial but still 
generic, these give presales and sales teams time to discover and connect with stakeholders in a 
more strategic and collaborative way. At this stage the buyer is narrowing down their shortlist and 
is looking for obvious reasons to disqualify vendors.

Technical Demos
This is the demo type that is most commonly thought up by solution consultants when they think 
of “the demo”. These are the demos in your sales engineers’ wheelhouse. Technical Demos use 
their expertise to dive deep into a solution’s technical capabilities and architecture in the context 
of your buyer’s environment. This should be the longest and most substantial demo type, with the 
highest level of customization and consulting. 

Closing Demos
When buyers are almost ready to move forward with a vendor, they traditionally evaluate more 
closely how your solution would be implemented and integrate with their existing infrastructure. 
They need to see specifics around APIs, data security, and other logistical considerations to 
increase their confidence in their decision. The Closing Demos help them overcome their fears 
surrounding implementation. Remember, creating demand isn’t the same as closing deals.

FAQ (Frequently Asked Questions) Demos
FAQ demos answer specific questions with the clarity and expertise that come with a demo 
instead of an email response or call. They’re a great opportunity to build a reusable resource 
library of interactive video demos for the sales team to use to quickly address common concerns 
and for customers to refer back to after they go live. 

Apply your solution to each demo type.  
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Part II:

Selling Between 
Meetings

Buyers spend only 17% of the buying process in direct contact with all vendors (Gartner, Win More B2B Sales 
Deals, Brent Adamson, 2018). Between your meetings, your champions are negotiating with colleagues, 
navigating competing budgets and priorities, pitching to teams who are just fine doing what they’ve always 
done, and reigning in executives who are easily distracted.

Outside of the very little face time you get with your champion, they’re making the case internally and 
involving more people to spread the risk.

Don’t overestimate how much “selling” you actually do, or how much control you think you have. When there 
are more than 3 vendors in consideration, that 17% drops quickly with Gartner suggesting you have an 
estimated 5% of your buyers’ time through the buying process. 

So how do you ensure you are part of the conversation the other 95% of the time? You must have a strategy 
for maintaining, even growing, influence while you’re not around—that means you need to continue selling 
between meetings.

Because demos add so much value and build buyer confidence—and given there are multiple types you 
must consider delivering throughout the buying journey—automation is a key component to your delivery of 
demos. 

What we mean by automation in the context of demos is turning demos into an on-demand and interactive 
experience that can be delivered at scale. It eliminates a lot of the pressure currently stretching your Sales 
Engineers and creating bottlenecks, and gives customers a better experience aligned to their expectations.

There’s no one strategy for automating demos. For example, Vision Demos could be published on your 
website, while Micro Demos could be delivered as links to pre-recorded interactive videos in an email.

https://demo.goconsensus.com/2021-sales-engineer-salary-compensation-workload-report-registration?_ga=2.252891209.1551590802.1640072678-104812901.1638950638&_gl=1*8mnf13*_ga*MTA0ODEyOTAxLjE2Mzg5NTA2Mzg.*_ga_MV583H67Z1*MTY0MDA3MjY3Ny43LjAuMTY0MDA3MjY3Ny4w
https://www.gartner.com/en/sales/insights/b2b-buying-journey
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In whatever form you choose to automate the experience, plot your demos in those spaces between your 
appointments to maintain momentum. You’re not eliminating live interactions, such as in-depth technical 
demos. Instead, you are pre-educating them so they come to the live conversations ready to talk specifics. 
This is about delivering a better holistic experience that moves things along the entire funnel faster. 

When you go through any digital transformation, especially with demos, you cannot afford not to capture 
consumption data (views, shares, what is driving each stakeholder’s buying interest, titles, etc). Use these 
insights to steer future conversations in the most relevant ways possible. As you see what's driving their 
interests, you can respond more effectively.
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Part III:

Apply a Buyer-
centric Lens

Questions around demo deliverability usually occur when teams are looking at the process from a seller’s 
perspective. Instead, consider more closely what the buyer goes through in their journey.

It helps to apply a consistent buying framework to your customers’ journey. We recommend using Kevin F. 
Davis’ framework in The Sales Manager’s Guide to Greatness.  In it, he defines six distinct stages buyers go 
through in B2B purchases, summarized into three main phases

01 Need
The customer discovers they don’t like the status quo and starts to research other solutions.

Change

Discontent

02 Learn
They continue to research but with more specific agendas in mind, comparing different solutions 
and eliminating obvious disqualifiers.

Research

Comparison

03 Buy 
The customer has committed to an idea and is preparing to finalize the deal and implement. 
Fear sets in because they are now making a decision to change which can cause issues.

Fear

Commitment

During each stage, you resolve specific customer needs and questions with the corresponding demo, guiding 
them and enabling them to move forward with confidence. 
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Typical Buying Process
 The Sales Manager’s Guide to Greatness: 10 Essential Strategies 

for Leading Your Team to the Top by Kevin F. Davis
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Part IV:

A Map For 
Adopting The 6 
Demo Types

Now we get into the meat of it: putting together the 6 demo types—including which are good candidates for 
demo automation—with a buyer framework to map a comprehensive guide for improving the customer 
experience, scaling your team and accelerating deals. 

Vision Demo
Vision demos are appropriate to send to customers in the Need stage as customers realize their current 
situation is creating feelings of discontent. They're looking for a new vision for what their life could be like once 
they have their ideal solution in place. 

Presales don’t need to deliver this type of demo. Often, when presales demand surges and creates 
bottlenecks, it’s the result of teams spending an inordinate amount of time delivering repetitive, unqualified 
vision demos. 

The reality is the traditional definition of a demo doesn’t apply here. The vision you’re trying to communicate 
with customers can be shown from a website or in a short video. They can be automated and shared on-
demand or delivered by either a business development rep or from marketing.

What is the buyer 
thinking at this 
stage?

Will this solution help me achieve my objectives or solve my problem?

What will my life or my company’s life be like if we adopt this tech or 
solution?

How have other companies succeeded with your solutions?
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What should you 
deliver?

Based on what the customer is thinking at the early part of the Need phase, 
they are looking for easy ways to disqualify groups. This stage is characterized 
by their desire for a change. They begin looking around to “see what is out 
there”. Plan your content around questions like what are they thinking, what are 
they wanting, what are they needing, and, most importantly, what are they 
ready for? Focus on problems you solve, the solutions to those problems, and 
especially the benefits to the buyer. You want them to buy into your vision.

Where does it fit 
in the buying 
framework?

This happens early on in the initial stages of the buying process. Typically, 
vision demos should be delivered in the first week of the process. Use this as a 
way to qualify the lead and get an appointment.

Should you 
automate it?

YES! Absolutely. The Vision demo is a great candidate for demo automation. 
Make sure to use multiple channels of communication including the company 
website, marketing campaigns, and BDR outreach. 

How have other 
companies 
succeeded with your 
solution?

What will my life/my 
company’s life be like 
if we adopt this tech 
or solution?

Will this solution help 
me achieve my 
objectives or solve 
my problems?
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Micro Demo
The micro demo should be presented to customers as they move through the Need phase and transition to 
the Learn phase as preliminary research on the solution begins. At this point they don't need to see 
everything, but they need to see something that lures them in. 

They are interested in learning about the product, but, ironically, they don't really want to talk to you. They 
don't want a sales conversation. This is where you get some funnel attrition if you do not help your customers 
when they want to be helped. If they want a demo and you don't give them one, a lot of time they'll just go 
with someone who will.

What is the buyer 
thinking at this 
stage?

I like the vision, but now I want to see the product. In general, how does this 
solution work?

Don’t overwhelm me. Only show me what I’m interested in.

Does this solution have any obvious disqualifiers?

Help me connect the dots between the vision and how the solution will get 
us there.

What should you 
deliver?

The customer isn’t really ready for the super deep dive or even a deep 
standard demo. They’re still making a list of potential vendors, so they don’t 
have time to sit through something long or something generic. They need 
concise content tailored to their unique interests. They’re looking to disqualify 
you at the same time you’re qualifying them. They don’t need to know 
everything about the solution yet; they just want to understand how your 
product gets them to the vision. 

Where does it fit 
in the buying 
framework?

The micro demo can be delivered by either a BDR or AE. The goal is to qualify 
and prepare for the first sales appointment with AE. Use this demo in the first 2 
or 3 weeks of the sales process to discover stakeholders. 

Should you 
automate it?

Yes. Creating short 10 to 12  minute interactive video demos allows BDRs or AEs 
to send around the time of the first appointment. Use information on who views 
this demo as part of your discovery.
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I like the vision, 
but now I want to 
see the product. 
In general, how 
does this solution 
work?

Don’t overwhelm 
me; only show 
what I’m 
interested in.

I’m looking for 
obvious 
disqualifiers.

Help me connect 
the dots between 
vision and how 
the solution gets 
us there.
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Qualifying and Discovery Demo
The Qualifying and Discovery demo is still in the Learn stage, but now customers have the objective to 
compare your solution to the others they’re considering. At this stage they are qualifying you as a vendor and 
you are further qualifying them as a prospect.  They’re now craving a solid understanding of how you solve 
their problem or help them achieve their vision, but they’re also looking at how you compare to others. They 
still don’t need a custom deep-dive demo here, but they do need more depth on the product. Demonstrating 
with generic data and examples are usually still effective at this stage.

What is the buyer 
thinking at this 
stage?

I’m generally convinced this is a good potential solution. Now I’m getting 
serious. 

I want to start digging deeper. I’m narrowing down my list of solutions. 

Only show what interests me. I don’t need a full blown custom POC yet.

How is your solution different from other vendors?

What should you 
deliver?

Again, this isn’t a full exploration of your solution. Don’t dive into every last thing 
you think is cool, but instead focus on ways your solution is different from your 
competition. Most buyers can’t tell the difference between one vendor and 
another, and vendors often have a hard time identifying and communicating 
these differences as well. Don’t disparage other vendors, but have clear 
arguments for how your products differ and what those differences mean for 
your solution. 

Where does it fit 
in the buying 
framework?

The Qualifying and Discovery demo should be used to qualify the lead to 
receive presales resources. The customer will be using this as an opportunity to 
qualify you as well. 

Should you 
automate it?

Usually yes, but sometimes no. Automating this demo allows you some 
flexibility of when you send the demo allowing you to sell between 
appointments. Depending on your organization, you might want to do it 
personally if this is an account that requires extensive personalization. 
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I’m generally 
convinced this is 
a good potential 
solution. Now I’m 
getting serious.

I want to start 
digging deeper. 
I’m narrowing my 
lists of solutions.

How is your 
solution different 
from other 
vendors.

Only what 
interests me, I 
don’t need a full 
blown custom 
POC yet.



© 2021 CONSENSUS SALES, INC. | GOCONSENSUS.COM 14

Technical Demo
The Technical demo is designed to help with the Emotional ROI. The customer is starting to worry they're 
going to put so much time and energy into this solution not only as an individual, but as an organization, only 
to have the solution not realize the value. They want to reduce risk as much as possible. The Technical demo 
and POCs that go along with it can help reduce customer stress dramatically along with strategic consulting. 
Doing this well sets you apart in the comparison factor with being able to deliver exactly what the customer 
needs at a critical stage in the buying process.

What is the buyer 
thinking at this 
stage?

I need to verify that this solution is really going to work in our environment 
with our solutions.

You’ve made my short list, but I’m afraid of making a bad decision. 

What should you 
deliver?

Reassurance that this is a good decision. Proof that this is a good decision and 
they’re going to receive benefits from making this decision. 

Where does it fit 
in the buying 
framework?

The Technical demo happens later in the buying process during the a later-
stage presales appointment. If you’ve used demo automation for qualification, 
this could be presales’ first appointment. Since the customer has been vetted 
fairly thoroughly at this point, these sorts of demos should be intended to win 
shortlists or verbal decisions.

Should you 
automate it?

The Technical Demo is not a candidate for demo automation, except for one 
exception. This is where SEs are primed to shine, so they should be delivering 
the demo themselves. The only time you might want to automate this demo is 
if you're going down market, or if you are building a self-service video demo 
that you want to send as a “leave behind'' after the Technical Demo.
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You’ve made my short 
list, but I’m afraid of 
making a bad decision.

I need to verify that this 
solution is really going 
to work in our solution, 
in our environment, etc.
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Closing Demo
The Closing demo is largely about making a commitment. As the customer learns more about your solution, 
their fear is waning and confidence is growing. They want to make that commitment, but might have a few 
lingering questions that need to be addressed.

What is the buyer 
thinking at this 
stage?

Nice work! I’m convinced you’re the right vendor, but I still have a bunch of 
questions about how we get the results we’ve been talking about.

How long will implantation take and what’s involved?

Is there training?

How do you integrate with our existing systems?

What about data security and GDPR?

What should you 
deliver?

The Closing demo is designed to increase confidence and emotional ROI. 
Some of this may be covered in the technical demo, but there’s usually 
lingering questions or more specifics that need to be addressed. 

Where does it fit 
in the buying 
process?

Closing demo should be delivered at the end of the buying cycle (around week 
6 to 12) during the 2nd and 3rd persales appointments. 

Should you 
automate it?

Yes. These questions are probably common and come up at the end of every 
deal. Having the solutions for these questions quickly increases confidence 
and reduces repetitive tasks.
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Nice work! I’m 
convinced you’re the 
right vendor, but I still 
have a bunch of 
questions about how 
we get the results 
we’ve been talking 
about.

How long will 
implementation 
take and what’s 
involved?

How do you 
integrate with our 
existing systems?

Is there training?

What about data 
security and 
GDPPR?
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FAQ Demo
Unlike the other demo types, FAQ demos aren’t delivered at one specific stage, and instead are provided 
throughout the entire buying process. These don't have to be a full live demo or personalized video demo, but 
should provide some information relating to specific questions your customers have. 


What is the buyer 
thinking at this 
stage?

I have a question about something and don’t want to wait for the next 
appointment to resolve it.

Is the answer to this question something that will disqualify this vendor?

What should you 
provide at this 
stage?

Since this demo isn’t tied to one buying stage, you should send your customers 
a response as fast as you can. If you can provide the answer immediately after 
the customer asks for information, you’ll increase their trust in your and your 
product. 


Where does it fit 
in the buying 
framework?

This is the most asynchronous demo. You should send this demo as soon as it’s 
requested even if it’s something that’s covered in one of the other demos. 

Should you 
automate it?

Yes. This is critical for this demo type since they’ll be requested throughout and 
between appointments and time between requests and fulfillment should be 
minimal. For example, to automate this demo type, the next time you are 
called to get on a call to answer an FAQ, click Record and save it to your 
reusable demo library.
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Where to Get 
Started?
If you’re wondering where to get started, we recommend building an automated Micro Demo. These are easy 
to build and provide tremendous value “selling between meetings”, bringing buyers to the first and second 
conversations better educated. This accelerates the buying process.

To learn more about how to get started with Demo Automation and scaling presales, please reach out to 
sales@goconsensus.com.

Length Content Product Objective Built by Automate? Where?

Vision Auto:

5-7 min

Problem, 
solution, benefit 
(PSB)

Peek 
(screenshots)

Gain qualified 
lead

Marketing or 
Marketing-
Oriented 
Presales

Yes

Website, 
Marketing 
Campaigns, 
BDR 
Outreach

Micro Auto:

5-7 min

Very light 
product-
centered demo 
with reminder 
on PSB

High-level 
overview

Prepare 
prospect for 
first appt and 
discover 
stakeholders

Sales Engineer Yes
BDR/AE 
outreach 
before/after 
first appt

Qualifying

& Discovery

Auto:

12-25 
min

Deeper vanilla 
demo with 
reminder on PSB

Deeper 
Overview

Discover 
stakeholders 
and qualify for 
Presales 
resource

Sales Engineer
Usually yes, 
sometimes 
no

After first 
appt; 
between 
appts

Technical Auto:

20-30 
min

Tailored, data 
loaded, demo to 
specific 
customer reqs

Deep and 
Technical

Win shortlist 
and/or verbal 
decision

Sales Engineer
No (with 
one 
possible 
exception)

N/A

Closing Auto:

1-5 min

Questions about 
implementation Varies

increase 
confidence 
and Emotional 
ROI

Sales Engineer Yes Closing 
stages

FAQ Auto:

1-5 min

Specific 
response to 
question

Varies
Pre-empt or 
overcome 
objections

Sales or 
Presales Yes

Throughout; 
between 
appts


