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SOFTWARE DEMO AUTOMATION

Buying behavior has changed significantly over the 
past few years, and potential customers expect instant 
access to information and prefer exploring solutions 
on their own terms. 

As a result, buyers conduct extensive research 
independently, spending minimal time interacting 
directly with vendors and sales.  Providing an 
automated, interactive demo tour on your website is 
one of the options to meet your buyers’ requirements 
and provide a more frictionless buying experience.

While providing immediate, interactive access to your 
product, it’s essential to recognize that the 
effectiveness of these tools depends on their design 
and execution. A poorly crafted demo can do more 
harm than good, misleading or frustrating potential 
customers.

This guide dives into best practices of creating 
compelling, automated demos that not only engage 
but also accurately represent the value of your 
software. 

We'll explore:

Strategic Design: Learn how to craft demos that are 
intuitive, informative, and aligned with your users' 
needs.

Avoiding Common Pitfalls: Understand the 
common errors that can turn an automated demo 
into an obstacle rather than an asset.

Personalization and Engagement: Discover how to 
tailor your demos to different user personas, making 
each interaction feel unique and relevant.



Leveraging Tools for Maximum Impact: Utilize 
demo automation platforms effectively to enhance 
user experience, not just for scalability.

In the following sections, we'll learn how to make the 
most of this technology.

By the end of this guide, you'll have a clear blueprint 
for creating demos that not only showcase your 
product effectively but also resonate with your 
audience, setting the stage for a meaningful 
engagement with your company.

Who Will Find Value in This Guide:

SaaS Businesses: Refine your approach to 
presenting your software solutions in a competitive 
digital market.

Marketing and Sales Teams: Align your strategies to 
provide insightful, engaging product experiences 
through your website.

Presales and Solution Engineers: Empower users 
to discover the full potential of your product, freeing 
your team for deeper, more strategic engagements.



FREE DEMO ASSESSMENT

Scope:
Objective 3rd-party evaluation 
of your software demo, 
offering unbiased feedback

In-depth analysis of essential 
demo success factors

Practical tips for enhancing 
demo delivery

Identify Strengths and Blind Spots in Your Demos to Systematically 
Improve Your Performance

BOOK FREE AUDIT

LIMITED AVAILABILITY

https://calendly.com/max-presales/free-demo-addessment
https://calendly.com/max-presales/free-demo-addessment


#1 OFFER A FULL-SCREEN DEMO

The way you present your product is as important as the product itself. This brings us to a crucial aspect of demo design 
- the decision to go full-screen. 

It's not just a stylistic choice; it's about creating the most effective and engaging experience for your potential 
customers.

DO DON’T

Embrace a full-screen demo experience. Think of your 
demo as a real-life tour of what your software offers. 

This approach lets customers see exactly how they'll 
interact with your product, building trust and 
understanding right from the start.

Squeeze your demo into a small, limited space. 

A tight display isn't just unrealistic; it makes using your 
demo hard. Customers might have to scroll a lot to see 
everything, and they can miss key parts of your 
interface. Instead of providing a great user experience, 
you cause frustration!



Why it Matters:

Realism and Trust: A full-screen demo allows 
viewers to visualize themselves confidently 
navigating and using your product as intended. This 
builds trust and establishes a sense of familiarity 
from their very first interaction.

Clarity and Focus: By removing the constraints of a 
small window, you allow the key features and design 
elements of your software to shine. Prospects can 
fully appreciate the interface's layout, workflows, and 
capabilities without the frustration of constant 
scrolling and zooming.

Positive Perception and Engagement: A small 
demo window can subconsciously leave prospects 
underwhelmed, even if your product is exceptional.

Extra Tip

Consider building in responsive design elements for 
your full-screen demo. 

This ensures that the experience translates seamlessly 
across desktops, laptops, and tablets, guaranteeing a 
smooth and accessible viewing experience for every 
potential customer.



Small frame makes it difficult to navigate; tooltip (left bottom corner) is cut off.



Full screen makes it look real and easy to get an overview!



#2 LEAD WITH A CLEAR PROBLEM STATEMENT

Creating a successful software demo often depends on how you begin. This section focuses on the importance of 
starting with a clear problem statement, ensuring your demo is immediately relevant and engaging to your audience. 

Starting with a precise problem statement makes it easy for your prospects to follow your storyline, and understand the 
bigger picture with ease.

DO DON’T

Begin every micro demo with a well-defined problem 
statement directly relevant to your target audience's 
industry. Craft a narrative that demonstrates a deep 
understanding of their pain points.

Immediately launch into product features or 
capabilities. Resist the urge to focus solely on what 
your software does without first providing context 
around the problem it solves.



"IF YOUR CUSTOMER HASN'T 
RECOGNIZED A PROBLEM YET, 
THERE'S NO POINT IN PRESENTING 
THEM WITH A SOLUTION."

DEMO 101



Why it Matters:

Resonance and Relevance: Grounding your demo in 
a problem statement instantly establishes a 
connection with prospects. They see you understand 
their world and are focused on addressing their 
challenges.

Customer-Centric Focus: This approach reinforces 
that your solution is about the customer's success, not 
merely a list of technical features.

Improved Storytelling: A problem statement creates 
a natural arc for the demo. You demonstrate how your 
solution leads the prospect from a familiar pain point 
to a positive, transformative outcome.

Bad Intro: "Our platform has a powerful data analytics 
engine..."

Good Intro: "Ever miss out on critical campaign 
insights because your data lives in scattered 
spreadsheets and dashboards?"

Extra Tips

Use the Prospect's Voice: Incorporate phrasing 
prospects would use to describe their problem. This 
helps them feel truly understood.

Open with a Question: Start with an insightful 
question that puts the spotlight on the problem. For 
example, "Are you spending more time searching for 
data than using it to drive growth?"



What problem are you solving here?



Clear problem statements!



#3 BREAK IT DOWN INTO TARGETED MICRO DEMOS

Personalization and conciseness are key. This is especially true in software demos, where a one-size-fits-all approach is 
no longer effective. 

Instead, breaking down your demo into targeted micro demos can significantly enhance the user experience. 

DO DON’T

Design each micro demo around a specific customer 
problem or pain point. Avoid broad, feature-centric 
demos in favor of those that address a well-articulated 
challenge your prospects likely face.

Force prospects into a single, lengthy demo that tries 
to be all things to all people. This approach dilutes the 
focus, reduces relevance for individual visitors, and 
creates the risk of information overload.



Why it Matters:

Personalized and Efficient Experience: Micro demos 
enable prospects to self-navigate content that speaks 
directly to their needs. They aren't burdened with 
information that doesn't matter in the moment, 
creating a smoother and more engaging experience.

Increased Message Clarity: When you focus on a 
single problem, you can craft a tightly-knit demo 
highlighting how your solution solves it. This 
eliminates distractions and maximizes the impact of 
your value proposition.

Easier to Remember: Prospects are more likely to 
retain the key takeaways from concise micro demos 
tailored to their specific interests. Lengthy demos tend 
to blur together in their memory.

Instead of a single, monolithic  "Complete Product 
Demo," you could offer:

● Micro Demo 1: "Simplify Campaign Reporting in 
Under 5 Minutes"

● Micro Demo 2: "Streamline Onboarding and 
Reduce Customer Churn"

● Micro Demo 3: "Boost Sales Productivity with 
Data-Driven Insights"

Extra Tip

Clearly title and describe each micro demo on your 
website. This allows visitors to quickly identify demos 
directly relevant to their priorities.



Pick from various micro demos; improvement: make them about problems, not features!



#4 FRAME AROUND VALUE, NOT JUST FEATURES

When it comes to effective software demos, it's not just about showcasing what your product can do; it's about 
highlighting how it can make a difference for your customers. This chapter dives into the art of framing your demo 
around the value your product brings, rather than just its features.

DO DON’T

Translate features into solution-oriented benefits. 

Instead of merely saying, "this is what you can do with 
the software,"  always go the extra mile and explain, 
"this is what the software or feature can do for you." 

Explicitly connect the capabilities of your product to 
the positive outcomes the prospect desires.

Let technical details dilute the core message. While 
showcasing functionality is essential, don't let it 
become the sole focus of your demo.  

Potential customers might not fully grasp the 
significance of a sophisticated feature if they don't see 
how it translates into a benefit or improvement.



Why it Matters:

Resonance: Your prospects care about solving their 
problems and reaching their goals. Show how your 
software helps with these, and your demo becomes 
more compelling and relevant.

Understanding: When you link features to real-life 
benefits, prospects get a better picture. They see how 
your product fits into their work and improves their 
day-to-day tasks.

Engagement: Highlighting the "what's in it for me" 
aspect keeps prospects interested. They start to see 
how using your solution could bring them success 
and benefits.

Bad demo phrasing: "You can build reports easily via 
drag and drop."

Good demo phrasing: "Our drag-and-drop report 
builder eliminates the need for complex coding. Now, 
you can easily generate the reports you need to track 
critical metrics and make informed business decisions 
in half the time."

Extra Tips

Use the Prospect's Language: Adapt your value 
statements to mirror industry jargon and the specific 
terms your prospects use to describe their challenges.

Quantify Benefits: When Possible: Instead of "save 
time," consider "save X hours each week." 

Or, replace "improve efficiency" with "increase 
conversions by X%." Quantifiable benefits add weight 
to your message.

On average, customers use only 11% of any software’s 
features! Identify their job-to-be done, and fully focus on 
that one!



“This is what you can do with XYZ”, instead of “This is what XYZ can do for you”!



This is what Guru does for me!



#5 START WITH A COMPELLING STARTING POINT

First impressions are everything. How you begin your (micro) demo can make the difference between capturing your 
prospect's interest or losing it. 

This chapter focuses on the strategic choice of starting your demo with a compelling scene that directly addresses a 
key pain point.

DO DON’T

Begin your micro demo with the most impactful 
screen, feature, or dashboard view directly 
demonstrating how you solve the prospect's pain 
point. 

Cut straight to the heart of the matter, ditching the 
traditional multi-click journey to get there.

Default to starting your demo with the login screen or 
a generic product overview.  

These initial steps add unnecessary friction and delay 
the prospect's experience of tangible benefits.



Why it Matters:

Immediate Grabbing of Attention: Prospects have 
limited attention spans. You need to immediately 
showcase how your solution connects to their 
challenges, demonstrating its relevance and potential 
value right from the start.

The "Aha!" Moment: Showcasing your solution's core 
value upfront can generate an exciting "aha!" 
moment, propelling the prospect to want to learn 
more.

Maintaining Focus: Zeroing in on your solution's core 
strengths maintains a problem-solving narrative 
throughout the micro demo. It avoids the dilution 
that can occur when the demo veers into less 
relevant features or areas.

Let's imagine your micro demo promises "Seamless 
Customer Onboarding in Minutes:

Bad Starting Point: Your general product 
homepage or a list of features.

Good Starting Point: A pre-recorded screencap of a 
successfully onboarded new customer within your 
system. 

This immediately communicates the desired 
outcome and sparks curiosity about how your 
solution makes it achievable.

Extra Tip

Pre-Demo Teaser: Craft a short introductory 
sentence leading into your demo to further set the 
stage. For example, "Frustrated by complex 
onboarding causing customer churn? See how our 
solution gets your new clients up and running in 
record time."



Demo starting with full forecast and final figures!



What problem are you solving here?





#6 AVOID FEATURE-DRIVEN DEMOS

It's tempting to think a demo is the perfect time to showcase every impressive feature your product has to offer. 
However, this feature-centric approach can backfire spectacularly. 

The most compelling demos ditch the feature focus in favor of solving customer problems. By framing your demo 
around the challenges your prospects face, you shift the conversation towards the transformative outcomes they seek.

DO DON’T

Clearly articulate the specific pain point you address 
with each feature or aspect of your solution. 

Directly connect functionality to the positive outcomes 
and benefits for the customer.

Recite a list of features without clearly stating how 
each solves a problem or improves the prospect's 
workflow.



Why it Matters:

Increased Relevance: Problem-focused demos 
immediately resonate with prospects. They see you 
understand their world and are focused on solutions, 
not feature bragging.

Value Over Price: You elevate the conversation 
beyond a checkbox comparison. Prospects 
understand the unique value you bring and how it 
justifies your pricing.

Memorable and Impactful: Stories about overcoming 
challenges stick with prospects long after the demo 
ends. A list of features fades quickly.

If you fall for the spray and pray approach, you are 
running in danger of the following issues:

The Comparison Trap: Listing features puts you on a 
dangerous path of direct comparison with 
competitors. Prospects start ticking off boxes on a 
checklist, making price a key deciding factor instead 
of the overall value you provide.

Lost in Translation: Technical feature descriptions 
rarely resonate directly with the business problems 
prospects are desperate to solve. You risk your demo 
feeling disconnected and irrelevant.

Missing the "So What?": Even if a feature sounds 
impressive, prospects may struggle to grasp the 
tangible benefit it offers them. This dilutes your 
message and weakens your value proposition.



Explaining all menu items and where to click does not convey any value add for your customer.
This is no training!



Demo follows a nice story and use case; yet, a little more focus on the problem here could improve the message!



#7 CONTEXT IN SELF-GUIDED DEMOS

While self-guided demos allow for flexibility, it's crucial to remember prospects don't have a live presenter to set the 
stage for each screen. 

Providing context through brief explanations is essential for a meaningful experience.

DO DON’T

Include a short introductory text blurb or overlay at the 
start of each demo section.  Succinctly explain the 
screen's purpose, its role in solving the customer's 
problem, and what key benefits or actions are 
available.

Launch directly into visuals without any framing. 
Prospects will feel disoriented and less likely to grasp 
the value of what they're seeing.



Why it Matters:

Eliminating Confusion: Contextual introductions 
ensure prospects understand why they're looking at a 
particular screen and how it connects to the larger 
problem-solving narrative.

Maintaining Focus: Clear explanations keep the 
demo aligned with the prospect's pain point, 
reinforcing the message that your solution is designed 
to address their specific needs.

Enhanced Engagement: When prospects understand 
the "why" behind what they're seeing, they remain 
invested and eager to learn more.

Bad Approach: Abruptly transitioning to a screen 
filled with customer data without an introduction.

Good Approach: A brief overlay stating, "Our 
centralized customer dashboard provides a 
360-degree view of your client interactions. Let's see 
how you can quickly surface key insights."

Extra Tips

Use clear, concise language tailored to your target 
audience's terminology.  

Avoid technical jargon that might obscure the core 
message of value and relevance.



Very brief explanation of the screen and its purpose - answering the “so what?” question



No context provided for this screen - tour goes straight into individual chart - and then another, and another…



#8 DEMO THE MOST EFFICIENT PATH TO VALUE

One frequent mistake when creating automated demos is an overly complicated demo workflow. Prospects crave 
solutions that make their lives easier, not add new layers of complexity.  When demos get overloaded with feature tours 
or mimic everyday use of the product, several problems arise. 

The most effective demos are laser-focused on delivering value.  They prioritize a clear, efficient path that showcases 
the most impactful way to achieve the desired outcome.  

DO DON’T

Begin with the outcome. Open your demo with the 
screen or feature that directly illustrates how your 
solution addresses the customer's biggest pain point. 

Then, carefully design the most streamlined, logical 
path to illustrate the steps that led to that positive 
result. Prioritize showcasing ease of use over 
exhaustive technical demonstrations

Don't: Replicate the complex, multi-step workflows 
that users might take during everyday use. 

This adds unnecessary detail, obscures how quickly 
value can be achieved, and risks making your solution 
seem complicated.



Why it Matters:

The "Aha!" Moment: Again, immediately showcasing 
the desired outcome creates a powerful "aha!" 
moment, generating excitement and a strong desire 
in the prospect to learn how they can achieve it 
themselves.

Highlighting User-Friendliness: A streamlined demo 
filled with easy-to-follow steps reinforces the message 
that your solution is designed to save time and 
simplify processes. Busy prospects seek intuitive tools, 
and this demo style reassures them.

Overcoming Complexity Concerns: By showing the 
simplest path to achieving results, you proactively 
address potential anxieties about your software being 
difficult to learn or use.

Maintaining Focus: A concise demo focused on the 
essential actions ensures the prospect retains the key 
takeaway: Your solution delivers a powerful outcome 
without a steep learning curve.

Bad Approach: Walking through every form field, 
menu option, and setting a new customer might 
encounter in your software. This feels laborious and 
overwhelming.

Good Approach: Showcasing a successfully 
onboarded new customer, then demonstrating only 
the most essential and intuitive actions (perhaps 3-5 
clicks) that lead to this outcome.



21 steps is likely a little too much to illustrate the efficiency of achieving success - this often is a cue that the framing is a little off the mark.



#9 VALUE BEFORE LEAD CAPTURE

It's natural to want to gather contact information early in the sales process. 

However,  prematurely asking for details can create friction and turn off potential customers. Focus on delivering value 
first to foster trust and increase the likelihood of getting qualified leads.

DO DON’T

Begin your demo by showcasing a compelling solution 
to the prospect's pain point. 

Deliver an initial "aha!" moment before shifting into 
lead generation mode.

Make contact details a barrier to entry. 

Resist the urge to place a registration form as the very 
first obstacle before allowing demo access.



Why it Matters:

Improved Customer Experience: Prospects feel 
valued when you prioritize showcasing your solution 
over an immediate data grab. This builds goodwill and 
positive perception.

Higher Quality Leads: When prospects experience 
the potential benefits your solution offers firsthand, 
they're more likely to provide contact details willingly 
and be genuinely interested leads.

Long-Term Trust: This value-first approach 
demonstrates confidence in your product and 
reinforces the idea that you're focused on the 
prospect's success, not just collecting leads.

Bad Approach: A demo landing page with a 
prominent form requiring name, email, company, role, 
etc., before any access to the demo.

Good Approach: A landing page highlighting the 
problem your demo solves with a teaser of the 
solution to come. 

A simple "Start Demo" button leads to the initial 
compelling view, with a contact form introduced 
towards the end.



Please don’t ask for contact details at the beginning of the tour; most vendors offer to ask for details later on!



#10 AVOID TOO MANY CALLS TO ACTION

Bombarding prospects with multiple CTAs throughout a demo experience can backfire. Too many options lead to 
confusion, dilution of your core message, and ultimately, decision paralysis on the part of the prospect. Streamlining 
your CTAs is essential for conversion success.

DO DON’T

Determine the primary goal of your demo and align 
your CTA with that objective. 

Frame it as the logical next step for the prospect.

Overwhelm prospects with a list of possibilities. Avoid 
pushing "schedule a demo," "start free trial," and 
"explore more" all at once.



Why it Matters:

Reduced Friction: A single, compelling CTA creates a 
smooth and intuitive experience for the prospect, 
guiding them towards the desired action.

Goal Alignment: Focused CTAs help you achieve 
specific objectives. It clarifies whether you want to 
capture leads, drive trial sign-ups, or book 
consultations.

Improved Conversion Rates: By making it clear what 
you want the prospect to do, you increase the 
likelihood of them completing the desired action.

Bad Approach: Ending a demo with "Start your free 
trial now!" "Schedule a live demo!" "Explore more case 
studies!" This scattershot approach leaves the 
prospect unsure where to focus.

Good Approach: If lead generation is the primary goal: 
"See how [product name] solved similar problems. 
Leave your email for tailored use cases."

Extra Tip  

Consider using dynamic CTAs based on the prospect's 
engagement level with your demo. Someone who 
spends significant time exploring might be presented 
with a more high-touch CTA (like scheduling a live 
demo) compared to someone who briefly skimmed.



Better focus on one CTA based on what you think is most important to guide your customers and help them progress with their decision!



PRESALES
ROCKS.TARS

Max Lüpertz
Presales & Demo Coach

Unlock Your 
Presales Potential

As a (pre-) sales coach, my 
mission is to unlock the potential 
in presales in competitive 
enterprise software sales. 

Elevating presales and solution 
engineers as key players, they can 
become your 'Unfair Advantage' 
in closing more enterprise deals. 

This strategy involves guiding 
your customers through their 
journey with a focus on more 
than just product expertise, 
offering a unique buying 
experience that truly sets you 
apart in the market.

max@presales.rocks

+49 (0) 176 301 61 294

https://www.linkedin.com/in/max-luepertz/

https://presales.rocks

https://www.linkedin.com/in/max-luepertz/
https://presales.rocks
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