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How to Cut Through the Sales Pitch in Software 
Demos
To avoid the vendor representative showing you a product’s strongest features and glossing over 
its weaknesses, you need to take an active role in software demos. 

But what does this look like? We’ve got you covered with tips and questions to ask to get the 
most out of the demo of any type of software.

Pre-demo checklist:

 � Write out your list of “nice-to-have” and “must-have” features

 � Get (at least) an informal approval of the estimated cost from executives

 � Send the vendor at least 2 real-world use cases

 � Request the vendor have the sales associate and a product owner/technical expert join

 � Make sure you can get a recording of the demo

 � Check the meeting invite’s attendee list and make sure all key stakeholders are included

https://www.softwareadvice.com/
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Questions to ask during the demo
1. Is there an alternative way to perform this function?
It’s possible that the exact way in which you want something to work would require custom code. 
But ask the vendor how the software is designed to perform it sans customization.

2. Of the features I’ve asked for so far, what is custom code?
While some custom code may be unavoidable, it’s costly and complicated to maintain during 
upgrades. Therefore, it’s best to avoid whenever possible.

3. Can I see these steps on the mobile app?
If there’s a mobile app you’ll want to see what intake forms and dashboards look like. Sometimes 
they’re not as optimized for smaller screens as you assume.

4. Are the integrations I’m asking for “plug and play” or do they need they need to 
be built out?
Your technical resource should ask this question, but don’t skip over it in case they don’t. Also, 
make sure the vendor’s technical resource is providing this answer so that the details are covered.

5. What does the migration of my existing data look like?
Is there an additional cost? What’s the estimated downtime for the migration?

6. What are the security features?
Is there an audit log? Can I set approval thresholds? Do you have a SOC-1 report? You know 
what security you need in the program, but this is a good time to have the vendor show you the 
functions. 

7. Why should we pick you instead of your competitor?
Here’s where the vendor can take the lead and show the strongest offerings they have. Expect to 
hear about unique features, an excellent customer service model, and/or cost effectiveness.

https://www.softwareadvice.com/
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Next steps
You’re not only selecting the best product for your business needs—you’re starting a partnership 
with the vendor. Be open about your needs and concerns. Trust your gut. And if you’d like an 
unbiased opinion, give our software experts a call! It’s free so why not?

Call 855-220-0523 or schedule an appointment with an advisor here.

https://www.softwareadvice.com/
tel:+18552200523
https://calendly.com/appointments-34/software-advice-appointment?month=2019-08

