
Scripting a 
Scripted Demo
Is there an easy way to conduct a scripted 
ERP demo? “Will a scripted demo be 
easier to follow than the ERP vendor’s 
canned demos?” This chapter provides 
the necessary insight for  

you to decide.

| 6 
Scripting a Scripted Demo

“Sales demos always look great”. 

Usually with “sales demos”, the presenter is a professional and knows  

how to carefully navigate their system to make sure it is seen in the very 

best light.

Even when the ERP system is problematic/buggy, the presenter is aware 

of where to and where not to go in the “sales demo”.

One way to not fall prey to the professional presenter is to request 

“scripted demos”.

What is a Scripted demo?

Commonly you will provide the software vendors a script or sequence of 

data flow/transactions, that you experience on a daily basis, and you will 

expect the vendor to follow that sequence during their presentation.

One way to not 
fall prey to the 
professional 
presenter is to 
request “scripted 
demos”6



How to set up a Scripted demo.

To create the script for a scripted demo means that 
you have: 

1. A list of your critical and unique business flows.

2. Including an analysis of where you currently 
spend effort, money, skill, system resources, and 
bits of paper.

3. And further an analysis of which of your internal 
processes are acceptable to compromise, which 
are current processes are critical and which, if the 
ERP makes less efficient, will have significant 
negative impact.

4. Short list 2 or 3 vendors based on this. 

Lastly, write the script which asks the vendor, using 
their standard system, to walk you through your 
top 10-20 risk/reward areas and demonstrate how 
their system produces the key deliverable you are  
looking for.

The kicker, of course,  
is that any business that 
already can do 1 through 
3 is probably not in the  
market for a new ERP  
system. 

They are already aware of 
their pain points and should 
have already dealt with them 
one way or another. 




