Airtable vs. Venntive: The Deep-Dive

For revenue teams — sales and marketing alike — evaluating Airtable against a unified Revenue Architecture

1. What Airtable Actually Costs Once You Build a Working CRM

Airtable's per-seat pricing looks genuinely cheap — Team at $20/user/month, Business at $45/user/month, both annual.
But that price buys a database with views, not a CRM. Reaching actual CRM functionality means adding the tools Airtable
doesn't include natively: automation glue (Zapier/Make), an ESP for email, and often a portal add-on for anything
client-facing.

Airtable Business $45/seat/month x 10 seats, billed annually — needed for $5,400
admin controls, integrations, higher record caps

Zapier or Make Required to route data between Airtable and $600-$1,200
email/calendar/telephony tools — mid-tier plan

ESP (email marketing) Airtable has no native sending infrastructure; a $600-$1,800
small-business ESP tier is required

Portal add-on (if client-facing) $120-$150/month for 15 guests — needed the moment a $1,440-%$1,800
client or external party needs a view

Airtable Year One Total Before counting the internal time cost of building and ~$7,600—-$9,900+

(functional CRM) maintaining the automations

Venntive Grow Plan — Year One 7,500 contacts and 2 seats included; $50/mo per additional $6,000 — all in.
user. CRM, email, and automation native — nothing to
assemble.

The database-only price is a fair sticker-price win for Airtable. The moment a firm needs the rest of what a CRM actually
does — automatic email logging, sequences, client-facing views — that price stops being the real number.

2. A Database With Views, Not a CRM

To Airtable's credit, the core idea is genuinely good: teams can design exactly the fields, tags, and pipeline stages they
want instead of adapting to someone else's schema, and it's fast to stand up something that looks like a CRM. For internal
ops trackers and lightweight project databases, that flexibility is a real strength.

The catch is that everything which actually makes a CRM a CRM has to be built or bolted on. There's no native email or
communication tracking — Airtable doesn't watch an inbox or log a call automatically, so teams either accept incomplete
records or wire in third-party tools to close the gap. Automation beyond simple field updates routes through Zapier or Make
— a separate subscription, a separate point of failure, a separate skill to maintain. Reporting is DIY: pipeline velocity, win
rates, and rep performance have to be built as custom views or exported elsewhere. And what's quick to set up for five
users tends to get brittle at fifty, as the automations built by whoever was around at the time turn into tribal knowledge no
one fully owns.

Your revenue team finally stops arguing about whose numbers are right.

That's a hard promise to keep when the record of “what happened” depends on whether someone remembered to log it
manually, or whether last week's Zap actually ran. Airtable itself isn't the failure point — the accumulation of workarounds
around it is.



Airtable: Database, Bolted-On CRM Venntive: Native Revenue Architecture

No native email or communication tracking — requires All communications tracked automatically, including
third-party integration or manual logging external accounts via IMAP

Automation beyond field updates routes through Automated sequences and workflows native to the platform
Zapier/Make — separate subscription, separate point of

failure

Reporting (pipeline velocity, win rates) has to be One number for pipeline, commit, and revenue — no export
custom-built or exported step required

No native telephony — calls aren't captured at all without a Calls and communications integrated into the same record

bolt-on since 2012

Maintenance compounds — automations become tribal Easy no-code customization, configured by your own team,
knowledge as teams scale built to hold up at scale

Per-seat pricing punishes headcount growth Bundled, predictable pricing — not a per-seat structure

3. Ownership Risk Is Now Part of the Evaluation

To be fair to Airtable: it's a mature, widely-used product — over 500,000 organizations, including 80% of the Fortune 100,
and its flexibility for internal workflows is real and well-earned. The new variable is ownership. Airtable has agreed to be
acquired by Bending Spoons in an all-cash deal valuing it at $1.285 billion enterprise value ($2.25 billion equity value),
announced August 4, 2026 and expected to close by year-end, pending regulatory approval.

Bending Spoons has a well-documented, repeatable pattern across its prior acquisitions: Evernote's price rose roughly
86% after acquisition, alongside layoffs and free-tier cuts; WeTransfer saw a 75% staff cut within weeks of close; Vimeo
saw mass layoffs about four months after its deal closed. The company has stated its strategy explicitly — acquire
underperforming-but-profitable products, centralize infrastructure, cut costs, and raise prices. For a firm whose CRM lives
inside an Airtable base, that's not an abstract industry story; it's the pricing model, the support level, and the pace of new
features, all about to become subject to a new owner's playbook on a timeline outside your control.

Ownership status Agreed to be acquired by Bending Spoons Independently operated, 25 years in market
(announced Aug. 4, 2026; deal not yet closed)

Post-acquisition pattern Price increases (~86% at Evernote), staff cuts  Stable, established pricing and support history
(parent company) (75% at WeTransfer), free-tier reductions —
documented across multiple prior deals

Data portability Export available; complexity scales with how Your data, fully portable, always
much custom structure has been built

Communications audit trail Not native — depends on which third-party All communications tracked in one record,
tools were wired in, if any regardless of channel
Support/pricing stability Uncertain — pending new ownership Consistent, direct access

going forward

For most B2B firms, the flexibility Airtable offers has always come with real assembly work. What's changed is that the
company itself is about to change hands to a firm with a documented practice of raising prices and cutting costs
post-acquisition — turning “we'll get to consolidating our stack eventually” into a more urgent question. The exception is
narrow: internal ops trackers and lightweight project databases with no revenue-critical dependency on the data being
complete may still find Airtable's flexibility worth it, ownership risk aside.



4. The Switching Cost Question

Data migration Airtable's own export is straightforward; the real work is remapping ad hoc fields and
custom structures into a proper schema

Automation rebuild Any Zapier/Make automations built around the Airtable base don't carry over — Venntive's
native automation replaces that work rather than requiring a rebuild elsewhere

Team onboarding Teams accustomed to Airtable's flexible views adapt quickly to Venntive's configurable
pipeline stages and fields

Integration setup Venntive's Zapier connector and APl mean existing tool connections migrate without
starting the glue-work over

Ongoing support Direct, consistent access — not contingent on how a new parent company treats support
post-acquisition

5. Who Airtable Is Actually Built For — and Who Venntive Is Actually Built For

Who Airtable Is Actually Built For Who Venntive Is Actually Built For

Internal ops trackers, project databases, and lightweight B2B firms where the CRM is the revenue engine, not a side
workflows where “CRM-like” is good enough tool

Teams that want to design their own schema from scratch Firms that want CRM, email, automation, and telephony
and accept the assembly work that comes with it native from day one

Organizations comfortable with per-seat pricing and Teams that want bundled, predictable pricing without
Zapier/Make as permanent infrastructure per-seat penalties for growth

Teams with no near-term revenue-critical dependency on Firms where a missed follow-up or an untracked email has a
complete records real cost

Teams willing to accept uncertainty about pricing and Firms that want a stable, independently operated platform

support under new ownership

For most B2B firms, Venntive is the stronger choice: CRM, email, automation, and telephony native to one platform, with
predictable pricing and no dependency on a parent company's post-acquisition playbook. The exception is narrow: internal
ops trackers and lightweight, non-revenue-critical workflows may still find Airtable's raw flexibility worth the assembly work,
ownership changes aside.

Ready to see what a platform built around your business actually looks like?
Free for 7 days — no credit card, no onboarding fee, no sales pressure. venntive.com

This comparison was generated using Al based on publicly available pricing and product information and verified user reviews as of August 2026. Airtable
pricing varies by plan and negotiated discounts; the cost example represents a typical 10-person B2B firm scenario using Airtable Business plus required
third-party tools and is provided for illustrative purposes. | venntive.com | Less friction. More business.



