Attio vs. Venntive: The Deep-Dive venntive

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

| 1. What Attio Actually Costs a 10-Person B2B Team

Attio's headline pricing is genuinely competitive — Free, Plus at $29/user/month, Pro at $69/user/month (both annual). What
the pricing page doesn't show is the credit system underneath: seat credits and workspace credits meter Al features,
enrichment, and automation, and growing teams commonly exhaust them before the billing cycle resets. Here's what a typical
10-person team on Pro actually pays.

Line Item Details Annual Cost
Attio Pro $69/seat x 10 seats, billed annually $8,280
Workspace credit add-ons Additional 5,000-credit blocks run $70/mo (annual); teams running ~$840+

real automation or the Research Agent for enrichment commonly
need at least one block

Implementation Near-zero official cost — but reviewers describe workflow/webhook  Internal hours, not
setup as unintuitive, with a real internal time cost before the teamis  billed
self-sufficient

Attio Year One Total ~$9,120+
Venntive Grow Plan — 7,500 contacts included. 2 seats included. $50/mo per additional $6,000 — all in.
Year One user. All features, no paywalls, no credit system to meter. Overage

rates decrease as you grow. Free onboarding on annual plan.

For most B2B revenue teams, that credit meter is the real cost story: Attio's own pricing analysts note the Plus tier's
5-object cap and 1,500 monthly workspace credits push most scaling teams to Pro within 6-12 months, faster than
budgeted. Venntive's Grow plan is $6,000 all in — every feature, no credit wallet to forecast, no metered automation
to run out of mid-month.

| 2. The Al-Native Promise vs. the Manual Reality

Attio markets itself as Al-native, and the object-based data model is genuinely well-built. But independent analysis and
reviewers converge on the same gap: Attio behaves like a well-designed structured database that still needs human
caretakers. Manual data entry is still required for most workflows, native automation is described as weak for complex
processes, and reporting is a recurring complaint — 23 mentions on G2 for missing features like weak reporting and
automation triggers.

The sharpest version of this for a revenue team: Attio's “last interaction” attribute only updates via email and isn't editable — if
an SDR calls a prospect twice this week, the CRM still shows no recent interaction. That's a different mechanism than the
sales/marketing/finance definition mismatch that plagues larger CRMs, but the outcome is the same: the system's record of
what actually happened isn't reliable.

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



« “Last interaction” only updates via email — calls and
other touches don't register

* No unified inbox — reps open individual records to
see email threads

* No native automated duplicate detection

* Weak reporting and automation triggers, per repeated
G2 feedback

» Workflow and webhook setup described as unintuitive
even with documentation

« Metered Al/automation credits create a second cost
layer on top of seats

 All communications tracked, including external email
accounts connected via IMAP — not just one channel
¢ One platform — CRM, email, pipeline, contacts,
analytics, one logic throughout

* New Contact/Company records flagged automatically
on likely duplicates

« Easy no-code customization — configured by your
team, not a credit-metered add-on

* Nothing paywalled or metered — full feature set, one
flat cost

» One true source of truth — no reconciling what “last
contacted” actually means

3. Data Ownership, Security, and Business Continuity

To be fair to Attio: it holds ISO 27001, which satisfies a real baseline of security expectations, and its data model is genuinely
well-engineered. The gap that matters most for a revenue-critical system is contractual, not technical: as of mid-2026, Attio
has not published a SOC 2 Type Il report, and no Attio plan — including Enterprise — includes an SLA. Independent
reviewers flag this as the complaint with the most operational weight: one team's server outage cost real leads with no

contractual recourse available.

Standard Attio

Security certification
report as of mid-2026

ISO 27001; no published SOC 2 Type Il

Venntive

Data security is a first-class design principle
across the platform

Built for revenue-critical, always-on reliability

Service-level No SLA on any plan, including Enterprise —
commitment outages carry no contractual recourse
Recordkeeping Standard export available; no published

immutability/audit-trail guarantee

Communications capture
interaction” only reflects email

Data portability
plans — a genuine strength

Email/calendar sync per account; “last

Free Import2-powered migration on paid

Nightly backups; deletions are logged,
auditable, and recoverable on request

All communications tracked, including
external accounts via IMAP

Your data, fully portable, always

For most firms — especially any with regulated or compliance-sensitive clients — Venntive's stronger
recordkeeping and reliability posture is the right fit. The exception is narrow: very early-stage teams comfortable
accepting outage risk in exchange for Attio's flexible data model may find that trade-off acceptable at their current

stage.

4. The Switching Cost Question

Step What It Means in Practice

Data migration

Attio's Import2-powered migration is genuinely free and fast — one of its real strengths,

and Venntive's own migration path is comparably straightforward

Integration breadth

Attio's native integrations are thin; most real connections route through Zapier, adding

per-Zap cost on top of seat and credit pricing

Team onboarding

Reviewers describe workflow and webhook setup as unintuitive even with documentation

— “it took me longer than expected to learn” is a recurring theme

Support
sits notably low

Inconsistent response times reported across plans; Capterra's customer-service score



Step What It Means in Practice

Ongoing support

Direct access with no tiered support model to navigate

| 5. Who Attio Is Actually Built For — and Who Venntive Is Actually Built For

« Technical, early-stage teams who want to build their

own data model from scratch
* Teams comfortable investing time in the Attio
Academy to unlock full potential

« Very small teams (under 20) that value flexibility over

out-of-the-box structure

« Startups that can tolerate no SLA and no SOC 2 Type

Il report today
» Teams willing to forecast and manage a metered
credit budget alongside seat costs

¢ Revenue teams — sales and marketing alike — that
need one trusted number, not a flexible database that
still needs a human caretaker

e Firms — startup through enterprise — that want
automation and reporting working out of the box

* Professional services, financial services, and
healthcare-adjacent firms that need real compliance and
reliability, not a growing company's roadmap promise
» Teams that want one flat cost, not seats plus a
metered credit wallet

* Deliberate buyers who want control and clarity, not a
system they have to build themselves

For most B2B revenue teams, Venntive is the stronger choice: one system, one number, automation and
reporting that work from day one, and a flat cost with nothing metered. The exception is narrow: very

early-stage, technical teams who want to hand-build their own data model and can tolerate today's reliability

trade-offs may find Attio's flexibility fits where they are right now.

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 July 2026. Attio pricing
varies by billing cadence, credit usage, and negotiated discounts; the cost example represents a typical 10-person team on the Pro plan and is provided for
illustrative purposes. | venntive.com | Less friction. More business.



