
DealCloud vs. Venntive: The
Deep-Dive venntive

For B2B operators evaluating deal-platform CRMs for marketing fit — the full picture before you decide

|  1. What DealCloud Actually Costs a Marketing Team
Unlike HubSpot, DealCloud does not publish per-seat pricing — Intapp quotes custom, and the number depends on user
count, integrations, and customization scope. That opacity is itself worth noting: it means every prospective buyer negotiates
from a weaker position than they would with transparent tiers. Here is what independent analysis and user reviews put on the
table.

Cost Category What Independent Sources Report Estimate

Annual software license 4Degrees' 2026 private-market CRM pricing guide: commonly low six
figures annually; high six figures for larger or multi-office firms

$100K–$700K+/y
r

Implementation A paid, multi-month project to configure workflows, reporting, and
permissions — separate from the license

Multi-month,
billed

Ongoing
customization/admin

Most firms retain a dedicated internal admin or consultant relationship
to maintain configuration as process changes; reviewers describe
very limited native APIs, with DealCloud staff at times suggesting
customers build their own integrations

Ongoing,
recurring

Marketing tooling Native email builder described by users as poor enough that
DealCloud's own support recommended bringing your own email tool

Often a 3rd-party
add

Venntive Grow Plan —
Year One

7,500 contacts, 2 seats included, $50/mo per additional user. All
features, no paywalls. Overage rates decrease as you grow. Free
onboarding on annual plan.

$6,000 — all in.

“Enterprise-grade” for a deal-governance platform means enterprise pricing and an ongoing services relationship —
reasonable for a regulated deal-ops team, a heavy ask for a marketing function that just needs campaigns and clean
reporting. Venntive's Grow plan is $6,000 all in: every feature, no paywalls, no consultant retainer required.

|  2. The Marketing Bolt-On Tax
DealCloud was built for deal sourcing, pipeline governance, and LP relationships — marketing is a module riding on top of
that architecture, not the reason the platform exists. That shows up directly in how marketing teams describe using it.

DealCloud: Marketing as a Module Venntive: Marketing as a Native Citizen

• Email builder described as poor enough that support
recommends “bring your own email”
• Code often stripped from custom templates without
explanation
• Reporting/exporting described as time-consuming and
bug-prone
• Heavy customization requires technical expertise or
paid consultants
• Mobile experience called weak to non-functional
• Marketing data lives inside a system designed around
deal records, not campaigns

• Marketing, CRM, pipeline, and analytics share one
database from day one — the Power of One
• Easy no-code customization — configured by your
team, not a retained consultant
• Nothing paywalled — full feature set at every tier
• Mobile is a PWA — works everywhere, no separate
app to fall behind on
• Robust API, native Zapier integration, and an MCP
launching soon
• One true source of truth — no reconciling numbers
across systems



The integration tax here isn't hub-to-hub friction like HubSpot — it's architectural mismatch. Every hour your team spends
working around a deal-tracking data model to do marketing is an hour not spent on campaigns. That cost doesn't show up on
the DealCloud invoice either.

|  3. Data Ownership, Security, and Compliance
DealCloud was purpose-built for regulated financial and professional services firms, and its deal-governance tooling is
genuinely deep. But the compliance foundation underneath fund-level tooling — immutable records, full communications
capture, document custody, information barriers, and conflict detection — is largely already present in Venntive's
architecture, confirmed feature by feature below. The real gap is narrower than it looks: structured fund/LP objects (capital
accounts, side letters, MFN clauses) that DealCloud models natively and Venntive would need to build via its API/MCP.

Standard DealCloud Venntive

Recordkeeping
immutability

Deep — deal/LP governance, audit trails
built for exam readiness

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

Communications capture Captures activity within the platform All communications tracked, including
external email accounts connected via IMAP

Document custody Deal-room document management Contracts/agreements/forms return date-
and time-stamped, attached to the Contact's
profile

Information barriers Permissioning by fund/deal team Groups function independently; related
Groups live in folders

Conflict-of-interest
detection

Native conflict-management tooling across
the deal book

New Contact/Company records are flagged
on likely duplicates; any flag can require
view-and-approve/deny via a workflow
trigger before finalizing

Fund/LP-native objects Native: capital accounts, side letters, MFN
clause tracking

Not yet native — the one genuine gap,
buildable via API/MCP

For most firms, Venntive is the stronger choice here too: it already covers the compliance foundation — immutable
recordkeeping, comms capture, document custody, information barriers, and conflict detection — at a fraction of
DealCloud's price. The exception is narrow: firms that need structured fund/LP objects like side letters and MFN
tracking will find that DealCloud has it natively today, while Venntive would need it built via the API/MCP.

|  4. The Switching Cost Question

Step What It Means in Practice

Data migration Reviewers describe very limited native APIs; extracting a clean dataset can require
technical effort or a consultant

Email/marketing migration Because email tooling was often bypassed (“BYOE”) in the first place, this piece may
already live outside DealCloud — simplifying the move on that front specifically

Team onboarding One platform to learn, not a deal-tracking system with marketing bolted in a different logic
on top

Integration setup Venntive's Zapier connector and API mean existing tool connections migrate without
custom development work

Ongoing support Direct access, no SOW required for a call — a contrast reviewers specifically flag as a
DealCloud pain point when frustration escalates



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

Who DealCloud Is Actually Built For Who Venntive Is Actually Built For

• PE, VC, and investment banking firms with dedicated
deal-ops teams
• Firms needing fund-level LP reporting and conflict
management
• Organizations with budget for six-figure annual
licenses plus professional services
• Teams with in-house technical capacity or a
consultant retainer to maintain configuration
• Firms whose marketing need is secondary to deal
governance

• Firms — startup through enterprise — that want
marketing native, not bolted on
• Professional services, financial services, and
healthcare-adjacent firms needing real compliance
without fund-level overhead
• Teams that want no-code customization instead of a
consultant relationship
• Marketing agencies and operators who want one
unified system, not six
• Firms that want to be rewarded for growth, not billed
more as they scale

For most B2B revenue teams — including most professional services and financial services firms —
Venntive is the stronger choice: marketing native instead of bolted on, one true source of truth, and a
compliance foundation already in place at a fraction of the cost. The exception is narrow: firms that need
fund-level deal governance and LP reporting, and have the budget and team to run it, should still weigh
DealCloud on those specific dimensions.

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 AI based on publicly available pricing and product information, independent industry analysis, and verified user reviews
as of July 2026. DealCloud does not publish list pricing; cost figures reflect independent third-party analysis and are provided for illustrative purposes. |
venntive.com | Less friction. More business.


