Microsoft Dynamics 365 vs. Venntive: The Deep-Dive

For revenue teams — sales and marketing alike — evaluating Dynamics 365 against a unified Revenue
Architecture

1. What Dynamics 365 Actually Costs a 10-Person B2B Firm

Dynamics 365's per-seat pricing looks orderly on Microsoft's site — Sales Professional ($65), Sales Enterprise ($105),
Sales Premium ($150, 10-user minimum) per user/month. What the pricing page doesn't show is that license cost typically
represents only 20-35% of a real Dynamics 365 project's total three-year cost — everything else (implementation,
integration, training, ongoing support) is invisible until you're already evaluating a proposal.

Sales Enterprise $105/seat/month x 10 seats, billed annually — the tier most firms ~ $12,600/year
need for advanced customization and Al-assisted forecasting

Copilot for Sales $50/user/month add-on — Microsoft's own Al sales assistant is $6,000/year
gated behind an extra charge, not included even at Enterprise

Implementation Requires a certified third-party partner in virtually all cases; basic $25,000+
deployments start around $25,000, scaling well past $500,000 for ~ (one-time)
larger rollouts

Unified Support Microsoft's enterprise support tier; standard support is reactive $25,000/year
and ticket-based with no real SLA — a real SLA requires Unified (optional but
Support, priced as a share of total Microsoft spend, starting consistently
around $25,000/year recommended)

Dynamics 365 Year One Total License + Copilot + baseline implementation, before Unified ~$43,600+

(functional, Al-enabled, Support

supported)

Venntive Grow Plan — Year One 7,500 contacts and 2 seats included; $50/mo per additional user. $6,000 — all in.
Al (NOVA) and ticket/email support included, no implementation
partner required. Added training or new-user onboarding beyond
initial setup billed at $250/hour.

Even the license-only comparison favors Venntive by a wide margin. Once implementation and Microsoft's own Al add-on
are counted — as they almost always must be — the gap isn't close.

2. Enterprise-Grade Depth, Built to Require a Partner to Access

To Dynamics 365's credit, this is genuinely capable software for organizations with complex, multi-department operations
— deep Microsoft 365 integration, predictive lead scoring, and a modular structure that lets firms add Customer Service,
Marketing, or Finance as they grow. For firms already deep in the Microsoft ecosystem with dedicated IT resources, that
depth is real.

The catch is that the depth is inseparable from the complexity. G2 rates Dynamics 365 Sales at 3.8/5 across 1,611 reviews
— notably lower than the small-business CRM norm — with specific categories telling the real story: ease of setup at
7.2/10, ease of admin at 7.6/10, and product direction at just 6.3% positive. Reviewers consistently cite a steep learning
curve and describe customization as complex enough to cause real implementation delays. Independent consultants are
blunt about why: “the feasibility of implementation can sometimes be confusing,” and success depends heavily on partner
quality — a weak implementation partner with a strong product is described as a worse outcome than a strong partner with
an imperfect one. Out-of-the-box reporting is also cited as needing enhancement, not something that works well by default.



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

That's a hard promise for a platform where implementation success itself depends on which third-party partner you
happened to hire, and where “how it's configured” varies project to project in ways that make two Dynamics 365
deployments look like two different products.

Dynamics 365: Powerful, Partner-Dependent Venntive: One Platform, No Partner Required
Nearly all real deployments require a certified No-code customization by your own team, no partner
implementation partner — outcomes vary significantly by required

partner quality

Copilot (Al) is a separate $50/user/month add-on, not Al (NOVA) built into the platform itself, no additional charge
included even at Enterprise or Premium tiers

G2 rates ease of setup 7.2/10 and product direction only Free 7-day trial, straightforward setup, no credit card
6.3% positive

Standard support is limited; a real SLA requires a Ticket and email support included; added training or
~$25,000/year Unified Support add-on new-user onboarding beyond the annual account setup (or
the monthly plan's onboarding fee) is billed at $250/hour

Out-of-the-box reporting cited as needing enhancement One number for pipeline, commit, and revenue, working by
default

Steep learning curve consistently cited across reviews Easy no-code customization, built for a lean team to run
itself

3. Where the Depth Genuinely Fits, and Where It's Overbuilt

To be fair to Dynamics 365: for large, multi-department organizations already standardized on Microsoft 365, with the IT
resources to manage an implementation partner relationship and the budget to treat software as a multi-year infrastructure
project, this depth is a legitimate fit. The honest question for a smaller or mid-sized B2B firm is whether that depth is being
paid for whether it's used or not.

Implementation dependency Virtually always requires a certified partner; Self-serve setup, no partner required
project success tracks partner quality

Al availability Gated behind a separate Copilot add-on at Included natively, no add-on
$50/user/month

Support/SLA Standard support limited; real SLA requires Ticket/email support included; added training
~$25,000/year Unified Support or new-user onboarding beyond initial setup

billed at $250/hour

Ecosystem dependency Full value requires deep Microsoft 365 Works across any email provider or
integration ecosystem
Multi-app cost structure Additional modules (Customer Service, One flat plan covers the full platform

Marketing) priced via attach licensing, still
per-user, per-app

For most B2B firms, Dynamics 365's real cost and implementation dependency are proportionate to enterprise-scale,
multi-department complexity — not a lean revenue team's actual needs. The exception is narrow: large organizations
already standardized on Microsoft 365, with dedicated IT and a trusted implementation partner already in place, may find
that depth genuinely worth the investment.



4. The Switching Cost Question

Data migration Migration complexity is directly tied to how deeply the Dynamics 365 instance was
customized during its original implementation

Partner dependency Any organization currently dependent on an implementation partner for changes loses that
dependency entirely moving to a no-code platform

Team onboarding Reviewers consistently cite a steep learning curve for Dynamics 365; Venntive's no-code
setup is designed to avoid that curve from day one

Integration setup Venntive's Zapier connector and APl mean existing tool connections migrate without
requiring a certified partner

Ongoing support Ticket and email support included; no separate Unified Support tier required to reach a
responsive baseline

5. Who Dynamics 365 Is Actually Built For — and Who Venntive Is Actually Built
For

Who Dynamics 365 Is Actually Built For Who Venntive Is Actually Built For

Large, multi-department organizations already standardized = B2B firms — startup through enterprise — that want to

on Microsoft 365 configure their own system without a partner

Firms with dedicated IT resources and an established Teams that want Al included natively, not gated behind a
implementation partner relationship separate add-on

Organizations treating CRM as a multi-year infrastructure Firms that want responsive ticket support included, with
project with a corresponding budget training/onboarding priced transparently rather than bundled

into a support-tier SLA

Teams that need Finance, Supply Chain, or other ERP Professional services and B2B firms that need marketing,
modules alongside CRM sales, and pipeline unified without ERP-scale complexity

For most B2B firms, Venntive is the stronger choice: no-code setup with no implementation partner required, Al included
rather than a paid add-on, and responsive support included with training priced transparently — versus Dynamics 365's
real strength in deep enterprise and ERP-scale customization, undercut by a total cost of ownership where license fees are
only a fraction of the real number. The exception is narrow: large, Microsoft-standardized organizations with dedicated IT
and an established implementation partner may find that depth genuinely worth the investment.

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.
Dynamics 365 pricing varies by configuration, licensing model, and negotiated discounts; the cost example represents a typical 10-person B2B firm
scenario using Sales Enterprise plus baseline implementation and is provided for illustrative purposes. | venntive.com | Less friction. More business.



