
Pipedrive vs. Venntive: The Deep-Dive
For revenue teams — sales and marketing alike — evaluating Pipedrive against a unified Revenue
Architecture

1. What Pipedrive Actually Costs Once Marketing Gets Involved

Pipedrive's per-seat pricing is genuinely low at the pure-sales level — Lite ($14), Growth ($39), Premium ($49), Ultimate

($79) per user/month, annual billing. The catch: email marketing is a separate paid add-on on every single plan, including

Ultimate. There's no tier where it's included.

Line Item Details Annual Cost

Pipedrive Growth $39/seat/month × 10 seats, billed annually — needed
minimum for email sync and workflow automation

$4,680

Campaigns add-on Email marketing — never included on any plan, even
Ultimate; starts at $16/month, scales with contact list size

$192–$600+

Web Visitors add-on Identifying website traffic — $49–$299/month depending on
volume, needed for any inbound visibility

$588–$3,588

Zapier (for advanced
automation)

Built-in automation is limited even on higher tiers; complex
workflows commonly require an external connector

$240+

Pipedrive Year One Total
(functional revenue stack)

Once marketing and real automation are added, not just
pipeline tracking

~$5,700–$9,100+

Venntive Grow Plan — Year One 7,500 contacts and 2 seats included; $50/mo per additional
user. CRM, email marketing, and automation native —
nothing excluded from every tier.

$6,000 — all in.

The pure-pipeline price is a fair win for Pipedrive. The moment a firm needs actual email marketing — not sales email

sync, but sending campaigns — that's a cost Pipedrive structurally never includes, at any price point.

2. A Sales Pipeline Tool, With Marketing Permanently Bolted On

To Pipedrive's credit, it's genuinely excellent at what it was built for: visual, intuitive pipeline management that reps adopt

fast without training. Capterra rates it 4.5/5 across 3,000+ reviews, and reviewers consistently praise it for not trying to do

everything — a real, earned strength for pure outbound sales motions.

The structural issue is that “not trying to do everything” means marketing was never actually built in — it was added later

as Campaigns, a genuinely lightweight add-on. Reviewers are direct about the ceiling: Campaigns offers basic sends and

segmentation but “cannot replace full marketing automation tools” — no behavioral triggers, no lead scoring, no nurture

flows. Reporting is the single most consistent complaint across every review platform (TrustRadius rates Pipedrive's

reporting category 14% below its own category average), and real customization is gated behind Premium and above.

Support is live-chat-and-knowledge-base only — no phone support — with reviewers on G2 describing unresolved billing

disputes and support tickets rated at zero out of five.

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

That's a harder claim to back when reporting is the platform's most-cited weakness and marketing activity lives in a

separate, lighter-weight add-on from the pipeline it's supposed to be feeding.



Pipedrive: Pipeline Tool, Marketing Bolted On Venntive: One Platform, Marketing Native

Email marketing (Campaigns) is a separate paid add-on on
every tier — never included

Marketing automation native to the platform, no separate
purchase required

Campaigns has no behavioral triggers, lead scoring, or
nurture flows, per reviewer consensus

Automated sequences and workflows built for the full
communication record

Reporting is the most consistently cited weakness across
G2, Capterra, and TrustRadius

One number for pipeline, commit, and revenue — no
reconciliation step

Custom reporting gated behind Premium tier and above Easy no-code customization available from day one

No phone support; reviewers report unresolved billing
disputes

Direct, consistent access to support

Firms in the 51–200+ employee range frequently migrate
away once they hit scaling limits

Built to scale from startup through enterprise on the same
platform

3. Where It Holds Up, and Where the Ceiling Is

To be fair to Pipedrive: for a small, outbound-focused sales team, it's a legitimately strong, fast-to-adopt tool — industry

consensus places its sweet spot at 5–50 employees with straightforward B2B sales cycles. The honest limitation is what

happens past that point. Firms in the 11–50 range report hitting reporting, automation, and integration limits; firms above

51–200 frequently describe Pipedrive as suitable only for smaller businesses and migrate to platforms like HubSpot or

Salesforce.

Standard Pipedrive Venntive

Marketing automation Add-on only, on every tier, with no behavioral
triggers or lead scoring

Native to the platform, included

Reporting depth Most-cited weakness across review platforms;
custom reports gated to Premium+

One true source of truth, no tier gating

Support model No phone support; live chat and knowledge
base only

Direct, consistent access

Scaling ceiling Reviewers and analysts place a practical
ceiling around 50 employees

Built to scale from startup through enterprise

Data portability Export available; deals over capacity limits are
auto-deleted after one year on lower tiers

Your data, fully portable, always, never
permanently deleted

For most B2B firms that need marketing and sales working from the same record, Pipedrive's add-on structure means

paying extra for something Venntive includes by default — and running into a reporting ceiling reviewers name

consistently. The exception is narrow: small, outbound-only sales teams with no near-term marketing automation needs

may find Pipedrive's pure-pipeline price and simplicity hard to beat today.

4. The Switching Cost Question

Step What It Means in Practice

Data migration Contacts and deals export cleanly; complex migrations through certified partners run
$2,750–$16,075 depending on scope, per Pipedrive's own documented pricing

Add-on consolidation Moving from CRM + Campaigns + Web Visitors + Zapier to one platform removes three
separate subscriptions, not just simplifies one



Step What It Means in Practice

Team onboarding Reviewers describe Pipedrive's core CRM as fast to adopt; Venntive's no-code setup is
comparably fast, with marketing included rather than a separate learning curve

Integration setup Venntive's Zapier connector and API mean existing tool connections migrate without
needing Zapier as permanent glue infrastructure

Ongoing support Direct, consistent access — no missing phone-support tier to work around

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

Who Pipedrive Is Actually Built For Who Venntive Is Actually Built For

Small, outbound-focused sales teams (5–50 employees)
with straightforward B2B sales cycles

B2B firms — startup through enterprise — that need
marketing and sales native to one platform

Teams that don't need marketing automation beyond basic
email sends

Firms that want behavioral automation, sequences, and
lead scoring included, not add-on

Organizations comfortable without phone support Teams that want direct, consistent support

Firms that haven't yet hit the reporting or scaling ceiling
reviewers describe past 50 employees

Firms that want reporting and customization available from
day one, not gated to higher tiers

For most B2B firms, Venntive is the stronger choice: marketing and sales native to one platform, with reporting,

automation, and support included rather than layered on as paid add-ons — versus Pipedrive's real strength in pipeline

simplicity, undercut by a marketing add-on that reviewers say can't replace real marketing automation and a reporting gap

that's the platform's most consistent complaint. The exception is narrow: small, outbound-only sales teams with no

near-term marketing needs may find Pipedrive's pure-pipeline price and fast adoption hard to beat today.

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 and verified user reviews as of August 2026. Pipedrive
pricing varies by configuration and negotiated discounts; the cost example represents a typical 10-person B2B firm scenario using Pipedrive Growth plus
required add-ons and is provided for illustrative purposes. | venntive.com | Less friction. More business.


