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Unvar nished Reviews Research

This report synthesizes data from 25,000+ verified user reviews and practitioner community posts collected
from G2, Capterra, TrustRadius, Peer Spot, Spiceworks, Reddit r/marketing and r/salesforce, and the
Salesforce Trailblazer Community. Pricing data reflects vendor pricing pages, independent procurement
analysis, Salesforce licensing documentation, Klaviyo SEC filings, and enter prise contract benchmark data
current as of June 2026. Full research methodology at unvar nishedreviews.comymethodol ogy. Research Notes
available on request at editorial @unvar nishedreviews.com.

TheVerdict Up Front

Salesforce Marketing Cloud is not one product. It isfour distinct products under one brand name, Marketing
Cloud Engagement (B2C email and journey orchestration), Marketing Cloud Account Engagement (B2B lead
nurture, formerly Pardot), Marketing Cloud Growth (newer, built natively on Salesforce CRM), and
Marketing Cloud Intelligence (analytics and attribution). Each carries a separate pricing model and islicensed
independently. A 500,000-contact B2C enterprise deployment running Engagement Enterprise plus
Personalization plus Intelligence lands at $720,000 to $1.6 million per year before negotiation. Independent
reviews routinely identify $300,000 to $600,000 of recoverable overspend through edition rationalization.
"Salesforce Marketing Cloud pricing”" means something different in every quote, and every quote tells only
part of the story.

HubSpot Marketing Hub is the all-in-one marketing platform for B2B organizations from startup to
mid-market enterprise. Its unified data model, marketing, sales, service, and operations sharing the same
database, eliminates the Salesforce integration tax that drives significant complexity and cost in Marketing
Cloud deployments. It is consistently rated higher for usability across G2, Capterra, and TrustRadius. Its
mandatory onboarding fees, per-contact pricing overages, and the 78.6% Professional-to-Guru price jump are
the documented cost surprises that exceed the pricing page estimate by 20%-30%. For the majority of B2B
marketing teams: HubSpot is the correct default.

Klaviyo is the e-commerce marketing automation platform that has grown to 160,000+ customers, $293
million in Q2 2025 revenue (32% year-over-year growth), 108% Net Revenue Retention, and 76% gross
margins, making it one of the fastest-growing and most efficient marketing software companiesin the public
markets. During the 2025 BFCM holiday weekend, Klaviyo customers drove 42% of total revenue through
email and SMS alone. Its Shopify integration is the deepest in the category. Its limitation: it is purpose-built
for B2C e-commerce. For B2B SaaS, professional services, or complex enterprise marketing, Klaviyo is not
the right answer.



The straight framing for this comparison: these three platforms serve fundamentally different buyer profiles.
Choosing Salesforce Marketing Cloud for a 50-person B2B SaaS company, or choosing Klaviyo for aB2B
professional services firm, or choosing HubSpot for alarge-scale B2C retailer, all are common mistakes with
documented consequences. The platform question is secondary to the buyer profile question.

First: Understanding What Salesforce Marketing Cloud Actually I's

Before any comparison, buyers must understand that " Salesforce Marketing Cloud” refers to four separate
products with separate licensing:

Marketing Cloud Engagement (M CE), the original Salesforce Marketing Cloud, built for B2C email
marketing, SM'S, push notifications, and journey orchestration at scale. Org-based pricing, not per-user. Starts
at $1,250/org/month (Professional, 10,000 contacts). Corporate tier: $3,750-$4,200/org/month. Enterprise:
$15,000-$45,000+/month at typical enterprise contact volumes. This is the platform most commonly meant
when someone says " Salesforce Marketing Cloud."

Marketing Cloud Account Engagement (M CAE), formerly Pardot, built for B2B lead nurture, scoring, and
Salesforce CRM integration. Contact-based pricing. Growth: $1,250/month (10,000 contacts). Plus:
$2,750/month. Advanced: $4,400/month. Premium: $15,000/month (75,000 contacts). B2B organizations
evaluating "Salesforce Marketing Cloud" often discover mid-evaluation that MCAE is the relevant product,
not MCE.

Marketing Cloud Growth, Salesforce's newer offering built natively on the Salesforce core platform,
designed for organizations that want marketing capability without MCE's legacy complexity. Simpler
architecture, faster setup. Less mature. Priced differently from MCE and MCAE.

Marketing Cloud Intelligence (formerly Datorama), marketing analytics and attribution. Add-on to other
Marketing Cloud products.

The product confusion isnot incidental. Practitioners describe this consistently. Buyers who start evaluating
"Salesforce Marketing Cloud" often discover they've been scoping the wrong product line several monthsinto
the evaluation. Getting the product decision right before scoping is the most important step in a Salesforce
marketing evaluation.

Platform Ratings at a Glance

HubSpot Marketing Hub 4415 45/5 Unified B2B all-in-one, 2-6
week onboarding

Salesforce Marketing Cloud 40/5 41/5 Enterprise B2C/B2B scale,
journey orchestration



Klaviyo 46/5 4715 E-commerce specialization,
Shopify depth

Klaviyo's 4.6-4.7 ratings reflect genuine satisfaction from buyers who are using the right tool for the right use
case. Salesforce Marketing Cloud's 4.0-4.1 ratings reflect a more complex picture: the platform's power is
real, but the implementation complexity, pricing confusion, and operational overhead consistently drive down
satisfaction scores relative to its competitors.

M ar ket Position and Financial Momentum

Klaviyo (NASDAQ: KVYO): Q2 2025 revenue $293 million, 32% year-over-year growth, 108% NRR, 76%
gross margins, 160,000+ customers. International revenue growing at 42% in EMEA and APAC. The
company estimates its total addressable market at $68 billion, expanding to $160 billion with autonomous
CRM capabilities. During 2025 BFCM, email and SM S drove 42% of total customer revenue, one of the
clearest published demonstrations of marketing automation ROI available.

HubSpot: 288,706 customers (Q4 2025), $3.1B revenue, 23% Q1 2026 growth. Net Revenue Retention of
105%. Upmarket momentum: deals over $10,000 MRR grew 41% in 2025.

Salesforce Marketing Cloud: No separate revenue disclosure, reported within Salesforce's $37.9B FY 2025
total. Marketing Cloud is Salesforce's second-largest cloud by revenue, estimated at $5-7B annually.
Enterprise penetration is dominant; the majority of Fortune 500 B2C brands run some component of
Salesforce Marketing Cloud.

What Users Actually Report

Salesforce M arketing Cloud: What Works

G2 and Capterra enterprise reviewers consistently validate three genuine strengths: journey orchestration
depth at enterprise scale, multi-channel campaign management (email, SM S, push, social), and the depth of
integration with Salesforce Sales Cloud when properly configured.

Journey Builder, MCE's visua campaign orchestration tool, is specifically described as the most capable tool
for complex, multi-step, multi-channel customer journeys. For enterprise B2C organizations sending millions
of personalized communications across email, SM S, and push simultaneously, Journey Builder's depthis
genuinely difficult to replicate in competing platforms.

For organizations already deeply embedded in the Salesforce ecosystem, Sales Cloud, Service Cloud, and
Data Cloud, Marketing Cloud's native data access and shared customer record is a meaningful architectural
advantage that reduces integration overhead.

Salesforce Marketing Cloud: What Doesn't Work



The product naming and structur e creates genuine procur ement confusion. Practitioners describe
evaluating the wrong product for months. The 2022-2023 product renaming, ExactTarget became M CE,
Pardot became M CAE, and the subsequent addition of Marketing Cloud Growth created a naming landscape
that even seasoned I T sourcing teams find challenging.

Implementation costs ar e enter prise-scale. Simple Marketing Cloud implementations start at $10,000.
Complex enterprise deployments regularly run $200,000-$500,000+ in professional services. Premium
support adds 30% of net license fees annually. A Corporate+ contract at $66,000/year can cross $100,000 with
add-ons before implementation is included.

I ndependent reviews identify $300,000-$600,000 of recover able over spend in typical enterprise Marketing
Cloud deployments, through edition rationalization, contact-tier right-sizing, and module rationalization.
Organizations signing multi-year Marketing Cloud contracts without a detailed license audit consistently

overpay.

The contact overage and usage monitoring burden is continuous. Marketing Cloud's contact-tier and
message-volume model means that exceeding limits generates automatic charges. Organizations that don't
monitor usage closely encounter billing surprises at renewal that are structurally similar to the cloud billing
shock documented in the AWS vs. Azure vs. GCP report.

HubSpot Marketing Hub: What Works

G2 and Capterrareviewers consistently praise unified data, ease of onboarding, and the breadth of the
integrated platform. The core HubSpot value proposition, marketing, sales, service, and CRM sharing the
same database without integration overhead, is documented consistently as the platform's most meaningful
operational advantage.

The drag-and-drop workflow builder, visual email editor, and pre-built dashboard templates are specifically
designed for marketers who don't write code. Onboarding takes 2-6 weeks, materially faster than Salesforce
Marketing Cloud's 2-6 month typical timeline.

HubSpot's Spring 2026 AEO (Answer Engine Optimization) and Al visibility tracking capabilities, tracking
brand mentionsin ChatGPT, Perplexity, and Google Al Mode, position it at the frontier of emerging search
behavior, agenuinely differentiated capability for B2B marketing teams building Al-era content strategy.

HubSpot Marketing Hub: What Doesn't Work

Thethree-axis pricing model producesfirst-year surprises. Per-seat pricing, per-marketing-contact
pricing, and mandatory non-negotiable onboarding fees (Professional: $3,000; Enterprise: $6,000-$7,000)
combine to produce invoices 20%-30% above listed prices. Contact overages, $225/month per additional
5,000 contacts above tier, are the most common unplanned cost.

The 78.6% Professional-to-Guru jump (from $890/month to $1,600/month) with no meaningful middle tier
forces teams into either under-tooled or significantly more expensive configurations than their initial budget
planned for.

Category depth limitations. HubSpot's bet is breadth plus unified data, not category-best depth. For
e-commerce revenue attribution: Klaviyo wins at lower cost. For enterprise B2B Salesforce-native lead



scoring: MCAE delivers architecture HubSpot's connector model can't replicate. For teams whose primary
need maps to a category specialist, HubSpot's breadth argument doesn't pay off.

Klaviyo: What Works
G2 and Capterrareviewers, concentrated in e-commerce, consistently identify three strengths. Shopify
integration depth, predictive analytics, and e-commerce revenue attribution.

Klaviyo's Shopify integration is purpose-built and the deepest in the category. Real-time sync of purchase
history, browsing behavior, cart abandonment, product affinity, and CLV data feeds directly into
segmentation and automation. For DTC brands and Shopify-native retailers, the integration removes the data
plumbing overhead that HubSpot and Salesforce Marketing Cloud require for equivalent segmentation.

Klaviyo's predictive analytics, predicting next order date, CLV, and churn risk from behavioral data, are
specifically called out as delivering actionable segmentation that generic marketing platforms cannot replicate
from transaction data alone.

The 2025 BFCM performance data from Klaviyo's SEC filing is the clearest published ROI demonstration in
the category: Klaviyo customers drove 42% of total revenue through email and SMS on peak days, with text
revenue growing 25% Y oY and SMS send volume up 34%.

Klaviyo: What Doesn't Work

Klaviyo is purpose-built for B2C e-commer ce. B2B SaaS companies, professional services firms, and
organi zations without transaction data as the primary marketing signal are not Klaviyo's target buyer. The
platform's segmentation, automation templates, and attribution model are optimized for purchase behavior,
less relevant for lead nurture, account-based marketing, or B2B pipeline management.

Pricing scales with contact and email volume, the same contact-tier model that creates Salesforce
Marketing Cloud overage risk. Organizations with large contact databases and high send frequency encounter
Klaviyo cost scaling that makes HubSpot's fixed-tier model more predictable.

Limited B2B CRM functionality. Klaviyo's CRM capabilities are designed for the B2C customer
relationship, not the B2B sales cycle. Organizations that need to track deal stages, manage sales sequences,
and attribute marketing to revenue across a multi-touch B2B pipeline need HubSpot or Salesforce.

Pricing Reality (June 2026)

Salesforce Marketing Cloud Engagement (B2C)

Professional $1,250/org/month 10,000
Corporate $3,750-$4,200/org/month Custom

Enterprise $15,000-$45,000+/month Custom



Add-ons at enterprise scale: Personalization, Intelligence (Datorama), SM 'S messaging (now separate SKU
from email), and premium support (30% of net license fees). A 500,000-contact enterprise deployment:
$720,000-$1.6M/year before negotiation.

Salesforce Marketing Cloud Account Engagement / MCAE (B2B, formerly Pardot)

Growth $1,250/month 10,000
Plus $2,750/month 10,000
Advanced $4,400/month 10,000
Premium $15,000/month 75,000

HubSpot Marketing Hub

Starter $20/seat/month Basic automation
Professional $890/month (3 seats, 2K contacts) + mandatory $3,000 onboarding
Enterprise $3,600/month (5 seats, 10K contacts) + mandatory $6,000-$7,000 onboarding

Contact overages. $225/month per additional 5,000 contacts above tier. Budget 20%-30% above listed prices.

Klaviyo
N S S
Free $0 Up to 250 contacts, 500 emails/month
Email From $20/month Based on contact count
Email + SMS From $35/month Based on contact count + SMS credits

Klaviyo's pricing scales with active profiles and send volume. A 50,000-contact list with email: approximately
$400/month ($4,800/year). Adding SMS increases cost based on message volume.

TCO Comparison: Mid-Market B2B, 25-Person Marketing Team

HubSpot Professional $14,880-$20,000 B2B all-in-one marketing

MCAE Plus $33,000/year Salesforce-native B2B nurture
Klaviyo Email + SMS $4,800-$12,000 B2C e-commerce brands

MCE Corporate $45,000-$50,400/year B2C enterprise journey orchestration

The Decision Framewor k



Choose Salesfor ce Marketing Cloud Engagement (M CE) if:

You are alarge B2C enterprise requiring multi-channel journey orchestration at scale, email, SMS, push,
and socia in coordinated campaigns across millions of contacts

Y ou are deeply embedded in the Salesforce Sales Cloud and Service Cloud ecosystems and the shared
customer record is architecturally essential

Y ou have fully scoped which Marketing Cloud product you actually need, and verified it is MCE rather
than MCAE or Growth

Y ou have budgeted for implementation ($50,000-$500,000+), premium support (30% of license fees), and
ongoing administration

Y ou have conducted a license audit before signing to identify recoverable overspend

Choose Salesforce Marketing Cloud Account Engagement (M CAE/Par dot) if:

Y our organization is B2B with a mature Salesforce Sales Cloud deployment and you need native
Salesforce lead scoring, grading, and program architecture

Marketing-to-sales alignment through shared Salesforce data is the primary requirement

Y ou have evaluated HubSpot explicitly and determined that HubSpot's Salesforce connector cannot
replicate the native MCAE-to-Sales Cloud data model for your specific workflows

Choose HubSpot Marketing Hub if:

Y our organization is B2B from startup to mid-market enterprise
Y ou need marketing, sales, CRM, and service in one unified platform without integration overhead

Y ou want Al-era capabilities (AEO, Al visihility tracking) built into the platform without additional
modules

Y ou do not need Salesforce-native lead scoring architecture or enterprise B2C journey orchestration at
MCE scale

Y ou have explicitly modeled mandatory onboarding fees and contact overages before signing

Choose Klaviyo if:

Y our organization isa DTC brand, Shopify-native retailer, or B2C e-commerce business where purchase
behavior isthe primary marketing signal

Shopify integration depth is the most important platform criterion
Y ou want the best-in-category predictive analytics for CLV, churn risk, and next-order prediction

Y our primary marketing channels are email and SMS, not multi-channel journey orchestration across web,
social, and push

Y ou are not a B2B organization, Klaviyo's CRM capabilities are not designed for B2B sales cycles

The question that deter minesthe answer before any other:
Isyour business B2B or B2C? And if B2C, is e-commerce the primary revenue model? B2B — HubSpot or
MCAE. B2C e-commerce — Klaviyo. B2C enterprise at scae -~ MCE.



The Bottom Line

Salesforce Marketing Cloud, HubSpot, and Klaviyo serve distinct buyer profiles, and the most expensive
mistake in marketing automation is choosing a platform for the wrong profile.

Salesforce Marketing Cloud is the most appropriate choice for large-scale B2C enterprise marketing and
Salesforce-native B2B lead management. Its power is genuine. Its complexity is genuine. Its pricing opacity,
four products, contact-tier overages, add-on modules, and $300,000-$600,000 of routinely identified
recoverable overspend, requires dedicated procurement diligence. Get the product name right before scoping
the deal.

HubSpot Marketing Hub isthe right default for B2B marketing teams that want unified data, accessible
automation, and a platform that marketing teams can operate without an admin. Its cost surprises, mandatory
onboarding, contact overages, the Professional-to-Guru price jJump, are documented and avoidable with
proper pre-signing modeling.

Klaviyo isthe most appropriate choice for e-commerce brands that want the deepest Shopify integration, the
best predictive analytics for purchase behavior, and proven ROI data from 160,000+ customers who
collectively drove 42% of their revenue through Klaviyo email and SM S during the 2025 holiday season. For
B2B: choose a different platform.
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