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Here is the enriched competitive intelligence dossier for HubSpot, based on the provided research data.

Key Personnel

« Yamini Rangan: Chief Executive Officer (CEOQ). Note: Total compensation for 2023 was reported at

~$25.9 million.

« Kate Bueker: Chief Financial Officer (CFO).

Financial Profile

METRIC
2025 Total Revenue
2025 Operating Expenses

Q4 2025 Revenue

Q4 2025 Calculated Billings
Q12026 Revenue

2026 Full-Year Revenue Guidance

2026 Non-GAAP Operating Income
Guidance

Cash & Marketable Securities

Net Revenue Retention (2025)

Competitive Intelligence

VALUE

$3.131 Billion (Up 19.17% YoY)
$3.12 Billion

$847 Million

$971 Million (Up 20% YoY in constant
currency)

$881 Million (Up 23% YoY)

$3.70 Billion — $3.708 Billion

$762 Million — $766 Million (21% margin)

$1.8 Billion (As of Dec 31, 2025)

103.5% (Expected to grow 1-2 points in
2026)

SOURCE

MacroTrends / Backlinko
Backlinko

MacroTrends

HubSpot Q4 2025 Earnings
Call

TIKR (Q1 2026 Earnings)

HubSpot Q12026 Earnings
Call

HubSpot Q12026 Earnings
Call

HubSpot Q4 2025 Earnings
Call

HubSpot Q4 2025 Earnings
Call

Major Competitors * Enterprise CRM & Marketing Automation: Salesforce (Primary competitor). * Mid-
Market/SMB CRM & Sales: Pipedrive, Zoho CRM, Freshsales, Monday.com, Keap. * Marketing Automation &
Email: ActiveCampaign, Mailchimp. * Customer Service/Support: Zendesk, Intercom.

Hubspot — Deep Research

Page 1 of 2



Known Clients (By Vertical) * Software & Technology: DoorDash, Map My Customers. * Fintech, Insurance
& E-commerce: Papaya Global, Clara, YuLife, Dual Asia Pacific. * Staffing & HR: Kelly Services, HR Connect.
* Manufacturing: VELUX, Pierce Manufacturing, Recreational Group. * Consumer Services & Hospitality:
Crunch Fitness, me&u (Mr Yum), Church's Chicken, The Chopping Block, Vinomofo. * Other Notable Brands:
Rock & Roll Hall of Fame, Global Startup Awards, Tomcat, Greenly, Sticos (Visma), Make Influence, SleekFlow,
IN-18, TOOTRIS, 2030 Builders, Belkins, Santagostino.

Partners & Subcontractor Relationships * AWS: Strategic partner for the "HubSpot for Startups" program
(joint tech stack offerings for hyper-growth companies like Papaya Global and Clara). * Solutions Partners /
Agencies: Mpire Solutions (HubSpot implementation firm), Stream Creative (CMS Hub redesign partner). *
App & Integration Partners: PandaDoc (App Marketplace integration used to reduce agreement time).

Additional Intel

Company Scale & Reach * Customer Base: 288,706 paying customers across 135+ countries as of
December 2025 (added over 30,000 new subscriptions in 2025). * Headcount: 8,882 full-time employees
globally in 2025. * Geographic Distribution: Americas (5,724 employees / 64.47%), Europe (2,480
employees), Asia Pacific (678 employees).

Pricing & Packaging Strategy * HubSpot operates a modular "Hub" system (Marketing, Sales, Service,
Content/CMS, Operations/Data) with tiered pricing: Free, Starter, Professional, and Enterprise. * Enterprise
Gatekeeping: Advanced features like multi-touch revenue attribution, custom objects, sandbox environments,
and Snowflake data sharing are locked behind Enterprise tiers. * Onboarding Fees: HubSpot mandates steep,
one-time onboarding fees for premium tiers (e.g., $7,000 for Marketing Hub Enterprise; $3,000 for Marketing
Hub Professional; $3,500 for Service Hub Enterprise).

Product & Al Developments * Al Monetization: HubSpot is aggressively rolling out Al agents, including
"Breeze Social Agent," "Customer Agent" (resolves 70%+ of conversations automatically), and "Data Agent."
* Usage Metrics: Active core seat users grew 90% YoY in Q1 2026, and total Al credits consumed grew 67 %
quarter-over-quarter. Al features are monetized via "HubSpot Credits" ($9.00 per 1,000 credits).

Market Vulnerabilities (Relevant for Sales Intelligence Positioning) * Pricing Friction: Market sentiment
indicates frustration with HubSpot's pricing model. Users report negative renewal experiences, citing forced
upgrades to Enterprise tiers for core functionality and constant upcharges for new Contacts and Credits. *
Complexity for SMBs: Despite its inbound marketing roots, small teams report that the platform has become
overly complicated, requiring specialized expertise or agency support (like Mpire Solutions) to operate
effectively. * Service Hub Gaps: Compared to specialized competitors like Zendesk, HubSpot's Service Hub
is noted as having feature limitations (e.g., inability to duplicate knowledge base articles), which increases the
total cost of ownership for CX teams.
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