mue agent.mue.app

When the 497 dollar GoHighL evel plan
actually paysfor itself

GoHighLevel Agency Pro costs 497 dollars a month. With a plain resell at 97 dollars a
client you clear it at 6 clients, and SaaS-mode rebilling is what moves that line. Here is the
agency math.
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GoHighLevel sells your agency one flat-price account and lets you spin up client sub-accounts
under it. The plan fee does not grow with your client list, so the whole question is how many
clients clear the flat fee, and whether rebilling usage adds enough on top to justify the top tier.

The three plans

There are three tiers. Starter is 97 dollars a month but caps you at 3 sub-accounts, soitis a
place to test, not a place to scale a reselling business. Unlimited is 297 dollars a month and
removes the cap. Agency Pro is 497 dollars a month and adds the part that turns GoHighLevel
into software you resell under your own brand: SaaS mode and usage rebilling. Prices checked
on gohighlevel.com in 2026; annual billing is ten months for twelve.

The breakeven on a plain resell

Say you resell each client sub-account at 97 dollars a month and do not rebill any usage. On
the 497 dollar Agency Pro plan, breakeven is 497 divided by 97, which is 5.1, so you clear the
platform fee at 6 paying clients. Every client after that is almost pure margin, because the
platform cost is already covered.

The cost the breakeven leaves out: usage

The flat plan fee buys the software, but it is not your whole bill. Texts, emails, phone numbers
and the Al features do not run on the plan; they run through a separate agency wallet that you
pre-load and that auto-recharges when the balance drops below a level you set. That usage is
billed on top of the 497 dollars, deducted as your clients actually send, so the six-client
breakeven clears the platform fee, not the cost of running busy accounts.

» Outbound texts bill per segment at GoHighLevel LeadConnector rates, around 0.0079
dollars a segment in 2026, and a longer message counts as several segments. Email runs
about 0.675 dollars per 1,000 sends, and each phone number carries a small monthly rental.
These are list prices that move, but they scale with how active your clients are, not with your
plan tier.

» A few low-volume clients barely move the wallet. A few clients running heavy SMS or email
campaigns can add real monthly cost that the plan-fee breakeven never shows.



» Who can mark that usage up is itself a plan feature: the 297 dollar Unlimited plan can rebill
usage to clients but only at cost, a pass-through that nets nothing, while only the 497 dollar
Agency Pro plan can rebill it with a markup. The next section is why that markup is the real gap
between the two plans.

What rebilling changes

* SaaS mode lets you buy SMS, email and Al usage from GoHighLevel at their rate and rebill
it to clients at a markup. Only Agency Pro can do this.

» Add, say, 20 dollars of rebill profit per client a month and each client now contributes 117
dollars, not 97. Breakeven drops to 497 divided by 117, about 4.3, so 5 clients.

* The rebill spread is also what makes the 497 dollar plan beat the 297 dollar one: it lifts per-
client contribution on every client, not just clears the fee a bit faster.

When to stay on the 297 dollar plan

If you are not using SaaS mode or rebilling, Agency Pro buys you nothing the Unlimited plan

does not already have, and you are paying 200 dollars a month for a feature you never switch
on. The jump to 497 dollars only pays when the rebill margin across your whole client base is
worth more than that 200 dollar gap.

The point

A GoHighLevel agency is a simple business: one flat cost and a per-client contribution.
Breakeven is just the plan fee divided by what each client brings in, and SaaS-mode rebilling
raises that contribution on everyone. Put your real client count, resell price, churn and rebill
markup in and the tool returns your gross profit, breakeven client count and projected MRR, so
the plan choice stops being a guess.

Frequently asked questions

When does the 497 dollar GoHighLevel Agency Pro plan pay off?

With a plain resell at about 97 dollars a client you clear the flat 497 dollars a month at around 6
clients. The plan fee does not grow with your client list, and SaaS-mode rebilling on the Pro tier
is what moves the breakeven further.

What is the difference between the GoHighLevel plans?

Starter is 97 dollars a month but caps you at 3 sub-accounts (a place to test). Unlimited is 297
dollars and removes the cap. Agency Pro is 497 dollars and adds SaaS-mode rebilling, the part
that lets you resell the software under your own brand.

Does GoHighLevel charge extra for SMS and email?

Yes. The monthly plan fee covers the software, but SMS, email, phone numbers and Al features
are billed separately from a prepaid agency wallet that auto-recharges. Indicative 2026
LeadConnector rates are about 0.0079 dollars per SMS segment and about 0.675 dollars per
1,000 emails, deducted as you send, so a busy account costs more to run than a quiet one on
the same plan.



Can you rebill GoHighLevel usage to clients?

On the 297 dollar Unlimited plan you can rebill usage but only at cost, so it nets you nothing.
Only the 497 dollar Agency Pro plan lets you rebill usage with a markup (for example charging
0.015 dollars per SMS that costs you about 0.0079), which is the margin that helps the higher
plan pay for itself.

Run your own GoHighLevel agency numbers
Free, no signup: agent.mue.app/tools/gohighlevel-agency-profit-calculator
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