
Pricing Strategy
How product bundling 

can benefit your business

A best practices webinar for iHomefinder Partners
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What we’re going to cover

Good – Better – Best Pricing: why & how it’s worked for us 

Dispelling pricing myths with G-B-B 

Putting G-B-B to work for you: package and price your products & services 

Q&A
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Things we’ve tried

Usage-based pricing 

Add-ons / a la carte feature upsells

Limited package options

Seemingly infinite package options
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Where we landed: Good – Better – Best

Three bundled sets of features with tiered pricing
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G-B-B pricing is everywhere
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Bundles make customers happy

Targeting high end customers? 
Adding a “Good” option makes your product accessible to more customers

Simplified options make ordering easy

Targeting price-sensitive customers?
Better & Best options add valuable options for existing & new customers

Increase satisfaction with “extra” features
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Bundles make internal teams happy

Bundles streamline the sales process

Can turn sales conversations from “should I buy” to “which should I buy?”

Streamline customer support & onboarding

Provide upgrade & upsell opportunities



8

Pricing myth #1

Customers are price sensitive, so the path to 
success is selling the lowest priced products
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With G-B-B, value can mean more than price

Customers are willing to pay more to get things they value

Certain features are make or break for some

Some clients want to spend more & get more

Well-constructed bundles offer clear choices 



10

Pricing myth #2

The way to achieve growth is to increase the number
of customers you add.
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Bundles can supersize your growth

Higher-priced options can increase revenue – even if you attract the same number of 
customers 
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Pricing myth #3

To sell higher priced items, bring all customers 
in on a low-end package and upsell them later
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Put your better/best foot forward

Being on the right package increases client satisfaction 

Match clients to the right package during initial sales conversation 

Standard
23%

Premium
54%

CRM
23%

New direct client package distribution
The Goldilocks effect
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Differentiation: defining your G-B-B 

List features you can add/remove

Focus on value
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Differentiation shortcuts

GOOD: Template site + Standard IDX
BETTER: Custom site + Premium IDX
BEST: Custom site + SEM + Premium IDX 

Your product + iHomefinder bundles 

GOOD: Custom site + Standard IDX
BETTER: Custom site + Premium IDX
BEST: Custom site + Premium w/ CRM
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Pricing your bundles

Consider margins & customer distribution 

GOOD
25%  lower than Better

BETTER

BEST
50% higher than Better
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Pricing page: where it all comes together

Tiered pricing for predetermined sets of features allows iHF to 
target agents with different:

Budgets

Ideas of what features are important

Experience levels
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Q&A
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