
6-Month Commercial Growth Roadmap 
The	Badgers	Den	–	SEO	&	Membership	Growth	Strategy	

	
This	roadmap	is	structured	around	revenue	growth,	membership	expansion,	search	
visibility,	brand	positioning,	and	customer	retention.	
	

Clear	actions.	Clear	outcomes.	Focused	execution.	
	

Core Commercial Targets (By Month 6) 
• •	150–250	additional	monthly	organic	visitors	
• •	40–70	new	members	
• •	20–35%	increase	in	recurring	revenue	
• •	Top	3	rankings	for	key	local	searches:	

			-	Barber	Market	Harborough	

			-	Skin	Fade	Market	Harborough	

			-	Beard	Trim	Market	Harborough	

			-	Haircut	Prices	Market	Harborough	

Month 1 – Foundation & Structure 
Objective:	Strengthen	SEO	and	commercial	foundations.	

Key	Actions:	

• •	Rebuild	homepage	for	search	and	conversion	
• •	Add	1000+	words	of	structured	content	
• •	Add	FAQ	section	and	service	keyword	blocks	
• •	Create	core	SEO	landing	pages	for	services	and	pricing	
• •	Install	Google	Analytics,	Search	Console,	tracking	pixels	
• •	Implement	FAQ	structured	data	

Key	KPI:	

• •	Establish	traffic,	ranking	and	membership	baseline	

	  



Month 2 – Local Search Dominance 
Objective:	Strengthen	visibility	within	Market	Harborough	and	surrounding	areas.	

Key	Actions:	

• •	Optimise	Google	Business	Profile	
• •	Publish	weekly	updates	
• •	Add	geo-tagged	imagery	
• •	Generate	10+	new	five-star	reviews	
• •	Build	5	local	backlinks	through	press	and	partnerships	

Key	KPI:	

• •	Appear	in	top	3	map	pack	results	
• •	Increase	organic	impressions	by	20%	

Month 3 – Membership Funnel Build 
Objective:	Increase	recurring	membership	revenue.	

Key	Actions:	

• •	Rewrite	membership	page	as	a	structured	sales	funnel	
• •	Add	pay-as-you-go	vs	membership	comparison	table	
• •	Introduce	exit	pop-up	offer	for	new	members	
• •	Launch	email	capture	with	grooming	guide	incentive	

Key	KPI:	

• •	Increase	membership	conversion	rate	
• •	Generate	10–15	new	members	

Month 4 – Content & Authority Growth 
Objective:	Drive	traffic	through	high-intent	content.	

Key	Actions:	

• •	Launch	blog	with	8–10	targeted	articles	
• •	Link	content	back	to	service	pages	
• •	Include	local	references	and	FAQ	schema	

Key	KPI:	

• •	Increase	organic	traffic	by	30%	
• •	Observe	upward	ranking	trends	

	  



Month 5 – Brand Positioning & Premium Proof 
Objective:	Strengthen	premium	perception	and	conversion	confidence.	

Key	Actions:	

• •	Add	detailed	barber	bios	with	experience	and	certifications	
• •	Add	before	and	after	gallery	with	optimised	image	tags	
• •	Add	testimonial	section	from	verified	reviews	
• •	Publish	authority	content	around	confidence	and	modern	self-care	

Key	KPI:	

• •	Increase	average	booking	value	
• •	Increase	membership	uptake	

Month 6 – Scale & Optimise 
Objective:	Convert	consistent	traffic	into	predictable	revenue.	

Key	Actions:	

• •	Launch	retargeting	ads	for	visitors	and	non-members	
• •	Introduce	limited-time	membership	promotion	
• •	Optimise	high-performing	service	and	blog	pages	
• •	Implement	structured	review	growth	system	

Key	KPI:	

• •	Achieve	40–70	new	recurring	members	
• •	Maintain	stable	organic	growth	
• •	Reduce	reliance	on	paid	advertising	

Revenue Impact Projection 
Scenario	Example:	

• •	300	additional	organic	visitors	per	month	
• •	6%	booking	conversion	rate	
• •	30%	membership	conversion	rate	
• •	Average	membership	value	£120	per	month	

This	model	generates	significant	recurring	revenue	growth	over	time.	

Strategic Shift 
Current	position:	Website	functions	primarily	as	a	brand	showcase.	

Target	position	after	six	months:	Website	operates	as	a	structured	revenue	engine.	



Expected Outcome 
• •	Strong	local	search	dominance	
• •	Predictable	recurring	membership	revenue	
• •	High-converting	digital	funnel	structure	
• •	Reduced	reliance	on	walk-in	traffic	
• •	Scalable	digital	acquisition	system	


