Free Haircut Acquisition Financial Model
The Badgers Den - Membership Growth & Capacity Forecast

1. Core Assumptions

e Average haircut retail price: £44

e Estimated hard cost per haircut: £18

e Average membership value: £80 per month
e Average member lifetime: 10 months

e Member lifetime value (LTV): £800

e Current members: 130

e Current bookings per month: 160

e Estimated haircut capacity per month: 360

2. Break-Even Conversion Rate
Break-even formula: Cost per haircut + Membership value

£18 + £80 = 22.5% conversion required to break even in month one

3. Monthly Trial Scenarios

Trials per Monthly Conversion = New Recurring Month 1 Net
Month Cost Rate Members Revenue Position

40 £720 30% 12 £960 +£240

80 £1440 30% 24 £1920 +£480

120 £2160 30% 36 £2880 +£720

4. Lifetime Value Impact (30% Conversion)

Trials per Month New Members Total Lifetime Value Added
40 12 £9600
80 24 £19200

120 36 £28800



5. Churn Stress Test (5% Monthly Churn)
5% of 130 members = approximately 6-7 members lost per month

Revenue lost from churn: £480-£560 per month
Minimum 7 new members per month required to offset churn

At 30% conversion (40 trials = 12 members), net growth = approx 5 members per month

6. Six-Month Growth Projection (80 Trials / 30% Conversion)
Monthly new members: 24

Less 5% churn adjustment: approx 7 lost per month initially
Estimated net growth per month: 17 members
Projected members after 6 months: approx 232 members

Projected recurring revenue: 232 x £80 = £18,560 per month

7. Capacity Impact
Estimated capacity: 360 haircut appointments per month

At 232 members averaging 1 visit per month: 232 bookings
Allowing 60 non-member bookings: total approx 292 bookings
Remaining capacity buffer: approx 68 appointments

Conclusion: Controlled scaling viable without immediate headcount increase

Strategic Conclusion:

When conversion remains above 23%, the free haircut strategy functions as a profitable
recurring revenue acquisition channel. Controlled scaling with capacity monitoring is
essential to protect member experience and premium positioning.



