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How HOB Salon Group Achieved 23×
Return on Ad Spend Against Industry Giants

HOB Salons
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How 16 Independent Locations 
Outmanoeuvred 

HOB Salon Group had carved out 
something special in the competitive 
world of British hair care. Across 16 
locations spanning London, 
Hertfordshire, and Essex, they'd built 
award-winning salons known for 
technical excellence and personalised 
service. Each branch attracted loyal 
clientele who valued expertise over 
convenience, quality over quick fixes.

But excellence alone wasn't enough 
anymore.

The landscape was shifting. National 
chains with standardised pricing and 
aggressive marketing budgets were 
expanding rapidly. Corporate-backed 
salon groups were securing prime high-
street locations and flooding digital 
channels with branded campaigns. 
Meanwhile, the rise of "hairdresser near 
me" searches meant that being excellent 
wasn't sufficient, you needed to be 
excellently visible at the precise moment 
customers were ready to book.

The Reality Check
HOB's fragmented tracking systems 
couldn't demonstrate which marketing 
activities drove actual revenue. 
Bookings, phone calls, direction clicks, 
and retail purchases existed in separate 
silos. Without unified measurement, 
proving ROI remained elusive, and 
scaling successful tactics nearly 
impossible.

Each branch operated somewhat 
independently, learning from trial and 
error rather than systematic 
optimisation. What worked in Mill Hill 
might not translate to Loughton, but 
there was no framework for 
understanding why or how to adapt 
strategies across locations.

Outthinking the Giants
Rather than accepting gradual market 
share erosion to better-funded 
competitors, HOB’s leadership team 
recognised an opportunity. Where 
national chains offered standardised 
service packages, independent salons 
could provide personalised expertise. 
Where corporate groups relied on 
broad-brush marketing, local specialists 
could dominate hyper-targeted 
campaigns.

The challenge was execution at scale.



33HOB Salons

The Mission 

Capture "near me" demand in 3-5km 
catchments around each branch 

Prove measurable ROI across the full 
customer journey 

Compete profitably against chains with 
larger marketing budgets 

Build a repeatable methodology for all 
16 locations 

Protect market position whilst driving 
sustainable growth

Traditional marketing approaches had 
limitations. Generic campaigns ignored 
the nuanced differences between 
postcodes and demographics. 
Performance marketing agencies focused 
on last-click attribution, missing the 
phone-heavy reality of salon bookings. 
Creative agencies prioritised brand 
awareness over measurable conversions.

HOB needed a different approach, one 
that combined local market intelligence 
with sophisticated measurement and 
optimisation capabilities.

Jam7's Agentic Marketing Platform
Enter Jam 7 with their Agentic 
Marketing Platform (AMP), a system 
designed specifically for multi-location 
service businesses facing this exact 
challenge.

"The beauty industry is incredibly 
nuanced," explained Jam 7's senior 
growth strategist. "A balayage client in 
Northwood has different expectations 
than someone seeking a precision cut in 
Mill Hill. Our AMP system lets you 
operate with surgical precision whilst 
maintaining brand consistency.

The AMP Philosophy
Rather than choosing between 
automation and human expertise, AMP 
amplified both. Agentic AI handled the 
computational heavy lifting, monitoring 
performance by branch × service × hour, 
reallocating budgets to highest-value 
opportunities, detecting demand 
patterns humans might miss. Meanwhile, 
experienced growth agents maintained 
creative strategy, brand voice, and 
customer experience standards.
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The Technical 

Unified Attribution: Credit revenue to all 
touchpoints, calls, bookings, direction 
requests, retail purchases. 

Hyper-Local Intelligence: Treat each 
branch as its own profit centre with 
dedicated targeting and messaging. 

Real-Time Optimisation: Adjust bids and 
budgets within minutes based on 
performance data. 

Scalable Personalisation: Systematic 
customisation across locations without 
losing brand coherence.

For HOB, this represented more than 
vendor selection, it was choosing 
precision over approximation.

Enter Jam 7 with their Agentic Marketing 
Platform (AMP), a system designed 
specifically for multi-location service 
businesses facing this exact challenge.

"The beauty industry is incredibly 
nuanced," explained Jam 7's senior 
growth strategist. "A balayage client in 
Northwood has different expectations 
than someone seeking a precision cut in 
Mill Hill. Our AMP system lets you operate 
with surgical precision whilst maintaining 
brand consistency.

The Strategic Sprint
5th June 2025: The partnership 
launched with an intensive 9-week 
sprint designed to prove methodology 
and establish scalable frameworks.

Campaign Architecture: Each HOB 
location became its own dedicated 
campaign with approximately 250 
keywords, localised ad copy, and 
service-specific landing pages.

Service Segmentation
Hair Colour: Balayage, highlights, gloss, 
tonal refresh

Precision Cutting: Cut and finish 
packages, styling consultations

Bridal Services: Wedding preparation, 
trial runs, party styling

Treatments: Deep conditioning, scalp 
care, damage repair

Geographic Precision
3-5km radius targeting ensured every 
advertising pound reached genuine 
catchment areas. No wastage on 
searchers 20 miles away unlikely to 
travel.

Mobile-First Infrastructure
Dedicated tracking numbers per branch, 
streamlined IVR systems, after-hours 
call routing, and prominent tap-to-call 
functionality. When 84% of conversions 
originate on mobile devices, the entire 
system must prioritise mobile 
experience.

The human growth agents crafted ad 
copy reflecting each location's 
personality and local vernacular, whilst 
AMP's AI began learning the subtle 
performance differences between 
branches, services, and time periods.
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Learning

Weeks 1-3: Foundation and Discovery
Initial deployment revealed the 
complexity of multi-location beauty 
marketing. Mill Hill's clientele responded 
strongly to premium colour services and 
stylist expertise. Northwood showed 
higher conversion rates during 
extended evening hours. Loughton 
required different messaging 
emphasising precision cuts and classic 
styling approaches.

AMP's AI detected patterns invisible to 
manual analysis: humidity levels 
correlating with anti-frizz treatment 
demand, lunch-hour spikes in local 
searches, weekend availability driving 
same-day booking conversion rates.

Weeks 4-6: Competitive Response
As HOB’s campaigns gained momentum, 
competitor activity intensified. National 
chains increased their local advertising 
spend, and larger independent groups 
launched aggressive "salon near me" 
campaigns.

But HOB’s advantage became clear: whilst 
competitors used standardised 
messaging and broad targeting, the 
hyper-local, service-specific approach 
achieved dramatically superior conversion 
rates. AMP reallocated budget to defend 
high-intent keywords during peak 
conversion windows (11:00-18:00), 
ensuring HOB maintained visibility when 
customers were most ready to book.

Weeks 7-9: Systematic Optimisation
By week seven, clear performance 
patterns emerged. Colour services 
consistently achieved the best cost-
per-acquisition across all demographics. 
Mobile-weighted scheduling improved 
conversion rates. After-hours call 
routing captured incremental demand 
that competitors missed.

More significantly, non-advertised 
branches began experiencing organic 
lifts in calls and direction requests, 
evidence that strategic paid activity 
enhanced the entire brand ecosystem.
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Proving

The ultimate test wasn't delivering 
results for a few locations; it was 
demonstrating that the methodology 
could enhance all 16 branches without 
diluting performance or requiring 
massive resource investment.

The Scalability Challenge
Each branch needed customised 
keyword sets, service pricing aligned 
with local demographics, creative 
messaging matching neighbourhood 
characteristics, mobile-optimised 
landing pages, and integrated phone 
systems.

Traditional approaches would have 
created templates and hoped for broad 
applicability. AMP's methodology was 
different, systematic personalisation that 
maintained brand consistency whilst 
optimising for local market conditions.

The Learning Loop
AMP's AI discovered that Mill Hill 
converted best on premium colour 
consultations with stylist credentials 
prominently featured. Northwood 
responded to mobile-optimised 
scheduling and extended-hour 
availability. West Hampstead required 
social proof and before/after portfolios. 
Loughton needed bundled service 
packages and value positioning.

Human growth agents translated these 
insights into compelling, brand-
appropriate campaigns that felt 
authentically local rather than 
generically corporate.
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Precision 

Return on Ad Spend: ~16× overall; 10-23×

by individual branch on Search 
campaigns.

Conversion Rates: 30-47% on core 
campaigns (versus industry standard 
2-4%).

Cost Efficiency: £0.92-£1.47 cost-per-
click and £2-£4 cost-per-acquisition 
whilst maintaining premium visibility.

Mobile Dominance: 84% of conversions 
originated on mobile devices.

Service Leadership: Colour services 
drove both call volume and booking 
completions across every active branch

Mill Hill: 46.8% conversion rate, £1.96 cost-
per-acquisition, 23× Return on Ad Spend.

Northwood: 36.5% conversion rate, 18×

Return on Ad Spend with strong call 
volume.

West Hampstead: 33% conversion rate 
with highest absolute conversion count.

Loughton: 31% conversion rate, 
demonstrating methodology scalability 
across market segments.

The Network Effect
Perhaps most compelling was the 
performance lift across non-advertised 
branches:

Stanmore: +40% call volume increase

Rickmansworth: +400% call growth from 
low baseline

Ruislip: +90% call volume increase

Bushey Heath: +16% call growth

Strategic paid campaigns had elevated 
brand recognition and consideration 
across the entire HOB network, proving 
that precision marketing creates 
expanding rather than zero-sum 
benefits.
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Methodology Becomes 

With proven results across diverse 
market conditions, HOB faced the 
challenge of systematising success, 
rolling out the methodology across all 16 
locations whilst maintaining 
performance standards and operational 
efficiency.

The approach evolved beyond 
marketing tactics; it became a 
sustainable competitive advantage 
protecting independent salon expertise 
against corporate standardisation.

Campaign Independence: Each branch 
maintains dedicated budgets and 
targeting whilst benefiting from network-
wide learning 

AI-Human Partnership: Agentic AI handles 
continuous optimisation whilst human 
growth agents focus on creative strategy 
and brand experience 

Integrated Measurement: Unified 
attribution across calls, bookings, 
direction requests, and retail transactions 

Seasonal Intelligence: Weather-triggered 
campaigns, holiday promotions, and local 
event targeting
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The Perfectly Formed 

Precision Over Scale: Hyper-local 
targeting with service-specific 
messaging consistently outperforms 
broad-brush approaches.

Measurement Integration: Local services 
require attribution systems crediting 
phone calls, directions, and multi-touch 
customer journeys.

Working with Jam 7 combining Human 
Expertise with AI creativity: Automation 
amplifies human intelligence rather than 
replacing relationship-building and 
brand stewardship.

Mobile-First: With 84% mobile 
conversion rates, every system must 
prioritise seamless mobile experience.

Tactical Learnings:
Colour services achieve superior cost-per-
acquisition across demographics and 
locations.

Peak conversion window (11:00-18:00) 
merits premium bid investment.

After-hours call routing captures 
incremental demand competitors often 
miss.

Local expertise positioning defeats price-
focused competition from corporate 
chains.

The Broader Implications
HOB proved that independent service 
businesses can outmanoeuvre larger 
competitors through intelligent 
precision rather than budget matching. 
By combining human expertise with 
advanced measurement and 
optimisation, they demonstrated that 
small and perfectly formed operations 
maintain distinct advantages over 
corporate standardisation.

The 23× Return on Ad Spend wasn't just 
a metric, it was validation that authentic 
local expertise, properly amplified, 
remains unmatched in building lasting 
customer relationships and sustainable 
business growth.

Ready to Compete on Precision Rather 
Than Scale?

HOB Salon Group's journey from 
fragmented measurement to systematic 
growth proves that independent local 
services can outperform any competitor 
when human expertise meets intelligent 
automation. The question isn't whether 
your business can achieve similar 
results, it's whether you're ready to 
embrace small and perfectly formed as 
your competitive advantage.
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Jam7.com

http://jam7.com/
http://jam7.com/
https://www.facebook.com/wearejam7
https://www.facebook.com/wearejam7
https://www.linkedin.com/company/wearejam7
https://www.linkedin.com/company/wearejam7
https://twitter.com/wearejam7
https://twitter.com/wearejam7
https://www.instagram.com/wearejam7
https://www.instagram.com/wearejam7

