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• Includes CeramicEdge® # 10 Blade

• Super Duty
clipper for complete 

animal grooming

•  5 speeds – for all of  your 
toughest grooming jobs

5-Speed, Detachable 
Blade Clipper
•  Powerful, rotary motor clipper for 
 complete animal grooming

•  5-speed clipping – use lower speeds for   
 cooler running and clipping around sensitive  
 areas, and higher speeds for prettier coat  
 finish and clipping body coat

• Includes CeramicEdge® #10 blade
©2010 Andis Company, Sturtevant, WI  U.S.A.   2010-53

Item #65410

NEW!NEW!
The Most 
Innovative
Clipper Ever!

262.884.2600®

SPECIFICATIONS

Date

Job#

Item#/Form#

Description

Color

Size

Translations

1/25/10

2010-53

65410

SMC Groomer to Groomer Ad

4-Color

8.5” x 11”

Requested

Placed

Being Reviewed

Approved

Notes FINAL - JP

PMS 0000

PMS 0000

PMS 0000

PMS 0000

PMS 0000

PMS 0000

READER SERVICE CARD #7965
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• Includes CeramicEdge® # 10 Blade

• Super Duty
clipper for complete 

animal grooming

•  5 speeds – for all of  your 
toughest grooming jobs

5-Speed, Detachable 
Blade Clipper
•  Powerful, rotary motor clipper for 
 complete animal grooming

•  5-speed clipping – use lower speeds for   
 cooler running and clipping around sensitive  
 areas, and higher speeds for prettier coat  
 finish and clipping body coat

• Includes CeramicEdge® #10 blade
©2010 Andis Company, Sturtevant, WI  U.S.A.   2010-53

Item #65410

NEW!NEW!
The Most 
Innovative
Clipper Ever!

262.884.2600®

SPECIFICATIONS

Date

Job#

Item#/Form#

Description

Color

Size

Translations

1/25/10

2010-53

65410

SMC Groomer to Groomer Ad

4-Color

8.5” x 11”

Requested

Placed

Being Reviewed

Approved

Notes FINAL - JP

PMS 0000

PMS 0000

PMS 0000

PMS 0000

PMS 0000

PMS 0000

PetSmart, America’s leader in grooming 
services, needs qualified associates. Work in
a professional environment that uses the most 
up-to-date equipment to provide safety and 
comfort for pets in our care.  

PetSmart groomers receive full-time 
benefits*, including: 
•	 Health,	dental	and	vision
•	 401(k)	with	company	match
•	 Company-paid	training	
•	 Tuition	reimbursement
•	 Paid	vacation,	holidays	and	sick	days
•	 Generous	store	discounts
•	 Advancement	opportunities
•	 Cell-phone	service	discounts
•	 Many	company-provided	supplies		

We’re also accepting applications for:
•	 Salon	Managers
•	 Professional	Bathers
•	 Pet	Trainers

PetSmart® Groomer
Become a  

©
2010 PetSm

art Store Support G
roup, Inc. A

ll rights reserved. T3-M
C

1253

Not a groomer yet? Enroll in our Certified  
Grooming Academy, which you could 
complete within six months. You’ll enjoy 
competitive salaries and great benefits, 
including commission and tips!

Apply at petsmartjobs.com
* Ask about eligibility requirements.

Equal opportunity employer m/f/d/v.  PetSmart is a drug-free workplace.

T3-MC1253_HR HiringAD.indd   1 11/23/10   11:42 AM

READER SERVICE CARD #7966
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Off the Top of My Head by Todd Shelly

A few years ago, I wrote an editorial about remodeling my 
house. At the end of the story, I had concluded that it is 

better for me to hire experts than to take on any type of construction job. So when it 
came time for me to do my yard, it was a no-brainer for me to hire a professional.

The very day that I was going to call a highly recommended landscaper, I 
found out that a groomer friend, Helen, lost her job. When not grooming, she spends 
a lot of time gardening and landscaping. She comes from a multi-generation line of 
gardening hobbyists. I mentioned to her, somewhat jokingly, that I would pay her if 
she wanted the first crack at fixing my yard.

She took me up on the offer before I really had a chance to change my mind. I 
immediately thought back to my house. For the “non-professional,” ripping things 
up is a lot more fun than putting them back together, but I figured I could always 
bring a landscaper in after the fact.

Before arriving, she asked me if I felt I needed to be there when she was work-
ing. I was emphatic that I did not need or want to be there. I had too much work at 
the office to do (scheduling speakers for Groom Expo), and I just really don’t like 
gardening.

Helen arrived on a Thursday for what she planned to be a two-day job.  I 
planned to take a half-day off on Thursday to help get her started. Mostly, I was to 
provide the credit card. Upon seeing that the task was bigger than she imagined (i.e. 
worse), Helen informed me that I should not plan on going into the office that day. 
We would be making multiple trips to Lowe’s and the nursery or greenhouse, or 
whatever the plant stores are called.

Thursday came and went with a lot of work being done by both of us. On 
Friday, she informed me that I needed to help her for a few hours and then go back 
with her to the plants place. I don’t recall exactly how it happened, but I ended up 
sacrificing Friday to work on my yard.

By Friday afternoon, my phone was abuzz with work calls and emails. Every 
ring of my phone stressed me until I hit my breaking point. I told Helen that I really 
needed to be working at my real job. I explained that I had previously learned to 
hire people for these types of jobs so that I could concentrate on the things that I can 
actually do well.

Helen explained that I needed to do it so that I would really appreciate it when 
I was done. I would have a sense of accomplishment. I would take pride in my 
improved yard and new gardens. I figured I’d give it a fair chance, so I shut up and 
went back to edging (I really hated edging).

When we finally finished, I was rather impressed with the results. Helen really 
did know what she was doing. Several of my neighbors stopped to admire her (our) 
work. My yard went from being an eyesore to eye-catching.

Over those few days, I learned all sorts of new things about landscaping. I now 
know all about perennials and annuals. I know that there are a gazillion types of 
rose bushes – many of them patented creations. I know the difference between a 
bush and a shrub. There are shade plants and sun plants. Some plants bloom in the 
spring and others in the summer. I know all about soil, manure, and mulch.

However, I think the biggest lesson I learned is that I am not the type of person 
who gets a sense of accomplishment, appreciation, or pride from doing my own 
landscaping. I will stick to my earlier inclination and hire others to do it while I 
spend my time trying to get an answer from Jay Scruggs about his availability for 
Groom Expo.
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Odd 
Requests
By Emily Rupe

he first Friday of each month Ms. 
Daisy (my mobile van) and I come down 
with a classic case of déjà vu. Just as with 
the prior Fridays, at lunchtime we find 
ourselves in a tract housing forest, each 
house coated in the same off white shade 
of stucco with just a crack of sunlight 
between them. Just when the monotony 
of the community seems endless, we pull 
into the driveway of what may be a mirage. 
There, in the sea of egg shell, lays a Tus-
can villa. The façade is terra cotta with a 
rich mahogany door framed by two perfect-
ly manicured topiaries. This warm cottage 
in the monotone forest is the home of my 
dear Daniel and Sarah, two Shih Tzus that 
are their two daddies’ world. 

As soon as I peer out of my van door, 
one of Daniel and Sarah’s daddies greets 
me. A modern day, Hispanic Yul Brynner, 
he grips me by the shoulders and plants a 
kiss on each cheek. Then makes his cus-
tomary white lie about how wonderful my 
hair looks; of course by this time of the day 
it is full of dog hair and conveys the look 
of a tornado survivor. Together we stroll to 
the door to meet the other father and fetch 
the kids.

In stark contrast to Yul, Daddy #2 is a 
slight, quiet man who looks rather studi-
ous in his wire-framed glasses. In each 
of his arms lies a hot mess of a Shih Tzu. 
Like always I look to Yul, who is the dogs’ 
stylist, and inquire about what his vision 
for the kids is this time. 

Daniel, the dog that mats just looking 
at him, will receive his traditional Swiss 
Pattern; shave out the mats and try to 

t

disguise the holes as much as possible. Alright, that’s easy 
enough, despite being slightly comical looking. Then our 
focus shifts to his baby girl, Sarah. Sarah is the one that is 
the fashionista and comes with the list of requests. However, 
this time was going to throw me for a loop. 

Daddy looks at me and smirks, “I want something 
WOW! Can you make her look like a French prostitute…you 
know sassy with fluffies like garters?” I’m left looking like 
a deer caught in the high beams of oncoming traffic. I fight 
the urge to laugh, then ask a few more questions on what 
exactly his brand of madam looks like. Clutching the babies, 
I run to my van to strategize and hopefully make a very 
happy daddy in the end.

Slightly puzzled as what to do with little Sarah, I de-
cided to carve Daniel’s Swiss Pattern first. After hacking out 
knots all over his body, the poor boy looked like he had been 
on the losing end of a weed whacker. With blending, and a 
little luck, eventually he was presentable. 

Then, I turned to face the dreaded task at hand… 
Placing her on the table, Sarah stared at me with those big 
round eyes and almost begged me not to make her a laugh-
ing stock. For a few minutes I just glared and tried to think 
of a style. The only cut that I could come up with was the 

Continued on page 8

Pet 
Allergies
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product designs and engineering new innovative products. We are committed to continuous product 
improvement and our products showcase genuine quality, not like the other guys. Call today and rediscover 
quality, 888.551.4061. Visit www.shor-line.com/grooming_g2g for product specific information.

1927 84th
2011

Use your smartphone to scan this 
QR Code or visit www.shor-line.com 
for more product information.

READER SERVICE CARD #7969

very poodlesque Miami or Clown 
pattern. 

Without giving it a second 
thought or the chance for me to 
back out, I shaved Sarah’s feet 
clean and took down her matted 
coat tight, leaving pom poms on 
each leg. Since we went so dramat-
ic for the body, a more traditional 
rounded head was fashioned to 
balance it out. 

As I admired my work, I 
thought to myself, “In a funky way 
she looks kind of cute, but some-
thing is missing.” Then it hit me; 
a French prostitute must surely 
have painted nails and a little 
bling. Chuckling, I painted her tiny 
nails with polish to match her ban-
dana and bows and sprayed her 
with some gold glitter. Hopefully 
her daddies would approve.

With both dogs finished, I 
made the long trek to the front 
door. At the end of my Green Mile, 
there stood Daddy #2. Daniel 

leaped from my arms and ran 
inside, busting out into his self-ab-
sorbed “look at me” prance. With 
the overjoyed baby boy playing on 
the floor, I handed the “new” Sarah 
to her father. He smiled then dis-
appeared to the back room to show 
Yul. 

As he vanished, I heard a 
high-pitched scream followed by 
a river of fast-paced Spanish. In-
stantly, I wondered what would be 
the quickest exit route should a six 
foot plus, angry man appear. As I 
froze in the entryway, Yul sprinted 
in my direction. I thought, “Dear 
Lord, don’t let me die this way!” 
However, much to my relief I found 
myself in a bear hug. 

“Oh Miss Emily, she looks 
like a sexy chicka!” Yul exclaimed. 
“Hon, get the camera and take 
pictures of the babies for Mama in 
South America!” Faithfully Daddy 
#2 fetched the camera and we all 
posed for Mama in South America. 

Both daddies were ecstatic and I 
was relieved that I hadn’t met my 
maker.

As I rejoined my Ms. Daisy for 
the ride home, I thought about 
how important it is to truly listen 
to our clients’ requests. Yes, some-
times they may seem ridiculous or 
not a style I’d personally choose, 
but keeping my customers happy 
is what keeps them coming back. 

Granted, factors such as at-
home maintenance (or lack there-
of) and current coat condition need 
to be taken into consideration, but 
overall making the owner pleased 
comes first. They are the ones that 
sign the checks and pay the bills. 
So as much as I had cringed at 
Shih Tzu clean feet and poms, the 
important thing was Daddy was 
thrilled and excited about having 
his babies groomed. Plus, I have 
four weeks till I have another case 
of déjà vu and the task of turning 
a Shih Tzu into a lady of ill-repute.



“Running one of the largest kennels in the 
  Northeast and a booming grooming business, 

   I depend on Metro® Air Force® dryers... I wouldn't 
    even consider any other brand!”

Elli Lygnos, Troy’s Trims and Treats, Englewood, NJ

Elli’s original Air Force® Master Blaster® still works perfectly after ten years 
of hard professional operation!

“Forced-air dryers are the most impor-
tant investment a groomer makes. 
Nothing else has as great an effect on 
the efficiency of your business. 
I discovered the advantages of Metro® 
Air Force® dryers as a student at the 
New York School of Grooming, so 
when I started my own businesses, 
that’s the brand I chose. They are, by 
far, the most powerful, reliable, longest 
lasting dryers on the market. In fact, 
the original Air Force® dryer I started 
out with is still functioning perfectly!”

“Today we use ten Air Force® dryers 
and three Metro® vacuums. The all-
steel, American-made quality is a big 
factor, but equally important is the 
bend-over-backwards personalized 
service Metro® provides–something 
you won’t get from any other brand!”

The configurations and coloring of Air Force® Commander® and Blaster® brand pet dryers are protected by US Registered Trademark 3,552,787.
Metropolitan Vacuum Cleaner Co., Inc., One Ramapo Avenue., P.O. Box 149 Suffern, NY 10901 • Fax 845-357-1640 

220 Volt Models Available

Air Force® Commander®

Air Force® Master Blaster®

Air Force® Blaster®

More grooming salons around the world depend on Metro® Air Force® dryers

 1-800-822-1602• www.dogdryer.comContact your distributor, professional supplier, or call
 than any other brand. Models available for every application. 

“Running one of the largest kennels in the 
  Northeast and a booming grooming business, 

   I depend on Metro® Air Force® dryers... I wouldn't 
    even consider any other brand!”

READER SERVICE CARD #7970



10 Groomer to Groomer • Vol 30 Ed 6 • June 2011

G
ro

om
er

to
G

ro
om

er
.co

m

Many sugarless gums, 
including some Trident™, 

Orbit™, and Ice Breaker™ brands 
as well as candies contain xylitol, a 
sweetener which is toxic to dogs. 

Desserts and baked goods can 
also be made with xylitol. Even 

small amounts when ingested can 
result in a life-threatening drop in 
blood sugar, or with large amounts 
of ingestion, liver failure. Signs 
of low blood sugar include vomit-
ing, weakness, difficulty walking, 
tremors, and seizures. Treatment 

includes decontamination, check-
ing a blood glucose/sugar level, 
treating with IV fluids and glucose, 
liver monitoring tests, and drugs to 
protect the liver. 

READER SERVICE CARD #7971

The NEW Air Muzzle II pet restraint system
controls cats and small dogs safely
•  Helps provide a higher level of bite protection

•  Applies quickly and easily, weighs less than 7½oz. 

•  Comfortable for pets; they begin 
to relax immediately

•  Helps ensure pet cooperation

•  Translucent ABS plastic is 
durable and easy to clean

•  A favorite of pet professionals 
for more than eight years

Ideal for cats and small, flat-faced dogs!

by

Make every grooming opportunity safe and profitable!

No facial contact
makes it well 
accepted by 
animals

NEW
Break 

Resistant 
Polymor

Special Offer Price

$69.95
Regularly $89.95

Mention offer code:
P11JA04

To order call:
800.433.7297

Continued on page 12

Top Toxins for

Poison Prevention
Tips on the most common items 
that can put pets at risk

The following are some of the most 
common toxins the veterinarians at Pet 
Poison Helpline encounter and strongly 
recommend keeping away from pets. 



Products built with YOU in mind.

Kennels
Bathing TubsGrooming TablesCages

Our products are designed for maximum 
comfort, efficiency, safety and ease of use.  
It’s okay to invest in yourself. You are the 
most important part of your business and we 
believe your equipment should do the heavy 
lifting for you. Call us today 877.459.7827 or 
visit www.directanimal.com.

Hydraulic Bathing Tub
Raises from 8“ to 42”

Direct_Ad_Groomer2Groomer_March2011_R4.indd   1 3/4/2011   3:10:04 PM

READER SERVICE CARD #7972
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Common human drugs includ-
ing NSAIDs (i.e. Advil®, Aleve® 
and Motrin®), acetaminophen (i.e. 
Tylenol®) and antidepressants (i.e. 
Effexor®, Cymbalta®, Prozac®, 
Lexapro) can cause serious harm 
for your pets. NSAID’s may cause 
pets to develop serious stomach and 
intestinal ulcers as well as kidney 
failure. Acetaminophen may cause 
damage to a cat’s red blood cells, 
limiting their ability to carry oxy-
gen. In dogs, it leads to liver failure 
and in large doses, red blood cell 
damage. Lastly, antidepressant 
overdoses can lead to neurological 
problems such as sedation, lack of 
coordination, agitation, tremors and 
seizures.

As beautiful as they are; some 
flowers can cause toxicity in ani-

mals – and some are even deadly. 
Certain types of lilies – includ-
ing tiger, day, Asiatic, Easter and 
Japanese lilies are highly toxic 
to cats. Severe kidney failure can 
result from ingestion of even a few 
petals, leaves, or even the pollen. In 
addition, ingestion of certain spring 
bulbs (i.e. daffodils, tulips, etc) can 
cause severe vomiting, diarrhea and 
abdominal pain. More serious reac-
tions include abnormal heart rate or 
changes in breathing.

While the occasional chocolate 
chip within one cookie may not be 
an issue, certain types of chocolate 
can be very toxic. Baker’s chocolate 
and dark chocolate pose the big-
gest problem. Other sources include 
chewable, flavored multi-vitamins, 
baked goods, or chocolate-covered 
espresso beans. The chemical toxic-
ity is due to methylxanthines (a 
relative of caffeine), and results in 
vomiting, diarrhea, hyperactivity, an 
abnormal heart rhythm, seizures, 
and possibly, death. In smaller 
dogs, even the wrappers from candy 
can result in a secondary obstruc-
tion in the stomach or intestines. 

Many fertilizers are basic gastro-
intestinal irritants. However, some 
are often combined with dangerous 
chemicals and compounds called 
organophosphates or carbamates, 
which can be harmful to pets.  
Ingestion can result in drooling, 
watery eyes, urination, defecation, 
seizures, difficulty breathing,  
fever and even death. Immediate 
treatment with an antidote is  
necessary to improve a pet’s  
chance of survival.

Rodent, snail and slug baits  
are often used to keep pests at  
bay. However, if ingested, these  
poisons are extremely harmful to 
pets. They are highly toxic and, 
without immediate veterinary at-
tention, can be fatal. Rodent baits 
typically can result in blood clotting 
disorders, brain swelling or kidney 
failure, depending on which type is 
used, while snail and slug baits can 

result in severe tremors or seizures.
The best thing any concerned pet 

professional can do is be educated 
on common, everyday toxins, share 
their knowledge with their clients 
and suggest they pet-proof their 
homes. When in doubt, if you think 
a pet has been poisoned, contact 
your veterinarian or Pet Poison 
Helpline at 800-213-6680 with any 
questions or concerns.

About Pet Poison Helpline 
Pet Poison Helpline is a service 

available 24 hours, seven days a 
week for pet owners and veterinary 
professionals who require assistance 
treating a potentially poisoned pet. 
Pet Poison Helpline’s experts can pro-
vide treatment advice for poisoning 
cases in all species, including dogs, 
cats, birds, small mammals, large 
animals and exotic species. As the 
most cost-effective option for ani-
mal poison control care, Pet Poison 
Helpline’s fee of $35 per incident 
includes all follow-up consultation. 
Pet Poison Helpline is available in  
the US and Canada by calling  
800-213-6680. Additional informa-
tion can be found online at  
www.petpoisonhelpline.com.

 

 

 

Free POP Displays for Retail 

READER SERVICE CARD #7998



13Groomer to Groomer • Vol 30 Ed 6 • June 2011

G
ro

om
er

to
G

ro
om

er
.co

m

READER SERVICE CARD #7973



14 Groomer to Groomer • Vol 30 Ed 6 • June 2011

G
ro

om
er

to
G

ro
om

er
.co

m

PetQuest 
Coming to a New Location! 

800-356-4420
www.4420.com

The Shears 
of Choice for 
3 Guinness 
World Records

Proud Sponsors of GroomTeam USA 
International Gold Metal Winners

Made in the USA

W
19

14

READER SERVICE CARD #7975

®

Incorporate
for as little as $99
Visit www.incorporate.com

or call 800-453-9596

GRO-9944 Groomer 2.1875x2.375:Layout 1

PetQuest is the midwest’s most 
exciting pet grooming show! 

The trade show event will be held 
June 23-26, 2011 at a fabulous new 
location, the Holiday Inn Roberts 
Centre in Wilmington, OH. The four 
day event will feature seminars, edu-
cational programs, IJA Sanctioned 
Grooming Competitions, including a 
Barkleigh Creative Styling competi-
tion, and a three-day Trade Show 
featuring over 50 exhibitors.

We are excited to offer a spec-
tacular array of educational pro-
grams at PetQuest 2011. The Master-
ing the Art of Grooming for Contest 
and Salon Series will feature award 
winning groomers: Michelle Breen, 
Michell Evans, Jennifer Lee, Irina 
Pinkusevich, Komako Tanaka, Amy 
Triezenberg and Olga Zabelinskaya 

offering seminars with live grooming 
demonstrations. Also, for the first 
time together at PetQuest, Sue Zecco 
and Jay Scruggs will be instructing 
live grooming demonstrations. Award 
winning Creative Stylist, Angela 
Kumpe, will be teaching her tips 
and tricks in a Creative Grooming 
series. A Brusher Bather certificate 
program by Teri DiMarino will be of-
fered. Kristen Fulton and Emily Rupe 
will be featured in a Mobile Groom-
ing series. Additional topics include; 
retailing, spa, clipper maintenance, 
dryers, bathing/skin care and animal 
photography. 

PetQuest will host the following 
IJA Sanctioned grooming competi-
tions: Poodle; Sporting, Terrier & 
More; All Other Purebreds and Salon 
Freestyle. Plus, the crowd-pleasing 

Creative Styling Tournament will be 
held on Sunday. 

Let’s not forget all the great 
shopping PetQuest will offer! Exhibit-
ing companies will be offering outra-
geous show specials and discounts to 
attendees. This will be a prime time 
to stock up on your everyday sup-
plies and take advantage of special 
pricing on salon equipment. PetQuest 
will also present a Silent Auction 
from Friday through Sunday featur-
ing grooming supplies and “fun” 
odds and ends. All the proceeds from 
the auction will be donated to Gifts 
of Love International to help needy 
children. 

“PetQuest has consistently 
grown since we have moved to Ohio. 
The Ohio area has a very strong pet 
care professional community and we 
expect even more growth with our 
move to a facility that better fits our 
needs.” states Todd Shelly, Presi-
dent of Barkleigh Productions, show 
organizer.

For more information on PetQuest 
2011, visit www.PQGroom.com or call 
717-691-3388.

Creative Styling Tournament will be 
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My wife called me at the 
office the other day and 

asked me to run an errand for her 
during my lunch break. See, she is 
someone I consider “Wonder Wom-
an,” because she is always moving 
at a breakneck speed to make sure 
our kids get to school and to their 
sporting events on time. One of 
the most important jobs she has is 
making sure our pantry is stocked 
so our growing boys (and me, too!) 
have food when they are hungry, 
which seems to be all the time 
recently! So when “Mama” calls in 
a favor, I am happy to jump at the 

chance to help her out.
A husband can be asked to 

run a lot of different errands for his 
wife, but this one was to the salon, 
which she visits each month to 
enhance her natural beauty. I had 
no idea how elaborate these salons 
can be. Upon opening the door, 
I entered a very nice lobby with 
décor rivaling some of the better 
hotels in which I have stayed. 

The fragrance in the air was 
an interesting mix of perfume-type 
smells and what I now know, after 
some schooling from the reception-
ist behind the inviting desk, was 
the unique odor of perm solution 
and other treatments, such as con-
ditioners and color treatments. 

The customers sat content in 
their chairs as the stylists went 
to work. One even had aluminum 
foil in her hair, and the stylist was 
brushing what, to me, appeared to 
be peanut butter throughout the 
sheets of foil. Very strange indeed. 

All of the ladies in the salon, 
staff and customers alike, imme-
diately knew I was completely out 
of my element! I came armed with 
a yellow sticky note on which I jot-
ted down the name of the product 
I was there to purchase… and my 
wallet. 

I hope I have paid enough 
compliments to my wife in this 
writing to temper my next few 
sentences and keep me out of too 
much trouble at home. “Honey, I 
only kept looking at these beauti-
ful people in an attempt to use this 
new experience as a topic for writ-
ing or a presentation!” 

Remember the receptionist and 

By Joe Zuccarello

Marketing
You!
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the stylists I mentioned? Well let me 
tell you, they must have all been 
either retired or aspiring models! It 
didn’t matter their age. Each obvi-
ously paid a lot of attention to her 
appearance. (Warning: Here comes 
a lot of “guy lingo” to describe my 
observances.) 

All seemed to have their hair 
done up well and their nails paint-
ed, their clothes were of the current 
fashions, and their shoes seemed a 
bit inappropriate for such a difficult 
job that demanded they be on their 
feet all day. I’m just sayin’… They 
wore jewelry, including large hoop 
earrings and gaudy rings and brace-
lets. All seemed to be liberal with 
the amount of skin they were willing 
to show and with the necklaces and 
other gadgets used to get others to 
notice them. Some of those pieces of 
jewelry would have made great fish-
ing lures! 

Anyone who knows me will tell 
you that when I spend my money, I 

pay particular attention to whom I 
am giving my hard-earned money. I 
do this not only to validate whether 
or not they deserve my money for 
their service (or lack thereof), but 
also potentially to learn from them. 
I love to learn how someone else 
runs their business and what tips 
or techniques I can bring back to 
my businesses, clients, or readers 
(like you). 

After about 10 minutes, which 
seemed like two hours, my errand 
was complete. I was successful in 
getting the product for my wife, 
investing a small fortune, and learn-
ing a great lesson!

Why would these people wear 
loads of makeup? Why would they 
wear the latest fashions, style their 
hair in the trendiest of styles, wear 

flashy jewelry, get their nails mani-
cured, and work in such a nice-
looking and smelling environment? 
All of this effort just to cut, wash, 
and dry hair? I still don’t under-
stand the shoes thing, but I cannot 
have all the answers, right?! 

They spend this effort to market 
themselves! Their business survives 
and thrives on your opinion of the 
total experience you have while in 
the salon. Your confidence in their 
work is heightened if they show 
some proof of the work in how they 
take care of themselves, how they 
dress, and how they respect their 
working environment. 

I have been in the pet groom-
ing business for over 25 years now, 
and I have seen dozens of grooming 
shops. As unfamiliar as I was walk-

 Take control, take pride, 
and take advantage of your 

number one marketing 
tool… YOURSELF!
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ing into this strange environment, 
so must our customers be when 
they visit our grooming “salons” for 
the first time. After all, when they 
bring their pets to us, they don’t 
just have unruly hair or nails. They 
may have an unruly dog, unruly 
kids, or an unruly schedule as my 
wife does. So, I have spent some 
time prior to writing this reflecting 
on my memories of some of the not-
so-nice grooming facilities I have 
visited in the last couple decades. 
If some of these sound like your 
grooming salon, I apologize, but I 
also encourage you to take an extra 
minute or two the next time you 
walk through your own front door to 
see it with “client eyes” and identify 
some of the areas that could use 
some attention.

Some of the worst facilities I 
have entered have a pungent, foul 
odor of wet dog, litter box, urine, 
feces, mold, and whatever other 
unimaginable things contribute to 

the stench. These facilities have 
an abundance of pet hair on the 
floor and every other surface in the 
salon. There is an unmentionable 
amount of feces in the planting beds 
out front and some lucky custom-
ers even took some on the bottom of 
their shoes to their BMW, Mercedes, 
and better yet, into the office! I have 
seen windows that you cannot see 
through and retail that is dusty. The 
best of the worst includes peeling 
wallpaper, dried urine on the floor 
and fixtures, outdated decorations, 
and loose dogs running throughout 
the lobby. Believe me, there is much 
more to list, but we are not going to 
focus too much on the negative.

It is one thing to identify areas 
of concern with our facility, but it 
is painful to identify weaknesses 
in our appearance that hinder our 
ability to market ourselves. Some 
of the worst efforts I have seen in 
self-marketing include bed head, no 
make up, cigarette breath, clothes 

smelling of cigarettes, smoking in 
the salon, clothes with holes, too 
little clothing, vulgar tattoos, foul 
language, yelling at the staff and the 
dogs, talking down to the custom-
ers, arriving late to open, and so on. 

You may not consider yourself 
as beautiful as some of those people 
I mentioned in my wife’s salon, but 
I am here to tell you that everyone 
is beautiful in their own way! The 
epitome of ugly, in my book, is not 
trying! Not giving yourself and your 
business the attention it deserves to 
present the best appearance pos-
sible shows you have given up on 
yourself, your business, and worst 
of all, your customer. Don’t be ugly, 
and don’t give up on yourself. Take 
control, take pride, and take advan-
tage of your number one marketing 
tool… YOURSELF! You deserve it, 
and you will be rewarded for your 
efforts!

Joe Zuccarello is National  
Accounts Sales Manager for Tropi-
clean, Naturally Green Products. 
To find out more about Tropiclean 
Shampoos and Tropiclean Fresh 
Breath Made Easy! dental products, 
please visit www.tropiclean.net  
or call 800-542-7387. For more infor-
mation request Reader Service Card 
#7958.
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Behavior CLIPS
by Gary Wilkes

Continued on page 22

uddy, Jasper and 
Molly are Fox Ter-
riers. They are not 
litter mates, but 

they have grown up together. 
For the first three years 
of their relationship, they 
romped and played in perfect 
harmony. Several months 
ago their perfect friendship 
changed. Now it is common 
for Molly to attack Jasper, 
which causes Buddy to attack 
Molly. The fights are so heated 
that all three of the dogs have 
required medical attention. 
Their owners have decided to 
keep the dogs separated and 
are faced with the heartbreak-
ing decision of finding a new 
home for at least one of the 
animals. 

The fighting started quite 
innocently. Molly was two 
years older than the boys, 
and at about five years of 
age, she began growling when 
strangers came to the door. 
The owners used a kiddy 
gate to prevent Molly and the 
boys from actually leaping on 
guests and assumed they had 
solved the problem. 

With the introduction 
of the gate, Molly's behavior 

started to change. At first she 
would bark and race straight 
at the gate and then dart left 
and right to try to get around 
it. The other dogs would race 
forward to join her and start 
milling around, waiting to 
playfully jump on the guest. 
The gate seemed to increase 
Molly's frustration and make 
her even more violent. After 
several repetitions of trying 
to negotiate this frustrating 
barrier, Molly attacked Jasper, 
just as a guest entered the 
door. Their owner dutifully 
waded in and tried to pull 
Molly from Jasper's throat. 
Buddy stood dazed while the 
other dogs struggled. 

The next couple of inci-
dents seemed milder than 
before and the dogs' owner 
assumed that they were back 
to normal. Then on the fourth 
time a stranger came to the 
door, Molly attacked Jasper 
more furiously than before. 
Their owner was bitten in the 
hand while trying to separate 
the dogs -- by Buddy, who 
joined the fray at the last  
moment. 

For several weeks, the 

DOG 
BITES 
DOG, 
BITES MAN! 

B
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fights remained unpredictable. Each 
time they fought, the dogs’ owner 
stepped in and broke it up. The 
owner could not figure out why the 
dogs were normally so loving and 
then suddenly so fierce. They had 
gotten along beautifully for years. 

A common problem for multiple 
dog owners is serious, but selective, 
aggression. Normally well-behaved 
dogs can instantly turn into mania-
cal demons, intent on tearing each 
other to pieces. The most confusing 
aspect of this form of aggression is 
that it is aimed, not at the stranger 
or guest, but at the other members 
of the family, both canine and  
human. 

The dramatic switch from friend 
to foe seems baffling unless you 
know a little about how dogs behave 
in the wild. In nature, wild dogs 
are often required to defend their 
territory against other predators. 
If one of the animals is alerted to 
danger, it will bark to alert the rest 

of the pack. First one dog, and then 
another, barks to spread the alarm 
and then moves forward toward the 
perceived threat. As the dogs move 
forward, they form a rough skirmish 
line facing the enemy. The natural 
defensive position for a pack of wild 
dogs or wolves leaves them facing 
the enemy -- not each other. This 
natural arrangement of visual focus 
is the key to the problem. 

One of the primary threats one 
animal can give another is direct eye 
contact, or staring. In many species 
of animals, this "in your face" stare 
can freeze an aggressive animal and 
cause it to seek trouble elsewhere. 
In the wild, a pack of dogs may ac-
tually stop an attack by simply star-
ing at the intruder. If the intruder 
disregards this threat and gets too 
close, the dogs will attack in defense 
of their territory. The closeness of 
the eye contact becomes the trigger 
for the attack.

Another common trigger is 

physical jostling that impedes a 
dog’s attempt to move closer to the 
stranger/intruder. When two or 
more dogs are milling around at the 
front door, a simple bump on the 
shoulder can start a vicious fight. 
Consider how you would react at 
night if someone’s hand suddenly 
grabbed your shoulder. The dark-
ness heightens your fearful arousal 
and makes you hypersensitive to 
threats. This scene is played out in 
many horror 

ONE OF THE  
PRIMARY THREATS 
ONE ANIMAL CAN 
GIVE ANOTHER IS  
DIRECT EYE  
CONTACT, OR  
STARING.

Continued on next page
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movies and always ends the same 
way – the person being grabbed 
reacts instantly and forcefully. 

Though we have domesticated 
dogs and removed them from na-
ture, some of their wild reactions 
remain substantially unchanged. 
When city dogs get excited, they also 
bark an alarm and join together to 
react to the perceived threat. Next, 
they attempt to move closer to the 
enemy. While their wild genes com-
mand them to form a skirmish line, 
kiddy gates, fences, furniture, walls 
and other manmade barriers block 
the way. House dogs adapt to this 
unnatural setting by leaping vio-
lently against the door, racing back 
and forth in front of the door, or 
lunging against the artificial barrier. 
This scenario often creates two very 
dangerous reactions. 

First, the dogs become more 

and more agitated as they are 
prevented from getting close to the 
target. Second, the obstacles force 
them to race back and forth and 
mill around the gate, fence or door. 
As the dogs move back and forth, 
they invariably make eye contact 
with each other. This eye contact at 
close range can trigger the attack, 
even between pack mates.

The term for this problem is 
misdirected aggression. In reality, 
direction has little to do with it. 
Once the dog’s level of arousal hits 
the biting point, there is no real 

direction at all. This more closely re-
sembles the military term, “friendly 
fire”. In the ferocity that follows, the 
ability to discriminate friend from 
foe is lost. At this stage of arousal 
any target that presents itself will be 
bitten, including owners, bystand-
ers and loved pack-mates. If you 
stick your hand in there to separate 
them, expect to be bitten. 

While it is beyond the scope of 
this article to tell you how to perma-
nently fix this problem, there is one 

ANOTHER COMMON TRIGGER IS PHYSICAL  
JOSTLING THAT IMPEDES A DOG’S ATTEMPT 
TO MOVE CLOSER TO THE STRANGER/ 
INTRUDER.

Continued on page 24
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tip I can give you that may help to 
limit the damage. Purchase a corn-
straw broom – the old fashioned 
kind that has a simple pole handle 
and stitching that holds it together. 
Make sure you do not use a broom 
that has sharp, plastic corners. 
When the fight erupts, stick the 
straw part of the broom between the 
combatants and try to firmly sepa-
rate them. Do not whack or strike 
them with the broom. Once they 
break their holds you have a split 
second to flip the broom so that the 
straw becomes a vertical barrier 
between them. Keep the barrier be-
tween the dogs so the most they can 
do is bite the straw. Pretend you are 
playing a form of “pup hockey”, and 
try to scoot them away from each 

other. They can’t remain aroused 
forever and within a few seconds 
should return to semi-normal. Loud 
yelling may get them to recognize 
your presence and cause a sup-
pression of the fight – or not. There 
are no guarantees with this method 
other than that you have a chance 
to stop the fight and you aren’t go-
ing to get a nasty bite on your wrist. 

Because of the inherently 
dangerous nature of this type of 
aggression, home remedies rarely 
solve the problem and often lead to 
serious injury to the dogs or owner. 
Attempting to man-handle canine 
aggression is almost never success-
ful. If your animals become violent 
when aroused by mundane events 
such as delivery men, invited guests 

or the sight of neighborhood dogs, 
ask your veterinarian, other groom-
ers and trainers for the name of 
someone who has a proven track 
record for helping with this type of 
problem. 

Gary is an internationally ac-
claimed behaviorist, trainer, author, 
columnist and lecturer. He has more 
than 30 years experience working 
with dogs, including eight years of 
shelter work. Gary Wilkes is respon-
sible for the innovation and develop-
ment of clicker training as a practi-
cal methodology for dogs and with 
his former colleague, Karen Pryor, 
introduced this method in 1992. He 
currently has a full-time, veterinary 
referral based behavior practice in 
Phoenix, Arizona and is an author, 
a columnist and feature writer for 
Groomer to Groomer and Off Lead & 
Animal Behavior magazine. Contact 
Gary at wilkesgm@aol.com or visit 
www.clickandtreat.com.

IF YOUR ANIMALS BECOME VIOLENT WHEN 
AROUSED BY MUNDANE EVENTS … ASK YOUR 
VETERINARIAN, OTHER GROOMERS AND  
TRAINERS FOR THE NAME OF SOMEONE  
WHO HAS A PROVEN TRACK RECORD FOR  
HELPING WITH THIS TYPE OF PROBLEM.
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To me, dogs have always 
been magical creatures, 

part of my very heart and soul. 
I could not imagine them not 
in my life bringing compassion, 
love and the wonder of color to 
my world. All the children who 
have grown up in our family 
know dogs come in many colors, 
shapes and sizes, but especially 
color. Clifford and Blue from 
Blue’s Clues had nothing on the 
dogs of our family, and all the 
children grew up knowing that it 
was not unusual to see a green 
panda or multi-colored spotted 
Dalmatian. In a creative family, 
it’s just normal for your Poodle to 
look like a rocking horse. 

It’s not magic. But Magic 
Pens, like Blow Pens, are the new 
craze. They are manual and offer 
airbrush delivery with non-toxic 
watercolor markers. The pen set 
comes with two dispenser units, 
some stencils, and 18 pens that 

have their own caps to help 
prevent them from drying out. 
So many times when I have used 
blow pens, I have forgotten to 
turn the pens back in the tube 
only to find them dried out the 
next time I reached for them. 

It is so easy to add a touch of 
color, right where you need it, to 
your client’s dogs with the magic 
pens. Uncap your pen and insert 
the pen point down into the clear 
tube, then place the colored blow 
end onto the clear tube. It is as 
simple as aim and blow to dis-
pense the color. The closer you 
hold the end to the area the more 
concentrated the spray range is, 
meaning very close results in a 
finer line, and farther back you 
achieve a wider line. Once you 
have sprayed a little color, use 
a comb to spread it through the 
coat. It will dry almost instantly. 
The color will usually come out 
with a wash or two. Very tem-
porary is a good thing for some 
clients who may not be sure 
that they want a long-term color 
commitment. So go ahead, add a 
little more magic to these already 
magical creatures!

Contact Dawn for tips on how 
to use these and other Creative 
products at Dawn@klippers.com.

in Minutes
 by Dawn Omboy

Colorful 
Magic 

READER SERVICE CARD #7988
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Sally is a visionary, an idea person. She always  
tries to do things better – not by competing with  

others – but by competing with herself  
to do it better the next time.”

Gwen Shelly, Best Friend and Business Partner at Barkleigh

Every dream has a beginning.  
The story of Barkleigh Productions 

began in the small town of Camp Hill, 
Pennsylvania, when a young, 

 hard-working groomer needed a  
way to educate her customers  
and save herself a little time. 

“Many people don’t realize that I was 
a groomer for fifteen years and 

the daughter of a groomer,” says Sally Lid-
dick, founder of Barkleigh Productions, Inc. “I 
was also a medical secretary, working in local 
hospitals for about eight years, and the vol-
unteer editor of a small Christian publication 
for women. That gave me the basis on which I 
built Groomer to Groomer.”

Sally’s mother, Sarah Stanton, was one 
of the first groomers in the area. In 1956 she 
opened a grooming shop in the basement of 
her home. Sally started her grooming career in 
that shop. After her mother retired, Sally and 
her husband, Tom, bought the family home, 
and she continued grooming in that basement 
shop. 

Continued on next page

Sally Liddick
Riding into Retirement

by Kathy Hosler 
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It seemed to Sally that her 
customers kept asking the same 
questions over and over. She 
typed information sheets about 
the most frequently asked ques-
tions and used them as a handout 
to help her customers with their 
problems. 

 Her customers loved the 
handouts. One day while she was 
washing towels from her groom-
ing shop, a thought came to 
Sally. “Maybe other groomers are 
dealing with the same situations. 
Perhaps I could make a newsletter 
filled with hints and tips, which 
they could hand out to their cli-
ents. Hmm… Yes, but what could 
I call it?” The rhythmic sound of 
her washing machine inspired 
Sally, and the name Groom-O-
Gram, Groom-O-Gram popped 
into her mind.

That was in 1979, during 
what some called the “dark ages” 
of the grooming industry. Back 
then groomers felt isolated and 
alone. They did not talk to each 
other (their dreaded competition), 
they were hungry for education, 
and there was a definite need for 
professionalism in the industry. 

 To get the word out about 
her exciting new product, Sally 
took a giant step. In a bold move, 
she took $700, a huge invest-
ment for her at the time, and 
mailed a sample GroomOGram to 
thousands of groomers across the 
United States. The response was 
overwhelming. Groomers loved the 
GroomOGrams and found them to 
be an invaluable help with educat-
ing their customers and building 
their businesses. 

 “My shop, Dandidogs, sent 
out GroomOGrams  and reminder 
cards all the time,” said Val 
Penstone, Director of Grooming 
for the Best Friends chain of 42 
pet resorts. “The result was a full 
appointment book and advanced 
bookings for up to a year ahead.”

Soon the GroomOGrams  were 

being ordered by the thousands. 
Sally enlisted Tom and their son, 
Tommy, to help her count and 
package the GroomOGrams. But 
soon it was more than the three 
of them could handle. Sally’s best 
friend, Gwen Shelly, and her hus-
band, Bruce, joined forces with 
the Liddicks to keep up with the 
orders. In time 225,000 of each 
quarterly issue were being or-
dered, and to date, over 10 million 
copies have been purchased. 

Sally and Gwen began to 
attend trade shows and set up 
a booth to introduce groomers 
to the Barkleigh GroomOGram. 
Groomers would talk with them, 
sharing their success with the 
GroomOGrams and discussing 
their concerns. Being a groomer, 
Sally understood their problems, 
and she set about providing solu-
tions. Sally began to add new 
products: reminder cards, sympa-
thy cards, pet report cards, and 
more. With Sally at the helm, Bar-
kleigh became a thriving business 
with a growing staff. 

“I have used the Barkleigh 
sympathy cards,” says Dawn Om-
boy, the Queen of Color. “People 
appreciate knowing they are not 
alone in their grief and pain. I 
have also used the Little Angel 
Awards with new clients. I usu-
ally attach a lock of the puppy’s 
hair with a small bow around it. 
Clients love it!”

Joanne Russell started groom-
ing in 1963. “I especially like the 
Little Angel Awards for first-time 
customers, then later the Pet 
Report Cards. I love that there are 
places to write and tell the owners 
how well they brushed their pet, 
how their pet behaved, and more.” 

With every order of Barkleigh 
products that went out, Sally 
included a sheet of helpful hints 
and called it Groomer To Groomer 
Tips. Little did she know how 
much this newsletter was going to 
change the grooming industry.

READER SERVICE CARD #7989
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Continued on page 29

Groomer to Groomer Magazine
Bringing the World to Groomers one issue at a time

The first issue of Groomer to Groomer was pub-
lished in the summer of 1982. Groomers all over 

the United States became connected in a unique way by 
this industry-changing magazine. 

“Groomer to Groomer was my life!” said Judy Bremer 
Taxman, who was the Groom Expo hostess for many 
years, owned and operated two grooming shops, became 
manager of the largest kennel in the world, and was a 
national spokeswoman for Purina. 

“When Groomer to Groomer was first published, that 
magazine, to me, meant that there were other people 
out there who were doing the same thing I was. In the 
‘70s and ‘80s, nobody shared anything. The maga-
zine was the most instrumental thing. That’s how I 

learned about workshops and seminars. It gave me all 
the knowledge of the world. It had major impact – the 
people I read about and the pictures of the dogs. To see 
people do that quality of work… the magazine opened 
the whole world of grooming. The magazine was my 
lifeline. When it came, I read every word.”

Judy’s feelings were echoed by others in the indus-
try. Groomer to international champions, speaker, con-
testant, and Terrier specialist Sarah Hawks said, “Get-
ting Groomer to Groomer was always a big deal for me. 
It was always something to look forward to… articles of 
new things, pictures, contest results, and more. I think 
that a lot of people have gone into competition because 
of the magazine. They saw what others were doing and 
said, “I could do that,” and off they would go. I probably 
have every copy of Groomer to Groomer magazine that I 
ever got.”

Vivian Nash, cofounder of the Nash Academy in 
Kentucky and the International Judges Association, 
said, “Groomer to Groomer was the first industry maga-
zine created by a groomer for a groomer, and the reason 
it was so successful is that it stayed true to the name. A 
magazine dedicated to the groomers!”

“It has given many groomers a goal to strive for,” 
says creative grooming champion Dawn Omboy enthu-
siastically. “I remember saying that someday I would 
be on the cover of Groomer to Groomer – and indeed I 
was. I stood on the Barkleigh Creative Styling stage and 
said to Sally and the audience, “Being on the cover of 
Groomer to Groomer is like being on the cover of Rolling 
Stone!”

The magazine became indispensable to groomers 
across the United States and eventually worldwide.

“The magazine gives exposure to little groomers in 
small towns. If they are willing to step up to the plate 
and compete, they can be a ‘cover girl’ or guy,” says 
Kim Geidel, owner of Barking Beauties in Ellwood City, 
PA. “The magazine showcases new grooming inven-
tions, gadgets, gizmos, shampoos, and retail items. I 

The greatest tribute we can give to Sally is to carry on her vision.  
She has planted the seeds that the industry needs to be a family. We need to  

be customer focused, care about safety, and take care of our groomers.”
Erick Goldberg is Vice President of Human Resources  for PETSMART (stores and field management)
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read those and then specifically look for those new 
items at shows and in catalogs, so I always keep 
abreast of the newest things available.”

 “Groomer to Groomer magazine is a way to find 
out what is going on in the country and industry. 
Sally brings quality articles written by acknowl-
edged experts in every issue,” said Shirlee Kal-
stone, internationally recognized authority, author, 
and founder of Intergroom.

The impact that Groomer to Groomer magazine 
has made on the grooming industry is summed 
up by Erick Goldberg, Vice President of Human 
Resources for PetSmart. “Here you have a gal in 
Mechanicsburg driving the grooming industry one 
groomer at a time,” says Mr. Goldberg. “She knows 
that education is the key. She knows that you 
educate through multiple sources and that people 
learn differently. She has grooming competitions, 
holds educational seminars, and gets the experts 
to come and speak to groomers at trade shows. 
She knows that not every groomer can attend sem-
inars; to reach out to them, she uses the magazine. 
The magazine is the key backbone to the educa-
tion, keeping people informed, exploring the latest 
and greatest industry trends, and talking about the 
next best product or the next best service that is 
out there.”

Additional Thoughts  
from Industry Icons...
Dawn Omboy, writer and creative groomer
The first time I was to speak in Hershey, I had a nightmare about being late to 
my first seminar. In my dream, I was running through the hotel to the classroom 
saying, “Sally’s gonna kill me!” I ran into her in the hall (in my dream), and she 
assured me everything was going to be alright, telling me to get in there and do 
a good job. But when I told Sally about this dream, she smiled and said, “No, you 
were right. I would kill you.” Needless to say, I was always early! 

Vivian Nash, cofounder of Nash Academy  
and International Judges Association
John and I really became close friends when Barkleigh started using IJA to judge 
Barkleigh contests, but the relationship changed when John became seriously 
ill with cancer. We became more than friends… We became Sally Friends. Sally 
was the special friend John prayed with, shared his feelings with, and loved from 
the bottom of his heart. I would sit and listen to them chat on the phone for hours. 
They would laugh, cry, and sing a little, and I could hear the New Jersey come out 
in Johnnie when he was on the phone with her. I would tell them I was concerned 
with their relationship, but they always laughed it off. During John’s last year, Sally 
would take precious hours from her work to be with him and support him. During 
the last days of his life, he asked me to call Sally so he could pray with her and tell 
her goodbye.

Continued on page 30
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CANINE MASSAGE THERAPY (CMT)

EQUISSAGE©

the nation’s leading trainer of professional animal massage therapists …
NOW OFFERS A HOME STUDY CERTIFICATE PROGRAM IN

THE EQUISSAGE PROGRAM 
IN CANINE MASSAGE THERAPY
professionally schools the student in the theory and 
benefits of massage, massage strokes, technique and
sequence, canine anatomy, dog handling, and marketing
your own canine massage practice.

For a free brochure call: 

(800) 843-0224
or write : EQUISSAGE© P.O. Box 447, Round Hill, VA 20142

Visit our web site: www.equissage.com   ·   E-Mail: info@equissage.com
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“Sally Liddick is a visionary, 
an idea person,” says Gwen 

Shelly, best friend to Sally and CEO 
and business partner of Barkleigh. 

“Education, education, education. 
That is what Barkleigh is all about,” 
says Vivian Nash of the Nash Acad-
emy. “It’s the vehicle that has driven 
Sally over the years and the force that 
has taken Barkleigh to the top.

“Sally helped create many of the 
professionals in the business,” Mrs. 
Nash continues. “Sally promoted 
them, coached them, and supported 
them when they had doubts. She 
helped take our industry to a more 
professional level by offering excellent 
speakers. 

“Sally started out conducting 
education seminars and events rather 
than competitions. It was a different 

approach. She continued with this 
concept and wrapped the competition 
around the education, making Bar-
kleigh shows the best in the industry.” 

“I began my career as a groomer 
too,” said Mary Meeks of Nature’s 
Specialties. “I would talk to individual 
groomers about my experiences to 
help them solve their problems and 
help grow their business.

“One day Sally said to me, ‘Mary, 
you have such a passion. You need 
to tell it to a group.’ I protested, but 
Sally said, ‘You don’t know what you 
can do until you try.’ 

“I was terrified,” recalls Mary, 
“but when I quit thinking of being a 
speaker and concentrated on being 
a groomer sharing my knowledge 
and experience, things started to 

Groom Expo
 and other barkleigh seminars

Sally and I had a Barkleigh booth at many trade shows, and we would discuss what we  
liked about each show and what we might change if we were doing it. After much planning,  

we held the first Groom Expo in 1988 - and it was a success from the start.”
Gwen Shelly, Best Friend and Business Partner at Barkleigh

Continued on next page

Honey Loring, founder of  
Camp Going to the Dogs
What do I remember most about Sally? Her 
friendship with Gwen – a lifetime of closeness… 
unique, enviable.

Wilma Flies, founder of  
Sav-Ur-Fur dematting system
Sally has helped me tremendously. Groomers 
who need help with a new product or idea for the 
grooming industry should contact her by e-mail 
at Sally@barkleigh.com. The first time I met her 
in person was at Hershey. I could not keep up 
with her. I think that scooter has overdrive... I 
didn’t want to be another victim!

Christine DeFilippo, owner of Intergroom
Where do I begin? This woman has taught all 
show managers more than a thing or two during 
her reign as owner of the largest show in the 
country! Brilliant ideas spilled into well-executed 
works as she built her empire of shows and 
magazines. There are no doubts about her ability 
to make a statement in this industry today, even 
as she chooses to retire from her active position.

Gary Wilkes, world-renowned  
originator of clicker training for pets
I met Sally at the Association of Pet Dog Trainers 
Conference many years ago. Why in the world 
would the publisher of the largest grooming 
publication care about training? Because she’s 
a lot smarter than most people. Sally under-
stood that grooming requires handling. Training 
reduces the amount of handling you need to do, 
and that makes grooming easier, safer, faster, 
and more profitable. She was so convinced of 
this that she bought a training magazine and 
incorporated behavior topics into Groom Expo. 
Why? Because she believes that knowledge is 
power, and groomers need to aspire to be, like 
Sally, smarter than most people. If they stick 
with Sally’s plan and the tools she’s provided for 
them, they will be.

John Stazko, industry consultant,  
speaker, and manufacturer
Sally’s accomplishments are so numerous she 

Continued on next page
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flow. I’ve watched groomers grow 
and become much more profes-
sional – the look, the attitude, and 
the knowledge… and I contribute 
this in a large part to Sally. Sally 
brings energy and excitement to 
all the events. Whatever she has, it 
should be bottled.”

“I watched Sally plan and ex-
ecute several hundred educational 
conferences and seminars that 
brought new information across 
the country,” says Marlene Romani 
of Clipper Vac. “She took educa-
tion to places that had never had 
any. Sally didn’t just reach out to 

the large groups; she would take 
seminars to the people who had 
nothing. And she didn’t let any-
thing stop her. Once in Jackson 
Hole, Wyoming, Sally had to have 
an emergency root canal, but the 
show went on. 

“I’ve done every single trade 
show and seminar Sally has held. 
I’ve never missed one,” reports 
Marlene emphatically. “And with 
seminars like the cruises, it in-
spires people to have a little fun 
and also get an education.” 

Sally knew that over-worked 
Continued on page 32

Continued on page 32

could create a book. Oh, she already did that! The one 
single lesson for all is that you live, work, and play by put-
ting God first in all you do and by following His instructions 
from the Bible. This is not something Sally shoves down 
anyone’s throat. Her success in life and business are shin-
ing examples.”

Sam Kohl, grooming school founder, innovator, and 
author of foundational grooming books
I have known Sally since before my hair turned to silver. Al-
though the road has sometimes been rocky, I have always 
said and will continue to say that she is, by far, absolutely 
the best businesswoman in the grooming industry!

Bonnie Wonders, columnist, author, and groomer
I vividly recall my teachers saying that I should write a 
book or do something in the literary field. Never did I think 
I would actually have the opportunity to do such a thing... 
especially for money. Then along came Sally Liddick and 
Barkleigh. I submitted a single story to Sally, and when I 
got the phone call saying that she wanted to use my story, I 
was astounded. From that point on, I was asked to become 
a regular with Groomer to Groomer, and I realized how 
generous Sally was. I know countless numbers of people, 
myself included, whom she has helped to realize their 
dreams by being an encouragement through seminars, 
sponsorships, monetary contributions, and by coming up 
with opportunities for growth and loyalty. She has given 
far more to our industry than she will ever realize and still 
retained a sense of humor, as evidenced by her “Sally’s 
Desk” column. I, for one, miss it greatly each month. There 
is a void there that just can’t be filled.

Ann Stafford, founder of Atlanta Pet Fair
When we first considered hosting a grooming show, my first 
phone call was to Sally, whom I did not know at the time. 
She had just completed the production of the first Groom 
Expo. I felt that if we were to be successful, we should use 
successful shows as models. Although we had never met, 
she spent a lot of time with me that day and gave me sev-
eral tips that I still follow after 23 years. Sally has frequently 
answered my questions since that first call. I loved the way 
she set up her competition on tiered stages. She sent me 
two typewritten pages containing details as to size, etc.
Sally has always advertised her shows and products as 
“the best.” When questioned by another show producer 
as to how this could be true, she simply replied that if she 
didn’t think they were “the best,” how could she expect 
anyone else to? And she has two very popular shows! With 
that business principle, you would think she “brags” about 
everything she does. Not true!
Sally has a philanthropic side. She has helped so many 
groomers in desperate need, and so many times she does 
it without anyone but the recipient knowing where it came 
from. I consider Sally one of my many mentors and she will 
always hold my respect and friendship.
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groomers needed to have a little fun. She and Gwen planned 
field trips like the Amish Fling, held get-togethers like the 
Internet Social, and offered meal events to allow groomers to 
meet one another and network together.

Their unwavering Christian faith has always been a big 
part of all the decisions and plans that Sally and Gwen have 
made. The Gospel Breakfast, the Gifts of Love Silent Auction, 
and the many projects they have undertaken to help others 
reflect that faith. Every issue of Groomer to Groomer includes 
a proverb. Sally says, “One of the best business books in the 
world is Proverbs. The common sense wisdom of those little 
short sentences really packs a punch.”

Sally included educational programs for all, whether 
you are a groomer, trainer, kennel operator, day care pro-
vider, animal behaviorist, or retailer. She was determined 
to improve every groomer’s life by giving him or her the 
opportunity to become true professionals. And where else 
but a Barkleigh event could you earn more than $30,000 by 
winning a grooming competition? 

“Sally always changes her seminars to include topics 
that are relevant to changing times… mobile grooming, cat 
grooming, creative grooming, retailing, etc.,” Joanne Russell 
says. “Before Sally started Grooming Salon 2000, there was 
no place to prepare the dogs for competitions (we all know 
that hotels frown on grooming dogs in rooms), so she cre-
ated the total salon.” 

 “People who set goals for themselves can live those 
goals out at the Barkleigh seminars,” says Sarah Hawks. 
“They get to visit with other groomers and share knowledge. 
They get to go to seminars given by knowledgeable industry 
speakers who help to keep their skills sharp.”

“I’ve worked with Sally all over the world – from Berlin 
to Hawaii,” recalls Judy Bremer-Taxman. “Sally and Gwen 
always made me feel like I was a member of their team – like 
I was family. 

“Something that not many people know is that for two 
years I was Sally’s ‘dresser,’” shares Judy. “I picked out all 
of her clothes and outfits and changed her image from drab 
to fab.” Then Judy added with a chuckle, “I couldn’t get her 
to spike up her hair though.

“The most fun, relaxing, experience I ever had was with 
Sally and other groomers on the Groom Boat cruise to Alas-
ka. Sally had a room with a big balcony in the front of the 
ship. We watched glaciers calving, magnificent wildlife, and 
breath-taking scenery. Who would ever imagine a groomer 
being able to do that?”

“Sally’s greatest achievement has been her giant groom-
ing show, GROOM EXPO. Running a show is a monumental 
job. You have to satisfy, entertain and accommodate tons 
of attendees, vendors, lecturers, contestants, and contest 
dogs. The hardest trick is to keep everybody coming back 
year after year, and she has surely accomplished that” says 
Sam Kohl.

Teri DiMarino, columnist, speaker, and judge
My first introduction to Sally and Gwen was at the 1986 NDGAA 
Competition in Orlando, Florida. Competitions and seminars all took 
place in the same ballroom; competitions were on the roped-off floor 
area with seminars on the stage. Up came two ladies with a presenta-
tion on a new, innovative appointment reminder system. Everybody in 
the audience sat in total awe at this business-oriented presentation, 
hanging on every word (OK, every other word). It also must have been 
early on in their high-profile careers, as they both appeared quite 
nervous. Everything was scripted with Sally on the microphone and 
Gwen handling the product. Their delivery was almost comical, as they 
were both quite rigid and unwavering, but they wanted to make sure 
they presented their product well. Nothing was going to rattle them.
Countless Groom-O-Grams, reminder cards, and issues of Groomer 
to Groomer later, Sally and Gwen still make an enviable team. The 
relationship I have developed with Sally over the years amazes me. 
She is the queen of banter, and her terrific sense of humor is un-
matched. A tiger when pushed, Sally will come out of her corner with 
her teeth bared, ready to take care of business. But that persona is a 
smokescreen for the sensitive, caring person underneath. Generous 
to a fault, Sally has championed the little guy while staying quietly in 
the background. I have had opportunities to share business as well 
as personal events with Sally. While our opinions may differ vastly in 
some areas, we can still have spirited, sometimes difficult confronta-
tions, and both of us have the ability to finish the conversation and put 
it away, not letting any of our business differences come between us 
in our personal and professional relationship.
Sally is a dog groomer. That is what started her successful Barkleigh 
empire. She knows the business inside and out, just like any one 
of us. People like Sally Liddick do not retire. They continue to linger 
around under the guise of retirement. And I hope she continues linger-
ing around, making a pest of herself for a very long time to come.

Dennis Geib (aka Maestro von Geib), 
 brother of scissor manufacturer Ed Geib
I met Sally at the Gospel Breakfast in Hershey last year and told her 
about my dream to create a musical therapy CD for groomers. Less 
than a year later, it has become a reality. Sally wrote the foreword 
for my CD, proofread and edited my entire CD insert, and prepared a 
news release to send to the industry. We became “night shift” buddies, 
staying up into the wee hours of the morning, emailing and brainstorm-
ing ideas. At times it was hilarious. She has been an inspiration and 
a friend, even though we have only met once. That in itself speaks 
volumes about her character and integrity. I love that Barkleigh is 
founded on Christian principles and remains an honest and decent 
company in a world where people use each other and will do anything 
to get to the top. Not Sally. There is no compromise. She remains the 
same, and that spells respect no matter how you slice the pie!

Kathy Rose, speaker, demonstrator, and IJA Team Director
Sally is a passionate risk-taker, unafraid of what anyone else thinks, 
fearlessly acting on her dreams. I admire her greatly! She has stead-
fastly supported IJA. When the industry was at odds and downright 
angry at times, Sally stood her ground for her beliefs. When she felt 
it was inhumane for dogs to stand for hours during a contest, she did 
something about it and created a mandatory break in the middle of 
the contest. Almost everyone thought that was crazy. What? Stop 

Continued on page 35
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Well, Sally did make a differ-

ence – an industry chang-
ing one! Here is what some industry 
experts have to say about Sally’s 
business side and the things she 
has done that have made Barkleigh 
so successful…

Erick Goldberg 
“To Sally everyone is equal 

– men, women, groomer, non-
groomer, age, color, etc. She sees 
people as people. One of the amaz-
ing things that Sally has going for 
her is looking at everything through 
the customer’s lens – the two-legged 
customers and the four-legged cus-
tomers. Its not about the groomer, 
its not about up-selling…at the 
end of the day, all of that will come 
about if you take care of the cus-
tomer…and Sally got me to think 
about that.

Marlene Romani
“As my mentor, Sally had such 

a drive. She was adamant about 
changing this industry. She was 
determined to make the groom-
ing industry grow and prosper as a 
respected profession. I learned from 
Sally to be strong and not worry – 
just do things.”

Sarah Hawks
“Sally is as tough as nails. She 

does things the way she wants them 
done. I have the utmost respect for 
her. Sally is an astute business-
woman. One reason why is that she 
stands up for herself.”

Shirlee Kalstone
“Sally is one of the most hon-

est people that I have met in this 
industry and I respect her for that. 
Whatever Sally is feeling, she sticks 
to her guns. She is a very fair 
person. Sally is very quick to know 
what is good for the industry – and 
to do it! “

Vivian Nash
“Having a long business history 

with Sally, I always admired her 
dedication to giving her clients the 
best. She set standards in educa-
tional seminars by always searching 
for the best to teach. Competitors 
and competition dogs also benefited 
from this drive to give the best. Sally 
wanted the best judging system. I 
recognize the drive, as it’s the same 
foundation that Nash was built on. 
Perfection.” 

Honey Loring
“Her ability to keep a large staff 

of service-oriented, upbeat, dedi-
cated people. It always surprised me 
that she kept expanding into new 
types of shows and locales. Sally 
thrived on it.” 

Judy Bremer Taxman
“Sally is honest – and bold. 

She had to be bold to accomplish 
what she has and believe in herself 
enough to do it. Sally was a base-
ment groomer, she never even had 
a storefront. To come up with all 
the ideas she’s had is amazing. And 
her Christianity is a very big part of 
everything that she does.”

Mary Meeks
“Sally shows a personal inter-

est in every person, the groomers, 
the vendors, the speakers. Sally is 
very humble. She is the same per-
son now as when she started. She 
is very charitable and has a warm 
heart. Her faith is strong. I believe 
that you walk in faith or you walk in 
fear, and Sally walks in faith. When 
you step out in faith, that’s when 
you succeed.” 

Sam Kohl, author of numerous 
pet care industry books, innovator 
and grooming school founder 

I have told Sally several times 
through the years “although you 
may be a ‘hard ass woman’ to deal 
with, you are truly the best busi-
ness person the grooming industry 
every produced!”  Then sometimes 
she would thank me for saying she 
was the best business woman.  “No, 
Sally, I’d say, to call you merely a 
business WOMAN would be only 
half as strong a compliment.  I 
meant it when I said you are the 
best business PERSON in the pet 
grooming world!”

Todd Shelly
“A large part of the success of 

Barkleigh is because of Sally’s busi-
ness philosophies and the intensity 
in which she conducts herself. She 
has earned the trust and respect of 
the pet industry because she has 
never wavered from her desire to do 
things the right way.”

The Business Side of Sally
 She put the bark in barkleigh

A large part of the success of Barkleigh is because of Sally’s business  
philosophies and the intensity in which she conducts herself.”

Todd Shelly, President of Barkleigh Productions, Inc.



35Groomer to Groomer • Vol 30 Ed 6 • June 2011

G
ro

om
er

to
G

ro
om

er
.co

m

“
Many people look forward 

to the day when they can 
retire. Sally Liddick is not one of 
those people. She did not want to 
retire. Sally has been forced into re-
tirement by her health issues, and 
she does not like it – not one bit.

“I always said that I would die 
with my boots on,” said Sally. “But 
I have had several heart attacks, 
and now I am tied to oxygen 24/7, 
which certainly restricts my  
traveling.”

“Retirement is very difficult 
when you have a business that you 
have built from the ground up,” 
says Gwen Shelly. “And it’s even 
more difficult when that retirement 
is not by your choosing.”

When most people retire, they 
get a gold watch or a fancy gold 
ring, but not Sally. Sally’s retire-
ment gift was a shiny, new gold 
mobility scooter. There is a rumor 
from a very reliable source that 
Sally, Gwen, and Judy Bremer-
Taxman have been known to have 
wild races with these scooters 
through hotel corridors. If you hap-
pen to see these three together at a 
seminar… LOOK OUT!” 

Sally can no longer go into the 
office every day, but she is still very 
active on the computer. She has 
been able to spend more time with 
an activity she really loves – writ-
ing. She wrote her book, Taking a 
Different Path, which tells the story 

of Barkleigh and of the lifelong 
friendship between Sally and Gwen 
and the adventures they have 
shared. 

And now, even when life has 
given her lemons, it won’t stop 
Sally. This incredible woman will 
just make lemonade.

“I now have the time to do 
some mentoring,” says Sally. “I am 
helping a couple of young entrepre-
neurs bring new products to the 
pet care industry.”

You may not see Sally as 
much as you used to, but you can 
be sure the driving force behind 
Barkleigh will continue to come up 
with innovative ideas and introduce 
new concepts that will propel the 
grooming industry forward. 

Sally has touched many lives 
and helped numerous people in 
countless ways with her knowledge, 
generosity, and experience – and 
she is not done yet. Sally would like 
to hear from you. If you would like 
to ask Sally your industry-related 
questions, or if you would like to 
pick her brain, or even tell her how 
your life has been enriched by the 
things she has done, you can email 
her at sally@barkleigh.com.

Starting with her little GroomO-
Gram and a dream, Sally Liddick 
has forever changed the pet care 
industry. And she did it her way – 
by taking a different path.

Sally’s Retirement
 ready or not

Retirement is very difficult when you have a business that you have  
built from the ground up,” says Gwen Shelly. “And it’s even more  

difficult when that retirement is not by your choosing.”
Gwen Shelly, Best Friend and Business Partner at Barkleigh

the contest right smack in the middle? This break is now 
mandatory at all Barkleigh and IJA shows throughout the 
world. It is now referred to as the “Sally Break.” In good 
humor, many judges will come to me while we are judging 
at an IJA show and let me know they have to be excused 
to take a “Sally Break.” Sally has always been available 
and ready to talk, to help solve a problem or just to listen, 
anytime of any day or night. Many pre-dawn hours have 
been spent solving issues via email. Sally has taught me 
to stick to my guns when I believe in something and not to 
be afraid to admit when I have made a mistake.

Steven Appelbaum, President and Director of the 
Animal Behavior College, Inc.
From the first time I met her, I knew she was a kindred 
spirit. I detest B.S., and with Sally, it was obvious that 
she was a bottom-liner; what I saw was exactly what I 
got. I loved that from day one. Even the way she emailed. 
Rarely a “hello” or “how are you doing” – just her thoughts 
at the moment. Some people would take offense, but I 
knew her heart was always in the right place. When push 
came to shove, this was a person on whom you could 
count. Of course she wasn’t someone to cross either. 
I had the unfortunate experience of having to cancel a 
speaking engagement one year, and she let me have 
it with both barrels. However, she was always able to 
forgive, and eventually we were back to working together. 
She proved supportive and a joy to work with when I was 
editor of Off Lead magazine. My only regret is that I didn’t 
meet this remarkable woman a decade or two earlier, as I 
believe we would have done amazing things together.

Marea Tully, speaker, contest judge, demonstrator, 
and former international Andis consultant
Sally is one of the most successful, respected, tenacious, 
and professional businesswomen I’ve ever known. She’s 
“like a dog with a bone” when she gets an idea in her 
head. She’ll stop at nothing until she sees it through. 
Sally is living proof of what a dedicated professional dog 
groomer can do with one’s life. We’d all do well to model 
her business acumen. It has been a privilege to know her 
and work with her.
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Continued on page 37

READER SERVICE CARD #7994

 All the Wahl trimmers use the 
5-N-1 blade. It is durable, quiet 
running, and can be resharpened 
successfully. It does have a draw-
back. If it isn’t cleaned properly, it 
seems to dull very quickly. These 
suggestions will help. Many styles of 
trimmer blades, as well as the 5-N-
1, use a wire spring to put tension 
on the cutter to hold it against the 
comb (bottom blade). These springs 
can trap hair between the cutter 
and comb. As the hair collects, it 
pushes the cutter up just enough 
to make the blade snag or drag. At 
this point you will think the blade 
is dull. Check for hair by looking at 
the blade from the side. If you can’t 
see all the way through the blade 

halves, it is packed with hair as 
shown. You need to clean the blade.

To start, take the blade off the 
trimmer and clean the hair from 
the “spring deck”. Use your HV or 
vacuum, but don’t submerse it in 
blade wash because it will turn 
messy. Before sending this blade 
off to the sharpener, clean any hair 
trapped under the cutter. It’s simple 
and could save you the expense of 
sharpening, or worse yet, throwing 
the blade away and buying a new 
one. 

Figure 1. Get a small Zip-Tie, 
pipe cleaner, or even a broom straw. 
Take the Zip-Tie and align it on 
either side of the blade at the space 

CLEANING  

  THE WAHL 

TRIMMER BLADE BY JEFF ANDREWS
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READER SERVICE CARD #7997

Find A Groomer Inc.  PO Box 2489  Yelm, WA 98597   360-446-5348    findagroomer@earthlink.net 

PetGroomer.comPetGroomer.comPetGroomer.com   
Grooming’s #1 Buy & Sell Spot  ●  Mobile Vehicle Ads  ●  Job Search Help Wanted Ads  ●  Business for Sale Ads 
GroomerTALK℠ Community & Radio  ●  Buyer’s Guide  ●  Galleries & Trivia Fun  ●  Schools, Home Study DVDs 

SM 

Over 12,000 Members  PetGroomer.com Community Since 1997 

Now Tapatalk App Compatible 

for Mobile Phone Members 
 

Easier Access & Viewing 

for Groomers on the Go 

between the blade halves. Now get 
ready to push it through and be-
tween the blade halves.

Figure 2. Pushing the Zip-Tie 
through the blade halves will force 
hair out the other side. This could 
be a mixture of hair, pet dander, or 
a solid form of hair that was melted 
by either heat or solvents. Cat hair 
melts at a lower temp than dog hair, 
so this can clump up quickly under 
the cutter. Keep plunging the Zip-
Tie between the blade halves until 
you’re satisfied all the material has 
been removed. When you’re finished 
cleaning the blade this way, look at 
it from the side again. You should 
see a clean space between the blade 
halves now. 

Put the blade back on the trim-
mer and try using it at the fine or 
medium setting. If it cuts normally, 
you’re finished and you’ll know what 
to do next time it stops cutting. If 
the blade continues to snag or drag 
through the coat, it may actually 
be dull. Send it out for sharpen-
ing. Several sharpeners around the 
country do sharpen the  trimmer 
blade, along with other popular 
trimmer blades. Another way to 
clean the blade during a groom is to 
dip it in blade wash and run it a few 
seconds or until you feel it’s clean.

Cat hair tends to melt and 
cause buildup at a very low temp. 
You see this on #10 blades if you’re 
using one of those to shave a cat. 
When the 5-N-1 blade starts to snag 
or drag during a groom, follow these 
few steps. 

Step 1. Brush or blow the obvi-

ous hair from the front of the blade. 
It will just float in the blade wash 
and cause a mess. Turn the trim-
mer on and gently stick just the 
tips of blade into the wash. Don’t 
submerge more than the tips be-
cause it’s just the tip that does the 
cutting and gets hot enough to melt 
the dander on the cutting surfaces. 
I suggest doing this in the #40 or 
fine position. This will clean most 
of the cutting surfaces. Run it until 
you think it’s clean or you hear the 
rpm’s go up a little.

Step 2. After cleaning, stop the 
trimmer motor. Bring the trimmer 
out of the wash and make sure it’s 
pointed DOWN. If you tilt it up to 
take the blade off, the wash will 
run down inside your trimmer and 
cause problems. While holding the 

trimmer pointed DOWN, take the 
blade off with a rag in your hand 
and wipe it dry. Put a drop of blade 
oil on the front teeth and try it. If it 
still doesn’t work, make sure there 
isn’t any hair between the blade 
halves. If there is, clean it out as 
previously explained. If you dropped 
your trimmer and the blade popped 
off and broke either the rear tab, 
or the side post, don’t throw it 
away. Several sharpeners around 
the country can replace the “spring 
deck” and make it a usable blade 
again.

Jeff Andrews, “One 
of America’s Favorite 
Sharpeners”, is a groom-
er and grooming shop 
owner. He owns North-

ern Tails Sharpening, Inc. based in 
Mobile, AL & New Orleans, LA since 
1995. He is an author and pioneer of 
many grooming equipment mainte-
nance videos and articles, designed 
to help groomers make their equip-
ment last longer, and to save money 
on sharpening expenses. His videos 
and articles are available free to 
download from his website, www.
NorthernTails.com.

For more information, please 
request Reader Service Card #7964.
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The Brussels is definitely one 
of the most unique looking 

breeds. Some would call him cute, 
while others may have other things 
to say about that face. As an owner 
of a Brussels, maybe it is a face 
only a mother could love, but we 

love this small, friendly, smashed 
face breed. I am going to walk you 
through grooming this breed to give 
him that trade mark human-like 
expression.

There is never only one way to 
groom this or any breed. Everyone 

has different styles and ways that 
they groom. It is how you interpret 
the breed standard and it is always 
based on each dog’s individual 
body structure. These are basic 
tips on how the profile should look. 

GroomOlympian Series 

GROOMING THE 

BRUSSELS
GRIFFON

By Amy Triezenberg BEFORE

AFTER

Pet Appointment KardsPet Appointment Kards

PAK - Bathtub
#1936 100 $7.95
#1937 500 $29.95
#1938 1000 $43.95

PAK - Squares
#1939 100 $7.95
#1940 500 $29.95
#1941 1000 $43.95

ORDER ON-LINE at

www.BARKLEIGH.com

Barkleigh Productions, Inc.
(717) 691-3388

Two new Pet Appointment Card (PAK) Styles! These adorable cards are
2” x 3 1/2” card stock. Great for grooming salons, kennels and veterinarians.

E1415

NEW!

READER SERVICE CARD #7999

Grooming Covers

earsandtail.comVisit us  at

Ears and Tail

Prevent mats and tangles caused by hair clippings.

Eliminate tangles caused by blow dryers.

Keep the ears away from the face while shaving.

Elastic cord and cord locks make a snug fit.

Snap closures on the ends.

Snaps to secure left cover to right behind the head.

A new solution to a time consuming problem.

READER SERVICE CARD #7998
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READER SERVICE CARD #8000

Innovative & Ergonomic

Toll-Free:  888-333-0827
Local: 920-596-1822

www.tablesntubs.com

Big dogs, little dogs . . . This tub 
can handle them all!

- Raises from 14” to 42”
- Heavy-duty seamless fiberglass tub 
- Rounded corners for easy cleaning
- Multiple restraints hoops
- Pitched floor for proper draining
- Free-standing, hospital-grade unit
- Fits in most conventional tub spaces
- ADA compliant (tax credit possible)!
- Standard colors white & gray
- Variety of accessories available

Place your custom 
order today!

The Brussels in these photos are 
stripped, but I will also show you 
what to do on a clippered dog. 

Breed standard says the Brus-
sels is a square dog measured from 
the top of the shoulder blades to 
the ground and from the top of the 
shoulder to the point of rear. It is a 
well-boned dog.

BATHING 

On a clippered dog I use Day 
to Day shampoo followed by Day to 
Day conditioner. I dry the jacket in 
the direction the hair grows. I then 
dry the legs against the direction 
of the hair growth to help the hair 
stand. With a stripped dog, I use a 
Harsh Coat Shampoo for the bath. 
I dry the coat the same on the clip-
pered dog, making sure the jacket 
dries flat against the body.

EARS

The Brussels ears can either be 
cropped or natural. On a cropped 
ear it would either be stripped 
completely down or clipped with 
a #30 blade. For natural ears you 
would either strip them short or 
clipper them with a #15 blade. On 
both types of ears I shave the inside 
with a #30 blade. On a cropped or 
natural ear I clipper or strip the 

entire ear up to where it connects to 
the head. For stripping the ears and 
detail work I like to use the Chris 
Christensen pink stripping stone.

HEAD

The head is the most important 
part of the Brussels. Breed standard 
says they have an almost human-
like expression. The tip of the nose 
is set deep between the eyes to form 
a lay back. You can use a #15 blade 
or pull the hair just by the corner of 
the eyes. You need to leave the hair 
on the top, especially if the dog has 
a nose that is too long. The Brus-

sels should have a domed head. If 
stripping, the hair on the top of the 
head should be about ¼ of an inch 
long. If you are clipping the head I 
like to use a # 5 blade. You will clip 
the whole top of the head from the 
corner of the eye to the corner of 
the ear and back to the occiput. The 
biggest mistake that people make is 
taking the cheeks off the Brussels. 
Viewing the Brussel’s head from 
the side, if you draw a line from the 
chin to the front of the forehead, 
there should be no gap at the stop. 
That is why if the dog has a longer 
nose, you need to leave more hair in 
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the stop for fill. Looking at the face 
from the front, the beard is long and 
rounded. When looking at the face 
from the side, the beard is rounded 
and gets shorter as it rounds to the 
back of the ear. The cheek should 
be full and somewhat layered. You 
never want a defiant line from the 
short hair on the top of the head to 
the longer hair of the cheeks.

THE BODY
The pattern for the body of the 

Brussels is similar to a Schnauzer 
pattern. If you are clipping the body, 
I would use a #2 comb on the body 
and a #5 blade on the flat work and 
rear angulation. With your #5 blade, 
you will lift up the beard and clip 
all the hair from the throat latch 
straight down the chest. Take your 
#5 blade from behind the cheeks 
down the sides of the neck to the 
elbows. With your #2 comb, start 
from the back of the occiput down 
to top of the neck and down the 
sides of the ribs, blending straight 
down to leave an underline. Run-
ning your clipper down the sides of 
the legs with your #2 comb, blend 
off the side of the leg to expose the 
muscle. Run your #5 blade down 
the back leg, starting at the point of 
rump down to the hock to show off 
the angulation.

THE TAIL 
The hair on the tail is the same 

length as the body. The tail is 
rounded at the end and shorter on 
the underside like a #7 blade. When 
scissoring the tail, comb all the hair 
to one side and trim off any hair 
that hangs over the side. Comb all 

the hair on the tail to the other side 
and do the same thing.

THE UNDERLINE

 The Brussels gets an under-
line, not a skirt. The underline is 
just to create more chest definition. 
The dog’s chest should drop to the 
elbow. If the dog is lacking in chest, 
you will leave the hair by the front 
legs a little longer so it looks like 
the chest drops to the elbow. The 
shortest part of the underline is just 
behind the last rib to make your 
tuck-up. You will scissor a straight 
line from the elbow to the tuck-up. 

THE LEGS
The Brussels doesn’t get a lot 

of furnishing. The leg hair isn’t very 
long. It is just to create heavier 
looking bone. The shortest point of 
the rear legs is the back of the leg 
where it bends. The hock hair is left 

longer to help create more angula-
tion. If you draw a line from the last 
rib down to the toe you don’t want 
a straight line. You want to show a 
bend of stifle.

The front legs are straight and 
the feet are tight and round.

CHALK 

For show, I finish by putting a 
powered chalk in the coat. This will 
enhance the color and help create 
more bone definition on the legs. I 
start by rubbing Cholesterol all over 
the dog’s body and legs. You can 
get Cholesterol at any Sally Beauty 
Supply. This will help the chalk to 
stick to the hair. Then I will put on 
rubber gloves and rub the chalk all 
over the dog. I finish by wiping the 
hair down with a paper towel to get 
rid of the excess chalk. 

TIP
Make sure you are done strip-

ping the coat before you apply the 
chalk. If you keep stripping the coat 
after applying the chalk, you will 
rub it off and the color of the chalk 
will look uneven. 

Amy is an award winning 
groomer and GroomTeam member  
for 2009. She started grooming 
school at age 17 and entered her 
first grooming contest while still in 
school. She continued competing 
and tried creative grooming for a 
few years, but her dream was to be 
on GroomTeam. After a year of hard 
work and continuing her education 
through seminars, she reached her 
goal of making the team. Now Amy 
works with Chris Christensen Sys-
tems and also shows her Kerry in 
conformation.
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The Northwest Grooming Show was recently held in 
Tacoma, Washington at the Murano Hotel and Conven-

tion Center. The event hosted 26 companies with 30 exhibitor 
booths and nearly 650 pet care professionals. 

The show was home to Poodle, All Other Purebred and 
Creative grooming competitions, sponsored by Andis Company, 
Electric Cleaner Company and Barkleigh Productions, Inc. The 
two-tiered competition awarded first place in the Open Poodle 
Class to Natasha Humeston of Doggie Style Inc. in Calgary, 
Alberta, Canada. The first place winner for the Open All Other 
Purebreds Class was Barbara Prueckel of Doggie Style Inc. in 
Calgary, Alberta, Canada. The First Place winner for the Cre-
ative competition was Cat Opson with her “Koi Pond” creation. 

The show featured educational seminars and demonstra-
tions by leading pet industry professionals on grooming and 
business topics. GroomOlympians: Michell Evans, Carol Hoover 
and Deanise Stoops offered seminars featuring live grooming 
demonstrations. Speakers and topics included; Donna Owens 
on First Aid and Salon Safety, Marlene Romani on Business 
and Salon Design, Sherri Shinsky on Canine Massage and 
Teri DiMarino on Retailing and a Brusher/Bather Certificate 
program. 

Trade show exhibitors offered special show pricing while 
introducing and demonstrating new products to attendees. It 
was a great opportunity for groomers to stock up on supplies 
and check out some new tools of the trade.

For more information on next year’s show, visit  
www.NWGroom.com. 

Best in Show – Open
Barbara Prueckel with Judge Donna Owens

Best in Show – Novice
Tamara Anderson with Judge Donna Owens

2011  
Review 

Northwest Grooming Show 2011 
Competition Results

Best in Show (Open) – Barbara Prueckel
Best in Show (Novice) –Tamara Anderson

Poodles
Open: Natasha Humeston, Michell Evans,  
Barbara Prueckel
Novice: Tamara Anderson, Deb Riche, Alyshia Snyder

All Other Purebreds
Open: Barbara Prueckel, Michell Evans, Carol Hoover
Novice: Tamara Anderson, Elizabeth Adama,  
Laura Kathman

Creative 
Cat Opson - “Koi Pond” 
Deanise Stoops – “Digging in the Garden”
Carol Hoover – “Raggedy Ann and Andy” 
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“I like a challenge,” says 
award-winning styl-

ist, Cat Opson. “It keeps me 
on my toes and current with 
the styles. I feel that compet-
ing has definitely elevated my 
level of expertise.” It’s evident 
to anyone who has watched 
Cat in the competition ring 
that she absolutely thrives on 
challenges. 

Cat Opson has been 
grooming for fifteen of her 
thirty-one years, and for the 
most part, she is self-taught. 
“I show Poodles and Chinese 
Cresteds,” explains Cat. “I 

have learned a lot in the last 
ten years by studying the dif-
ferent breeds and how they 
are groomed at the shows.

“In 2000 I bought my 
shop, Estrella Pet Grooming 
located in Capistrano Beach, 
California. I attended the 
grooming shows in Pasadena 
and Las Vegas. As I watched 
the grooming competitions, I 
said to myself – I can do that. 
So, I borrowed a Standard 
Poodle from a friend and gave 
it a try.

“I started competing 

Natural Skin and Ear Care for Pets 

Quality * Affordable * Natural  
Ear Cleaner for All Pets 
New Reduced Pricing 

 Non Greasy 
 Contains Witch Hazel that helps stabilizes the pH of 

the ear canal 
 Deodorizes 
 Contains Aloe Vera & Tea Tree Oil 
 NO Salicylic Acid 
 Promotes healthy skin in the ear canal 
 Aids in removing wax and debris 
 Safely dries the ear canal using a combination of    

humectants and Witch Hazel 
 Improved way of cleaning the ear and maintain the 

health of the ear 
 Veterinarian Developed 
 Anti-Itch 
 Safe for puppies and kittens 
Available in 3 sizes– 4oz, 16oz and gallons 

For more information contact Epi-Pet  
toll free: 866.204.0002 E.S.T. 

www.epi-pet.com 
E-mail: info@epi-pet.com 

Normal ear 

Trial Kit 
$20.00 

Includes- 
16oz Skin En-

richment 
Spray, 14oz 

Shampoo, 4oz 
ear cleaner, & 
double sided 

brush 

CAT OPSON BY KATHY HOSLER

Continued on page 44

Cat Opson’s “Koi Pond” won first  
place at Northwest Grooming Show 2011.

READER SERVICE CARD #8001



www.barkleighstore.com • (717) 691-3388www.barkleighstore.com • (717) 691-3388

Make More Money 
Without Raising 
Your Prices!

Professional Sales Slips for groomers and kennel  
operators! Both have space for all the little extras  
you haven’t been charging for. These 5-1/2” x 8-1/2”  
two-part NCR forms are clean, with no carbon needed.

Groomer Sales Slip includes space for groomer’s 
name, skin treatment, next appointment, bows, medi-
cated shampoo, tangling, bad behavior and more!

Kennel Sales Slip includes space for salesperson 
and/or groomer (for easy tally of commissions), number 
of days, weeks or months of boarding and charges,  
next grooming appointment and much more!

#623   100 Groomer Sales Slips $18.50
#624   500 Groomer Sales Slips $72.00
#625 1000 Groomer Sales Slips $117.50
#626 5000 Groomer Sales Slips $450.00

#627   100 Kennel Sales Slips $18.50
#628   500 Kennel Sales Slips $72.00
#629 1000 Kennel Sales Slips $117.50
#630 5000 Kennel Sales Slips $450.00

Groomer Sales Slip (#GSS)

Kennel Sales Slip (#KSS)

groomer & kennel sales slips

appointment & income tracking book

kenn-l-kards & run kards at last! the most advanced 
boarding kennel system 
ever devised!

3” x 5” Run-Kard is completed at 
each visit and attached to the run. 
Contains all the up-to-date informa-
tion you need about the pet. The back 
contains a boarding release for your 
protection, which is signed and dated 
by the owner. You’ll wonder how you 
ever lived without them!

After extensive research, we’ve de-
signed  a 5” x 8” client record card with  
all the information the Kennel Operator 
needs! Kenn-L-Kards contain fantastic 
Kennel, Medical and Grooming Profiles. 
This easy check system eliminates te-
dious handwriting. Speeds your record 
keeping! Extender Kards double your 
record space...just attach to the back of 
a full Kenn-L-Kard.

#589    100 Boarding Kenn-L-Kards   $13.75
#590    500 Boarding Kenn-L-Kards   $59.95
#591    1000 Boarding Kenn-L-Kards   $99.00
#592    2500 Boarding Kenn-L-Kards   $215.00
#593    5000 Boarding Kenn-L-Kards   $350.00

#594    100 Boarding Run-Kards      $10.50
#595    500 Boarding Run-Kards      $39.75
#596    1000 Boarding Run-Kards    $62.95
#597    2500 Boarding Run-Kards    $125.00
#598    5000 Boarding Run-Kards    $200.00

5” x 8” Kenn-L-Kard (BKK) 3” x 5” Run-Kard (BRK)
#901     100 Boarding Kenn-L-Kards Extenders       $13.75
#902     500 Boarding Kenn-L-Kards Extenders       $59.95
#903     1000 Boarding Kenn-L-Kards Extenders     $99.00
#904     2500 Boarding Kenn-L-Kards Extenders     $215.00
#905     5000 Boarding Kenn-L-Kards Extenders     $350.00

5” x 8” Kenn-L-Kard Extenders (BKX) 

READER SERVICE CARD #8002
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Continued on next page

C1943

• Enjoy LIVE interviews with winners
• Candid chats with groomers, judges,  

and speakers 
• All-day coverage during the show 
• Contests will be offered through the lens  

of three fixed and one roving camera.

Streaming LIVE on the Internet!

June 24-26  
Sept. 8-11 

2011

Groom
Expo

and
PetQuest

www.ustream.tv/channel/petquestBarkleigh Productions, Inc.
(717) 691-3388 • info@barkleigh.com • www.barkleigh.com facebook.com/groomertogroomermagazine

with Poodles,” says Cat. “Then I 
branched out to do other breeds, be-
cause I wanted to learn more when 
the judges critiqued my grooming 
skills. It’s always beneficial to get 
feedback from others.”

Although she was very pleased 
with her success in the contest 
ring, Cat Opson was not content to 
do only breed standard grooming. 
She wanted to try her hand at other 
kinds of competitions that would 
allow her creative side to take center 
stage.

“I used to be intimidated by the 
Creative Styling, but I tried it and 
am hooked!” Cat said enthusiasti-
cally. “In my first attempt in 2009, I 
turned a Powder Puff Chinese Crest-
ed into a carousel horse. This year 
in Pasadena, I did a koi pond design 
on my Poodle.” Cat’s stunning 
design featured gorgeous, life-sized 
koi fish that seemed to come alive, 
splashing and swimming through 

the deep blue pond with every move-
ment of her dog.

This unstoppable gal entered al-
most every class at the 2011 Groom 
and Kennel Expo. “Salon Freestyle is 
one of my favorites,” says Cat, who 
explains, “Not everyone who walks 
into a grooming salon wants their 
Poodle to look like a Poodle. They 
want something different. Salon 
Freestyle highlights what you actu-
ally do in a grooming shop.”

As if she weren’t busy enough, 
Cat also competed in the model dog 
competition. “I had seen the model 
dogs in Groomer to Groomer maga-
zine,” says Cat. “I thought it was so 
cool and different. It’s a lot of fun, 
and when you do the groom, you get 
to keep the dog forever.”

Entering so many classes 
requires Cat to do an immense 
amount of planning and prepara-
tion. “I do a lot of work with my cre-
ative grooming dog, getting the col-

ors just right and in the places that 
I want them,” says Cat. “Whether I 
use my own dogs or a borrowed dog, 

Cat Opson second place  
Model Dog winner at Groom and  

Kennel Expo 2011, “My Little Pony”
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READER SERVICE CARD #8003

W1904

 
   has a 

  new look!

www.barkleighstore.com
717-691-3388 • info@barkleigh.com

Barkleigh Graphic Designer Cindy Agoncillo

W1904

   has a    has a    has a    has a GROOM GRAM

•	Larger	8½	x	11	Size	
•	Full	Color	Cover
•	A	low	cost	way	to	educate	your	clients	
•	Encourage	more	business!

Your Guide  
to Pet Care  
Products  
and Services!

Volume 5 • 2011

Product  

and Index

Company  

Buyer$Guide
Your Guide  
to Pet Care  
Products  
and Services!

Buyer

VOL. 29 ED. 6  •  SEPT. 2010

“THE GROOMING INDUSTRY’S TRADE MAGAZINE”

WWW.GROOMERTOGROOMER.COM

The DogThe Dog

The

Product  

and Index

Product  

and Index

Product  

and IndexVOL. 29 ED. 8                    NOV. 2010

GROOMERTOGROOMER

“THE GROOMING INDUSTRY’S 
TRADE MAGAZINE”

GROOMOLYMPIAN Series

Grooming the  
    Miniature 

Poodle

GROOMOLYMPIAN Series

Grooming the  
    Miniature 

Poodle

SophieSophie
Behavior Clips:Behavior Clips:

Retailing 
to    Your 

Retailing 
to    Your 

SophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophie
Behavior Clips:Behavior Clips:Behavior Clips:Behavior Clips:Behavior Clips:

SophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophieSophie

“The Grooming Industry’s 
Business-Building Magazine”

OnlIne

www.groomertogroomer.com

Read Back Issues, Connect with 
Others and More at

W
20

52

Proverbial Wisdom
Anxious hearts are very heavy 
but a word of encouragement 

does wonders! . 
Proverbs 12:25  The Living Bible

bathing and prepping them before the competitions 
takes a lot of careful time-planning. It’s a really hard 
and very tiring weekend, but I love it!”

What motivates someone who grooms dogs all 
week to want to groom them during her time off too? 
“I’ve always had a passion for dogs, but I get bored eas-
ily,” said Cat. “Competing keeps my interest. Every-
day grooming can be mundane, but competing – it’s 
everything that’s missing in the day-to-day operations 
of a shop.”

What’s next for this adventurous groomer who has 
a flair for taking on new challenges? “My future? Well, 
my ultimate goal is to be the best I can be at anything I 
try,” says Cat confidently. She adds with an optimistic 
smile, “I’m open to whatever life throws at me… I roll 
with the punches!” 

Cat Opson, Level 1, Second place Salon Freestyle winner at  
Groom and Kennel Expo 2011, with Judge, Kathy Rose and  

Sponsor, Ryan’s Pet Supply, David Goldfarb
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D48SR: Bathing Tub
Direct Animal Products now of-

fers an affordable, durable bathing 
tub with their most coveted option, 
the swivel ramp. The D48SR fully-
welded, all stainless bathing tub, is 
a must for business savvy groom-

ers who refuse to sacrifice qual-
ity for price. It solves the problem 
of strained backs due to hoisting 
large dogs in and out of the tub. 
Simply walk them up the ramp and 
secure them to the heavy duty tie 
down rail. Other notable features 

include a high back splash which 
prevents water damage to surround-
ing walls, and a unique ramp mat to 
provide traction for paws. Optional 
Elevated or Floor Grate available. 
For more information, request Reader 
Service Card #7961.

Stone Mountain Pet Products In-
troduces Modular Kennel System

Stone Mountain Pet Products’ 
modular kennel system provides an 
upscale alternative to the chain-link 
fence. They are made of durable, 

Continued on page 48

www.BarkleighImages.com
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The 

$32,000 
Groom!

See Top Competitors...
Up Close and Personal!
 

Examine Grooming 
Trends with Before 
and After Photos.

 
This exciting and valuable 
reference can aid you in 
being the best you can be.

    Sponsored by    Sponsored by    Sponsored by

717-691-3388 • info@barkleigh.com

Save BIG on  
E-mail Specials!

Discounts and specials 
on Barkleigh products 

every month!

Receive e-mail promotions monthly

Call or send  
your e-mail address NOW!

Info@Barkleigh.com • (717) 691-3388

New Product News



www.barkleighstore.com • (717) 691-3388

These adorable dogs are printed on quality 2”x 3-1/2”  card stock. 
Great for  grooming salons, kennels and veterinarians. 

Buy only the quantity you need!

#652    100 Pet Apt. Kards     $6.95
#653    500 Pet Apt. Kards     $26.95
#654    1000 Pet Apt. Kards   $39.95

Brown Appt. Kard
#1936    100 Apt. Kards     $7.95
#1937    500 Apt. Kards     $29.95
#1938    1000 Apt. Kards   $43.95

Bathtub Appt. Kard
#1939    100 Apt. Kards     $7.95
#1940    500 Apt. Kards     $29.95
#1941    1000 Apt. Kards   $43.95

Squares Appt. Kard

Pet aPPointment kards

calendar Paws
Red and white sticky-back label with 
space to jot next appointment date and 
time. Your client can affix it to his home 
calendar as an appointment reminder, or 
just as a general reminder to call. Makes 
an excellent eye catching price tag, too! 
Two great sizes.

     5/8” Small Calendar Paws
#601    100 Calendar Paws – Small      $7.95
#602    1000 Calendar Paws – Small    $55.00

     1” Large Calendar Paws
#599    100 Calendar Paws – Large    $8.95
#600    1000 Calendar Paws – Large  $59.95

5/8”

1”

suPer samPler Pack
See Our Cards Before You Buy! 

Try Them on Your Clients!

• Reminder Kards 
• Klient Kards 
• Thanks for  
  Coming Card
• Sympathy Cards
• Klip Kards 
• Kenn-L-Kard
• Kennel Run Card 
• GroomOgrams
• Kennel Sales Slip

• Grooming Sales Slip
• Happy Camper Card
• Pet Report Cards 
• Pet Release Forms
• Little Angel Award
• Pet Care Series
• Groomer to Groomer
   Magazine
• Dental Kards
 ... and More!

#677 1 Super Sampler Pack $9.95Only One Sampler Per Business!

Pet rePort card
Like a teacher, now you can grade 
each pet from an A+ to an F. Did 
you ever forget to convey important 
information to your client? A 
time-saving checklist of common 
recommendations is included, with 
space for your personal comments. 
Plus, it doubles as a reminder or 
appointment card. Great promotional 
tool, too — your clients will tell their 
friends about your “caring” pet report card.

#657       20 – Pet Report Cards      $6.95  
#658       50 – Pet Report Cards    $13.95 
#659       100 – Pet Report Cards    $25.95
#660       500 – Pet Report Cards    $99.00
#661       1000 – Pet Report Cards  $159.95

Pet Report Cards (#PRC)

Indicate Pink, Blue or Tan!

Try Them on Your Clients!

• Groomer to Groomer

#677 1 Super Sampler Pack $9.95

mA $20 Value for only $9.95

READER SERVICE CARD #8002
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READER SERVICE CARD #8004

Barkleigh Productions, Inc. • www.BarkleighStore.com • (717) 691-3388
C1930

NEW from the Nash Salon Series

Choose unframed or black frames.
#6417 Set of 3 posters, un-framed (24” x 36”) $99
#6416 Set of 3 posters, framed (24” x 36”)  $175

Pet Trim Style  
Posters

How short is short?  
Now your client can point out 
exactly the style of trim they 

are looking for.

This beautiful color set of three 
posters shows the most popular 
grooming breeds and will decorate 
your client reception area in an  
exciting, attractive, and practical 
way. Your clients will see basic 
breeds in four grooming styles:

Body Contour, Utility Trim,  
Modified Show Trim,           

and Show Trim. 

1/4-inch HDPE plastic with anodized 
aluminum frames, the system of 
wall panels and gates are used in 
grooming salons, veterinary prac-
tices and large-scale kennels. The 
panels don’t absorb urine or other 
odors and can be wiped down or 
pressure-washed. The panels come 
in 4-ft. and 6-ft. heights and are 36-
96” wide, all the gates are 36” wide. 
Both are offered in three styles; full 
grille, a grille/solid panel combina-
tion, and full panel, and they swing 
shut. Stainless steel gate latches 
have two catches for security but, 

can easily be opened with one hand. 
For more information, request Reader 
Service Card #7950.

Precise Holistic Complete
Precise 

Pet Products 
introduces 
Precise Holis-
tic Complete, 
a new line of 
holistic dog 
food formulas 
to promote dog 
health, hap-
piness and 
harmony for 
a lifetime. The 
Precise Holistic 
Complete line for dogs was recently 
expanded to include Small and 
Medium Breed Puppy and Adult 
formulas. Precise Holistic Complete 
is comprised of real meat proteins, 
wholesome carbohydrates, balanced 

fatty acids and more. The use of 
ingredients such as flaxseed, fish 
oil, chicken fat and lecithin provide 
a balance of omega-3s and fatty 
acids to help moderate allergic reac-
tions and promote healthy skin and 
coats. Additionally, the line has sev-
eral one-of-a-kind features includ-
ing sustainable DHAgold® omega-3s 
to support cognitive learning and 
probiotic Bacillus coagulans to aid 
digestion. For more information, re-
quest Reader Service Card #7959.

Bio-Groom Bio-Med Veterinary 
Tar-Sulfur Shampoo

Bio-Med by Bio-Groom relieves 
itching and flaking of skin and coat 
abused by scratching and matting. 
It provides relief for seborrheic der-
matitis. With a baby mild shampoo 
base, Bio-Med is gentle and sooth-
ing. This special formula is perfect 
for any over abused skin and coat. 

Continued on page 51
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Sally J. Liddick

Taking a 
different 
path
Taking a Taking a Taking a Taking a Taking a Taking a Taking a 
different
Taking a 
different
Taking a 
different
Taking a Taking a 
different
Taking a 
different
Taking a Taking a 
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Taking a 
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Taking a Taking a 
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Taking a 
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Taking a Taking a 
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Taking a 
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Taking a Taking a 
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Taking a 
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Taking a 
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Taking a 
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Taking a 
different
Taking a 
different
Taking a 
differentdifferent
path
different
path
different
pathpathpath

The birth of 
Barkleigh 

Productions 
and the 

misadventures 
of  two lifelong 

friends!

The birth of 
Barkleigh 

Productions 
and the 

misadventures 
of  two lifelong 

friends!

Just $15.00!Just $15.00!

www.BarkleighStore.comwww.BarkleighStore.comwww.BarkleighStore.com

JUST RELEASED!JUST RELEASED!

The story about the birth and success 
of Barkleigh and the friendship that has 

endured a lifetime.

Contains the early library of the 
popular Sally’s Desk column.

300 pages • Lots of photos

TAKING A DIFFERENT PATH
by Sally J. Liddick

• Safe Grooming 
Procedures  

• Pet First Aid
 

• Salon Injuries 

• Parasites
 

• Pet Health

• Nutrition

• Dental 
and more!

Groomer’S GuIDe to 
Pet First Aid, 

injuries & HeAltH

• Safe Grooming 

What every  
successful  

Groomer  
should know! 

Boyd HArrell, dVM

dr. Boyd Harrell is an experienced veterinary practitioner, consul-
tant, speaker and author.

Because groomers have the opportunity to get to know pets and 
their owners, dr. Harrell has recognized the importance of pet profes-
sionals as educators and first line promoters of responsible pet owner-
ship and pet health maintenance. out of a commitment to help ensure 
that they give sound pet health advice to their clients, he has become 
a regular contributor to Groomer to Groomer and off lead & Animal 
Behavior magazines on both pet health and business topics. Feedback 
from those articles written and presentations given was the impetus 
to make this book a reality.

dr. Harrell continues to practice pet medicine and surgery while 
serving as team Coordinator and Hospital director of sPCA, inc. in 
central Florida. He also continues as a pet consultant to oxyfresh 
Worldwide and as a professional speaker, writer and consultant to the 
grooming, veterinary and small business communities.
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“
the only comprehensive 
guide for groomers ...  
a must–have reference  
for your grooming salon!”

            — sally liddick, 
                                                            Publisher of 
                   Groomer to Groomer magazine

Groomer’S GuIDe to 
Pet First Aid, 

injuries & HeAltH

Barkleigh Productions, Inc.
(717) 691-3388
info@barkleigh.com
www.barkleigh.com
www.barkleighstore.com

About the Author

780979 0676249

9 0 0 0 0
ISBN: 978-0-9790676-2-4

DOG GROOMING 
QUICK TIPS
By Laureen Osborne, CMG

This publication contains tips 
and practical advice to help 
improve your grooming 
techniques. Certifi ed Master 
Groomer and author, Laureen 
Osborne, has compiled over 13 
years of experience into the pages 
of this handy reference guide.

WONDERS OF GROOMING 
By Bonnie Wonders

This publication features over 200 pages 
of Groomer to Groomer columnist, 
Bonnie Wonder’s, humorous tales of 
everyday grooming. Through Bonnie’s eyes 
and words, you will be able to relate and 
chuckle about some of your own crazy 
clients.  Laughter is the best medicine; a 
little dose of Bonnie will help you to see 
the humor in your every day grooming life. 

#6384        Wonders of Grooming        $15.95

GROOMER’S GUIDE 
TO PET FIRST AID, 
INJURIES & HEALTH 
By Boyd Harrell, DVM

21 easy-to-read chapters 
covering: Skin disorders, 
ears, hot spots, allergies, 
fl eas and ticks, toenail and 
foot pad problems, anal sacs, 
infections, nutrition, geriatric 
dogs, vaccinations and reac-
tions, dental and much more.

#6325     Pet First Aid      $19.95

PET GROOMING 
SALON BASICS

This book contains 
grooming secrets from 
Sally Liddick, editor of 
Groomer to Groomer 
and Groom-O-Gram; Mario 
Migliorini, author of many 
books on grooming and 
handling; plus other 
grooming authorities. 
Original grooming 
cartoons! 128 pages full 
of illustrations and photos.

#6365     Salon Basics      $12.95

#6383     Dog Grooming Quick Tips      $15.95

L1853

#6371

READER SERVICE CARD #8005
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Barkleigh Productions Inc. 
970 W. Trindle Road  
Mechanicsburg PA 17055
(717) 691-3388 • info@barkleigh.com www.barkleighstore.com

3 Sizes!

Fun Poster for 
Your Salon!

Order Online at

“Top 10” T-Shirts 
     and Smocks!

“Top 10” 
producTs

“Top 10” T-Shirts “Top 10” T-Shirts 
New!

Smock
Special 
Only $24.95

10. Your hairdresser doesn’t wash and clean 
 your rear end.

9. You don’t go eight weeks without washing  
 or brushing your hair.

8. Your hairdresser doesn’t give you 
 a sanitary trim.

7. Your hairdresser doesn’t clean your ears.

6. Your hairdresser doesn’t remove the boogies
 from your eyes.

5. You sit still for your hairdresser.

4. Your haircut doesn’t include a manicure 
 or pedicure.

3. Your hairdresser only washes and cuts 
 the hair on your head. 

2. You don’t bite or scratch your hairdresser.

1. The likelihood of you pooping 
 on the hairdresser is pretty slim. 

Top Ten Reasons Why It Costs
More To Get Your Pet Groomed 

Than Your Own Hair Cut!

© 2008 BARKLEIGH

24 X 36  
Poster  

(No Frame) 
#6060

$39.95

24 X 36  
Poster Framed 

#6043
$59.00

11 X 17  
Clear  

Stand-up  
Frame 

Included 
#6058

$29.95$29.95

8.5 X 11  
Clear 

Stand-up 
Frame Included

#6059

$19.95

3 Sizes!3 Sizes!

Your Salon!

Huge 
20” x 16” Size

Free Bag 
with any $50 Order!

at PetQuest

Fun Poster for Fun Poster for Fun Poster for 
Free Bag Free Bag Free Bag Fun Poster for Fun Poster for 

Only $19.95
2XL – $21.95

Do you get tired of hearing the same  
old comments from your clients? 

This cute framed poster will stop all those 
remarks and replace them with a chuckle!

Purple, Black, Pink
S, M, L, XL, 2XL, 3XL

READER SERVICE CARD #8006
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Pet Release FoRms 
  & tiP signs!

A light-
hearted 
way to say 
gratuity is 
appreciated!

#6143 - Groomer Tip Sign
#6144 - Bather Tip Sign

PR1 - General SP1 - Senior FP1 - Fuzzy

81/2 x 11
framed 
counter sign
$15.95 each

Order Online at www.Barkleigh.com or by phone (717) 691-3388

These cartoon Pet Release Forms convey a little light humor for 
a serious subject. They explain, in a gentle way, the owner’s 
responsibility to the groomer and give you the right to obtain 
emergency treatment for their pet.  $7.95 per pad (50 sheets)

W1360

Pet Release FoRms Pet Release FoRms 
uNEW

READER SERVICE CARD #8008

For more information contact Lucy 

cruisinglady@ymail.com
(321) 368-6622

www.barkleighevents.com

Miami
St Thomas

 San Juan
  Grand Turk

W2036

Pet Pro
 CruisePetPetPet ProProPro
 Cruise Cruise Cruise CruisePro
 CruisePro
 CruisePetPet
 Cruise CruisePet
 CruisePet
 Cruise Cruise CruisePet Pro 
 Cruise

Miami
January 7-14, 2012

Bio-Med has a natu-
ral skin pH and lath-
ers up beautifully. It 
has a non-offensive 
odor, rinses quickly 
and clean, and leaves 
the coat smooth and 
manageable. For more 
information, request 
Reader Service Card 
#7957. 

Grooming Covers 
for Dogs’  
Ears and Tails

Ears and Tails is the manufac-
turer of new “grooming covers” for 
dogs’ ears and tails. They are not a 
fashion accessory, not designed to 
keep hair out of the water bowl, or 
to protect ears and tails before the 
big show. These grooming covers 
are made of nylon and secure with 
an elastic cord for use while groom-
ing. When groomers are shaving the 

face or shaping the head they can 
snap the ears together behind the 
dog’s head to keep them out of the 
way. Also, the covers work to reduce 
brushing, de-tangling, and de-mat-
ting time on a freshly bathed pet by 
keeping static down. The tail cover 
is used when scissor cutting or 
shaving the base of the tail and also 
protects the tail if the dog should 
sit in a pile of clippings. For more 
information, request Reader Service 
Card #7962.

READER SERVICE CARD #8007
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#PS-6
#PS-4 #PS-5

#PS-2
#PS-3 #PS-6

good time to clean your pet’s ears. After 

cleaning, put cotton balls in his ears to keep 

the water out.   Place a drop of  eye protector in each 

eye to prevent irritation if  some suds should 

come in contact with them.

 Wet your pet using comfortably warm,  

never hot, water. Apply a high quality pet 

shampoo and massage it through his coat.  

Never use any product on a cat, kitten or 

puppy unless it is approved for use on them. 

 Rinse and repeat the shampoo and 

massage. Then rinse very thoroughly. One 

of  the most important parts of  bathing 

your pet is to make sure to get the shampoo 

completely out. Rinse, rinse, rinse.

 Apply conditioner according to 

directions. Again, there are many types.  

Some you spray on and leave in, while others 

are massaged into the coat and the excess 

rinsed out.  Towel dry your pet, then use a hair 

dryer to get him completely dry. Once your 

pet is clean and dry, give him a final brushing 

and a spritz of  pet cologne to complete his 

grooming. Now, your best friend looks, smells, and 

feels great again! 

Keep Your PetSalon Fresh

© 2008 Barkleigh Productions

(717) 691-3388 • info@barkleigh.com • www.barkleigh.com

Your Pet Care Professional

If  you have a friend who could  
benefit from this publication,

please pass it on.

Pet Care Series #6

J1004

#PS-6

#PS-5

Salon Fresh

Pet Care Series #6#PS-4 #PS-5#PS-3
#PS-2

#PS-3#PS-3
Pet Care SerieS

B r o C h u r e S

Give your 
clients 
the answers 
they want 
to everyday 
questions!

Order Online at www.barkleigh.com  or call (717) 691-3388

#PS-2  Learning To Brush Your Pet – Teaches proper brushing techniques to clients 
#PS-3  When Your Pet Needs a Smoothie – What clients can expect once severe matting is removed
#PS-4  Puppy’s First Visit – Helps clients prepare a pet for their first groom
#PS-5  The Ferocious Flea – Teaches clients flea prevention 
#PS-6  Keep Your Pet Salon Fresh – Instructions on grooming upkeep at home

20 Pet Care pamphlets     $9.95
50 Pet Care pamphlets     $18.50
100 Pet Care pamphlets     $29.95
500 Pet Care pamphlets     $99
1000 Pet Care pamphlets    $180

W1388

READER SERVICE CARD #8010

Groom &
Kennel Expo
Groom &
Kennel Expo
February 16 - 19, 2012 • Pasadena, CA

www.groomandkennelexpo.com
Barkleigh Productions, Inc.

970 W. Trindle Road, Mechanicsburg, PA 17055
www.barkleigh.com • (717) 691-3388

Groom &
Kennel Expo
February 16 - 19, 2012 • Pasadena, CA

C1929

February 2 – 5, 2012 • Pasadena, CA

READER SERVICE CARD #8009
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dddd2011dd2011ddd2011d
Groom Groom 

September 8 -11, 2011

Exciting
 Seminars

The hershey Lodge 
& ConvenTion CenTer

hershey, PA

Groom 
Expo

Grooming
Boarding
Pet Day Care
Animal Behavior
Retailing
Health
Training
Mobile Grooming

 Over

170
 bOOths!

Barkleigh Productions, Inc.
(717) 691-3388 • info@barkleigh.com
www.GroomExpo.com W1753

READER SERVICE CARD #8011
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www.GroomersClub.com

Not a Member yet?
Don’t miss out on savings and specials from 

over 120 pet industry companies! Save on your 
everyday salon needs and even those big ticket 

equipment items. A one year membership is only 
$29.95. Visit our website for a list of Participating 

Companies and their exclusive offers to 
members. Sign Up and Start Saving Today!

W1510

Deb Becker
Groomers Club 
Coordinator

INdustry News

Martin Deeley and Cesar Milan 
inducted into Hall of Fame

Martin Deeley, internationally rec-
ognized dog trainer, writer, commenta-
tor and frequent Groom Expo speaker 
was inducted into the International As-
sociation of Canine Professionals Hall 
of Fame alongside Cesar Milan. 

He has been a feature writer for 
leading American and European mag-
azines and is the only journalist ever 
granted a personal interview with her 
Majesty the Queen of England. This 
article and cover photo was included 
in a past Off Lead & Animal Behavior 
magazine produced by Barkleigh.

This award was developed to rec-
ognize and honor those within the dog 
industry who have made an impact on 

the world of dogs and provided the dog 
world with a legacy that will always be 
remembered. The International Asso-
ciation of Canine Professionals is also 
open to the grooming industry.

Martin has three top selling 
books, has commented on over 80 
European championship videos, wrote 
and hosted a series of web videos on 
puppy training for Eukanuba, and has 
produced many of his own training 
DVDs. He wrote the foreword for Ce-
sar Milan’s first book, and Cesar has 
written the foreword for Martin’s 2009 
revised Working Gun Dogs. He is fea-
tured in Cesar Milan’s DVD and has 
acted as an advisor and consultant 
on his books while writing content for 
Cesar’s rules.

Sought out regularly as a present-
er and teacher for all aspects  
of dog training and behavior, Martin 
has his own school for dog trainers of 
dog owners. For information 
about IACP, go to www.dogpro.org. 
Martin can be contacted at  
Martindeeley@mac.com. 

For more information, request 
Reader Service Card #7963.

The Silas Award
The National Association of Profes-

sional Creative Groomers (NAPCG) 
is proud to announce the new Silas 
Award. The Silas Award is an annual 
award given by the NAPCG to shows/
producers who have taken every 
step to ensure the safety of cats and 
dogs used in their creative grooming 
competitions (i.e. by banning the use 
of potentially dangerous products, 
only allowing water-soluble adhesives, 
etc.).

The Silas Award is named in 
honor of a former creative competition 
poodle owned by Justine Cosley. Silas 
was the first creative groom to inspire 
NAPCG president, Amy Brown. Silas is 
now retired due to age limitations and 
health issues, but his legacy contin-
ues. Silas was not always colored with 
safe products, as no information or 
educational opportunities were avail-
able to groomers. The NAPCG has 
recently published a new educational 
tool, The Science of Creative Grooming. 
Had this information been available, 
Silas’ safety would have been pro-
tected. 

The first recipient of the Silas 
Award will be Canada Grooms, pro-
duced by Pet Supply House. Show 
producers for Canada Grooms have 
stepped forward and implemented rule 
changes to protect the dogs involved 
in their creative grooming competi-
tions by banning the use of oxidizing 
dyes (dyes that must be “mixed”) as 
well as banning the use of bleaching 
products. The NAPCG will make the 
official presentation of the Silas Award 
in July 2011 at Canada Grooms Sum-
mer Fest. We are proud to endorse 
Canada Grooms as a safe venue for 
creative grooming competitions.

Please make us aware of grooming 
shows that are taking the extra steps 
to ensure the safety of the animals 
used in their competitions, as they, 
too, may be eligible to receive the Silas 
Award.

For more information, request 
Reader Service Card #7995.READER SERVICE CARD #8012
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great Poster for Your salon!
toP 10 Poster
Do you get 
tired of hear-
ing the same 
old comments 
from your 
clients? 
This cute framed 24” 
x 36” poster will stop 
all those nasty remarks 
and replace it with 
a chuckle from your 
clients. Why not couple 
this poster with the Tip 
Sign and turn “lemons 
into lemonade!”

#6060    24x36 Poster/ Unframed         $39.95
#6043    Poster/Frame                          $59
#6044    Poster & Tip Sign Special  (Reg. $74)  $69     
#6058    11x17 Poster           $29.95
#6059    8½x11 Sign               $19.95

“Learning to Brush Your 
Pet”... is an attractive pamphlet 
that will help your clients learn 
how to brush correctly. Don’t 
take valuable time to answer 
these everyday questions. This 
pamphlet covers the topic in 
more detail than you could... 
ensuring success in brushing. 
Great promotional tool, too! 
Rubber stamp your shop name 
in the space provided and leave 
them at vets, shelters, and pet 
shops.

When a pet’s hair becomes  
severely matted, there is simply  
no way to remove it except to  
give the pet a very short 
haircut, often referred to as a 
‘smoothie.’  
“When Your Pet Needs a 
Smoothie,” is a new addition to 
the Pet Care Series. Owners are 
advised what to expect once 
the matting is removed, and 
what equipment and products 
will be recommended.

Written by  
Professional  
Groomers for  
Your Clients!

#631   20 Brushing       $9.95
#632   50 Brushing       $18.50
#633   100 Brushing     $29.95
#634   500 Brushing     $99.00
#635   1000 Brushing   $180.00

Brushing (#PS-2)
#1844   20 Smoothie       $9.95
#1842   50 Smoothie       $18.50
#1843   100 Smoothie     $29.95
#1845   500 Smoothie     $99.00
#1846   1000 Smoothie   $180.00

Smoothie (#PS-3)
#1853   20 Puppy’s First     $9.95
#1852   50 Puppy’s First     $18.50
#1854   100 Puppy’s First   $29.95
#1855   500 Puppy’s First   $99.00
#1856   1000 Puppy’s First $180.00

Puppy’s First Grooming (#PS-4)
#6013   20 Flea       $9.95
#6014   50 Flea       $18.50
#6015   100 Flea     $29.95
#6016   500 Flea     $99.00
#6017   1000 Flea   $180.00

Flea (#PS-5)
#6124   20 Salon Fresh       $9.95
#6122   50 Salon Fresh       $18.50
#6123   100 Salon Fresh     $29.95
#6125   500 Salon Fresh     $99.00
#6126   1000 Salon Fresh   $180.00

Salon Fresh (#PS-6)

The
Ferocious

Flea

Keeping your Pet Flea Free 
 In many areas of  the country, flea control 
is a year round necessity. 
 In conjunction with continuing premise 
control, many pet owners have great success 
with oral or topical products that are 
administered once a month to their pet. They 
come in a variety of  brands like - Advantage®, 
Frontline®, Revolution®, and Program®.  
 There are specific formulations for dogs 
and cats, and most are approved to use on 
puppies and kittens six to eight weeks and older. 
Read and follow the instructions, making sure 
to use the product that is specified for your 
pet. These products are extremely popular 
because of  their once a month convenience, 
ease of  application, and effectiveness. Most are 
waterproof, allowing your pet to be bathed, 
or to swim, without decreasing the product’s 
effectiveness.  
 Also, keeping your pet flea free with this 
continuous protection, is far less costly than 
trying to eliminate an infestation on your pet 
and in your home.

Are there any disadvantages to 
these products?
 Fleas have to come in contact with the 
product to be killed. That means that fleas 
actually have to get on, and could possibly 
bite your pet, before they die. There is also 
a possibility of  skin irritation at the site of  
application.

Sweet Success
 Tiny fleas can create huge problems.  
By working with your pet care professional 
and following their recommendations about 
products and their correct usage, and by 
diligently treating and protecting your pets and 
their surroundings, you and your pets can kiss 
the ferocious flea goodbye.

The
Ferocious

Flea

#PS-5   Barkleigh Productions • Mechanicsburg PA 
(717) 691-3388 • info@barkleigh.com • www.barkleigh.com

Your 
Pet Care 

Professional

If  you have a friend who could  
benefit from this publication,

please pass it on.

Pet Care Series #5J872

in the space provided and leave 
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,” is a new addition to 
the Pet Care Series. Owners are 
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Pet Care Series #5

cause any irritation to himself. Remember that 

his freshly clipped nails may be sharp and can 

easily irritate his puppy skin. If you have any 

questions or concerns, contact your groomer 

immediately.

Taking care of your Puppy at home…

 Between professional groomings, you  

may need to brush and bathe your puppy at 

home. Your groomer can recommend and 

supply the equipment and coat care products 

that you will need. 

 She will also be happy to demonstrate the 

correct brushing and combing techniques that 

you need to learn to properly care for your 

puppy.

Mission Accomplished  

– a Happy Puppy!

 Because you and your professional 

groomer took the time to introduce your puppy 

to grooming in a step-by-step, gentle, loving 

way, you made your puppy’s all-important 

first visit to the grooming salon a wonderful 

experience that will help him enjoy being 

groomed throughout his life. 

Puppy’s

First Visit 

to the 

Grooming 
Salon

#PS-4   Barkleigh Productions • Mechanicsburg PA 

(717) 691-3388 • info@barkleigh.com • www.barkleigh.com

Your 

Pet Care 

Professional

If  you have a friend who could  

benefit from this publication,

please pass it on.

Pet Care Series #4

J590

Ask Your Groomer  

for a Copy  

of

Learning to Brush  

Your Pet  
Pamphlet

Puppy’s First Visit to the 
Grooming Salon will help 
your client prepare their pup 
for grooming. Beneficial be-
fore and after the first groom.

The Ferocious Flea helps 
your clients learn how to  
protect their pet from fleas! 
Helps sell retail products too!

Keep Your Pet Salon Fresh 
helps your clients learn how 
to keep up on their pets 
hygiene between visits! 

Pet care series brochures

These cartoon pet release forms convey a little light humor for a seri-
ous subject. They explain, in a gentle way, the owner’s responsibility to the 
groomer and give you the right to obtain emergency treatment for their pet. 

Each pad is a different color. Mix or match.  Pad of 50 forms General Pet 
#PR-1 (for most clients), Fuzzy Pet #FP-1 (for matted dogs), and Senior Pet 
#SP-1 (for the older pet).

Pet release  
Forms

#614 1 Pad – Pet Release Forms – Select One Style      $7.95
#615 3 Pads – Pet Release Forms – Mix and Match      $22.95
#616 5 Pads – Pet Release Forms – Mix and Match      $35.00
#617 10 Pads – Pet Release Forms – Mix and Match      $69.00
#618 25 Pad –  Pet Release Forms – Mix and Match      $149.00

READER SERVICE CARD #8002



Coming this    
July!

A New Magazine 
for Pet Care 
Professionals 
from Barkleigh!

Sign up today at: www.barkleigh.com
Barkleigh Productions, Inc. • 970 W. Trindle Rd • Mechanicsburg PA 17055

(717) 691-3388 • Fax (717) 691-3381 • email: info@barkleigh.com
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Blades & Sharpening
EACH blade examined personally, sharpened to 
perfection, demagnetized and tested. Sockets and 
springs adjusted, blades individually sealed, READY 
TO USE. Sole proprietor w/ 20+ years experience. 
FACTORY-TRAINED to sharpen shears/blades. 
Customized tip sheet included w/ order - PROMPT 
RETURN. Clipper Blades $5,Shears $7, S/H $7. PA 
residents add 7%. John’s Sharpening, 1213 Middle 
St., Pittsburgh, PA 15212-4838. (412) 321-1522 
JKosakowsky@hotmail.com.

“YOU NOW HAVE A BETTER CHOICE” We are also 
groomers. Website has free videos and articles on 
blade and clipper care. Steel Blades $4.00, Ceramic 
$5.00, Regular shears $4.00. Trimmer  blades (5-n-1, 
Speedfeed) $6.00, Clipper maintenace (free labor + 
parts). Mail-in service has 48 hour turnaround, on-site 
serves the gulf coast. Website has all information. All 
blades, all shears, clipper repair. Est. 1995. Northern 
Tails Sharpening inc, Mobile AL & New Orleans LA 
Call 251-232-5353 www.northerntails.com.

Bows & Accessories
Wholesale designer bandanas. Rolled-edged. Per 
Dozen prices: $6.00  – Sm.; $8.00 – Med.; $15.00 – 
Lg.; Gigantic selection. Call Now! (301) 746-4327.

Four different sizes, lots of beautiful prints and solids. 
Holidays available. New bows available on our  
website. Order early for best selection. Elchar Dog 
Bows (800) 972-5857. www.elcharbows.com.

GroomingBows.com/ 200 Models to choose from. 
Quality in mind. 100% hand made. Satisfaction  
Guaranteed. Call: Edgar 305-945-8903.

Grooming Equipment 
The Tool Saver for Pet Groomers: Stop the damage 
every time you drop. Never smash up your expensive 
equipment again! www.thetoolsaver.com   
(267) 614-9185
  

Business Opportunity
Earn $100.00 per hour. Easily learn to sharpen ex-
pensive dog grooming scissors and clippers. As soon 
as tomorrow you’re making money. Training  
and equipment. (408) 439-9161.

Dog grooming business for sale, Smithsburg, Md. 
Established 12 yrs, great location, rental building, fully 
equipped, laundry and office area, large clientele and 
growing. $81,000, 301-824-3371

Come visit during PetQuest, Wilmington, Ohio. 12 
year established Grooming Business, includes home, 
2 Park-like acres, large outbuilding with boarding 
potential. $275,000. 937-383-2629, one exit south 
from show.  

In-Home dog grooming business for sale, Madison 
Wisconsin, Fully equipped, excellent clientele and 
growing. Owner retiring, will help with transition. 
$274,000 Includes home 608-274-3647.

DOG SHOW RV 2004 Four Winds Windsport – 36’ 
beautiful, roomy and ready for show circuit. Lots of 
room for crates, built-in grooming table, 44 x 34” 

jumbo shower with removable dog bathing tub, Braun 
hydraulic lift for crates. Sleeps five. Queen, single 
and sofa bed. New mattresses. Two Sony TVs, 
antenna, satellite, DVD player, new tires,  microwave 
/ convection oven, large fridge, Workhorse Chassis, 
$4000 exhaust system to improve gas mileage and 
performance, Onan generator 5500, 2 awnings, 
linoleum floor for easy cleaning, basement storage 
for grooming and dog show supplies. 27,000 miles. 
Handicap accessible as well. $79,000. 717-620-9922 
or sally@barkleigh.com

Groomer Wanted
Experienced (minimum 10 years) Groomer with Clip-
per Vac/Hydrosurge knowledge to groom and teach 
prospective groomers. Salary/commission combina-
tion. Orange County and North San Diego locations. 
Possible advancement into management. Fax resume 
949-951-2530

Kennelwood Pet Resorts, 36 Year Industry Leader  
in St. Louis, MO. 6 months experience required,  
7 locations, State-of-the-Art Equipment, Health  
insurance, vacation /holiday pay, etc. Apply  
online at www.kennelwood.com or e-mail  
dprice@kennelwood.com.

Mobile Grooming
Ford 1993 E350 Odyssey grooming van in NJ. Re-
done in 2007. Stainless steel tub and rear area with 
new water tank, water heater and new generator in-
stalled in 2009. Now has 556 hours. Van has 131,000 
miles, new engine was installed at 100,000 miles in 
2007. Excellent shape. $20,000 - Mike 908-654-4646 
MLKIRSCHNER@VERIZON.NET

classIfIeds

Rates: 25 words or fewer – $50.00
Each additional word – $2.00 

Classified ads must be prepaid. 
Call for issue deadlines.  

Agency Discounts Do Not Apply.

Blades & Sharpening

Bows & Accessories

Business Opportunity

SAL’S BLADE SHOP
GREAT PRICES on

Heritage Scissors and Thinners
Groomers Edge Shampoos

Madan Coat Kings,
Strippers and Shears!

Authorized Distributor for
ANDIS COMPANY

Clippers, Clipper Blades and Parts
Scissor Sharpening and Clipper Repairs

www.salsbladeshop.com
4065 Millersport Hwy. •  Amherst, NY 14228

 (716) 689-0623

READER SERVICE CARD #8014

Sharpening • SaleS • repair

120 Fourth Street • Mt. Wolf, PA 17347
(717)266-7348 •  (888) 742-7745

info@precisionsharp.com
www.precisionsharp.com W1535

READER SERVICE CARD #8015 READER SERVICE CARD #8016

Groomer Wanted

Call (717) 691-3388, Ext. 210  
to place a Classified.

Classified Ads Get Results!

Grooming Equipment

New Income For You.
Fix Pet Allergies. Not Medical.  

Gentle Touch. Free Info.
1-800-442-8367
READER SERVICE CARD #8017

Mobile Grooming



• Safe Grooming 
Procedures 

• Pet First Aid

• Salon Injuries 

• Parasites

• Pet Health

• Nutrition

• Dental 

and more!

GROOMER’S GUIDE TO 

PET FIRST AID, 

INJURIES & HEALTH

• Safe Grooming 

What Every 

Successful 

Groomer 

should know!

BOYD HARRELL, DVM

The only 
Comprehensive 
Guide for 
Groomers!
By Groomer to Groomer 
columnist, Veterinarian, 
Dr. Boyd Harrell, DVM

This 272 Page Book is a Must Have Reference 
for Your Grooming Salon! 
21 easy-to-read chapters covering: 

• Skin Disorders • Ears • Hot Spots • Allergies • Fleas and Ticks • Toenail and Foot Pad problems 
• Anal Sacs • Infections • Nutrition • Geriatric Dogs • Vaccinations and reactions • Dental • much more

W
16

22

Barkleigh Productions Inc. • 970 West Trindle Rd. • Mechanicsburg, PA 17055 • (717) 691-3388 • info@barkleigh.com

aaaaaaaaaaaaaaaaaa$16.95#6301

New Book from Barkleigh!
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Our most popular card! 5” x 8” Klip Kard features a dog 
diagram for notation of old injuries, warts and sensitive areas. 
Sketch the clip right on the card. Emergency permission 
included, plus a size chart for easy sales reference. Includes 
Pet Profile checklist with lots of space on the back for date, 
charges, services, groomer and reminder sent date.

Giant Klip Kard – White • 5” x 8” 
#500 100 Giant Klip Kards  $13.75
#501 500 Giant Klip Kards  $59.95
#502 1000 Giant Klip Kards  $99.00 
Giant Klip Kard – Colored • 5” x 8”
Indicate Color Choice: Lavender, Pink, Blue, Yellow or Green
#503 100 Giant Color Klip Kards $15.75
#504 500 Giant Color Klip Kards $69.95
#505 1000 Giant Color Klip Kards $109.00
Giant Klip Kard Extenders • 5” x 8” – White
#506 100 Giant Klip Kards Extenders $13.75

Available Colors

klip kards            client index & extender cards
Extenders staple to your filled Klip Kard  

and add more record space!

Giant Klip Kard

This 4”x 6” card offers space for pet description and 
medical problems, referral, birth date, vet phone and 
clip description. Popular Pet Profile checklist denotes 
a number of conditions about a pet. Back has columns 
for date, services, charges and reminder date.

Medium Klip Kard – White • 4” x 6” 
#507 100 Medium Klip Kards  $11.95
#508 500 Medium Klip Kards                    $46.00
#509 1000 Medium Klip Kards $75.00 
Medium Klip Kard – Colored • 4” x 6”
Indicate Color Choice: Pink, Blue, Yellow,  
Green or Lavender
#510 100 Medium Color Klip Kards $13.95
#511 500 Medium Color Klip Kards $56.00
#512 1000 Medium Color Klip Kards $95.00
Medium Klip Kard Extenders • 4” x 6” – White
#513  100 Medium Extenders  $11.95

Available  
Colors

Medium Klip Kard

groomer system
This loose-leaf Binder System permits an unlimited number of daily 
appointments. It comes  with 150 Daily Appointment Sheets, 52 Weekly 
Reports, 12 Monthly Reports, 4 Quarterly/Yearly Reports separated 
by monthly/report dividers, as well. Each groomer can have his/her  
own book or everyone can work out of one... by adding extra pages. 
Satisfaction Guaranteed!

• Space for Time In and Time Out

• Client’s Name and Phone Number

• Pet’s Name and Breed

• Coding Block for Type of Service

• Space for Remarks

• Calendar

• Service Code Directory  

   Makes Entry Quick

• Daily, Weekly and 
   Monthly Income Sheets

• Start Anytime during the Year...

   This Book Never Ends!

#6053   Complete Groomer System           $59.95
#6054   100  Appointment Sheets (White)  $12.95
#690     100 Weekly Sheets (Yellow)      $12.95 
#691     100 Monthly Sheets (Melon)                      $12.95 
#692     50 Quarterly/ yearly Sheets (Dk Orange)   $12.95
#6055   Assorted Reports - 1 Year Supply    $17.95
 includes - 54 Weekly, 14 Monthly, 5 Quarterly
#622     GSM Calendar Page In Plastic Sleeve   $2.95

appointment & income tracking book

READER SERVICE CARD #8002
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BOYD HARRELL, DVM
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Comprehensive 
Guide for 
Groomers!
By Groomer to Groomer 
columnist, Veterinarian, 
Dr. Boyd Harrell, DVM

This 272 Page Book is a Must Have Reference 
for Your Grooming Salon! 
21 easy-to-read chapters covering: 

• Skin Disorders • Ears • Hot Spots • Allergies • Fleas and Ticks • Toenail and Foot Pad problems 
• Anal Sacs • Infections • Nutrition • Geriatric Dogs • Vaccinations and reactions • Dental • much more
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Big 
Top 

ExciTing

June 23–26, 2011
NEW LOCATION

Wilmington, Ohio Wilmington, Ohio 

petQuestpetQuest
is moving!

Big pet care Trade Show!

Top industry Speakers!

ExciTing iJA contest  
and Barkleigh creative  
contest!

(717) 691-3388
www.pQgroom.com

Holiday inn  
RobeRts CentRe

Barkleigh Productions Inc.
970 West Trindle Road
Mechanicsburg, PA 17055
www.Barkleigh.com
info@barkleigh.com
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CALIFORNIA
CHANGED DATES!!
GROOM & KENNEL EXPO 2012
2/2/2012 - 2/5/2012
Pasadena, CA
(717) 691-3388
info@barkleigh.com
www.groomandkennelexpo.com

FLORIDA
NDGAA “Fun in the Sun”  
Seminar
10/28/2011 - 10/30/2011
Orlando, FL
(724) 962-2711
ndga@nationaldoggroomers.com
www.nationaldoggroomers.com

PET PRO CRUISE  
St. Thomas, Puerto Rico, 
Grand Turk & Cacaos Islands
1/7/2012 - 1/14/2012
Miami, FL
(717) 691-3388
info@barkleigh.com
www.barkleigh.com
Judith “LUCY” Wheeler
Official Barkleigh Travel Agent
(321) 368-6622 Cell
cruisinglady@ymail.com
On Facebook
keyword: 2012 Pet Pro  
Caribbean Cruise

GEORGIA
Atlanta Pet Fair
3/1/2012 - 3/4/2012
Atlanta, GA
(770) 908-9857
atlantapetfair@yahoo.com
www.atlantapetfair.com

ILLINOIS
All American Grooming Show
8/11/2011 - 8/14/2011
Chicago, IL
(847) 364-4547
aagrmgshow@wowway.com
www.aagrmgshow.com

Backer’s Pet Industry  
Christmas Trade Show
10/14/2011 - 10/16/2011
Chicago, IL
(312) 663-4040
hhbacker@hhbacker.com

NEVADA
SuperZoo
9/13/2011 - 9/15/2011
Las Vegas, NV 
(646) 447-2222
www.superzoo.org

NEW JERSEY
Intergroom 2012
4/21/2012 - 4/23/2012
Secaucus, NJ 
(781) 326-3376
www.intergroom@intergroom.com
www.intergroom.com

OHIO
PETQUEST 2011
6/23/2011 - 6/26/2011
Wilmington, OH
(717) 691-3388
info@barkleigh.com
www.pqgroom.com

PENNSYLVANIA
GROOM EXPO 2011
9/8/2011 - 9/11/2011
Hershey, PA
(717) 691-3388
info@barkleigh.com
www.groomexpo.com

RHODE ISLAND
New England Pet  
Grooming Professionals
7/15/2011 - 7/17/2011
Warwick, RI
(413) 219-0291
lindacc@nepgp.com
www.nepgp.com

TENNESSEE
Pet Stylists Super Show
5/10/2012 - 5/13/2012
Knoxville, TN
(865) 687-7139
petstylistsoftennessee.com

caleNdar of eveNts

To list your event, send it to  
adam@barkleigh.com

PETQUEST 2011
6/23/2010 - 6/26/2011
Wilmington, OH

GROOM EXPO 2011
9/8/2011 - 9/11/2011 
Hershey, PA

GROOM &  
KENNEL EXPO 2012
2/2/2012 - 2/5/2012
Pasadena, CA

Barkleigh Productions, Inc.
(717) 691-3388 • Fax (717) 691-3381

www.barkleigh.com
www.groomertogroomer.com

2011/2012 
CALENDAR

Canine CPR dvd

Canine CPR 
Course approved 

by the Illinois 
State Board of 

Education

ORdeR Online: 
www.BaRKleiGHSTORe.COm

Barkleigh Productions, inc. 
(717) 691-3388

C1712

Knowing how to respond quickly in an 
emergency and, if necessary, administer 
cardiopulmonary resuscitation (CPR), 
can save the life of a pet in your care.

#1340 CPR - dvd $27.95

Instruction includes: 
Definition of cardiopulmonary arrest •	
Assessment of the dog •	
Preparing the dog for CPR •	
Demonstration of breathing and •	
compression techniques 
CPR techniques for one or two people •	
Benefits of learning canine CPR•	

Veterinarian, Melanie Mokos, D.V.M.,  
discusses practical issues of canine CPR  
and provides a thorough, step-by-step 

demonstration of the techniques. 
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www.barkleighstore.com • (717) 691-3388

These elegant parchment certificates, bordered with paws,  are “just 
paw-fect” for gift-giving. Great for pet shops, Groomers, Veterinarians 
and Kennels. A nice way to show appreciation for referral customers, too. 
Rubber stamp your business name in the corner. Stub attached for your 
records. Certificates come with beautiful matching envelopes.

#603 10 Gift Certificates/Envelopes       $9.95
#604 25 Gift Certificates/Envelopes       $22.00
#605 50 Gift Certificates/Envelopes       $40.00
#606 100 Gift Certificates/Envelopes     $75.00
#607 500 Gift Certificates/Envelopes     $299.00
#608 1000 Gift Certificates/Envelopes   $500.00

#6375 6’x2’ Grand Opening      $49.00
#6376 6’x2’ We’re Moving      $49.00
#6377 6’x2’ Pet Day Care      $49.00
#6378 6’x2’ Today’s Special      $49.00
#6379 6’x2’ Toothbrushing Special    $49.00
#6380 6’x2’ Spa Serviece      $49.00
#6381 6’x2’ Pet Photography      $49.00
#6382 6’x2’ Shed-Less Treatment     $49.00

Gift Certificate (#GC)
Banners

6’ x 2’

gift certificates salon banners
Great for Pet Shops, Groomers,

Kennels, Trainers and more!
Advertise Big! Highlight your services with 

these attention grabbing banners. 

Exciting 8½ x 11, 4 page newsletter becomes 
your own Personal Salon newsletter!

Over 
10 Million
SOld!

Contains grooming and health information, stories,  
and cartoons that present a professional image to  
your community. Give them at each appointment.  
Groom-O-Grams will encourage better home care  
and more frequent appointments.

Use it as a reminder card! Many groomers report a 
fantastic 50-100% response.

GroomOgrams are a fantastic promotional tool! Your 
grooming clients will give it to their friends. Leave them  
anywhere there are pet owners — humane societies,  
veterinarians, kennels, pet shops, and breeders.

GroomOgram will keep your clients coming back while 
teaching them proper “between grooming” care. Over 10 
million Groom-O-Grams have been distributed by caring 
groomers like yourself.

Seasonal issues are available after February 10 (Spring), 
May 10 (Summer), August 10 (Fall) and November 10 (Winter). 
Each issue deals with the seasonal grooming needs of pets.

• Give to Your Clients at Each Visit
• Leave at Vets, Clinics and Humane Societies
• Encourages future appointments
• Educates Your Clients
• Doubles as an Appointment and Reminder Card
• Undated – Use Them Anytime!

Groom-O-Grams PAY FOR themselves in NEW and increased Business!

#565      25 Groom-O-Grams          $10.50
#566      50 Groom-O-Grams          $18.00
#567      100 Groom-O-Grams        $25.50
#568      200 Groom-O-Grams        $49.50
#569      300 Groom-O-Grams        $70.50
#570      400 Groom-O-Grams        $88.50
#571      500 Groom-O-Grams        $95.00
#572      1000 Groom-O-Grams    $169.00
#573      2500 Groom-O-Grams    $358.00

GRooM-o-GRAMS
Current Season Unless Specified!

Standing order Program! Save 15% 
on your next order of Groom-o-Grams!
Mark Your order Form! no obligation to 
future purchases. Cancel anytime.

groom-o-grams
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Includes
“Ultimate” Competition 

Series Blade

Higher performance blade
Wahl “Ultimate” Competition Series Blades cut 2.5 x’s faster than Wahl 
Competition Series Blades
 
100% QUALITY GUARANTEED:
To cut fur the first time used.  If at anytime anyone is dissatisfied with the  cutting 
ability of a Wahl Competition Blade, call Wahl at 1.800.PRO.WAHL for an exchange.

100% CUT TESTED:
Hand tested before leaving the U.s.a. Production line. 
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Higher performance blade
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Powerful Clipper up to 4700 SPM
Power and torque to clip even the tough areas

Linear Blade Drive System to deliver power, speed 
and performance where you need it

Patented* Easy-to-Replace Drive Tip—no need to 
take the clipper apart

Lightweight—only 11.6 oz (without blade) and 
perfectly balanced to prevent wrist injury

16’ super flexible cord, stays flexible 
below 30 degrees

Curved casing reduces hair clogging
Ergonomic Designed Contour Shape
Smooth rubber grip

“One finger” variable speed control

30 DAY
SATISFACTION

GUARANTEED

“Ultimate” Competition 
Series Blade

“One finger” variable speed control
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“Rely on Ryan’s”™

©2011 G&G Distribution Inc. All rights reserved. Pricing and manufacturer specs subject to change. Prices good thru June 30, 2010©2011 G&G Distribution Inc. All rights reserved. Pricing and manufacturer specs subject to change. Prices good thru June 30, 2010

www.RyansPet.comwww.RyansPet.com
 www.RyansPet.com (7387) 

(7387)

PremiumSatin  Shears

$3.00OFF!

Bonus withPurchase

Combo SaleBuy A Straight and Curved 
Shear and Save 10%While Supplies Last.

 www.RyansPet.com 

1(800)525-PETS (7387)
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Mini K-9 Dryer

K-9 Dryers✔ Our #1 Best Seller
✔ Second tip now included with each dryer!

K-9 Dryer I

K-9 Dryer II✔ Nine Colors Available

K-9 Dryer III Blower✔ 50% More Blowing Power

 www.RyansPet.com 

1(800)525-PETS (7387)

Available Colors 

All K9 Dryers Are Made in The U.S.A.

2 Year Warranty On All K-9 Dryers

K-9 Fluffer Blower-Dryer K-9 T-Wand Table Mount
✔ K9 Hose

6 FREE Filters

6 FREE Filters

SAVE $50.00!

KKKK

KKKKKK
✔✔✔✔

KKKKKK
BBBBB

K
-9

 D
ryers

95

20 YEARS OF SERVICING 
WHAT WE SELL

RYAN’S SHARPENING & REPAIR CENTER

When the Tools For Your Work 
Need Servicing “Rely on Ryans”™

To Do the Work Right

20 YEARS OF 

EXCELLENCE

Authorized Warranty Center
Our staff has received factory training at Andis® Co., 

Double K® Industries, Oster®/Stewart® and WAHL® 
manufacturing companies. Ryan’s Sharpening and 

Repair is an authorized warranty repair dealer for Andis®, 
Conair®, Double K®, Oster®, Paw Brothers®,

 Value Groom®, WAHL® and K9® Electric Cleaner.

Repair 
Guarantee

30 Days Labor, 90 Days Parts

(wear parts excluded).

GO TO:
www.ryanspet.com/garystips

To See Gary’s Tips Videos

FACTORY TRAINED

READER SERVICE CARD #8022




