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If you have a passion for pets.
It’s time you considered PetSmart.
Join our talented Services team at PetSmart, the leading provider
for the lifetime needs of pets and Pet Parents.

• Salon Managers • PetStylists
• Professional Bathers • Pet Trainers

And, we believe hard work deserves great benefits:

• health, dental & vision

• large, developed client base

• company-paid training

• 401 k/RRSP savings plan

• store discount

• full and part-time positions

Apply online at

www.petsmartjobs.com

Equal Opportunity Employer
M/F/D/V.

We screen for drugs.
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Pet Esthé Series Recognised by Pet Estheticians Worldwideé E h i i W ld id

From 16 to 20 February 2009 leading instructors and pet estheticians from 10 different countries, both accredited by PEIA France assembled at the Pet
Esthé International Association France (Headquarters), attended presentations about new pet esthetic techniques and discussed issues relating to the
renewal of traditional pet esthetic techniques and the establishment of standards for pet esthetic techniques.

Pet Esthé International Association France (Headquarters): General Assembly

sales@petesthe.com

Criteria for the Accreditation of Products by PEIA France (Headquarters)

* Pet Esthé International Association France Membership (as of March 2009):
Member countries: France, Germany, England, Spain, Finland, Poland, Cyprus, China, Japan and Malaysia
Applicants for Membership: USA, Russia, Ukraine, Australia, New Zealand, Thailand, Taiwan, Hong Kong, Canada

The Pet Esthé International Association France (PEIA) is the world’s first association
designed for pet estheticians. The headquarters is located in Paris, France, on the
premises of AUDRECO, the oldest grooming school in Europe. In March 2009 PEIA
established branches in 10 different countries *. PEIA is now involved in the training of pet
estheticians, the issue of certificates of accreditation and the publication of textbooks.

The Pet Esthé Series has been 
awarded the Premium Product
Award and is accredited as
the official provider of
teaching/learning materials by
the Pet Esthé International
Association France
(Headquarters)!

The Pet Esthé Series has been
awarded the Premium Product 
Award and is accredited as
the official provider of
teaching/learning materials by
the Pet Esthé International 
Association France
(Headquarters)!

The Pet Esthé Series is a product group with concepts and a philosophy recognized in technical interchange workshops and product fairs attended by leading instruc-

tors and pet estheticians from 10 different countries, accredited by the PEIA France. The Pet Esthé Series has been selected from among various pet esthetic products

and is now recognized by the PEIA France as a premium product series and official teaching/learning materials designed for the training of excellent pet estheticians.

1. Able to provide the world pet industry with new menus.
2. A good balance of product groups and quality in accordance with the PEIA

philosophy.
3. Products are environmentally friendly, ecologically sound ones containing

ingredients which are biodegradable when they flow into a river or an ocean.
4. Products are free from irritable properties and least stressful to pets.
5. Products comply with the PEIA philosophy.

6. Products have long-term stability.
7. No testing on animals is conducted in the process of product development.
8. A long history of the development of guaranteed pet esthetic products.
9. The philosophy of product development is unique and original.

10. Product designs are exquisite and meet French tastes.
11. Products can contribute to an increase in grooming technicians’ profits and

the improvement of their social status.

Seeking U.S.

Distribution

The Pet Esthé Series is used in 24 countries worldwide.

The Premium
Product Award

Certificate
The Certificate of
Accreditation

Pet Esthé International Association France (PEIA)

Pet Esthé Studio 16

Madame Michèle GEORGEL,
Chair, PEIA France (Headquarter)

Monsieur Michel GEORGEL,
PEIA France (Headquarter)

REQUEST READER
SERVICE CARD #6499
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todd@barkleigh.com

My boss, Sally Liddick, has another fantastic idea that
is going to reap huge rewards for her and everyone
else involved. It may even have monumental affects
on the pet care industry. The problem is, more of
these ideas have fallen by the wayside then have ac-
tually been put into place. It’s not a lack of time, funds
or effort that holds her back; she simply gets bored
with her own idea and moves on to the next big thing.

She usually doesn’t bother to tell everyone else that she has lost interest.
Her pattern has very little variation. She will become obsessed with a new

project. She will bore anyone and everyone about it for hours on end. She will print
out charts, graphs, pictures and whatever else relevant that she can find.You will try to
ask her a question, but she doesn’t hear you because she is daydreaming about her
project. Usually, everyone else is a little more cautious about the new big idea. She
gets frustrated that you don’t see the fantastic potential. Then, just as you start to get
sold on the idea, and even a little excited, she axes it.

Because we do so much printing and mailing, Sally decided years ago that we
should set up a Kinko’s type business in our office. The office staff was not thrilled at
the idea of having to stop what they were doing to help anyone that walked in that
needed to make a copy. They didn’t have to worry; the idea went away as quickly as it
came.

Then there was the Giant Klip Kard style cards for the beauty industry. They are
our number one selling product for groomers, so it stands to reason that beauticians
should like a card specially designed for them. Thousands were printed and
then…nothing. Ten years later they are still sitting in our basement.We don’t have the
connections to market them, but they are too nice to throw away. So, they will probably
sit there another 10 years.

One of the more recent huge ideas was about a year ago when she decided to
purchase a dog training center out in the country. She was going to turn it into a na-
tional facility that trainers from all over the country would come to learn and hone their
skills. There was going to be docks for diving, indoor and outdoor courses, bleachers,
a coffee shop, a manmade lake – you name it. Hours a day for a few weeks were
spent planning. She even put a bid in to buy it. The owners rejected the bid. That took
the wind out of her sails, and she was instantly done with the idea.

The latest ground breaking idea came about out of necessity. Sally’s groomer,
Paul, lost the lease on his shop at the same time that my brother was looking for a job
after graduating from grooming school. Sally and my mother, Gwen Shelly, decided to
open a grooming shop and hire Paul as the manager. They found an ideal location that
was a perfect set-up for them to move in immediately. But, as is often the case with
grooming shops, the township had to approve it. The zoning board was not scheduled
to meet again for over two months.

She needed a very quick temporary fix. The realtor suggested a section of an old
warehouse in an industrial complex. The only things this place had going for it was its
proximity to the previous location, and they could rent it cheap for two months. Her
wheels started turning. She decided to have fun with the temporary location. She was
going to call it Funky Warehouse Pet Grooming. She wanted to line the long entrance
road with humorous banners comparable to the South of the Border billboards along
I-95 in North and South Carolina. In addition, the shop would be outfitted with signs
that playfully poke fun at the situation (visit the digital version of this issue on
GroomerToGroomer.com to read some of Sally’s sign ideas).

The plan was to take a bad situation, and turn it around. Sally figured she found a
fun way to explain the odd temporary location. She was very excited and spent her
usual large amount of time obsessing over the new shop. But, as is with her pattern,
she quickly dismissed it and moved on.

At this point, I should summarize this editorial, and maybe even actually make
some kind of point that brings it all together. But, I’m now bored with it. I’m quitting it
and moving on to the next editorial.

M
Great ideas…

Off the Top of My Head by Todd Shelly
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PawsativelyPosh
by Audrey Ulrich

ifteen years ago Reda Elabd left Egypt with a degree
in Physical Education to start a new life in the United
States. Since he wasn’t able to jump straight into that
field due to his language barrier, Reda walked the
streets of New York City looking for a job, any job.

“I had just arrived and I was walking from business
to business asking for any work.” His persistence paid
off when he walked into Canine Styles, a popular Man-
hattan dog grooming salon. “The owner, Edith, was a
very nice lady. She asked me if I liked dogs, I said ‘Of
course’ and she gave me the job. Then I said, “What
type of job is it?’” Reda did not know it at the time, but
this first job, in an industry he had never even thought
of, would lead to a prosperous career and fulfill his
American dream.

Today, Reda is the proud owner of Central Park Pet
Spa a beautiful pet grooming salon in one of New York

City’s most desirable neighborhoods. His upscale salon
is designed with discriminating New York clients in
mind, and as I found out on my day there; catering to
these clients is anything but ordinary.

Reda credits much of his success to his early days
in grooming. His mentor, Edith, was very particular. He
spent two years just learning the basics and perfecting
his bathing, brushing, and blow drying skills. “I learned
the best techniques and it is still how I do it today,” he
says.

Learning from the ground up, he slowly took on
more responsibilities. When the salon was taken over
by new owners, Reda felt the pressure to advance. “I
wanted to do everything, every part of the grooming. I
was always asking my boss for more training.”

After a few years, Reda’s skills were sharp, his pre-

Continued on page 8

CENTRAL PARK PET SPA
“TAKING A BITE OUT OF THE BIG APPLE”

REDA, NATALIE AND THEIR CHILDREN YUSUF AND YASMINE
ALL HELP GIVE HELMUT A GREAT GROOMING EXPERIENCE.

NATALIE'S DOG, MADDIE, HELPS HER
MOM WITH RECEPTIONIST DUTY.

F
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cision and attention to detail were
impressive and he had a steady fol-
lowing of clients. “But I felt I needed
more, I wanted to get certified, to go
to school. I was always asking my
boss about going to New York School
of Dog Grooming.” (Request Reader
Service Card #6490)

Reda’s boss told him to go to

school, but Reda did not have
$3,000 for tuition and the school
did not accept credit cards which
made the tuition unavailable to
Reda. “One day I am asking my boss
again to send me and he asks me if
I have a credit card and I said yes
and he asked me to show it to him
and he took it from me, swiped it for
$3,000 then gave me the cash and
said, ‘Now go to the school!’ He was
just so tired of me asking him!”
Reda recounts with a laugh.

Reda soon found out that his
grooming skills were already at the
top of the pack. “I went to school to
work on my skills, but I hadn’t real-
ized it before, how much I’d already
learned. I really wanted to have that
certificate,” he says. In fact, the in-
structors at New York School of Dog
Grooming were so impressed with
Reda’s grooming and pet handling
skills that they offered him a job as
an instructor, but Reda was ready
to move on and start putting his
new confidence and skills to the
test. He worked at several grooming
salons in the New York City area
and finished his certification as a
Master Groomer.

He built a steady clientele,
many of whom followed him as he
switched salons over the years. “I al-
ways get the best clients, because I
give them the best grooming,” he
states. Indeed, on the day of my
visit Reda wows me with his incredi-
ble grooming skills and I tease him
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Continued on page 10

Central Park Pet Spa
Continued from page 6

REQUEST READER SERVICE CARD #6501 REQUEST READER SERVICE #6502
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The new Air Force® QuickDraw™ Portable Pet Dryer is the latest addition to 
Metro’s family of professional, all-steel, American-made, forced-air pet dryers
– a family that you’ve made number one worldwide in sales, service and overall 
customer satisfaction!

The QuickDraw™ features a super-efficient 1.3 HP motor that puts out 18,000 ft./min.
of warm (25-30 degrees above ambient), filtered air.  Enough to thoroughly and
safely dry a large, longhair dog in minutes.  Yet, it stands only 9.5" high and weighs
just a hair over 3 lbs. The best power-to-weight ratio of any dryer on the market!™
It’s designed for hard professional use in the shop, at the show or on the road. 
And, with home grooming becoming such a hot category, and an MSRP of under $100,
the QuickDraw™ will also be a great moneymaker for you!

Air Force®

Commander®*

Air Force®

Master Blaster®

Air Force®

Blaster®*

US Patent
D583,041

Meet The First Family’s New “Baby”Meet The First Family’s New “Baby”

Contact your distributor, professional supplier, or call: 1-800-822-1602 •www.dogdryer.com

Metropolitan Vacuum Cleaner Co., Inc., One Ramapo Ave., P.O. Box 149, Suffern, NY 10901 • Fax: 845-357-1640 ©2009 220 Volt Models Available
*The configurations and coloring of the Air Force® Commander® and Blaster® pet dryers are protected by US Registered Trademark 3,552,787.

Family Owned Since 1939 BECAUSE IT MATTERS

REQUEST READER SERVICE CARD #6503
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that he should compete on Groomer Has It. “Really? I
don’t think that is for me! Would you do it?” He gets me
back and I have to admit that while the prospect of be-
coming a TV star is heady and enticing, the REAL real-
ity is that we couldn’t take the time away from our
businesses to be on the show.

Central Park Pet Spa is located in one of Manhat-
tan’s most upscale neighborhoods in mid town, just a
stone’s throw from Central Park West and prominent

landmarks such as the Plaza and Ritz Carlton hotels. “I
was ready to go where my skills would be appreciated.
It is not easy taking care of these clients sometimes
because they demand the best, but I was ready for it,”
explains Reda.

Upon entering the salon, I am greeted by Natalie
Hayes, the receptionist, who offers a warm welcome
and tour of the facility. Natalie’s charm and enthusiasm
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REQUEST READER SERVICE CARD #6504

"THE BLACK AND SILVER DECOR CREATES
A CALM AND ELEGANT SALON."

"CENTRAL PARK PET SPA REFLECTS REDA'S
STYLE AND PROFESSIONALISM"

Continued on page 12
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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!

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 Certifi cates/Envelopes     $75.00
#607 500 Gift Certifi cates/Envelopes     $299.00
#608 1000 Gift Certifi cates/Envelopes   $500.00

Gift Certi� cate (#GC)

Sizes range from 2-3/4” to 4-1/ 2”. 
Great for breed club treats, fundraisers, 

sandwich cutouts, treats for your 
customers’ pets or kids, dough ornaments, 

and more. Dog Bone Recipes included FREE!

Poodle, Cocker, Scottie, Terrier, 
Collie, Setter, Mutt, Kitty, Large 
Bone, Small Bone, and Hydrant

#710 Kookie Kutters – 2 Bones + Hydrant       $8.50
#711 Kookie Kutters – 7 Dogs + Kitty              $19.95
#712 Kookie Kutters – Complete Set               $27.95
 Kookie Kutters – Individual (Indicate #)    $3.95

#700

#702

#704

#703

#706

#709

#701

#707
#705

#708

#699

This black metal holder will put 
your Groom-O-Grams, and 
Sympathy cards, at your client’s 
fingertips for maximum appeal. 
Special built-in “angle” feature for 
best viewing and response.
Buy several to place at Vets, 
Kennels, Pet Shops, etc. Keeps
your Groom-O-Grams and 
Sympathy Cards neat and easy 
to remove.

 Attractive header cards for Sympathy
Cards will promote sales.
For peg-board or counter top use.
Width is adjustable from 2-1/2” to 7.”

#685 Display Holder $5.95
#686 Display Holder for GroomOgrams      $5.95
#687 Display Holder for Sympathy Cards   $5.95
#688 5 Display Holders $26.95
#689 10 Display Holders $49.95

#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 Kanine Kookie 
Kutters

Display Holder Gift Certi� cate  Great for Pet Shops, Groomers,
Kennels, Trainers and more!

REQUEST READER SERVICE #6516

Order online at www.barkleigh.com • (717) 691-3388
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contrast Reda’s straight forward
and professional manner, but the
décor at Central Park Pet Spa is a
reflection of him.

The salon is very upscale and
reminds me of a high end jewelry
store, with sparse, elegant furniture
and a modern feel. The waiting area
is sleek, with silver and chrome fur-
nishings, black leather seating and
framed art prints on the walls.
Sleek, tile work in black and silver
tie the room together. A frosted
glass door featuring Central Park
Pet Spa’s logo separates the groom-
ing area which can be seen through
two viewing windows. The grooming
area continues on with the clean,
modern feel in the same color
scheme.

The choice of stainless steel
tubs, kennels and tables looks great
against this backdrop. “I chose

Shoreline stainless steel equipment
(Reader Service Card #6421) be-
cause it is very good quality and is
easy to clean.” Reda says. At just
625 square feet, the spa looks
spacious and has a very cool
and calm feel.

Clients of Central Park Pet Spa
are some of New York City’s most
discriminating pet owners and in
Reda they find a groomer who can
deliver on their expectations. “New
Yorkers like to be seen, they want
people to notice their dog’s beautiful
grooming when they walk down the
street,” he explains, “And they will
quickly spread the news if they
don’t like something. If they are
walking with their dog and meet a
friend, that friend will hear what
they thought and soon the whole
neighborhood is talking.”

They also sometimes want a
unique look for their dog, as I dis-
cover when a new client comes in
for their first visit with an apricot
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Continued on page 14

REQUEST READER SERVICE CARD #6507

REQUEST READER SERVICE #6506

Central Park Pet Spa
Continued from page 10
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poodle named Helmut (after
clothing designer Helmut Lang no
doubt). His owner instructs, “I want
him to look tough, not girly. Could
he have a Mohawk and just a long
beard, no moustache?” Reda pets
Helmut as he looks him over, getting
the dog comfortable. As he talks to
the owner, both Mom and dog relax
as Reda’s calm demeanor and pro-
fessionalism put them at ease.

After they leave, he gets to work
on creating the unique style this
owner would like to see, explaining,
“Some groomers say they only want
to do breed standard grooming, but
I do whatever the owner wants.
Take this dog here; she would like a
different look for him, something
you don’t see every day. I will do
that for her and she will be very
happy with the results. There, I will
have a steady client for this.”

But pleasing clients is only part
of the challenge of opening a pet spa
in Manhattan. Leasing and remodel-
ing a space is expensive enough to
keep even the most adventurous
groomer from taking the risk.

Reda shared his costs and my
jaw almost hit the floor. “Those
costs do not even include a bath-
room!” Reda exclaimed. (Due to per-
mitting problems with his landlord,
Reda has been unable to add a
bathroom to his salon even after 6
months of negotiations. Luckily,
there is a restaurant nearby!) Suf-
fice it to say that his remodel costs
were enough to buy a nice home
and his monthly rent is what many
salons pay for a year!

For Reda, taking a bite out of
The Big Apple means being willing
to work every angle he can. “It is
going to be a while to start to make
the money I need because doing
business here is so expensive, and
that’s part of why I have to charge
more. But once people come the

first time they understand why
there is a difference,” he says.
Reda typically charges 25% more
than his competitors. “The economy
has been no help, many people are
out of work, but I am building up
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REQUEST READER SERVICE CARD #6575

Continued on page 17

Central Park Pet Spa
Continued from page 12

REDA ELABD ACHIEVED THE
AMERICAN DREAM AS OWNER
OF CENTRAL PARK PET SPA.
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TropiClean Goes Green!TropiClean Goes Green!

Call for your Trial Size!

ORGANIC
70%

®

800.542.7387  •   FAX 636.327.8143  •   WWW.TROPICLEAN.NET

Rich lather, QUICK RINSE and gentle clean.

Superior performance.

Gallons and sprays are packaged in bottles 
made from 50% PCR (recycled material) and sleeves 
made from plants. The bottle is 100% recyclable 
and the sleeve will completely biodegrade.

New earth-friendly bottle.

Our products are formulated with therapeutic,
organic extracts.  A gentle bath in Tropiclean
promotes a naturally shiny, healthy coat.

Luxurious, natural formulas.

Grooming Sprays

Quick rinse formula!

New!



Now you can pamper their pets.

Your customers pamper themselves...

If you enjoy the luxuries of a day Spa, your pet will love the skin treatments of the SPA Lavish Your Pet collection. 
Found in the world’s most prestigious pet spas and salons, this elegant collection is formulated with the finest botanical extracts.
Now more than ever your customers are pampering themselves at day spas. This segment of the market continues
to grow at a healthy 25% annually. Now you too can offer luxurious spa treatments to their pets and increase your profits.

TMSPA
L A V I S H  Y O U R  P E T

S PA  L AV I S H  YO U R  P E T  C O L L E C T I O N   •   TO L L  F R E E :  8 0 0 . 5 4 2 . 7 3 8 7   •   F A X : 6 3 6 . 3 2 7 . 8 1 4 3   •   W W W. S PA L AV I S H YO U R P E T. C O M

Turn your shop into a Pet Spa!

SPA Starter Kit
• window sign
• all products
• packages
• CD artwork
• counter sign
• brochures

...and increase your profits!

Call for your Trial Size!
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REQUEST READER SERVICE CARD #6510REQUEST READER SERVICE CARD #6511

slowly.” In the meantime, Reda has
expanded to offering day care for
small dogs and opened his salon to
self service dog washing at times he
is not grooming.

Reda is also planning to offer
advanced grooming classes for
groomers wanting to take their skills
to the next level. “I think it is hard
to get advanced training that is
worthwhile. As a graduate of a dog
grooming school, I can attest to the
difficulty of getting skills beyond the
basics taught at school. This would
be hands on, one-on-one schooling.
Here someone could really work on
what they needed and I know I
would be a good teacher for this.”

After spending the day watching
Reda work, I know he would be too.
And who wouldn’t enjoy a working
vacation to the Big Apple to learn
from a talented groomer? I might

just add it to my yearly family trip!
Although my interview time is

running a bit long, I can’t leave be-
fore I see Helmut’s grooming. Hel-
mut is the last grooming of the day,
and Reda’s two children, Yusuf and
Yasmine arrive from school to wait
for their Dad. As Reda works, Yas-
mine busies herself grooming the
large stuffed dog in the waiting area
while Yusuf rearranges the fresh
flowers, to Natalie’s chagrin.

Reda uses a Hydrosurge bathing
system (Reader Service Card #6422)
combined with shampoos by EZ
Groom (Reader Service Card #6423)
and Senproco including the Coat
Handler and Bark 2 Basics lines
(Reader Service Card #6424), “I like

how very fast I will get him clean. I
have tried many shampoos. Every
once in a while I try one and then I
say ‘No, the result is not as good’
and I come back to these brands.”

He then uses an Edemco stand
dryer (Reader Service Card #6425) to
stretch dry the coat and get a flaw-
less finish. “This dog has very nice
hair, very dense, even though he is
ten years old. It is the drying tech-
nique that makes the difference
here.” Next he scissors Helmut to a
flawless finish. “I like to use Crown
Royal grooming spray (Reader Serv-
ice Card #6426) when I scissor, to
get the right texture for the hair,
and no scissor marks,” he

Central Park Pet Spa
Continued from page 14

Continued on page 18

“OH MY GOSH! HE HAS NEVER LOOKED SO
GOOD! AND LOOK HOW HAPPY HE IS!

THANK YOU! THANK-YOU!

28-7 October GTG:Layout 1  9/8/09  12:03 PM  Page 17
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REQUEST READER SERVICE CARD #6512

UPDATE: We’re moving out of our temporary facility 
after the fi re to our new location by the time we see you 
at Groom Expo 2009!

We Are Truly Blessed!

PLUM-TASTIC 
MAXIMUM MOISTURIZER

A hot New Product fi nished just in time.
A maximum moisturizer to compliment
PLUM SILKY while Hydrating the coat 
with it’s amino acids & anti-oxidant rich 
properties. This exceptionally rich blend 

of conditioners, essential nutrients, amino
acids, vitamins, silk proteins plus the 

anti-oxidant value of the Acai Berry has a
unique experience in store for your pet. The 

synergy created by combining the condi-
tioning and moisture binding qualities of 

these ingredients help strengthen, revitalize 
and energize depleted, stressed hair and 
prevent dehydration of the skin and coat. 

Plus the added anti-oxidant protection and 
the long lasting pleasant scent insures only 
the best you can give your pet. Use Direct 

or dilute up to 32:1. Available Gallon, 16 oz.

The Natural Choice of Professional 
Groomers® Since 1986

WE ARE REBUILDING
UPDATE:
after the fi re to our new location by the time we see you 
at Groom Expo 2009!

The Natural Choice of Professional 

after the fi re to our new location by the time we see you 
at Groom Expo 2009!

The Natural Choice of Professional The Natural Choice of Professional 

the best you can give your pet. Use Direct 
or dilute up to 32:1. Available Gallon, 16 oz.or dilute up to 32:1. Available Gallon, 16 oz.

www.NaturesSpecialtiesMfg.com
For a distributor near you,

Call (800) 551-7627 or go to NaturesSpecialtiesMfg

Please go to our blog
for progress updatesL1473

uNEW!

explains.
As he finishes up with Hel-

mut, Reda asks, “What do you
think? Do you like it?” Before I
can answer Yasmine asserts,
“He’s perfect!” which is my
thought exactly. Not only does
Helmut look fantastic, he had a
great time with the care and at-
tention he received at Central
Park Pet Spa.

As I am packing up to leave,
I hear the final verdict as Hel-
mut’s mom arrives to get him.
Helmut struts his stuff. “Oh my
gosh! He has never looked so
good! And look how happy he is!
Thank you! Thank-you! We will
definitely be back and I’m going
to tell ALL my friends how great
you all are!”

Luckily for Reda, he has
nothing to worry about when it
comes to the New York dog gos-

sip scene. Last time I checked
the CitySearch online reviews,
Central Park Pet Spa had twenty
five 5 star reviews. It seems
they’re getting a good bite of
that apple!

Audrey
Ulrich and
her husband,
Matthew, own
The Barking Lot,
Inc in Richland,

WA. They are dedicated to help-
ing every groomer reach their full
potential. If you have a
“Pawsatively Posh” salon that
you would like to have featured
in an upcoming issue
of Groomer to Groomer contact
Audrey at info@barkinglot-
friends.com

© Audrey Ulrich 2009

Related web sites:
www.centralparkpetspa.com
www.facebook.com search

groups for Central Park Pet Spa.

Central Park Pet Spa
Continued from page 17

CENTRAL PARK PET SPA IS LOCATED
IN ONE OF MANHATTAN'S MOST

UPSCALE NEIGHBORHOODS.
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www.GermanRedClipper.com or just call 800-447-1957 (toll-free)

ENJOY THE POWER of the new

a division of

To order or for more information please contact:

or just call 800-447-1957 (toll-free)

NEW:

Excellent customer care is at the heart of any successful
business. In the grooming salon it is crucial that clients al-
ways feel welcomed and never rushed. A great phone greeting
by an informed, friendly receptionist can make the difference
between landing a client or not.

For busy groomers wanting to build their businesses, hir-
ing a professional receptionist can be one of the best places to
expand, allowing the groomer more time to groom pets while
helping the business grow. For many groomers, bookkeeping
and paperwork are dreaded chores left for the last minute.
This can be a very dangerous habit, but a talented receptionist
can make sure these important tasks get done correctly and
promptly.

Reda chose to bring Natalie on as the receptionist
atCentral Park Pet Spawhen he opened.Natalie was a client
of Reda’s for many years and understands the client perspec-
tive as the owner of a pampered Bichon namedMaddie.

“Natalie is wonderful! She is so good on the phone and
so patient with the clients. She spends as much time with

them as needed. I think sometimes I would not because I
want to be grooming,” explains Reda. “I also like how she is
answering the phones, with my accent I prefer to have some-
one else do it.”

“She gives the feeling I want people to have when they
call the salon and she always has the time to talk to them.” In
addition to doing client care,Natalie maintains the client
database on 1-2-3 Pet (Request Reader Service Card #6433),
does the book keeping, and updates the salon’s busy Facebook
page and web site.

When she is not doing that, she is outside the salon
greeting pampered pooches and welcoming them in for a visit.
She loves up the lucky doggies and gives them a treat as they
head on their way.With millions of dogs walking the New
York streets, she could stay busy all day just inviting pups to
Central Park Pet Spa. Reda says “I want everything to be
perfect for the clients atCentral Park Pet Spa andNatalie
is a part of that.”

Posh Pointer…A great receptionist is priceless

28-7 October GTG:Layout 1  9/1/09  3:53 PM  Page 19
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The Five Types of Aggression:
A growing trend in modern be-

havior and training circles is the
classification of aggression into
many sub-types. The goal is to offer
insight into aggression that may
lead to more effective treatment.

Some of the sub-groups are:
dominance aggression, territorial
aggression, food aggression, redi-
rected (sometimes called misdi-
rected) aggression, fear aggression,
possessive aggression, predatory
aggression and pain aggression. In
the majority of cases, detailed clas-
sification of aggression is some-
thing you do after the fact to aid in
treatment. For groomers and other
professional dog handlers, I think
this can be simplified to five major
types. These sub-types are rarely
listed in dog training and behavior
circles, but I think you will recog-
nize them.

‘That hurts, I am going to bite
you, now.’ This is the easiest form
of aggression to anticipate. If you
are pulling mats out of a clotted
Pekingese mix, you know that what
you are doing is going to hurt. If
you can anticipate when the painful
part starts, you can make your grip
a little firmer, just before he goes
ballistic. As soon as he relaxes a lit-
tle, relax your grip. To the dog, the
rules are these: If I struggle, I get
squeezed. If I don’t struggle, I get
hunks of hair ripped out of my
skin. If I put up with this torture

Groomer to Groomer • Vol 28 Ed. 7 • October 2009
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Continued on page 22

Behavior CLIPS
by Gary Wilkes

1. The act of initiating hostilities or invasion. 2. The practice or habit of
launching attacks. 3. Hostile or destructive behavior or actions 4. The practice
or habit of using teeth and claws to damage and/or terrify dog groomers.

ag·gres·sion

28-7 October GTG:Layout 1  9/1/09  4:02 PM  Page 20



In ancient Egypt, Bastet was worshipped as a cat god. The cats have never forgotten this.
After the last Solid Gold dog food ad was published, Alexander, the Great, - or Alexander, the So-So, 
many people questioned the information. Did Queen Hatshepsut of Egypt (1470 B.C.) really send her 
boats up the Mississippi River to look for minerals – particularly tin and copper?

 The ad went on to say that dogs are 11% trace minerals and only 4% vitamins. If you don’t 
give the trace minerals, the vitamins don’t work. Solid Gold Sea Meal has one type of kelp and 18 
types of sea algae. Sea vegetation is always necessary for Oriental dogs, Arctic dogs, as well as dogs 
from England, Scotland and Ireland-spaniels, terriers and retrievers. Water dogs (labs and poodles) must 

chew at the root of the tail and lick their feet. Some dogs will also get ear infections. The grains in 

grain-free dog food is Barking at the Moon.

they will not guarantee the health of the dog.

Sea Meal is the powder which is always feed with our dog food. It supports the immune, enzyme and hormone (anti-aging) 

Dr. Karen Halligan DVM warns dog owners not to feed avocados which may contribute to diabetes, epilepsy, pancreatitis 
or skin problems. Solid Gold doesn’t use them. Solid Gold does not use peas either, peas give dogs gas.
 Last year, the news warned against using peanut butter due to salmonella poisoning. Solid Gold doesn’t use peanut butter. 

Solid Gold doesn’t use it.
 When you open our bags, open the top, scoop out what you want and close with bag clips. We don’t recommend empting 
out the bag into another container. The act of pouring exposes the food to air and you can lose the preservation.         

 About Queen Hatshepsut, the Egyptian camels were used to carry heavy loads. But some accidentally got loose. So when 

During the Civil War, the South used camels to carry loads. In the westward push, pioneers found camel bones and Egyptian relics 

They were building a new WalMart.

After the last Solid Gold dog food ad was published, Alexander, the Great, - or Alexander, the So-So, 
many people questioned the information. Did Queen Hatshepsut of Egypt (1470 B.C.) really send her 
boats up the Mississippi River to look for minerals – particularly tin and copper?

give the trace minerals, the vitamins don’t work. Solid Gold Sea Meal has one type of kelp and 18 
types of sea algae. Sea vegetation is always necessary for Oriental dogs, Arctic dogs, as well as dogs 
from England, Scotland and Ireland-spaniels, terriers and retrievers. Water dogs (labs and poodles) must 

chew at the root of the tail and lick their feet. Some dogs will also get ear infections. The grains in 

After the last Solid Gold dog food ad was published, Alexander, the Great, - or Alexander, the So-So, 
many people questioned the information. Did Queen Hatshepsut of Egypt (1470 B.C.) really send her 
boats up the Mississippi River to look for minerals – particularly tin and copper?

give the trace minerals, the vitamins don’t work. Solid Gold Sea Meal has one type of kelp and 18 
types of sea algae. Sea vegetation is always necessary for Oriental dogs, Arctic dogs, as well as dogs 
from England, Scotland and Ireland-spaniels, terriers and retrievers. Water dogs (labs and poodles) must 

Solid Gold is the only dog food company 
that is a member of the Organic Trade 
Association, the American 

the Life Extension Association.

For a catalog or store near you call or email us at:
(619) 258-7356 or (619) 258-1914 (M-F 10-5 PST) or 
E-mail us at dane@solidgoldhealth.com or 
www.solidgoldhealth.com 

Solid Gold Health Products for Pets, 
the Holistic Animal Nutrition Center

WHAT GOES AROUND, 
COMES AROUND

REQUEST READER SERVICE CARD #6514
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for an hour, the supreme torture will
follow – having little bows attached
to my ears. Meaning, for some dogs,
grooming really sucks. Sometimes,
the best you can do is get the job
done and remain un-punctured.

‘That hurt the last time I was
here, I am going to bite you before
you can do it again.’ If the dog has
prior experience, he may decide to
initiate a bite well in advance of any
actual handling. This process may
start when the dog comes into the
salon or mobile van. By the time the
dog is in the tub or on the table, it
may be ready to bite anyone who
tries to touch or handle it. In some
cases, previous veterinary handling
or grooming included harsh re-
straint – which may submerge the
defensive aggression until the dog
sees an opportunity to strike.

Most people are unaware that

dogs can sense elapsed time and cy-
cles with incredible accuracy. This
means that they may time their out-
bursts to previously learned se-
quences. For instance, Binkums was
jerked around by a groomer two
years ago, 5 minutes into the groom-
ing, right after the bath. Now,
Binkums starts metaphorically load-
ing his shotgun as you start to rinse
him.

‘Someone else hurt me once, so I
will bite anyone who looks, smells or
sounds like that person.’ This is a
pretty self explanatory category.
Groomers often wear smocks. If a
former groomer wore a smock and
you wear a smock, the dog may
learn that people wearing smocks
should not be trusted.

This is a common occurrence in
veterinary clinics where veterinari-
ans wear white coats and vet techs
wear “scrubs.” The point is to be
aware that your appearance can
trigger a bite, even if you have never
had bad relations with a particular
animal.

I generally bite people, I don’t
need a reason. Some animals have
such a long and broad history of vio-
lence that they may bite at any given
moment – even after typical provoca-
tion has failed to trigger a bite. This
type of dog may allow you to remove
mats, clean the crusties around the
eyes and express its anal sacks —
and bite you as you are handing the
lead to the owner, on the way out.

‘I’m a Chow Chow.’ (Or fill in the
blank with any breed you don’t trust)
A veterinary neurologist friend of
mine once corrected me for saying I
was working with a vicious Lhasa.
“Why bother saying vicious? It’s a
Lhasa.”

Every breed of dog has a pub-
lished breed profile that claims
“friendly with kids, good with old
people, loyal, devoted, sweet, won-
derful, special and easy to train.”
Don’t believe it. Some breeds should
be considered dangerous until
proven otherwise. You can usually
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REQUEST READER SERVICE #6515

• 30-day money-back guarantee and   
unconditional lifetime warranty.

• Also Available in Rainbow and Pink Titanium.

• Full line of left hand shears.

THE SHARK FIN® HANDLE
Only Our Patented Handle Design Helps to
Properly Align Nerves and Tendons in your
Hand for Unmatched Control and Comfort.

SHEAR FIT® PATENTED
SCISSOR FITTING SYSTEM
Custom fit your Shark Fin® Shear to your own
specific ring-finger and thumb diameter size

www.sharkfinshears.com

Distributors Wanted
(888) 544-7254

®

Come see us at: All American Grooming Show, 
Groom Expo & SuperZoo!

Patented handle and scissor fitting
system for more comfort and 
control.

Can greatly reduce and even 
eliminate carpal-tunnel syndrome,
nerve damage and other health-
related problems caused by 
improperly fitted shears.

Forged from the highest quality 
440-A-440-C Japanese Hitachi 
steel for smooth cuts and sharp 
convex edges.

ag • gres • sion
Continued from page 20

Continued on page 24

Help   your   clients with 
problem   urination, 
house training,
destruction, aggression 
and more!

www.clickandtreat.com

A collection of more than 60 articles 
about dog and cat behavior from Gary’s 
award winning articles told in an engag-

ing, simple and easy-to-read fashion.
237 pages - $16.95

L1245

REQUEST READER SERVICE #6518
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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 Profi le 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

 This 4”x 6” card offers space for pet description 
and medical problems, referral, birth date, vet 
phone and clip description. Popular Pet Profi le
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

Are your client fi les a disaster? Do you 
forget to get pertinent information over 
the phone? These 3” x 5” client index 
cards will stand up against the daily 
abuse of any active grooming salon. 
Space provided on the back for date, 
services and reminder date.

 Regular Klip Kard – White Only • 3” x 5” 
#514 100 Regular Klip Kards   $10.50
#515 500 Regular Klip Kards $39.75
#516 1000 Regular Klip Kards $62.95 

Regular Klip Kard Extenders • 3” x 5”
#517 100 Regular Extenders $10.50

 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 Profi le 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

 This 4”x 6” card offers space for pet description 
and medical problems, referral, birth date, vet 
phone and clip description. Popular Pet Profi le 
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#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, 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

Are your client fi les a disaster? Do you 
forget to get pertinent information over 
the phone? These 3” x 5” client index 
cards will stand up against the daily 
abuse of any active grooming salon. 
Space provided on the back for date, 
services and reminder date.

#514       100 Regular Klip Kards   $10.50
#515       500 Regular Klip Kards $39.75
#516       1000 Regular Klip Kards $62.95 

Available Colors

Available 
Colors

Put
EssentialInformationat YourFingertips!

Klip Kards Client Index & Extender Cards
Extenders staple to your � lled Klip Kard 

and add more record space!

Giant Klip Kard

Medium Klip Kard

Regular Klip Kard

REQUEST READER SERVICE #6516

Order online at www.barkleigh.com • (717) 691-3388
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prove they are safe after the owner
picks up the ashes, post cremation.
I won’t bother to list the generally
aggressive breeds – you know which
ones they are.

The Owner’s Side of the Coin:
Few owners realize that their

dog is capable of aggression until it
is an accomplished fact. If the dog is
aggressive during grooming, the ag-
gression is assumed to be unusual
and unconnected with their darling’s
real personality. These assumptions
may be made, even if the dog is ag-
gressive at home. In most cases, the
home aggression wasn’t aimed at
the owners.

If the dog is prickly around
guests or strangers, the guest or
stranger is labeled the instigator and
some extraneous trait may be
blamed for the behavior. The dog
dislikes “men with beards” or

“women with large handbags.” This
allows the owner to assume that the
victim did something that caused
the attack. As long as the owner is
not the victim, the dog’s behavior
may be allowed to escalate through
a series of logical evasions and de-
nials.

Often they begin to confine the
dog when they have company, stop
taking the dog for walks and gener-
ally avoid the problem at all costs.
At the salon you may be unaware
that the dog is gradually becoming a
threat. Paying attention to the way
the dog is handled is another aid to
keeping you unbitten. Here are some
general thoughts to help you play
aggression detective.

Death grip on a short leash:
Keeping the leash short and holding
on for dear life is the sign of a nerv-
ous owner. They are afraid to loosen
the leash for fear the dog will lunge
at a dog or human. They may not
even realize that they are exerting a
death grip on the leash. If they have

denied their dog’s true nature for a
long time, their subconscious has
adapted to what their forebrain
won’t admit – Buffy is a nasty little
thing when in public.

Hesitant hold on a long,
taught leash: If the owner is still in
a state of denial, they will look
everywhere but at their dog. The
leash is tight because the dog is
lunging at everyone. This person at-
tempts to keep eye-contact with the
receptionist and somehow grab and
control the dog without looking
down.

This is easier for you to spot,
but because the owner is intention-
ally not paying attention, accepting
the leash may put you at risk – es-
pecially if the dog is protective of the
owner. It is best to take the leash
when the dog is looking away from
you and then remain very, very still
until the dog gets used to your pres-
ence. Especially avoid looking down
at the dog. Use your peripheral vi-
sion to track Buffy’s movement.

Hesitant hold, tight, errati-
cally tugging leash and very
straight posture: This is an owner
who is now intimidated by their own
dog. They aren’t bending over be-
cause they aren’t going to risk put-
ting their face down on that level.
They tend to overuse the leash to
keep the dog slightly away from
them. If it’s a small dog, there is an
inordinate amount of tugging to
keep the dog away from their legs
and feet. If they are sitting, the dog
will not be in their lap. They will
hand the leash to you tight and ver-
tical, often lifting their arm high in
the air to keep tension on the leash.
They understand that when the dog
is aroused, even they could be the
target.

General Rules for
Avoiding a Bite:

I don’t claim to be the best han-
dler on the planet, but during the
eight years I worked in shelters, I
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Continued on page 26

ag • gres • sion
Continued from page 22

REQUEST READER SERVICE #6520
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west coast pet industry trade show
GROOM &KENNEL EXPO

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

Pasadena Convention Center
Pasadena, California

Feb. 11-14, 2010

L1481

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

Pasadena Convention CenterPasadena Convention Center
Pasadena, California

L1481

Over

100
Booths!

Grooming Games

REQUEST READER SERVICE #6519
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handled, literally, tens of thousands
of dogs – many of them aggressive to
the point of vicious. As a behaviorist,
working by veterinary referral, I have
handled several thousand more,
many of them, thoroughly danger-
ous animals. Other than a couple of
tiny punctures, I have only been bit-
ten once – by a dog that was re-
leased from its crate before I had
time to react. I am including some of
my rules for handling that I believe
have kept me safe.

I was recently asked about a sit-
uation where a groomer turned away
from a dog to get some scissors and
as soon as he turned back, the dog
lunged at his face. While there might
be several reasons why this hap-
pened, the most likely cause was
direct eye-contact. If this seems
odd, just remember that all dogs
perceive eye-contact as a threat.

Just because a majority of dogs
don’t overtly react to direct eye-
contact doesn’t mean they think
it’s a friendly gesture.

My advice is that you should
never make direct eye-contact with a
dog you haven’t slept with. Use your
peripheral vision to watch what the
dog is doing. Once you start adding
the five types of aggression to the
mix, eye-contact can be the trigger
for a bite, even though you may have
made eye-contact previously.

Never kiss a dog you don’t own,
no matter how endearing it looks to
the owner. Find another way to show
your affection. Likewise, never hug a
dog so close that your face is right
alongside its teeth. Yes, you can get
away with this for years with thou-
sands of dogs. It’s still a bad idea.

There are millions of dogs born
every year and you will eventually
meet the one that has a screw
loose. As you pucker up and make
kissy noises, the last thing you see
will be a dog’s muzzle slamming into
your face.

The pain of the slashing teeth
may not be perceived for a few sec-
onds and you may wonder why
water is running out of your nose
and lips. Hint: It won’t be water.
Then you feel it. Have plenty of rela-
tively clean towels handy to staunch
the blood and have the wound
treated as quickly as possible. Look
up “emergency rooms” and “plastic
surgeons” in Google, in that order.

Try to avoid bending over a dog
from the front. Never “pat the nice
doggie on the head.” For a dog, tow-
ering over its head is normally per-
ceived as a threat. Dogs consider
their head, neck and shoulders to be
private areas – about as private as
we consider our groin area.

When you approach them from
the front and above, it’s like some-
one you don’t know goosing you.
Just like people, some dogs like that
and some dogs don’t. As a groomer
you will have to handle the dog’s
head, but you don’t have to start
there. Work your way into it.

When you pick up a dog to place
it in the tub or on the table, make
sure you can control its head. I usu-
ally slip one arm under the dog’s
neck and my other arm under the
dog’s belly, right in front of the hips.
Your face will be very close to the
dog’s mouth as you do that unless
you intentionally arch your neck
backward. Arch your neck back-
ward, intentionally, and make
that a habit.

Groomer to Groomer • Vol 28 Ed. 7 • October 2009

gr
oo

m
er

to
gr

oo
m

er
.c

om

26

Continued on next page

REQUEST READER SERVICE #6521

ag • gres • sion
Continued from page 24

REQUEST READER SERVICE CARD #6522

®

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

or call 800-453-9596

28-7 October GTG:Layout 1  9/1/09  4:26 PM  Page 26



75 6

Groomer to Groomer • Vol 28 Ed. 7 • October 2009

gr
oo

m
er

to
gr

oo
m

er
.c

om

27

You may also try to lift the dog,
lamb-style, (from the side, placing
one arm under the neck, touching
the dog’s chest and the other around
the back of the rump.) Since this
type of lift is common to your job, a
safer way to do it is to squat down to
wrap your arms around the critter’s
legs – then lift the dog using your
legs, rather than your back. Sorry,
but OSHA actually has this one
right. Unless you want chronic back
trouble, never lift anything with your
back, even a dog.

Again, remember that your face
is very close to the dog’s face. If the
dog attempts to whip back and nail
you, turn your shoulder forward and
your face slightly away from the
dog’s mouth. Get the dog on the
ground or on the table as quickly
and as safely as possible. Stop the
action and make sure the dog is OK.

If you are going to make a first

contact with a dog, place your hand
below the dog’s chin – never above
the head. Try to gently touch the
dog’s chest before you go roaming
around the ears, lips and muzzle. If
this is the first time you are meeting
the dog, you can do this while
squatting down and firmly locking
eyes with the owner, who is standing
above you.

Try to make the contact seem
accidental. Even vicious dogs are
unlikely to bite inanimate objects. I
have spent many hours sitting on
the ground, facing slightly away
from a dog that was openly growling
and showing teeth. As long as I
didn’t face full-front or try to touch
the top of the dog’s head I was safe.

One caution. If you do allow this
kind of contact, you are very, very
close to the dog’s mouth. If you
screw up and do touch the dog
incorrectly, you will have no time
to prevent injury. Did I mention
that dogs have reaction time about
1.5 times faster than the fastest
humans?

Getting low to the ground is si-
multaneously the safest and most
risky thing you can do. If you feel
uncomfortable doing this and can’t
depend that you will do it correctly,
don’t do it.

If you are using a loop, secure
that first while trying to avoid a lot
of hard touching around the withers
or top of the head. Unclip the loop
and let it fall over the dog’s head,
and then re-clip it. Avoid trying to

Continued on page 28
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lift the dog’s head to make it slip
into the loop.

If you are new to the business,
get used to the act of moving away
from the place the loop will limit the
dog’s movement. Most of the time
this will be a simple movement of
your hands quickly upward and
back.

If you feel you need practice,
watch little boys playing the “slap
hands” game. Two people stand fac-
ing each other. Person A places his
hands, palms down, about chest
high, parallel to the ground. Person
B holds his hands, palms up, di-
rectly under Person A’s. The goal is
for Person B to slap the top of either
or both of Person A’s hands. Try it.
Your reaction time will improve dra-
matically. If you are unfamiliar with
this children’s game take a look at
www.answers.com/topic/red-hands

In general, dog aggression is an
expected part of grooming. Many
things that accompany grooming
such as vacuum clippers, slippery
tubs and nail trimming can cause a
dog to be fearfully aggressive. Some
dogs have a history of aggression
while others may suddenly object to
a new experience and offer aggres-
sion as their first line of defense.

As with many dynamic
processes, aggression is a subject
that requires experience, observation

and analysis to fully understand.
Because of the nature of your job,
you routinely take animals to the
end of their patience and the begin-
ning of self defense. Watching the
most skilled handlers at your salon
and practicing your own handling
skills are two ways to be safer
and more effective with aggressive
animals.

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 practical
methodology for dogs and with his
former colleague, Karen Pryor, intro-
duced this method to the world in
1992. His knowledge is founded on
his experience clicker training thou-
sands of dogs by veterinary referral
and includes teaching the first clicker
training classes, correcting serious
aggression, training animals with
physical and neurological disabili-
ties, creating training protocols for
search and rescue, assistance and
therapy dogs and consulting with
MIT on artificial intelligence projects.
He currently has a full-time, veteri-
nary referral-based behavior practice
in Phoenix, Arizona, and is a colum-
nist and feature writer for Off-Lead &
Animal Behavior, and behavior
columnist for Groomer to Groomer
magazines.
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Three Wire Coats
Now that we have discussed the

difference between the three coat
types and the basic techniques to
accomplish the correct coat appear-
ance, we can group the following
procedures together for all three
coat types.

Care of the Longer
Furnishings

Handstripping, hand plucking,
thinning and scissoring techniques
are used to shape the longer coat on
the head, skirt and legs for the show
and pet trim. Utilize brushing and

carding techniques to remove the
loose and shedding coat before and
after applying the clippering tech-
nique to maintain healthy skin and
to help keep the texture and rich
color of the coat. The wire type coats
do not matt as easily as the curly
and sporting coat types, and to
maintain these coat types properly,
a weekly brushing schedule works
fine.

Setting a Schedule
When handstripping this coat

type for the show trim, it is impor-
tant to set a handstripping schedule
and to keep it for optimum coat re-
sults at show time. Typically, a

handstripping schedule is set for
the shorter coated areas such as the
cheeks, throat and chest and a dif-
ferent schedule set for the jacket
and the longer coated areas on the
underside and legs. If the coat is
clippered, all grooming and styling
procedures are completed during
one session, approximately every 4 -
6 weeks. When handstripping, the
styling is conducted during all the
sessions and is finalized during the
last session.

Clip or Strip
Breeds such as the Standard

Schnauzer and the Scottish Terrier

Continued on page 30

Wire Coat Types — Part 2
Grooming Procedures

By John and Vivian Nash

© 2009 Nash

The Nash Salon Series…#7
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require clippering the cheeks and
throat area, rather than handstrip-
ping, when creating a show trim,
whereas breeds such as the Wire
Fox Terrier require the cheeks and
throat to be handstripped. When
creating show or pet trims, refer-
ence the individual breed grooming
and styling section to confirm the
proper technique to use on specific
areas.

Ear Trimming
Breeds with the wire coat types

have a variety of ear styles. Some
require the entire ear to be trimmed
short, others require the tips to be
trimmed, and others require a tas-
seled ear trim style or they can be
left natural.

Ear trimming is breed specific
for the show and pet trim, however,
to create ventilation for the pet with
ear disorders, the ear style may be
modified. The techniques used to re-
move the coat are handstripping,
hand plucking, clippering, scissor-
ing, thinning or a combination of
these technical skills for these coat
types.

Tail Trimming
Many of the breeds with the

wire coat types are terriers and
when it comes to terriers, it is
all about their expression and
attitude. We all know this attitude
is exemplified by their tail and as
professionals we need to know
how to enhance it.

Terriers typically exhibit a car-
rot or short (docked) high set tail
such as on the Wire Fox Terrier,
Airedale Terrier and the West High-
land White Terrier. The basic rule of
thumb for trimming these tail types
is the coat on the underside of the
tail is taken short to bring the tail
set up and left longer on the sides,
with the longest coat left on the top-
side to not only give the illusion of a
higher tail set but also to give the
appearance of a shorter back.

The opposite rule applies for the
normal or horizontal tail sets
and/or carriage seen on the Dandie
Dinmont Terrier and the Irish Wolf
Hound. The coat on the topside of
the tail is trimmed shorter, or the
same length as the jacket with the
longer coat on the underside of the
tail. Also, breeds with this tail type
typically have a rectangle body type
rather than square.

Foot Trimming
Foot styles vary slightly with the

wire coat types in reference to the
amount of coat that is left on the
top of the foot and the degree of the
bevel around the edges of the foot.
However, all foot styles require the
coat around the edge to be trimmed
as close as possible to create the
correct shape and size of foot.

The actual shape and size is
breed specific. For example, a Wire
Fox Terrier has a much smaller,
more compact foot than the Sealy-
ham Terrier. The hair is also
trimmed between the pads but not
between the toes. For the pet, the
option is to always create the per-
fect paw print,which means if you
place the foot on an ink pad and
then on a piece of paper, the only
image that you see is the pads.

Clippering the
Sanitary Area

Breeds with the wire coat types,
whether you are creating a show or
a pet trim, require a sanitary clip-
pering around the rectal area due to
the longer length of coat. Clippering,

Continued on next page

Nash Salon Series
Continued from page 29
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REQUEST READER SERVICE CARD #6528

thinning and/or scissoring tech-
niques can be used to remove the
hair just around the rectum only.
Take care not to take too much hair
off creating a bald appearance, es-
pecially on the Scruffy Coat Types.

For the pet and the show trim,
additional clippering may be re-
quired on the underside of the tail,
at the base, to create an overall well
groomed appearance and to remove
this coat to prevent fecal matter
sticking to the longer hair when the
tail is tucked. A clippering tech-
nique is used with the lay of coat to
remove just the coat at the base.
Use a skimming type motion with a
short trimming blade with the lay of
the coat for the best results. On the
stomach area, the coat should be
clippered using a short cutting
blade.

Additional sanitary clippering is
necessary for such breeds as the
Wire Fox Terrier and the Airedale
Terrier that receive the Long Legged
Terrier Trim Style, whether you are
creating a show or a pet trim. Trim-
ming the groin and the upper, inner
thigh muscle as short as the stom-
ach area is necessary to show off
the muscles and the Gothic window
when viewed from the rear. Trim-
ming the area short between the
cowlicks to the groin area is also
necessary with this trim style.

Finishing Phase
After the pads and sanitary are

trimmed, you should conduct your
overview before the styling begins.
Brush and comb the coat out thor-
oughly and then stack your dog so
that you can evaluate the overall
structure and the amount of coat
you have to work with to create the
best and/or most correct profile and
expression for the breed.

Keep in mind when conducting
this evaluation, you have all the
body types of man's best friend with
the wire coat types. It is very impor-
tant to understand the difference
between the rectangle, square,
square terrier, short legged and
speed body types in order to achieve
the ultimate breed profile.

Begin with the head and evalu-
ate it from the front and side. Eval-
uate the shape. Should it appear
rectangular, square or round? Eval-
uate the ear set, carriage and size.
Evaluate the shape and size of the
eyes. Do you have to create magic

with your technical skills to correct
the ear set or the size and shape of
the eyes or ears? Evaluate the
amount of head furnishings to de-
termine if you have enough coat to
create the correct profile and ex-
pression.

Continue to evaluate the overall
structure of the dog by checking the
neck, body, legs and tail set. Is
there enough arch in the neck? Can
you leave longer coat on the crest to
enhance the neck? Is there a contin-
uous line from the occiput to the tip
of the tail? Is there a dip at the
withers that you must hide? Is the
topline level? Do the feet point for-
ward or do they point outward or in-
ward? Can you correct this fault
with your technical skills?

Evaluate the amount of coat on
the front legs and the back legs to
determine how much coat you will
have to remove to create good bal-
ance. Check the length of coat on
the skirt on each side. Determine

REQUEST READER SERVICE #6529

Continued on page 32
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how much coat you must re-
move or leave to establish cor-
rect body and leg ratios. Check
the tail set. Do you have to cor-
rect it or can you enhance it?

Establishing A Routine
This may sound like a lot

for you to do before you begin
your styling, but it really isn't.
In fact, after you conduct a few
"evaluations before the styling
begins" and understand what to
look for on specific breeds, it
will take no more than a minute
or two and will become second
nature. You will have estab-
lished your routine.

Final Presentation
After the styling is com-

plete, it is time to check your

masterpiece from all sides for
balance and symmetry and the
correct breed profile. Check the
head, neck, topline and under-
line and last but not least, the
tail set. As we stated previously,
many of the dogs with the wire
coat type are terriers and cap-
turing the right expressions and
attitude is what it is all about!

Trends Set in the
Conformation Ring
It is imperative that you

stay updated on the latest
trends set in the conformation
ring, whether you specialize in
pet or show grooming and
styling. The trends change from
year to year and typically what
happens is that specific breeds
may become more and more
stylized due to the desire to
present the ultimate profile. To
get a really good understanding
of how these trends progress,
take a trip down memory lane
and compare the breeds with
the wire coat types presented at
Westminster over the last five
years. You will be amazed!

Nash Salon Series
Continued from page 31 The Nash Academy has introduced

the first online courses in our industry.
These courses have brought international
instructors on board to teach online
classes. The interactive online platform
offers visuals and discussions with the
“best of the best” online instructors
making these classes exciting and very
educational while allowing you to study
at home, in your own time.

The courses are unique within the
grooming industry because they are in-
structor driven, not DVD’s or correspon-
dence type home study, and groomers
receive credit hours towards certificates
and diplomas.

To enroll or for more information
about online courses go to
www.nashacademy.com. Also, check
out www.groomersreference.com for an
unparalleled compilation of information for
the pet or show grooming professional.

For more information, request Reader
Service Card #5728.
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Reader Service Card.
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By Deb Disney-Nusbaum

As groomers, we are always look-
ing for ways to boost our income 
without adding extra work or cost. 
I’ve recently fallen in love with a great 
program for groomers, from NuVet 
Labs, one of the older companies in 
the pet supplements industry. (They’ve 

been around more than twelve years.) 
Actually, NuVet’s program is quite 

clever. They don’t require us to sell 
anything or invest any money, which 
got my attention. It’s so easy. NuVet 
Labs sends us free samples of their 
product to hand out to our custom-
ers whose dogs and cats have skin and 
coat problems, allergies, arthritis and 

Money from Heaven for Groomers
Advertisement

joint problems, etc. 
In exchange, they pay us approxi-

mately 50% of the retail price each 
and every time these customers 
order. Not only does this boost our 
bottom line, but in most cases the 
improvement to the pet’s health is 
dramatic.

The product itself is a natural, hu-
man-grade supplement. This product 
is so pure, it’s actually manufactured 
in a pharmaceutical environment, 
meeting and exceeding GMP (Good 
Manufacturing Practices) as defined 
by the FDA (for humans), which 
is virtually unheard of in the pet 
industry. 

It took NuVet Labs eight years to 
develop this unique product, which is 
only distributed through veterinar-
ians and pet professionals, like us. It 
is not available in pet stores, which is 
another plus. 

Initially, veterinarians and show 
dog breeders were selected to dis-
tribute the products because they are 
the most finicky and educated regard-
ing the health needs, nutrition and 
costs spent on their animals.

Groomers were then added to 
the list because we have first-hand 
access (no pun intended) to so many 
dog and cat problems, especially skin 
and coat, allergy, arthritis and joint 
problems, etc. 

So far, more than twenty-thousand 
groomers, vets and breeders across 
the country are already in the pro-
gram. Many earn $1,500 to $2,500 
every month, for no work beyond 
handing out the samples. 

To learn more about their  
Groomers Program, call NuVet Labs  
at 1-800-474-7044. Request Reader 
Service Card #2903.

Deb Disney-Nusbaum, the owner  
of Aldemar Weimaraners, has been a 
groomer and a breeder of award winning 
Weimaraners for more than 25 years. 

L250

“Isearched for a
product that would

provide good results for
my clients. NuVet Plus is  
a phenomenal supplement
that really works. The
residuals are terrific too!”

Marcia Kaiser,  
Owner

The Petstop,
Litchfield Park, AZ

petstopgrooming.com

Try it yourself 
FREE!

800-474-7044

Revolutionary Product 
NuVet Plus®

Revolutionary Offer  
For Pet Groomers!

Boost your income more 
than $1,500 per month!

“NuVet ... is one 
 product that does
all that it claims to do.
Incredible!”

David Teta, Owner 
Ruff Kuts, Inc, 

Olive Branch, MS
ruffkuts.com

For more info – Call Now
REQUEST READER SERVICE #6532
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secutive minutes. This is the amount
of time required for a firm clot to set
up and most people are not patient
enough for this to happen. They tend
to play “peek-a-boo” with the wound
to see if it is still bleeding. While you
may be lucky enough to get away
with this at times, there are other
times when it only serves to prolong
the problem.

If the wound has not fully clotted
and the pressure is removed then
the blood pressure behind the imma-
ture clot forces it aside and now we
are back at square one again. The
clotting process has to start all over
again using up precious time, blood
and clotting factors which are not
unlimited in quantity.

If the bleeding can be controlled
for only the time when you have a
gauze pad in direct contact with the
wound, then making a bandage by
wrapping the wound with gauze is
indicated. Be careful not to wrap the
wound too tightly. A wound that is

wrapped too tightly may at best be
uncomfortable and a tight bandage
on a limb can cause swelling on the
side of the wound farthest from the
heart. If circulation is severely im-
paired, the oxygen and nutrient-
starved tissue may become
edematous, painful and possibly
even eventually die.

Antibiotic ointments or first aid
creams can speed wound healing
and help prevent infection. However,
they should not be applied to a
wound that is bleeding. The slippery
base of these creams and ointments
will interfere with clotting, making
bleeding control more difficult than
it needs to be. The same can be said
for washing a wound; gently cleaning
with a disinfecting soap should be
done only after bleeding is fully
controlled.

Long term management of a
wound is centered on protecting the
wound. This means first protecting
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Continued on next page

Small Wound First Aid
Every Groomer Needs to Know

By
Boyd Harrell, DVM

The majority of wounds that a
groomer is likely to provide first aid
for are small cuts and abrasions.
Sometimes these wounds are hid-
den under long or matted hair and
neither the owner nor the groomer
are aware of them until they are
discovered during the grooming
session.

These wounds may be several
days old by the time they are re-
vealed with tangled hair over them
trapping blood and moist wound
discharge. Even without any prior
signs of blood or broken skin, re-
moving a large mat can be like
peeling away a giant scab to expose
very tender bleeding tissue.

When this happens there are a
couple of things to keep in mind.
First use gauze squares or a clean
soft cloth to apply direct and gentle
pressure to stop the bleeding.
Apply just enough pressure to stop
the bleeding. Too much pressure
can actually squeeze out all the
blood in the area including some
clotting factors making it more
difficult for the body to do what
it needs and wants to do.

A general rule of thumb is to
apply direct pressure for five con-
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the pet from self mutilation, i.e. bit-
ing, chewing and scratching at the
area. Protective Elizabethan collars
can be a great aid and are available
at many pet stores and from pet
suppliers.

You may have been told, like I
was, that a wound needs to “get air”
to heal faster. We know now that it is
best to keep a wound clean and
moist until it is healed. Daily or even
twice daily bandage changes may be
in order with gentle cleaning at each
bandage change. Next apply a non-
stick pad such as a Telfa pad or a
generic form of the same. These pads
are like the non-stick portion of a
Band-Aid. Applying a small amount
of triple antibiotic ointment before
covering the wound is a good idea in
most cases. The cycle of bandage re-
moval, cleaning, ointment and new
dressing should be repeated until
the wound looks smooth, dry and a
healthy pink color.

If there is ever any doubt about
how to care for a wound, seek the
advice of your veterinarian.

Now let’s talk about small fresh
wounds that might be inflicted by

any sharp object including scissors
and broken teeth of clipper blades.
One of the most common first aid
questions I am asked as a veterinar-
ian by groomers is, “How do I control
a bleeding ear wound?” The first
thing to do is to apply pressure to
stop the bleeding. Grabbing the
styptic powder used for toe nails is a
common reflex and usually serves
only to create a bigger mess and is
an irritant to the fresh wound; so
don’t do it!

Ear wounds seem to bleed more
than similar wounds on other parts
of the body and no, it is not just
your imagination. The ear is very
vascular, that is; the ear has a more
dense collection of blood vessels
than most other areas of skin. Add
to that the natural tendency for a
dog to shake its head when the ear
is stimulated and the problem is
magnified. The centrifugal force of
head shaking squeezes even more
blood from those many vessels and
randomly deposits even the smallest
volume of blood over an area the size
of Chicago.

A combination of pressure di-
rectly over the wound and moderate
pressure over a wide area near the
wound and between the wound and
the dog’s head may be needed for the
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Continued on page 36

REQUEST READER SERVICE CARD #6533

Small Wound First Aid
Every Groomer Needs to Know
Continued from page 34

REQUEST READER SERVICE #6534
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best control. This second pressure
site will help slow additional arterial
blood from being pumped into the
wound. Remember to keep pressure
on the wound for five minutes be-
fore releasing.

Immobilizing the ear for a time
by drawing the ear over top of the
head and securing it there by plac-
ing some gauze sponges between
the head and the ear and again on
top of the folded ear and then using
several passes of roll gauze all the
way around the ear, head and neck.
Alternate each pass on either side
(front and back) of the opposite ear
to help prevent the bandage from
sliding. Be careful to not make the
bandage so tight as to interfere with
breathing or swallowing.

An alternative to wrapping the
head and ear with roll gauze is to
use a piece of ladies stocking cut to
an appropriate length as to create a
“tube of stocking” long enough to
cover the dogs head from eyelashes
to the neck. A double thick layer
may be needed in some cases to se-
cure the ear. This type of a tempo-

rary bandage may not make a fash-
ion statement and it will not survive
any long term usage, but still it is a
quick, easy and inexpensive way to
stabilize the ear for a short time.

Cold packs applied to the ear
will cause the vessels to constrict
and slow the bleeding. The cold
pack should be wrapped in a cloth
to prevent any condensation from
getting into the wound which will
interfere with clotting.

Beyond the bigger challenge
of bleeding control and head shak-
ing, ear wounds are to be treated
like any other small cut. The most
common complication with all
wounds is secondary infection,
which can be more of a problem to
manage than the original insult. It
is wise to consult your veterinarian
to see if antibiotics are indicated.
As is often the case, an ounce of
prevention is worth a pound of cure,
so don’t wait until an aging wound
is swollen and weeping to consult
your veterinarian.

Hopefully you will never be
called upon to administer this type
of first aid, but if you are at least
now you can be better prepared to
handle it in a knowledgeable and
professional manner.

Dr. Harrell is a
former multi-veteri-
nary practice owner,
a current business
coach to the pet indus-
try, pet health advisor
for Oxyfresh World-

wide and team educator and coordi-
nator for SPCA Florida. He has been
speaking internationally and coach-
ing others to succeed in business for
over twelve years. He is formally
trained in life, leadership, health and
business coaching and helps people
to understand themselves, how oth-
ers tend to perceive them and how
personalities affect team building,
performance and harmony in the
workplace. He also coaches all types
of business in the Strategic Mindset
process, helping owners develop
entrepreneurial habits. He can be
reached at Boyd@PetProsBusiness-
Coaching.com or by calling
863-370-6298.
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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

REQUEST READER SERVICE CARD #6535

Small Wound First Aid
Every Groomer Needs to Know
Continued from page 35

REQUEST READER SERVICE #6536
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By the time this issue of Groomer to Groomer
reaches your mailbox, your salon should already
be showing the positive signs of your shopping ex-
cursions at GroomExpo in Hershey, PA. You have
no doubt returned home with some new “toys” for
yourself, like some custom fitted shears or a new
dryer. Or how about that new shampoo and con-
ditioner everybody was talking about? All these
things help make our work easier and our client’s
pets appear more professionally finished. Perhaps
you even came home with some personal “bling”
for yourself. There were exhibitors with jewelry
and accessories as well as professional clothing.
After all, we’ve all got to look as good as the dogs
we’re working on.

But, how did you do in restocking your retail
area? Were you able to find some terrific bargains

and discounts? How about some new products
with your customer’s style and needs in mind? It
would be a shame to leave opportunities to make
extra money “on the table” by not taking advan-
tage of the discounts a trade show can offer.

For those salons with an eye on retail, taking
advantage of trade show discounts is just another
way to increase the profit margin of the business.
The smart grooming salon/retailer uses what they
sell and sells what they use.

Most of the professional product manufactur-
ers package their product in “retail” sizes: from
eight to sixteen ounces and it is super easy mar-
keting, as you are already excited enough about
a product to use it on the pets in your care.

Continued on page 38

Use what you Sell
and Sell what you Use

Getting Down to BUSINESS

By Teri DiMarino
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It’s easy to sell colognes, sham-
poos, foods and treats because these
are expendable items. Owners run
out and have to replenish their sup-
ply. But what about the other side of
retail, like collars, leads, beds and
carrying cases? Customers will buy
these items somewhere, so why not at
your salon? Do you know how much
your average customer spends in
your salon? You are already getting
your client’s grooming dollars. If you
aren’t getting the client’s retail busi-
ness, who is?

I casually surveyed several of my
industry friends who retail in their
salons to get an idea of what is hap-
pening out there in the world of retail.
The dismal economy has reared its
ugly head in this area and some sa-
lons reported being off by as much as
20% in their retail as well as their
grooming.

With this decrease in grooming
numbers, it is apparent that salons
are not necessarily losing customers,
but they are losing appointments as

their clients space their visits out a
bit further. Instead of coming in every
four weeks, they may space it to every
five, six or even eight weeks. As
grooming is taking an economic hit;
so is retail. The luxury market is still
holding fairly strong, but people ap-
pear to be a bit more “mindful” of
their purchases. Quality is a huge
factor as the customer really wants
their money’s worth.

One thing I noticed is that “the
bigger they are, the harder they fall.”
Salons with the larger retails are feel-
ing the economical decrease more
than the salons where retail is not a
major concern; making these entre-
preneurs seek healing methods for
the ailing economy and alternative
ways of boosting sales.

Mario DiFante, owner of Four
Paws Pet Styling in Providence, RI
and promoter of Pet Fashion Week is
feeling this shift. With a lovely, high-
end salon and boutique, Mario says
that his retail dollars have dipped
from 30% of his total gross; down to
less than 15%.

“I’ve had to do some reevaluation
of my product merchandising,” says
DiFante. While Mario’s shop still
caters to a high end luxury clientele,
he has found himself stocking his
shelves with items he describes as
“…more appetizing to promote sales.

Not necessarily lower-priced items,
but I have re-focused on necessities
and non-super store items that I can
make bigger margins on.”

South Florida has seen its share
of serious economic woes as well. Pets
of Perfection in Boynton Beach is no
exception. Owner Kathy Rose has
taken steps to compensate for the de-
crease in the gross income.

“This year’s retail vs. last year’s
retail is about the same: 5% of the
gross this year, 6% last year. I have
had about a 12% decrease across the
board: grooming and retail. I have
never had a decrease before and now
I have to compensate for it,” says
Kathy.

Focusing on additional services
has been a boost for the salon coffers,
helping fill her widening gap in retail.
“Sometimes additional services, like
specialty shampoos and spa services
can add up to nearly the same as the
grooming price.” The advent of a
salon newsletter and the revamping
of the salon brochure have proven
very successful for the grooming, but
these accompaniments have not in-
creased her retail.

Rose is an avid shopper, attend-
ing trade shows and picking up spe-
cials and deals wherever she can.
While waiting for the latest “great
deals” she concentrates on selling
what she has on her shelves and not
overstocking. “Rearranging is the key.
You have to pull the whole retail sec-
tion down on a regular basis, re-
arrange it and suddenly the whole
area looks like you just received a
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Use what you Sell and
Sell What You Use
Continued from page 37

REQUEST READER SERVICE CARD #6537 REQUEST READER SERVICE CARD #6538

Continued on next page
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huge shipment of new merchandise.
This is the single most positive thing
a shop can do to enhance the visual
appeal of a retail department. It
makes people shop when they see
new “stuff.”

One successful example of ‘use
what you sell and sell what you use”
is Chuck Simons, owner of The Pet
Salon in Margate, NJ and author of
GTG’s Sage Advice. Chuck’s retail
percentage has been holding steady
at 13% for the past two years. While
retail is not the main focus in his
busy grooming salon, he knows there
is a need for the expendable retail
items, like food, shampoos, etc. “I
carry what people need,” says Si-
mons, “and this helps assure a
steady flow of income for that per-
centage of square feet in the salon.”

It takes a creative mind to make
retail successful in today’s dog-eat-
dog market. Sometimes the clients
need you to think for them. Susie
Penney, owner of The Clipper in
Traverse City, Michigan, has a
400 square foot salon, nearly half
of which is devoted to reception
and retail.

“My retail used to be 30% of my
gross income, but then the big box
stores moved in and the economy
began to nosedive and it went down
to about 5% to 7%. Now I have to
make that percentage really work by

stocking unique items the customer
can’t find anywhere else. I also sug-
gest sales a lot.”

By “suggesting sales” Susie sim-
ply thinks for the client. Her salon
does a lot of skunk dogs. “Skunks are
my friends! I make a lot of money
from skunks.” When the owner comes
to pick up their un-skunked dog, they
get the pet’s skunked collar handed
to them in a zip-top bag. That impact
almost always guarantees a new col-
lar sale, as the owners do not want to
take the old collar home to wash it
themselves.

With regular grooming clients she
also puts new, fancy collars on the
pet and when the owner picks their
dog up she proclaims “We got these
new collars in and I thought ‘this
one’ really looked cute on your dog. I
left it on for you to see.” Nearly half
the time this technique results in a
collar sale.

Retail is your “silent partner” and
can help pay bills and provide profits
well beyond grooming alone.

Margins are important and pick-

ing up great deals on retail items can
actually end up giving you larger per-
centages than actual grooming. In
these trying economic times we can-
not afford to let this area of our busi-
nesses be ignored. Give it some
thought!

Teri Di Marino is a 35 year veteran
of the industry. She owned a success-
ful South Florida salon. Teri was a
member of three GroomTeam USA Gold
Medal teams, coordinator for two
teams and multiple Cardinal Crystal
Award nominee and winner. Teri is a
popular speaker, and judge at semi-
nars and trade shows in the U.S.,
Canada, Europe, South America and
Australia. Teri is Industry Consultant,
Sales and Marketing along with busi-
ness columnist for Barkleigh Produc-
tions. She has also contributed to
Groomer Has It, as the shows Profes-
sional Consultant.
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Use what you Sell and
Sell What You Use
Continued from page 38

REQUEST READER SERVICE CARD #6580
REQUEST READER SERVICE #6539

Safe even on your pet’s face!

REQUEST A FREE SAMPLE

Removes all traces of skunk spray from dogs, other
pets, people, cloths, cars, homes– anybody or
anything a skunk has sprayed or anything a
skunk-sprayed animal has rubbed against.

www.thornell.com

TO RECEIVE YOUR FREE SAMPLE
FAX YOUR REQUEST TO (816) 873-3223

CALL (888)-873-3442 OR Email: sales@thornell.com
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REQUEST READER SERVICE #6540

Do you decorate for the holiday? Get your clients in the spirit by
adding a holiday theme to your salon; it makes for a fun-filled season.
Decorating on a budget can be fun and easy and add a festive flair.

Our clients are greeted by a four foot talking skeleton that was pur-
chased after Halloween one year for a fraction of the regular price. There is
a big bat that hangs hungrily over the reception desk and some inexpen-
sive webbing strategically placed around the salon. Encourage your client’s

REQUEST READER SERVICE #6577

Howl-O-Ween Helpful Hints
Dawn Omboy

Continued on next page
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interest by placing a few pictures
of their dogs decked out in their
Halloween doo’s on the counter.
Boost your sales with add-ons
and specialty items.

Candy corn toe nails and or-
ange ears with themed bows,
scrunches or bandanas can be done
in minutes. Be ready with your
black, orange, and yellow and white
nail polish. This takes a couple of
extra minutes to do, so add a little
to your bottom line to compensate
for your time.

Quick orange ears can be
done with bright orange non-toxic
artist chalk and will come out in
a couple of washings. That way
your clients won’t be bored of it
and you can make a color change
before Christmas.

On your finished dog streak in
the chalk to the desired shade, then
gently brush the excess chalk from
the coat leaving the color pigment
deposited on the hair shaft. Another
way to go would also be by using
Blo-pens for a similar result.

Stenciled pumpkins, bats
and skulls are also popular with
the younger crowd. Remember,
should you choose to dress up for
Halloween, some of the pets may be

intimidated by your costume and
will not respond favorably. Keep
that in mind when choosing your
costume.

Have a safe and Happy Howl-O-
Ween.

For more coloring tips and
supplies go to www.klippers.com

Email questions to
dawn1@petstore.cc.

First Aid
For Pet Pros

featuring
Dr. Boyd Harrell

4
Hours!

Tape Live at Groom Expo!

You will learn about first response care
for everything from allergic reactions

to trauma, from treating a minor
cut to helping a canine patient

in congestive heart failure.

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

E1356

#6188 First Aid for Pet Pros $99.95

REQUEST READER SERVICE #6542 REQUEST READER SERVICE CARD #6544

REQUEST READER SERVICE CARD #6543

Howl-O-Ween Helpful Hints
Continued from page 40
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REQUEST READER SERVICE CARD #6545

1142

Groomer’s
Roundtable

The Roundtable Question:
• What is your favorite tool, or
product, that saves you time and
energy in grooming?

I love my thinning shears.
Natasha Medina, Hilliard FL

My favorite tool, hands down, is my
German Red Clipper (Request Reader Service
Card #6436)! I've had the original clipper
style with the blades that are tension
adjustable and never rattle. These clippers
are so powerful that they will go through
ANY coat, regardless of condition.
Niki Rickett, Custom Clips Grooming,
Ogdensburg, NY

My favorite tool is my wind power hair
dryer, it is so fast and effective. I love it. In
second place is my Oster A5 (Request Reader
Service Card #6437). They are my precious
tools. Enrique Leonardo Safont

CLIPPERVAC (Request Reader Service
Card #6435)!!! Keeps the blades cool = Safety
first (quicker and more efficient) full atten-
tion on dog not changing a warm blade,
lessens risk of clipper burn because you
can see as it pulls hair away from skin.
Minimizes fur cut / shaved mess, and
cleaning = Less time for pet in grooming
area, confines fur so less mess and cross
contamination of flying fur makes for a clean
environment and tidying up a breeze.
thunderstruck4fun@comcast.net

My favorite tool...hands down...the
Clipper Vac (Request Reader Service Card
#6435)!!!! Deb Frankart

My favorite product to use that saves
us time is Glocoat by Top Performance. Tess

Hilderbrand, Model Pets Resort & Spa,
Lanett, AL

That has to be my Ivac (Request Reader
Service Card #6438), after 15 years of not
using one; I now don't know how I survived
without it. It saves me so much time while
grooming and provides for a cleaner shop. I
won't be without one again. Susan Kinser,
The Wagmore Pet Salon, Troy, OH

My favorite tool is the Mattbreaker
(Request Reader Service Card #6451).
I don't know that I could run my business
without it! It sure makes life easier on
both me and the dog. Lesa Klinger Gerrits,
Precious Paws Grooming, Fruitport, MI

Continued on next page
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The product I love that saves me the
most time and MONEY, is Senproco’s line of
Coat Handler products (Request Reader Serv-
ice Card #6496), particularly, the Odor Han-
dler. It does everything. It deodorizes,
degreases, kills fleas, and 95% of yeast, fun-
gus, mold and mildew. It whitens, brightens,
and removes stains. With regular use it
heals hot spots and all sorts of dermatitis.
Val Kugle, Best Friends Boarding Kennel,
Rosanky, TX

Definitely the K9-III dryer (Request
Reader Service Card #6460) for time savings
alone. rachkennedy@comcast.net

My favorite tool is the Groomer's Helper
(Request Reader Service Card #6439). With
this product I can now groom dog's ears and
paws without them fighting me like they
used to do, as I'm just one groomer with no
one else to help hold them still. Janene
Roussell, Paw-riffic Designs, Lexington, NC

My favorite grooming tool is my Romani
Clipper Vac (Request Reader Service Card
#6435). It really saves a lot of energy on

those horribly matted pets. I can strip a
large dog in half the time. I love the finish I
get because the clipper cuts so true, your
finished product is excellent. One other great
thing is that it sucks up fleas and keeps my
grooming van from becoming flea infested.
Rick Rivera: Rick's Mobile Dog Grooming,
Sacramento, CA

The most wonderful product I have
found is called OMG from Plush Puppies
(Request Reader Service Card #6455). It
saves me so much time in dematting any dog
that comes in our shop. It is really wonderful
on Yorkies and Poodles. Shirley Wooten,
Fabulous Fur Fluffers, Alvin, TX

My favorite tool is my Poodle Comb. So
simple, but I just can't groom without it.
With my Poodle Comb, the first trim is the
last trim, more hairs don't just appear out of
nowhere. My favorite product is Fresh 'N'
Clean Oatmeal and Baking Soda shampoo
(Request Reader Service Card #6456). No
shampoo or cologne gets better responses
when my clients smell their dogs.
Carlee Gresham, Gainesville, GA

My new Sharkfin curved swivel shears
(Request Reader Service Card #6445).
Dragonzdreamz@aol.com

Ice on Ice Leave-in Conditioner by Chris
Systems (Request Reader Service Card
#6440). It does wonders to slick up matted
hair and allows you to brush it out quickly.
Rachael Jones, Eastside Veterinary Hospital,
Collinsville, Oklahoma

After 20 years of grooming, the tools
that still save me the most time are my old
fashioned Universal Slick Brush (Request
Reader Service Card #6457) and my Grey-

hound combs. I can't work without them! A
few years ago, we purchased a Groomers
Helper (Request Reader Service Card #6439)
and it certainly has been a great help, so I
guess I have to say that is also one of my fa-
vorite tools. Cindy Hache, Chiens, Chats, etc.,
St. Bruno, Quebec (Canada)

My favorite tool is my Classic stripping
/carding knife (Request Reader Service Card
#6453). The wide blade helps cover a lot of
area when carding Terriers and Sporting
dogs. We use it a lot as a shedding tool in the
school. One product I can't live without,
when it comes to speed, is Davis Quick Dry!
(Request Reader Service Card #6446) I use
this to speed through drying all dogs and
then follow up with a very light spritz of
That's All from the SuperCoats line from Pam
Lauritzen (Request Reader Service Card
#6578). Scott Wasserman, LaBest Academy
of Animal Arts, Edwardsville, IL.

I cannot groom well without a fine
toothed metal comb and a Furminator (Re-
quest Reader Service Card #6443). They are
the best, most important tools I use.
hilgertn@bellsouth.net

Crown Royal (Request Reader Service
Card #6441) Demat Spray...the best ever!
whipppet1@aim.com

I LOVE my Wahl Arco clipper (Request
Reader Service Card #6442). Since the blade
adjusts from a #40 up to a #9 length, it’s
great for cleaning feet/faces, pads, eyes,
sanitaries, armpits, even shave downs, espe-
cially on cats and it leaves NO clipper lines.
Carol Thompson, Phoenix, AZ

REQUEST READER SERVICE #6546

NORTHWEST

TACOMA,WA

March 19 – 21, 2010

MURANO CONVENTION CENTER

W1459www.barkleighevents.com

PET INDUSTRY
TRADE SHOW

REQUEST READER SERVICE CARD #6547

The Groomer’s Roundtable
Continued from page 42

Continued on page 44
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I would say if it wasn't for the Furmina-
tor, (Request Reader Service Card #6443) I
would be really sore from having to do twice
as much work to get all the Huskies done
that we do here! I also really love the Mars
Coat King (Request Reader Service Card
#6573) double wide extra fine blade. Jan
Lewis, Grooming Angel Pet Salon

I have to say my Les Poochs (Request
Reader Service Card #6451) brand brush
saves me a TON of time. I don't know what it
is about this little brush but it does a great
job and cuts brushing time down to a mini-
mum. Jessica Cradic, PetSmart Eastgate,
Cincinnati, Ohio

I love the Romani Clipper Vac (Request
Reader Service Card #6435). I do not know
how groomers even groom without it! My
blades stay cool, I am not standing knee
deep in hair and there are no more hair sliv-
ers. I get a beautiful finish on every cut
using Romani Clipper Combs (Request Reader
Service Card #6464) too! Marie Ward, Dirty
Paws Pet Grooming, Davison, MI

Best Shot (Request Reader Service
Card #6463) grooming products, all three

products, especially the mist. Diane Morrow,
The Barking Lot, Seaside, OR.

The 123Pet Software (Request Reader
Service Card #6467), keeps all info for appts,
scheduling, clients, pets, and inventory at
my fingertips! Azure Wyatt, Puppy Power Pet
Salon, Lexington, NC.

Romani Big Daddy (Request Reader
Service Card #6494) force dryer and Clipper
Vac (Request Reader Service Card #6435).
John Rudder, Happy Tails Grooming Spa

My favorite tool to save time is the
Groomer's Helper (Request Reader Service
Card #6439) because dogs that are nippy
can't bite me. Therefore, I am not jumping
out of the way and am able to finish what I
need to do. Liselle, K9 Clips, Clayton, NC

My favorite products are the 5 x 8 Giant
Klip Kards (Request Reader Service Card
#6465). We can log in everything we need to
get the job done. No matter how good the
computer, nothing replaces my green
cards.Carolyn Large

My favorite grooming tool is my Double
K Groomer's Edge Clipper (Request Reader
Service Card #6466). I've used it for over 25
years. It is a work horse and makes all the
clipping much smoother, not to mention how
it takes down a matted coat quickly. Karen

Liebrecht, Animal Crackers Clipper, Kennel
& Co., Moses Lake, WA

The biggest time saver I have found in
my salon, other than my K9III Dryer (Request
Reader Service Card #6460), is my silver Les
Pooch brush (Request Reader Service Card
#6451) and Isle of Dogs Details Conditioning
Spray (Request Reader Service Card #6487). I
cannot believe how fast I get finished with
the aid of these tools. Melinda Spencer, Heart
& Style Dog Grooming, Maysville, KY

My most favorite product by far (and
so far in my grooming career) is The Stuff.
It's a spray on multi-talented product that
speeds up the dematting process, which
makes it incredibly easier on the pet and me.
It also conditions, shines, reduces static,
smells nice (but not over powering) and is
hypo-allergenic. The Stuff (Request Reader
Service Card #6481) really is “the stuff” and
I couldn't live without it now! Elizabeth,
Knoxville, TN

I actually have two tools that go hand
in hand, an electric scissors table and a
Groomers Helper. (Request Reader Service
Card #6439) They have literally saved me.
Joyce Collins, Wyoming Westies Kennel &
Grooming, Inc.,Mountain View, WY 82939

My Clipper Vac (Request Reader Service
Card #6435) from Romani Inc. It keeps my
clipper blades cool, so I don't have to keep
stopping to Kool Lube (Request Reader Serv-
ice Card #6491). It also vacuums up the hair
in my small mobile unit. I just love it! Linda
Simon, Tail Waggers Mobile Pet Grooming,
Rio Rancho, NM
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REQUEST READER SERVICE CARD #6549

Door Hangers
for Mobile Groomers

NEW

Order online at
www.barkleigh.com

info@barkleigh.com
(717) 691-3388

20pk. $12.95
50pk. $39.95

100pk. $49.95

M4

W1416

Leave
a message

for customers
who missed

their
appointment.

REQUEST READER SERVICE #6548 REQUEST READER SERVICE CARD #6550

Join Us on a
Barkleigh
CRUISE

June 2010

Alaska
2011

HAWAII

For more information
www.barkleigh.com

(717) 691-3388 W1437

The Groomer’s Roundtable
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I bought an Arco trimmer (Request
Reader Service Card #6480). It's the first
trimmer that has actually worked. It saves
me the time of constantly changing blades
on my regular clippers to trim out the corner
of the eyes, between the pads and the belly
and groin areas. Katrina Henrie, The Urban
Pet, Layton, Utah

By far my favorite time saving tool is
my K9 II (Request Reader Service Card
#6460) force dryer. It makes drying dogs a
breeze. Joy Edwards, Joy's Grooming, Mt.
Pleasant, MI

Recirculating bathing system, hands
down. It saves time, shampoo and my back
to an extreme degree. Dogs mind it less and
don't have to stay in the tub as long. Many
seem to enjoy the "massage. The system
pays for itself in weeks for any full time
groomer. Hanvey's Bathing Beauty (Request
Reader Service Card #6459) is my favorite.
Carol Visser NCMG, CPDT, Two Canines Pet
Services, Montville ME

I have two, the Clipper Vac (Request
Reader Service Card #6435) and the force
dryers on the market. I cannot believe I ever

survived grooming since 1972 without those
wonder tools! They have changed, modified
and totally improved the grooming methods
of 30 years ago. Sue Williams, Artistic Pet
Coiffures, Groveport, OH

The Wahl (Request Reader Service Card
#6495) stainless steel combs. AnnMarie
Saunier, Annie's Groomin Tails. Inc. North
Surfside Beach SC

Favorite tool is my brand new Double K
blow dryer with two engines! (Request Reader
Service Card #6447) Also, I love my mat
splitter with the old fashioned single blade.
Alexandra Bradley

I use the Les Poochs demat brush
(Request Reader Service Card #6451) and,
without sounding like a commercial, “no
groomer should be without one.” Mats I
used to spend so much time on, or thought I
had to shave out, are brushed out in no time
at all. Every groomer in my shop has bought
one. Cathie A. Huenemeier, Cutie Pie Pets,
Coppell, Texas

Our newest favorite time saving product
is Cowboy Magic (Request Reader Service
Card #6452). It's a detangler product for
horses. You need only a tiny dab to work into
mats, then brush through with a slicker

REQUEST READER SERVICE CARD #6552

PET RELEASE FORMS
& TIP SIGNS!

A light-
hearted
way to say
gratuity is
appreciated!

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

PR2 - General SP2 - Senior FP2 - 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 FOPET RELEASE FO
uNEW

REQUEST READER SERVICE CARD #6551

Kanine
KOOKIE KUTTERS

� SETTER
� POODLE
� MUTT
� TERRIER
� COCKER
� LARGE BONE

� HYDRANT
� KITTY
� COLLIE
� SMALL BONE
� SCOTTIE

Great Holiday
Gift Idea!

Charm your clients and friends with
doggie Christmas Cookies and
Dog Recipe Treats to match.

Kookie Kutters range in size from
2-3/4” to 4-1/2”. Great for breed

club treats, fund raisers, sandwich
cutouts, or a super holiday gift idea!

Order Online at

www.barkleigh.com

Dog Bone Recipes Included Free!

11 Different Kookie
Kutters Available!

Barkleigh Productions, Inc.
970 West Trindle Road
Mechanicsburg PA 17055

(717) 691-3388 • FAX (717) 691-3381
E-mail: info@barkleigh.com

www.barkleigh.com

P5940

Kanine
KOOKIE KUTTERS

The Groomer’s Roundtable
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#PS-6
#PS-4 #PS-5

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

4!$ 51'! 6!'+!, 78#PS-5
4!$%51'!%6!'+!,%78#PS-4#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

brush and/or comb. Also, a brand new Oster
Power Washer (aka: Hydrosurge) (Request
Reader Service Card #6449), has been a fan-
tastic addition to our tools. You use less
shampoo and you spend less time fiddling
with adding shampoo each time you wet the
dog. Cathy Merrithew, Campbell River Veteri-
nary Hospital Dog Grooming, Campbell River,
B.C. Canada

As for our favorite tool, we use the Fur-
minator (Request Reader Service Card #6443)
all the time, particularly for our stripped
Terriers and sporting dogs. Leah Getty -
The Yuppy Puppy in Calgary, AB, CN

Without a doubt, my favorite grooming
tool is my Laube Speed Feed Clipper! (Re-
quest Reader Service Card #6476) Its light
weight, but powerful! I use it on every
dog I groom for bellies and feet. It's perfect
for nervous puppies because it's not as loud
as my regular clippers. I would not groom
without one! Alice Curtis, Alice's Ruff Cuts,
Biloxi, MS

Wahl Tid Bit (Request Reader Service
Card #6477). I use it on every dog’s pads.
And it is great for small poodle’s feet (this
way I don't have to search for my 30 blade).
Erin Griebel, Fluff Cuts Grooming Salon,
Largo FL

First is the Zoom Groom (Request
Reader Service Card #6479). During the bath
it helps get the soap and conditioner down to
the skin. It also helps to remove hair and
dirt. After the bath it still removes hair and
also puts a shine on the coat. Black and
Chocolate Labs get a nice shine. The second
is my Mars (Request Reader Service Card
#6488) tool. I truly love using this tool. It
thins thick coats, removes dead undercoat,
and really helps blend patterns. Sharon G.

I love Lambert Kay Pro Groom (Request
Reader Service Card #6470) spray to de-matt
or brush through tangles. Also, the Les
Poochs brushes are fantastic (Request
Reader Service Card #6451). Eva Blackmon

Wahl Chromado (Request Reader Service
Card #6468) clipper. The blades from #9 to
#40 give me all the range I need for trimming
paw pads, inside ears, sanitary areas, faces,
etc. I also use it after my regular #10 clipper
blade to smooth out the coat even more.
Sandy Emig, The Lucky Dog Grooming Shop,
North Benton, Ohio

The forced-air dryer is #1. Quick Dry
Shampoo and Quick Dry spray from Davis
(Request Reader Service Card #6446) is in
second place. Charlie Stewart-Fippin

A V-rake to break up mats. Wild Animal
Liquid slicker from Laube (Request Reader
Service Card #6473) is by far the best prod-

uct to help with getting tangles and mats
out. If they are really bad; I pre-spray the
mat, let it sit and work on something else.
Then I come back and work it out. I call it
magic liquid! Michelle Urbanczyk, Wildflower
Pet Salon

I like the Geib 46 tooth thinning shears
(Request Reader Service Card #6472).
kellysgrooming@gmail.com

I love the Hydrosurge (Request Reader
Service Card #6471), it makes the bathing
time much quicker. I also love my Rose Line
scissors (Request Reader Service Card
#6474), they’re smooth and sharpened to
perfection to make that perfect cut go a little
quicker. Sherri Hartman, Niles, MI

Happy Hoodie (Request Reader Service
Card #6492), I don't know how I ever worked
without it! It is just so amazing. The trans-
formation that comes over a dog or a cat,
(even me), by knowing that during the drying
process those delicate ears are being pro-
tected and I have my hand back! I cannot
say enough about this product, it is a
groomer’s must have! Karen Perry Stuc,
Bubbles to Beautiful

Wahl Metal Comb (Request Reader Serv-
ice Card #6469) attachments, once I figured
out to use a #30 blade and not a 40. Even if
I still have scissoring to do, it cuts the time

The Groomer’s Roundtable
Continued from page 45

Continued on page 48
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Barkleigh TV

www.BarkleighTV.com

Fun & Educational!

Featuring Show Content,

Videos submitted by Groomers,

Tips from Top Industry Experts,

and more!

W1509
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down tremendously. They work great on
drop coats too. Judee Ciota, Judee's Canine
Salon, Riverton, IL.

Epi Pet Shampoo (Request Reader Serv-
ice Card #6478) works the best of all I have
tried. It really cleans hair and skin, dries
twice as fast, and stays cleaner longer. My
clients love it! Karen Astin

I have two Snyder Cage Dryers (Request
Reader Service Card #6475). I have had them
for about five years and have had no prob-
lems. They save me so much time. Lisa,
Lisa’s Grooming, Ocomomowoc, WI.

After going to a seminar with Jay and
Sue and seeing a Bravura (Request Reader
Service Card #6489), I bought one. It was so
well worth the money! Quiet, fast, ultra cool
and no clipper lines like some leave. Jeri
Caldwell, For The Love Of Dogs, Indianapolis,
Indiana

Hanvey's Lip System Hydraulic Table
(Request Reader Service Card #6461) is the

absolute best table there is for any groomer.
You can secure your client safely and com-
fortably for any age group (Puppy to Senior)
and also instantly adjust your table height to
work on the tricky areas like tummies, and
under-carriages. It also allows me to do a
great deal of my grooming sitting down. I
have a severe back injury from quite a few
years ago, which would have meant me
probably giving up grooming if it weren't for
this incredible piece of grooming equipment.
Debra Hagan, Distinctive Dog Grooming,
Seven Sisters Falls, MB, Canada

The puppy/kitten hypo-allergenic
shampoo by Tropiclean (Request Reader Serv-
ice Card #6462). I tend to be careful about
what I use and like mild products. This is
one of the only shampoos that I do not get
complaints about itching or dryness and the
dog still goes home smelling clean; even if he
has sensitive skin issues and is not tolerant
to sprays. I also love Ring 5 Hair Care Condi-
tioner (Request Reader Service Card #6485).
It works great for dry skin, and shedding
hair and is nice to use with warm towels on
a dog with arthritis or bad hips. Works great
on matting as well, much easier to work
through. Linda

Prima (Request Reader Service Card
#6486) bathing system. Saves on shampoo
and time, especially with the heavy coated

Baltimore 
to the Bahamas

 

www.barkleigh.com

L1489

Judith “Lucy” Wheeler
For information, contact:

dd
L1489

d
8 BIG

 
Sarah Hawks
d

Jan.
17-24, 
2010

Jan.PET PRO
 C R U I S E

Join us on a

REQUEST READER SERVICE CARD #6555

#1413 - Doggie Repair Kit 1 hr. $49.95
#1414 - All About Targeting 1 hr. $49.95
#1412 - A Question of Punishment 1hr. $49.95
#1415 - Teaching Dynamic Performance 1 hr. $49.95
#1416 - Animal Behavior Conference 10 hrs. $99.95
#1797 - Clicker Training Conference 4 hrs. $99.00
#1798 - Safe Handling Techniques 1 hr. $49.95

Barkleigh Productions

Gary Wilkes
Internationally Acclaimed Behaviorist,
Trainer, Author, Columnist and Lecturer

Professional Training DVDs

W1391

www.off-lead.comOrder online at

REQUEST READER SERVICE CARD #6551

REQUEST READER SERVICE CARD #6556

Featuring 
Sarah Wilson

 Playgroups 
Can’t We All Just 

Get Along?

Sarah explores  breed 
and temperament 

combinations!

Barkleigh Productions, Inc.
970 W. Trindle Rd.

Mechanicsburg PA 17055

FOUR HOURS!FOUR HOURS!FOUR HOURS!FOUR HOURS!FOUR HOURS!
Recorded Recorded Recorded Recorded Recorded Recorded Recorded Recorded Recorded Recorded LIVELIVELIVELIVELIVE
atatatGroom ExpoGroom ExpoGroom ExpoGroom ExpoGroom Expo

FOUR HOURS! 
Recorded LIVE 
at Groom Expo

L1355
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breeds. Brenda Williamson, Springbrook
Kennels Pet Resort and Spa

My favorite product is Best Shot condi-
tioner! (Request Reader Service Card #6463)
First introduced to me by John Stazko in his
Grooming Success seminar, it has saved me
and my staff hundreds of hours of demat-
ting! My favorite tool, by FAR, is Clipper Vac!
(Request Reader Service Card #6435) I
learned to groom 28 years ago without it,
and have used it now for 15 years. Rina
Stanley, www.APawSpaLittleton.com

Hanvey Taxi Vac (Request Reader
Service Card #6482) and the Laube iVac
(Request Reader Service Card #6484). The
learning curve was tough, but once mastered
I use these tools on almost every groom. Set
the suction high to help clean poodle feet,
lower the suction for body work. Add a
Wahl stainless steel snap on comb (Request
Reader Service Card #6483) to set the
length for a hand scissored look with mini-
mal actual scissoring. Great looking grooms
with minimal hand scissoring saves me time,
but most importantly wear and tear on my
body. I left grooming because of carpal tun-

nel in my hands. After 15 yrs of a different
career, I'm back and with the great new
equipment out there I expect to be grooming
a very long time. Garoleen Wilson, D'tails,
Smith Center, KS

Right now I can say my new German
Red Clipper. (Request Reader Service Card
#6436) At the Hershey Show I purchased my
first German Red Clipper. Boy, no problem
clipping even the most matted dogs. German
Red Clipper, I love you. Mary Ann Brookes,
Duffy Pet Care, Lyndora, PA

I have to have my Quicker Slicker by
Natures Specialties (Request Reader Service
Card #6450). I use it in the tub after towel
drying. It cuts brushing time by loosening
matts and tangles. It also takes a few min-
utes off drying time. It leaves the coat shiny
and it smells wonderful. Julie Alderman,
Julie's Pet Grooming, Banning, CA

I love the Double K Refurbish Condi-
tioner. (Request Reader Service Card #6447)
It gets in there and loosens up all the under-
coat, making brush out easy and quick.
Hence the name Refurbish. It has proteins
that conditions the hair shaft making the
coat extra soft. Robin Boyd, Sloppy Kisses
Grooming Spa, Richmond, VA

The best product we have been
using recently is the Quadruped Botanical

Shampoo. (Request Reader Service Card
#6448) It does a wonderful job at loosening
undercoat, it is a great degreaser as well as
whitener and smells fresh. Janine Kiriluk,
Perfect Paws, Medford NJ

My favorite time saving tool is the
Master Groomer Flexible Brush. (Request
Reader Service Card #6439) We call it the
"miracle brush" in our salon. It demats in
less time with less pulling and pain to the
dog. I also am a huge fan of my Shark Fin
shears! (Request Reader Service Card
#6445) Man they save my wrist! I love,
love, love them. JJ Smith, Salon Manager
at PetSmart in Alpharetta, GA

I swear by Coat Handler Products
(Request Reader Service Card #6496) in
the Grooming Department. The conditioner
they came up with IS a God send. I have
been using Coat Handler over 20+ years
and will continue to do so. Shelly Mileti,
Island Grove Kennels

#6053 Complete Groomer System $59.95

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

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 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!

GROOM
ER SYSTEM

RROOOOMM
ER

APPOINTMENT & INCOME TRACKING BOOK

W1402

Client’s Name and Phone NumberClient’s Name and Phone NumberClient’s Name and Phone Number

Coding Block for Type of ServiceCoding Block for Type of Service

Service Code Directory Makes Entry QuickService Code Directory Makes Entry QuickService Code Directory Makes Entry QuickService Code Directory Makes Entry Quick

N
ACK NG BOOK

Client’s Name and Phone NumberClient’s Name and Phone NumberClient’s Name and Phone NumberClient’s Name and Phone NumberClient’s Name and Phone Number

Coding Block for Type of ServiceCoding Block for Type of ServiceCoding Block for Type of Service

Service Code Directory Makes Entry QuickService Code Directory Makes Entry QuickService Code Directory Makes Entry Quick
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Service Code Directory Makes Entry QuickService Code Directory Makes Entry Quick
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REQUEST READER SERVICE #6557

Knowing how to respond quickly in an emergency
and administer cardiopulmonary resuscitation
(CPR), can save the life of a pet in your care.
Veterinarian, Melanie Mokos, D.V.M., discusses

practical issues of canine CPR and provides a thorough,
step-by-step demonstration of the techniques.
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

Canine CPR Course
approved by the Illinois

State Board of Education

CANINE CPR

© Copyright 2001 MADE IN THE USA

BARKLEIGH PRODUCTIONS, INC.
(717) 691-3388 • FAX (717) 691-3381 • www.BARKLEIGH.com

#1340 CPR DVD – $27.95 • #664 CPR VIDEO – $27.95

E576

REQUEST READER SERVICE CARD #6558

The Groomer’s Roundtable
Continued from page 48

For a Quick Response
from advertisers,

use the
Reader Service Card.
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REQUEST READER SERVICE #6559REQUEST READER SERVICE CARD #6234

Over the many years I have been grooming, I have learned
to be pleasant to keep my day enjoyable. You have heard it
said, “Smile when you talk to someone on the phone, because
they can hear it in your voice.”

The same applies to grooming. If you’re unhappy, frus-
trated or annoyed, the pets “pick this up” and get nervous and
anxious and stop co-operating and doing what we want. Then
when they are reprimanded, they struggle more and we get
more upset. I have found that if I’m having a day like that, it
is best to stop for a while and relax. If you are too busy to do
that, you are JUST TOO BUSY.

Joanne Russell

Joanne’s
Ah Ha’s
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BEST SHOTS EXPANDS

ONE SHOT BRAND LINE
Best Shot an-

nounces the expan-
sion of the One
Shot brand line
with the introduc-
tion of professional
whitening sham-
poo. One Shot Pro
Whitening
Shampoo deep
cleans and bright-
ens white and light coats, manes, and
tails. It reduces discoloration and stains
without harmful bleach or peroxides. A
natural blend of concentrated coconut
cleansers, wheat protein, aloe extract, and
rosemary extract restore an animal’s hair to
its natural color and vibrancy. It can be used
together with any of Best Shot's silk protein
conditioners and finishing sprays to release
stubborn shedding and undercoat too.
Request Reader Service Card #6313.

BIO-GROOM PROTEIN

LANOLIN SHAMPOO
Bio-Groom’s latest

shampoo was created
specifically with a natu-
rally thin fluidity and a
high, 5 to 1, level of con-
centration. Leaving out
fillers, gums, and thick-
eners, Protein Lanolin
Shampoo is made only of
the purest ingredients to
deeply clean, richly mois-
turize and brilliantly shine. The quart pump
of Protein Lanolin is convenient to use and
economically wise, you can stretch one quart
to five quarts. For more information, request
Reader Service Card #6428.

ESPECIALLY FOR CATS

Espree Animal Products, Inc. releases
new gentle treatment products for cats. The
line includes; Energee Cat Shampoo, Silky
Show Cat Shampoo, Silky Show Cat Condi-
tioner, Bright White Cat Shampoo, Purr’ N

Natural Foaming Cat Shampoo and Clean Ear
Treatment. Each product is formulated with
gentle, natural active ingredients to effec-
tively care for cat’s skin and coat. Request
Reader Service Card #6429.

DAVIS MANUFACTURING BREAST

CANCER AWARENESS DRIVE
Davis Manufac-

turing announces
its second breast
cancer awareness
drive with The
Pawsitively Pink
Collection featuring
the popular Pawsi-
tively Pink Shampoo
and an assortment
of pink accessories
which includes Satin Bows, Ruffies, Ban-
danas, Bowser Ties and Nail Polish. October
is breast cancer awareness month and Davis
will be donating a portion of the proceeds in
honor of Cathy Davis, co-founder of Davis
Manufacturing and a three-time breast can-
cer survivor. Spread the word – tell a client,

friend or loved one to schedule a mammo-
gram today. For more information, request
Reader Service Card #6430.

EAR AID
Happytails

Canine Spa Line
launches Ear
Aid to help dog
owner’s combat
and prevent ear
infections. Ear
Aid is a dual-ac-
tion program
that works to
clean, deodorize, heal and protect a dog’s
ears and to help combat both bacterial and
yeast infections. It’s easy to use, all natural,
effective and affordable! The program con-
sists of two steps. The first is an external
cleaning of the ears using pre-moistened and
alcohol- free Ear Wipes. The second step is
Ear Clear serum which goes into the ear
canal to heal delicate tissue and protect from
bacteria and yeast infections. For informa-
tion, request Reader Service Card #6431.
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REQUEST READER SERVICE #6560

NEW PRODUCT NEWS

28-7 October GTG:Layout 1  9/2/09  11:48 AM  Page 51



FREE, COMPREHENSIVE

PLAQCLNZ™ SALON KIT

SUPPORTS GROOMER’S
ROLE AS TRUSTED

PARTNER IN PET HEALTH
Groomers see pets more often than Vet-

erinarians and are on the front lines in pro-
tecting pets’ health and well-being. Now,

groomers have an opportunity to add a
quick, simple, thorough pet oral health care
service for their clients. PlaqClnz™ Oral
Health is introducing a free Salon Kit
Startup kit with each initial order to treat
200 or more dogs.

Debbie Ross, a groomer from Crystal
River Fl, said “I cannot tell you how cool it is
when you show a client their dog’s teeth
after using PlaqClnz and the owner’s mouth

drops open in disbelief! The product is better
than the manufacturer claims.”

For more information, request Reader
Service Card #6432.

ROYAL TREATMENT ITALIAN PET

SPA DONATES TO PETS IN NEED
Lorenzo Borghese, founder of Royal

Treatment Italian Pet Spa, has created
www.RoyalPetClub.com. Membership is free
and offers discounts on Italian-made organic
grooming supplies, breath fresheners and
more; including pet videos, prizes and inter-
action with other pet lovers. Best of all,
Borghese is aiming to combat the neglect of
animals in these tough economic times by
donating $1 to the American Humane Associ-
ation for every free order placed (free prod-
ucts are available on the site). In addition,
$1 will be donated to North Shore Animal
League America for all other orders placed
through August 17th, 2010.

Visit www.RoyalPetClub.com for details
or Request Reader Service Card #6434.
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L987

www.IJAonline.com

at Groom Expo and Groom & Kennel Expo

Gold Sponsors

Bronze Sponsors

a
Win 3 Timesand You’ll Get TheHUGE$30,000

Jackpot!

Winners Circle
Tournament

Veronica Frosch — 1 Win
Groom & Kennel Expo 2008

Irina Pinkusevich — 1 Win
Groom Expo 2008

Tammy Colbert — 1 Win
Groom & Kennel Expo 2009

REQUEST READER SERVICE #6562

INDUSTRY NEWS

MIXED BREED
MAKEOVERS

By Marea Tully

#1418 - $49.95

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

Marea will use the latest Andis
grooming equipment to turn a mixed
breed into something special. Find
ways to groom a Poodle, so it does
not look like a “Poodle” (for those
clients who bought the wrong breed);
and how to give cute pet trims to
other purebred dogs. Marea will
discuss many different types of
mixed breeds and what can be done
to enhance their appearance.

W1413

Taped
Live at
Groom
Expo

REQUEST READER SERVICE #6541
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REQUEST READER SERVICE #6563

The Groomers Club links Pet Care Pros to Participating Companies
that provide all their everyday needs with discounted rates and specials!
Stock up on necessities or update your business with the latest equipment.
Your savings will be well worth the yearly membership fee of $29.95.

You can save that much by placing just one order!
More of your favorite companies are joining everyday with exclusive Groomers
Club offers! Preview the savings and join at www.Groomersclub.com.

www.GroomersClub.com

The Groomers Club now offers a Limited Time Additional Special Offer from
select Participating Companies! Each issue of Groomer to Groomer magazine will
feature a different company with an additional extraordinary offer!
Think of it as a Surprise Grab Bag exclusive to Groomers Club members!

Membership Just Got Better!

Great Discounts! Free Gifts! Special Club Packages!

120

Companies!

GGrroooommeerrss  CClluubb  MMeemmbbeerr  SSppeecciiaall::  
Buy the new FAV5 clipper and receive 

a second #10 blade FREE
Have your Member ID available when 
ordering by telephone or online.

Groomers Club Members Only!

123 PET SOFTWARE BY CMJ DESIGNS,
INC. • 44 / 20 • A BOW AND BEYOND • A M
SMITH • A PLACE FOR PAWS • AESCU-
LAP - THE RED CLIPPER • ALPHA FOR
PETS • ANGELICA'S CARDS • ANIMAL
ESSENTIALS • ARTICO PRODUCTS •
ASCOT PRODUCTS • ASHLEY CRAIG
PET PRODUCTS / PFP INTL • AUSTIN
ROSE • BARKLEIGH PRODUCTIONS, INC.
• BEST SHOT COAT & SKIN CARE PROD-
UCTS • BIO-GROOM / BIO-DERM LABO-
RATORIES, INC. • BODYSENSE -
MIDWEST / BODEWELL PRODUCTS •
BOUTIQUE BEADS, INC. • BRI-PROD-
UCTS • C-MON SHEARS • CHERRY-
BROOK • CLARK CAGES, INC.
CLEANLIFE PRODUCTS • CONCORD
SCHOOL OF GROOMING • COWBOY
MAGIC • CROCODILE TEARS PET FASH-
IONS • DE BOTANICA DESIGNER BAN-
DANAS • DIRECT ANIMAL PRODUCTS •
DOGGY+SAFE • DOGTEESDIRECT.COM •
E-Z GROOM • EARMAXX PET MEDICAT-
ING PRODUCTS • ELCHAR DOG BOWS •
ELIZABETH ESSENTIALS • EPI-PET •
ESPREE • ANIMAL PRODUCTS •
FOREVERLAWN • FRANK ROWE & SON •
FURMINATOR, INC. • GALAXY GROOM-
ING CO. • GO FETCH ALL NATURAL DOG
TREATS • GOLDEN PAWS SCHOOL LI-
CENSING • GOSCRIBE.COM • GROOM &
KENNEL EXPO • GROOM EXPO •
GROOMER'S BEST INC. • GROOMER'S
MALL • GROOMERS HELPER •
GROOMTECH • HANVEY SPECIALTY EN-
GINEERING • HAPPY FEET • HAPPY-
TAILS HAPPY • WHISKERZ COOKIE CO. •
IDENTIPRODUCTS • INTERNATIONAL
PROFESSIONAL GROOMERS - IPGIV •
SAN BERNARD • JEWELRY AND GIFTS •
JUST DUCKY PRODUCTS / THE PER-
FECT LEASH • KENNEL CONNECTION
BY BLUE CRYSTAL SOFTWARE • KEN-
NEL LINK • KIM LAUBE CO., INC. •
KLEENMASTER SINKS • LELA'S FANCY
POOCHES • LISA WELCH DESIGNS LLC •
LUPINE INC • M.D.C. ROMANI, INC. •
MAJESTY'S ANIMAL NUTRITION • MI-
RAGE PET PRODUCTS • MR. GROOM
PET PRODUCTS • MR. SHARPEY • MY
LUCKY DOG • NATIONAL CAT
GROOMERS INSTITUTE OF AMERICA •
NATURE LABS • NORTHERN TAILS
SHARPENING • NORTHWEST SCHOOL
OF ANIMAL MASSAGE • NUTOPICALS •
OFF LEAD & ANIMAL BEHAVIOR MAGA-
ZINE • OXYFRESH - NO LIMITS • OXY-
GREEN PET PRODUCTS • PACIFIC
NORTHWEST GROOMING SHOW • PA-
CIFIC SALES AND SERVICE • PAWIER
INC. • PAWS FOR THOUGHT • PET FLYS •
PET SILK INC. • PETAWARE • PETEDGE •
PETQUEST • PETSMITH LLC • PETSTUFF
4 U • PETZLIFE PRODUCTS • PRECISION
SHARP CO. • PRIMARY WAVE MEDIA •
PRIMP - N - PETS, LLC. • PUPPY KISSES
• PURE PAWS OF TEXAS • QUADRUPED
PET CARE PRODUCTS • ROYAL TREAT-
MENT ITALIAN PET SPA • RUFF-DOGGIE
• RYAN'S PET SUPPLIES • SAL'S BLADE
SHOP • SCISSORMAN INT'L. LTD. • SHAR-
BELLE ORIGINALS • SHOWSEASON ANI-
MAL PRODUCTS • SHOWTIME PET, INC. •
SOUTH BARK'S BLUEBERRY FACIAL •
SPECTRUM LABORATORIES • STYLIST
WEAR • SUDZ - N - STUFF • TALYN
SHEARS • TATOO A PET • PROTECTION
& RECOVERY SYSTEM • THE CAT'S INN
LLC • THE MAGIC ZOO • THE SHAMPOO
LADY, INC. • THE SHARPER EDGE OF
K.C. • THE WELL ANIMAL INSTITUTE •
TROPICLEAN PET PRODUCTS • WEST-
COAST ANIMAL GROOMERS SUPPLY -
WAGS • WGROOM  WORLDWIDE • WHIT-
MAN SHARPENING • WINDY CITY
SCHOOL OF PET GROOMING • ZONI
PETS… MORE TO COME!!!

PPaarrttiicciippaattiinngg  CCoommppaanniieess......
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REQUEST READER SERVICE CARD #6566

REQUEST READER SERVICE CARD #6565

E ” ” 
   
   
 . M
 .

REACH OUT
TO GRIEVING CLIENTS

(S3) Ivory Sympathy Cards w/ Envelopes
#6033 5 Sympathy Cards /Env. $12.95
#6034 10 Sympathy Cards /Env. $23.95
#6035 25 Sympathy Cards /Env. $42.95
#6036 100 Sympathy Cards /Env. $125.00

S Y M PAT H Y
C A R D

(INSIDE)
“...brings great joy and deep sorrow. May it be comforting to
know that the loss of your beloved pet is shared by those who care.”

Barkleigh Productions | www.barkleighstore.com | (717) 691-3388 | info@barkleigh.com
W1412

R

S
C

(INSID

REQUEST READER SERVICE #6564

Christine Pawlosky
amazed the crowd with
her styling talent at Pet
Fashion Week in New York
City. The cover photo on
this issue is from her win
at the Les Poochs Poodle
Challenge. Pet Boutique &
Spa magazine, also pub-
lished by Barkleigh Pro-
ductions, was a proud
sponsor for the grooming
competition.

The Les Poochs Poodle
Challenge was an invita-
tional grooming competi-
tion that focused on the

return of artistically designed and sculpted Poodle coats. World famous man-
ufacturer Les Poochs was founded with the concept of providing the finest
quality products for the pampered Pooch. Using only the finest ingredients
from around the world, the Pooch line features conditioning fragrances,
finishing shampoos, creme rinses, natural botanical extracts, organic treats,
brushes and more. For more information on Les Poochs, request Reader
Service Card #6576.

(L-R) Michel Raviol of Les Poochs, Christine Pawlosky
winner of the Les Poochs Poodle Challenge,

Mario DiFante Executive Director of Pet Fashion Week.

Christine Pawslosky wins cover
photo of Groomer to Groomer
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Blades & Sharpening

Professional clipper blade and scissor sharpen-
ing by a three generation company with over 19
years experience.We guarantee our work. All
orders are processed within two business days.
All clipper blades and standard scissors are
$5.00 each. Actual UPS shipping cost apply.
Visit www.sharpedgesinil.com or call Sharp
Edges at (217) 422-0911 for information. Send
to: Sharp Edges 519 W. Grove Rd. Decatur, IL
62521.

“Our Only Business” est. 1973. Clipper blades
and scissors professionally sharpened-$5.00.
ARCO blades - $6.00. Clipper overhaul
(Andis/Oster) $20.00 labor + parts. S/H.We ship
UPS and charge you the actual shipping cost.
“Fast” 4-5 day service. Terms: Check, COD (C/C
Preferred) COD fee $8.50. PA Residents add
6% S/T. Frank Rowe & Son 309-G Hockersville
Road, Hershey, Pa 17033 (717) 533-4426.
frankrowe@earthlink.net or
our web www.frankroweandson.com.

EACH blade examined personally,
sharpened to perfection, demagnetized and
tested. Sockets and springs adjusted, blades in-
dividually sealed, READY TO USE. Sole propri-
etor 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.

“One Of America’s Favorite Sharpeners” Sharp-
ener that is also a groomer.Website has free
videos and articles on blade and clipper care.
Blades $4.00, Regular grooming shears $4.00.
Mail-in services has 48 hour turnaround, on-site
serves the entire gulf coast.Website has all in-
formation. All blades, all shears, clipper
repair. Est. 1995. Northern Tails Sharpening,
Mobile, AL and 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.

Halloween, Thanksgiving and Christmas
are coming. 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. Satis-
faction Guaranteed. Call: Edgar 305-945-8903.

Exquisite Bows: Rose Bows, Beautiful Samples
$15.00, new address: Jeanette Kraus 1575
Boca Rio Dr. Viera FL 32940

Business Opportunity

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

We guarantee you will easily increase your
monthly income dramatically! No investment
required. Once in a lifetime opportunity. Toll free
(800) 474-7044.

Wanted Professional Groomer with fine hand
scissoring. Busy Grooming Salon in the affluent
San Francisco Bay area. Call 650-340-8801.
Ask for Wayne.

Mobile Grooming

2 for 1 SPECIAL! Did you know that:You could
buy 2 of our state-of-the-art Grooming Vans for
what some of our competitors are charging for
1:We have been building Groomobiles for 40
years; Our Mobile Salons have always been
GREEN; Our Owners make more Money;
Pay less for Financing and Save on GAS!
You should speak with us today! Ultimate
Groomobiles, Inc. 888-826-5845 and tour
www.ultimategroomobiles.com.

Mobile grooming van, fully equipped.Winter-
ized. Heating/AC. AM/FM/CD stereo. Vacuum.
Dryer. Located near St. Louis. Buyer responsible
for transportation. $22K OBO. 618-465-9491.

NEW BOOK – Go Mobile and Succeed. The
Must Have Manual for Starting and Growing
Your Mobile Grooming Business. For informa-
tion or to order: www.rcmgrooming.com

Rates: 25 words or less – $50.00.
Each additional word – $2.00 each.
Classified ads must be prepaid.

Mastercard/Visa and Discover accepted.
Call (717) 691–3388 for issue deadlines.

Agency Discounts Do Not Apply.

SHARPENING • SALES • REPAIR
120 Fourth Street • Mt. Wolf, PA 17347

(717) 266-7348 • (888) 742-7745
WWW.PRECISIONSHARP.COM

Precise Cut • Heritage

Over 200 Scissor Models / Sizes
CALL TODAY FOR COLOR CATALOG

Clippers • Blades
Shampoo Products

C-MON®

REQUEST READER SERVICE CARD #6568

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

REQUEST READER SERVICE CARD #6569

Simple to use Track clients & pets	
Online booking	
Print bar code labels
Appointments	
Pictures	 	
Inventory
Over 200 built-in reports
Profit and loss 	Mailing
Full hardware support
Networking

Free Trial
1-888-803-4747
www.123PetSoftware.com

REQUEST READER SERVICE CARD #6570

BOWS AND ACCESSORIES

BLADES & SHARPENING

BUSINESS OPPORTUNITY

Call (717) 691–3388

to place a classified

MOBILE GROOMING

CLASSIFIEDS

REQUEST READER SERVICE #6567

Save BIG
on Email
Specials!
Give us your current

e-mail address, and you
will benefit from Barkleigh
product special savings!

info@barkleigh.com
www.barkleigh.com

Receive E-Mail Product
Specials Every Month!
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Happy Camper Card
Kennel Operators... Was the Pet a “Happy Camper?”

Or was he a “Little Devil... but had a great time!”
Now, like a Camp Counselor, you can 

grade each pet in your care from an A+ to 
an F. A time-saving checklist will tell your 
client that his pet ate well, had fleas or
ticks, should see a veterinarian and more. 

Lots of room for your own personal 
comments, too. It’s a personalized way 
to thank your boarding clients. Plus, it’s a 
promotional tool, too! Pet owners show it
to their friends! Comes in green only.

 #906 20 Kennel Camper Cards $6.95
#907 50 Kennel Camper Cards               $13.95
#908 100 Kennel Camper Cards             $25.95
#909 500 Kennel Camper Cards             $99.00
#910 1000 Kennel Camper Cards         $159.95

KENNEL CAMPER CARD (#KCC)

Minit Moneymaker Programs!
Judy Bremer-Taxman says,
“These Products will
boost your bottom line!”

Each packet provides a new money-making program,
instructions on how to begin, PLUS an 8.5” x 11.5”
colorful display sign for your counter or wall. Some

programs include handouts for photocopying!

• Increase Tips!
• Sell Products!
• O"er Services!

Counter Signs!

Great Poster for
YourSalon!

#5008 Carding Minit Moneymaker $19.95
#5004 Canine Toothbrushing Minit Moneymaker    $19.95
#5007 Shed Control Minit Moneymaker                  $19.95
#5005 Puppy Potty Training Minit Moneymaker      $19.95
#5009 Tip Sign Komputer Reminder Card               $15.95
#5011 Flea Funeral Komputer Reminder Card        $15.95

This sturdy aluminum card holder 
will keep pet information right 
where you need it. Two popular 
sizes: Holds 3 x 5” Boarding Run 
Cards or Klip Kards, and 5 x 8” 
Giant Klip Kards or Kennel Kards. 

Clip on easily to cage or crate. 
Has holes to wall mount near 
grooming table or tub. Also has
collar and leash holder. Practically 
indestructible, won’t rattle and 
holds information cards securely.

#1951   Kage Kard Holder 3”x5”         $5.95
#1952   5 Kage Kard Holders 3x5      $27.95
#1953   10 Kage Kard Holders 3x5   $49.95
#1954   Kage Kard Holder 5”x8”          $7.95
#1955   5 Kage Kard Holders 5x8       $37.50
#1956   10 Kage Kard Holders 5x8     $69.95

Kage Kard Karrier
3” X 5” or 5” X 8”

Do you get tired of hearing 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!”

#6043    Poster/Frame             $59
#6044    Poster & Tip Sign 
 Special  (Reg. $74)     $69  

REQUEST READER SERVICE #6516

Order online at www.barkleigh.com • (717) 691-3388
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CRUISES
BAHAMAS PET PRO CRUISE 2010
Baltimore to the Bahamas
1/17/2010 – 1/24/2010
Baltimore, MD
(717) 691-3388
info@barkleigh.com
www.barkleigh.com

ALASKA PET PRO CRUISE 2010
June 2010
(717) 691-3388
info@barkleigh.com
www.barkleigh.com

HAWAII PET PRO CRUISE 2011
(717) 691-3388
info@barkleigh.com
www.barkleigh.com

ARIZONA
SUPERGROOM 2009
Featuring Ryan’s Pet Supplies
Open House
10/9/2009 – 10/11/2009
Mesa (Phoenix Area), AZ
(717) 691-3388
info@barkleigh.com
www.groomexpo.com

CALIFORNIA
GROOM AND KENNEL EXPO 2010
2/11/2010 – 2/14/2010
Pasadena, CA
(717) 691-3388
info@barkleigh.com
www.groomexpo.com

FLORIDA
Pet Care Services Assoc.
Fall Convention
10/13/2009 – 10/15/2009
Orlando, FL
(877) 570-7788

NDGAA “Fun in the Sun” Show
10/30/2009 – 11/1/2009
Kissimmee, FL
(724) 962-2711
ndga@nationaldoggroomers.com
www.nationaldoggroomers.com

IOWA
Iowa State Professional Dog Groomers
Midwest Groom Fest
10/16/2009 – 10/19/2009
Marshalltown, IA
(319) 372-5360
peavinelanepetspa@yahoo.com
www.iowaprofessionaldoggroomers.com

KENTUCKY
PETQUEST 2010
7/22/2010 – 7/25/2010
Ft Mitchell (Cincinnati OH Area), KY
(717) 691-3388
info@barkleigh.com
www.barkleigh.com

MARYLAND
PET PRO CRUISE
Baltimore to the Bahamas
1/17/2010 – 1/24/2010
Baltimore, MD
(717) 691-3388
info@barkleigh.com
www.barkleigh.com

NORTH CAROLINA
Cat Grooming Seminar
10/10/2009 – 10/11/2009
Greensboro, NC
(336) 852-9867
hayley@nanhall.com

RHODE ISLAND
New England Pet Grooming
Professionals Fall Festival
11/6/2009 – 11/8/2009
Warwick, RI
(508) 799-5236
claflin-lindacc@nepgp.com
www.nepgp.com

PENNSYLVANIA
GROOM EXPO 2009
• Off Lead Animal Behavior
Conference with Martin Deeley
9/17/2009 – 9/20/2009
Hershey, PA
(717) 691-3388
info@barkleigh.com
www.groomexpo.com

Show Ring Seminars
9/19/2009
Hershey, PA
(717) 691-3388
info@barkleigh.com
www.showringseminars.com

WASHINGTON
NORTHWEST GROOMING SHOW
3/19/2010 – 3/21/2010
Tacoma, WA
(717) 691-3388
info@barkleigh.com
www.barkleigh.com

2010 Calendar
Bahamas Pet Pro Cruise
1/17/2010 – 1/24/2010
Baltimore, MD

Groom & Kennel Expo 2010
2/11/2010 – 2/14/2010
Pasadena, CA

Alaska Pet Pro Cruise • June 2010

PetQuest 2010
7/22/2010 – 7/25/2010
Ft Mitchell, KY (Cincinnati OH area)

Groom Expo 2010
9/9/2010 – 9/12/2010
Hershey, PA

2011 Calendar
Hawaii Pet Pro Cruise

Groom & Kennel Expo 2011
2/?/2011 – 2/?/2011
Pasadena, CA

PetQuest 2011
7/21/2011 – 7/24/2011
Ft Mitchell, KY (Cincinnati OH area)

Groom Expo 2011
9/8/2011 – 9/11/2011
Hershey, PA

CANADA

ODGA Fall Groom Fest
10/03/2009 – 10/04/2009
Kitchener, Ontario
www.odga.camp7.org

Canada Grooms
11/15/2009 – 11/16/2009
Oakville, Ontario
www.petsupplyhouse.com/canadagrooms

09-10 CALENDAR OF EVENTS

To list your event, send it to sally@barkleigh.com
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Barkleigh Productions, Inc.
(717) 691–3388 • Fax (717) 691–3381
www.barkleigh.com • www.groomexpo.com
www.off–lead.com

Proverbs 19:27

The Living Bible

Proverbial Wisdom
Stop listening to teaching

that contradicts what
you know is right

CRUISES
BAHAMAS PET PRO CRUISE 2010
Baltimore to the Bahamas
1/17/2010 – 1/24/2010
Baltimore, MD
(717) 691-3388
info@barkleigh.com
www.barkleigh.com

ALASKA PET PRO CRUISE 2010
May or June 2010
(717) 691-3388
info@barkleigh.com
www.barkleigh.com

HAWAII PET PRO CRUISE 2011
(717) 691-3388
info@barkleigh.com
www.barkleigh.com

ARIZONA
SUPERGROOM 2009
Featuring Ryan’s Pet Supplies
Open House
10/9/2009 – 10/11/2009
Mesa (Phoenix Area), AZ
(717) 691-3388
info@barkleigh.com
www.groomexpo.com

CALIFORNIA
GROOM AND KENNEL EXPO 2010
WEST COAST PET INDUSTRY
TRADE SHOW
2/11/2010 – 2/14/2010
Pasadena, CA
(717) 691-3388
info@barkleigh.com
www.groomexpo.com

FLORIDA
Pet Care Services Assoc.
Fall Convention
10/13/2009 – 10/15/2009
Orlando, FL
(877) 570-7788

NDGAA “Fun in the Sun” Show
10/30/2009 – 11/1/2009
Kissimmee, FL
(724) 962-2711
ndga@nationaldoggroomers.com
www.nationaldoggroomers.com

GEORGIA
Atlanta Pet Fair
3/4/2010 – 3/7/2010
Alanta, GA
(770) 908-9857
atlantapetfair@yahoo.com

IOWA
Iowa State Professional Dog Groomers
Midwest Groom Fest
10/16/2009 – 10/19/2009
Marshalltown, IA
(319) 372-5360
peavinelanepetspa@yahoo.com
www.iowaprofessionaldoggroomers.com

KENTUCKY (OHIO)
PETQUEST 2010
7/22/2010 – 7/25/2010
Ft Mitchell (Cincinnati OH Area), KY
(717) 691-3388
info@barkleigh.com
www.barkleigh.com

MARYLAND
PET PRO CRUISE
Baltimore to the Bahamas
1/17/2010 – 1/24/2010
Baltimore, MD
(717) 691-3388
info@barkleigh.com
www.barkleigh.com

NORTH CAROLINA
Cat Grooming Seminar
10/10/2009 – 10/11/2009
Greensboro, NC
(336) 852-9867
hayley@nanhall.com

RHODE ISLAND
New England Pet Grooming
Professionals Fall Festival
11/6/2009 – 11/8/2009
Warwick, RI
(508) 799-5236
claflin-lindacc@nepgp.com
www.nepgp.com

PENNSYLVANIA
GROOM EXPO 2010
• Off Lead Animal Behavior
Conference
9/9/2010 – 9/12/2010
Hershey, PA
(717) 691-3388
info@barkleigh.com
www.groomexpo.com

WASHINGTON
NORTHWEST GROOMING SHOW
3/19/2010 – 3/21/2010
Tacoma, WA
(717) 691-3388
info@barkleigh.com
www.barkleigh.com

2010 Calendar
Bahamas Pet Pro Cruise
1/17/2010 – 1/24/2010
Baltimore, MD

Groom & Kennel Expo 2010
2/11/2010 – 2/14/2010
Pasadena, CA

Alaska Pet Pro Cruise
May or June 2010

PetQuest 2010
7/22/2010 – 7/25/2010
Ft Mitchell, KY (Cincinnati OH area)

Groom Expo 2010
9/9/2010 – 9/12/2010
Hershey, PA

2011 Calendar
Hawaii Pet Pro Cruise
To Be Announced

Groom & Kennel Expo 2011
2/10/2011 – 2/13/2011
Pasadena, CA

PetQuest 2011
7/21/2011 – 7/24/2011
Ft Mitchell, KY (Cincinnati OH area)

Groom Expo 2011
9/8/2011 – 9/11/2011
Hershey, PA

CANADA

ODGA Fall Groom Fest
10/03/2009 – 10/04/2009
Kitchener, Ontario
www.odga.camp7.org

Canada Grooms
11/15/2009 – 11/16/2009
Oakville, Ontario
www.petsupplyhouse.com/canadagrooms

09-10 CALENDAR OF EVENTS
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Barkleigh Productions, Inc.
(717) 691–3388 • Fax (717) 691–3381
www.barkleigh.com • www.groomexpo.com
www.off–lead.com

Proverbs 19:27

The Living Bible

Proverbial Wisdom
Stop listening to teaching
that contradicts what
you know is right.

To list your event, send it to sally@barkleigh.com
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“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 ev-
eryday 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!

Pet Care Series Brochures

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

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

Smoothie (#PS-3)

Kenn-L-Kards
and Run Kards

At Last! The Most Advanced
Boarding Kennel
System Ever Devised!y

3” x 5” Run-Kard is
completed at each visit
and attached to the
run. Contains all the
up-to-date information
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 designed  a 5” x 8” 
client record card with 
all the information the 
Kennel Operator needs! 
Kenn-L-Kards contains 
fantastic Kennel, Medical 
and Grooming Profiles.
This easy check system 
eliminates tedious hand-
writing. 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)

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
• Off Lead Magazine
• Pet Boutique & Spa

Magazine ... and More!

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

Calendar Paws
Red and white sticky-back label
with space to jot next appointment
date and time. Your client can affi x
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

t
x

g,

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

#1853 20 Pet Care Series – Puppy’s $9.95
#1852 50 Pet Care Series – Puppy’s      $18.50
#1854 100 Pet Care Series – Puppy’s    $29.95
#1855 500 Pet Care Series – Puppy’s    $99.00
#1856 1000 Pet Care Series – Puppy’s  $180.00

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

Flea (#PS-5)

The
Ferocious
Flea

The
Ferocious
Flea

Pet Care Series #5
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Pet Care Series #4

Puppy’s First Visit to the 
Grooming Salon will help your 
client prepare their pup for 
grooming. Beneficial before and
after the fi rst groom.

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

5/8”

1”

Order online at www.barkleigh.com • (717) 691-3388
REQUEST READER SERVICE #6516
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MV-1

R-1

R-2

R-3

R-5

R-7 M-1

R-9

R-6

R-4

 Inexpensive • Convenient • Colorful 
Just stamp your salon name, 

address, and mail them!
Fantastic as Total Reminder Program 

or between GroomOgrams!

MV-1 (back) See you at our new “digs!”

R-1 (back) Dear___________, You are probably very busy 
toy-tossing, napping and dining on gourmet canine cuisine. 
But, I know you like to look your very best. So, I’m sending 
this little reminder just to say that it is time for you to 
be groomed again. Please call for an appointment at your 
earliest convenience. Thank you. Your Groomer.

R-2 (back) Is your pet trying to tell you that he needs to 
be groomed? If so, please call for an appointment at your 
earliest convenience, before he fi nds the scissors! 
Your Groomer.

R-3 (back) All dogs benefit from regular professional 
grooming. For your pet’s continued good health, please call 
for an appointment at your earliest convenience. Thank you. 
Your Groomer.

R-4 (back) Dear_____________, I know you like to look your 
very best, smell your sweetest and feel great! Please remind 
your “Best Friend” that you are now due for a professional 
grooming. Thank you. Your Groomer.

R-5 (back) ...to remind you that your pet is due for 
professional grooming. Please call for an appointment, 
at your earliest convenience. Thank you. Your Groomer.

R-6 (back) Grooming is a PURR-fectly wonderful experi-
ence... when performed regularly. Call now for your pet’s 
next appointment. Your pet will PAWS-itively love you for it! 
Your Professional Groomer.

R-7 (back) Just a reminder that your pet is scheduled for 
a professional grooming on: _________ at__________. If it’s 
im-PAWS-ible to keep this appointment, please call at once. 
Thank you.

R-9 (back) It’s been Paws-itively wonderful serving you and 
your pet. Hope to see you again soon!

M-1 (back) ...but just can’t fi nd “hide nor hair” of your pet. 
Is your pet okay? Have you moved? Was your pet’s last 
grooming satisfactory? You are important to us and we’d like 
to hear from you. Please call at your earliest convenience. 
Thanks.

The Back Sez ...

Reminder Cards
(Indicate Style # When Ordering)

May Be Mixed in Packs of 100
 #574 20 Reminder Postcards           $10.50
#575 50 Reminder Postcards           $21.95
#576 100 Reminder Postcards           $31.95
#577 500 Reminder Postcards         $127.95
#578 1000 Reminder Postcards         $198.00

Postcards Cost Pennies ... But Reap $$$!
Give Your Clients a Gentle Nudge for Grooming!

Reminder & Klient Postcards

REQUEST READER SERVICE #6516
Order online at www.barkleigh.com • (717) 691-3388
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Exciting digest-sized 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!

#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 Speci� ed!

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

 Exciting digest-sized newsletter becomes 
your own personal Salon Newsletter!

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.

fantastic 50-100% response.

grooming clients will give it to their friends. Leave them 
anywhere there are pet owners — humane societies, 
veterinarians, kennels, pet shops, and breeders.

teaching them proper “between grooming” care. Over 10 
million Groom-O-Grams have been distributed by caring 
groomers like yourself.

May 10 (Summer), August 10 (Fall) and November 10 (Winter). 
Each issue deals with the seasonal grooming needs of pets.

Groom-O-GramsPAY FORthemselves inNEWand IncreasedBusiness!

Boost your income without
 getting one new Client!
 Keep a steady � ow of clients 
 in your grooming shop year round!
 Get your clients in every 4, 5 or 6 weeks with 
 this complete ready-to-use system!

• 5” x 8” File Box
• #1-31 Index Guides
• 200 of our most popular Reminder

Cards (50 each: R-2, R-4, R-5, R-7) 
• Instructions for instituting a

Successful Reminder Program.

Includes:

#676 1 Revolving Reminder System $59.95

Revolving Reminder System

 #1-31
Index Guides

High quality black raised printing on crisp white card 
stock. Choose one of our stock logos FREE.
Instructions: Circle logo of your choice and print your 
six lines of type clearly on the Order Form. Allow three 
to four weeks delivery time.

 #662 1000 Business Cards $49.95
#663 1000 Appt. Cards $49.95
#665 Extra Line of Type $2.95
#666 Custom Logo $19.95
#667 Custom Layout $25.00

High quality 
black raised 
printing on 
crisp white 
card stock. 
Choose one 
of our stock 
logos FREE.

Business Cards

Appointment Cards

Groom-O-Grams

Revolving Reminder System Business and 
Appointment Cards

REQUEST READER SERVICE #6516

Order online at www.barkleigh.com • (717) 691-3388
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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!

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 Certifi cates/Envelopes     $75.00
#607 500 Gift Certifi cates/Envelopes     $299.00
#608 1000 Gift Certifi cates/Envelopes   $500.00

Gift Certi� cate (#GC)

Sizes range from 2-3/4” to 4-1/ 2”. 
Great for breed club treats, fundraisers, 

sandwich cutouts, treats for your 
customers’ pets or kids, dough ornaments, 

and more. Dog Bone Recipes included FREE!

Poodle, Cocker, Scottie, Terrier, 
Collie, Setter, Mutt, Kitty, Large 
Bone, Small Bone, and Hydrant

#710 Kookie Kutters – 2 Bones + Hydrant       $8.50
#711 Kookie Kutters – 7 Dogs + Kitty              $19.95
#712 Kookie Kutters – Complete Set               $27.95
 Kookie Kutters – Individual (Indicate #)    $3.95

#700

#702

#704

#703

#706

#709

#701

#707
#705

#708

#699

This black metal holder will put 
your Groom-O-Grams, and 
Sympathy cards, at your client’s 
fingertips for maximum appeal. 
Special built-in “angle” feature for 
best viewing and response.
Buy several to place at Vets, 
Kennels, Pet Shops, etc. Keeps
your Groom-O-Grams and 
Sympathy Cards neat and easy 
to remove.

 Attractive header cards for Sympathy
Cards will promote sales.
For peg-board or counter top use.
Width is adjustable from 2-1/2” to 7.”

#685 Display Holder $5.95
#686 Display Holder for GroomOgrams      $5.95
#687 Display Holder for Sympathy Cards   $5.95
#688 5 Display Holders $26.95
#689 10 Display Holders $49.95

#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 Kanine Kookie 
Kutters

Display Holder Gift Certi� cate  Great for Pet Shops, Groomers,
Kennels, Trainers and more!

REQUEST READER SERVICE #6516

Order online at www.barkleigh.com • (717) 691-3388
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Barkleigh Productions Inc.
970W.Trindle Road
Mechanicsburg PA 17055 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 
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

#6060
$39.95

24 X 36

#6043
$59.00

11 X 17
Clear

Stand-up

Included
#6058

$29.95

8.5 X 11
Clear

Stand-up

#6059

$19.95

3 Sizes!3 Sizes!

Your Salon!

Huge
20” x 16” Size

Free Bag
with any $50 Order!

at Groom & Kennel Expo

Fun Poster for Fun Poster for Fun Poster for 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

REQUEST READER SERVICE #6517
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Need a clipper that's durable, quiet & easy to maintain?

1.800.prowahl
w w w. wa h l . c o m

#

New ister ibretto!

} }

REQUEST READER SERVICE CARD #6571
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FFaann cc yy FFii nn ii sshh eess
by Value Groom®

™

Show Off A Little. Complete Your Groom
With A Professional Fancy Finish!

0

REQUEST READER SERVICE CARD #6572
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