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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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New Year Resolutions

appy New Year! 2009 is the first time I can look back at
the previous year and say that I did not fail on any of the
resolutions that I made the previous year. Of course, last
year was the first year that I decided to not set myself up
for failure by making resolutions. I do the same thing that
most people do: I start great, and then lose momentum.

Then by mid-year, I pretty much have forgotten about my resolutions.
However, this column is not about me sharing what my personal

resolutions might be; it is about some resolutions for Barkleigh for the
upcoming year. I figure, if I put into print some of the ideas that we have bantered
about for a while, I’ll be obligated to follow through. No losing momentum, then
dismissing it when things get hectic.

With that said, the first goal is an idea that has been pushed aside
for too long. The grooming industry has awards for competitors, judges, writers,
and even for the groomer that can best perform unique grooming related tasks
in front of a camera. Winning any of these awards and titles is a great accom-
plishment. They provide a fantastic opportunity for our industry to honor many
deserving people.

When you look at the list of the nominees and winners of the Cardinal
Crystal Achievement Awards each year, you can’t help but be impressed with
the impact those people have had on our industry.

However, the one area of our industry that does not get the recognition
that it deserves is the full-time professional pet groomer. Groomer to Groomer
magazine is hoping to change that with a new set of awards dedicated to that
pet groomer.

I want this to be awards given “from groomers to groomers.” It seems fitting
that Groomer to Groomer magazine would promote these awards. I need your
input on how you think these should be set up and presented. What should be
the categories? How should nominations and voting take place? How should the
winners ultimately be decided?

The concept that I have in my head is for groomers to make nominations
based on the groomer’s achievements, community involvement and anything else
that separates him or her from others. Of course, it’s perfectly fine to nominate
yourself. If you don’t believe you are the best, why should anyone else think that
you are?

Finalists, then ultimately the winners, would be picked by Groomer
to Groomer readers. I figure the awards presentation would take place
at Groom and Kennel Expo in Pasadena (formally the Burbank show). Please
feel free to email me with your ideas and opinions.

Well, that was the first New Year’s resolution that I now have on record for
Barkleigh Productions. Putting it in print places a lot of pressure on me to actually
have to follow through.

For the second resolution I’m willing to publically commit to …oh, wait… it
seems I’m running out of space. Darn! I guess I’ll just have to keep it at one
promise for 2009. Have a great year!

H
Cover:
Designed by Lucas Colton
Photo Courtesy of Animal Photography

Off the Top of My Head by Todd Shelly
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2008 Winners Circle Tournament
at Groom Expo!
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Irina Pinkusevich with Nature’s Specialties
Representatives, Mary Meeks and Bob Harris.
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Irina was born and raised in the
Ukraine. She came to the United
States as a teenager. Irina’s first big
challenge was overcoming a language
barrier. When she arrived she did not
know a single word of English. Irina
learned the language, then studied,

worked, and went on to become an
American citizen.

While Irina was going to college,
she got a part-time job as a bather/
fluffer to help support herself. One
day Irina’s boss got very sick and
couldn’t work, so eighteen year old

Irina groomed all the dogs by herself.
That first day of solo grooming

was surely a trial by fire for the
young Irina, but she was determined
to do the best job that she could.

“When I face a challenge,” says

2008 Winners Circle Champion

Irina Pinkusevich

By Kathy Hosler

REQUEST READER SERVICE CARD #5733

Continued on page 53

There’s no stopping Irina
Pinkusevich when she

sets a goal for herself. This
enthusiastic, little dynamo thrives
on challenge and really performs
under pressure. She has worked
her way into the winners circle
and she plans to stay there.
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WWWProfessional Wholesale Pet Care Products Provider

Wgroom Worldwide

Aaronco | Andis | Bark-2-Basics | Cardinal | Coastal | Coat Handler | Double K | Edemco | Espree | EZCare | Fromm | Groomer’s Best
Groomers Helper | Happy Tails | Heritage | John Paul Pet | Lange | Metro | Muddy Creek | Petlift | Pet Tyes

Pretty Tyes | PVI | Romani | Shor-Line | Stazko | Stylist Wear | T&S Brass | VetLift Medical

A USA Company
http://www.wgroom.com Toll Free 877-783-3784

Grooming Apparel As Low As $1.79

Andis Super 2-Speed Detachable
Plus Clipper

$129.95

Bows As Low As $9.95
100 Pack

FREE Ceramic Hair
Dryer with Purchase

Package Deals
New Powder Coated Cages by Edemco

Stronger, More Affordable
Call Wgroom Worldwide for Pricing

Specials

Volume Discounts

Pretty Tyes

Andis Detachable Plus Clipper

$124.95

FREE 40 UltraEdge
Clipper Blade with

Purchase

Lease Purchase Options
Layaway Plans

Collars & Leads As Low As $2.10

REQUEST READER SERVICE CARD #5734
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C l e a n s e   •   M o i s t u r i z e   •   D e o d o r i z e

ORGANIC
70%

®

Green!TropiClean Goes Green!TropiClean Goes Green!

800.542.7387  •   FAX 636.327.8143  •   WWW.TROPICLEAN.NET

You asked, we listened. TropiClean products
have a fresh new face!

New customer-friendly packaging.

In the entire pet community, the only 100%
biodegradable container available! Bottle and
sleeve completely biodegrade within 180 days
in a commercial compost landfill.

New earth-friendly bottle.

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

Same luxurious, natural formulas.



Earth Friendly, Green Packaging. Tropiclean gallons and sprays are packaged in bottles made from 50% recycled material and
sleeves made  from a corn, potato and limestone polymer.  The bottle is 100% recyclable and the sleeve will completely biodegrade
within 180 days in a commercial compost landfill.

®

Green Initiative

TROPICLEAN  •  800.542.7387  •  FAX 636.327.8143  •  WWW.TROPICLEAN.NET

fresh . clean . naturalfresh . clean . natural

Call for your Trial Size!

...spend your days in Paradise!...spend your days in Paradise!
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First Place
Justine Cosley
My Little Pony

Third Place
Angle Kumpe

Caribbean Canine

Second Place
Lisa Kloid
Woofstock

Groom Expo Creative Contest Results
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prize. Irina works at Pet Lover
Central in Hallandake, Florida.
Winner of the PetEdge Super
Model Dog Contest was Olga
Zabelinskaya.

The Barkleigh Creative Styling
Contest was an exciting event,
with first place going to Justine

Cosley and her My Little Pony
design. Karen Stickel’s Panda
Bear entry took home the coveted
People’s Choice Award.

Class grooming tournaments
sponsored throughout the week-
end were; Tropiclean Mixed
and Other Purebreds, Andis

Poodle Tournament, Lambert Kay
Sporting Breeds and Gibson
Governor Terrier Tournament.

For information on next
year’s Groom Expo to be held
September 17 – 20, 2009, visit
www.GroomExpo.com or
call (717) 691-3388.
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The four finalists presented
their superbly groomed dogs

to the judges and to the spectators
that filled the ballroom at the Her-
shey Lodge and Convention Center.
Each one had earned the right to be
there by winning their own tourna-

ment. Now, their sights were set on
becoming the Best In Show.

The judging panel made their
final deliberations, and then lifted
the gleaming trophy from its place
of honor. A hush fell over the room
as they walked on the stage to make

the presentation. Amid thunderous
applause and approving cheers,
they placed it in front of the flaw-
lessly groomed English Springer
Spaniel, and the stylist who put that
spectacular groom on him – Greta
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Continued page 16

By Kathy Hosler

2008 GroomOlympics
World Champion

It was the culmination of two days of intense competitions.
The winners of the Gibson-Governor Terrier Tournament,
The Lambert Kay Sporting Tournament, The Tropiclean
Mixed and Other Purebreds Tournament, and the Andis

Poodle Tournament entered the ring.
Only one of them would achieve the ultimate victory.

Only one could become the 2008 PetSmart
GroomOlympics World Champion.

Greta Dalrymple
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Dalrymple.
Greta had just become the 2008

GroomOlympics World Champion!
Greta hugged her dog and the tro-
phy as tears of joy splashed down
her face, as PetSmart Representative
Jeff Gibson, presented a check for
$5000.00.

“I almost lost it, when they

called my name,” a thrilled Greta
said breathlessly. “I was competing
against really great dogs. It was
awesome!”

World Champion…What a fan-
tastic accomplishment! How was
Greta able to achieve such an amaz-
ing feat?

“I have always had a love affair
with animals,” said Greta. “I knew I
wanted a career that involved ani-
mals, but I thought I might become
a veterinarian. Being a dog groomer

never occurred to me. We only had
Labs when I was growing up and
they never went to a groomer.”

“I went to college and got a de-
gree as a veterinary technician,”
Greta recalls. “And for five years I
worked in an animal hospital.”

Greta bought herself an English
Springer Spaniel. One day when she
picked her dog up from being
groomed, Greta talked to the
groomer and asked him what it was
like to make a career from groom-
ing.

A few months later, Greta en-
rolled with a local groomer who gave
lessons. “I apprenticed under her for
ten weeks,” said Greta, and added
with a chuckle. “Then I was turned
out into the world.”

Greta discovered that she had a
real talent and love for grooming
and she has been grooming since
1996.

The depth of her love for ani-
mals surfaced again in a big way.
Greta flashed a big smile and said,
“When I got engaged to be married -
instead of an engagement ring, I got
an engagement puppy. He was a
beautiful liver and white Springer
Spaniel that I named Stoney.”
(Stoney is the same gorgeous dog
that Greta won with at the 2008
Groom Olympics World Champi-
onship.)

Greta attended many dog shows
and watched with keen interest how
they groomed the dogs. She began
showing Stoney and as an
owner/handler she completed his
championship.

Shortly after finishing Stoney’s
championship, Greta entered her
first grooming competition – even
though she had never watched one.
Her debut was at the 2001 All Amer-
ican Grooming Show in Chicago, Illi-
nois. She entered and won division
C, then she won the Best Sporting
Dog, and continued on to capture
the Best In Show honors.

“That really knocked my socks
off,” exclaimed Greta. That weekend
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Greta Dalrymple
Continued from page 14

Continued on page 17
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was the beginning of Greta Dalrym-
ple’s awesome career in the contest
ring.

She began entering grooming
competitions and piling up victories.
“I made Groom Team in 2001, my
very first year of competing,” said
Greta. “I have also been a Groom
Team member in 2006, 2007, and
2008.”

One thing that really helps
Greta in the contest ring is her
pre-groom preparation. “I think that
the pre contest preparation is at
least half the groom,” Greta says
emphatically. “The way you bathe
and blow dry a dog can make or
break the finished groom – whether
it is in your salon or in the show
ring. Using the right products and
techniques make it so much easier
to get a good finish on the dog.”
Then she adds, “On competition

day, it is not unusual to get up at
2:00 or 3:00 A.M. to bathe your
dog.”

Greta has a huge support
group. “Of course, my husband is
my biggest fan,” says Greta brightly.
“And my parents are very proud of
me.”

Greta owns and operates Top
Notch Grooming Salon in Niles,
Michigan. “I have a Wall of Fame,
loaded with pictures and awards,”
Greta says. “My clients love it and
always ask me about my competi-
tions and wins.”

What are Greta’s plans for the
future?

“Being on Groom Team is a huge
accomplishment for me. It validates
everything I’m doing as a groomer,”
says Greta emphatically. “I am hop-
ing to earn a spot on the traveling
Groom Team and compete in Ger-
many next year – with a Springer
Spaniel of course. Sporting breeds
are my specialty. Springers are
where my passion lies. I understand

and connect with the breed.
“I also want to compete more

with other breeds and concentrate
on learning techniques that I have
not yet mastered. I hope to be able
to do more showing and I also want
to do some teaching.”

This year so far, Greta has won
many awards including, Best
Groomed Dog at the NDGAA Groom
Fest in the Carolinas, Best in Show
at PetQuest, and Best Groomed Dog
at Intergroom. She was also named
International Groomer of the Year at
Intergroom.

It’s clear that even a roomful of
awards and the fame that goes with
them has not changed this sweet,
hard working, down to earth gal.

“At the end of the day, I’m just a
groomer,” says Greta. “I try to be
nice to everyone and do the best job
that I can. Whether it’s the Schnau-
zer down the street or the Springer
in the competition ring - I feel that I
owe them my best!”
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Greta Dalrymple
Continued from page 16

www.PetsSpark.com

Pets’ Spark works to eliminate
bacteria which causes stains around

the eyes, mouth and feet.

Your dog and cat can be
100% tearstains free!

Pets’ Spark brings back the glow in the eyes of our Angels!we care

REQUEST READER SERVICE #5740REQUEST READER SERVICE CARD #5741
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Groom and Kennel Expo
Moves To Pasadena
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room and Kennel Expo will be making a big change and moving out
of Burbank, CA and into Pasadena, CA. The Expo will be held February
12 – 15th, 2009, at the Pasadena Convention Center and will feature a
trade show with 90+ booths, grooming contests and seminars for all lev-
els of grooming ability.

Speakers for the event include: Groomer Has It Contestants Will
Comparsi, Jonathan David and Kathleen Sepulveda; Teri DiMarino; Tim
Prior; Marlene Romani; Gan Wee Yet; Mike Mailman; and the IPG team of
Linda Easton and Hayley Keyes.

All day seminars include Marlene’s Fast Track to the Grooming In-
dustry; Teri’s Brusher Bather Certificate Program and All In a Day’s
Groom; and IPG’s Certification workshop. Other seminar’s are Shave
Down Alternatives, Grooming with Less Stress, Nash Salon Series, Groom-
ing the Big Dogs, Short and Sassy!, Shears 101, Poodle Topknots, Thin-

ning Shears, Dealing with Aggressive Dogs, Grooming Goldens and Connecting the Bones.
Check out the contests to be held at this exciting Expo! These include the Andis World Cup Grooming Games which

are broken into four sponsored tournaments – Poodle, Terrier, Mixed and Other Purebreds, and Lambert Kay Sporting
Breed; the Super Model Dog; Nature’s Specialties Winner’s Circle Tournament; and Creative Styling Contests.

The host hotel is the Hilton Pasadena, which boasts modern convenience with a retro flair. The city of Pasadena is
well-known for its cultural abode, an architectural haven, a hub for art and home of the Tournament of Roses Parade.
Visitors can explore every facet of the city’s quarters by foot, starting in Old Pasadena, then up to One Colorado, over to
Playhouse District and finally to tree-lined South Lake Avenue.

For more information, contact Barkleigh Productions at (717) 691-3388, e-mail info@barkleigh.com or
www.groomexpo.com. Request Reader Service Card #5723.

G
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“When I use theAirMuzzle on cats they just
relax as if theywere semi-sedated. I get total

cooperation. It’s fast, it’s easy and totally amazing!”
Groomer Danelle German, Simpsonville, SC

Here’s what groomers have to
say about the Air Muzzle—

MAKE EVERY GROOMING OPPORTUNITY
SAFE AND PROFITABLE!

Are Your Clients Cranky?

The Air Muzzle pet restraint system
controls cats and small dogs safely

• Offers an unprecedented level
of bite protection

• Applies quickly and easily
• Weighs less than 9oz.
• Comfortable for pets; they

begin to relax immediately

Ideal for cats and small, flat-faced dogs!

Call today and save $20!
List $89.95

Ad Price $69.95
Limited Time Offer

800.762.7877 ext. 508

Air Muzzle® is a registered trademark of Soft Paws, Inc., Lafayette, LA and is exclusively
distributed by SmartPractice, Phoenix, AZ.

Soft Paws is a registered trademark of Soft Paws, Inc., Lafayette, LA. Patent # 6,082,309,
6,227,148, Other patents pending. Made in USA. 71806_1008

See demonstration online:
vet.smartpractice.com/airmuzzle

REQUEST READER SERVICE #5744
REQUEST READER SERVICE #5745

Pacific Northwest
Groom • Board • Boutique Show

The Pacific Northwest Groom, Board and Boutique Show
arrives in Tacoma, Washington at the location of the

Greater Tacoma Convention and Trade Center on March 20th
to the 22nd, 2009. Last year, the show featured nearly 30
booths and 558 pet care professionals attended the three-day
grooming show.

This year, top speakers and seminars will return to the
show. Trade show exhibitors will showcase new products, and
offer show specials, and a wealth of information, products and
services to meet their needs. New this year are boarding and
boutique products.

Tim Prior, Director of Practical Applications with the Nash
Academy, will be presenting the Nash Salon Series. This semi-
nar teaches the foundational principles of grooming. Learn
how to create beautiful expressions and profiles on everyday
salon pets and raise the standard in your salon.

The Model Dog Tournament will be returning for the sec-
ond year. For more information on Pacific Northwest Grooming
and Boarding Show, Request Reader Service Card #5724.
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Metropolitan Vacuum Cleaner Co., Inc., One Ramapo Ave., P.O. Box 149, Suffern, NY 10901 • Fax: 845-357-1640Since 1939

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, an MSRP of under $130,
the QuickDraw™ will also be a great moneymaker for you!

Air Force®

Commander®

Air Force®

Master Blaster®

Air Force®

Blaster®

Patents Pending

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

220 Volt Models Available

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

M
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So far the recession has not
affected my business but I

am a new business and really have
no data to compare to. I use a Pre-
ferred Customer call back, and
schedule my clients every six to
eight weeks. I offer a discount for
Senior Citizens and for client refer-
ral. Up to this point it has worked
well. Joyce Collins, Wyoming
Westies Grooming & Kennel, Inc.,
Mountain View, WY

Business is fair but we are a
new start up. We have been running
10 months with LOTS of advertis-
ing. We offer FREE tooth brushing
or nail painting or some type of add
on to motivate clients. We are start-
ing frequent grooming cards the
first of the year.

I am in a small town, and it has
hurt us very much. I have had to
take on a second job, grooming for a
major corporation, and staying open
two days a week. For the slump, we

offer valentine day’s specials – bring
in your sweetheart for a groom at a
percentage off. Shari Pratt, Shari's
Pet Grooming, Woodland, CA

I still provide a high quality
service to my clients to let them
know I won't sacrifice quality on
them and they know it and continue
to come. I motivate them by pre-
scheduling everyone when possible
on a four, five, six or eight week
schedule. This definitely helps me
stay busy during January and
February. Rebecca Reeves,
The Pet Barber, Sutton, MA

As of right now I am only seeing
a drop in the amount of tips. Fortu-
nately, being in the Washington,
D.C. suburbs does help with the
slow down in the economy due to
the many government workers, and
the businesses that have contracts
with the government. I'm mobile
and my business is growing with
new clients booking and with repeat

business. For the January/Febru-
ary slump, I spend a lot of time try-
ing to educate my clients about coat
care. Those who do like a shorter
trim in the summer now will have
the dogs still groomed on a four to
six week appointment during Janu-
ary and February but with a longer
style trim. Generally in late October
I start discussing with them about
the length with the thought of Janu-
ary and February in mind. Connie
Wilson, Sittin' Pretty Mobile Dog
Hairstylist, Bowie, MD

The recession has affected my
business dramatically, being a large
breed dog and cat groomer in Las
Vegas. I actually had an owner tell
me that if it came between getting
HER nails done and getting the dog
groomed that her nails come first!
Many loyal clients are continuing
coming in, asking if I am raising
their prices. I do NOT raise their
prices since the majority of them
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Continued on page 24

Groomer’s
Roundtable

The Roundtable Question:
• How is the recession
affecting your business?

•How are you combating
its effects?

• What are you planning to
do to motivate your clients
during the January and
February slump in grooming?
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leave a tip. My biggest gripe is trying
to explain to owners that skipping/
spreading out groomings for their
pet is not only hard for the groomer
but for their pet because it entails
more time, brushing out, etc. Moti-
vating clients after the holidays is
difficult. I think for these two
months I will offer a discount when
paying cash, free Furminator service,
and free nail trim between groom-
ings. I don't think the "refer a friend,
receive $5 off" works during these
months. Tammy Harper, Tammy
Harper Grooming, Las Vegas, NV

I think the recession has made
people stretch out their grooming
appointments. Combat it with better
service. Even just talking about the
weather, jobs, kids, etc makes my

clients feel special. Also bringing in
special packages for the holidays
does help. I am not afraid of giving a
few freebies away to walk ins. Make
them feel special so they will come
back. Raise prices on the once a
year grooms since you usually work
twice as hard. I give out coupons at
Thanksgiving time for January or
February groomings as a thank you.
Lucy Molina, Lucy's Pampered Pets
LLC, Williamston, MI

It hasn’t affected me much. We
have actually gotten busier in the
last month or two. But I am in a
high upscale area and I’m sure that
has a lot to do with it. When all this
started, to insure that I wouldn’t get
hurt by any of it, I started putting
together low cost combo packs and
that brought people in like crazy. I
say it’s better to groom a dog for less
than not to groom a dog at all. At
least something is coming in rather
than nothing. During that time in
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The Groomer’s Roundtable
Continued from page 22

REQUEST READER SERVICE CARD #5749

REQUEST READER SERVICE #5748

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

Continued on page 26
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Next Events

REQUEST READER SERVICE CARD #5750
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the beginning of the year, I offer
discounts like 10% off on my slow-
est days of the week and we always
have little contests and fun stuff
going around making sure people
get through the door. It seems to
work. Lisa Roberts and Roberto Mel-
gar, Classyk9cuts.com

We are not really noticing any
difference at the salon we own right
now. We have been around for 24
years and have a great clientele.
Thank God! During the January
and February months we still keep
busy. Everyone re-books their dogs.
We stress the importance of nail and
ear maintenance. Even if they are
not wanting the coat any shorter, it
still needs combed and bathed. Kris
Satkoski, The Gold Clipper, LaPorte, IN

I have been more affected by
older dogs dying in the last three
months. I have had several clients
change from a standing four weeks
to six weeks.

I offer FREE services such as
teeth brushing and nail clipping on
other dogs in the home. $5.00 off for
services and $5.00 per referral. Dis-
count Mobile Pet Grooming, Phoenix
Arizona

Recession or not, I have never
considered not mailing out reminder
cards monthly (For Barkleigh Re-
minder Cards and GroomOGram
Samples request Reader Service
Card #5727), to clients eight weeks
out on their grooms. It has built my
business in my opinion, faster, and
keeps me protected if there is a
slump out there. I am in an affluent
county, and I have not seen it yet,
but I don't wait for things to start
slumping before I do anything. Stay-
ing on top of things prevents one in

the first place. A personal note, and
a single stamp, can truly work
magic. Last year in January, having
heard it would be slow, I sent out
reminder cards to all as usual, but
also, to any client that had not been
here in six months or better. I sent
$5.00 off coupons to them, to en-
courage them to come back. You
won't believe the clients that came
in on those coupons. Mostly dogs
and owners that truly needed the
break in price. I maintained my av-
erage in January, and in February,
I broke my previous monthly record
for dogs groomed and income
produced.

This is the first year that our
business has not slowed in Septem-
ber and October. November and
December have been very good for
business as I am sure is the case
with other grooming establishments.
The big problem in our area is
groomers that do pets in their
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Continued on page 28

REQUEST READER SERVICE #5752REQUEST READER SERVICE #5751

The Groomer’s Roundtable
Continued from page 24
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homes or go into people's homes
and groom dogs for much less than
what we charge. I am not talking
about mobile groomers. Just indi-
viduals with NO overhead, insur-
ance, license in the city, "cash only"
grooming. This is my fifth year and I
have a good customer base. We av-
erage about seven to ten dogs per
day. Not making huge $$$$ but we
continue to grow each year.

Every Christmas we have given
the pets a small gift, i.e. toy, treats,
etc. and sent Christmas postcards.
This year we are giving a "thank
you" to our regular, consistent cus-
tomers who visit our shop during
November and December of $3.00 to
$5.00 off our grooming services dur-
ing January and February. I am not
a supporter of discounting my

grooming services; however I do not
need a slow month like I endured
last January. Myra Talbot, The
Village Groomer in Parkersburg, WV

As with most businesses here in
South Carolina, I have noticed a sig-
nificant slowdown in business. I am
not losing clientele, but am realizing
a need for the clients to "stretch" the
time between their next scheduled
grooming. My tips from these clients
remain the same but there is that
need to stretch out the time in be-
tween grooming. To help my clients
during this time I am recommending
shorter clips than normal, more
thinning of long coat and showing
clients how to perform brush outs
more effectively at home. My limited
retail has increased slightly.

I have built my business to be
more “friends oriented” and refer to
my clientele as such. Because this
approach I have been able to main-
tain business during periods other-
wise known for being slower than

normal for most business owners.
The friendship is based on complete
honesty and total trust in each
other...sometimes it can bite me in
the rear end but for the most part it
has worked to my benefit. Chuck
Floyd, Chuck's Pet Grooming,
Greenville Kennel Club

The recession that we are expe-
riencing has affected us only in a
way that some clients are extending
their standing appointments an
extra week or two. Most of them
haven't changed anything....but we
do book standing appointments for
our clients. You know what income
you have and will have next month.

The holidays are extremely busy
for us, since we do book most of our
appointment slots with standing
clients. If we are able to fill appoint-
ments during that time with new
clients we explain our standing ap-
pointment policy. When they see the
beautiful haircut their “baby” got,
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The Groomer’s Roundtable
Continued from page 26

Continued on page 30
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that the dogs are happy and can see
that we treated their pet with care,
we tell them that it is a good idea to
book ahead so they ensured a time
slot. They don't hesitate.

We also remind (CONFIRM)
all appointments by phone the day
before, giving them time to 1) re-
member or 2) reschedule during the
previous day so we don't end up
finding out surprises the day of the
appointment and have time to fill it.

The recession has caused peo-
ple to wait longer between groom-
ings, so I am seeing more matted,
and dirtier fur kids come through. I
have gotten some great tip$ because
they have waited and knew the dog
was a mess. Do your best, stay up-
beat and keep smiling. During Jan-
uary and February, the weather has

a lot to do with client load but I
don't see that much of a drop off.
Spring rains seem to bring more
negative numbers. Good luck to
everyone in the coming year and
Happy Holidays. Vicky LeCleir, Hair
O' the Dog Pet Grooming /Pet Sup-
plies, Hillsdale, IL

It has slowed down. Things are
picking up since I have made all the
'add on's' free with groom. I also
took advice from last month's
Groomer to Groomer and I started
"Pass The Bone" where a client gets
$5 off if she gives the card to a
friend. It seems to make people
happy. I make sure to make a big
deal out of taking pictures of dogs
and having a "Dog of the Month." I
make that dog my cover dog for the
month on my website. Candace
Shellnutt, PetShack Grooming,
Snellville, GA

Many of my customers are
stretching their grooming out to ten

and twelve weeks instead of six to
eight weeks. Some customers have
cancelled service all together. I am
recruiting new customers through
networking groups, through mar-
keting and advertising and I am
pampering my existing customers to
retain their business and loyalty. I
have also added two new services to
my business that are really taking
off. Dodie Sable, ANY PET
GROOMED, Lenhartsville, PA

The recession has affected our
business slightly; however we find
that even in these tough times our
customers still want their babies
taken care of, just not as frequently.
We try to accommodate them as
best as possible and offer incentive
programs like Loyal customer re-
wards, Internet specials, customer
referral discounts, and pre-paid
grooming with discounts. The
majority of our business is repeat
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The Groomer’s Roundtable
Continued from page 28

Continued on page 32

REQUEST READER SERVICE CARD #5757
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customers on a regular schedule
ranging from two weeks to six
weeks. During the slower months
we try to get more involved in the
community like local shelters and
dog parks to promote our business
and help local organizations. We
also try to attend local pet expos
and conventions to get new ideas
and to promote more new business.
If all else fails, then we contact cus-
tomers that we haven’t groomed in a
while to try to keep an open means
of communication. And advertising

helps a lot. David and Laurie Seda

My business has definitely
taken a turn for the worse in the
past few weeks. I was considering
calling groomers in my area to see
where we all place orders from to
see if we could get something going
to save on shipping costs. I am also
considering running discounts in
the newspaper because I figure that
some money is better than no
money. Otherwise I will just take
some time to spend with my daugh-
ter while I have the opportunity. We
usually send, email or hand out
Christmas Cards right after Thanks-
giving to all customers who have
come in during the entire year. This
year we are going to include a

coupon for them to use in January
and February. I figure that with the
economy the way that it is a coupon
will entice them to come in during
those slow months. Michelle Evans,
Dip -N- Clip Dog Grooming, LLC,
Niles, Ohio

It’s hard to make ends meet in
these hard times that we all share. I
do all my advertising on craigslist
and have never spent a penny on it
and have offered a free grooming for
the month of December. The cus-
tomers love it and feel that it’s nice
to get something for free now days;
no one gives anything free anymore.
Brenda

I have a small but very regular
client’s base, and their dogs are
their family. They would give up
something else for their dog. I
believe in quality not quantity so I
really think this is my key to com-
bating its effects. In Australia it is
summer and school holidays so I
take a holiday in January and a lot
of my clients take a holiday after
Christmas so it fits in well. My
clients have regular bookings so in
this way I am constantly booked. A
constant turn over makes life easier
for both you and the canine client.
Deborah Ryan LCGI, Dog Grooming
Australia, NSW, Australia

The recession has a big impact
on my business. I recently moved
back to Delaware and started up my
mobile business at what is probably
the worst time economically for new
businesses. People have cut their

spending in these hard times and
are either having their pets
groomed less often or choosing to
take them to a groom shop which
is less expensive. To combat this
effect I have had to be very cre-
ative with my marketing. I have
used more coupon ads in both
the local paper and coupon mag-
azines, dropped flyers off at all
the model homes in the area to

SHEARS

STOP at our booth #1904 at the

Private Label & Distributorships Available

www.c-monshears.com
www.kleincutlery.com
www.scissorsonline.com

1-800-346-2666 x101
H H H H H H H H H H H H H H H H H H H H H H H H H H H H H H H

Heritage® Saber, Stiletto

KLEIN
C U T L E R Y

C-MON®uC-MON®u
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be passed out to the new home buy-
ers, and revisited the local vets and
pet stores with business cards. I
even made a point of driving my van
to the voting polls (which actually
gave me one booking already). I
have even offered a temporary gas
break since the price of gas has
gone down by half. For the months
of January and February I will prob-
ably try offers such as free teeth
brushing or free blueberry facials to
go along with the groom. Christine,
Top Dog Styler Mobile Grooming

Salon, Smyrna, DE
I have been lucky. I have only

lost one client because their over-
time was taken away. All my clients
are still with me. My January and
February months are still booked
full. The only time I have trouble is
when the weather is bad and I have
to cancel. I'm a mobile groomer.

I think we are seeing people
going longer in between visits. Also
they are not doing any add-on pack-
ages, just the basic groom or bath.
We are seeing a lot shorter cuts so
the grooms last longer in between. I
work for a corporation so they are
sending out coupons for $10 off
bath or groom or a coupon for a free
add-on package. As far as the
Jan/Feb slump this is when I really
count on my request customers. I
also try to get them to re-book the
day of the appointment and if they
don’t I make sure I give them a call
at eight weeks and remind them.
Kellye Douglas, PetSmart, Clay, NY

Business is definitely slower
than in past years. There seems to
be a lot of bookings on certain days
but hardly any on others. Perhaps
this coincides with paydays? Some
of the regulars are booking longer

periods between appointments too.
I'm offering a Client Referral
Program where the client gets $5 off
their next groom if they refer some-
one who books (and keeps) an ap-
pointment. I've also sent out Holiday
Reminder cards urging people to
book ahead for the Thanksgiving
and December holidays. I promote
oatmeal baths during January and
February to address that dry, itchy
skin pets get from the heat being on
in the house. I also try to educate
my clients that a matted coat is not
a warm coat. Susie's Dog Grooming,
LLC, West Haven, CT

The recession is putting a dent
in my business, I closed an extra
day during the week and I book
heavier the other days. I plan on
handing out a coupon for people
that bring their pets in December
for the Christmas grooming, offering
for the month of January 40% off a
bath and trim. This way I bring
back in clients that just had their
pooches groomed and it shouldn't
be much work for us and they get a
great price on maintaining their
pooch, for the month of January.
Maybe offer 20% for those who wait
till February. Liz
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GT1-BV Electric GT20H HydraulicGT20E Electric

HG1 Round Base

6” HEIGHT

42” HEIGHT
LOW BOY™ Electric Grooming Table

6 to 42 inch Adjustable Height

Additional Models Available
Phone: 845-276-2300

E-Mail:
Tables@AscotProducts.com

www.ascotproducts.com

Professional Line of
Grooming Tables

HG7 H Base
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Questions
for the Queen of Color, Dawn Omboy

Proverbial Wisdom
Ill-gotten gains
brings no lasting

happiness;
right living does.

Proverbs 10: 2
The Living Bible

Can I color hair that has
not been washed first?

A. Yes. Small areas such as ears
and tail or tail highlights can be
done before the initial pet bath but
if the pet is extremely dirty I would
not recommend it. The difference is
that dirt and debris in the coat and
on the hair shaft may become
trapped in the hair cuticle and
cause damage as the cuticle is held
open by the debris.

Coloring the hair in this state
will allow the dye to penetrate the
hair but may also leave coat damage
and invite matting if the coat is not
thoroughly cleaned after the rinse
out. Wash as usual after processing
the color product for the recom-
mended time, usually 10-30 min-
utes, depending on the color
medium you choose.

Follow with a good conditioning
rinse to close the hair cuticle, thus
helping to seal or lock in the color.
This will help keep a brighter color
lasting longer. Damaged hair/cuticle
should be treated well with condi-
tioners because cuticle cannot re-
pair by itself once it is damaged.

B. To color clean hair, which I
use most for all over or large area

coverage and competition grooming,
use a good clarifying shampoo to
bath your dog. Either add baking
soda to the shampoo or follow the
shampoo with a baking soda rinse.
This will open the cuticles of the
hair shaft to allow dye to be more
accepted into the hair.

You may heat set the color with
a warm blow dryer to speed up the
process, after a processing time,
rinse your dog with cool water until
the water runs clear, and follow with
a good conditioner or vinegar rinse
to close and seal the hair.

Cuticle, the outer layer of the
hair shaft, defines smoothness and
shininess – because it can be seen
and touched. Hair (cuticle) may get
damaged by abusive brushing and
combing, overexposure to sunlight
(UV), or rough play.

Your coloring result is

influenced by many different
factors from hair-type and begin-
ning color - to diet, health and ge-
netics. What works for one coat may
not work for another of the same
type and the color sometimes will
“fall out” or hold depending on the
health of the hair itself.

If the hair is fine and soft, and
your natural color is light, then it is
more likely to be influenced by color
mediums and will color stronger
than expected.

Hard coats and dark coats are
less likely to be influenced by color
mediums and will color weaker than
expected. In addition, color tends to
deposit more strongly initially, then
fade away more quickly onto dam-
aged or color-treated hair.

Questions for the Queen? Email
me at dawn1@petstore.cc

REQUEST READER SERVICE #5767

CANINE MASSAGE THERAPY (CMT)

EQUISSAGE©

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

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

For a free brochure call: 

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

Visit our web site: www.equissage.com   ·   E-Mail: info@equissage.com
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a divison of Enjoy the

Power
of the
GERMAN RED CLIPPER! 

The #1 choice of professional
groomers in Europe!

Most powerful pet clipper!

Unmatched cutting performance!

Extreme reliability - up to 10 years 
warranty!

Premium quality product “Made in
Germany”!

EXPERIENCE IN PET CLIPPERS 
SINCE 1913!

To order or for more 
information please contact:

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

VE
07

01
9

Authorized Dealer
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Coat Types Part One

By John and Vivian Nash
The Nash Salon Series…

About Coat Types
Can you imagine an Airedale

Terrier with a coat like a Standard
Poodle? In many cases, the basic
body types of many dogs are the
same, making the coat the "trade-
mark" or defining characteristic for
that particular breed.

The many books which discuss
coat types generally focus on plac-
ing coat types in either very generic
groups or very specific groups.
When we understand the different
coat types in detail, choosing the
right products, tools and techniques
is easy. Listed below is a list of the
various coat types, a breed example
of the coat type and the natural or
man made coat growth pattern for
that coat type.

Short Coat Type
The short coat type naturally

follows the contour of the dog's body
and has a very visible coat growth
direction but no coat growth pattern
due to the length of the coat.

In this type of coat you see a
short top coat and hardly any un-
dercoat. The remains of undercoat,
if any exist, are found around the
withers and the neck area and
sometimes in front of the tail.

In the breed standard, in the
ideal situation, this type of coat is
described as having no evidence of
undercoat at all. The short coat type
is determined, which means that it
grows to a specific length and sheds
in a block or band pattern.

Breed Example:
Boxer 1a;1b

Smooth Coat Type
The smooth coat type has a

visible coat growth direction and
a slight coat growth pattern. The
natural coat growth pattern is most
obvious in the contrast between the
shorter coat on the head and on the
legs and the slightly longer coat on
the body and tail creating the begin-
ning of a very short front and rear
frill and skirt.

The length of the front and rear
frill, along with the skirt, although
not much longer than the rest of the
coat on the dog, is determined by
the individual breed.

As the name suggests, this coat
type has a smooth appearance with
the top coat being longer than the
undercoat and laying flat, following
the contour of the dog's body. The
smooth coat type has determined

Continued on next page

© 2008 Nash

#2
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hair growth and sheds in a block
or band pattern.

Breed Example:
Bloodhound 2a;2b

Medium Smooth
Coat Type

The medium smooth coat type is
referred to as being the most original,
meaning it is closest to the wolf and
to the earliest dog's coat type. This
coat is double, with a top coat and a
thick or dense undercoat which is
never longer than the topcoat. Also,
this coat type has a closed structure,
meaning that it lays flat instead of
standing out and it must be straight,
never curly.

There is a visible coat growth di-
rection and a natural coat growth
pattern. The coat growth pattern is
most obvious in the contrast between
the short hair on the head and legs,
and the longer hair on the body and
tail. The top coat is longer than the
undercoat and lays flat, creating a
jacket appearance with the beginning
of a short apron, skirt and trousers,
with furnishings on the legs.

The length of the hair on the top
of the tail is typically the same as the
jacket, and the length of the hair un-
derneath the tail is typically the
same as the hair on the trousers,
without giving a feathered or fringed
appearance. As the name suggests,
this coat has a smooth appearance,
and demonstrates determined hair
growth that naturally grows to a spe-
cific length and stops, and sheds in
a block or band pattern.

Breed Example:
German Shepherd Dog 3a;3b

Nordic Coat Type
The Nordic coat type has an open

structure, meaning that the top coat
stands out because there is so much
undercoat. This heavy undercoat
lifts the topcoat, showing the coat
growth pattern, but very little coat
growth direction.

The coat growth pattern will
be most obvious in the contrast
between the short hair on the head
and legs, and the slightly longer coat
on the body and tail. We see a coat
growth pattern around the neck
area, creating the beginning of a
mane, skirt and trousers with slight
feathering on the legs. The length of

Continued on next page
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REQUEST READER SERVICE #5770

2B – Bloodhound

1A – Boxer

1B – Boxer

2A – Bloodhound

The Nash Salon Series
Continued from page 38
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the hair on the top of the tail is typ-
ically the same as the jacket, and
the length of the hair underneath
the tail is typically the same as the
hair on the trousers without giving
a more or less feathered or fringed
appearance.

The amount of undercoat lifts
the topcoat, giving a somewhat
open appearance to this coat type,
which is most apparent in a full
winter coat, and less apparent in a
summer coat. The lifting of the top-
coat is due to the ratio between the
topcoat and undercoat, which sets
this coat type apart from the
medium smooth coat type, which
has a lesser number of undercoat
hairs per topcoat hair.

The Nordic coat type is
determined, which means that the

coat grows to an approximate or
determined length and then stops.

Breed Example:
Norwegian Elkhound 4a;4b

This article has covered the four
most natural coat types that require
very little trimming due to the length of
the coat. These coat types also require
basically the same types of products
and tools to properly care for the
coat.We have placed these coat types
in the natural trim style category. We
use the Naturally Short Trim Style, the
Naturally Smooth Trim Style, the Natu-
rally Medium Smooth Trim Style and
the Naturally Nordic Trim Style. Pet
families love these individual trim
style names because it makes their
pet very special. In fact, at Nash we
never refer to this group as just a
"bath and brush". We have covered
the first four coat types and the basic
trim style names for these coat types
and will continue with our topic on the
various coat types created by man in
the next issue.
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The Nash Salon Series
Continued from page 39

REQUEST READER SERVICE #5771

4B – Norwegian Elkhound

3A – German Shepherd

3B – German Shepherd

4A – Norwegian Elkhound

The Nash Academy has introduced the
first online courses in our industry.

These courses have brought interna-
tional 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 instruc-

tor driven, not DVD’s or correspondence type
home study, and groomers receive credit
hours toward 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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BBEECCOOMMEE AA CCEERRTTIIFFIIEEDD DDOOGG TTRRAAIINNEERR!!

TToollll FFrreeee 880000--779955--33229944 •• wwwwww..AAnniimmaallBBeehhaavviioorrCCoolllleeggee..ccoomm

CCAALLLL TTOODDAAYY AANNDD GGIIVVEE YYOOUURR CCAARREEEERR AA BBOOOOSSTT TTHHRROOUUGGHH EEDDUUCCAATTIIOONN

AANNDD CCEERRTTIIFFIICCAATTIIOONN

MentionCode#GE2007 
and get $$110000 ooffff!!

“Alia”

SSttuuddiieess pprroovvee tthhaatt ddoogg oowwnneerrss pprreeffeerr hhiirriinngg cceerrttiiffiieedd ttrraaiinneerrss
AAnniimmaall BBeehhaavviioorr CCoolllleeggee ccaann cceerrttiiffyy yyoouu aass aa pprrooffeessssiioonnaall ddoogg
ttrraaiinneerr wwhhiillee wwoorrkkiinngg aarroouunndd yyoouurr sscchheedduullee;; ssttuuddyy wwhhiillee
yyoouu ttrraaiinn
RReecceeiivvee aallll tthhee bbeenneeffiittss ooff aa ccoommpplleettee ddoogg bbeehhaavviioorr aanndd
oobbeeddiieennccee ttrraaiinniinngg ccoouurrssee wwiitthh aallll tthhee ccoonnvveenniieennccee ooff aann iinn
hhoommee ssttuuddyy pprrooggrraamm
IInnccrreeaassee yyoouurr rreevveennuuee aass wweellll aass yyoouurr ccrreeddiibbiilliittyy bbyy
bbeeccoommiinngg aa cceerrttiiffiieedd ttrraaiinneerr
AABBCC iiss oowwnneedd aanndd ooppeerraatteedd bbyy pprrooffeessssiioonnaall ddoogg ttrraaiinneerrss
wwhhoo uussee ppoossiittiivvee mmoottiivvaattiioonn ttrraaiinniinngg tteecchhnniiqquueess..

AARREE YYOOUU CCEERRTTIIFFIIEEDD??

EEnnrroollll ttooddaayy!!

How Do I Raise My Prices?

REQUEST READER SERVICE CARD #5772

By Catherine J. Crawmer

This has got to be the longest running
question in the grooming profession. In

more than 30 years of operation I have raised
my prices many, many times and recently, I did
it again. I have no problem with it, much to the
surprise of others. I have done presentations on
the subject! First, it’s not difficult if you have a
plan but the plan starts with you and your atti-
tude. Is the service you are providing worth
what you will charge? What do you believe
about yourself? Are you worth an increase in
compensation for your efforts? If the answer is
affirmative you can start immediately working
on your presentation.

Practice both what you are going to say and
how you are going to say it! You should not be
caught off guard by any question. Anticipate
every possible comment that anyone could
make and have ready a practiced answer to that
question. Preparation equals confidence!

You can actually make money by announc-
ing a price increase. Send out postcards an-
nouncing the price increase that will occur on

a given date. The message: Have your pet
groomed now! In smaller print you should also
mention the date of the increase. Downplay the
increase. Include in that same message an an-
nouncement about some new or unique service
or, better yet, a giveaway, to soften the news
about the price increase.

Don’t apologize for price increases! The sub-
missive posture of apologizing does nothing to
justify your cause. It’s just the cost of doing
business. Everything is “going up” these days. If
it’s anyone’s fault it is “theirs”, not yours. After
all, “they” are charging more for everything.
Everyone knows who “they” are. You don’t have
to be specific. “They” are everybody else. You
just add yourself to the list while accepting no
responsibility for it. Take your cues from how
other businesses manage price increases. Had
your car fixed lately?

Catherine J. Crawmer is a lecturer, writer
and owner of Crawmer’s Grooming and Training
in West Sand Lake, NY (518) 477-8230 email
TrainEmAll @aol.com

REQUEST READER SERVICE #5773
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ATTENTION GROOMERS! YOU
ARE THE CHAMPIONS! Do not lose
sight of this fact in the NewYear!

We are all feeling the impact of
the economy. I polled the message
boards and asked groomers what they
are doing to weather the storm. The
amount of positive feedback was
amazing and many of those who re-
sponded had great money saving ideas
for the salon.

Dear SAGE,
I am conserving on my utilities. I

am on a budget plan for my electricity
and now use a space heater to start the
day. I conserve on water and try not to
let my cage dryers run too long.

Dear Conservative,
There are basics that we have all

been taught, including turning off the
lights and turning down the tempera-
ture on the hot water heater. Give your
salon the once over to look for any
areas where you can conserve and
don’t forget to winterize.

Do you leave your signs on at
night? Turn them off when you leave
for the day. Do you ever drive by busi-
nesses that are clearly closed except
for all the flashing “WE’RE OPEN”
signs?

Utility companies offer budget
billing through the year. Conservation
is a great money saver, but knowing
that you can make smaller payments
on utilities can be very helpful.

Traditional
phone lines are
not necessary
anymore. Most
of us use our cell phone service to
handle the incoming calls. They have
built in caller ID, voicemail services,
and text messaging. Don’t forget that
internet phone services are getting bet-
ter and better, too.

Dear SAGE,
I want to raise my prices. Just men-

tioning an increase to my customers
has resulted in comments like, “I guess
we will have to find a new groomer.”
Can you give me some advice on get-
ting my rates up?

Salon and Grooming Expert

Advice…SS ••AA ••GG •• EE ••

by Chuck Simons

Continued on next page

$20,000.00 First Prize!
 

Only at:

$20,000.00
Think you’ve got what it takes to bring home the $20,000.00
grand prize at SuperZoo’s Groomer SuperShow 2009?  
You owe it to yourself to find out!  Register for SuperZoo today 

Groomer SuperShow’s contests with over $60,000 in prize 
money!

September 15-17, 
2009

Mandalay Bay Convention Center, Las Vegas

SuperZoo is 
a WWPIA production

at www.superzoo.org, and watch for updates about all of 

REQUEST READER SERVICE CARD #5774
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Dear Prices,
Here is a letter that you can use -

Dear Valued Customer,
This was a very hard letter for me

to write, as I am afraid that I will be
losing some of you as clients. Due to
economic conditions and skyrocketing
costs, we are forced to raise our prices.

The average price has been $XX
for the past few years and will be in-
creased to $XX on January 1, 2009.

I value your patronage. I under-
stand and empathize with you if this
poses a hardship. I am left with no
other choice and it is becoming a hard-
ship for me.

I personally will be devastated if I
lose just one of you. It is now a choice
of the entire business or a few good
customers.

I will consider alternative arrange-
ments and take your requests on an
owner-by-owner basis. Call or speak
with me personally if you have any
questions. Thank you for your past pa-
tronage.

Sincerely,
Salon Owner

Successful business people, like
electricians and plumbers, demand a
good hourly wage. You should earn the
same. Build your preferred client list.
Find the people who are happy to pay
your prices.

Raise your prices an average of
15 percent.

Dear SAGE,
I am limiting my salon hours. I do

it all here myself including the bathing,
so I do not have to worry about any
employees. I can reschedule my cus-
tomers to make some days more pro-
ductive and profitable.

Dear Limits,
It is certainly the right time to shut

your salon for a day or two and re-
arrange your schedule until the econ-
omy picks up. Choose your slowest
day and schedule accordingly.

Dear SAGE,
I have a selection of leashes and

collars. Many people comment on the
unique designs. I will build this section
and have a selection of products avail-
able for the next holiday season.

Dear Retail,
Also consider additional services

that you can offer your clients. Offer
classes and products that help the dogs
look good between grooms. Some sa-
lons have added health and nutrition
products. They might not sell pet food,
but instead sell digestive enzymes or
treats.

A few square feet of retail space
can add dollars to the bottom line.
Start small and build towards a larger
inventory. Help customers maintain

the look and health of their dog and
you will have customers for life.

Dear SAGE,
I am eliminating my advertising

budget including print ads. I have tried
things like door hangers and envelope
stuffers that produced zero results. I
cannot afford advertising that doesn’t
work.

Dear Advertising,
Get creative with your advertising

by using the telephone and email,
finding networking opportunities and
referral partners, and looking for ways
to get your customers praising you
when they are out in public. Ask them
in earnest to refer you to friends, fam-
ily and co-workers who have pets that
need grooming. Then reward them for
their efforts!

Chuck Simons is the inventor of
Groomers Helper®, the leading pet
safety and positioning system for pro-
fessional groomers. When he is not
traveling to grooming shows, he can be
found at The Pet Salon in Margate, NJ,
now celebrating its 26th year in busi-
ness. You can contact Chuck by
emailing chuck@petshots.com
or calling 866-987-2426 if you
are in need of SAGE Advice.
Visit www.sageadvice.biz.

REQUEST READER SERVICE 5776

S•A•G•E Advice
Continued from page 42

®

If your business is pet grooming,
treat it like one. Protect your

personal assets now. Incorporate
or form an LLC today with
The Company Corporation

in 10 minutes or less.

Visit www.incorporate.com
or call 800-453-9596

REQUEST READER SERVICE #5775
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weekend I set up a pet
booth at a local craft show. I had
done this MANY years ago and it
had been quite profitable. I gained
many new clients from it and had a
ton of fun. So why not do it again,
I figured.

The show was Saturday and
Sunday and you were to set up on
Friday 6- 9 P.M. I had thought long
and hard all week as to what to take
and how to set it up. You were only
allowed one 8 foot table so I would
have to be clever with my display; to
utilize this small space to the ut-
most. Thursday night, my hubby
rushed home after work to con-
struct some racks for displaying my
goodies.

As I had put so much effort into
thinking what to take all week, it all
went out the window Friday
evening. Having been overly busy
grooming all week I didn’t get any-
thing boxed or even selected. So im-
mediately after the grooming was all
done, I ran out to the store to get
the last minute prep items for my
weekend. I needed a draped cloth
for the table, a money box, cute
sticky notes, tape, thumbtacks,
paper clips, receipt books, various
decorations and a new pair of shoes.
Ok...maybe I didn’t really need the
shoes but you know how it is. I
spent a total of $84.26.

I then ran back to the salon to
load up my vehicle with stuff to sell.
I opened the front door and sur-
veyed my place. “OK,” I thought to
myself. I pride myself on having
items that you don’t see in Wally

World and the usual pet stores. I
have several hundred styles of col-
lars, so that one was a no-brainer. I
HAD to take some of them. I started
pulling collars off the rods. How
many should I take????? A couple
dozen....no 50 or so...maybe a few
more....100. Now that was the limit.
So naturally I stuck to my guns and
took 260.

I then moved on to sweaters.
Seeing as how our winters are pretty
frigid here, I knew I had to take a lot
of them. I counted the number of
styles I had. Nineteen in all. Now
what sizes to take of which pat-
terns? Definitely a lot of smalls. But
then Mediums sell very well also.
And the number of people who come
in asking for Large and X-Large
have been increasing. What about
all those teacup-sized dogs too? Well
I would take one of every style in
every size. Wise decision, until it
added up to 114 sweaters and
coats. Seven boxes worth to be
exact. I started lining the boxes up
at the door.

Toys! I’ll admit I practically have
a fetish when it comes to the toys.
I have racks and racks of them.
Freestanding spinner racks, racks
mounted on the walls, shelving that
is loaded with them and boxes of
them in the office that I don’t even

Continued on next page

The Show
By

Bonnie Wonders

Last

Send your favorite dog client, for
a no charge shoot and receive

a 11x14 mounted image
with your business name.

Magazine & Calendar Photographer
Stock Images • Custom Images

Dog & Cat Photography

www.pawprincestudios.com
881188--222255--WWOOOOFF ((99666633))

Groomers in LA Area!

PawPrinceStudios

E955

REQUEST READER SERVICE CARD #5777
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Soft Claws is a registered trademark of Soft Paws, Inc., Lafayette, LA. Patents #4,962,731, #7,069,879
#D564,713S, other patents pending. Components made in USA and China. Distributed exclusively by
SmartPractice, Phoenix, AZ. 71807_1008

FREE
seasonal salon

poster

Spring

Get Free Product, Free Promotion
for Higher Profits with SoftClaws®!

Join the network!

Call today for details!
800.762.7877 ext.508

Mention offer P9J201. Offer expires 4.30.09.

To join, simply agree to purchase
4 season-specific Take Home Kits,

summer, fall, holiday and you get four
spring color kits free, a $44.00 value.

Summer Fall Holiday

FREE
kits

Four

FREE personalization
your business name here!

FREE
seasonal salon

postcards

have room to put out. I started
yanking toys off the displays and
pulling the pegs out of the spinners.
Soon, four huge boxes of toys and
two disassembled racks were wait-
ing at the door.

Now on to the treats. Vanilla is
so popular here. I HAD to take lots
of Vanilla treats. Cow ears, cow
cheeks, chunky chips and tails.
Don’t forget the regular rawhides
too. “I really need to take sizes for
all dogs,” I thought. Over to the door
I was dragging boxes filled with
monster sized rawhides. I also
would need to take some gift bags
already made up with varied treats
in them. I ran into the office and got
out the Christmas bags and walked
through the store adding chicken
and turkey treats into the bags.
Toss in some sweet potato and tripe
sticks. I added some other goodies
and tied the bags shut. Another box
added to the lineup.

Hands on hips, I took one last
look around the salon. FLAGS!!! So
many breed flags; and not just the
typical Labrador Retriever flags. I
grabbed a Border Collie, the
Airedale, a Bichon, a couple Shih
Tzu and about fifteen others. I
couldn’t find a box to put them in so
I dumped one out from the office
that had old receipts in it. Seeing as
how I still had some more room in
the box, I filled the rest of it
with latex toys.

As I drug this final box to the
door I couldn’t believe that I forgot
to get some leashes. Sixty-two
leashes later, I was ready to go.

I pulled my Santa Fe up to
the door and dropped the back seats
down. For some reason, I could only
get six boxes into the back of the ve-
hicle. This wasn’t good. I fit a sev-
enth box into the passenger seat in
the front of the car and that was it.
Still wasn’t good. Looking at my

watch and seeing it approaching
6:40 I began to panic. I was already
sweating from running around the
salon collecting my wares and trying
to push it into my car. I had no
choice and knew what I had to do. I
called my hubby and started wail-
ing.

“You’ve gotta get over here! I
can’t fit these boxes in my car. It
has to be set up by 9:00 and I’m not
even out of here!” I whined.

“I’m just loading the display
stuff I made you in the truck,” he
said. “I’ll be there in 30 minutes.”

I stomped my foot in the park-
ing lot. “It will be after 7:00 till you
even get here then. There’s no way I
can set this up by 9:00,” I squealed
like a Schnauzer in meltdown mode.

“Why don’t you take what you
have in the car to the place and
unload it and meet me back at the
salon to get the rest,” he said. “It
will be fine,” he assured me.

“Ok,” I said....”gotta go.” With
that, I hung up, jumped into my car
and sped the three miles down the
road to set up.

I got there and walked in look-
ing for my space. There I found it in
between two other consigners.

“Gee,” I thought to myself....”
Eight feet sure isn’t much space.”
Somehow, I had been envisioning an
8 foot space that looked more like
20. Oh well, I didn’t have time to fret
over trivial stuff right now.

I unloaded my seven boxes and
drove back to the salon. There was
my husband waiting like a good lit-
tle egg head at my door. “What took
you so long?” he said, grinning. It
was now 7:15. I unlocked the door
and Dave looked at the boxes lined
up. “Geesh! That’s an awful
lot of stuff, isn’t it? Maybe you
should leave some of it behind, don’t
you think?” he asked.

“NO! I need it all,” I snapped.
“We’ll worry about it later. Just get it
in the truck.”

Less than 10 minutes later the
bed of the truck was full and the

The Show
Continued from page 44

Continued on page 46
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crew cab was stuffed with toys like a
sausage in its casing. That man
DOES know how to move!

We got to the building and un-
loaded. Seventeen boxes full of
product. Two huge display racks.
Two spinning floor racks....Eight
feet of space. Slight problem. The
people on both sides of the table
were looking at us holding their
ground like Pit Bulls at the ends of
their tables. I could tell I wasn’t
going to get any “overlappage” from
either of them.

“Gee, you sure do have a lot of
stuff,” one of them said.

“Yeah, we came well stocked,”
was all I got out. I looked at my hus-
band, who was rolling his eyes a bit
much, in my estimation.

As we started to set up I must
have really looked disheartened.

One of the ladies who was in charge
of the event came over to us. “You
have so MANY things! I think we
could give you an end table and
then you could use the space up to
the wall,” she said. I was ready to
kiss her feet at that point.

“Oh, thank you SO much,” I
said. I was already halfway across
the room by the end of my sentence.
“I’ll be glad to pay extra for it,” I told
her.

“Absolutely not,” she said. “You
go right ahead,” she said walking
out of the room. The people on the
other sides of my “old” space were
looking daggers at me.

“They’ll get over it,” I thought.
We worked frantically and by

9:00 were only about three quarters
of the way done setting up. Along
came the people in charge and I
looked at them looking at their
watches. “I know, I’ve gotta leave,”
I said.

“No, you take as long as you
need. We still have a lot to do down-

stairs,” they said.
“Whew!” was I lucking out or

WHAT?” I thought to myself.
By 10:00 we were finished and

headed for home. We were ex-
hausted and I couldn’t wait to get to
bed. I got into the house, took a
shower and jumped into bed. I slept
for about an hour and woke up with
a start. “What did I forget?” was
running through my mind. I lay
awake until 4:30 a.m. Since there
was no chance of going back to
sleep I got up and got ready for the
day. They were expecting between
800 and 1000 people to go through
the show. I couldn’t wait to get my
share of the big bucks!

I left home and went into
the crafter’s area. A typical Christ-
mas Craft Show. Tons of anything
and everything in the Christmas
venue. I found myself envious that I
have no talent whatsoever when it
comes to crafting. I walked by all
the tables of so many things that
people had put in so much time to
make. Me, I can draw a Snoopy
head....oh, and a duck made out of
the “&” symbol. That’s it.

I went to my table and waited
for the show to begin. The first cus-
tomer I had was looking at the dog
sweaters.

“Who knits your sweaters?” he
asked.

“Uh....some factory, I’d guess,” I
said smiling.

“I see,” he said.
As the day wore on, I began to

feel badly. I was selling so many
treats and sweaters and toys but
the crafters in the room weren’t fair-
ing as well as I. Some of them were
giving me “looks” and they weren’t
good ones. The lady at the table
next to me about jumped out of her
skin every time someone would
squeeze one of the latex footballs
that were in a display. And
everyone just HAD to squeeze them.
And there was a kid who kept
coming back and making all the
roosters crow and kittens meow at

The Show
Continued from page 45

Continued on next page
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the same time. We were both ready to
choke him. But his dad was pretty
“easy on the eyes” so the lady next to
me and I didn’t complain.

Through the course of the week-
end there was one guy though, who
really stuck in my mind. The man
bought a four pack of dog scarves. He
paid me for them and I started to put
them into a bag.

“I don’t want the bag,” he said.
“In fact, I don’t even want the box,”
he said. “I’ll just stick ‘em in my
pocket,” he informed me.

“Ok, I can throw it away for you,”
I told him.

He opened the box and as I held
out my hand for it, he proceeded to
tear it apart and I MEAN tear it apart.
First the end flap on the right side,
then the lid. Next the end flap on the
left side. He handed me these piece
by piece. Then he tore off the front of
the box and the back. Next came the
bottom and each end piece followed
by the right and left sides. He was
meticulous as he tore it apart.
I glanced sideways at my “neighbors”
as they too were watching this event
unfold. The guy finished with the box
and I stood there with my hand full
of paper. He looked down at the
scarves.

“What are these things?” he
asked, feeling the velcro strips
on each scarf.

“It’s velcro, so you don’t have to
tie them on the dog’s neck.”

“Huh?” he asked. “Why would
you put them on a dog?” he ques-
tioned.

“To make them look nice,” I ex-
plained.

“Heck, I thought they were hand-
kerchiefs,” he said, shoving them into
his pants.

I didn’t even ask about the box
thing......

REQUEST READER SERVICE CARD #5780

The Show
Continued from page 46

Double K Industries and Pet
Groomer.com present the first annual
Rags to Riches Grooming Contest open to all
professional groomers. The contest will run

from January 1, 2009 until March 31,
2009. Grand prize: $3000.00 in cash
plus an assortment of Double K Dryers,
Equipment and Shampoo products.

Visit the Rags to Riches link at
doublekindustries.com for contest details.
No purchase necessary to enter.

Rags to Riches
Grooming Contest

Hair stylist, Phil McCrory, has developed a unique
way of cleaning up oil spills to save the lives of marine ani-
mals. He teamed up with Matter of Trust, an ecological
public charity, to form the Hair Mats Program. The pro-
gram collects donated hair clippings to create mats of hair.
The hair mats are then used to clean up oil spills. One
square foot of hair mat (a half inch thick) can collect one
quart of oil in one minute! Any type of hair can be used in
the creation of these mats. Ideally shampooed hair is best.
So, the call is out to pet grooming salons!

To participate in this program: One time donors can
simply mail donations to the address provided below.
Business Donors must first sign up for free in the business
donor database program, ExcessAccess.org.

Next, set aside a designated garbage bag lined box.
Sweep in all hair clippings only, (no gum, metal clips,
wrappers, etc.). Simply tie the bag and tape the top
of the box shut and mail to: Hair Mats Program,
1588 Carroll Avenue, San Francisco, CA 94124.

To learn more about the Hair Mats Program,
visit www.MatterOfTrust.org.

Oil Spil l Hair Mats Program helping Marine Life
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What does your Business Card
say about you?

Back

First Prize

Business cards are a primary
source of information to a

customer. They can be fun or seri-
ous. Simple or elaborate. They pro-
vide vital bits of information about
us in a quick glance. Many salons
try to pack as much information on
that little 2” X 3-½” piece of paper
as they can, but is this always the
smart thing to do?

GroomExpo 2008 was the venue
for a business card competition
sponsored by Kennel Connection /
Blue Crystal Software. Over one
thousand attending business own-
ers entered their cards to be judged
by a small, secret group of busi-
ness-owning judges. It was not, as
some people thought, a random
drawing, but a full-fledged contest
based on a certain criteria predeter-
mined by a staff of judges.

While I have my own ideas of

how a good business card should be
laid out, there are a few things that
just make sense. A business card
should be a clear, concise way for a
customer to assess a company.
Three things should be evident:
who you are, what you do and how
to contact you. These are three sim-
ple things that are often obscured
by unnecessary information or
graphics.

A customer should be able to
look at a card, determine that it is,
indeed, a place they want to do
business with and how to get in
touch with them. Any other details
should be saved for a brochure,
where expounding on the virtues of
your salon, its people and policies
are encouraged.

The salon name and logo should
be prominent. Custom graphics can
set a salon apart from others who

may use commonly found, public
domain, clip art. A logo should be
clear enough not to get lost when it
is reduced to business card size, yet
still look good and not blurry when
it is blown up for a large ad or used
in other media. This usually elimi-
nates the average photograph,
which can sometimes be too busy
or distracting.

The salon phone number
should always contain the area code
and it should be large enough for
the average person to read easily
without glasses. If the salon has a
website, list it. But don’t take up
valuable space by also listing an
e-mail address. If the client wants
to pop you a note, they should be
able to easily find your contact
information on your website.

Continued on next page

By Teri DiMarino
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Back

Second Prize
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If you are the owner of the
salon, have you ever been frus-
trated when nearly every new
customer wants YOU to groom
their dog even though you have a
full staff of very talented, capable
employees? Could this be a result
of having you have your name on
the business card? If you keep it
there you will continue to have
this problem, making getting
away for vacations tough and sell-
ing the business even tougher.

Keep a second set of cards for
your personal use at trade shows,
but keep your salon card generic
and personal-identity free. The
only exception to this rule is for
the mobile groomer or private,
one person salon. The client ex-
pects to deal with one person at
these sorts of establishments, so

REQUEST READER SERVICE CARD #5782

PIZAZZ–Y CREATIVE
GROOMING SEMINAR
PIZAZZ–Y CREATIVE
GROOMING SEMINAR

#1575 • Four Hour DVD – $99

With Dawn Omboy
Taped live at Groom Expo

Order On–line

www. BARKLEIGH.com

u
Now on
DVD!

REQUEST READER SERVICE CARD #5783REQUEST READER SERVICE CARD #5781

give them a name. I have actually
seen cards where the owner’s name
is larger than the phone number.
Put everything in order of importance
and it’s very important to me that
the client be able to read my phone
number!

Posting salon hours or prices on a
card are a no-no, as these can change
too easily. Any policies should be
saved for the brochure. On a card you
can list membership in any industry
organizations, if there is room and it
doesn’t start looking too busy, but
confine bragging about any awards to
the brochure. This also helps equalize
the multi-groomer salon so one per-
son does not over shadow the others.
Using the back as an appointment

card helps double its duty. Also, a
good business card design should
easily be able to double as a magnet.

Many business cards I see are
clogged with so much information
that those three important criteria are
hard to find. “Who you are, what you
do and how to contact you” should
scream out when you pick up a card.
Addresses are important (don’t forget
your zip code) but if you must list di-
rections put them in your brochure or
verbally tell the client.

These are just a few suggestions,
as well as reasons the cards we se-
lected were our winners. Your busi-
ness card is a tool. Take a look at
yours and see if it is working as hard
for you as it could be.

What does your business card
say about you?
Continued from page 48
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New Product News
STAINLESS STEEL GROOMING TUB

Paw Brothers Professional now offers a
professional hybrid grooming tub with a pre-
mium grade 304 stainless steel bottom. Tub
includes a shampoo rack, silicon sealant,

stainless steel hair strainer and tub rack.
The back splashes are reversible for right
and left plumbing configurations. The
plumbing holes on each side allow for 4” or
8” left or right faucet hookups. Paw Brothers
Professional Grooming Tub is constructed of
20-gauge steel with an attractive off-white
powder coat. Assembled tub measures 48” L
x 25.75” W x 15.25” D with an overall height
of 56.75” H. Request Reader Service Card
#5725.

STAZKO PRODUCTS
Stazko Products has

developed a new techni-
cally advanced condi-
tioning formula that is
designed to repair dam-
aged coats, help with
tangles, matting and
eliminates static electric-
ity. Stazko’s Conditioner
is a unique blend of con-
ditioners, proteins and
essential vitamins that
provide custom condi-
tioning to the areas that need it the most.
Stazko’s Conditioner has a properly PH bal-
anced formula, and focuses on hydrating
each hair shaft and closing the cuticle, while
enhancing elasticity and moisture so you
can expect exceptional body, manageability,
and it provides a stunning coat gloss and
sheen. Stazko’s Conditioner may be diluted 5
to 1. Request Reader Service Card #5643.

STRAWBERRY LEMONADE
Strawberry

Lemonade 50:1
Shampoo by
Espree is a
highly concen-
trated shampoo
for professional
use. May be
used on any
breed or coat
type with opti-
mal results. The
dilution process
is easy with a pre-measured dilution bottle
designed for all Espree products. Strawberry
Lemonade Shampoo deep cleans with gener-
ous lather, leaving a fresh fruity fragrance.
Use a spritz of Strawberry Lemonade Cologne
after grooming to enhance the fragrance. Re-
quest Reader Service Card #5638.

CANUS GOAT'S MILK IS

"GOING TO THE DOGS"
It doesn't mat-

ter whether you're
human or dog, fresh
goat's milk is good
for you. So good, in
fact, the folks at
Canus Goat's Milk,
with the help of
Lucie the founder's
canine companion,
just had to share it
with their other four-
legged friends. Canus
is launching Nature's
Dog, a line of All Natural goat's milk prod-
ucts for canine friends everywhere, which in-
cludes four dog grooming and treat
products, appropriate for dogs of all ages.
Canus offers Nature's Dog All Natural Goat's
Milk Shampoo, Nature's Dog All Natural
Goat's Milk Shampoo Bar, All Natural Goat's
Milk Healing Wipes, and Nature's Dog All Nat-
ural Health Treats. Request Reader Service
Card #5637.

iROBOT
iRobot

knows keep-
ing up with
the mess in a
busy salon
can be a daily
challenge.
That’s why
they have de-
signed the
iRobot Roomba 562 Pet Series. You’ll be
amazed at the amount of pet hair, kitty litter,
paw prints, dirt and debris Roomba 562 Pet
Series picks up from carpets and hard floors.
Roomba 562 cleans where and when it’s
most convenient for you. Roomba efficiently
navigates and vacuums the entire floor,
under and around furniture and along walls,
and automatically adjusts from carpets to
hard floors. Two interchangeable cleaning
bins provide the option for everyday cleaning
or for larger than usual amounts of fur, kitty
litter and pet food. Request Reader Service
Card #5632.

REQUEST READER SERVICE #5784

Groomer’s Message Board
GroomertoGroomer.com
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REQUEST READER SERVICE CARD #5786 REQUEST READER SERVICE #5787 REQUEST READER SERVICE CARD #5788

QUADRUOED YUCCA

MEDICATED SPRAY
Yucca's natural corti-

sone-like properties make
this a perfect choice for use
on pets with sensitive skin,
"hot spots," dermatitis, seb-
orrhea, and other skin re-
lated disorders, including
ringworm. Moisturizing to
skin, Yucca Medicated Spray
has a natural soothing mint
scent that leaves pets de-
odorized and clean smelling.
Safe for puppies. Request
Reader Service Card #5630.

WILD ALASKA SALMON OIL
Arctic Paws LLC, mak-

ers of Yummy Chummies Wild
Alaska Salmon Dog Treats,
recently introduced Yummy
Chummies Wild Alaska
Salmon Oil. This pure, all-
natural oil is cold-pressed for
potency and freshness. It’s
made exclusively from wild
Alaska salmon and never
from fish that’s farm-raised
or foreign-sourced. Alaska
salmon is naturally rich in

Omega 3 and 6, nutrients shown to help pro-
mote healthy joints and mobility as well as
benefitting the skin, coat and heart. The
other ingredients are mixed tocopherols (vit-
amin E) and rosemary extract, so it’s 100%
naturally preserved. Request Reader Service
Card #5633.

POWER DE-SHEDDER

Andis Company introduces the Power
De-Shedder+, a comb with a bright blue tool
handle that removes the undercoat and loose
hair to reduce a pet’s shedding up to 90%.
Turn it on, and it vibrates while combing
through the pet’s hair, gently massaging the
dog with its powerful motor. The Power De-
Shedder+ is battery operated with two AA
batteries, which are sold separately. The
handle has a textured soft touch finish for a
non-slip, comfortable grip. It is available in
three sizes, small, medium and large, to
match the size of the pet. Request Reader
Service Card #5639.

256 DISINFECTANT
Best Shot Pet Products International,

LLC introduces their 256
Disinfectant. This new
broad spectrum disinfec-
tant kills parvo and more.
No rinsing required. The
newly EPA registered for-
mulation provides the
highest concentrate for
killing Canine Parvo virus
and more. Effective
against MRSA. Disinfects
against the broadest range
of bacteria, viruses, and
fungus. Approved for use in veterinary
clinics, zoos, kennels, groom shops, or any
animal care facility. Use to disinfect wash-
able non-porous surfaces in surgical rooms
as well as cages, crates, floors, grates, tubs,
tables, etc. Request Reader Service Card
#5631.

For a Quick Response
from advertisers,

use the
Reader Service Card.
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Irina, “I just dive right in.”
Fueled by her love of grooming

and her desire to become a skillful
stylist, Irina began attending groom-
ing seminars and taking classes. “I
went to dog shows and watched the
dogs being groomed,” said Irina.
“Then I went back to the salon and
practiced what I had seen.”

“I love grooming dogs to breed
standard,” Irina states. “I especially
love it whenever I get a dog in that
has lots of hair and I can make a
huge difference in the way it looks.
Because I am small, I prefer to groom
smaller dogs – but I will groom any
dog no matter how big.”

Two short years ago, Irina ven-
tured into the contest ring. Her first
competition was in Orlando, Florida
where she took a second in her class.
She found that she loved competing
and became driven to perfect her
grooming skills. She took private les-
sons from some of the super stars of
the competition world and attended
many seminars. And, Irina has every
video that she could find that has
anything to do with grooming
techniques.

“Probably fifty percent of your
success in the ring is getting your
dog ready,” stresses Irina. “I bathe
and fluff the dogs I will use every
week for about two months before a
competition. And you have to keep
the dogs in good condition, not overly
thin or too fat. I use my own dogs,
and I also compete with borrowed
dogs. Demitri, the Poodle I used for
the Nature’s Specialties Winners Cir-
cle Tournament, is a retired cham-
pion that I borrowed from my friend.”

“Except for spending time with
my son, competing is the most excit-
ing thing in my life,” says Irina. “This
is fun, fun, fun!”

“Strangely, I don’t get nervous

at all before a competition. But I am
so very excited that I can’t sleep for
several nights before a contest.
Adrenalin keeps me up with excite-
ment,” says Irina. “After a competi-
tion, I am completely exhausted.”

“When they called my name as
the winner in the Winners Circle
Tournament, I couldn’t believe it!”
Irina said excitedly. “I cried. It was a
huge class filled with so many awe-
some, talented groomers. It is a very
big honor to win this!”

Her victory in the Nature’s Spe-
cialties Winners Circle Tournament
gives Irina the first leg toward the
fabulous Triple Crown Jackpot. The
first groomer who wins the Winners
Circle Tournament three times claims
the ever increasing jackpot – which
now stands at a whopping thirty five
thousand dollars.

“These huge jackpots are bring-
ing world-wide attention to the
grooming industry,” says Mary
Meeks, president of Nature’s Special-
ties and sponsor of the Triple Crown
Jackpot. “And they are helping to
educate the public. I have seen so
much prestige and a whole new level
of professionalism come into our in-
dustry because of these ground-
breaking, exciting competitions.”

Although Irina has only been
competing for two years, this hard
working whirlwind has her sights set
on that Triple Crown Jackpot and
has already collected an impressive
list of victories.

So far this year, besides becom-
ing the champion of the 2008 Na-
ture’s Specialties Winners Circle
Tournament, Irina has also taken
Best In Show, Level A, at the Atlanta
Pet Fair. She was named Best All
Around Groomer at the All American
Grooming Show in Chicago. And, she
was crowned the 2008 American
Groomer of the Year at Intergroom.

Irina’s accomplishments have
earned her a spot on Groom Team
USA. In fact, she is the 2008 point
leader!

For the past three years Irina
has been an instructor at the Merry-
field School of Pet Grooming in Ft.

Lauderdale, Florida. Her students
are amazed by her accomplishments
and are eager to learn from the ‘best
of the best’.

“I am so honored,” says Irina.
“Because of me, a lot of my students
have begun to compete. In fact, last
year at the Oster Career Start Compe-
tition in Florida, my students placed
first, second, and third. I cried when
they won. It was very exciting! When
someone you teach wins, that’s even
better than winning yourself.”

What does the future hold for
this amazing gal that thrives on
accepting difficult and challenging
situations?

“I love to teach,” says Irina
emphatically. “I know I will always
want to do that. And, I will continue
to compete. I really want to get a spot
on the traveling Groom Team and go
to Germany to compete next year. I’m
working very hard to make this hap-
pen. This is my goal – I have to give it
one hundred percent!”

Irina Pinkusevich
Nature’s Specialties 2008
Winners Circle Champion
Continued from page 8
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REQUEST READER SERVICE CARD #5789

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

GTG 28-1 Jan/Feb:Layout 1  11/26/08  12:45 PM  Page 53



Groomer to Groomer • Vol 28 Ed. 9 • Jan/Feb 2009

gr
oo
m
er
to
gr
oo
m
er
.c
om

54

BLADES/SHARP

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 Hock-
ersville 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. Sock-
ets and springs adjusted, blades individually
sealed, READY TO USE. Sole proprietor w/ 20+
years experience. FACTORY-TRAINED to
sharpen shears/blades. Customized tip sheet
included w/ order - PROMPT RETURN. Clipper
Blades $5, Shears $7, S/H $7. PA residents add
7%. John’s Sharpening, 1213 Middle St., Pitts-
burgh, PA 15212-4838. (412) 321-1522
JKosakowsky@tmail.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 information.

All blades, all shears, clipper repair. Est. 1995.
Northern Tails Sharpening, Mobile Alabama.
Call 251-232-5353 www.northerntails.com.

BOWS/ACCESS

Wholesale fashion bandannas. Reversible
tie-on style - priced each: XS - $4.50 SM -
$4.95 MED - $5.65 LARGE - $6.20 XL - $8.20
Many holiday styles with rhinestones! Free
shipping on all orders over $50.00. Email:
Michelle.CanineCookies@gmail.com.
Phone: 610-463-8095.

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

Wholesale designer bandannas. Rolled-edged.
Per Dozen prices: $6.00 - sm.; $8.00 - Med.;
$15.00 - Lg.; Gigantic selection. Call Now!
(301) 746-4327.

Valentines, St. Patrick’s and Easter are coming.
Order early for best selection. Elchar Dog Bows
(800) 972-5857. www.elcharbows.com.

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 re-
quired. Once in a lifetime opportunity.
Toll free (800) 474-7044.

MOBILE

Grooming van, 2000 Custom Vehicles, Dodge
3500 Factory Demonstrator. Loaded, Generator
and Inverter, Super Suds, Taxi-Vac, Extra Snow
Tires, Garaged, New Transmission, 96,500
miles $25,400.00. 610-823-7005.

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 Groomo-
biles, Inc. 888-826-5845 and tour www.ultimate-
groomobiles.com.

Rates: 25 words or less – $50.00. Each additional word – $2.00 each. Help Wanted and Business for
Sale ads must be prepaid. Mastercard/Visa and Discover accepted.

Call (717) 691–3388 for issue deadlines. Agency Discounts Do Not Apply.

Classifieds

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 #5790

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 #5791

REQUEST READER SERVICE CARD #5792

BOWS AND ACCESSORIES

BLADES & SHARPENING

BUSINESS OPPORTUNITY

Classifieds
Get Results!

MOBILE GROOMING

Call (717) 691–3388
to place a classified!

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 #5793

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
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REQUEST READER SERVICE CARD #5797REQUEST READER SERVICE CARD #5795 REQUEST READER SERVICE #5796

DECORATIVE

WINDOW DECALS
DOG SILHOUETTE

JUST
$15,95
each

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

BARKLEIGHNEW
from

REQUEST READER SERVICE CARD #5794
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Melissa Verplank, Dawn Omboy,
Barbara Bird, Jay Scruggs, Sue Zecco,

& many, many more!

GROOMING COMPETITION • VENDORS, VENDORS, VENDORS!
CPR CERTIFICATION • SHOW PROMOS • DOOR PRIZES

Host Hotel: Holiday Inn Select located in Downtown Knoxville
Block of rooms reserved, just mention Pet Stylists Super Show
when making reservation

Contact:
Felicia Rutherford 865-687-7139
Susan Porterfield 865-769-0598
www.petstylistsoftennessee.com

REQUEST READER SERVICE CARD #5798
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CALIFORNIA
Groom & Kennel Expo 2009
2/12/2009 – 2/15/2009
Pasadena, CA
(717) 691-3388
info@barkleigh.com
www.barkleigh.com

Luxury Pet Pavilion Spring Trade Show
3/7/2009 – 3/9/2009
Los Angeles CA
(866) 441-9247
info@luxurypetpavilio.com
www.luxurypetpavilion.com

FLORIDA
Trainer Cruise to Jamaica –
Carnival Destiny featuring Sarah Wilson
1/3/2009 – 1/8/2009
Miami, FL
(717) 691-3388
info@barkleigh.com
www.barkleigh.com

Global Pet Expo – APPMA
2/12/2009 – 2/14/2009
Orlando, FL
(203) 532-0000
www.appma.org

K-9 Down
(Life Saving Techniques for Dogs)
2/28/2009 – 3/1/2009
Tampa, FL
(813) 933-8944
gail.m.moore@gmail.com

GEORGIA
Atlanta Pet Fair
3/5/2009 – 3/8/2009
Atlanta, GA
(770) 908-9857
atlantapetfair@yahoo.com
www.atlantapetfair.com

ILLINOIS
All American Grooming Show
8/13/2009 – 8/16/2009
Wheeling, Il
(847) 364-4547
aagrmgshow@wowway.com
www.aagrmgshow.com

KENTUCKY
PetQuest 2009
(Cincinnati OH area)
7/23/2009 – 7/26/2009
Ft Mitchell, KY
(717) 691-3388
info@barkleigh.com
www.barkleigh.com

MARYLAND
Backer’s Pet Industry Spring Trade Show
4/3/2009 – 4/5/2009
Baltimore, MD
(312) 578-1818
hhbacker@hhbacker.com

MISSOURI
Groom Classic 2009
5/1/2009 – 5/3/2009
Kansas City, MO
(800) 705-5175
minkinternational@comcast.net
www.groomclassic.com

NEW JERSEY
Intergroom
4/16/2009 – 4/19/2009
Somerset, NJ
(781) 326-3376
intergroom@msn.com

NEVADA
SuperZoo
9/15/2009 – 9/17/2009
Las Vegas, NV
www.wwpsa.com

NEW YORK
Pet Fashion Week – Spring Show
2/8/2009 – 2/9/2009
Pier Sixty – New York, NY
(401) 331-5073
petfashionweek.com

Pet Fashion Week
8/22/2009 – 8/23/2009
New York, NY
(401) 331-5073
petfashionweek.com

PENNSYLVANIA
Groom Expo 2009
9/17/2009 – 9/20/2009
Hershey, PA
(717) 691-3388
info@barkleigh.com
www.groomexpo.com

SOUTH CAROLINA
NDGAA
Carolina GroomFest 2009
5/29/2009 – 5/31/2009
Columbia, SC
(724) 962-2711
ndga@nationaldoggroomers.com
www.nationaldoggroomers.com

TENNESSEE
Pet Stylists Super Show
4/3/2009 – 4/5/2009
Knoxville, TN
(865) 769-0598
mrsrottie@concord-inc.com

TEXAS
Intl. Assoc. of Canine Professionals
Annual Conference
3/19/2009 – 3/22/2009
Hutto, TX
(407) 469-2008
iacpadmin@mindspring.com
wwwdogpro.org

WASHINGTON
Pacific Northwest Groom,
Board and Boutique Show 2009
3/20/2009 – 3/22/2009
Tacoma, WA
(717) 691-3388
info@barkleigh.com
www.barkleigh.com

CANADA
Calgary Pet Industry
Trade Show
4/26/2009
(800) 667-7452
www.pijaccanada.com

Western Pet Expo
5/3/2009 – 5/4/2009
(800) 667-7452
www.pijaccanada.com

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

2009 Calendar
Pet Pro Cruise to Jamaica –
Carnival Destiny
featuring Sarah Wilson
1/3/2009 – 1/8/2009
Miami, FL

Groom & Kennel Expo 2009
2/12/2009 – 2/15/2009
Pasadena, CA

Pacific Northwest
Groom • Board • Boutique
Show 2009
3/20/2009 – 3/22/2009
Tacoma, WA

PetQuest 2009
Groom • Board • Boutique
(Cincinnati OH area)
7/23/2009 – 7/26/2009
Ft Mitchell, KY

Groom Expo 2009
9/17/2009 – 9/20/2009
Hershey, PA

2010 Calendar
Groom & Kennel Expo 2010
2/18/2010 – 2/21/2010
Pasadena, CA

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

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

2009 Calendar of Events

Show Dates
At a Glance

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

www.barkleigh.com
www.groomexpo.com
www.off–lead.com

For a Quick Response
from advertisers,

use the
Reader Service Card.
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Now they 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 plant and flower extracts. 
    Our scientists have combined plant elements with natural science to create therapies
to enhance your pets well being. 
    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. 
 	 	 	 	 	 	        

	 	 	 	 Call for your Trial Size!

TMSPA

Turn your shop into a Pet Spa!

SPA LAVISH YOUR PET COLLECTION  •   800.542.7387  •   FAX: 636.327.8143  •   WWW.SPALAVISHYOURPET.COM

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

...and increase your profits!

TM

TM

TM

TM

TM

T
M
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colors

Now...
	 More Colorful

Enhance the natural colors in your pets coat by using SPATM Colors color support shampoos.
Treat your pets hair like a fine washable.  It cleanses in the kindest way possible while leaving a mere trace of

color without damaging vulnerable hair.  When using SPATM Colors color support conditioner, a deeply
moisturizing yet lightweight base leaves shimmering color, brilliant

luster, ultimate manageability, and a lovely softness.

Call for your Trial Size!



Your clients will be touched by your thought-
fulness with this beautiful French fold, baby 

blue parchment sympathy card. It is delicately 
embossed with silver foil lettering found only 

on the best “card shop” cards. You will be 
proud to send it. Matching blue parchment 

envelopes are included. Be sure to carry 
extras for retail sales to your customers.

Elegant 4” x 6” postcard is 
printed with rich chestnut ink on  
buckskin parchment and taste-
fully embossed with gold foil 
lettering. Inexpensive and easy 
to send. Just address and mail. 
Ivory suede  envelopes (optional) 
for a more personal touch.

 BACK: May it be a comfort to 
know that we share your feelings 
and extend our deepest sympathy.

 (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.

Envelopes
 Available!

#518 5 Sympathy Postcards   $7.50
#519 10 Sympathy Postcards      $12.95
#520 25 Sympathy Postcards     $23.95
#696 100 Sympathy Postcards   $75.00

(S–1)  Sympathy Postcards

The Award Sez ... This certifi es that _____ has successfully completed a 
professional grooming in our establishment. Your pet has exemplifi ed courage 
when confronting combs, brushes, clippers, and scissors and has shown valor in 
crossing the waters of shampoo, creme rinse and dip. It is with great pride that 

your pet has been selected as a Paw-fect specimen of beauty to be held in high-
est esteem by this grooming establishment.

You will be proud 
to present these 
�nely lithographed 
awards to all your 
clients. The goodwill 
generated will be 
“money in the bank” 
in new and repeat 
clients. A great gift 
and advertising tool!

#648 20 Little Angel Awards $12.95
#649 50 Little Angel Awards $29.95
#650 100 Little Angel Awards $49.95
#651 500 Little Angel Awards $150.95

Little Angel Awards (#LA)

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

Indicate
Pink, Blue

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

Pet Report Cards (#PRC)

Your clients will be touched by your thought-Your clients will be touched by your thought-Your clients will be touched by your thought-Your clients will be touched by your thought-Your clients will be touched by your thought-

Elegant 4” x 6” card is printed with 
rich chocolate ink on ivory linen paper. 
Inexpensive and easy to send. Matching 
envelopes included.

#6033 5 Sympathy Postcards /Env.        $10.95 
#6034 10 Sympathy Postcards /Env.      $19.95
#6035 25 Sympathy Postcards /Env.     $38.95
#6036 100 Sympathy Postcards /Env.   $110.00

(S1-E) Sympathy Cards w/Envelopes

Model Dogs

#524 5 Sympathy Postcards /Env.        $12.95 
#525 10 Sympathy Postcards /Env.      $23.95
#526 25 Sympathy Postcards /Env.     $42.95
#698 100 Sympathy Postcards /Env.   $125.00

(S-2) Blue Sympathy Card w/Envelope

These mini-sized Yarn Dogs can be 
groomed into a variety of breeds. Show 

your clients what your grooming really looks 
like. Decorate your salon with your own 

true workmanship. Dog has a hard plastic 
form imbedded with white yarn plugs. Yarn 
can be sprayed with color to make more 
realistic. Also, great for students, to teach 
grooming and brushing techiques without 
harming a real dog. Brushing instructions 
included as well as recommendations for 
grooming from top groomers. Needs 2-4 

hours of brushing before grooming.

#6031 Model Dog                        $99.00 
#6032      2 or more Model Dogs      $89.00 ea.

Before Grooming

After Grooming

#6033 5 Sympathy Postcards /Env.        $12.95 
#6034 10 Sympathy Postcards /Env.      $23.95
#6035 25 Sympathy Postcards /Env.     $42.95
#6036 100 Sympathy Postcards /Env.   $125.00

(S3) Ivory Sympathy Cards w/Envelopes

Sympathy Cards

Little Angel Award

Order online at www.barkleigh.com • (717) 691-3388
REQUEST READER SERVICE CARD #5801
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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.

 “
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 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.’ 
“
Smoothie
the Pet Care Series. Owners are 
advised what to expect once the 
matting is removed, and what 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!System Ever Devised!

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 Profi les.
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

with space to jot next appointment 
date and time. Your client can affi x 

an excellent eye catching price tag, an excellent eye catching price tag, 

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

valuable time to answer these ev-
eryday questions. This pamphlet 

than you could... ensuring success 

tool, too! Rubber stamp your shop 

advised what to expect once the 

Flea

TheTheTheThe
FerociousFerociousFerociousFerociousFerociousFerociousFerociousFerociousFerociousFerociousFerociousFerociousFerocious
FleaFleaFleaFleaFlea

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

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

5/8”

1”

Order online at www.barkleigh.com • (717) 691-3388
REQUEST READER SERVICE CARD #5802
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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

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

REQUEST READER SERVICE CARD #5803
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Suesan Watson
Certified Master Groomer

“Everyone needs Wahl, just
try it once and you’ll soon
say, “How did I ever live

without this clipper”.

“Wahl has the most
versatile clippers.”

Jay Scruggs
Certified Master Groomer

“My Wahl delivers the power I
need to get through tough jobs
all the while keeping my blade
& clipper cool to the touch.”

Judi Cantu
Certified Groomer

“Using quality products is
one key to being successful,

using Wahl helps me be
more efficient.”

Lisa Leady
Certified Master Groomer

"I've used Wahl products for years
and Wahl continues to deliver

outstanding product and service."

Sue Zecco
Certified Master Groomer

“Customers can request some pretty
creative designs on their pets. Thankfully
Wahl allows me to safely and efficiently

clip cat hair.”

Danelle German
Certified Feline Master Groomer

www.wahl.com 1.800.PROWAHL

I love the new Wahl Stainless
Steel Snap-On Combs. They cut

through the coat more like a
blade than the plastic combs.
They make my life easier by

minimizing my scissor work and
giving me a great finish!

ANNETTE QUICK
Certified Master Groomer

Travel to a Professional Pet
Trade Show and stop by the

Wahl booth
to view and try out Wahl’s

quality product line.

REQUEST READER SERVICE CARD #5804
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REQUEST READER SERVICE CARD #5805
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“Chocolatetown, USA” welcomed over 4,400
groomers and pet professionals to Groom Expo 2008.
The event was held Sept. 10 – 14 at the Hershey
Lodge & Convention Center, Hershey, PA.

“Attendance was up 15% this year; with over
170 exhibitors,” show organizer, Sally Liddick, stated.

Artist Knox, winner of Animal Planet’s Groomer
Has It, along with fellow cast members Jasper Asaro,
Jon Bannon, Jorge Bendersky, Will Comparsi,
Jonathan David and Kathleen Sepulveda conducted
seminars, signed autographs and posed for pictures
during the weekend event.

Grooming seminars, an Animal Behavior Confer-
ence, business and retailing seminars and various
pet professional classes offered education and kept
attendees up to date on certification and new tech-
niques.

Groom Expo 2008 featured numerous grooming
competitions awarding thousands of dollars in prize
money. PetSmart sponsored Best in Show, awarding
Level 3 Expert winner, Greta Dalrymple, of Top Notch
Grooming, Niles, Michigan a $5,000 cash prize; Level
2 Intermediate winner, William Jividen Jr., was
awarded $2500 and Level 1 Novice winner, Jill
Pipino, won $1000.

Nature’s Specialties presented Winner’s Circle
Champion, Irina Pinkusevich with a $2,500 cash

PETSMART GroomOlympics Best in Show
Greta Dalrymple
with Representatives

(L-R) Connie Bailey and Jeff Gibson

Level 1 • Best in Show
Jill Pipino

Level 2 • Best in Show
William D. Jividen Jr.

Dalrymple Claims Best in Show

P
ho
to
s
by
A
ni
m
al
P
ho
to
gr
ap
hy

Andis Poodles
Level 3: Julie Wilkins, Irina
Pinkusevich, Jonathan David;
Level 2: (BIC) William D. Jividen Jr.,
(T) Marilyn Wainwright, (P) William D.
Jividen Jr., (D) Lisa Kloid;
Level 1: (BIC) Kristina Donoho, (T)
Larissa Kalinina, (P) Kristina Donoho,
(D) Amy Landis

Lambert Kay Sporting
Level 3: Greta Dalrumple, Komako
Tanaka, Amy Triezenberg;
Level 2: (BIC) Marilyn Wainwright,
(T) Susan Kelch, (P) Melanie
Crowther, (D) Marilyn Wainwright;
Level 1: (BIC) Jill Pipino,
(T) Jill Pipino, (P) Jaylyn Beaver,
(D) Bridget T. Sullivan

Gibson-Governor Terrier
Level 3: Olga Zabelinskaya,
Kendra Otto, Jonathan David;
Level 2: (BIC) Carol Basta,
(T) Carol Basta, (P) Carol Basta,
(D) Marc Vanderwal;
Level 1: (BIC) Larissa Kalinina, (T)
Larissa Kalinina, (P) Dana Chronister,
(D) Jon Bannon

Tropiclean
Mixed and Other Purebreds
Level 3: Jonathan David, Irina
Pinkusevich, Hayley Keyes;
Level 2: (BIC) Joann Camilli,
(T) Joann Camilli, (P) Carol Basta,
(D) Joann Camilli;
Level 1: (BIC) Jayne Gallagher, (T)
Jayne Gallagher, (P) Jayne Gallagher,
(D) James Pesce

PetEdge Super Model Dog
Olga Zabelinskaya, Kitty Ponnet,
Veronica Frosch

Off Lead & Animal Behavior
High In Trial Combined
Events Trophy
Bridget McAlister

Off Lead & Animal Behavior
Freestyle Invitational
Janis Mayr, Diane Frohman,
Helen Gilbertson
(Honorable Mention) Eileen Hoyson

Kennel Connection
Business Card Challenge
Canine Carousel, Pawz & Clawz,
Bonnie’s Pet Boutique

Groom Expo 2008 Competition Results
(BIC) Best In Class, (T) Technical, (P) Profile, (D) Difficulty

PETSMART GroomOlympics World Champion • Greta Dalrymple
Level 2 • William D. Jividen Jr

Level 1 • Jill Pipino

NATURE’S SPECIATIES Winner’s Circle Champion
Irina Pinkusevich

BARKLEIGH Creative Styling Contest
Justine Cosley “My Little Pony”, Lisa Kloid “Woofstock”,

Angle Kumpe “Caribbean Canine”
People’s Choice: Karen Stickel “Panda Bear”

Groom Expo 2008
Attracts Thousands!

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 Certifi cates/Envelopes       $9.95
#604 25 Gift Certifi cates/Envelopes       $22.00
#605 50 Gift Certifi cates/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!
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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
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