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

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

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

PetSmart® Groomer
Become a  

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

Apply at petsmartjobs.com
* Ask about eligibility requirements.

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

 Clean rinsing coat  
brightener leaves hair shaft 
clean, not coated with by- 
products. Gently lifts excess 
oils and dirt. Bring  out the 
true color of your grooms. 

Whiter whites without a “whitening” shampoo. 
Blacks so dark your clients won’t believe it.

PREMIER SPRAY
Leave on protection shines and moisturizes coat. 
Enhances color. Cuts static. Makes scissoring a 
breeze. Clippers glide through the coat.

PREMIER CREAM RINSE 
Instant tangle free brushing and the 
ultimate shine. Conditions dry, brittle hair. 
The softest coats you’ve ever touched. 

YOUR CUSTOMERS DESERVE THE BEST
FOR A DISTRIBUTOR NEAR YOU PLEASE CALL

  

IT TAKES MORE THAN JUST SHAMPOO ALONE

ABSOLUTELY THE FINEST SHAMPOO SYSTEM EVER MADE

Natural Botanical 
Color Intensifying

MOISTURIZES AND 
VOLUMIZES COAT

PROMOTES HEALTHY 
SKIN AND COAT

MINIMIZES TANGLES
AND KNOTS

MORE DOGS
PER DAY

= MORE $ 

SAVE 
5-10 

MINUTES
PER GROOM

SCIENTIFICALLY SUPERIOR www.EQyss.com

800-526-7469800-526-7469
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E by Bonnie Wonders-Trent   e

T his past week was certainly 
full of mishaps at the salon. 
Talk about “when it rains, it 

pours” It was more like, “Noah built 
the ark, and we shall sink it.” 

On Tuesday, a lady brought in 
two Lab mixes and a Pomeranian to 
be groomed. Why on earth she felt the 
burning desire to bring all three in at 
once, I’ll never understand. Personally, 
I wouldn’t have the death wish to be 
dragged across a parking lot by two 
less-than-one-year-old, 70-pound dogs 
that were totally out of control. Add 
to that the Pom that was just trying to 
stay out of the way of the Labs. 

You know how when you go down 
the road and a squirrel comes out of 
nowhere right into your path? It’s like 
it’s thinking, “Run straight! No, go left. 
Fake a right. Spin around in the middle 
of the lane. Freeze! Go left again. Go!” 
Splat. Ugh, right under your wheel. Not 
the best directional decision on the part 
of the squirrel. Well, that was pretty 
much how that Pom looked as I watched 
the foursome come across the lot. The 
three dogs were all on Flexis and twisted 
up to no end. The Pom didn’t have a 
chance. Actually, neither did the owner, 
as there was suddenly a massive heap of 
fur right outside my door: three hairy 

dogs and a lady in a fake fur coat. Oh, it 
wasn’t pretty. It did look remarkably like 
that squirrel mishap. 

When I opened the door for her, 
in burst the four of them. The woman 
let loose of all the Flexis, and the 
thump that they made when they 
simultaneously bounced off the floor 
was loud enough to deafen a goat. The 
dogs ran from the front of the salon 
into the middle room and then into 
the treat room, all the while those 
Flexis were banging into each doorway 
as they went like two warthogs run 
amuck. Not to mention the forgot-
ten Pomeranian who was being drug 

What a Week...



GroomertoGroomer.com

My customers appreciate my attention to detail. 
With more than 17,000 innovative products, I rely on 
PetEdge as my trusted source for the best selection 
and guaranteed lowest prices.

I’m a Groomer

MENTION DEPT. 613 FOR A FREE CATALOG 
SHOP PETEDGE.COM | CALL 800-PETEDGE
SEE MORE SOLUTIONS AT PETEDGE.COM/GROOMER_SOLUTIONS

$599
On Orders of $150 or more—

Including Shampoos!
(some exclusions apply)

SHIPPING
EVERY DAY!
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unmercifully under the belly of one of 
the bigger dogs. 

I all but had to throw myself onto 
the tangled mess of dogs and leashes 
in order to stop them. I cornered them 
all, and the owner came to help. “I 
don’t know how they got so tangled 
up,” she said out of breath. 

“Maybe you should have only 
brought them in one at a time,” I of-

fered. 
“Oh, no! My gosh, if I don’t take 

them both at once, the other will tear 
the inside of my car apart,” she said. 
“It already happened when I did that 
at the vet’s,” she added. As I nodded, I 
was also silently thanking God that I 
have steel crates in the shop. 

That was Tuesday.
On Wednesday, I was bathing 

a Golden Retriever about halfway 
through the day. As I reached overhead 
to get another gallon of shampoo, the 
entire shelf suddenly came crashing 
down, and seven jugs of shampoo were 
airborne. It was as if it were in slow 
motion. I was trying to catch one or 
two before they hit the dog or me in 
the head. Luckily, neither of us got hit, 
but the mess that ensued was enough 
to make me cry. When several of the 
jugs hit the floor or tub or both, the 
pumps snapped off, and shampoo was 
running freely all over the floor. There 
were also two bottles of shampoo that 
were in clear plastic bottles that had 
completely shattered.  

I looked at the Golden. He was 
perfectly fine. He just sat there looking 
at me like, “Hey, lady. Don’t look at me. 
I had nothing to do with it. You’re the 
idiot who just had to have that ‘handy’ 
little board over your head.” It took 
me more than half an hour to get that 
mess all cleaned up. I went through 
five rolls of paper towels and I can’t tell 
you how many mop buckets of water to 
take care of it. I even had shampoo on 
the clock. Thank goodness Wednesday 
finally came to a close.

I spent most of Thursday having to 
answer the wall phone, as we couldn’t 
locate the handset for the cordless. 
Look as I might for that stinkin’ thing, 
it was just unretrievable. Not under 
the cages nor under the tub. Not under 
the big dryers or the counter out front. 
I looked in the office, the bathroom, 

Wilmington, OH 
Roberts Conference Centre

www.PQGroom.com

June 20–23, 2013

http://www.PQGroom.com
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the cage room, and the retail rooms. 
Nowhere was it to be found. We looked 
on all the shelves and on top of the 
cabinets. It had vanished. 

At the end of the day, I left the 
salon and headed toward my car. 
As I walked across the parking lot, I 
suddenly heard my phone ringing. 
I stopped dead in my tracks. It rang 
again, and I looked down at the giant 
bag of trash that I was dragging behind 
me to drop off at the dumpster on my 
way to my car. Yes, I had now found 
the phone. I opened my car, threw 
my purse into the front seat, and 
proceeded to open the contractor-size 
trash bag. Naturally, that stupid phone 
couldn’t have possibly been at the top 
of the bag. No, it had to be almost 
halfway down as I dug through the ton 
of wet dog hair and KFC bones from 
lunch. Friday would be better...

Friday was good... until the mail-
man showed up with a letter that I had 
sent and had now been returned to me. 

Apparently the other mailman that we 
had on the 14th must have dropped 
my outgoing letter in the parking lot of 
a neighboring business. It had snowed 
quite a bit that week, and the envelope 
was barely readable. They could, how-
ever, read my return address label, and 
someone kindly dropped it back to the 
post office. The post office returned it 
to me. It wasn’t that important. It was 
just my estimated payment to the IRS 
for the quarter. It was now the 18th. 
I kind of missed the 15th deadline. I 
don’t know the consequences of that 

one... yet. Hallelujah! It’s the weekend.
It was Saturday, and my husband 

and I went shopping and for lunch. I 
was finally going to relax after such a 
week full of crap. We went for lunch 
and stopped at the mall. It was turning 
out to be a really enjoyable day. No bad 
news, no accidents, nothing to upset 
my umbrella. We did need to get dog 
food and horse feed, so we stopped at 
the store. 

Dave picked up a bag of dog food 
and brought it over to the cart. “That’s 
not what we always get,” I told him. 

The post office returned [the letter] to me. It 
wasn’t that important. It was just my estimated 

payment to the IRS for the quarter. It was now the 
18th. I kind of missed the 15th deadline. I don’t 

know the consequences of that one... yet.

Reader Service Card #9842

SAVE UP TO 50% ON SHAMPOO
Make the bathing process easier and quicker 
while drastically reducing strain and fatigue! 

COSMOS BATHING SYSTEMS has been helping 
groomers and bathers for over 25 years!

cosmosbathingsystems.com
cosmosbathingsystems@yahoo.com  
1-866-974-3787

SCAN THE 
QR CODE 
TO WATCH THE 
COSMOS BATHING 
SYSTEM IN ACTION!

 $ SAVE TIME
WATER
MONEY

mailto:cosmosbathingsystems@yahoo.com
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        models with variable 
power control enable you 
to groom all breeds, big 
and small.

Before You Buy, Ask Where It’s Made!

Metropolitan Vacuum Cleaner Co., Inc., One Ramapo Ave., P.O. Box 149, Suffern, NY 10901 Fax: 845-357-1640

1-800-822-1602  www.dogdryer.com

220 Volt Models Available

More Groomers Worldwide Depend on 
American-Made Metro® Air Force® Dryers 

Than All Other Brands Combined!

Now 

US Patent D583,041

The proven high quality of American-made Metro® Air Force® 
dryers has been maintained since we introduced our first model 
over 25 years ago. With a body of steel, they are still the most 
powerful, user-friendly, longest-lasting dryers in the industry. And, 
unlike foreign made dryers, they are still built and backed by the 
same family owned and operated American company in business 
for over 70 years... a company you can always count on for the 
highest level of quality, performance and personalized service.

That Says It All!

The configurations and coloring of the Air Force® Commander® and Blaster® pet dryers are protected by US Registered Trademark 3,552,787.

Bleed: 9? x 11.5?
Trim: 8.5? x 11?
Safety: 7? x 10?
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Call us @ (605) 582-3013 | groomersbest.com

Electric
Hydraulic

Go with the Best Grooming  
   Tables!

Brandon, SD 57005 
Email: customerservice@groomersbest.com

www.facebook.com/groomers.best

Like us on Facebook to be alerted  
to our bi-monthly specials!

✔ Starting at $499
✔ Proudly Made in the          ! 

“Yes it is,” he told me. (He does 
usually pick up the dog food.) 

“No, I’m sure that’s not it,” I insist-
ed. “Let me look at the ingredients in 
this other brand,” I told him. I pushed 
the cart down the aisle and stopped in 
front of the 40-pound bags of food. 

“What are you looking for? We 
never get bags that big,” Dave said. 

“I want to see the ingredients on 
this one, though,” I told him. “Calm 
down.” I pulled forward a large bag 
that was at the upper range of my eye 
level. We flipped the bag over, and 
I read the first couple ingredients. 
Corn was listed at the first one. “Yeah, 
you’re right,” I told Dave. “I’d never 
get anything that has corn in it like 
that. I was thinking the bags were 
the same color as this one. That must 
be where I’m confused,” I told him. I 
flipped the bag back over. I tried to 
push it fully back onto the stack, but 
there were too many bags underneath 

that one, and it was getting stuck on 
the top of the shelf. 

“Here, let me get it for you,” my 
big, strapping, muscular hunk of a hus-
band said. I stepped back to let him get 
the bag onto the shelf.

With a mighty push, he got it 
where it belonged. In that instant, we 
suddenly heard cans hitting the floor. 
Lots of cans – it seemed like hundreds 
of them – falling everywhere in the 
next aisle. Dave ran down to the end of 
the aisle and looked into the next one. 
I knew exactly what had happened at 
that moment. I remembered seeing 
a huge display of canned dog food in 
the next aisle. There was no divider be-
tween the shelving units of the aisles, 
so when he pushed that big bag back 
on the shelf, it went just a tad too far 
and hit the backside of the canned dis-
play. Like dominos, dog food was fall-
ing off the shelves and the display and 
was rolling everywhere! 

I got around the corner just in 
time to see an employee of the store 
reaching the display. “Holy heck!” she 
exclaimed. She looked at us at the 
same time we looked at her. 

“What did you do?” my husband 
asked her. A final lone can hit the floor 
at that exact moment. 

“I don’t know what happened!” 
she said, shaking her head. “I think I’ll 
need a cart for this one, though,” she 
said, laughing. 

“Here, let me help you,” Dave said 
without admitting any guilt. 

“Oh, no. I’ll get it,” she said. 
“No, no. Now you let me get it,” the 

brave man said as he started picking up 
cans. “I’ll go get a cart, too,” he added. 

“It’s okay,” the employee said. 
“Oh, please! You let him clean it 

up. It’s the least he can do,” I added, 
smiling at my husband as I went to get 
some horse bedding.

How was YOUR week? ✂

mailto:customerservice@groomersbest.com
http://www.facebook.com/groomers.best


GroomertoGroomer.com

Reader Service Card #9798



GroomertoGroomer.com14 Groomer to Groomer • Vol 32 Ed 3 • March 2013

DANGER	
DANGER	

DANGER
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D id you know that I do 
celebrity impersonations? 
My best was an impression 

of Carl Lewis (Olympic gold medal-
ist for track and field) the day Cody 
escaped out the front door of the salon 
where I was working. This salon was 
located alongside a busy four-lane 
main road. 

How did this happen, you ask? 
The groomer was not in control of 
Cody, as he was off lead. Cody jumped 
over the half door separating the re-
ception and work area. He proceeded 
to bolt out the open front door that 
was no longer secured because a client 
was walking in. 

Your reception area, though, is 
much more than where clients enter 
and leave. It is where you make a 

first impression. Size doesn’t matter; 
presentation does. It includes lack of 
clutter, good sanitation, emphasis on 
pet safety, and professional behavior. 
Upon arrival, your clients will notice a 
professionally attired staff, any promi-
nently displayed awards and certifica-
tions, and whether your facility looks 
and smells clean.

Do all of the exterior doors and 
windows close securely? An open win-
dow with a screen is not secure. Are 
the pets under your control with cats 
coming in carriers and dogs on lead? 
I require clients who bring dogs on a 
flexible lead to lock it in position. I do 
not want miles of flexible lead wrap-
ping around myself or other pets. As 
soon as a dog is checked in, his collar is 
replaced with my slip lead. Most own-

ers leave the collars too loose, which 
makes it very easy for a dog to slip out 
of it. 

Do you have an answering ma-
chine? Repeated distractions by any 
phone give the clients the impression 
you’re disorganized or inattentive to 
their needs. Your attention is always 
on the client in your presence. Include 
on your outgoing message a time all 
calls are returned.

A clearly posted sign stating your 
salon policies will save time during 
the check-in. It could cover anything 
from drop-off to pick-up times, late or 
missed appointments, payment, right 
of refusal, and so on. 

The check-in process is the time 
for clear communication with the 
pet owner. Neither you nor the cli-

Shop Safety
Part  O n e

E by Mary Oquendo   e
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ent wants to spend 20 to 30 min-
utes checking in. Well-thought-out, 
organized forms ready to go will 
streamline the process while showing 
professionalism. 

Let’s start with the client informa-
tion card. You, not the owner, fill out 
a card for each pet, because your own 
handwriting is easier to read. Allow for 
five means of contact: address, email, 
phone number, cell number, and work 
number. Important pet information on 
the card includes vaccination history 
(after being bitten is not time to find 
out the status of rabies protection!) 
and any personality or medical issues. 
If the owner states no medical issues, 
offer a few possible suggestions such 
as allergies, seizures, heart conditions, 
or diabetes. It may jar their memory. 

The back of the client information 
card details the grooming. What prod-
ucts did you use? This is very important 
should an allergic reaction occur. Did 

you clearly print which blades you used 
and the type of haircut received on the 
card? The client signs and dates the 
card at each visit and is notified of any 
changes to salon polices since the last 
visit. You can add a client agent line for 
drop-offs by friends, children etc.

Another form is the veterinar-
ian consent form. If an emergency 
arises, it allows you to bring the pet to 
a veterinarian for treatment. It would 
include the name of the vet, under 

what circumstances you would bring a 
pet in, who pays for what, and credit 
card information with an authorized 
amount. Keep a list of local veteri-
narians, their phone numbers, and 
written directions to the after hours 
or emergency veterinarian hospital, as 
well as a phone number to one of the 
pet poison helplines.

In my opinion, the snout-to-tail 
assessment is the most important part 
of the check-in. You are going from 

Before you begin the assessment,  
have a muzzle ready.  

Always remember: any pet in pain  
or moved into pain can and will bite.

     Sugar Scrub Facial
hypo allergenic  dye & soap free exfoliating treatment

money back guarantee

Americas trusted professional shampoos
40:1 whitener  brightener  de greaser

 for all coat types & colors
 

Follow us on facebook    B3salonproducts.com   717 871-0103

®
3
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The Liberty of grooming: the new Fav 5® CL hybrid

For more information please contact: www.GermanRedClipper.com

A-
XX

12
01

9
Authorized dealers:

www.cherrybrook.com www.davismfg.comwww.proproductsandmore.com www.whitmansharpening.com www.precisionsharp.com

A & J Sales and Service
42 A-Frame Drive | West Burke, VT 
05871 1-800-447-1957 
ajsales@myfairpoint.net

a division of

 powerful clipping capacity
 planetary gear
 ideal for the professional groomer
 lightweight and well-balanced 

High quality corded clipper 
at an a­ ordable price

Batteries and charger 
available separately 

to make it CORDLESS

snout to tail with deliberate intent 
and purpose to determine the overall 
health of the pet. You want all pre-
existing conditions noted before the 
groom with the owner present. 

As a bonus, the time spent on this 
activity presents a good opportunity to 
educate your client on proper pet care. 
An educated client is a good client. This 
investment of time will reduce “mis-
understandings” and give your clients 
the tools they need to make educated 
choices for their pets. 

Before you begin the assessment, 
have a muzzle ready. Always remem-
ber: any pet in pain or moved into pain 
can and will bite. This is part of my 
greeting with every pet. As I am saying 
hello to them, I move my hands over 
their bodies and check their eyes, ears, 

and mouth. It takes but a moment.
I will send anyone who is interested a 

Pet Tech Snout to Tail Assessment Form. 
Email me at mary@maryoquendo.org. 

The assessment should include the 
following:

Teeth
Teeth in poor shape will cause 

mouth pain, and smaller dogs tend to 
have more problems than larger dogs. 
Mouth pain is one explanation for why 
a dog will be snappy when grooming 
the face. It hurts! Educate your clients 
on proper dental care. It is a good op-
portunity to sell dental products.

Eyes
Hardened discharge may have ir-

ritated or raw skin under the scabs.

Ears
Foul odor, redness, and/or 

discharge can be an indicator of ear 
infections. Very thick ears may be a 
hematoma or contain severe matting.

Legs
Arthritis or a prior injury will 

cause pain when touched or moved.

Spine
Pain in the area may be arthritic 

or neurological in origin. It may also be 
a prior injury.

Nails and Pads
The area should be checked for 

injuries and overgrown nails.

Undercarriage
If there is distension or hardness, 

Check out the pet boarding industry’s ONLY trade magazine!  

www.PetBoardingAndDaycare.com

mailto:mary@maryoquendo.org
mailto:ajsales@myfairpoint.net
http://www.GermanRedClipper.com
http://www.cherrybrook.com
http://www.proproductsandmore.com
http://www.davismfg.com
http://www.whitmansharpening.com
http://www.precisionsharp.com
http://www.PetBoardingAndDaycare.com
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888.551.4061     shor-line.com/groomertogroomer

ElitE grooming tablE

the only 
csa/ul certified 

grooming table

long-lasting polyurEthanE 
coatEd tablE top

pivoting grooming arm 
allows 180° movEmEnt 

smooth & quiEt 
lifting systEm

$989

shown in screamin’ green

more colors

you should refer immediately to the vet.

Anal Area
Is there a foul discharge or any 

cysts apparent?

Skin and Coat
Look for lumps, bumps, and warts. 

Note their location. Are there any in-
juries that need immediate attention? 
Can you even see the skin? The coat 
may be matted, and you don’t know 
what you will uncover.

Temperament
This is a good time to assess the 

pet’s reaction to being handled.
 
Encourage your clients to continue 

this assessment at home to track their 
pet’s overall health. Problems found 
early stand a better chance of success-
ful treatment. Recommend that any 
concerns found during the assessment 

be checked by a veterinarian, and make 
sure any changes are noted at future 
grooming appointments.

If you find any significant matting, 
then the matted pet release comes out. 
It details the risks associated with the 
stripping process and any additional 
costs.

Before they leave, have your 
clients initial an estimate of the groom 
on the client information card. If for 
any reason the style or cost needs 
to change, notify your clients first. 

Remember, you have five means of 
contact on the client information card. 
I prefer a price range rather than an 
estimate. 

Your reception area is the heart 
of your business. It is where you get 
to know your two- and four-legged 
clients. More importantly, it’s where 
they get to know you.

It took us over an hour to capture 
Cody and keep him away from the busy 
road or from taking off into parts yon-
der. I am not sure the real Carl Lewis 
could have kept up with me that day. 
We were lucky and had a happy end-
ing. The potential for a much different 
outcome was there. ✂

Save BIG on  
E-mail Specials!

Discounts and specials 
on Barkleigh products 

every month!

Receive e-mail promotions monthly

Call or send  
your e-mail address NOW!

Info@Barkleigh.com • (717) 691-3388

Encourage your clients to continue  
this assessment at home to track their pet’s 
overall health. Problems found early stand a 

better chance of successful treatment.

mailto:Info@Barkleigh.com
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Invest in yourself. You are the most 
important part of your business and 
we believe your equipment should do 
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W hen Hurricane Sandy was 
barreling toward the East 
Coast last October, Lisa 

Correia, a mobile pet stylist from Toms 
River, NJ, was at a grooming trade 
show in Florida. “My mind was not 
on the show,” she told me. “I watched 
all the news transpire via my smart 
phone. The storm was projected to hit 
my town. I was so worried about my 
clients that live right along the shore. 
My house is 10 miles inland, so I 
wasn’t as concerned about our home as 
I was for my customers.” 

Lisa, traveling with her daughter 
Brianna, waited until the storm had 
passed so that they could make the 

drive back safely. “Our home survived 
with very little damage, nothing 
like the devastation that my clients 
experienced. A lot of them lost their 
homes or lost the first floors of their 
homes. Driving into town, it looked 
like a war zone. There were houses 
blown off their foundations, some as 
much as two blocks from where they 
originated.” 

Two days after the storm hit, Lisa 
found herself back in her community 
and wanting to help those who lost so 
much. “The first thing I did was find 
out where the local shelters for storm 
victims were. One was at a high school 
right down the street from where I 

live. I went there to volunteer help and 
was put right to work with a veterinar-
ian. We worked triaging animals. Some 
had bumps, bruises, and swelling. 
Many had flea infestations. None of 
the animals we saw had broken bones, 
which was good.” 

Lisa went back every day for about 
a week until that shelter was closed 
and people were moved into more 
permanent temporary housing. Not 
finished with her kindness, Lisa said, 
“I looked around for where I could be 
most useful next. I thought, ‘I have a 
very specific set of skills here. How can 
I use them?’” 

Belmar, a community that suffered 

grooming 
matters
by Daryl Conner

Helping hands
Groomers band together to aid 

victims of hurricane sandy
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www.groomsoft.com
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Simple       Powerful       Affordable

Pet Grooming Software
on the Web
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CANINE MASSAGE THERAPY (CMT)

EQUISSAGE©

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

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

For a free brochure call: 

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

Visit our web site: www.equissage.com   ·   E-Mail: info@equissage.com
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much damage during the storm, was 
known for having a lot of pet-loving 
people residing within it. Lisa called 
the township and asked if she could 
help. Working with a woman who was 
organizing relief efforts, Lisa arranged 
to help by offering free grooming to 
pets whose owners had been affected 
by the storm. 

Using social networking and call-
ing on groomer friends, Lisa gathered 
seven mobile groomers with their 
vans, several other groomers without 
vans, and a kind-hearted veterinarian, 
David Weiss. On Sunday, November 
11, all of them met at the Belmar town 
square, bringing with them donated 
pet food, toys, and leashes. “And 
more than just items for pets – we 
had things for people, too. Cleaning 
supplies and things like that. So many 
groomers stepped up and donated. 
There was an amazing outpouring 
from the grooming community. It 
was overwhelming how much people 
wanted to give, and these were people 
from all over, not just from the im-
mediate area.” 

The group cleaned up pets that had 
ridden out the storm and needed some 
tender one-on-one attention. Dr. Weiss 

treated pets for a variety of ailments, 
referring those that needed more 
specialized care to facilities that could 
help them. The event was such a huge 
success that it spawned two other gath-
erings of helpful groomers: one in Toms 
River and one in Barnegat. Not only did 
the groomers travel and work, they also 
solicited donations and brought those 
donations with them. “Frank Rowe and 
Son donated so much to our cause, as 
did the nice people at Cherrybrook. 
Hartz donated, too. So many people 
were so generous,” Lisa said. 

The effect? Besides cleaning up 
pets that had been through a trau-
matic time, these groomers gave some 
genuine comfort to the storm victims. 
“We brought a little sense of normalcy 
back to their lives. With no power, no 
running water, and no phone service, 
they could at least turn to us to clean 

up their precious pets. There were so 
many heart-wrenching stories. The 
people were so grateful that we would 
come out and give them what we could. 
Many were crying with gratitude.” 

I asked Lisa how all this made her 
feel. “We became this family. It was 
all about helping people that really 
needed us. We all walked away from 
this drained but so satisfied. Groom-
ers helping groomers helping others.” 
Because grooming matters. ✂ 

Groomers involved:
Jane Cagney
Lisa Elk Carroll  
Lisa Correia
Elaine Chelak 
Beth Cronk
Jon Debruler 
Nancy Debruler
Mary Kay Erickson
Kellie Klunder 
Kate McMahon
Mary Oquendo
Susan Pratt
Monica Villegas
Marilyn Wainwright

I thought, ‘I have  
a very specific set  
of skills here, how 

can I use them?

http://www.groomsoft.com
http://www.equissage.com
mailto:info@equissage.com
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Design (15.2 oz.) for 
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ULTIMATE In Grooming
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Welcome to Part Two of “Leader 
of the Pack.” Last month we discussed 
the many considerations when hiring a 
new team member. Looking for some-
one with the actual skills to do the 
job was one piece of the puzzle, while 
also considering their attitude, goals, 
willingness to work as a team member, 
and being able to identify with the ide-
als and standards of the owner/man-
ager. At the risk of repeating myself, I 
cannot overemphasize the huge impact 
one person can have on a small team, 
so hiring a new member of your staff 
must be done carefully.

Once you have found that per-
son and identified that they will be 
an asset to your business, and they 

recognize that your business will be a 
positive move in their development, 
how do you keep them? What are the 
things that matter most to an employ-
ee? What keeps people inspired and 
looking forward within their careers? 
You may be amazed by the answer.

Over 65 years ago in 1946, the 
Labor Relations Institute of NY con-
ducted a survey  that was reproduced 
again and again over the next several 
decades with strikingly similar results. 
The survey shows a workforce that 
does not identify finances as their 
number one inspiration. Review the 
following responses, listed by level of 
importance (from greatest to least), 
first by what employees say they want 

followed by what managers think em-
ployees want. You may be surprised!

WHAT EMPLOYEES SAY THEY WANT 
(in order from greatest to least importance)

1. Full appreciation for work done
2. Feeling “part” of things
3. Sympathetic help on  

             personal issues
4. Job security
5. Good wages
6. Interesting work
7. Promotion/growth  

             opportunities
8. Personal loyalty to workers
9. Good working conditions
10. Tactful discipline

b e i n g  a n  e f f e ct i v e
leader of the pack
E part Two: Employee management e

Paw Inspiring
by Missi Salzberg

Nice Job!



GroomertoGroomer.com 25Groomer to Groomer • Vol 32 Ed 3 • March 2013

Reader Service Card #9808
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*
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®
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Model 731

Model 531

Laube Power
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Touch For � e Well 
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The Grooming Industry’s 

BEST 
video resource! 

NORTHWEST
GROOMING SHOW

NOW A  
THREE DAY 
TRADE SHOW!

MARCH 15–17, 2013

NWGROOM.COM

WHAT MANAGERS THINK  
EMPLOYEES WANT 
(in order from greatest to least importance)

1. Good wages
2. Job security
3. Promotion/growth  

             opportunities
4. Good working conditions
5. Interesting work
6. Personal loyalty to workers
7. Tactful discipline
8. Full appreciation for work done
9. Sympathetic help on  

             personal issues
10. Feeling “part” of things

Flatter me, and I may not  
believe you. 
Criticize me, and I may not like you. 
Ignore me, and I may not forgive you. 
Encourage me, and I may not  
forget you.   — William Arthur 

What struck me the first time I 

read this study is that the top three 
most important issues for employees 
were not financial but more related 
to feeling appreciated, being part of 
something, and having an understand-
ing boss. It really was quite contrary to 
what most employers thought would 
be of the utmost importance. 

Let’s not kid ourselves; everyone 
wants to make money and continue to 
grow in their career. It is interesting, 
though, to note that the interpersonal 
issues seem to be the base and frame-

work to keeping employees long-term. 
In essence, if people are understood, 
respected, and feeling a part of 
something important, then they will 
ultimately stay and excel. This has ab-
solutely been the truth at my business, 
with employees that have been with 
me over a decade.

How do we accomplish this goal 
and be an effective leader when it 
comes to retaining great, commit-
ted staff? Here’s my baker’s dozen on 
retaining great employees:

In essence, if people are understood,  
respected, and feeling a part of  
something important, then they  

will ultimately stay and excel.

http://www.bardelbows.com
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At Frank Rowe & Son we truly value our 
customers.We make sure that you always 
experience a fun and family-friendly 
environment with our company. 

40 years of experience!
with sharpening and repairs

FrankRoweAndSon.com  |  717.616.8646

animology
pet care excellence

®

Like us on

THE #1 PLACE TO BUY PROFESSIONAL GROOMING SUPPLIES!

FREE 
shipping on orders over 
$150!

WE HAVE MOVED!
Frank Rowe & Son Inc. 

has moved to a new, bigger and better location! 
Look for us at 26 S. Union St., Middletown, PA 17057.

Excel Variable 5-Speed Clipper
• Powerful, rotary motor clipper for 

complete animal grooming 
• Variable, 5-speed clipping - use lower 

speeds for cooler running and clipping 
around sensitive areas, and higher speeds 

for prettier coat fi nish 
• Equipped with a 4x4 blade drive 

with 25% more blade torque 
• Detachable blades for easy 

changing and cleaning 

featured 
product

Animology’s award winning 
grooming shampoos and sprays 
are the product of choice for 
many professional groomers 
and championship show dog 
owners around the world. Now 
Animology’s line of professional 
grooming products are available 
in the U.S. exclusively from 
Frank Rowe & Son!

NOW AVAILABLE!

Li+ Pro Clipper
• New Innovative technology Professional 

Cord/Cordless lithium-ion clipper
• New & improved 5-level adjustable blade 

set is low maintenance & easy to clean
• 75 minutes of cordless runtime
• Chip controlled motor for constant speed 

control & amazing cutting power!
• A multi-level battery capacity display 

also has an indicator light to alert when 
blades need to be oiled!

featured 
productVolt Li+ION Cordless Clipper

The Volt clipper is designed with Heavy Duty 
Cordless Power and extreme Run Times in 
mind. This unique product features a detach-
able Li-Ion battery that runs up to 2hrs on a 

single charge, while also providing quick 
charge capability to further extend your 

cordless cutting time.

featured 
product

official distributor of

Use Coupon Code 
GTG150F 
at checkout
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Listen: Being open to feedback 
from your staff is key. People need to 
have a voice. Whether or not you take 
every bit of advice or suggestion is not 
nearly as important as truly listening 
and thanking people for their ideas. 

Communicate: Be clear on what 
your expectations are in the workplace, 
both in terms of the quality of groom-
ing as well as the day-to-day issues of 
professional behavior, cleanliness, and 
other tasks related to the running of 
the shop. People can only meet and 
exceed expectations if they know what 
they are.

Be Positive: For owners and man-
agers, it is crucial to set the tone for 
any business. Negativity is contagious! 
You have to create the atmosphere that 
you want to work in.

Put People Ahead of Policies: 
Small business management requires 
flexibility. Have your policies in place, 
but don’t lose sight of the human aspect 
of being a leader. This is also extremely 
important in customer relations. You 
can’t be so hardcore on policies that 
you lose track of keeping people coming 
through the door and having the staff 
there to provide the service!

Learn When to Admit You’re 
Wrong: Humble pie can be a powerful 
tool in connecting with your em-
ployees. I make mistakes, and that is 
what makes me human. We all make 
blunders, we overbook, we say we 
can demat a dog when we really can’t. 
Sometimes it is worth much more to 
take responsibility for a mistake and 
change your mind than to dig your 
heels in and need to feel right. Being 
open and admitting a mistake also sets 
an example to your staff that they can 
be forthright with you if they make a 
mistake.

Don’t Show Favoritism: Even if 
you actually do have a favorite em-
ployee, you cannot let that be obvious. 
Equality in your attention and praise is 
important in a small business. Find the 
good in every one of your employees 
and let them know that they are appre-
ciated. It can be a one-on-one compli-
ment or a public gesture of praise that 
can inspire your other employees! You 
have to keep the playing field level, 
however, and make sure you show the 
love to everyone. 

Don’t Micromanage: If you have 
found an employee that you believe in 

and you know they do great work, let 
them do it! There is no need to stand 
over someone and pick apart their ef-
forts. That is not to say you shouldn’t 
check their work along the way. That 
is part of keeping quality control, but 
review their work and offer construc-
tive criticism. 

Give Your Staff Feedback from the 
Customers: Be certain to share all posi-
tive feedback with your employees! If 
someone calls the store to compliment 
one of the groomers, I put them right 
on the phone. This is the best inspi-
ration! When it comes to criticism, 
employees need to hear that, too, but 
try to frame it in such a way that they 
learn from it and not just be hurt by it.

Charge Enough for Your Ser-
vices to Offer Benefits: Keeping great 
employees means treating them right 
and offering benefits. Whether it is 
health insurance, dental, vacation 
time, or bonuses, people who commit 

Reader Service Card #9812
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to your business 40-plus hours a week 
deserve security. It is possible! Maybe 
it is time to review your pricing and 
think outside the box. Many employ-
ees would rather have a health plan 
and take home a little less each week. 
You’ll never know until you explore the 
possibilities. 

Have Fun at Work: Whether 
it’s pizza day, a holiday bash, or fun 
pranks, laughter is also contagious! 
Birthdays are a great opportunity to do 
silly, fun things. Decorate the groom-
er’s table with balloons! We had a drag 
queen do Marilyn Monroe’s “Happy 
Birthday” to my mom for her birthday 
last year! 

Encourage and Support Profes-
sional Growth: Send your staff to 
professional trade shows. Pay for 

continuing education if they attend 
seminars. We offer to pay entry fees 
if anyone wants to compete. Bring in 
educators or offer educational DVDS in 
a staff library. 

Deal with Issues Directly and 
Promptly: Things are typically never 
as bad as they seem, but they gain 
strength and energy the longer they 
fester. If issues do arise, tackle them 
honestly and clear the air. Whether it 
is addressing the groups or a one-on-
one discussion, the sooner difficulties 
are dealt with, the better.

AND ALWAYS REMEMBER: 
“There is only one boss. The customer. 
And he can fire everybody in the 
company from the chairman on down 
simply by spending his money some-
where else.” — Sam Walton 

I personally do not like change. I 
love consistency. To have consistency, 
you have to treat people right. Every 
business has its own brand, and in a 
professional grooming business, your 
staff is a key component to that brand. 
When you find a gem, keep them! As in 
every aspect of life, what you put out 
comes back to you, and in business it is 
no different.

A boss creates fear, a leader con-
fidence. A boss fixes blame, a leader 
corrects mistakes. A boss knows all, a 
leader asks questions. A boss makes 
work drudgery, a leader makes it inter-
esting. A boss is interested in himself 
or herself, a leader is interested in the 
group. — Russell Ewing ✂

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

www.clickandtreat.com

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

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

L1245
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I have introduced you to each of 
my personal dogs in previous 
articles, and I wanted to take this 

moment to introduce you to a cute, 
young fellow who came into my life on 
the second day of December 2012. His 
name was Chibs, which I later changed 
to Ren in honor of the great creative 
dog photographer, Ren Netherland. 
Okay, so he does photograph other 
animals, too — even “normal” dogs! 

I traveled to Kansas, where I was 
met at the airport by the best darn 
group of gals ever, and then to the 
home of my dear friend and fellow 
groomer, Barb Hoover. This is where I 
met the new guy in my life, a 10-week-
old Mini Poodle puppy.

The next morning, we all gath-
ered at Jodie Fritz and Amy Schaffer’s 
Hair of the Dog Salon in Leavenworth, 
Kansas, for a fun day of color and holi-

day style in an educational, hands-on 
creative class. 

I am a super Grinch fan, so I 
decided this little guy was going to get 
his very first creative groom. At 10 
weeks old, Ren became the cutest little 
Grinchy Poo you ever did see! 

With fluffy white puppy hair, this 
was a quick and easy groom. I wanted 
a true red for his Santa coat and hat. 
The product I chose to use for this is 
Apple Red Avatar. I applied it to the top 
of his little head in the center, leaving 
a fluffy white band of hair around his 
head. I left his front bracelets white 
as his jacket collar and the bottom of 
the jacket and applied the dye to his 
jacket and front legs or sleeves. With a 
different applicator brush, I brushed in 
green on his back legs and feet. 

Avatar stains rather quickly, and 
this young hair took the color fast. 

After keeping him warm with a blow-
dryer for about 10 minutes, we then 
rinsed and dried the puppy. He looked 
great but did need a bit of Grinch green 
around his neck, which was clipped 
closely above the fluffy white jacket 
collar. To achieve this without dying 
it, I used green and yellow Pet Chalk, 
which I applied to the areas with a 
make-up brush, so the color would 
closely match the rear legs. My Grinch-
poo was complete in under an hour 
and back to bouncing on the floor with 
his sister Lola. He was so darn cute 
that I brought him home the day after 
our “no more dogs” discussion. HA! 
Creative wins again!

Look for Ren in new styles here and 
on my Facebook page, Queen of Color. 
You can find out more about Pet Chalk 
and other products used for creative 
styling at www.QueenofColor.net. ✂

Welcome 
Ren!

E by Dawn Omboy   e

http://www.QueenofColor.net
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M ost of us in the grooming world have 
grown up with pets and can’t imagine 
our lives without them. However, there 

are many people who have never had a pet of their 
own. Then it happens… They fall in love with a wee 
ball of fluff or are smitten by the soulful eyes of a 
dog at their local pet shelter — and they decide to 
join our ranks by becoming pet owners. Once they 
get their pet, their lives are changed forever. More 
often than not, their lives begin to revolve around 
this new family member.

We all know that pets don’t come with instruc-
tion books, so where does a new pet owner turn for 
help and information? 

Everything is new to the first-time owner, in-
cluding the grooming needs of the pet. Even giving 
their pet its first bath may be overwhelming... what 
products to use, worrying about getting soap and 
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water in their eyes and ears, and even 
how to get their pet to hold still for the 
washing and drying. When a first-time 
owner contacts a professional groomer, 
it’s because they realize that their pet 
needs more care than they know how 
to provide. 

That new owner is like a rough 
block of marble, and you are the one 
that can sculpt him or her into an 
educated pet owner who will become 
a loyal client for the life of their pet. 
Often your first contact with a pet 
owner is over the telephone. That is 
a prime opportunity to go over some 
basics with them and to set up an 
appointment to bring their pet in for 
grooming. 

They may have many questions 
about the grooming needs of their pet. 
If they catch you at a busy time and 
you can’t stop to answer all their ques-
tions, tell them so. Get their telephone 
number and call them back when you 

have ample time to talk with them.
How you present yourself to the 

client on the telephone and when you 
meet them in person will set the tone 
for the relationship you will have with 
them. Give them your undivided atten-
tion and spend whatever time is neces-
sary to put the new owner at ease. If 
you rush them or are “all business,” 
you might give the impression that 
their concerns and their pet’s needs are 
not all that important to you.

As groomers, we expect to spend 
extra time with puppies during their 
first few grooming appointments 
to familiarize them with all the new 
things, but we seldom think about the 
first-time owner. They want to take 
the best care of their pet, but where do 
they start? Someone who has become 
a pet parent for the first time often 
has no idea about the grooming needs 
of a pet. They need information about 
things like brushing and bathing, how 

often to do it, and what products they 
should use. 

They may not know that toenails 
will need to be trimmed and sanded 
regularly or that the ears need to be 
cleaned. If new owners find that they 
have a pet that sheds, they may have 
no clue what to do about it. 

When they arrive for their first 
grooming appointment, discuss what 
their pet will need and explain step-
by-step what you will do while he is in 
your care. Let the owners know that 
the welfare of their pet is your main 
concern and that regular grooming is 
crucial for the pet’s well-being. This all-
important meeting can provide a huge 
payout by creating a loyal long-time 
client for your business if you handle it 
properly. 

At pet pick-up, you can instruct 
the owner about the at-home groom-
ing they should do on their pet 
between visits to your salon. Sell them 

Reader Service Card #9819
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any brushes, combs, shampoo, and 
other grooming products they will 
need. Show the owner how to use the 
products and equipment. Even the 
best brush does no good unless it is 
used properly. 

Showing them how to brush and 
comb their pet is one of the most 
important things you can do for a first-
time pet owner. Remember, these folks 
are brand new to pet ownership and to 
everything that pertains to grooming.

Many groomers keep on hand 
a piece of matted hair that they can 
show to pet owners to demonstrate 
what improper brushing leads to. 
When a pet owner can see what re-
ally happens when a pet gets matted 
– fluffy hair on the top and a felted, 
matted mess against the pet’s skin – 
they can understand the importance of 
thorough brushing and combing.

Assure them that you will be avail-
able to answer any questions that they 
might have. Always encourage them to 
rebook their next appointment before 
they leave. 

In essence, you are not only 
grooming the pet, but you are also 
grooming the owner — educating and 
molding them into a client who realiz-
es how important regular grooming of 
their pet is. The end result for you can 
be a faithful client who books standing 
appointments for their pet and does 
at-home maintenance between profes-
sional groomings – not someone who 
brings their pet in for a grooming once 
a year (whether it needs it or not).

Give your clients instructional 
handouts like the Barkleigh Groom-O-
Grams and Pet Care Brochures. Some 
groomers hold occasional classes to 
teach brushing and grooming basics to 

their clients.
If these new pet parents follow 

your suggestions, they will be able to 
maintain their pet between profession-
al grooming appointments, and it will 
be a win-win situation for pet, owner, 
and groomer.

If they give it their best try and 
at-home grooming is not their cup of 
tea, they can bring the pet back to you 
weekly or bi-weekly or on whatever 
schedule you and the pet owner are 
comfortable with. Some owners just 
want to love their pet and leave all the 
grooming to someone else. Again, this 
can be a win-win outcome. 

If you are wise enough to invest 
whatever time is necessary to get the 
first-time owner off on the right foot 
with their pet’s grooming needs, they 
will become a loyal friend and custom-
er for many years (and possibly many 
pets) to come. ✂
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I t was going to be one of those 
days! Thanks to a man and a herd 
of dogs claiming an entire bed as 

their territory, sleep had eluded me 
the night prior. To add insult to injury, 
“the most wonderful time of the 
month” had befallen me as well. Basi-
cally, I was a cranky, crampy, bloated 
mess as I drug myself into the groom-
ing salon. Quietly, I prayed to the 

powers that be for an easy grooming 
day. Much to my chagrin, these powers 
had other plans and a sadistic sense of 
humor, because there scribbled in the 
book was the bane of my existence: 
Marshmallow.

Marshmallow, or more affec-
tionately known as Marshmallow the 
humping Havanese, was one of those 
dogs that the entire shop begrudgingly 

took turns being saddled with. While 
not a biter or a matted mess, these 
15 pounds of pent up sexual tension 
would molest throughout the entire 
groom. Nothing was safe from his ill 
intentions; grooming arms, the groom-
er, brushes, or even just the air were 
all targets. In addition, his stamina 
and appetite were unquenchable, so 
there was no hope of a reprieve until 
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his parents fetched him. Oh, and did 
I mention he was neutered? One can 
only imagine the monster that would 
have developed had he not been.

Negotiations with the parents had 
been fruitless as well. Originally, the 
groomers had hoped some at-home 
training would alleviate this annoying 
and somewhat dangerous habit. (It 
was a challenge scissoring a thrust-
ing target.) To our shock and horror, 
though, Marshmallow’s owners found 
his habit humorous and encouraged 
it as a source of entertainment. In 
fact, they suggested that we just allow 
him to finish. Needless to say we were 
gobsmacked.

I was less than enthused as I reluc-
tantly grabbed the squirming fluff ball 
from his parents. Like each time prior, 
he forced himself onto everything 
within range. Of course my current 
condition only further fueled his pas-
sion. The kennel door was his lover. 
The cool water from the bath could 

not deter him, and as he stood on my 
table, he wrapped his legs around the 
grooming arm like an exotic dancer 
ready for a show. Since I had no singles 
on me and had already witnessed this 
display enough times for one day, my 
patience was wavering. I needed to 
finish this horny Havanese without ac-
cidently stabbing him with a scissor!

A PMS-fueled, grumpy idea struck 
me. While Marshmallow continued 
to work the pole, I fished out my 
lunchbox from my grooming sta-
tion. From inside my insulated lunch 
cooler, I procured a small plastic ice 
pack. Enough was enough! I strategi-
cally placed the ice pack in range. The 
most girly, high-pitched scream issued 
from the Havanese as the bumping 
and grinding came to an abrupt halt. 
Still as night, he turned to face me. His 
eyes appeared to be boring into me, 
and I swear he wrinkled his nose up in 
disgust. However furious he was at me 
for playing this trick, it had completely 

killed his mojo for the rest of the 
groom, allowing me to finish it safely 
and with some form of sanity in tact.

The next eight weeks flew by, 
and once again, a groomer looked on 
in horror as Marshmallow adorned 
their schedule. Once his shenanigans 
began, I quickly rushed to my fellow 
groomer’s aid. With a sense of urgency, 
I came to the table with the ice pack. 
Before it could be placed in his range, 
Marshmallow jerked around to face the 
offending object and shuddered in hor-
ror. The humping ceased instantly, as 
the visual of the ice pack brought that 
indignant memory back to his mind. 
With the ice placed within his view, 
Marshmallow behaved like a chaste 
saint. From that point on, if we knew 
Marshmallow was coming in, one of 
us packed an ice pack with our lunch. 
I suppose it just goes to show that you 
can even teach a hormonally fueled 
dog a new trick. ✂

http://www.SuperZoo.org


GroomertoGroomer.com40 Groomer to Groomer • Vol 32 Ed 3 • March 2013

wilmington, ohiowilmington, ohio

june 20-23, 2013june 20-23, 2013

make it your 
summer destination!

make it your 
summer destination!

M
ark your calendars for June 
20–23, 2013, because Pet-
Quest is returning to the Holi-

day Inn Roberts Centre in Wilmington, 
Ohio! Get ready for another weekend 
of seminars, educational programs, 
exciting grooming competitions, and a 
three-day trade show.

Seminar attendees will enjoy a 
wide variety of educational programs 
at PetQuest. Topics include grooming, 
mobile grooming, pet health, business 
skills, and animal behavior. Among this 
year’s speakers are world-renowned in-
dustry icons and champion groomers.

Thursday’s seminar sessions 
include a day-long seminar featuring 
grooming demonstrations by the two-
time winner of the Barkleigh Honors 

Judge of the Year Award, Lisa Leady. 
Author of Mobile Pet Grooming, Jodi 
Murphy will address mobile grooming 
topics in her four-hour seminar. Also 
on Thursday, Joey Villani will debut a 

brand-new seminar on business topics. 
Up and coming speaker Amie Haslar, 
who debuted at PetQuest 2012 to rave 
reviews, returns with a Thursday eve-
ning cat grooming demo.

Seminars also include a session 
with Angela Kumpe and Lori Craig on 
the rising creative trend of airbrush-
ing. Education on Friday features a 
Barkleigh Honors demo series with 
award winners Sue Zecco, Jay Scruggs, 
and Lisa Leady and nominees Kathy 
Rose and Jodi Murphy. Fellow Bar-
kleigh Honors winner Jonathan David 
will present a grooming demo semi-
nar on Saturday. Robin Bennett will 
present a full day of animal behavior 
topics, and in the evening, Marlene 
Romani will present a Clipper Vac 



demonstration seminar.
Competitions at PetQuest will be 

GroomTeam sanctioned beginning 
with the 2013 contests. Groomers 
will have the opportunity to compete 
for prizes and GroomTeam points in 
the open, intermediate, or entry skill 
level. The PetQuest grooming contests 
features five different classes: Poodles, 
Sporting, Terriers, All Other Pure-
breds, and Salon Freestyle.

Grooming contests at PetQuest 
2013 will also include the exciting 
creative styling competition. Groomers 
will sculpt and color their dogs’ hair to 
transform them into works of art as 
they compete for trophies, prizes, and 
the coveted People’s Choice Award. In 
previous years, PetQuest audiences 
have seen dogs transform into pandas, 
monkeys, “toy” Poodles, and tributes 
to Australia, 101 Dalmatians, and even 
Shark Week.

In addition to the seminars and 
grooming competitions, PetQuest 
attendees will have three full days to 
enjoy the trade show and the many 
show specials vendors have to offer. 
PetQuest is an excellent time to stock 
up on salon essentials like shampoos, 
blades, and bows. Take advantage of 
trade show discounts on your favorite 
products. The trade show also offers 
the unique opportunity to try out 
products and see them in action before 
making your purchase. Smell sham-
poos and test out tables that you’ve 
always had your eye on but have yet to 
buy! Vendors and company representa-
tives will be available to demonstrate 
products and answer any questions 
you might have.

Save the date: June 20–23, 
2013! More information will be available 
online at PQGroom.com. ✂
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L ike you, I certainly have 
volumes of stories to share 
that many groomers could 

relate to. My experience with matted 
hair dates back to when my wife and 
I co-owned a grooming salon and do-
it-yourself pet wash back in the ‘90s. I 
worked another job full-time but often 
helped out evenings, weekends, and 
holidays with the bathing and brush-
ing. I thought it was odd that I always 
seemed to get the huge stinky mat-
ted messes. Hmmm. It was here that 
I developed my appreciation for how 

hard and thankless a job grooming can 
be at times. 

Back then we realized deshedding, 
dematting, and detangling were the 
most strenuous and time-consuming 
activities our salon faced on a daily 
basis. Today, groomers still struggle 
with these challenges while there are 
many varying opinions, techniques, 
and products offering help. 

Too many large breed customers 
of ours had refused the option of hav-
ing to clip their pets down, so we were 
determined to understand what was 

really going on with all this matted, 
tangled hair and get the most accom-
plished with the least amount of work. 
Surprisingly, this can be accomplished 
simply by using the right product mix 
and the right technique. 

Some folks prefer brushing be-
fore the bath, working out any mats 
and tangles beforehand. This always 
seemed excessive, having to brush 
more hair yet again afterwards. Many 
years ago, the founder of Best Shot Pet 
Products, Bill Marshall, had convinced 
my wife, Tracy, at a local trade show to 

Part One: Bathing a Matted Dog Before You Brush

Making Masterpieces out of  

Nightmares!
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bathe before she brushed and let his 
product do the work. She was under-
standably skeptical after being taught 
something quite to the contrary. Once 
she realized it worked, we put the dogs 
straight into the tub, treated the coat, 
and then completely dried it with a 
force blower from that point on. We al-
ways got more shedding undercoat out 
in the tub and released more hair with 
the blower following his “three easy 
steps.” When we finished drying, very 
little brushing remained afterwards, 
and the dogs were often tangle and 
mat free. This process genuinely saved 
us a ton of time and effort. Little did 
we know that someday it would lead 
me to working for Best Shot. 

Recently I had a unique op-
portunity to put this technique and 
process to the test. The subject was a 
105-pound double-coated Newfound-
land dog named Brody. Brody displayed 
all the tell-tale signs of an “OMG, what 
did I get myself into?” gnarly, matted 
mess. He was put straight into the tub. 
Tracy took hair samples from the felt-
ed matt behind his ears and tangled 
underbelly before she started and after 
she was done drying. His total groom-

ing time took roughly an hour and 49 
minutes to complete. I must say he 
looked great, and the product she used 
did exactly what it was developed to 
do. But how could she bathe him first 
without pre-brushing? Why did this 
technique work?

Remember those hair samples 
Tracy took? I had them analyzed at 
the University of Kentucky’s Electron 
Microscopy Facility. Their findings 
provide profound insights as to why 
bathing before brushing is a more 
effective approach even on a matted 
dog. Presented are just a few of the 
images taken. 

Slides 1 & 2 reveal the matted 
hair cluster taken BEFORE the bath.

As you can see, the images are 
dramatic. The before images beg the 
question as to why one would attempt 
to pre-brush or deshed a soiled, dam-
aged coat with open cuticles snagging 
undercoat like Velcro does with fabric. 
One begins to imagine what causes all 
that tugging and pulling both dog and 
groomer have to endure. You really get 
a sense of how the coat can fight you 
by hanging on to dead undercoat. Why 

Slide 1

Slide 2

Slide 3

Slide 4
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risk further damaging the coat, ag-
gravating the dog, or injuring yourself? 
There’s got to be a better way.

Slides 3 & 4 reveal the hair 
AFTER being fully treated and force 
dried.

It’s amazing what impact treating 
the coat beforehand has. The after im-
ages clearly show more closed cuticles 
along each hair’s shaft as well as the 
obvious absence of oil, dander, and 
debris. This would explain why more 
hair is safely released in the tub and 
with a force dryer. Slide 4 was taken af-
ter misting the coat. The coat appears 
much healthier, nourished, and static 
free. Notice how the hair shines, as 
well. Closing the cuticle frees the dead 
undercoat, tangles, and shedding dur-
ing the bath and eliminates much of 
the brushing afterwards. One can see 
firsthand why it’s preferable to bathe 
before brushing using a product that 

does much of the work for you.
There you have it. Please keep in 

mind that the type of shampoo and 
conditioner one selects will definitely 
make a difference when bathing a mat-
ted or tangled dog before brushing. 
Using a product specifically designed 
for such a task greatly enhances 
results, so I encourage you to look 
around, experiment, and pick your 
favorite brand. Soon you’ll learn how 
to safely release more shedding and 
undercoat in the tub with a lot less 
brushing. You’ll even reduce some 
mental anguish and avoid muscle 
strain and perhaps injury to you and 
your client dogs. Ultimately you’ll earn 
more by “making masterpieces out of 
nightmares in record time!”

I look forward to sharing more 
findings and techniques that will mini-
mize your effort and maximize your 
results in future issues of Groomer to 
Groomer magazine. ✂

Dave Campanella has been with 
Best Shot Pet Products for 10 years and 
is the company’s sales and marketing 
manager. His experience in the grooming 
industry spans 20 years from co-owning 
and managing a grooming salon and 
do-it-yourself pet wash with his wife to 
designing and marketing grooming equip-
ment and working with company presi-
dent Mike Gallagher. Dave has been a 
sales and marketing professional for over 
26 years with an extensive background in 
mass consumer goods, sales management, 
product development, and direct-response 
advertising.

To see videos of  
grooming competitions,  

demos, interviews  
and much more, go to

Ingredients:

Calm Moisture Shampoo

Tearless Shampoo

Oatmeal Condition Rinse

Instant Detangling Spray

Ear & Eye Wipes

Full Body & Paw Wipes

1.   Lightly wet down pet, avoiding getting water in pet ears or eyes. 
2.   Pour a small amount of Calming Moisturizing Shampoo into your       
      hands, and massage into the body of the pet for 60 seconds or 
      more, avoiding the face and eyes. 
3.   Rinse hands. 
4.   Pour a small amount of Tearless Puppy Shampoo into your hands 
      and gently massage on face and around the ears. 
5.   Rinse pet well, avoiding getting water in pet ears or eyes.
6.   Pour a small amount of Oatmeal Conditioning Rinse into your 
      hands, and massage into pet’s coat. 
7.   Rinse and towel dry.
8.   Lightly spray Instant Detangling Spray over the coat. 
9.   Brush through. 
10. Clean around each ear with an Ear & Eye Wipe; make sure to use 
      a separate pet wipe for each ear. Then gently clean around each 
      eye; using a separate wipe for each eye. Using Body & Paw Wipes, 
      clean and moisturize each paw.

Detangling / Relaxing
Treatment   relaxes unruly pet hair 

Treat your pets and customers to something special. 
John Paul Pet and WholesalePet.com are offering the BEST 
Detangling Recipe ever at a great introductory trial price. Go to 
WholesalePet.com to order, and enter your special internet promo 
code ‘POSTCARD’. You’ll receive all six Shampoos, Rinses, Sprays and 
Pet Wipes to make your detangling grooming treatment a big hit. 
But move quick - this offer expires April 3O!

 John Paul Pet

Groomer’s 
Recipes for 
Success.

Limited Time 
SPECIAL OFFER

5% OFF plus FREE Shipping
on our six-product

Detangling Treatment Kit

Offer expires April 30, 2013
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I have a brand new puppy. He’s 
almost four months old. Ask any-
one in dog training or behavior, 

and they will tell you that I must “so-
cialize” him now or I’ll be in big trouble 
later. Maybe, maybe not. 

Petey is a normal four-month-old 
Queensland Heeler. He loves people. 
He did from the moment I saw him at 
about six weeks. He has not changed 
at all regarding his social nature and 
is unlikely to waver throughout his 
lifetime. Why? He has been bred for 
specific traits, including his relation-
ship with people. His innate abilities 
include things that are welcome as-is 
and some that have to be nurtured 
or suppressed. He heels. He chases 
things. He kisses faces. He squiggles. If 
something startles him, he moves back 
a short distance and observes. If there 
is no immediate consequence, he will 
approach again. 

As Petey will be my wife’s third 
service dog, he will have to be extra-
cordial in public. I have to make sure 
that happens. I will have to teach him 
behaviors and inhibitions that will 
make him dependable. What I do not 
have to do is get him out in public to 
allow him to experience lots of people 
or other dogs. His behavior spins 
based on his breeding. That’s what I 
paid for. That’s what I got. 

If my belief that socialization isn’t 
automatically necessary or benefi-
cial sounds like heresy, it shouldn’t. 
Pointers point. Retrievers retrieve. 
Cane Corsos bark wildly at the sight of 
strangers. Presenting them with more 
birds, Frisbees, or strangers does not 
lessen their reactions to these specific 
events. Innate behaviors are not influ-
enced by triggering the behavior any 
more than tapping your patella with 
a rubber mallet eventually stops you 

from kicking your leg. According to the 
rules of socialization, putting a cattle 
dog puppy around a lot of cattle will 
decrease the pup’s likelihood of heeling 
cattle as an adult. Not likely. 

One reason that lots of early expo-
sure doesn’t always change behavior is 
that some behaviors are developmen-
tal and wink on later in life. If early 
socialization lessens a dog’s natural 
behaviors, a Cane Corso should lose 
its territorial aggression and a scent-
marking dog should become compla-
cent about guests. 

The concept that a nebulous 
exposure to people or dogs removes 
instinctive behaviors is a fantasy. On 
the contrary, when presented with 
the trigger for each specific instinc-
tive reaction, the behavior winks into 
existence. Once it wakes up, it happens 
predictably for the rest of the dog’s 
life. If increasing exposure does not 

BEHAVIOR  CLIPS
by Gary Wilkes

Socialization
Need it or not?
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modify a cattle dog’s intensity toward 
cattle, why would it change a lap dog’s 
friendliness? If cordial behavior exists 
in the dog, repeated exposure triggers 
the existing cordial behavior. Either the 
core behavior exists or it doesn’t. If it 
doesn’t, presenting a fear-causing event 
will simply continue to trigger fear.

Three Different Things:  
Socialization, Habituation,  
and Active Conditioning.

The concept of socialization actu-
ally contains two opposing beliefs 
that cannot be demonstrated in the 
real world. First, lots of handling 
equals cordial behavior. If that were 
true, every pet shop dog should be 
a perfectly social dog. Second, the 
absence of handling causes irreparable 
damage. Again, the puppy-mill, pet 
shop dog should be a basket case. I can 
truthfully tell you that in more than 25 

years of training and behavior work, 
I cannot tell a puppy mill dog by its 
behavior in a blind test. I don’t think 
anyone else can, either. 

Not all fearful or crazy dogs come 
from deprived environments. Not 
all confident dogs are the result of 
handling. The only truth at the bottom 
of socialization is that feral puppies 
are crazy-wild because of a complete 
lack of handling as infants. By three 
months, they are effectively wild and 
compromised for life. So, yes, very 
early handling is important. However, 
once you have achieved an accep-
tance to humans, additional exposure 
doesn’t change much of anything. 

Habituation: More than simply “get-
ting used” to something 

The actual processes that can 
influence a dog’s future behavior are 
habituation and active conditioning. 

Habituation refers to a very controlled 
exposure that includes close monitor-
ing of the dog’s reaction and termi-
nating exposure when it approaches 
a specific level. For instance, if a pup 
is terrified of vacuum sweepers, you 
put a vacuum at a distance that does 
not trigger the fearful reaction. The 
next day, you put it a little closer. If 
the puppy becomes anxious, you move 
the vacuum back to the last accept-
able distance. Repeat the process and 
gradually bring the vacuum closer to 
the pup. 

Active Conditioning: More effec-
tive than habituation

In contrast to habituation, active 
conditioning changes the way the ball 
bounces. Respondent conditioning 
deals with basic internal responses 
such as triggering the parasympathetic 
nervous system. Operant conditioning 
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can best be understood as “obedience 
behaviors” and should be part of teach-
ing a dog acceptance of unusual events. 

To use respondent condition-
ing, one makes a simple pairing of 
two things: an event and something 
that influences the dog’s physiologi-
cal state. For instance, putting food 
in your mouth triggers salivation and 
then a reduction in heart rate, blood 
pressure, and respiration. Think of it 
as an organic tranquilizer. Almost any 
environmental cue that consistently 
precedes food will be able to trigger 
the response. 

If I wanted a puppy to learn to 
accept strangers, I would start saying 
the words “nice people” just before 
I put down his food bowl. Repeat at 
every meal for a couple of weeks. Take 
the pup in public and say, “Look at all 
the nice people,” and have someone 
walk forward and stop at a respect-
ful distance. Put a treat in the dog’s 

mouth. Ask the “nice people” to move 
away or hide behind a wall so they are 
no longer visible. Say, “Look at all the 
nice people” loud enough for them to 
hear. That is their cue to approach. Put 
a treat in the pup’s mouth and repeat 
the sequence. Pavlov said it took him 
between 20 and 50 repetitions to 
make a simple association between 
the sound of a bell and food. You can 
expect this to be about the same, with 
individual variations based on the 
dog’s unique tendencies. 

This same process can be done for 
dogs that are afraid of vacuum sweep-
ers, whizzing traffic, or any other 
fear-inspiring event. There are a few 
rules to keep in mind, but the process 
is simple and straightforward. One 
caution – there are limits. The limita-
tions on this type of training can be 
the dog’s breeding and/or your skill 
applying it. Just follow the rules and 
see how far you get. If you hit a wall, 

you may need to seek behavioral help 
from an expert. 

1)    Make sure your catchphrase 
occurs before the dog perceives the 
thing you wish to associate with food. 

2)    Present the people, noises, or 
events at an intensity that is unlikely 
to trigger a fear response. Over a series 
of repetitions, decrease the distance. 
Eventually expect the dog to approach 
voluntarily the thing that formerly 
scared it. 

3)    Once you have accomplished a 
general passivity, you can include oper-
ant conditioning to complete the task. 
Start asking for obedience behaviors 
during the conditioning event. For in-
stance, if you are trying to get the dog 
comfortable with people, start asking 
for “sit” as the “nice people” approach. 
You can actually transfer control to 
them – have the stranger ask the dog 
to sit and deliver the treat. ✂

A division of Rayson Healthcare800.526.1526
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E by Ellen Ehrlich   e

I often think about what it was 
like when I started my mobile 
business in 2006. I was a begin-

ner, fresh out of grooming school. It 
was my first “real” business. Little did 
I know what the future would hold. 
There were many decisions and chal-
lenges with every phone call and first 
appointment. I did not have the self-
confidence and the experience I have 
today. Present day, my book is full of 
“regulars” - small, cooperative dogs on 
a maintenance schedule. 

Of course, things did not start 
out this way. Every dog and customer 
was new. I remember grooming my 
first “client,” Riley the mini Doodle, in 
my brand new van. I picked up the scis-
sors, and my hand was shaking! I had 
no one to help me hold the dog or tell 
me what blade, trim, or product to use. 
Each time the phone rang, my heart 
skipped a beat. What would they ask 
me? What should I say? Would my new 
furry friend on the other side of the 
door be as described?

If I could go back in time, what 
would I do differently? 

A huge challenge in starting my 
grooming business was estimating 
prices. When the phone rang, how 
would I know the cost when I had 
not seen the pet? I could ask all the 
important questions – breed, weight, 
behavior, coat condition, age, health, 
home care, and the last time the pet 
was groomed… but I would still be left 
in the dark. To tackle some of these 
variables, I could have asked the caller 
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to e-mail a picture, but if that weren’t 
done, I was back to square one. 

I have learned from experience 
that some owners do not know the 
breed of their pet. The dog or cat might 
have been given to them; the previous 
owners might have been misled. The 
pet might have come from a shelter, 
a rescue, or online, including pet-
finder.com. Many times they guess 
the weight, erring on the lighter side 
between five and twenty pounds. 

The owner might be brushing at 
home, but it is ineffective because 
they are using improper tools and not 
doing it often enough. They often can-
not recall the last time their pet was 
groomed. They might say eight weeks 
ago, but when I put their furry friend 
on my grooming table, I could tell they 
had been stretching the truth by look-
ing at the length of their pet’s nails 
and hairy paw pads. 

Behavior is a big concern. I had to 
trust what people said, and sometimes 
even they were not aware of how their 
pet would behave during grooming. 
Some owners were not forthcoming, 
because they were afraid I would not 
accept the pet for grooming. Estimat-
ing is no small task. In addition, all 
critters are not created equal.

Selling your services over the 

phone is critical. It is extremely impor-
tant to make a good impression and 
connect with the caller. This is always a 
challenge when starting a new busi-
ness. If this does not happen, the odds 
are the pet owner will not make an 
appointment and go elsewhere. In the 
beginning, a lot of it is self-confidence. 
Do you sound knowledgeable? Does 
the passion for what you do come 

Selling your services over the phone is  
critical ... This is always a challenge when 

starting a new business. If this does not 
happen, the odds are the pet owner will not 

make an appointment and go elsewhere.
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through over the phone? It takes 
experience. 

Here is one hint to keep in mind. 
You do not have to respond immedi-
ately when someone calls asking for a 
quote. Gather all the information you 
can and tell them you will call them 
back. Some estimates require more 
thought than others. You might want 
to go online to become more familiar 
with the breed. You can even ask opin-
ions of your local and online grooming 
friends and then return the phone call. 
Do not be tempted to blurt out a num-
ber! I learned this the hard way. Return 
the phone call when you have a game 
plan and all the information you need 
for grooming their specific pet. I would 
suggest you give a starting point, add-
ing the key phrase “I have to see your 
pet” so that you will not lock yourself 
into a price that is too low.

If I could turn back the hands of 

time, I would change how I handled 
add-on services. This is a common 
mistake made by many groomers. I am 
guilty of this myself. How many of us 
have dematted and deshedded dogs 
and cats without charging for addition-
al time and labor? This is something I 
would like to see change for every sa-
lon owner, at-home groomer, or mobile 
groomer. There is nothing worse than 
driving away or seeing a client walk 
out the door from an appointment 
knowing that you undercharged for 
your services. Grooming is hard work! 
If you begin grooming and see it is a 
much more labor-intensive task then 
you originally thought, call the owner 
and provide an update. Let them 
know! Consider charging hourly. They 
need to understand that you will have 
to charge extra for additional services, 
especially if the pet is not groomed on 
a maintenance schedule.

This is an overview of some of my 
start-up challenges. Success results 
from research and experience. I have 
always been interested in how other 
groomers run their businesses. I have 
been able to take this information and 
use it to my best advantage. Adjust 
your business to the specifics of your 
own market and needs. This will give 
you the opportunity to create a busi-
ness that runs like a well-oiled ma-
chine. ✂
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Beyond Pet Dental 
Health MontH

E by Bruce Muller   e

The Groomer’s Year-Round Role  
in Protecting Pet Oral Health

Groomers are the first line of defense 
in protecting pet health. They are pet 
professionals who care for pets once, if 
not twice or more, a month and see them 
more often than the occasional visit to 
the vet. These more frequent contacts al-
low a groomer to observe any changes in 

pet health conditions, which is an oppor-
tunity to alert and educate pet owners  
to emerging or deteriorating health con-
ditions and, better yet, to offer effective 
solutions to common pet health prob-
lems. These conditions can include poor 
gum, teeth, ear, skin, and coat problems.
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Pet Oral Health:  
Not Just in February

Although February’s Pet Dental 
Health Month draws pet parents’ at-
tention to the value of pets’ healthy 
mouths, poor oral conditions can begin 
at any time of year. An alert groomer 
will check the pet’s overall health dur-
ing a grooming session year round, 
particularly the pet’s mouth. The first 
whiff of a pet’s bad breath is an early 
warning sign of poor oral health and 
can signal the onset of gingivitis with 
plaque and tartar buildup.

Studies show than an overwhelm-
ing 80% of dogs and cats show signs 
of oral disease by age three. Left 
unchecked and untreated, these condi-
tions lead to gum disease and loss of 
teeth. Even worse, the resulting harm-
ful bacteria can enter the pet’s blood-
stream, ultimately causing infection 
or damage to kidneys, lungs, heart, or 

liver. The older the pet, the more likely 
gingivitis and periodontal disease are 
present. So serious are these condi-
tions that they can shorten a pet’s life. 

Further, a recent study reported 
that even kissing dogs that have a 
lot of bacteria in their mouths could 
spread bacteria to humans and cause 
periodontal problems. Recent health 
stories also demonstrate that poor 
human oral health is linked to heart 
disease and other serious medical 
conditions. Like people who neglect 
their oral care, ignoring pet bad 
breath is a potential danger of wors-
ening pet health.

Just as with our dentists who 
advise brushing and flossing every day 
for healthy teeth and gums to guard 
against gingivitis and decay, a pet’s 
regular oral care should be a daily rou-
tine [see photo healthy mouth]. Unlike 
humans, pets need their guardians to 

do this for them. Groomers who check 
the pets’ teeth and gums can suggest 
easy at-home care with products that 
will benefit and protect oral health 
throughout the year.

Take Three Easy Steps Year Round
Pet owners rely on groomers to 

take notice of their pets’ health condi-
tions and will seek and welcome their 
advice for remedies. These three steps 
will position a groomer as a reliable 
source for pet oral care.

1. Educate Pet owners in the 
Salon — Often

As a starting point, take advantage 
of manufacturers’ educational bro-
chures, posters, and signage reminders 
by displaying them prominently in the 
salon. Use them to point out before 
and after photos of an unhealthy 
mouth versus the pink gums and white 
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teeth of a healthy mouth. One groomer 
even has sitting on the reception desk a 
jar of plaque and tartar taken from her 
pet clients, a vivid educational tool that 
graphically illustrates what can happen 
by neglecting the pet’s oral care [see 
tartar build up photo]. All these tools 
serve to begin the discussion of the 
importance of pet oral care, followed by 
product suggestions, especially when 
pets are already showing signs of bad 
breath, plaque, and tartar [see photo]. 
It may take several times, but gentle 
persistence pays when framed as con-
cern for the pet. 

2. Enlist the Team for  
Results

Take time with staff, informally or 
in meetings, to review pet oral condi-
tions and what the salon offers to pet 
parents. Even role-play as practice for 
client discussions. SmartPractice, Phoe-
nix, AZ, offers an in-salon cleansing 

NORMAL MOUTH
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treatment program as well as plenti-
ful take-home educational materials, 
salon signage, pet oral health evalua-
tion forms and gel and spray products 
for purchase for at-home daily care as 
groomer support.

3. Build Vet/Client  
Relationships for Referrals

Begin with existing vet contacts 
and familiarize them with the salon’s 
oral cleansing treatments and the 
availability of effective oral care prod-
ucts as part of the pet professional 
team effort to protect pet health. Ask 
clients for their vets’ names to expand 
referral sources.

Once clients see the results of 
regular oral care, they will tell their 
friends about the salon’s value-added 
oral care services for valuable word-
of-mouth recommendations. One 
salon owner set up a referral rewards 
program for her oral care treatments.

Immediate Results with  
Long Term Benefits

Pet Dental Health Month is just 
the beginning of awareness and the 
first step to pet oral care protection. 

The immediate benefits of pet cleans-
ing treatments and daily at-home care 
product use produces easily visible re-
sults, much to the gratitude of respon-
sible pet parents. 

It has taken the ADA 25 years 

of continual reminders for people to 
take care of their own teeth and gums. 
Educating pet parents to take daily ac-
tion concerning their pets’ oral health 
begins with groomers taking a proac-
tive role in helping them understand 
the importance to do the same for 
their pets – every day, every grooming 
session, year round. ✂

Bruce Muller is Marketing Director 
of Pet Products at SmartPractice (www.
smartpractice.com/vet), a company with 
a 40-year history of providing quality 
products and services for human and pet 
health professionals worldwide. Smart-
Practice markets PlaqClnz Oral Cleans-
ing Treatment, PlaqClnz Spray and Gel, 
CutisClr 7.0 skin care, and OticClr ear 
care among other pet healthcare prod-
ucts. For more information, visit www.
groomeroralcare.com or contact Bruce 
Muller at (800) 433.7297, ext. 7225, or 
muller@smarthealth.com.

TARTAR

GINGIVITIS

http://www.smartpractice.com/vet
http://www.smartpractice.com/vet
http://www.groomeroralcare.com
http://www.groomeroralcare.com
mailto:muller@smarthealth.com
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When these blades come 
from the factory, they are 
perfect. As they are used, 

the sides of the teeth of the ceramic 
cutter will get imperfections along the 
cutting edges. These imperfections 
tend to create a “saw tooth” on the 
sides of the ceramic teeth, and this 
causes dragging, snagging, or dullness. 

For instance, if something like a 
tiny piece of sand gets into the teeth 
of the ceramic cutter, this could cause 
“fragmentation” to the sides of the 

cutter teeth. This is harder to fix. If the 
ceramic cutter is damaged too much, it 
may never cut properly again and may 
need to be replaced. The best advice is 
to use ceramic blades on clean dogs. 
Never use them to “rough in” dogs. It 
only takes one grain of sand to cause 
problems so the blade doesn’t cut right 
anymore. 

As sharpeners, we have to take 
enough ceramic material off the bot-
tom of the cutter and get past these 
imperfections and fragmentations to 

get the cutter to slice the hair again 
rather than ripping it. This is done 
by hand on a diamond surface, and 
most sharpeners charge a little extra 
for sharpening ceramic blades for this 
reason.

Ceramic material actually is used 
to sharpen metals, and the ceramic 
cutter on your blade is no different. 
As it passes back and forth across the 
lower blade (metal), it “seats” itself to 
that metal blade and gets rid of any 
imperfections. Tension is also very 

Ceramic  Blades
E by Jeff Andrews  e

Reader Service Card #9795

OLGA LIKES THEM!
Grooming contest champion, Olga Zabelinskaya 
has this to say about Aaronco’s Honeycombs®:  

"Now that I tried them I will never use any 
other combs. They flow through the hair 
easier and are more comfortable to hold 
than any others around."

AARONCO
www.aaroncopet.com

Honeycombs® are available from: 
www.afortunatedog.com
www.groomersmall.com

www.petagree.net
www.ryanspet.com

www.hsapetsupplies.com  
(Canada)
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important. Ceramic material is just like 
glass, so the tension must be between 
2 ½ and 3# side pressure. Any tighter 
and the ceramic cutter could shatter 
just by dropping the blade on your 
grooming table. 

Here is a suggestion to try when 
you get your freshly sharpened ceramic 
blades back from sharpening or even 
buy a new ceramic blade. Instead of 
taking them right out of the package 
and running them through fur, oil 
first, and then run the blade on the 
clipper for a minute. As the ceramic 
cutter moves back and forth across the 
metal comb, I believe it gets rid of any 
imperfections and will “seat” itself to 
the metal blade below it. Blades seem 

to cut perfectly when this small break-
in period is done. You only have to do 
this break-in period one time after 
sharpening or if it’s new.

Another important thing to check 
on ceramic blades when they seem dull 
is dirt-filled divots on the bottom side 
of the cutter. To check, push the cutter 
halfway to one side and turn the blade 
upside-down. The divots are located 
right behind each tooth. These divots 
can fill up with dirt and pet dander, 
and when they do, it will raise the cut-
ter up enough from the bottom blade, 
and the blade will start to snag or drag. 

To clean the divots, push the 
cutter out halfway to one side. Turn 
the blade over and inspect the divots. 

If there is dirt in the divots, take a 
toothbrush and scrub the divots in 
blade wash. If the divots are really im-
pacted with dirt it could take aggres-
sive scrubbing to get them spotless. 
Clean one side then the other in the 
same way. Note: Running the blade on 
the clipper in blade wash doesn’t clean 
the divots; in some cases, it may add 
to the problem.

After you’re done cleaning, wipe 
the excess blade wash off, center the 
cutter on the blade, then oil with blade 
oil. Most of the time, the blade will 
start to cut again. If not, it could be 
dull or fragmented and needs to be re-
sharpened. ✂

Read the magazine online FREE! www.GroomertoGroomer.com

www.facebook.com/ 
groomertogroomermagazine

Find us on

http://www.facebook.com/
http://www.GroomertoGroomer.com
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T he curly locks of a properly 
coated Poodle provide us 
with the canvas to create 

almost any work of art from creative 
styling to designing a breed imposter. 
In many instances, time dictates that 
we take some short cuts in our styl-
ing methods to keep the cost down 
for our clients. The use of snap-on 
combs greatly reduces the time spent 
and affords us the opportunity to 
send fluffy dogs out of our salons at a 
reasonable price.

Coat preparation is a key element 
in any groom but especially when 
using snap-on combs. The coat must 
be clean, conditioned, fluff dried, 
and completely brushed and combed 

before considering placing a snap-on 
comb on the dog. A tangle or mat may 
cause the comb to spring off with ago-
nizing results when the blade under 
the comb hits the coat. I can’t empha-
size enough the importance of proper 
coat preparation!

The usual prep steps, such as trim-
ming nails, cleaning ears, and shaving 
pads and underwear (sanitary), are as-
sumed and not covered in this article.

Fig. 1: Begin by establishing the 
topline of the dog. By placing a large 
Poodle comb along the back, you can 
easily determine topline plane. This is 
important when using snap-on combs, 
because the guard will naturally follow 
the existing structural topline. For ex-

ample, a dog with a dip in the topline 
will require some trimming modifica-
tion in order to portray the illusion 
of a level topline. Keep this in mind 
when choosing your initial blade/guard 
length, as the length on the rump may 
need to be up to a few inches shorter 
than the blade/guard used just behind 
the withers.

For this dog, a 0 snap-on comb 
over a 30 blade was used for the body, 
chest, shoulder, flanks, and down the 
back of the rear legs. 

Begin clipping a few inches behind 
the withers. Many dogs have a slight 
dip behind the withers. This allows a 
little extra room for blending up to the 
longer coat over the withers and onto 

Bread & Butter Grooming:  

FAST & EASY
PET TRIMS FOR THE SALON

by Kathy RoseAfter

Before

Standard  
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Angela Kumpe, winner of the 2010 Groom & Kennel Expo People’s Choice Award, with “Cherokee Heritage”

Rescue Remedy and a chicken sand-
wich, we were back. Josh was regain-
ing his strength, but we had sat out 
of the competition and lost valuable 
time. I wasn’t sure if I could complete 
him with the time I had left. Kathy 
Rose announced “scissors down” just as 
I added a couple feathers for a head-
piece. After all that coat growth, I just 
didn’t have time to finish what I had 
planned. We still managed to get third 
place and the coveted People’s Choice 
Award. Lori again got first place, and 
the “Lion King” managed to remain 
undefeated.

I decided to go ahead and take the 
design to one more show: Atlanta Pet 
Fair. I just had to complete this design 
that I had worked so hard to perfect. 
Just a couple weeks before Atlanta, my 
mother passed away; I was devastated. 
I had no intentions of going anywhere, 
especially so soon after her death. My 
mother was my soul, my greatest fan, 
my seamstress, and my inspiration. 

In the days before Atlanta, my 
entire family pushed me to go on and 
do what my mom would have wanted 
me to do. “She would want you to go, 
Angela!” is what my dad was telling 
me. I agreed to go but wasn’t sure if I 
would compete. I just wasn’t up to it. 
The night before we left, I told my dad, 
“I will work on my dog, and if I can do 
it, I will. For my mom!” 

It was time to get the dogs ready, 
and I am sure everyone thought I had 
lost my mind. I just kept talking to my 
mom while I was working on Josh, 
just like she was standing there. When 
I was done, I was so excited. It was 
beautiful, and win or lose, I was happy. 
I pulled it together and completed the 
design; my mom would have been so 
proud. We won first place and People’s 
Choice.

Top: Preparing for Atlanta Pet Fair just after Pasadena 
- Angela thought about a more tribal eagle at first.

Middle and bottom: At Atlanta Pet Fair,  
where “Cherokee Heritage” took First Place
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the neck. Clip the entire back, stopping 
before you go over the point of rump. 
“Fall off” (skim off) at certain points, 
such as at the shoulder and the hip. 

Fig. 2: Lift the clipper off the coat 
just above the point of rump, and then 
proceed, clipping down the rear thigh 
to about three inches above the hock. 
Leaving a little extra coat at the point 
of rump will help you to create a curvy, 
round butt.

Fig. 3: Clip the undercarriage, 
going against the coat growth pattern, 
and then blend up to the flank coat. Do 
not clip the “tuck up.”

Fig. 4: Moving to the front of the 
dog, clip the forechest, beginning just 
under the jawline. Take care not to clip 
too far up on the cheeks. The clipped 
area forms a semicircle from under the 
jaw to a bit below the ear leather on the 
sides of the neck.

Fig. 5: Continue clipping down 
the forechest and over the shoulder, fall-
ing off before cutting into the leg coat. 

Clip the sides of the shoulders, 
leaving a triangular pattern of coat 
from behind the ear to a few inches 
behind the withers.

Switching to a longer guard comb 

Save BIG on  
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Discounts and specials 
on Barkleigh products 

every month!

Receive e-mail promotions monthly
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your e-mail address NOW!
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fig. 2

fig. 3

fig. 4

fig. 5

fig. 6
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(in this case, an “E”), clip the legs and 
the longer patch of coat left over the 
point of rump. Fig. 6 demonstrates 
how to clip the inside of the rear leg by 
lifting the opposite leg. 

When clipping down the front leg, 
“fall off” before clipping the coat on 
the back of the front leg. Leaving coat 
slightly longer here helps to place the 
front legs well under the dog and give 
the illusion of a square dog. It will be 
tidied with scissors later.

Fig. 7: If the dog has a high rear, 
a shorter blade will need to be taken 
directly over the rump. In this case, #4 
was used to help give the illusion of a 
level topline.

Begin at the rear of the dog at the 
topline with long straight shears, then 
tidy the inside and the outside of the 
rear legs.

Switching to long curved shears 
inverted in a scooping motion, trim the 
angulation on the back of the rear legs.

Fig. 8: Flip the shears and con-
tinue up and over the point of rump, 
creating a curvy butt.

Trim the stray hairs on the front 
side of the rear leg to show a slight 
bend in stifle (knee).

Using a short curved shear 
inverted, trim the tuck up, and then 
switch to a long curve. 

Fig. 9: Follow the natural un-
derline of the dog all the way through 
the space between the front legs and 
curving up to the chest.

Blend the longer coat that was left 
from the elbow down the back of the 
front leg.

Fig. 10: Tighten up the area where 
the upper arm meets the shoulder.

Using curved shears, create 
compact round feet, then still using 
short curved shears, create bevels on 
the foot. 

Fig. 11 shows the parallel rear leg 
compared to the un-scissored opposite leg.

The head should appear large 
and round. When the dog’s mouth 
is closed, his eyes should be ap-
proximately in the middle of the circle. 
With his mouth open, it will appear as 
though his nose is in the center.

Fig. 12: Using a #30, trim the hairs 
on the upper lip just under the nose.

Using a #10, trim slightly under, 
slightly over, and slightly beyond the 
outside corner. This is subtle; do not 
scoop out the hair like a mask. Do 

Barkleigh Productions, Inc.
barkleigh.com

barkleighstore.com
(717) 691-3388

KAGE KARD HOLDER
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fig. 8

fig. 9

fig. 10
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not shave the bridge of the nose or 
between the eyes.

Fig. 13: Using a short curved 
shear, blend the coat from the outside 
corner of the eyes, creating a shelf 
over the eyes that curves slightly 
toward the nose.

Fig. 14: Switching to long curved 
shears, trim a semicircle, beginning un-
der the jaw and ending behind the ear.

Combing the coat up and out, 
blend the face and ears to create one 
headpiece. The ears should be level 
with or just slightly longer than the 
jaw and not evident. If the ears are 
trimmed too short, they will appear 
prominent when the dog perks his ex-
pression. If they are left too long, they 
will detract from the desired circular 
shape of the head.

Blend the triangle of neck coat/
crest into a natural arched extension 
of the neck. It should curve from the 

shoulder into the neck when viewed 
from the side. It should not look like a 
“hunch back.”

Blend from the top of the head 
down to the withers. I use a long curve 
over the top of the head to about 
midway down the neck, then invert 
the shears so the coat curves into the 
withers. Use the long curves (invert-
ed/scooping) on the sides of the neck 
to accentuate a graceful neck.

Finish the head and crest by pol-
ishing with large blenders.

Although body structure, includ-
ing eye shape, muzzle shape, etc., 
plays a role in the final outcome, a 
well-coated Poodle can be transformed 
into an imposter of almost any breed 
you choose. This standard Poodle 
wearing his Bichon suit attracts a lot 
of attention and continually draws 
new Bread and Butter clients to my 
salon! ✂

fig. 12

fig. 13

fig. 14
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good time to clean your pet’s ears. After 

cleaning, put cotton balls in his ears to keep 

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

eye to prevent irritation if  some suds should 

come in contact with them.

 Wet your pet using comfortably warm,  

never hot, water. Apply a high quality pet 

shampoo and massage it through his coat.  

Never use any product on a cat, kitten or 

puppy unless it is approved for use on them. 

 Rinse and repeat the shampoo and 

massage. Then rinse very thoroughly. One 

of  the most important parts of  bathing 

your pet is to make sure to get the shampoo 

completely out. Rinse, rinse, rinse.

 Apply conditioner according to 

directions. Again, there are many types.  

Some you spray on and leave in, while others 

are massaged into the coat and the excess 

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

dryer to get him completely dry. Once your 

pet is clean and dry, give him a final brushing 

and a spritz of  pet cologne to complete his 

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

feels great again! 

Keep Your PetSalon Fresh

© 2008 Barkleigh Productions

(717) 691-3388 • info@barkleigh.com • www.barkleigh.com
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GroomTeam USA, Inc. is pleased 
to announce the launch of the appli-
cations for the Lonnie Lang Memorial 
Scholarship Fund. There are two levels 
of awards; One for college education, 
with two awards, and the other for 
grooming education. The deadline is 
April 30, 2013. GroomTeam USA, Inc. 
employs the aid of The International 
Scholarship and Tuition Services, Inc. of 
Nashville, TN, a professional scholar-
ship selection company. The use of this 
outside source insures that the selec-
tion of the recipients is professional, 
fair and unbiased.

Level One will provide two recipi-
ents with $1,000 in college money. 
These funds may be used toward col-
lege education in any field and will be 
paid directly to the school. The only 

stipulation is that the applicant must 
be the child, stepchild or grandchild 
of a bona fide, professional groomer. 
No other students may apply. This is 
strictly for the families of groomers!

Level Two is open to any and all 
applicants and provides one recipi-
ent with a full scholarship to their 
choice of one of a selected group of 
nationally acclaimed grooming schools 
approved by GroomTeam USA, Inc. 
GroomTeam USA, Inc. will also provide 
up to a maximum of $1,000 toward 
the purchase of the standard grooming 
tool kit available through the selected 
school. The participating schools in-
clude Maser’s Academy of Fine Grooming 
(Kenmore, WA), Merryfield School of Pet 
Grooming (Ft. Lauderdale, FL), Nanhall 
School of Dog Grooming (Greensboro, 

NC), Paragon School of Pet Grooming 
(Jenison, MI) and the Pennsylvania 
Academy of Pet Grooming (Indiana, PA).

For complete scholarship details 
please visit the GroomTeam USA, Inc. 
website www.groomteamusa.info and 
go to the Scholarship Fund page. You 
can read about the scholarships and 
click on the link at the bottom of the 
page or go to https://aim.applyists.net/
Groom to begin the application pro-
cess. Remember, the deadline is April 
30, 2013 and all applications must be 
processed online.

The Lonnie Lange Memorial Schol-
arship Fund is intended to help the 
families of hard working pet stylists, 
like you. It is made possible through 
generous contributions of our premi-
um sponsors, Andis, Wahl, Espree, and 
Nature Specialties as well as the contin-
ued support of the numerous manu-
factures, distributors and groomers.

Any questions regarding the Lange 
Scholarship Fund may be directed to 
groomteamusa@aol.com.

GroomTeam USA Launches Applications  
for Lonnie Lang Memorial Scholarship Fund
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Pet Head Dog’s BFF Spray
Spray for tangle free, smooth and shiny 

coat! This formula from Pet Head uses Essential 
Fatty Acids, Sunflower Seed Oil, Wheat Protein 
and Vitamin E to effectively detangle knots and 
tame fly away hairs while conditioning the skin. 
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Isle of Dogs No. 63  
Detangling Conditioning Mist

Called the “Magic 
Potion” in the grooming 
and professional dog show 
world, this revolutionary 
leave-in spray detangles and 
prevents additional matting 
for pain-free brushing. Ideal 
for dogs with medium and 
long hair. Delicious Primrose 
Vanilla Cream scent lingers 
on your dog for days. Helps 
detangle hair and keep the 
coat neat and clean. Stay in 
the coat to prevent additional 
matting and tangles, yet will 
not produce a sticky buildup.  
Makes brushing your dog a 

fun ritual instead of a chore. For additional in-
formation, request Reader Service Card #9854
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the go wet dog solution. The reusable, dispos-
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able drying sheet for your pet. It offers drying 
without dirtying bath towels. It is soft, compact 
and super absorbent, simply wring-out, hang 
to dry and reuse. The to-go Pet Towel is great 

after foul weather walks or for that unexpected 
jump in the lake. The to-go Pet Towel is avail-
able in a single re-sealable pouch or a multi 
6 pack. Each towel measures 17 x 31”. Made 
in the USA. For additional information, request 
Reader  Service card #9855

New One Shot 
Deodorizing Spray 
from Best Shot

One Shot Deodor-
izing Spray is safe to use 
directly on dogs and cats. 
It’s fabric safe and can 
be used throughout the 
home for just about every 
foul odor imaginable. For 
additional information, 
request Reader Service 
Card #9856

Ryan’s Pet Supplies Introduces 
Value Groom® Shears

Value Groom® Shears are made with 420 
stainless steel and feature comfortable molded 
handles. These professional shears are eco-
nomically priced and are perfect for grooming 
schools and busy shops. Available in straight 
or curved, and with or without a ball tip. For 
additional information, please request Reader 

Service Card #9857

Reader Service Card #9852

new product news

NEW PRODUCTS AND A NEW LOOK!

BATHING SYSTEM

WWW.SAVURFUR.COM savurfur@aim.com • (866) 375-9214 • 

BATHING SYSTEM

1194 Bus. 60/63 Suite A
Willow Springs, MO 65793

Top quality system includes two 
10-foot hoses, 60 feet of tubing, 
a sprayer, and 36 meter tips

Works with any type sprayer

3-year limited warranty

Financing available 
(application online)

Assembled in the USA2012 Barkleigh Honors Nominee
S new product of the year S

Misty Gieczys, Pet Palace (Columbus, OH)

mailto:savurfur@aim.com


u
As low as 5.5¢ each!

As low as
11¢

each!

4”x 6” Medium Client Index Card offers space for pet 
description, medical problems, referral, birthday, vet phone 
and clip. Popular pet profile checklist denotes conditions 
about the pet. Back has date, services, charges and  
reminder sent date. Extenders can be attached when back 
is full. Mix and match in packs of 100 when buying 1000.

#177 White #172 Blue
#176 Pink #178 Yellow
#175 Lavender #174 Green

#173 ExtEndErs (WhitE Only)

Indicate color numbers when ordering
Pack of 100 $14
Pack of 500 $58
Pack of 1000 $84

#171 Medium Klip Kard special $39

Our most popular card! 5” x 8” Klip Kards  
feature a dog diagram for notation of injuries,  
warts and sensitive areas. Sketch the clip right on the card. 
Emergency permission included, plus a size chart for easy 
sales reference. Includes pet profile checklist with lots of 
space on the back for date, charges, services, groomer and 
reminders sent date. Extenders can be attached when back is 
full. Mix and match in packs of 100 when buying 1000.

#145  White
#140  Blue
#142  Green
#143  Lavender
#144  Pink
#146  Yellow
#141  Extenders

Indicate color numbers when ordering
Pack of 100 $18
Pack of 500 $75
Pack of 1000 $108

#147 Giant Klip Kard special 5 x 8 $59

Are your client files 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 and will provide you with basic  
information on your grooming client. Space on back for 
date, charges and reminder sent date. White only.

#162 White
#160 ExtEndErs (WhitE Only)

Pack of 100 $9
Pack of 500 $38
Pack of 1000 $55

#289 Klip Kard 3 x 5 special $36

Our most popular card! 5” x 8” Klip Kards 
feature a dog diagram for notation of injuries, 
warts and sensitive areas. Sketch the clip right on the card. 
Emergency permission included, plus a size chart for easy 
sales reference. Includes pet profile checklist with lots of 
space on the back for date, charges, services, groomer and 
reminders sent date. Extenders can be attached when back is 
full. Mix and match in packs of 100 when buying 1000.

4”x 6” Medium Client Index Card offers space for pet 
description, medical problems, referral, birthday, vet phone 
and clip. Popular pet profile checklist denotes conditions 
about the pet. Back has date, services, charges and 
reminder sent date. Extenders can be attached when back 
is full. Mix and match in packs of 100 when buying 1000.

#177
#176
#175

#173

#171

Available Colors

Klip Kards       Client Index & Extender Cards
Extenders stapled to your filled Klip Kard  

add more record space!

Giant Klip Kard

Medium Klip Kard

Regular Klip Kard

u
As low as 8.5¢ each!

Available Colors

Includes 250 Klip Kards, 
File Box, and set of  

Alphabetical Index Guides

Klip Kard Special

uu

u
Kage  
Kard  

Holder

Barkleigh Productions, Inc. • (717) 691-3388 • www.barkleighstore.com • info@barkleigh.com reaDer Service carD #8540

http://www.barkleigh.com/store/pc/viewPrd.asp?idproduct=19&idcategory=185
http://www.barkleigh.com/store/pc/viewPrd.asp?idproduct=31&idcategory=188
http://www.barkleigh.com/store/pc/viewPrd.asp?idproduct=14&idcategory=190
http://www.barkleigh.com/store/pc/viewCategories.asp?idCategory=187
http://www.barkleigh.com/store/pc/viewCategories.asp?idCategory=51
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Andis Clipper Repair. Parts and blade  
sharpening. Kenmore, WA. (425) 485-1500. 
store@masers.com. www.clipperfix.com

“YOU NOW HAVE A BETTER CHOICE” We 
are also groomers. Website has free videos and 
articles on blade and clipper care. Steel Blades 
$5.00, Ceramic $6.00, Regular shears $5.00, 
convex $10. Sharkfin certified. Trimmer  blades 
(5-N-1, Speedfeed) $6.50, 5-N-1 blades refur-
bished (new parts, not sharpened) $10. Clipper 
repair (Andis, Laube, Wahl). Mail-in service has 
48 hour turnaround, $5.00 RETURN SHIPPING 
ALL ORDERS, Website has all information.  
Est. 1995. Northern Tails Sharpening Inc,  
Mobile AL & New Orleans LA Call 251-232-5353 
www.northerntails.com.

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

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

Four different sizes, lots of beautiful prints  
and solids. Christmas, Halloween, Thanksgiv-
ing, Valentine’s, St Patrick’s Day and 4th of 
July holidays are available. New bows available 
on our website. Order early for best selection. 
Elchar Dog Bows (800) 972-5857.  
www.elcharbows.com.

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

STILL HAVING FITS CLIPPING NAILS,  
SHAVING  FEET on sensitive or unruly dogs?  
For 39 years, informed professionals use  
PSDG “Clippin’Slings”™ 
www.protectivespecialties.com/clipinsling.htm  

Dog Grooming Business for Sale.  
Established 14 years. Fully equipped with  
retail pet supplies. Rental building. Great  
location and large clientele. Laundry & Office 
area. Call 1-301-824-3371.

OPPPORTUNITY OF A LIFETIME - Upscale 
Silicon Valley Grooming Salon needs another 
exceptionally well-trained groomer. Extremely 
busy and growing business. Clients galore - 
can’t keep up - need more staff. You can earn 
up to $1,000 a week and more if you are well 
qualified and can attract and keep clients happy.
Advancement opportunities. Call Wayne at 
650-921-3547. 

Blades & Sharpening

Bows & Accessories

Equipment & Supplies

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

Classified  
Advertisements  
Get Results!Rates: 25 words or less – $50.00. 

Each additional word – $2.00 each. 
Classified ads must be prepaid.  

Call for issue deadlines.  
Agency Discounts Do Not Apply.

Sharpening 
       Sales & Repair

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

info@precisionsharp.com
www.precisionsharp.com

Reader Service Card #9860

The Grooming Industry’s 

BEST 
video resource! 

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

Groomer wanted

Reader Service Card #9859

Business FOR SALE

mailto:store@masers.com
http://www.clipperfix.com
http://www.northerntails.com
mailto:JKosakowsky@hotmail.com
http://www.elcharbows.com
http://www.protectivespecialties.com/clipinsling.htm
mailto:info@precisionsharp.com
http://www.precisionsharp.com


Pet Boarding & daycare36 Pet Boarding & daycare

Make More Money Without Raising Your Prices!
Professional Sales Slips for groomers and kennel operators! Both 

have space for all the little extras you haven’t been charging for. These 
5-1/2” x 8-1/2” two-part NCR forms are clean, with no carbon needed.

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

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

#156 GrOOMEr salEs slip 
#168 KEnnEl salEs slip

Indicate style number when ordering. 
Mix and match packs of 100 when ordering 1000.

Pack of 100 $18   
Pack of 500 $74 
Pack of 1000 $107

Groomer & Kennel Sales Slips

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!

#128 run Kard (WhitE Only)

100 cards $9
500 cards  $36
1000 cards      $55

#123 KEnn-l-Kard (WhitE Only)
#124 KEnn-l-Kard ExtEndErs 
 (WhitE Only)

100 cards  $14
500 cards  $58
1000 cards $84

This popular Client Record Index Card has all the information any kennel 
or day care operator needs. Kenn-L-Kards offer boarding, medical and 
grooming profiles. Easy checklist eliminates tedious handwriting.  
Speeds your recordkeeping. Extender cards double your records space. 
Just attach to the back of a full Kenn-L-Kard.

Happy Camper CardHappy Camper Card
Great for Boarding and Day Care Operators!

Now you can grade each pet in your 
care from an A+ to an F. Time-saving 
checklist will let your client know that his 
pet ate well, had fleas or should see a vet... 
and much more. Lots of room for your own 
personal comments, too. It’s a personal 
way to thank your boarding clients. Plus it’s 
a great promotional tool! Pet owners will 
tell their friends.

#159 Green

 

 100 cards $16
500 cards $66
1000 cards $95

#125 KEnn-l-Kard spEcial $59

Kenn-L-Kard Special
Get started with everything!

250 Kenn-L-Kard’s
5 x 8 File Box

Alphabetical Index Guides

u
As low as 10.7¢ 

each!

Kenn-L-Kards and Run Kards 
Popular Client Index Cards for Pet Day Care and Boarding Facilities!

u
As low as 

9.5¢  
each!

uu
Popular Client Index Cards for Pet Day Care and Boarding Facilities!u

As low as 
8.4¢  

each!

u
Kage  
Kard  

Holder

Barkleigh Productions, Inc. • (717) 691-3388 • www.barkleighstore.com • info@barkleigh.com reaDer Service carD #8540

http://www.barkleigh.com/store/pc/viewPrd.asp?idproduct=56&idcategory=193
http://www.barkleigh.com/store/pc/viewCategories.asp?idCategory=12
http://www.barkleigh.com/store/pc/viewCategories.asp?idCategory=64
http://www.barkleigh.com/store/pc/viewCategories.asp?idCategory=65
http://www.barkleigh.com/store/pc/viewCategories.asp?idCategory=51
http://www.barkleigh.com/store/pc/viewCategories.asp?idCategory=67
http://www.barkleigh.com/store/pc/viewCategories.asp?idCategory=187
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Colorado
Colorado Groomfest	
6/7/2013	 — 6/9/2013	
Denver CO	
724-962-2711	
ndga@nationaldoggroomers.com	
www.ndgaa.com

ILLINOIS
All American Grooming Show	
8/15/2013 — 8/18/2013	
Wheeling IL 	
(717) 691-3388	
info@barkleigh.com	
www.aagroom.com

Pet Industry  
Christmas Trade Show 	
9/20/2013 — 9/22/2013	
Chicago IL	
(312) 663-4040	
hhbacker@hhbacker.com

MISSOURI
Groom Classic 2013	
5/3/2013 — 5/5/2013
Kansas City MO
(800) 705-5175
groomclassic@comcast.net
www.groomclassic.com

Nevada
superzoo 
7/23/2013 — 7/25/2013	
Las Vegas NV	
(626) 447-2222		
www.superzoo.org

NEW JERSEY
Intergroom 2013	
4/20/2013 — 4/22/2013	
Secaucus	NJ	
(781) 326-3376	
intergroom@Intergroom.com	
www.intergroom.com

OHIO
Petquest 2013	
6/20/2013 — 6/23/2013
Wilmington OH	
(717) 691-3388	
info@barkleigh.com	
www.pqgroom.com

PENNSYLVANIA
groom expo 2013	
9/19/2013 — 9/22/2013	
Hershey PA	
(717) 691-3388	
info@barkleigh.com	
www.groomexpo.com

WASHINGTON
northwest grooming show	
3/14/2013 — 3/17/2013	
Tacoma WA	
(717) 691-3388	
info@barkleigh.com	
www.nwgroom.com

Groom & Kennel Expo
2/21/2013 — 2/24/2013
Pasadena CA

Northwest  
Grooming Show
3/14/2013 — 3/17/2013
Tacoma WA

PetQuest
6/20/2013 — 6/23/2013
Wilmington OH

ALL AMERICAN  
GROOMING SHOW
8/15/2013 — 8/18/2013
Wheeling IL

Groom Expo
9/19/2013 — 9/22/2013
Hershey PA

Pet Boarding  
& Daycare Expo
November 2013
Baltimore MD

EVENTS

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

Reader Service Card #9822

Find us on Twitter!
@barkleighinc

Barkleigh Productions, Inc.
(717) 691-3388 • Fax (717) 691-3381
www.barkleigh.com
www.groomertogroomer.com

Proverbial Wisdom
To learn, you 
must want to  
be taught. To 
refuse reproof  
is stupid.
Proverbs 12:1
Living Bible

wilmington, ohiowilmington, ohio

june 20-23, 2013june 20-23, 2013

make it your 
summer destination!

make it your 
summer destination!

RobeRts ConfeRenCe CentRe

PQ

pqgroom.compqgroom.com

mailto:ndga@nationaldoggroomers.com
http://www.ndgaa.com
mailto:info@barkleigh.com
http://www.aagroom.com
mailto:hhbacker@hhbacker.com
mailto:groomclassic@comcast.net
http://www.groomclassic.com
http://www.superzoo.org
mailto:intergroom@Intergroom.com
http://www.intergroom.com
mailto:info@barkleigh.com
http://www.pqgroom.com
mailto:info@barkleigh.com
http://www.groomexpo.com
mailto:info@barkleigh.com
http://www.nwgroom.com
mailto:adam@barkleigh.com
http://www.barkleigh.com
http://www.groomertogroomer.com
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u

Klip Kard Special

Make More Money Without Raising Your Prices!
Professional Sales Slips for groomers and kennel operators! Both 

have space for all the little extras you haven’t been charging for. These 
5-1/2” x 8-1/2” two-part NCR forms are clean, with no carbon needed.

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

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

#156 GrOOMEr salEs slip 
#168 KEnnEl salEs slip

Indicate style number when ordering. 
Mix and match packs of 100 when ordering 1000.

Pack of 100 $18   
Pack of 500 $74 
Pack of 1000 $107

Groomer & Kennel Sales Slips

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!

#128 run Kard (WhitE Only)

100 cards $9
500 cards  $36
1000 cards      $55

#123 KEnn-l-Kard (WhitE Only)
#124 KEnn-l-Kard ExtEndErs 
 (WhitE Only)

100 cards  $14
500 cards  $58
1000 cards $84

This popular Client Record Index Card has all the information any kennel 
or day care operator needs. Kenn-L-Kards offer boarding, medical and 
grooming profiles. Easy checklist eliminates tedious handwriting.  
Speeds your recordkeeping. Extender cards double your records space. 
Just attach to the back of a full Kenn-L-Kard.

Happy Camper Card
Great for Boarding and Day Care Operators!

Now you can grade each pet in your 
care from an A+ to an F. Time-saving 
checklist will let your client know that his 
pet ate well, had fleas or should see a vet... 
and much more. Lots of room for your own 
personal comments, too. It’s a personal 
way to thank your boarding clients. Plus it’s 
a great promotional tool! Pet owners will 
tell their friends.

#159 Green

 

 100 cards $16
500 cards $66
1000 cards $95

#125 KEnn-l-Kard spEcial $59

Kenn-L-Kard Special
Get started with everything!

250 Kenn-L-Kard’s
5 x 8 File Box

Alphabetical Index Guides

u
As low as 10.7¢ 

each!

Kenn-L-Kards and Run Kards 
Popular Client Index Cards for Pet Day Care and Boarding Facilities!

u
As low as 

9.5¢  
each!

(717) 691-3388 • BarkleighStore.com

u
As low as 

8.4¢  
each!

u
Kage  
Kard  

Holder

Red and white sticky-backed  
Paw Labels have space to jot  
the next appointment date  
and time and will be a 
real hit with your clients. 
They can affix it to their  
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.

       #186  5/8” Small Calendar Paws
100 calEndar paWs – sMall      $7.95
1000 calEndar paWs – sMall    $55.00

       #185 1” Large Calendar Paws
100 calEndar paWs – larGE     $8.95
1000 calEndar paWs – larGE   $59.95

5/8”

1”

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!

#182  BathtuB
#183  tan appt. card
#184  squarEs

Bathtub Appt. Kard

Pet Appointment Kards

Great Posters  
and Counter Signs  

for Your Salon!
Do you get tired of hearing the same  

old comments from your clients? 
This cute framed 24” x 36” poster will stop all those 

nasty remarks and replace it with a chuckle from  
your clients. Why not couple this poster with the  

Tip Sign and turn “lemons into lemonade!”

#281 pOstEr With FraME 24 x 36  $59
#280  pOstEr unFraMEd 24 x 36  $39
#282  Wall siGn 11 x 17  $29
#279  cOuntEr siGn 8.5 x 11  $19

cause any irritation to himself. Remember that 

his freshly clipped nails may be sharp and can 

easily irritate his puppy skin. If you have any 

questions or concerns, contact your groomer 

immediately.

Taking care of your Puppy at home…

 Between professional groomings, you  

may need to brush and bathe your puppy at 

home. Your groomer can recommend and 

supply the equipment and coat care products 

that you will need. 

 She will also be happy to demonstrate the 

correct brushing and combing techniques that 

you need to learn to properly care for your 

puppy.

Mission Accomplished  

– a Happy Puppy!

 Because you and your professional 

groomer took the time to introduce your puppy 

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

way, you made your puppy’s all-important 

first visit to the grooming salon a wonderful 

experience that will help him enjoy being 

groomed throughout his life. 

Puppy’s

First Visit 

to the 

Grooming 
Salon

#PS-4   Barkleigh Productions • Mechanicsburg PA 

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

Your 

Pet Care 

Professional

If  you have a friend who could  

benefit from this publication,

please pass it on.

Pet Care Series #4

J590

Ask Your Groomer  

for a Copy  

of

Learning to Brush  

Your Pet  
Pamphlet

Like a teacher, now you can 
grade each pet from an A+ 
to an F. Did you ever forget to 
convey important information 
to your client? A time-saving 
checklist of common rec-
ommendations 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.

#190  Blue 
#191  Pink
#192  Tan

Indicate color number when ordering.
Colors may be mixed by packs of 100.

Pack of 100 $16
Pack of 1000 $95

Available Colors

u
As low as 

9.5¢  
each!

(717) 691-3388 • BarkleighStore.com

Calendar Paws

Tan Appt. KardSquares Appt. Kard
Indicate style number when ordering.
Styles may be mixed by packs of 100 when ordering 1000.

100 cards $5
1000 cards $25

Actual Size

This sturdy aluminum card holder will keep pet 
information right where you need it. Two popular 
sizes hold 3 x 5 Run Card or Klip Kard, and 5 x 8 
Giant Klip Kard or Kenn-L-Kard. Attaches easily 
to cage or crate. Has holes for wall mounting near 
grooming table or tub. Collar and leash holder 
built in. Practically indestructible, won’t rattle, and 
holds client index cards securely and cleanly.

#164  KaGE Kard hOldEr 5 x 8
1 holder $6
10 holders $55

#163  KaGE Kard hOldEr 3 x 5
1 holder $4
10 holders $35

Kage Kard Holder
For Boarding or Grooming Cards  

3” X 5” or 5” X 8”

Pet Report Cards

Reader Service Card #8610

http://www.barkleigh.com/store/pc/viewCategories.asp?idCategory=155
http://www.barkleigh.com/store/pc/viewCategories.asp?idCategory=42
http://www.barkleigh.com/store/pc/viewPrd.asp?idproduct=121&idcategory=180
http://www.barkleigh.com/store/pc/viewPrd.asp?idproduct=124&idcategory=180
http://www.barkleigh.com/store/pc/viewPrd.asp?idproduct=71&idcategory=180
http://www.barkleigh.com/store/pc/viewPrd.asp?idproduct=99&idcategory=191
http://www.barkleigh.com/store/pc/viewCategories.asp?idCategory=51
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Reader Service Card #6965

Your clients will be thrilled when their pet receives 
this frameable award. The goodwill generated will 

be “money in the bank “ to you.

#169  Pink 
#292  Blue

Little Angel Award

Includes: 5” x 8” File Box, #1-31 Index 
Guides, 200 of our most popular 
Reminder Cards (50 each: R-2, R-4, 
R-5, R-7), instructions for instituting a 
successful Reminder Program.

(717) 691-3388 • BarkleighStore.com

“This certifies that _____ has successfully completed a  
professional grooming in our establishment. Your pet has 
exemplified 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 highest esteem by this 

grooming establishment.”

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!

#338  13-PIECE BOW WOW SET   $30
#339  BONES AND HYDRANT   $10
#340  SEVEN DOGS AND KITTY   $22
#387 7-PIECE SET  $19.95
#388 5-PIECE MINI SET  $9.95
 INDIVIDUAL (INDICATE #)  $3.95

Kanine Kookie Kutters

Indicate color number when ordering.
25 Awards $15 
100 Awards $35

Great gift for puppy’s first grooming,  
new clients, promotions and incentives! 

Practical artwork in 24” x 36” size. Educate and market your services constantly to your clientele. 
Choose framed or unframed.

Salon Services
Visually show your client  
the gamut of services you 
provide. Now you can charge 
for services that you may be 
doing free. Buy one or all.

#321  hEad tO tail GrOOMinG
#322  BathinG and GrOOMinG
#323  sKin and cOat
#324  EFFEcts and  
 accEssOriEs

UNFRAMED $39  
FRAMED $59

#325  sEt OF FOur (sErVicEs)

UNFRAMED $149   
FRAMED $225

Head to Tail Effects and Accessories

Skin and Coat Bathing and Grooming

Salon Posters
Decorate your salon with class. 

Pet Trim Style

Nash Salon Series

How short is short? Your clients can point at the trim they want. 
Popular breeds and styles are included. Sold as a set of three.

sEt OF thrEE  
(triM stylE)
#372 UNFRAMED $99  #374 8.5” x 11” $49
#373 FRAMED $175  #375 11” x 17” $74

#371   1 rEVOlVinG rEMindEr systEM   $59.95

#1-31
Index Guides

Revolving Reminder System

 Ethel... I think
 this dog is trying to tell 

me something!

Get your clients in every 4, 5 or 6 weeks  
with this complete ready-to-use system!

#377 #378 #381 #386

#385 #380 #384

#383

#391 #392

#389 #390

#382 #379

Reader Service Card #8610

http://www.barkleigh.com/store/pc/viewCategories.asp?idCategory=44
http://www.barkleigh.com/store/pc/viewCategories.asp?idCategory=50
http://www.barkleigh.com/store/pc/viewPrd.asp?idproduct=1680&idcategory=281
http://www.barkleigh.com/store/pc/viewPrd.asp?idproduct=1844&idcategory=280
http://www.barkleigh.com/store/pc/viewPrd.asp?idproduct=1841&idcategory=280
http://www.barkleigh.com/store/pc/viewPrd.asp?idproduct=1847&idcategory=280
http://www.barkleigh.com/store/pc/viewPrd.asp?idproduct=1838&idcategory=280
http://www.barkleigh.com/store/pc/viewPrd.asp?idproduct=84&idcategory=192
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Black metal holder will put sympathy 
cards at your clients fingertips for resale. 
Includes the header card. Can be used  
for pegboard or countertop use.

#303  Display HolDer For syMpaTHy CarDs 
 Single Holder $7
 10 Holders $50

Display Holder

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.

#138  GiFT CerTiFiCaTe WiTH eNVelope          
 Pack of 10  $10
 Pack of 25  $22
 Pack of 100  $75

sTaND-Up CoUNTer siGN - FREE with 100 Gift Certificates  
 (Indicate when ordering)
#275  GiFT CerTiFiCaTe CoUNTer siGN (CHrisTMas)      $12
#276  GiFT CerTiFiCaTe CoUNTer siGN        $12

Gift Certificate
Great for Pet Shops, Groomers, Kennels,  
Trainers and more!

Tip Signs

#278  DaNCiNG DoG Tips siGN   $15
#277  Tip siGN For BaTHers   $15
#370 Tip siGN For GrooMers   $15
#274  Tip siGN For GrooMers - CaNaDiaN   $15

4 x 6 elegant postcard printed 
with rich chestnut ink on buck-
skin parchment and tastefully 
embossed with gold foil lettering. 
Inexpensive and easy to send. 
Just address and mail, or put it 
in an ivory envelope for a more 
personal touch.

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

Sympathy Postcard

Elegant 4 x 6 cards in ivory linen or blue 
parchment with gold ink will tell your clients 
that you care. Matching envelopes included. 
Great retail item for your facility.

#219  BlUe syMpaTHy CarD with envelope
#220  iVory syMpaTHy CarD with envelope

Sympathy Cards 

(717) 691-3388 • BarkleighStore.com

(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. 

Cards may be mixed in 
packs of 10 when ordering 
100. Indicate style number 
when ordering.

10 Cards $20
25 Cards  $43
100 Cards $150

#221  syMpaTHy posTCarD

10 Postcards $12
25 Postcards $27 
100 Postcards $99

#222  syMpaTHy posTCarD with envelope

10 Postcards with envelope $18
25 Postcards with envelope $39 
100 Postcards with envelope $120

8.5 x 11” ready to display Counter Signs  
answers the question “Should I tip my Groomer 
or Bather?” Increases tips dramatically without 
offending your clients. In plastic standup card.PetRef Kards Did You Find a Medical Problem?

Attractive 3 x 5 cards are used to note your medical concerns. Clients can 
take your findings to the Vet. Your clients will appreciate your concern.  
The vet will appreciate your professionalism. Gray card with blue ink.

#668  peTreF CarDs 
 100 Cards $9 1000 Cards $60

More $$$ Every 
Day!

http://www.barkleigh.com/store/pc/viewPrd.asp?idproduct=147&idcategory=45
http://www.barkleigh.com/store/pc/viewCategories.asp?idCategory=6
http://www.barkleigh.com/store/pc/viewPrd.asp?idproduct=173&idcategory=0
http://www.barkleigh.com/store/pc/viewPrd.asp?idproduct=167&idcategory=58
http://www.barkleigh.com/store/pc/viewPrd.asp?idproduct=198&idcategory=49
http://www.barkleigh.com/store/pc/viewPrd.asp?idproduct=1280&idcategory=49
http://www.barkleigh.com/store/pc/viewPrd.asp?idproduct=1279&idcategory=49
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W1334

#203 
(MV-1)

Just A
Reminder

for A
Very Busy

Pet

#204 
(R-1)

 Ethel... I think
 this dog is trying to tell 

me something!

W1336

#205  
(R-2)

Just PAWS-ing...Just PAWS-ing...

#208 
(R-5)

#210 
(R-7)

#202  
(M-1)

J1188

Large and Small�
       We groom 
               ’em all! #206  

(R-3)

#211 (R-9)

#212 (M-2)

#207 (R-4)

#201 (HB-2)

Inexpensive • Convenient • Colorful 
Just stamp your salon name, 

address, and mail them!
Fantastic as Total Reminder Program 

or between GroomOgrams!

#203 (back) See you at our new “digs!”

#204 (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.

#205 (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 finds the scissors!  
Your Groomer.

#206 (back) All dogs benefit from regular Professional 
Grooming. For you pet’s continued good health, please call 
for an appointment at your earliest convenience. Thank you. 
Your Groomer.

#207 (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.

#208 (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.

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

#210 (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.

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

#202 and 212 (back) ...but just can’t find “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.

#201 (back) A Happy Birthday! from your Groomer!

The Back Sez ...

Reminder Cards
Mix and match in packs of 100 when buying 1000.
Indicate style number when ordering.

20 Reminder Postcards $9
50 Reminder Postcards $18
100 Reminder Postcards $27
1000 Reminder Postcards $180

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

Reminder & Klient Postcards

Includes: 5” x 8” File Box, #1-31 Index Guides,  
200 of our most popular Reminder Cards (50 each:  
R-2, R-4, R-5, R-7), instructions for instituting a  
successful Reminder Program.

(717) 691-3388 • BarkleighStore.com

Salon Posters
Decorate your salon with class. 

L   ve to be 
Professionally Groomed!

Dogs… and Cats, too

❤ 

#209 (R-6)

Reader Service Card #9862
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5/8” u
Over 10 Million

Sold!

This 8.5 x 11” four-page newsletter contains 
grooming and health information, stories, and 
cartoons that present a professional image to your 
community. Give them at each appointment.  
Groom-O-Grams encourage better home care  
and more frequent appointments.

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

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

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

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

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

25 GrOOM-O-GraMs          $10.50
50 GrOOM-O-GraMs           $18.00
100 GrOOM-O-GraMs         $25.50
200 GrOOM-O-GraMs         $49.50
300 GrOOM-O-GraMs         $70.50
400 GrOOM-O-GraMs         $88.50
500 GrOOM-O-GraMs         $95.00
1000 GrOOM-O-GraMs     $169.00
2500 GrOOM-O-GraMs     $358.00

#393 GROOM-O-GRAMS
Current Season Unless Specified!

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

Groom-O-Grams

NOW  

4 Full Pages 

and  

Full Color!

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

These quality brochures not only answer the constant 
questions you get from pet owners, but they will also 
help you sell products that work and that you person-
ally believe in - products that you retail. They will teach 
your client how to care for their pet in between groom-
ings, which will save you lots of time. Great promotional 
tools as well.

#195 - Learning to Brush Your Pet
Ensures success in brushing, which will pay dividends 
to you over the years. Plus it will point them toward the 
right equipment that you sell.

#194 - When Your Pet Needs a Smoothie
Prepares the pet’s owner for what they will see once the  
matting is removed. This pamphlet will keep this from  
happening again and will help you develop a regular 

customer, which means more $$$.

#197 - Puppy’s First Visit
Helps your client prepare their puppy for grooming. It will offer 
ways to teach their pet to enjoy grooming. Beneficial before 
and after the first groom.

#196 - The Ferocious Flea
Helps your client learn how to protect their pet from fleas and 
helps you sell retail products you believe in, as well.

#198 - Salon Fresh
Your clients need to be encouraged to keep their  
pets groomed on a regular basis. Give them a pamphlet  
that will support the reasons for a consistent grooming 
schedule. This one pamphlet could increase your business 
tremendously.

Written by Professional Groomers  
for Your Clients!

Pet Care Series Brochures

cause any irritation to himself. Remember that 

his freshly clipped nails may be sharp and can 

easily irritate his puppy skin. If you have any 

questions or concerns, contact your groomer 

immediately.

Taking care of your Puppy at home…

 Between professional groomings, you  

may need to brush and bathe your puppy at 

home. Your groomer can recommend and 

supply the equipment and coat care products 

that you will need. 

 She will also be happy to demonstrate the 

correct brushing and combing techniques that 

you need to learn to properly care for your 

puppy.

Mission Accomplished  

– a Happy Puppy!

 Because you and your professional 

groomer took the time to introduce your puppy 

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

way, you made your puppy’s all-important 

first visit to the grooming salon a wonderful 

experience that will help him enjoy being 

groomed throughout his life. 

Puppy’s

First Visit 

to the 

Grooming 
Salon

#PS-4   Barkleigh Productions • Mechanicsburg PA 

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

Your 

Pet Care 

Professional

If  you have a friend who could  

benefit from this publication,

please pass it on.

Pet Care Series #4

J590

Ask Your Groomer  

for a Copy  

of

Learning to Brush  

Your Pet  
Pamphlet

#195  BrushinG
#194  sMOOthiE
#196  FlEas
#197  puppy’s 1st GrOOMinG
#198  salOn FrEsh 

Order by product number.  
Mix and match packs of 100  
when ordering 1000.

Pack of 20 $13
Pack of 50 $28
Pack of 100 $48
Pack of 500 $203
Pack of 1000 $290

u
As low as 

29¢ 
each!

u
As low as 

9.5¢  
each!

(717) 691-3388 • BarkleighStore.com

Actual Size

Super  
Sampler  

Pack
See Our Cards Before You Buy! 

Giant Klip Kard•	
Medium Klip Kard•	
Regular Klip Kard•	
Groomer Sales Slip•	
Boarding/Daycare Sales Slip•	
Kenn-L-Kard•	
Run Card•	
Happy Camper Card•	
Pet Appointment Cards•	
Pet Report Card•	
Calendar Paws•	
GroomOgram•	
Pet Care Series Brochures•	
Gift Certificate•	
Sympathy Cards•	
PetRef Card•	
Groomer System Appointment Sheet•	
Pet Release Form•	
Door Hanger•	
Little Angel Award•	
Reminder Cards•	
Dental Card•	

 ... and More!

#252  supEr saMplEr $10

One copy of each. 
Only one Sampler per business!

The
Ferocious

Flea

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

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

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

The
Ferocious

Flea

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

Your 
Pet Care 

Professional

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

please pass it on.

Pet Care Series #5J872

Reader Service Card #9862

http://www.barkleigh.com
mailto:info@barkleigh.com
http://www.barkleigh.com
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Scissors Down   |   by todd shelly

A Slice of Advice
Domino’s Pizza designed an entire ad campaign around admitting 

that, for years, they produced a lousy product. The first time I saw one of 
those ads, my initial thought was, “This is going to make the New Coke 
idea seem brilliant.” Admitting that you simply never cared about the 
product that you produced seemed like a bad idea to me.

Since that ad campaign started a few years ago, their stock has 
gone up over 200%, and their profits are at an all-time high. I failed to 
take into account the first rule of publicity: get people to notice you. 
Their marketing was so unique that it was nearly impossible to not pay 
attention and remember it.

I’m not advocating that you start a campaign admitting you were a 
horrible groomer but have now seen the light and promise to do a better 
job. In fact, let me be clear: don’t do that! However, there is an interesting 
point the ad campaign makes. If you’re spending the money and putting 
the effort into advertising, you might as well make sure you get the 
consumer’s attention.

There is also a more subtle lesson. People love a good redemption 
story. The person who admits a wrong and asks for forgiveness is often 
held in a higher regard than they were before. Ray Lewis of the Super 
Bowl Champion Baltimore Ravens, who went from arrogant murder sus-
pect early in his career to a wise mentor by the time he retired, can attest 
to that. As a business owner, this can be applied to a variety of situations. 
For example, admitting to a customer, your boss, or even your employee 
that you have messed up and then identifying the steps you will take to 
correct a problem will probably bolster the relationship.

Domino’s continued to buck conventional wisdom with their “No” 
campaign. That was a series of advertisements where they broke all the 
rules by publically stating that the customer is not always right. Their 
“artisan” pizzas were specially designed to take all the taste combina-
tions into account to create the perfect combination. If you asked to add 
a topping to it, you were told “no,” you could not. (You could ask to have 

toppings removed.) That follow-up campaign was also very effective.
The customer is not always right. You have probably already put 

your foot down when it comes to something involving the health of a 
dog. However, you may be more reluctant to take a strong stand when 
the pet owner wants you to do something that makes the dog look 
ridiculous. This may be the time to take a page from Domino’s and say 
“no” to the customer. Of course, you should do it in a tactful way. You 
are the expert, and it is your job to express to the customer why the dog 
should be groomed according to your expertise. If you are not convinced, 
remember two things. First, that dog is a walking billboard for the type 
of work that you do. Second, your competitor will be sure to point out 
that groom to anyone who will listen. (Admit it: you love pointing out 
how you would have groomed a dog better – it’s human nature. Besides, 
there is nothing wrong with a little self-promotion).

It is also important at times to side with your staff instead of the 
customer. It’s better to lose a bad customer than a good employee. Noth-
ing will kill morale quicker than embarrassing an employee in front of 
a customer that is obviously out of line. Tell that customer “no,” and you 
will have gone a long way toward gaining the loyalty of your employee.

You can decide for yourself if Domino’s pizza is any better. Person-
ally, I buy from their competitor, because I bought into the belief that 
better ingredients make a better pizza. However, I am impressed with 
how Domino’s used creative marketing to turn around their sales. I would 
like to offer this one last tidbit of advice: if you do choose to apply any of 
Domino’s methods to your business, remember to Avoid the Noid.

todd@barkleigh.com

mailto:todd@barkleigh.com
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CUTS 2.5 x ’s
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CUTS 2.5 x ’s
F A S T E R

New innovative patented technology
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www.wahlanimal.com  •  1.800.PROWAHL

W H E N  P E R F O R M A N C E  C O U N T S

2 - S P E E D  C L I P P E R  U P  T O  4 7 0 0  S P M  W I T H  H I G H  T O R Q U E

C H O O S E  YO U R  S T Y L E  -  E X P R E S S  YO U R S E L F  D E S I G N E R  L I D S

ProFicient

*Wahl “Ultimate” Competition Series Blades cut 2.5 xʼs faster than Wahl Competition Series Blades

N E W

Reader Service Card #9863

http://www.wahlanimal.com
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1-800-525-7387   Best Prices...Best Brands...TM

www.RyansPet.com

w
w

w
.ryanspet.com    1-800-525-

73
87

“Rely on Ryan’s”
TM

 

 
 
 

 www.RyansPet.com 
1(800)525-PETS (7387)

See page 56 For 
MatMagic™ Shed 

Control™ Shampoo & 

Conditioner Solution

Paw Brothers® Coat Rakke™ 
✔ The Ultimate Grooming Tool

Dramatically reduce undercoat, quickly, easily, and comfortably. The perfect tool 

for thinning, dematting, and stripping. For best results start with the coarse and 

medium tools to prepare and demat the coat, then use the �ne tools to strip and 

�nish the coat. Achieve a �awless, hand-stripped, smooth look with less time and 

effort. Great on all types of coats. Includes many innovative new features:

✔ Comfortable, contoured handle ✔ Non-slip rubber grip

✔ Stainless Steel Blades

✔ Easily replace blades in one simple step with replacement blade cartridges

✔ Double wide sizes available for working on larger areas more ef�ciently

✔ Rounded teeth ends for safety 
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TM31715 Coarse 8 Blade . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$9.99 $8.49

TM31716 Medium 10 Blade. . . . . . . . . . . . . . . . . . . . . . . . . . . .11.99 10.19

TM31717 Fine 12 Blade . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .14.99 12.19

TM31718 X-Fine 16 Blade . . . . . . . . . . . . . . . . . . . . . . . . . . . . .16.99 14.49

TM31719 X-Fine 20 Blade . . . . . . . . . . . . . . . . . . . . . . . . . . . . .18.99 16.19

TM31720 Super Fine 26 Blade . . . . . . . . . . . . . . . . . . . . . . . . . .19.99 16.99

Double Wide
TM31721 Double Wide Coarse 13 Blade . . . . . . . . . . . . . . . . .$15.99 $13.59

TM31722 Double Wide Medium 20 Blade . . . . . . . . . . . . . . . . .19.99 16.99

TM31723 Double Wide Fine 26 Blade . . . . . . . . . . . . (21.99) 17.59

TM31724 Double Wide X-Fine 32 Blade . . . . . . . . . . (23.99) 19.19

Paw Brothers® Coat Rakke™ Replacement Cartridges

✔ Save Time & Money
Easily replace worn or dull blades in one-simple step. Just pop out  

worn blade set and replace with the replacement cartridge. ea ea/6

TM31780 Replacement Blade Cartridge for TM31715 . . . . . . . . . $5.49 $4.99

TM31781 Replacement Blade Cartridge for TM31716 . . . . . . . . . . 5.89 5.29

TM31782 Replacement Blade Cartridge for TM31717 . . . . . . . . . . 6.19 5.59

TM31783 Replacement Blade Cartridge for TM31718 . . . . . . . . . . 8.49 7.69

TM31784 Replacement Blade Cartridge for TM31719 . . . . . . . . . . 8.79 7.99

TM31785 Replacement Blade Cartridge for TM31720 . . . . . . . . . . 9.99 8.99

TM31786 Replacement Blade Cartridge for TM31721 . . . . . . . . . . 7.29 6.59

TM31787 Replacement Blade Cartridge for TM31722 . . . . . . . . . . 9.29 8.39

TM31788 Replacement Blade Cartridge for TM31723 . . . . . . . . . 10.29 9.29

TM31789 Replacement Blade Cartridge for TM31724 . . . . . . . . . 12.29 11.09

Coarse 
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TM31716

Fine 
TM31717

Super Fine
TM31720

Double Wide 
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Paw Brothers® The Coat Breakers™
Excellent tools for removing mats and tangles easily without losing coat length. 

Stainless steel blades easily break through mats. The tool has a comfortable 

handle and a removeable blade cartridge. Coat Breaker  

Extra has additional small pins between blades to pull loose dirt, debris and hair 

from coat. 
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TM31735 Coat Breaker With Blade Cartridge . . . . . . . . . . . . . . . . $8.69 $7.82

TM31736 Replacement Blade Cartridge For Coat Breaker  . . . . . . . 4.19 3.77

TM31740 Coat Breaker Extra With Blade Cartridge  . . . . . . . . . . . . 8.69 7.82

TM31741 Replacement Blade Cartridge For Coat Breaker Extra . . . 4.19 3.77

TM31740 TM31741

TM31735

If You Liked The Mat Breaker, You’ll Love The Coat Breakers™!

Rotate Blade 180° 
For Left Handed Use

Replacement 
Blades

Easy Blade 
Replacement

Product Video Available Online

TM31736

20%

MIX & MATCH
FOR QUANTITY PRICING
All “TM” Grooming Tools 

Pages 26-30, 36
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Paw Brothers® De-Matter 
L-Type with Safety Blades

The Paw Brothers® De-Matter L-Type features stainless steel safety blades.  Blades 

easily cut through mats and tangles but prevent accidental cutting of pet’s skin or 

groomers hands.  L-Type grip offers optimal precision and control. 

TM31730 De-Matter L-Type 9 Safety Blades . . . . . . . . . . . . . . . ($9.99) $7.99

TM31732 De-Matter L-Type 12 Safety Blades . . . . . . . . . . . . . . (11.99) 9.59

Paw Brothers® De-Matter
Y-Type with Safety Blades

The Paw Brothers® De-Matter Y-Type features stainless steel safety blades.  Blades 

easily cut through mats and tangles but prevent accidental cutting of pet’s skin or 

groomers hands.  Y-Type rake style grip offers more control through longer coats.

TM31731 De-Matter Y-Type 9 Blades . . . . . . . . . . . . . . . . . . . . ($9.99) $7.99

TM31733 De-Matter Y-Type 12 Blades . . . . . . . . . . . . . . . . . . . (11.99) 9.59

Paw Brothers® De-Matter 
Replacement Blade Cartridges 

TM31743 L-Type 9 Blade Replacement Cartridge . . . . . . . . . . . ($4.29) $3.43

TM31745 Y-Type 9 Blade Replacement Cartridge . . . . . . . . . . . . (4.29) 3.43

TM31744 L-Type 12 Blade Replacement Cartridge . . . . . . . . . . . (4.89) 3.91

TM31746 Y-Type 12 Blade Replacement Cartridge . . . . . . . . . . . (4.89) 3.91
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L-Type with
 Safety Blades

Y-Type with
 Safety Blades

20%

FREE replacement blade 

cartridge (TM31736 or TM31741) with 

every 2 Coat Breakers Purchased Mix 

and Match (TM31735 and TM31740).  

A $4.19 value.  While supplies last.

1(800)525-PETS (7387) 
www.RyansPet.com

(4) PBP89410 & (2)PBP89420 

(Cage Dividers For Large Cages And  

Frame Are Not Included)
(2) PBP89410 & (1)PBP89420 

(Cage Divider For Large Cage And  

Half Frame Are Not Included)
Hundreds of Modular Combinations Possible.

(5) PBP89400 & (8) PBP89410 

(Cage Dividers For Large Cages And  

Frame Are Not Included)

$646.85

PBP89480 
Large Frame

Paw Brothers® Professional  

Modular Cage System                        
The cages include everything needed (pans, grates and 

cage connectors) to build a kennel area unique to your 

space and needs. Specially engineered and designed for 

safety, strength, durability and longevity. Add mobility 

and versatility with a frame and large cage dividers.

✔ Heavy-Duty 20 gauge steel zinc plated steel

✔ Electrostatically powder coated exterior and interior

✔ Hammertone �nish, off white color that matches any décor and does not 

show dirt
✔ Coordinates with Paw Brothers® Professional Electric Table (PBP89205)  

and Tub (PBP89705)

✔ Removable doors for easy cleaning

✔ True one-handed latch operation

✔ Safety engineered wire spacing by latches to prevent animal’s paws from 

getting stuck or manipulating door latch

✔ Floor grates feature 1/2” x 4” safety spacing and will �t other popular cages

✔ Floor grates are safe and strong. Keeps pets safely above waste pan and 

prevents paws from pushing through or getting stuck

✔ ABS plastic waste pans and will �t other popular cages

✔ All cages are knocked down and must be assembled giving a tremendous 

freight savings

✔ Cages Include: Hardware, pans and �oor grates

✔ Creates a clean, sleek, professional image

Modular Cage - Includes Pans, Grates & Cage Connectors

❖PBP89400 Small Modular Cage - 17.5 L x 19.5 H x 22 D” . . . . . . . $148.95

❖PBP89410 Medium Modular Cage - 21.75 L x 29.5 H x 26 D”. . . . . 183.95

❖PBP89420 Large Modular Cage - 43.5 L x 31.5 H x 26 D” . . . . . . . . 278.95

Modular Cage - Includes Cage Connectors (Without Pans & Grates)

❖PBP89401 Small Modular Cage - 17.5 L x 19.5 H x 22 D” . . . . . . . $104.95

❖PBP89411 Medium Modular Cage - 21.75 L x 29.5 H x 26 D”. . . . . 153.95

❖PBP89421 Large Modular Cage - 43.5 L x 31.5 H x 26 D” . . . . . . . . 227.95

Accessories
❖PBP89475 Replacement Door Assembly for PBP89400 . . . . . . . . . . . $29.95

❖PBP89476 Replacement Door Assembly for PBP89410 . . . . . . . . . . . . 39.95

❖PBP89477 Replacement Door Assembly for PBP89420 . . . . . . . . . . . . 59.95

❖PBP89450 ABS Plastic Pan for PBP89400 (15.25W x 22D x 1.5H”) . . . 15.95

❖PBP89451 Floor Grill for PBP89400. . . . . . . . . . . . . . . . . . . . . . . . . . . 32.95

❖PBP89454 ABS Plastic Pan for PBP89410 (19.5W x 26D x 1.5H”) . . . . 20.95

❖PBP89455 Floor Grill for PBP89410. . . . . . . . . . . . . . . . . . . . . . . . . . . 43.95

❖PBP89458 ABS Plastic Pan (Set of 2) for PBP89420  

 (19.5W x 26D x 1.5H”) . . . . . . . . . . . . . . . . . . . . . . . . . . . 31.95

❖PBP89459 Floor Grill (Set of 2) for PBP89420 . . . . . . . . . . . . . . . . . . . 84.95

❖PBP89460 Cage Divider for PBP89420 . . . . . . . . . . . . . . . . . . . . . . . . 39.95

  PBP89478 Cage Connectors (Pack of 20) (Free w/ Bank of Cages) . . . . 7.99

❖PBP89480 Full Frame, With 6 Wheels . . . . . . . . . . . . . . . . . . . . . . . . 1
35.95

❖PBP89481 1/2 Frame, With 4 Wheels . . . . . . . . . . . . . . . . . . . . . . . . 104.95
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Cage ConnectorsPBP89454 Tray

PBP89460 Cage Divider

❖ Shipping charges apply. See “Ordering And Shipping Information” page 201 for details.

$1,293.70
$2,216.35

Purchase a Full Bank of 

Paw Brothers® Professional Modular Cages and 

get a Paw Brothers® Professional Groomer’s 

Wonder Arm (PBP89120) FREE.  

$39.95 Value.  While Supplies Last.
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Easy Reach to the 
Back of the Small 

Cages on Top

Product Video Available Online More Info Available Online

$5.89
FLAT RATE SHIPPING 

EVERY DAY!
On Merchandise Totaling 

$150.00 or More 
Includes Shampoos!

FREE Shipping on Orders of $550.00 or More
No Coupon Code Needed

Some Exclusions Apply

“Rely on Ryan’s”™
Ryan’s Makes Buying at the Lowest Price Easy

We Feature Your Favorite Brands and Allow You 
to Mix & Match Styles & Sizes for the Best Prices

©2013 G&G Distribution Inc. All rights reserved.  Pricing, shipping terms and manufacturer specs subject to change.
Prices good through March 31, 2013 

Introducing Value Groom® Professional 
Electric And Hydraulic Grooming Tables 

AS LOW AS $199.99

EVERYTHING YOU NEED FOR A FANCY FINISH

20” Low - 36” High
VGR89615

VGR89626 VGR89370
19” Low - 37” High 21” Low - 40” High

H Y D R A U L I C

E L E C T R I C E L E C T R I C

bows•bands•ribbon•polish

Peridot
Raspberry 

Sorbet
Pawsitively 

Purple

W
orlds  Largest

Sele ction

RibbonRibbon W
orlds  Largest

Sele ction

Nail
Polish
Nail

Polish

W
orlds  Largest

Sele ction

Latex
Bands
Latex
Bands
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