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

• Salon Managers • PetStylists
• Professional Bathers • Pet Trainers

And, we believe hard work deserves great benefits:

• health, dental & vision

• large, developed client base

• company-paid training

• 401 k/RRSP savings plan

• store discount

• full and part-time positions

Apply online at

www.petsmartjobs.com

Equal Opportunity Employer
M/F/D/V.

We screen for drugs.
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• Includes CeramicEdge® # 10 Blade

• Super Duty
clipper for complete 

animal grooming

•  5 speeds – for all of  your 
toughest grooming jobs

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

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

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

Item #65410

NEW!NEW!
The Most 
Innovative
Clipper Ever!

262.884.2600®
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Color
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Off the Top of My Head   by Todd Shelly

We have all seen news stories about Groomers who have injured dogs. Groom-
ing, just like any profession, has its share of people that don’t live up to the 

standards that we would like. We cringe every time we hear of a dog dying in a cage dryer 
or having a body part cut. We know it is not that common, but when it happens, it appar-
ently is always “newsworthy”.

I’ve heard it said many times, “Why can’t they do stories on the good groomers?” My 
response has always been that, “Customer drops off dog, groomer does nice job grooming, 
and then returns dog safely” is not a news story.

I then started to notice the interest that pet owners have in the grooming process. 
Contests at shows like SuperZoo and H.H. Backer often draw as much or more of their 
crowd from non-groomers. Every groomer knows that a good portion of their customers are 
curious about watching the grooming process. Most pet owners trust their groomer more 
than anyone else that comes in contact with their pet.

It occurred to me that we actually can put groomers in the spotlight. Who better to 
represent the health, welfare and maintenance of pets than the people that have the most 
time invested in the care of those pets? The groomers should be ambassadors for the pet 
industry.

I am going to start by promoting the winners of our events. For example, most local 
media would love to feature a local groomer that wins big at a national show. I’m sure there 
are even a few national media outlets that might find a $30,000 Winner’s Circle Jackpot 
interesting.

Next, I want to promote our top competitors and experts to the media. The pet indus-
try is so big right now that any interesting pet story should be appealing. I would like to see 
these groomers on morning shows, in magazines and featured in newspapers talking about 
subjects such as pet health, safety, etc. Personally, I’d take a pet segment over a cooking 
segment any day.

In a few weeks we are going to launch BarkTV.com. This is our follow-up to  
BarkleighTV.com. It will contain original educational content geared towards the pet owner. 
This will be an opportunity to demonstrate the knowledge and professionalism of the 
groomers as well as promote good pet ownership. In addition to our website, most of the 
content will be available for groomers to use on their own websites and marketing.

My goal is for pet groomers to get the respect they deserve while promoting the 
industry as a whole. When a groomer is in the news, I want it to be because of the great 
things they are doing.
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READER SERVICE CARD #7366

Continued on page 8

Since endeavoring on my 
mobile grooming mission, 

Ms.Daisy (my mobile unit) and I 
have formed a special bond. My 
beloved Sprinter is my Mr. Spock; 
always faithful and true. So you 
can imagine how shocked I was 
to one morning hop into the cap-
tain’s chair, turn the key over and 
fi nd her entire dash lighted up like 
a Christmas tree. Akin to the old 
war movies, where the submarine 
has suffered a decisive blow, I half 
expected red lights fl ashing over-
head and warning sirens. Trying to 
frantically save Ms. Daisy and as-
sess the damage, there was only one 
solution: call my boss and limp the 
fallen hero into our local Sprinter 
dealership’s service department.

While driving slow, like you 
might expect from a 95 year-old 
grandma, I gingerly pulled into the 
dealership and handed my baby 
over to our personal service tech, 
Andy or Oliver Twist, as we some-
times refer to him. 

Oliver is about six feet tall, Brit-
ish, a good helping of tattoos and 
the kind of guy with a twinkle in 
his eye but could easily be pictured 
in a throw down at a local pub. I 
proceeded to describe the ailments 
plaguing Ms. Daisy to Oliver Twist. 

A couple of the other techs were 
scoping out the waiting area. Then, 
resembling his namesake request-
ing an additional bowl of gruel, 
Oliver managed to timidly pose the 
question on the entire department’s 
mind, “Is SHE stopping by as well?” 
The SHE of course was referring to 
my boss.

Eerily ironic, at that exact mo-
ment a hot chocolate Mini Cooper 
pulls up. Out pops a 5’3” perfectly 
quaffed southern belle, accent and 
all. With her Coach purse slung over 
her arm she happily jotted up the 
walkway, gave me a big hug and is-
sued her traditional “good morning 
sunshine,” in a melodic tone. 

Oliver went pale, and the room 
full of other techs instantly cleared. 
Apparently, Mary Poppins’ reputa-
tion had preceded her arrival. She’s 
practically perfect in every way…
till you either fail to follow through 
(with returning calls, being profes-
sional, etc.) or try to mess with one 
of her groomers, then she’s gonna 
take that spoon full of sugar and 
ram it down your throat. Of course 
all the while, donning an adorable 
outfi t and giving the illusion that 
the music number may be up at any 
moment. My Mary Poppins is price-
less social entertainment.

As soon as Mary’s attention 
turned toward the department, the 
other techs scattered like roaches 
when the lights are suddenly fl icked 
on. Fleeing to the safety of the ga-
rage or personal offi ces, they left Oli-
ver Twist standing alone to face the 
Poppins. Never actually making eye 
contact and with the presence of a 
scolded child, he assured Mary the 
van would be repaired by the end of 
the day and a call would be placed 
directly to her when the estimate 
was determined. 

Then slightly bold, like the 
street wise Brit that he is, a sugges-
tion to enjoy the local shopping and 
perhaps lunch was made. Mentally, 
I thought, “Well played Oliver, well 
played,” and suddenly found myself 
being issued into the Mini Cooper 
for a shopping trip. So far so good 
and hopefully, Oliver would avoid 
the POP from the Poppins today.

With the Mini Cooper crammed 
with the day’s prizes, lunch was to 
be had at the local sandwich joint. 
As we savored the somewhat posh 
atmosphere, Mary noticed it had 
been quite some time and no update 
had been made on Daisy. She was 
just going to have to “check up on 
it” herself. Filled with the slow draw 
of “ya’lls” and “huns” befi tting a 

“OLIVER TWIST 
MEETS 

MARY POPPINS”
By Emily Rupe

Check the oil and the wiper fluid, and while you’re at it, 
look around for fleas and ticks!
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ReadeR SeRvice caRd #7367

southern lady, the call was pleasant 
despite being told that Oliver was 
tied up at the moment and would 
promptly return her call ASAP. For 
his sake, I prayed he would.

An hour passed and still no 
word on Daisy’s condition, method 
of treatment and the cost. Mary 
was getting a little heated under the 
bustle. Someone was going to get 
a beat down with a parrot handled 
umbrella if they weren’t careful. 

Another call placed, and yet 
again another excuse. However, this 
time she just abruptly ended the 
conversation and informed them 
that she’ll be down in just a few to 
speak with Conrad (the owner of the 
dealership and a personal friend, 
whom I’ve always pictured as some 
Bond villain sitting at a desk with a 
Himalayan cat perched in his lap, 
striking terror by the mere mention 
of his name) about the future of 
our four van’s service needs… Then 
she hung up and allowed them to 

squirm. Frantically, the cell rang 
numerous times, but the opportu-
nity had been missed and now a 
lesson was to be taught.

Zipping around town in the 
peppy Cooper, we returned to the 
dealership promptly. Daisy was 
parked up front and center, fixed, 
detailed and Oliver trying to bail wa-
ter out of the sinking ship. This time 
he ran to greet Mary, apologizing 
constantly, pleading that everything 
is under control and Conrad need 
not be informed of our miscommu-
nication. Then he procured the ace 
in his back pocket, the invoice. He’d 
managed to get everything covered 
under our warranty, so no charge 
today. Mary held back a song and 
dance number, and made sure to 
convey that although this instance 
was forgiven, it wasn’t forgotten. 
With all parties satisfied, Daisy and 
I headed home.

On our return journey, I 
dwelled on the social entertainment 

I witnessed today. I have to say I 
don’t blame Mary for getting miffed. 
All she wanted was a return call 
in a prompt manner. Our client’s 
demand the same from us, and we 
manage to accomplish this basic 
function of customer service. The 
more a client spends on a service or 
good the greater customer service 
and quality they expect. It helps 
them rationalize the additional cost 
and value the service or good you 
provide. You don’t have to be the 
greatest groomer ever to walk the 
Earth, as long as you make your 
clients feel important and valued.

An hour passed  
and still no  

word on Daisy’s 
condition, method 

of treatment  
and the cost.



www.petedge.com/newproducts
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Go to
PetEdge.com/freetable

for more details

NEW VALUE-PRICED ESSENTIALS
Shop over 600 exciting NEW professional products for Fall.

Patent 
pending 
bone-
shaped top

Geib® Stainless Steel 
Stripper Tools & Combs
A PetEdge exclusive!

Top Performance® 
ProClean 64 Shampoo
Dilutes 64:1
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Continued on page 12

ReadeR SeRvice caRd #7369

you won’t get from any other brand!”

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

Canine Obesity
An Ever Enlarging Problem

Obesity is the number one nutritional problem and 
number one health threat of  pets today. According to 
the third annual National Pet Obesity Awareness Day 
Study conducted by the Association for Pet Obesity 
Prevention and reported in October 2009 over 45% of  
dogs and 58% of  cats in the US are now estimated to 
be overweight or obese. As the percentage of  over-
weight pets has increased, so has the perception of  
what a normal weight pet looks like. Increasingly own-
ers will judge their overweight pets as normal or ideal. 
Even worse, when an informed pet professional identi-
fies these pets as overweight, the owners are offended 
and entrench themselves in a state of  denial. So many 
pet owners will both need to be educated several times 
and maybe by several different people before they are 
ready to take corrective action. Patience, persistence, 
visual aids, handouts and repetition are often needed  
in concert to convince an owner to reduce their  
overweight pet.

by Dr. Boyd Harrell
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“Running one of the largest kennels in the 
  Northeast and a booming grooming business, 

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

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

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

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

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

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

220 Volt Models Available

Air Force® Commander®

Air Force® Master Blaster®

Air Force® Blaster®

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

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

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

   I depend on Metro® Air Force® dryers... I wouldn't 
    even consider any other brand!”
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READER SERVICE CARD #7370

Continued on page 14

Body Condition Scoring (BCS)
is one way to assess a dog’s weight. Here are some comparison guidelines 
as described by veterinarians from Ohio State University.

Emaciated
Ribs, lumbar vertebrae, 

pelvic bones and all body 
prominences evident from 
a distance. No discernible 
body fat. Obvious absence 

of  muscle mass. 

Thin
Ribs easily palpated and 
may be visible with no 
palpable fat. Tops of  

lumbar vertebrae visible. 
Pelvic bones less promi-
nent. Obvious waist and 

abdominal tuck.

Ideal
Ribs palpable without 
excess fat covering. 

Abdomen tucked up when 
viewed from side.

Stout
General fleshy 

appearance. Ribs palpable 
with difficulty. Noticeable 
fat deposits over lumbar 

spine and tail base. 
Abdominal tuck 
may be absent. 

Obese
Large fat deposits over 

chest, spine and tail base. 
Waist and abdominal tuck 
absent. Fat deposits on 

neck and limbs. Abdomen 
distended.

www.directanimal.com | 940.433.2173~Free Catalog~

A Division of Tristar Metals, Inc

That’s Built to Last
Innovative Animal Care Equipment

See our website
for a full line of:

grooming, 
boarding & 

veterinary equipment.

Adjusts from 8” to 42”

Bathing Tub

Adjustable Height

Kennels

Economy
Bathing Tub

Grooming
Tables

NEW!
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www.directanimal.com | 940.433.2173~Free Catalog~

A Division of Tristar Metals, Inc

That’s Built to Last
Innovative Animal Care Equipment

See our website
for a full line of:

grooming, 
boarding & 

veterinary equipment.

Adjusts from 8” to 42”

Bathing Tub

Adjustable Height

Kennels

Economy
Bathing Tub

Grooming
Tables

l

Bathing Tub

Grooming
Tables

NEW!
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READER SERVICE CARD #7372

Continued on page 16

MADE IN THE U.S.A.

Common Health Risks 
of Obesity in Pets
 • Heart Disease 
 • Hypertension 
     (high blood pressure) 
 • Respiratory Disease
 • Type 2 Diabetes or 
     Insulin Resistance 
 • Liver Disease
 • Degenerative Joint Disease 
     (eg arthritis, knee problems, 
     spinal disc deterioration)
 • Many Forms of  Cancer 

Overweight pets are often 
uncomfortable; it may be hard to 
breath, hard to walk, they are low 
on energy and interact less with 
family and housemates. As they be-
come less and less active their me-

tabolism slows and it becomes even 
easier to gain weight and tougher 
to lose weight. The body creates a 
set point and it acts like an elastic 
tether, as the metabolic rate chang-
es from the set point the body will 
attempt to “correct it” by pulling it 
back to the set point. The good news 
is that the set point can be changed, 
it can be set at a new level. The bad 
news is that the body will accept the 
new set point only after the me-
tabolism has consistently been at a 
given level for an extended time. 

Let’s look at some simplifi ed 
yet practical examples of how the 
metabolic set point affects weight 
control. (Note: Genetics and hor-
monal status are examples of set 
point infl uences that are diffi cult 
and maybe impossible to alter) Let’s 
say we have an overweight dog and 
we have decided to cut back on the 
pet’s calories to take off a couple of 
pounds. As we reduce the calories 
the body’s fi rst response is to go 

into starvation mode. This is a sur-
vival mechanism to conserve body 
energy reserves which are primar-
ily fat so that when food is in short 
supply the dog will pace the release 
of energy stores until food is again 
in better supply. 

So, what was the immediate 
effect of cutting back the dog’s food? 
The body lowered the metabolic rate 
which means the body will now be 
able to maintain the original weight 
with even fewer calories and the net 
effect may be no weight loss and 
a less active pet. If the restricted 
calorie intake is for a short period or 
occurs intermittently, then the body 
will try to get back to the original 
metabolic set point. If the restricted 
calorie intake is consistent and lasts 
for several weeks or a few months, 
then the body will adjust to a new 
slower metabolic set point in an at-
tempt to maintain status quo so the 
dog winds up eating less than before 



READER SERVICE CARD #7258

MADE IN THE U.S.A.

READER SERVICE CARD #7373



16 Groomer to Groomer • Vol 29 Ed 7 • October 2010

G
ro

om
er

to
G

ro
om

er
.co

m

and experiences limited weight 
control. 

This is one reason that diets,  
as the only means of weight control, 
cause a lot of frustration and little  
if any long term weight loss. In  
addition any treats or extras given 
to a pet on a diet and whose body 
has gone into starvation mode will 
have a much greater effect. So by 
feeling sorry for a dieting pet and 

sneaking that extra “little bit” of 
food, we compound the problem  
due to the pet’s exaggerated  
metabolic response to conserve  
and store energy (fat). 

In a nutshell this is why dieting 
alone is such an uphill battle. Diets 
don’t work very well unless they are 
combined with exercise, which will 
both burn more energy and cause 
the metabolism to speed up. As the 

metabolism increases, more calories 
are burned - even when the pet is 
resting. This can, however, be tem-
porary because the body will want 
to quickly return to it’s original set 
point unless the new level of activ-
ity and the new higher set point is 
sustained long enough for the body 
to reset at the new level.

Diet combined with exercise is 
the best way to burn calories and 
lose weight and it needs to be a 
long term lifestyle change to avoid 
the “yo-yo” effect of weight loss and 
weight gain. 

Just like people, an overweight 
pet should get a good physical  
exam and have the doctor’s  
blessing before starting an exer-
cise program. Some heavy dogs 
have an under active thyroid gland 
(hypothyroidism) which can slow 
metabolism, so some lab tests may 
be in order. Hypothyroid dogs can 

ReadeR SeRvice caRd #7374 ReadeR SeRvice caRd #7375

Continued on page 17
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READER SERVICE CARD #7377

THE NATURAL CHOICE OF PROFESSIONAL
GROOMERS® SINCE 1986

PMS
4665

PMS
329

PMS
4635

PMS
BLACK

LAM
UV      SPOT UV

Client: NS               Job Name: New Logo

Final Size: Color(s) 0

customer proof 
the label shoppe
15430 Proctor Ave.
City of Industry, CA 91745
Tel: 626.333.4001 • Fax: 626.333.6152

Signature                                                                        Date: Proof Completed on  03/06/09       REV:0

X0"        0" Material

Finishing

Submit New Proof

O.K. to print with changes
O.K. to print Please review this proof for accuracy. Ensure that size, layout, color, substantive content, 

spelling, grammar, and other special features are correct. By initialing or signing this proof, 
you approve the artwork as-is and certify that you have the authority to do so. Further, you 
agree to indemnify and hold harmless the label shoppe for any errors you may have missed.

The Natural Choice of Professional 
Groomers® Since 1986

Call for a distributor near you: (800) 551-7627
www.NaturesSpecialtiesMFG.com

L1810

That goes for  
Grooming  

Products also!

‘‘

LOOK 
ALIKES

‘‘

My experience has been  
using two cups of Odor 
Terminator per (one) gallon 
of water. Pre-soak the 
pet. Then wash the pet in 
Smelly Pet shampoo. Next, 
use the Odor Terminator as 
a final rinse. This process 
passed the test! On the 
next bath, no skunk odor 
was detected.   
We have used these 
products in our salon for 
years. Many of our clients 
live near a nature preserve, 
so we do this at least three 
or more times a week. It 
really works!!

Deanise Stoops, ICMG
Purrrscision Grooming
Sunset Beach, CA

No matter  
what  
unfortunate  
situation  
happens, we  
have a solution  
for you!

‘‘No matter ‘‘No matter u
SMELLY PET 

AND 
ODOR  

TERMINATOR 

TO THE RESCUE!

ALIKES

uuuuu

Sometimes things  
may look alike but 
the results are  
not the same ...

be treated easily by giving an oral 
thyroid replacement drug on a daily 
basis. 

Additionally the exercise pro-
gram should start slowly so that the 
heart, lungs and joints are not over-
ly burdened or injured. Swimming 
is great exercise for an overweight 
dog because it burns calories and 
does not stress the joints. For dogs 
that are overweight and have good 
joints and muscle strength, walking 
or jogging is good exercise so long 
as the program is started slowly 
and gradually increased. Exercise 
doesn’t have to be work either. A 
game of fetch or just romping with 
children in the back yard burns 
calories too! Whatever you do, do it 
on a regular sustained basis.

Dr. Harrell recently authored 
a book titled “Groomers Guide To 
First Aid, Injuries and Health” 
published by Barkleigh (Request 
Reader Service Card #7352). 

He is a former multi-veterinary 
practice owner and current business 
coach to the pet industry and pet 
health advisor for Oxyfresh World-
wide. He also presently serves as 
Medical Director for the SPCA Animal 
Medical Center in Lakeland, Florida. 
He has been speaking internation-
ally and coaching others to succeed 
in business for over twelve years. He 
is a certifi ed Human Behavior 

Specialist and helps 
people to understand 
themselves, how oth-
ers tend to perceive 
them and how per-
sonalities affect team 
building, performance 
and harmony in the 
workplace.  
Dr. Harrell can be reached 
at drbharrell@gmail.com.

Canine CPR dvd

Canine CPR 
Course approved 

by the Illinois 
State Board of 

Education

ORdeR Online: 
www.BaRKleiGHSTORe.COm

Barkleigh Productions, inc. 
(717) 691-3388

C1712

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

#1340 CPR - dvd $27.95

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

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

demonstration of the techniques. 
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READER SERVICE CARD #7376

Dr. Boyd Harrell
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READER SERVICE CARD #7378

For over 83 years, Shor-Line has been an industry 
innovator. We pride ourselves on our commitment 

to quality and superior products. We are only as 
good as the products we sell. We are our products.

1927 83rd
2010

Call today! 888.551.4061 
Visit www.shor-line.com/grooming_g2g 

for product specific information.

Become a fan on Facebook 
and follow us on Twitter.

Some things just ring true. Business wisdom is always refresh-
ing and there are some unusual sources at times. I am a fan 

of Gene Simmons, of KISS fame. Not a fan of KISS per se but I do en-
joy his reality show, Family Jewels. He is an exceptional entrepreneur, 
if nothing else.

On this particular show, his daughter Sophie had a business idea 
as a part of her college studies, after seeing an overweight plumber 
working under her sink. Hunks with Hammers. The premise was that 
customers would rather not like to see butt cleavage on their plumb-
ers. I thought it was hysterical and actually a good idea. So did Gene, 
and he began helping her until one of the hunks busted a client’s 
dishwasher. 

The client’s husband was not enamored by the shirtless hunk 
either… Cleavage or not. So to keep from having a lawsuit, Gene 
went to the home of the disgruntled husband to solve the problem. 
Though nobody agreed, he said the customer was always right. And 
he brought in the old overweight plumber, with the butt crack, to fi x 
the situation to the customer’s satisfaction.

Gene’s wife, Shannon asked Gene. “Is the customer always 
right?”

“Every time,” said Gene. “Here’s why… if you disagree with the 
customer, you don’t get paid.”

Bottom-line. When you are faced with an issue of a disgruntled 
client the best thing is to give in and satisfy them as best you can. 
As a matter of fact, this reminds me of one of my favorite Proverbs 
and here is a paraphrase. Give the angry man a gift. Proverbs 21:14 A 
simple bit of wisdom that we can use in our daily business and a wee 
bit of advice to remember. Either that is the moral or this is… Beauty 
isn’t all it’s cracked up to be.

Sally’s Success Tips
by Sally Liddick
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Continued on page 22

READER SERVICE CARD #7380

Today's grooming profession-
als are realizing that we have 

an important role to fi ll as part of the 
extended family of pet caregivers.

More groomers are nurturing 
professional relationships with their 
clients by offering care that is often 
left out of the busy environment of the 
grooming salon. 

Part of this change is because 
groomers are realizing that working 
smarter is not working harder. The 
physicality of grooming, needs to be 
offset to provide longevity for pet styl-
ists and their careers. New business 
opportunities are surfacing as the in-
dustry trend leans towards spa salons 
and services. This stance isn’t just 
about using greener grooming prod-
ucts and a gentler touch, it is about 
understanding the pet owner. There is 
a mindset to caring for our pet clien-
tele that some groomers and stylists 
are realizing. It is sharing that passion 

ENCOMPASSING GROOMING 
AND CAREER LONGEVITY

By Christein Sertzel



ReadeR SeRvice caRd #7381
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Continued on page 24

above
fromhelpfromabove4pets@yahoo.com

(731) 632-0022 • (866) 389-6648 

www.HelpfromAbove4Pets.com

If Leonardo da Vinci 
     had been a Dog Groomer 
 he would have already invented 
     Help from Above.

360 degree rotation • kind support/effective restraint

and knowledge with our grooming 
clientele. 

We can create slower paced 
and well planned grooming salon 
procedures, add client educational 
classes, offer nutrition counseling, 
behavioral and pet bonding classes, 
day care or spa day stays. All with-
out structural change to our existing 
business, while focusing on educat-
ing ourselves, and our clients. Most 

of all, we affect our professional 
stance by integrating veterinarian 
referrals, thereby opening of the 
door to professional courtesy and 
interaction with veterinarians. It can 
bring our businesses into a differ-
ent light. And will help us work with 
more passion, pride and satisfaction 
by being noticed by other profession-
als. 

I have always felt that there is a 

lot of good that can be done for our 
clients by offering a natural, stress 
free care during their visits, and by 
remembering that we are an im-
portant part. Educating pet owners 
about issues we see with their pet 
has never had anything to do with 
trends or profi t. What it has at its 
core is compassion and a sense of 
the bigger picture. 

Helping address issues in our 
salons and helping educate and 
care for the needs of pet owners 
ensures patronage and longevity for 
your business. It stimulates a better 
professional relationship with your 
clients, more consideration of your 
ability, referrals from happy clients, 
and gained confi dence of self. When 
we know we care about animals we 
are better to care for them. 

Be it personality or training con-
cerns, nutrition, health and longev-
ity, skin and coat, medical issues, 
supportive grooming for geriatric 
clients, or referral services that you 
cannot offer; are opportunities for us 
to support the life quality of our pet 
clients and their families. 

You will fi nd that you might be 
grooming a few less dogs a day, but 
having greater revenue from sales 

READER SERVICE CARD #7383READER SERVICE CARD #7382



When you need some friendly muscle
Help from Above

The sTruggle wiTh difficulT dogs is over!
360 degree rotation • Locking points every 45 degrees
Adjustable for all sizes • No grooming arm in the way

Inquire about our installment plan.   

www.helpfromAbove4Pets.com
helpfromabove4pets@yahoo.com • (731) 632-0022 • (866) 389-6648 
www.
helpfromabove4pets@yahoo.com • (731) 632-0022 • (866) 389-6648 above

from
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READER SERVICE CARD #7385

of services and products you are 
recommending. Anyone knows that 
grooming fewer dogs a day and 
making just as much, is not only a 
great reward for your efforts, but a 
release as well. You will fi nd your-
self at the helm of your business 
with confi dence, pride and satisfac-
tion. And you will feel more relaxed 
as well.

This benefi ts us as we realize 

that we can make a difference and 
start positive change. And even if 
the added care goes no further than 
to the pet that we care for, well, 
there still is no real loss there. 

This past two years has seen 
the loss of some of our long stand-
ing industry people and my person-
al friends. While talking with several 
of them, they made reference to 
how far this industry has come in 
their careers. And of how much has 
developed by way of equipment and 
tools. We need to care for ourselves 
in order to care for our businesses. 
So take it from those who have been 
grooming a lifetime, do all that you 
can to add time to your career, and 
make it an enjoyable one.

To learn more about the full 
line of Canine Spa Therapies 
skin & coat care products, visit 
www.ShowSeasonGrooming.com.

Cardinal Crystal winner Olga Zabelinskaya
is the 2009 American Groomer of the Year
and recipient of the Congeniality Award.

www.cardinalpet.com

CRYSTAL GROOMING
ACHIEVEMENT AWARDS

READER SERVICE CARD #7275

Barkleigh 
Seeking 
New Authors

ur industry needs new 
books to keep up with the 
pace and changes of groom-
ing,” says Sally Liddick, 
co-owner of Barkleigh 
Productions. 

“This is been one in-
dustry that has been lack-
ing a large resource of good 
educational materials and 
Barkleigh hopes to change 
that in the future.”

Books are needed in all 
aspects of grooming, board-
ing and pet business… pet 
styling, pet spa, animal 
behavior in the grooming 
salon or boarding facility, 
ergonomic aspects, groomer 
health, pet massage, add-on 
services and more are being 
accepted. 

If you have a book idea, 
send it with one sample 
chapter to Sally@Barkleigh.
com. If you already have a 
printed book, and would like 
consideration on republish-
ing it, please send a copy to: 
Sally Liddick, 
49 Longwood Drive, 
Mechanicsburg PA 17050

“O







25Groomer to Groomer • Vol 29 Ed 7 • October 2010

G
ro

om
er

to
G

ro
om

er
.co

m

W

B
E

ST
 S

H
O

T
 I

N
SE

R
T

  hile spending time on Facebook 
one evening on the Creative Groom-
ing fan page, I came across these 
beautiful photographs and had to 
meet their creator. Valerie Khoo is no 
stranger to the pet industry in Ma-
laysia where she and her husband 
founded Pets Icon a one stop Pet & 
Show Salon, state of the art spa and 
massage center, pet hotel and day 
care center as well as Professional 
Grooming Academy located in the 
heart of Kuala Lumpur. 

Among her many accomplish-
ments Valerie is a National Certifi ed 
Master Groomer with the NDGAA 
making her one of the fi rst in Malay-
sia, Valerie then traveled to Thailand 
to Starwood Arts of Dog Grooming 
School for a Professional Creative 
Dog Coloring course. Under her strict 
supervision and training, Valerie 
has produced more than 100 

READER SERVICE CARD #7386

Valerie Khoo
by Dawn Omboy

Meet

Continued on page 26
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professional groomers from her academy now working all 
over Malaysia, Singapore, Indonesia and Hong Kong.

Valerie now shares with us how she created this lovely 
masterpiece on Shino the white Miniature Schnauzer. 

Step 1: First she drew out the whole idea and used 
colored pencils to visualize her creation.

Step 2: Create the Pet Mohawk Schnauzer Trim 
with either #10 or #7Fc blades, leave the Mohawk start-
ing from the skull along the spine and stop at the last 
rib, make the width 2 to 3 inches depending on the coat 
volume. She left the tail long and clipped an inverted “V”.

Step 3: Separate the Mohawk into 3 equal parts 
lengthwise. Color the middle section according to 
the combination chosen on the drawing. Valerie used 
vivid color to create a fantasy and fairy-tale feel for 
her design then wrapped with foil.

Step 4: Color the other 2 parts of the Mohawk, 
she used turquoise and dark gray to enhance the 
colorful part. To create a more 3-D effect, tone it 
gradually with water while the color is still wet to 
create a fl owing fi nish.

Step 5: Color the tail, tone it 
gradually with water to create a soft 
fi nish.

Step 6: Color front and back legs 
with good toning then wrap with foil, 
use a warm blow dryer to gently heat 
set all the colored areas.

Step 7: Rinse and wash dog after 
20-30 minutes and fl uff dry.

Finishing: Groom and style the 
dog and then spray up the Mohawk.

I did want to mention that Valerie 
starts with a clean dry coat. She 
shampoo’s twice thoroughly, does not 
use conditioner, then fl uff dries. The 
color will penetrate the coat better on 
a clean dry coat.

Valerie, I enjoyed your artwork. 
Thank you for sharing. See you on 
Creative Grooming on Facebook!

For more about Creative Grooming 
visit www.klippers.com and Creative 
Grooming on Facebook.

READER SERVICE CARD #7387

We are sure you will enjoy
Envirogroom Professional Products
because of their high quality and value!

w w w . E n v i r o g r o o m . c o m

®

• Wheat and Gluten Free 
  (Industry  rst)

• Paraben Free

• pH Balanced

• Non Toxic/Biodegradeable

• Vitamin and Protein Forti ed

• Always gentle and mild 
  for sensitive skin

• Easy mix 50:1 and 32:1 
  Concentrates available in gallon 
  and 12 oz retail packaging

• Safe to use direct 
  (without diluting) 

• Premium quality

• Exceptional Value

• The best formulated 
  shampoo for bathing systems

50:1 and 32:1 ConcentratesAvailable in gallon and 12oz sizes

L1572L1572

Envirogroom 
Professional Pet Products

Seattle, WA
Phone: 206-354-2248

Order online at
Naturalpetshampoo.net

For FREE Samples, 
call 877-630-3013



www.chrissystems.com • 800-654-7006 •         at ChrisChristensenSystems

KOOLCOLORS
A   laaa of color

ReadeR SeRvice caRd #7388
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Behavior CLIPS
by Gary Wilkes

READER SERVICE CARD #7389 READER SERVICE CARD #7390

SIT, 
GOOD SIT.

 you have ever investigated 
books about dog training, you 
may have run into some con-
cepts that appear to defy com-
mon sense and logic – and you 
would be absolutely correct. In 
the world of dog training, there 
is as much superstition as there 
is solid knowledge. For instance, 
a common practice among dog 
trainers is to give a command, 
wait for the behavior to hap-
pen and then offer praise that 
includes the command word. 
An example would sound like 

IF

Continued on page 30



qgroom.com

the professional solution
for the modern pet

READER SERVICE CARD #7286READER SERVICE CARD #7391
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this – the trainer says “Sit” – the 
dog sits --- the trainer then says 
“Good Sit.” Trainers who attempt to 
explain this practice claim that it 
helps the dog connect the praise to 
the proper behavior. I hate to burst 
the bubble, but that is highly un-
likely. To solve the puzzle, the dog 
is expected to understand that the 
word “good” is an adjective modify-
ing the verb “sit” and that “sit” is 
used both as a verb in the impera-
tive mood and a noun. Huh? 

It is far more likely that the 
trailing “sit” is simply ignored by the 
dog. In reality, the words don’t con-
trol the behavior, anyway. The con-
sequence of responding to the first 
“sit” is what determines whether 
the dog solves the puzzle or simply 
remains puzzled. 

If that sounds a little odd, 
don’t be surprised. It is common 
for people to assume that words 
or “commands” cause behaviors to 
happen and that we can willy-nilly 

say things an our dog will somehow 
understand. From that perspective, 
it makes sense that it is the end 
result of a behavior that determines 
how, when and where a behavior 
will happen again. 

For instance, if we give a dog a 
treat every time it sits, the overall 
behavior of sitting will become more 
likely – whether we say anything or 
not. If we decide to stop reinforcing 
“sits” the behavior will decrease in 
its likelihood – regardless of what 
we say. In essence, the words we 
say are signposts along the road 
that point to a destination – they 
can indicate the way to travel, but 
inevitably it is the destination that 
“causes” the journey. 

Once we realize that results 
control behavior, we can sweep 
some of the superstition from our 
training program. For instance, it 
is also common for people to chant, 
growl and yell commands at a dog in 
expectation that the tone will some-

how cause the behavior to happen. 
This is usually an open admission 
that the trainer has failed to pro-
vide tangible consequences for good 
performance. Remember, the aver-
age dog can hear the crinkle of a 

     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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Continued on page 32

…It Is the end 
result of a  

behavIor that 
determInes
how, when  

and where a 
behavIor wIll 
happen agaIn.

Feb.10-13, 2011  
Pasadena Convention Center,  

Pasadena California

www.GroomandKennelexpo.com

Barkleigh Productions, Inc.
970 W. Trindle Rd

Mechanicsburg PA 17055
(717) 691-3388 • info@barkleigh.com

www.Barkleigh.com

GROOM &
 KENNEL EXPO

L1828
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READER SERVICE CARD #7394
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Continued on page 34

potato chip bag from three rooms 
away. Hearing that sound triggers 
instantaneous and enthusiastic 
response. If a faint sound can cause 
a dog to race at full speed to get a 
potato chip, but must be screamed 
at in order to “sit”, the problem is 
not with the command, it’s with the 
payoff. 

To test our theory of “behav-
ior by consequences” is really very 
simple. Go get a shallow bowl and 
some palatable food treats. Touch 

a treat to your dog’s nose and then 
move the treat back toward the 
dog’s forehead. Hold the treat about 
an inch above the dog’s nose, so 
the easiest way for the dog to get 
the treat is from a sitting position. 
If the dog sits, say “Good” (bite your 
tongue and do not add the word 
“sit”) and offer a treat. Now repeat 
the sequence about 15 times. On 
repetition number 16, don’t lift the 
treat over the dog’s head, merely say 
“sit” in a soft tone of voice. If the dog 
sits, say “good” and offer the treat. 
If the dog doesn’t sit, say “wrong” 
in a normal tone of voice and try 
it again. After a five minute ses-
sion, put the treats away and take 
a break.

Later in the day, stash a couple 
of treats in your pocket and go 
about your business. At some point, 
when your dog is relatively close to 
you, say the word “sit” in a normal 
tone of voice. If the dog does, say 
“good” and offer a treat. If the dog 
doesn’t sit, say “wrong” and go back 
to what you were doing. Wait a 
couple hours and try another train-
ing session.

Now we get to the fun part. 
After creating a pretty consistent 
“sit” in response to a normal tone 

of voice, we are going to test the 
sit-good sit theory. In your next 
training session, say “bad sit” in a 
normal tone of voice. If the dog sits, 
say “good” and give the dog a treat. 
If the dog doesn’t sit, move the treat 
over the dog’s nose and lead the dog 
into a sitting position. Do this about 
10 times, so that the term “bad sit” 
becomes the cue for sitting.

After you have created the “bad 
sit” cue, it’s time to flip the coin and 
screw up the phrase “good sit.” On 
your next session, say “good sit” in 
a normal tone of voice and see what 
happens. If the dog sits, say “wrong” 
and walk away and ignore the dog 
for 30 seconds. Continue with this 
until saying “good sit” causes the 
dog to just stand there and do noth-
ing. Your goal is to have the dog 
respond to two different patterns. 
When you say “good sit” the dog 
doesn’t sit and when you say “bad 
sit”, the dog sits, every time.

ReadeR SeRvice caRd #7395 ReadeR SeRvice caRd #7396

If the dog 
sIts, say 

“good”and 
offer the  

treat.
If the dog 

doesn’t sIt, say 
“wrong”… and 

try It agaIn



ReadeR SeRvice caRd #7397
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ReadeR SeRvice caRd #7398

Now, here’s the point of this nonsense. 
After teaching your dog to sit in response to the 
words “bad sit” you have made something plainly 
obvious. Your dog doesn’t care a fig about the 
words you use to describe behaviors as long as 
the words predictably point to an opportunity 
for a reward. So, the factor most responsible 
for “causing” a behavior to happen is whatever 
consequence comes from doing that behavior. To 
put this more simply, behaviors that “pay off” are 
likely to be repeated. 

To be a better trainer requires that we 
understand the simple mechanisms that create 
and maintain behavior. Within the basic rules of 
behavior is the concept that usually, the results 
of your behavior will affect your future behavior. 
For instance, if you happen to say “sit” while 

leaning forward and your dog sits, the chance 
that you will lean forward the next time you say 
“sit” increases. Likewise, if you are in the habit 
of saying “sit, good sit” as the cue to make your 
dog sit, your dog’s behavior will reinforce your 

superstition. The secret to cleaning 
up this misuse of commands is to 
start listening to what you say and 
immediately following the word “Sit”; 
stop. Good stop. 

Gary is an internationally ac-
claimed behaviorist, trainer, author, 
columnist and lecturer. He has more 
than 30 years experience working 
with dogs, including eight years of 
shelter work. Gary Wilkes is respon-
sible for the innovation and develop-
ment of clicker training as a practical 
methodology for dogs and with his for-
mer colleague, Karen Pryor, introduced 
this method in 1992. He currently has 
a full-time, veterinary referral based 
behavior practice in Phoenix, Arizona 
and is an author and columnist.

To be a beTTer Trainer requires 
ThaT we undersTand simple 

mechanisms ThaT creaTe 
and mainTain behavior. 
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www.GermanRedClipper.com or just call 800-447-1957 (toll-free)

• Now for detachable blades!
• Most powerful pet clipper!
• Unmatched cutting performance!
• Extreme reliability - up to 10 years warranty!
• Premium quality product “Made in Germany“!

ENJOY THE POWER of the new

a division of

To order or for more information please contact:

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

NEW:

  Works with

 all type of 

  detachable blades.

READER SERVICE CARD #7399

The

Groomer’s
Roundtable

Roundtable Question:
 • What Do You Do To Grow 
  Your Client Base?

Advertising in the local movie 
theater guides. Joy Bonehill, Barking 
Lot, San Francisco CA

Advertising - launched T.O.G.S. 
for dogs on Facebook. Joining the 
local Chamber of Commerce – net-
working. Wendie Patrick, T.O.G.S. for 
Dogs, Bridgewater CN

Great work. All my customers 

are referrals. Teresa Clark, Bonnie’s 
Grooming, El Cajon, CA

Web and print advertising, cou-
pons at all the shelters, dog parks 
and adoptions facilities. Lisa 
Drake, Epi-Pet, Bradenton FL

New business is something that 
just fi nds its way to my door based 
upon my focusing on doing the best 

job with the clients I already have.  
Everyone knows that a good, kind 
groomer gets business via word of 
mouth. Do a good job with the client 
base that you already have and you 
will never want for business. Tracie 
Bailey, Dog Pawse, Attleboro MA

Free nail trims. Ilona Haydon, 
Best n Show, Manistee MI

Continued on page 36
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ReadeR SeRvice caRd #7400

®

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

or call 800-453-9596

GRO-9944 Groomer 2.1875x2.375:Layout 1

ReadeR SeRvice caRd #7401

All of my clients are word of 
mouth recommended by friends and 
family of my clients. They are always 
passing out my business cards.  
Valerie Polychronopoulos, VIP Pet 
Grooming, Homer Glen IL

I offer contests and promotions, 
I send out surveys via e-mail and all 
people who respond get their name 
put in a drawing for a free groom, or 
a product. Lisa Kerr, Out Of The 
Dog House Grooming Service, 
Borden-Carleton CN

Ads in newspaper. Krystel 
Isings, Doggy Wash, Buckeye AZ

Just joined the Better Business 
Bureau. Vicki Graves, Rover’s  
Makeover, Silverton OR

Radio advertising. Joyce 
Rinehart, The Spaw, Eureka CA

Doing a commercial on the radio 
and an ugliest dog contest on that 
same radio station. Kerri Wagner, 
Bark Avenue Day Spa,  
Lafayette IN

We advertise in the local pa-
pers and Yellowbook, I have our 

salon name, phone and website on 
my vehicle, but our best advertis-
ing continues to be word of mouth. 
Julia Kurdt, Shampoochies, Charlotte 
Court House VA

Advertising in local magazines 
and newspapers. Tina Price, Muna 
Show Kennels, Shandon CA

Mailing out postcards with $5 
off coupons. Nikki Elie, Backyard 
Bubble, South Grafton MA

Offering specials through 
the Chamber of Commerce. Jen-
nifer Glassford, Puppy’s Breath Pet 
Grooming, New Liskeard CN

Free 5 x 7 pictures of the pets, 
and articles mailed out to clients 
to let them know what’s new at the 
shop. Amanda Fusco, Mandar’s Mutt 
Cuts, Virginia Beach VA

Networking, networking! Kim 
Raisanen, Professional Cat Groom-
ers Association Of America, Fairview 
Park OH

A good job!! Erin Dooley, Go 
Dog Go Mobile Pet Grooming,  
San Diego CA

Word of mouth has always been 
the best advertising for us. Susan 
Farrell, Pawformance Grooming  
Salon LLC, Greenville MI

Giving $5.00 off to my custom-
ers that refer people. Dog Splash, 
Chicago IL

Giving good personalized cus-
tomer service with special attention 
to educating the customer and pro-
moting discounted prices for weekly 
and biweekly visits. Suzanne Uzoff, 
Bunker Hill Groomer, Houston TX

Facebook has helped me and 
my website too. Cheryl Wyrick, 
Pampered Paws Grooming, Kansas 
City MO

Advertise monthly in the local 
newspaper. Charlina Graham,Grand 
Paws Grooming, Kokomo IN

Coupons (direct mail) offering 
10% off, you’d be surprised at the 
amount of previous customers that 
have come back using their coupon.
Gretchen Schultz, Gretchen Schultz, 
Bethel Island CA

Handing out business cards like 
crazy, word of mouth. Laryssa Pugh, 
Hound N’ Mouser, Creston CN

We have extended hours, an  
“afternoon shift” so to speak, and we 
are doing more coupon advertising 
in local papers and client reminder 

Continued on next page
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ReadeR SeRvice caRd #7403

cards with a discount for timely 
grooming sessions. We did add a VIP 
discount card for a FREE groom-
ing after 10 full grooms, also doing 
a referral program where the client 
gets a free full grooming if they 
refer 3 new clients to us. Suzanne 
Hentschel, Posh Paws Pet Salon, 
Macomb MI

Joining Chamber of Commerce, 
sandwich signs, newspaper ads,  
flyers. Ginger Pepple, Dog Pet 
Grooming, Jefferson City MO

Almost every month there is a 
holiday of some sort, and we capital-
ize on the idea by offering a 10-20% 
discount per groom, it may only add 
up to $2 or $3 off, which doesn’t 
hurt our business, but people are 
more likely to come in with the econ-
omy like it is, and it helps get long 
time customers. Corella Hernandez, 
Plush Pups Pet Grooming, Minford OH

Sending out referral cards on 
my card system. Dana McPherson, 
Dog Designs By Dana Pet Salon, 
Sebring FL

We are currently working on our 
website and improving search en-
gine results. Our goal is to increase 
new business via our web presence 
rather than rely on word of mouth 
and a costly yellow page ad.  
Terrie Crawford, TLC Pet Grooming, 
Hamilton CN

Two biggies: phone calls to 
customers who have not been to the 
shop in a while and sending post-
cards to customers who have not 
been in the shop in a while. Post-
card offers a $5 discount on groom-
ing services. Lydia Boesch, Lydia 
Boesch, Pinehurst NC

Advertising on Craigslist, Yellow-
Pages.com, Google, and PetFinder. 
Alyssa Forss, D’Tails Dog Grooming, 
Wausau WI

Advertise in neighborhood news-
letters. Stephanie Gray, Guardian 
Angel Dog Grooming, Dallas GA

Penetrating the self-wash busi-
ness. Meeting with pet-friendly 
hotels, holding in-house seminars 
with pet experts, rewarding referral 
business. Terri Garretson, Red Dog 
Spa & Boutique, Chantilly VA

Offering new services like spa 
therapy and teeth cleaning. Jennifer 
Howard, The Pawty Palace, Katy TX

Excellent customer service!! 
Terri Wene, The Foxy Hound  
Grooming Salon, Ephrata PA

Advertising. Offering five dollars 

off a full service. Melissa Longazel, 
The Lazy Dog Salon, Minesville PA

A referral program, I have 3 
per client right now, it works like a 
dream! Colleen Hainsworth, Angel 
Paws Dog Grooming & Spa, Branford 
CT

Currently accepting new clients 
strictly by word of mouth referrals.  I 
could use some more clients, but not 
so much that it is worth spending 
money on advertising to get them. I 
have two vets that refer to me, my 
website, my listing on Petgroomer.
com and the wonderful reviews from 
my current clients; that is working 
pretty well for me. Carol Harvey, 
Lorac’s Mobile Pet Spa, Aubrey TX

I am sending postcards out with 
a 10% coupon. Patti ILG, Patti ILG 
The Groomer, Aurora OH

Networking, adoption events, 
fostering for Second Chance Dog 
Rescue, online advertising, upgrad-
ing my website, constant contact 
newsletters with monthly coupons 
and of course, referral discounts! 
Michelle, Bow Wow Beauty Shop, 
San Diego CA

Continued on page 38

ReadeR SeRvice caRd #7402
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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

ReadeR SeRvice caRd #7404

Lots of new advertising in the 
free publications in our area, there 
are  at least four different maga-
zines/papers that print weekly and 
biweekly and their ad prices are very 
reasonable...I have an ad running in 
every magazine, staggered month to 
month. Valerie Attrill, Barking Beau-
ties, Walnutport PA

My clients put me on Angie’s 
list and I have been amazed with 
the amount of business I have been 
getting. Free advertising!! Jennifer 
Lavelle, Kool Klips, Brookhaven PA

We are sending out a newslet-
ter to all our clients.  This doesn’t 
necessarily mean we get “new” 
business. It just helps up keep our 
existing clients coming back in more 
regularly. Tracy Spokes, Blue Ribbon 
Grooming, Prince George CN

Nothing. I am a very shy person 
and getting “out there” is not in my 
make up so I just keep my website, 
brochures and pictures up to date.
Deena Holeman, D’Tails Dog Salon, 
Portland OR

We have actually been not so 
bad lately, we are slow but not dead 
like in recent years. I did do a local 

trade show health fair. Teamed up 
with a friend of mine who owns a 
dog cookie business, we sold cook-
ies at the fair and gave coupons to 
every customer in my area, with a 
free winter spa package to add to 
the pets groom, expiring April 1. The 
winter spa package is simply, nail 
grinding, paw scrub, blueberry facial 
and polish of their choice. Simple 
things that don’t take much time  
for a groomer to do. Sara Fincham, 
Shirley’s K-9 Klippery, Whitby CN

I am offering area pet profes-
sionals my business cards and 
samples of my pet foods lines.  
Susan Potts, Spotts Grooming Parlor, 
Painesville OH

Computerized, direct mail cards 
are being sent out using a demo-
graphic map. Karen  Cantner, Li’l 
Doggy Salon, Evansville IN

Joined forces with the Humane 
Society providing free or discounted 
grooms for dogs that are adoptable.
Pam Crump, Gilmer Girlz Petwear & 
Grooming, Gilmer TX

Advertising more on the internet 
with photos. Lisa Calderon, Barks N 
Bubbles, Ahoskie NC

Newspaper ads have proven 
helpful, and going the extra mile for 
my regulars has brought me a lot of 
referral business. Having a web site 
which answers questions keeps the 
phone calls to bookings only. Jacki 
Mcnally, Hairy Hobby Dog Grooming, 
Rosetown CN

I did a three drop direct mail-
er through Cox Publishing (RSC 
#7359). The 6 x 11 cards were 
absolutely beautifully designed and 
targeted specific demographics that 
I requested (they even cross refer-
enced my database and removed my 
current customers from their list). 
It was incredibly successful. We got 
about 160 new clients over a three 
month period. Cost $4300.00 which 
cost me roughly $27.00 per new cli-
ent to get. I charge $37.50 for small 
haircuts (Poodle, Schnauzer, Shih 
Tzu) meaning I only profited $5.50 
because I offered a $5.00 off new 
client coupon on the mailers.... on 
the initial groom (which isn’t even 
enough to pay a groomer), but the 
annual increase that I expect from 
these new customers is greater than 
$24,000.00 (and that’s shooting 
low… assuming they each only come 
four times this year, are all small 
dogs, and don’t buy any extra ser-
vices. Amy Howard, Groomingdale’s, 
Beavercreek OH
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Find A Groomer Inc.  PO Box 2489  Yelm, WA 98597   360-446-5348    findagroomer@earthlink.net 

PetGroomer.comPetGroomer.comPetGroomer.com   
Grooming’s #1 Buy & Sell Spot  ●  Mobile Vehicle Ads  ●  Help Wanted Ads  ●  Business for Sale Ads 
Groomer Buyer’s Guide  ●  Galleries & Trivia Fun  ●  Schools & Home Study  ●  Over 5,000 Pages 

 PetGroomerPetGroomer  CDCD  

FREEFREE  
Amazing Info ∙ Career Tools ∙ Fun 

USA Grooming Prices Survey Results - Rare! 
Listen  to Audio Interviews & Lectures 

Mobile ∙ Wages ∙ Commission ∙ Design 
Floor Plans ∙ Outfit Grooming Business 
Education ∙ Start Business ∙ Tool Tips 
Where Jobs Are ∙ Add-on$ ∙ Trivia  
We’re just getting started! It’s FREE ! 

 
 

* Please cover $3.95 S/H, a $19.95 value free. 
  Call, write or order online. No catches! 

* 

READER SERVICE CARD #7405

So you know the type of day, 
we all have them. Over-

booked, phone ringing off the hook 
and every client wants you to be the 
one that grooms their dog. 

In order to combat this daily oc-
currence I developed an easy to fol-
low step by step procedure for each 
groomer in my salon to follow. It not 
only ensures a consistent groom 
every time, but it also allows us to 
groom certain breeds in thirty 
minutes or less.

In this issue we will discuss 
how to put a Westie in a pet trim 
in 30 minutes or less. This is 
actual “table time” – not bathing 
and drying time.

First bath your dog before 
you attempt any trimming. Not 
only are clean dogs easier to work 
with, they are much more enjoy-
able to work on as a pet stylist 
and you will save tons on your 
sharpening fees.

The number one thing to re-
member in order to pick up speed 
is to groom each pet the same 
way every time. This will create a 
consistency in your performance 
and leave less room for error. I 
start with the right rear leg and 

work my way around the dog coun-
ter clockwise. What ever works best 
for you, but be consistent about it.

LET’S GET STARTED
After shampooing and condi-

tioning with your favorite product, 
use a high velocity blower like the 
K-9 (RSC #7353) to remove excess 
water, then cage dry to about 90%. 
If your dog does dry completely you 

can take some water and con-
ditioner to mist the coat to help 
straighten it out. I like to use 1 oz. 
of Nature’s Specialties Remoisturizer 
(RSC #7354) with 32 oz of water in 
a spray bottle. Move the dog to the 
table and use the high velocity blow-
er to blow through the entire coat, 
making sure it is completely dry. I 
don’t brush at this point unless the 

30 
MINUTE

TRIM:
WESTIE

By  Cheryl A Purcell

GroomOlympian Series 

Completed Groom.

Continued on page 40
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READER SERVICE CARD #7406

Appointment Cards
with STICKER

Business Cards

Paw Key Tag
flexible plastic

No set-up charge for first proof. Choose from 
over 80 stock backgrounds or we’ll design a 
card just for you!

$35 set-up charge

$35 set-up charge 

•No set-up charge!
•Printing on one side only

Magnet
(economy)

100 for $65
250 for $99
500 for $160
1000 for $275

125 for $86.25
250 for $122.50
500 for $245.00

1000 for $490.00

1 COLOR
250 for $73
500 for $85
1000 for $99

2 COLOR
250 for $105
500 for $125
1000 for $145

Paper
(2-sided)

250 for $85
500 for $125
1000 for $200

FULL COLOR
PRINTING!

FULL COLOR
PRINTING!

Collar Clips
flexible plastic tag
with durable clip 

250 for $142.50
500 for $260.00

1000 for $470.00

Collar ClipsCollar Clips
flexible plastic tag
with durable clip 

250 for $142.50
500 for $260.00

14 colors
available!

Price includes one color imprint.

Removable paw sticker.
Perfect reminder for calendars!

w w w. A n i m a l s I N K . c o m

317-496-8467
info@AnimalsINK.com

1 COLOR

Removable paw sticker.
Perfect reminder for calendars!

READER SERVICE CARD #7407

dog is matted. You will brush out as 
you go along.

FEET
Step 1. Do nails, pads, and trim 

feet all at the same time, so you 
only have to lift each leg once. This 
will lessen the stress on the dog and 
you will feel like you’re handling the 
animal less because you will be.

Step 2. Brush out the legs and 
the body as you move around the 
dog. To trim feet quickly and evenly, 
brush all the hair to one side and 

trim off what is hanging below the 
pad line. 

After you complete all four feet 
move on to the sanitary areas using 
a 10 blade.

Next we are going to trim the 
head. Now I know that this will 
seem foreign to some of you, but 
I’ve always found it easier to fi nish 
working on the body of a pet rather 
than the head if a client should ar-
rive for pick up before I’m fi nished. 
Also, please note that I used a Vac 
system when trimming this head. If 
you don’t have a Vac system change 

the length of the clipper combs from 
an A comb to an O comb and from a 
C comb to an A comb. 

HEAD
Step 1. Trim the top 1/3 of the 

inside of the ear with a 30 blade. 

Comb all hair to one side and trim off 
what is hanging below the pad line.

Trim off what is hanging below 
the pad line.

Trim the top 1/3 of the inside 
of the ear with a 30 blade.

Continued on page 42
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SuperGroom
November 12-14, 2010 
Nash Academy in Lexington, KY
•	 Exciting	Grooming	Tournament	

		and	Pet	Styling	Seminars!

•	 GroomTeam	USA	&	IJA	Sanctioned!

•	 All	competition	skill	levels!

•	 Hands-on	Reviews		
		and	Seminars	by	IJA	Judges!

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

W
18

16

Dedicated to the Exquisite Art of Pet Styling

READER SERVICE CARD #7409

W1627W1627

www.BarkleighTV.com

See the newest visual info for 
the Pet Pro. We have Barkleigh 

Show Coverage, News, 
Interviews, Facility Tours, 

Groomer Video Tips, Company 
Profiles, and More!

www.BarkleighTV.comwww.BarkleighTV.comwww.BarkleighTV.comwww.BarkleighTV.com

Newly Added:

Creative Grooming from Groom Expo
Groomer News and Notes
Puppy Mill Rescue by Jon Bannon
Education from Groom Expo

TVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTVTV
B
a
r
k
le
ig
h

READER SERVICE CARD #7408
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Sign up at  www.barkleigh.com/ecards

Barkleigh E-Cards

Everyone loves a card...
 and your customers will never 
feel more appreciated.

from you to them.

W1761

READER SERVICE CARD #7410 READER SERVICE CARD #7411

Step 2. Trim the top 1/3 of the 
outside of the ear with a 10 blade. 

Step 3. Trim the corners of the 
eyes using a 10 blade. 

Step 4. Use a Wahl A comb 

(RSC #7355) over a 9 blade and trim 
from the back to the front in three 
strokes. One in the middle and one 
on each side of the fi rst stroke mak-
ing sure to overlap each stroke and 
just touch the outside of the ear. 

Step 5. Change to a Wahl C 

comb and trim from under the jaw 
line to the top of the head. Complete 
this on both sides. 

Step 6. Using the C comb still, 
force the hair behind the ear to the 
center of the head. Be sure to hold 
the ear in your hand while doing 
this, so not to nick the ear.

Trimming top of the head with C comb. Trimming under the jaw line with C comb. Hold the ear while using C Comb. Force the 
hair behind the ear to center of the head. 
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#1901 • DVD – $39.95
#1924 • CD – $9.95

(717) 691-3388
Order On-Line:

www.barkleigh.com
E884

Mobile
Maintenance

Mania
featuring Cathey Love

• Clean Air Conditioning Units
• Replace Motor Brushes and Filters
• Replace Dryer Brushes
• Water Tank TLC
• Tips on How to Conserve Fuel
• Plus much more!

Live f
rom

Groom
Expo!

ReadeR SeRvice caRd #7412 ReadeR SeRvice caRd #7413

Step 7. Using the C comb 
again, trim under the chin. 

Step 8. Take the ear and hold 
it in your hand and trim off the hair 
that hangs over the leather. 

Step 9. Fold the ear in half and 
trim off the hair that is hanging 
over. 

Step 10. Comb the hair on 
the jaw line down and trim off the 
strays. 

Step 11. Comb the hair under 
the chin back toward the neck and 
trim the strays. 

Step 12. Comb the hair behind 
the ears towards the back of the dog 
and trim it even. 

Using the C comb again under the chin. Take ear and trim off the hair  
that hangs over the leather. 

Comb the hair over the eye  
forwards and trim.

Continued on page 44
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Step 13. Comb the hair over 
the eye forwards and trim.

When clippering the body you 
can use any blade from a 7 to a 1 
comb depending on the area you live 
in, the time of year and most of all, 
what your client’s wishes are. I like 

my dogs not to look clippered, so I 
use a Wahl 2 comb.

Body
Step 1. Using a Wahl 2 comb 

over a 9 blade, start behind the 
head and trim down the neck 
around the side of the neck to the 

front of the throat. Now continue 
along the back to the tail. Follow  
it off the side and clip out the V  
on the rear. 

Step 2. Trim rear off pin bone 
toward legs, so that the rear is flat. 

Step 3. Trim either side of the 
tail with the 2 comb from rear to tip 

Start behind the head and  
trim down the neck.

Continue along the back to the tail. Trim either side of tail with the 2 comb.

ReadeR SeRvice caRd #7414

MIXED BREED 
MAKEOVERS

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

W1413

Groom 
Expo

ReadeR SeRvice caRd #7415
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   Sign Up at www.Barkleigh.com
W1584
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Continued on page 61

Skim off the rib cage coming 
away from the body.

Trim front of chest off 
shoulders towards legs.

Trim Chest bib so the front is straight.

then trim the underside of the tail 
going from tip to rear 

Step 4. Skim off the rib cage 
coming away from the body just 
before the barrel of the chest 
rolls under. 

Step 5. Next clip out the V on 

the front shoulder. 

Step 6. Trim front of chest off 
shoulders towards legs.

Step 7. Comb the hair on the 
top side of the tail to either side and 
trim off the excess so that the tail 

now resembles a carrot.

Step 8. Trim chest bib so the 
front is straight. 

 
Step 9. Trim underline to cli-

ents preferred length so that it is in 

Featuring 
Sarah Wilson

 Playgroups 
Can’t We All Just 

Get Along?

Sarah explores  breed 
and temperament 

combinations!

Barkleigh Productions, Inc.
970 W. Trindle Rd.

Mechanicsburg PA 17055
(717) 691-3388 • info@barkleigh.com

FOUR HOURS!FOUR HOURS!FOUR HOURS!FOUR HOURS!FOUR HOURS!
Recorded Recorded Recorded Recorded Recorded Recorded Recorded Recorded Recorded Recorded Recorded Recorded Recorded Recorded LIVELIVELIVELIVELIVELIVE
atatatGroom ExpoGroom ExpoGroom ExpoGroom ExpoGroom Expo

FOUR HOURS! 
Recorded LIVE 
at Groom Expo

L1355

READER SERVICE CARD #7416
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READER SERVICE CARD #7418

an arch and not a straight under-
line.

That’s it, you’re fi nished! Most 
Westie’s can be done in less than 
30 minutes from table to scarf us-
ing this method. 

Cheryl Purcell is a Nationally 
Certifi ed Master Groomer. She 
started her grooming career in 1991 
when she opened a salon with her 
mother, Pooch Paws in Hanover, 
MA. She now operates that same 
salon with her husband, Ron and 
daughter, Krystal. A Groom Team 
USA Member from 2002 to 2007 
and fi ve time Cardinal Crystal 
nominee, Cheryl also helped de-
velop a state of the art pet grooming 
certifi cate program in conjunction 
with a local community college.

Head before.

Head After. 

Feet before.

Feet After.

PROVERBIAL WISDOM
A mirror refl ects a man’s face, but what he is really like is shown by 
the kind of  friends he chooses       Proverbs 27:19, The Living Bible

uuuu
Regularly
$12.95

Just $9.95 
 uu
Grooming Puppiesuuuuu

$12.95

uuuuuu
$12.95

uuJust $9.95 uuJust $9.95 u
Free ShIppIng!

C1860

Book Available at 
www.BarkleighStore.com

New Book from Barkleigh!

By Kathy McGee
A Professional Groomer’s Guide

Chapters Include:
The New Puppy Phone Call
Introductory Visit
First Appointment
Client Quotes
Sending Home
Tips to Remember
Companion Booklets, 
and Educational Marketing Tools

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

READER SERVICE CARD #7417
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oOops! 
OMG! It’s October! It seems 

like I’ve been looking at Halloween 
decorations for the past month and 
now that I actually need a costume, 
I go to the store to look around only 
to fi nd that most of the Halloween 
stuff has been replaced with Christ-
mas and Holiday accessories. These 
things have actually been creeping 
onto store shelves since August. 
Although you just may not have 
noticed. Or, maybe you have noticed 
and simply choose to ignore them, 
knowing that you will inevitably have 
to face the trees, lights, packages, 
long hours and longer lines. 

When I owned my salon I dread-
ed this time of year. It seemed like 
I always waited until the last min-
ute to prepare my business for the 
holidays and I never had any time for 
myself; or my family. I had to send 
out holiday cards to clients, deco-
rate the salon and then buy holiday 
related retail items for the salon, 
hoping that I would “pick a winner” 
and not something I would still be 
looking at in the spring, covered with 
dust. Then, of course, there are the 
seemingly endless hours tethered to 
the grooming table. All this does not 
leave a whole lot of time for personal 
celebrating. “Ho ho ho” quickly turns 
into “No no no!”

One year I had an epiphany.  If 
the big stores can go into the fall 
all prepared for the holidays, why 
can’t I? They do all their buying well 
ahead of time and probably get some 

real good deals for buying it early. 
Sometimes storage can be an issue 
but if it’s clean and well packaged 
I price it, put it back in a tightly 
sealed box, mark the box with the 
contents and put it on a shelf. When 
the time comes to put it out all I had 
to do was open the box and put the 
stuff out for sale. Duh! This process 
just got TOO easy! Until one year I 
got a little lazy and didn’t mark my 
boxes correctly. I ended up fi nding 
some “misplaced” boxes of Christ-
mas toys right after the Holidays one 
year. Those were boxes of “money” 
that ended up taking up space until 

Order Today: www.kudzucord.com

Prevents tangles, provides  
Electrical cord management, is  
Abrasion resistant, allows you to 
Color coordinate your tools, and 
Eliminates frustration.

Only $9.99
AVAILABLE IN  

10 COLORS
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C1736

Use Kudzu™ on your clippers,  
hair dryers, flat irons and many more  

applications to provide PEACE. 

READER SERVICE CARD #7419

Getting Down to BUSINESS

BY TERI DIMARINO

Continued on page 48

Buying Retail 101
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oyikes!  

READER SERVICE CARD #7323

the following year. A plan is only 
good if it’s properly executed. 

How do we plan for the Holi-
days? How do we know what to buy 
or what is going to be the new “hot” 
item this year? That’s what all these 
advertised trade shows are for. 
They want people like you and me 
to come and see what is new and 

exciting and they want to sell it to 
you NOW; well in advance of the 
holiday crunch. It’s frustrating when 
you place an order for Holiday toys 
and goodies only to be told by the 
suppliers that they are “out of stock” 
on so much of the good stuff the 
closer it gets to the dreaded Decem-
ber dates.  

Most of the groomers who are 
reading Groomer to Groomer are 
small business people: many of who 
feel they are constantly doing battle 
with the superstores, especially on 
the retail front. Retail is a four letter 
word to many pet stylists. They feel 
it takes up too much of their time 
and ties up too much of their cash in 
merchandise they may not be able to 
sell or that the customer can buy the 
same item for less at one of the “box 
stores”. They don’t like taking time 
away from the pets they are groom-
ing to make a small sale. 

If you are one of my regular 
readers then you know one of my 

favorite mantras: “retail is your 
silent partner.” Well thought out 
product selection coupled with good, 
albeit simple, merchandising can 
pay your rent, your electric bill and 
so much more, leaving the grooming 
money for you! I don’t like leaving my 
grooming table to sell product any 
more than the next groomer, but if 
you use what you sell and sell what 
you use, your passion for a product 
helps it sell itself. For the boutique 
salons there are plenty of specialty 
products available that cannot be 
found in the superstores. These 
items will also “sell themselves.” You 
just have to know where to look.

As I mentioned previously, trade 
shows are a varitable candy store for 
retail buyers. Barkleigh Productions 
is host to two of the largest groom-
ing industry trade shows in the US: 
GroomExpo held in Hershey, PA in 
September and Groom & Kennel 
Expo in Pasadena, CA in February. 

While these are aimed at the 
grooming industry there are plenty 
of companies exhibiting retail items 
specifi cally geared toward the small 
salon. This is the October issue of 
Groomer to Groomer and it is obvi-
ously too late to attend the Hershey 
show to shop for your Holiday retail 
items, but there are still several 
trade shows left to shop at. The 
Backer Christmas Show in Chicago 
is a huge all-industry trade show. 
While they are quite grooming ori-
ented, with a full-blown GroomTeam 
USA Sanctioned competition, there 
are products on display for fi ns, furs 
and feathers. Just because it is not 
an all grooming show does not mean 
that you won’t fi nd something you 
need, or want to add to your salon. 
And the show specials are where we 
can save additional dollars, making 
our profi t margins even larger.

While I am an ardent retail fan, 
I realize that there are people that 
will never become overly enthusiastic 
about it.  These professionals want 
to take care of their grooming clients 
and nothing more. Period! Don’t 

Grooming Seminars & Contests
Pet Industry Trade Show

Murano Convention Center • Tacoma, WA

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

Murano Convention Center  Tacoma, WA
March 18-20, 2011

NWGROOM.com

W
18

27

READER SERVICE CARD #7420
Continued on page 50
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Pet Release FoRms 
  & tiP signs!

A light-
hearted 
way to say 
gratuity is 
appreciated!

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

PR2 - General SP2 - Senior FP2 - Fuzzy

81/2 x 11
framed 
counter sign
$15.95 each

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

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

W1360

Pet Release FoPet Release Fo
uNEW

READER SERVICE CARD #7422READER SERVICE CARD #7421

READER SERVICE CARD #7323

A Barkleigh Pet Pro Cruise, featuring the 
world renowned dog trainer, Martin Dee-

ley, is scheduled for January 15–23, 2011. The 
Carnival Freedom will set sail from Ft. Lauder-
dale, FL on a 9 day/8 night cruise to Cozumel, 

Mexico; Limon, Costa Rica; and Colon, 
Panama (near the Panama Canal). 

Martin Deeley will host various 
educational seminars for dog trainers 
throughout the voyage. This is a vaca-
tion for those who wish to learn more 
about animal behavior all the while 
enjoying beautiful ports of call on one 
amazing fun ship. 

For more information, please 
visit www.BarkleighEvents.com or 
call (717) 691-3388.               

Noted Trainer and Animal Behaviorist, 
Martin Deeley, will be Pet Pro Cruise Speaker

  JANUARY 15-23, 2011mA mA 
ley, is scheduled for mley, is scheduled for 
Carnival FreedommCarnival Freedom

Martin Deeley, will be Pet Pro Cruise Speaker

m
Martin Deeley, will be Pet Pro Cruise Speaker

JmJAmAJAJmJAJ NmNANAmANA UmUNUNmNUN AmAUAUmUAU RmRARAmARA YmYRYRmRYR 1m15m5 1m1mmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmBARKLEIGH  PET PRO
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BABAB RARA KRKR LKLK ELEL
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For a Quick Response from 
Advertisers, please use the Reader 

Service Card Number. 
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oOnly 6 weeks! 

Sally J. Liddick

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

The birth of 
Barkleigh 

Productions 
and the 

misadventures 
of  two lifelong 

friends!

The birth of 
Barkleigh 

Productions 
and the 

misadventures 
of  two lifelong 

friends!

Just $15.95!Just $15.95!JustJustJustJustJust
Regularly $19.95Regularly $19.95

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

JUST RELEASED!JUST RELEASED!

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

endured a lifetime.

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

300 pages • Lots of photos

TAKING A DIFFERENT PATH
by Sally J. Liddick

• Safe Grooming 
Procedures 

• First Aid

• Salon Injuries 

• Parasites

• Pet Health

• Nutrition

• Dental 
and more!

GROOMER’S GUIDE TO 
PET FIRST AID, 

INJURIES & HEALTH

• Safe Grooming 

What Every 
Successful 

Groomer 
should know!

BOYD HARRELL, DVM

Vol. 1

Articles by MArio Migliorini, 
sAlly l iddick and others

Salon  
BaSicS
Pet  grooMing

Barkleigh Productions, Inc.
(717) 691-3388
info@barkleigh.com
www.barkleigh.com
www.barkleighstore.com
COVER: Julie Pantages competing in the 
Poodle Class at Groom Expo 2007 held in 
Hershey, PA. Photo By Udo Kretschmer 

780979 0676489

9 0 0 0 0
ISBN: 978-09790676-4-8

“Whether you are a new Groomer just opening a business; 
a person considering the Grooming industry; or have been 
grooming for years… there are always ideas and innovations 
from Experts in the Industry that will help you in your quest for 
perfection… wherever you are.

Pet Grooming Salon Basics has a wealth of material for 
the new Groomer. But old dogs can still learn many new tricks. 
If this book gives a new or experienced Groomer one idea 
that saves money, a pet’s life, your physical health, or time, 
then it is worth every dime!

Sally Liddick
Founder of Groomer to Groomer magazine  

and Barkleigh Productions Inc.

ExcItIng toPIcs IncludE:
What’s in a Name

Preventing Accidents in the Salon
Fantastic Finishing Touches

Grooming the Neglected Pet
Tricks of the Trade

Control Counts
Good Telephone Techniques

Equipment Care Maintenance
Correcting Faults and much more!

”

Salon  
BaSicS
Pet  GroominG

DOG GROOMING 
QUICK TIPS
By Laureen Osborne, CMG

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

WONDERS OF GROOMING 
By Bonnie Wonders

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

#6324        Wonders of Grooming        $12.00

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

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

#6326     Pet First Aid      $19.95

PET GROOMING 
SALON BASICS

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

#6385     Salon Basics      $10.00

#6372     Dog Grooming Quick Tips      $12.95

talk to them about selling anything. 
They don’t want to hear it. Well what 
about selling yourself? Isn’t your 
service something you want to sell? 
Getting new customers in your store 
is one thing. I feel keeping the cus-
tomers we have is even more impor-
tant. We already had their pet in our 
salon at least once and it is within 
our power to keep them or lose them. 
What do we do to get them back in 

the salon? How do we get them to 
book early for those Holiday appoint-
ments?

Appointment reminder cards are 
just one of those things we can pick 
up at good prices at trade shows. 
Years ago I would stock up on them 
whenever I would attend a Barkleigh 
Productions show. In fact, you can 
fi nd them if you turn to the back 
pages of this magazine. I would pur-
chase reminder cards and send them 
out periodically throughout the year 
but, when it came to Holiday cards, I 
altered my technique a bit. 

I would address cards for several 
months before Christmas, doing 
a small stack every day. Now with 
computers, we can print out client 
mailing labels just a few key strokes. 
Come Thanksgiving all the cards 
would be addressed, stamped and 
ready to put in the mailbox the next 
day. I liked to be sure my salon’s 
card was the fi rst one the customer 
received. Oh, did I mention that I 
always addressed it to the pet, not 

the owner? And it was always signed 
with the salon stamp and phone 
number.

One year I purchased a lot of 
Holiday cards on sale at a trade 
show earlier in the year. I stored 
them in a box in the back of the 
salon but the box was not sealed 
very well. Unbeknownst to me, it 
fi lled with dog hair that had wafted 
through the air, as hair does. We 
dusted them off, addressed them 
and mailed them as usual. Within 
three days of mailing the cards, our 
phone started ringing off the wall. 

Customers were calling with hi-
larious stories of how their dogs were 
drawn to the cards and how the dog 
just “knew the card was for them.”  
The dogs were carrying the cards 
around the house, hiding them in 
their beds or tearing them up. One 
even peed on it. And while they had 
me on the phone, could they book 
their Holiday appointment now? 

We realized that these cards had 
been in the salon for quite a while 
and, with the fl oating hair that had 
accumulated in the box, had picked 
up the scent of the salon. We all 
know that a dog’s sense of smell is 
their best tool and it sure worked 
well for us! It was one of the easi-
est Holiday seasons we ever had, as 
everything was nicely paced, we were 
not overbooked and all of our good 
clients were taken care of.

In ensuing years I would pur-
chase reminder and Holiday cards 
(on sale) and put them in a large 
plastic bag along with some hair 
from the fl oor of the salon. Every 
year we would get the same reaction 
from the customers. The dogs looked 
forward to getting their card, the 
customer got a kick out of the dog’s 
reaction and we looked forward to 
booking those appointments early. 

Now go order your Holiday retail 
items before the distributor is out 
of stock. And don’t forget the cards! 
There’s still enough time to permeate 
them with the smell of your salon.  
And what smells like hair to them 
smells like dollars to me!

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

REach out 
  to gRiEving cliEnts

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

s y M pat h y 
c a R d

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

Barkleigh productions | www.barkleighstore.com | (717) 691-3388 | info@barkleigh.com
W1412
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READER SERVICE CARD #7424
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Sally J. Liddick
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The birth of 
Barkleigh 

Productions 
and the 

misadventures 
of  two lifelong 

friends!

The birth of 
Barkleigh 

Productions 
and the 

misadventures 
of  two lifelong 

friends!

Just $15.95!Just $15.95!JustJustJustJustJust
Regularly $19.95Regularly $19.95

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

JUST RELEASED!JUST RELEASED!

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

endured a lifetime.

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

300 pages • Lots of photos

TAKING A DIFFERENT PATH
by Sally J. Liddick

• Safe Grooming 
Procedures 

• First Aid

• Salon Injuries 

• Parasites

• Pet Health

• Nutrition

• Dental 
and more!

GROOMER’S GUIDE TO 
PET FIRST AID, 

INJURIES & HEALTH

• Safe Grooming 

What Every 
Successful 

Groomer 
should know!

BOYD HARRELL, DVM

Vol. 1

Articles by MArio Migliorini, 
sAlly l iddick and others

Salon  
BaSicS
Pet  grooMing

Barkleigh Productions, Inc.
(717) 691-3388
info@barkleigh.com
www.barkleigh.com
www.barkleighstore.com
COVER: Julie Pantages competing in the 
Poodle Class at Groom Expo 2007 held in 
Hershey, PA. Photo By Udo Kretschmer 

780979 0676489

9 0 0 0 0
ISBN: 978-09790676-4-8

“Whether you are a new Groomer just opening a business; 
a person considering the Grooming industry; or have been 
grooming for years… there are always ideas and innovations 
from Experts in the Industry that will help you in your quest for 
perfection… wherever you are.

Pet Grooming Salon Basics has a wealth of material for 
the new Groomer. But old dogs can still learn many new tricks. 
If this book gives a new or experienced Groomer one idea 
that saves money, a pet’s life, your physical health, or time, 
then it is worth every dime!

Sally Liddick
Founder of Groomer to Groomer magazine  

and Barkleigh Productions Inc.

ExcItIng toPIcs IncludE:
What’s in a Name

Preventing Accidents in the Salon
Fantastic Finishing Touches

Grooming the Neglected Pet
Tricks of the Trade

Control Counts
Good Telephone Techniques

Equipment Care Maintenance
Correcting Faults and much more!

”

Salon  
BaSicS
Pet  GroominG

DOG GROOMING 
QUICK TIPS
By Laureen Osborne, CMG

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

WONDERS OF GROOMING 
By Bonnie Wonders

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

#6324        Wonders of Grooming        $12.00

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

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

#6326     Pet First Aid      $19.95

PET GROOMING 
SALON BASICS

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

#6385     Salon Basics      $10.00

#6372     Dog Grooming Quick Tips      $12.95
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SuperGroom
Summit is coming to the Nash Academy - Kentucky!

This year the SuperGroom Summit will be held at the Nash 
Academy in Lexington, KY on November 12 – 14, 2010. 

This event is a high level international grooming conference, IJA and 
GroomTeam USA sanctioned tournament and judges summit dedi-
cated to the art of exquisite grooming! There will be grooming con-
tests in the following classes: Poodle, Mixed and Other Purebreds and 
Sporting/Terrier. The contests will offer a one on one experience with 
personal and group reviews after each competition. 

The deadline for contest registration is Friday, Nov. 5. Grooming 
tables and bathing facilities will be provided. 

Educational opportunities include seminars by Vivian Nash, 
Kathy Rose, Sasha Reiss, Karla Addington-Smith, Sarah Hawks and 
Tim Prior. Lunch will be provided daily between contests and semi-
nars. 

If you love to compete and appreciate high-end grooming, 
then this is the event for you! For additional information, visit 
www.SuperGroom.net. 

  

#PS-6
#PS-4 #PS-5

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

good time to clean your pet’s ears. After 

cleaning, put cotton balls in his ears to keep 

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

eye to prevent irritation if  some suds should 

come in contact with them.

 Wet your pet using comfortably warm,  

never hot, water. Apply a high quality pet 

shampoo and massage it through his coat.  

Never use any product on a cat, kitten or 

puppy unless it is approved for use on them. 

 Rinse and repeat the shampoo and 

massage. Then rinse very thoroughly. One 

of  the most important parts of  bathing 

your pet is to make sure to get the shampoo 

completely out. Rinse, rinse, rinse.

 Apply conditioner according to 

directions. Again, there are many types.  

Some you spray on and leave in, while others 

are massaged into the coat and the excess 

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

dryer to get him completely dry. Once your 

pet is clean and dry, give him a final brushing 

and a spritz of  pet cologne to complete his 

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

feels great again! 

Keep Your PetSalon Fresh

© 2008 Barkleigh Productions

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

Your Pet Care Professional

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

please pass it on.

Pet Care Series #6

J1004

#PS-6

#PS-5

Salon Fresh

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

#PS-3#PS-3
Pet Care SerieS

B r o C h u r e S

Give your 
clients 
the answers 
they want 
to everyday 
questions!

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

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

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

W1388

READER SERVICE CARD #7424
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READER SERVICE CARD #7426

Attention Pet Pros - It’s time to head out west! Groom & Kennel 
Expo will be held February 10–13 at the Pasadena Conven-

tion Center in beautiful California. Last year, Groom & Kennel Expo 
welcomed nearly 2,500 attendees and featured 95 exhibitor booths. 
We anticipate an even more amazing show this year! 

Groom & Kennel Expo 2011 will feature the educational seminars 
you need to expand your professional skills. Leading industry experts 
and well known speakers will present a wide variety of topics to help 
you advance your business and enhance your knowledge! 

Of course, all of your favorite grooming contests will be present-
ed. The Winner’s Circle Tournament, World Cup Grooming Games 
and Creative Styling Contest will entertain attendees throughout the 
weekend. A Silent Auction featuring hundreds of pet themed items 
will be held daily with the proceeds being donated to Gifts of Love 
International.    

For more information on Groom & Kennel Expo 2011 visit www.
GroomExpo.com or request Reader Service Card #7349. 

ttention Pet Pros - It’s time to head out west! Groom & Kennel 

Get Ready for 
Groom and 
Kennel Expo 
2011!

www.CANADIANGROOMER.net

For more information, go to:

L1849L1849

 TODAY!SUBSCRIBE

One-Year
U.S. subscription 

(4 issues)
$25

To Canadian Groomers!FREE

READER SERVICE CARD #7425
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www.facebook.com/
groomertogroomermagazine

Wall

Find us on

Like

Groomer to Groomer Magazine
The Official Sponsor of  
Top-Quality Grooming!

Professional Groomers like this.

groomertogroomer.com
Find us online at

for more information
Go to www.BarkleiGh.com or call lucy at (800) 677-7605

mmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmBarkleigh  Pet Pro

  JaNUarY 15-23, 2011mmBaBaB rara krkr lklk elel ig o
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Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico Mexico  Costa RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCosta RiCCCCCCCCCCCCCCCCCCCCCaaaaaaaaaaaaaaa PanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanamaPanama

featured Speaker 
Martin Deeley

READER SERVICE CARD #7427

NEW PRODUCT NEWS
THE PUP TENT OFFERS INNOVA-
TIVE TABLE SUPPORT SYSTEM

Royal Pet Services Inc. announc-
es a new innovative table support 
system called The Pup Tent. The Pup 
Tent epitomizes simplicity, stability, 
surety and support,” says company 
spokesperson, Leslie-Anne Walker-
Indyke. It provides an unobstructed 
view from all sides of the grooming 
table and offers easy access to the 
pet. It has four point stability with 
full support for all sizes of dogs. It 
mounts fl ush to your grooming table 
and has no need for extra poles or 
knobs. Designed by a groomer with 
over 30 years experience. A quality 
American made product that will 
last a lifetime. For more information, 
request Reader Service Card #7358. 

PROFESSIONAL GROOMING 
TABLE BY PAW BROTHERS 
PROFESSIONAL

The Paw Brothers Professional 
Super Electric Grooming Table fea-
tures a super size top (49.5” x 25.5”) 
to accommodate any grooming 
situation. The table extends from 
15” low to 40” high ending the need 
to lift heavy dogs. The table comes 
with a full overhead arm that can be 
disassembled to make two separate 
grooming arms and includes two 
free grooming loops. The table top 
is removable for easy cleaning and 
features a non-slip textured surface. 

Additional features include a heavy 
duty motor, powder coated steel 
base, and a one year limited war-
ranty. For more information, request 
Reader Service Card #7345.

FRESH BREATH MADE 
EASY – ORAL CARE 
WATER ADDITIVE

TropiClean now offers 
Oral Care Water Additive. 
Adding one tablespoonful 
to the pet’s water bowl will 
fi ght the germs that cause 
plaque and gingivitis and 
freshen breath. Virtually 
taste and odor free, Fresh 
Breath Made Easy is a new 
line of safe, natural prod-
ucts that make it easy to keep pets’ 
teeth clean and healthy. For more 
information, request Reader Service 
Card #7350.
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Pet Appointment KardsPet Appointment Kards

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

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

ORDER ON-LINE at

www.BARKLEIGH.com

Barkleigh Productions, Inc.
(717) 691-3388

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

E1415

NEW!

Start a 
Dog Daycare 

BuSineSS...
Add lucrative daycare 

services to your kennel, 
grooming salon or clinic?

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

Order On-Line at 
www.BarkleighStore.com

W1728DVD #6001 - $69.95

READER SERVICE CARD #7430

Save BIG on Email 
Specials! 

Give us your current e-mail 
address to receive 

special savings on Barkleigh Products! 

Receive E-Mail Product 
Specials Every Month! 

Info@Barkleigh.com 
www.Barkleigh.com

The Northwest Grooming Show will be held in Tacoma, 
Washington at the Murano Hotel and Convention Center 

on March 18th-20st, 2011. Last year’s show featured 30 exhibitor 
booths and nearly 600 pet care professionals! 

The show will be home to exciting grooming competitions 
and educational seminars featuring the industry’s leading pet 
professionals.

For more information, visit www.
NWGroom.com or request Reader Ser-
vice Card #7357.

The Northwest Grooming 
Show is Coming to Tacoma! 

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

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

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

Professional Training DVDs

W1391

www.BarkleighStore.comOrder online at
READER SERVICE CARD #7429

READER SERVICE CARD #7428



Holiday Postcards

#719 20 Christmas Postcards $12.00
#720 50 Christmas Postcards $23.95
#721 100 Christmas Postcards $34.95
#722 500 Christmas Postcards $139.00
#723 1000 Christmas Postcards $217.00

Christmas Postcards
(Indicate Style # when Ordering)

C.O.D. Charge - $9.00
Shipping and Handling - $8.00 min. 

Send Christmas Greetings
to all Your Clients and Friends!

Call (717) 691-3388 or go online at Barkleigh.com to Order Now!

#CC-96 (Back) "… and a 
Paw-fect New Year!"

#CC-94 (Back) "Holidays are 
a time to remember 

PAW-fect friends like YOU!"

#CC-89 (Back) "Have a Neat Christmas!"

#CC-91 (Back) "Have 
a Purr-fect Christmas and a Paws-itively 

Wonderful New Year!"

#CC-93 (Back) "Have a Merry Chirstmas 
and a Paw-fect New Year!"

#CC-00 (Back) "Have a Purr-fect Holiday!"

#CC-86 (Back) "Have a Merry 
Chirstmas and a Purr-fect New Year!"

Barkleigh Productions, Inc. • 970 West Trindle Road • Mechanicsburg PA 17055
(717) 691-3388 • Fax (717) 691-3381 • info@barkleigh.com • www.barkleigh.com

• For Fun… Address them to the Pet!

• Colorful cards can carry a Holiday Special or  
  "After Christmas" Discount!

• Quality, High Gloss card stock

• Easy to Address… Your Clients will love 'em!

• Inexpensive to mail!

E1585

#CC-07 (Back) "He's got nine 
lives to be good or bad. I've just 

got one. Merry Christmas"

#CC-90 (Back) "Have a Happy Hanukkah!"

#CC-02 (Back) "And YOU are 
on it for being soooo nice! 
Have a Purr-fect Christmas 

and a Happy New Year!"

He’s 
Making 
a List...

P5582

He’s 
Making 
a List...

100 or More May be Mixed in Groups of 50

#CC-09 (Back) 
“… and a Yappy New Year!” 

WISHING YOU  

A MERRY CHRISTMAS!

W1480

HHHHHHHaaaaaaaaavvvvvvvvveeeeeeeeeee aaaaaaaaa HHHHHHHHHHHHHHHHHHHHHHHHHHHHHHHHaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaavvvvvvvvvvvvvvvvvvvvvvvvvvvvvvvvvveeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee aaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaa
PPPPPPPPPPPPPPPPPPPPPPPPPPPaaaaaaawwwww---ssiiittttttiiiiiiivvvvvvvvveeeeeeeeeeeeeeellllllllyyyyyyyyyyyyPPPPPPPPPPPPPPPPPPPPPPPPPPPPPPPPPPaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaawwwwwwwwwwwwwwwwwwwwwwwwwwwwwwwwww-------------------------ssssssssssssssssssssssssssssssssssiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiitttttttttttttttttttttttttttttttttttiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiivvvvvvvvvvvvvvvvvvvvvvvvvvvvvvveeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeelllllllllllllllllllllllllllllyyyyyyyyyyyyyyyyyyyyyyyyyyyyyyyy
PPPPPuuuuuuuuuurrrrrrrrrrrrrrrrrrrrrrrr-----ffffffffffffeeeeeeeeecccccccccccccttttttttPPPPPPPPPPPPPPPPPPPPPPPPPPPPPPPPPPuuuuuuuuuuuuuuuuuuuuuuuuuuuuuuuurrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrr----------------------------fffffffffffffffffffffffffffffffffeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeccccccccccccccccccccccccccccccccccttttttttttttttttttttttttttttttttt

CCCCChhhhhhhhhhhhhrrrrrrriiiissssssstttttttttttmmmmmmmmmmmmmmmmmaaaaaaaaaaaaaaaaasssssssss!!!!!!CCCCCCCCCCCCCCCCCCCCCCCCCCCCCChhhhhhhhhhhhhhhhhhhhhhhhhhhhhhhrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrrriiiiiiiiiiiiiiiiiiiiiiiiiiiiiisssssssssssssssssssssssssssssssssssttttttttttttttttttttttttttttttttttmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmmaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaassssssssssssssssssssssssssssssssss!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!CCCCCCCCCCCCCCCCCCCCCCCCCCCCCCCCCC
NEW!NEW!

#CC-10 (Back) 
“and a Ter-RUFF-ic New Year!” 

ReadeR SeRvice caRd #7431
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CLASSIFIEDS

 Rates: 25 words or less – $50.00. 
Each additional word – $2.00 each. 

Classifi ed ads must be prepaid.  
Call for issue deadlines. 

Agency Discounts Do Not Apply.

Blades & Sharpening

Frank Rowe & Son – “Our Only Business” est. 
1973.  Animal Clipper Sharpening, Sales & 
Service.  Your #1 Place to Buy Professional 
Dog Grooming Supplies.  Blade & Scissor 
Sharpening:  $6.  ARCO Blade Sharpening:  
$7.  Maintenance & Repair of Andis Clippers: 
$20+ parts.  “Fast” 4-5 day service.  Terms:  
CC, check, & COD (fees apply).  PA Residents 
add 6%.  www.FrankRoweAndSon.com 309-G 
Hockersville Road, Hershey, PA 17033  
(717) 533-4426.

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.

“One Of America’s Favorite Sharpeners” 
Sharpener that is also a groomer. Website has 
free videos and articles on blade and clipper 
care. Blades $4.00, Regular grooming shears 

$4.00. ARCO blades $6.00, Clipper maintenace 
(free labor + parts). Mail-in services has 48 hour 
turnaround, on-site serves the entire gulf coast. 
Website has all information. All blades, 
all shears, clipper repair. Est. 1995. Northern 
Tails Sharpening, Mobile Alabama. 
Call 251-232-5353 www.northerntails.com.

Bows & Accessories

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

Four different sizes, lots of beautiful prints and 
solids. Holidays available. Halloween, Thanks-
giving and Christmas are coming. Order early 
for best selection. Elchar Dog Bows 
(800) 972-5857. www.elcharbows.com.

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

Business Opportunity

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

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

Natural Dog Health
Double Your Income—Earn a one year diploma 
in natural health. Study nutrition, homeopathy, 
herbs, vitamins, etc. Expand your clientele 

base/become a health consultant/be certifi ed 
by ACAN & offer quality supplements not sold 
in stores. Learn how to succeed in this booming 
new fi eld. Low cost—reasonable monthly pay-
ments/no interest. Act now! Toll Fee: 1-888-295-
7304 (US & Canada); www.kcnh.org

Established Kennel and Grooming, Training/
Breeding Business with 48 runs on 3.3 acres 
with home in Randolph, NJ Call  (973) 219-4367 
$725,000

Groomer Wanted

Seeking dog groomers for locations in Elk 
Grove, Elgin, Roselle, Schaumburg, IL. Some 
next door to vet. Will help get started. 
630-894-1277 x11.

Blades & Sharpening

Bows & Accessories

Business Opportunity

SAL’S BLADE SHOP
GREAT PRICES on

Heritage Scissors and Thinners
Groomers Edge Shampoos

Madan Coat Kings,
Strippers and Shears!

Authorized Distributor for
ANDIS COMPANY

Clippers, Clipper Blades and Parts
Scissor Sharpening and Clipper Repairs

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

 (716) 689-0623

READER SERVICE CARD #7432

Sharpening • SaleS • repair

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

info@precisionsharp.com
www.precisionsharp.com W1535

READER SERVICE CARD #7433 READER SERVICE CARD #7434

Groomer Wanted

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

Classified Ads 
Get Results!



ReadeR SeRvice caRd #7435
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CALENDAR OF EVENTS

2011 Calendar
Pet Pro Cruise

Western Caribbean
1/15/2011 – 1/23/2011 

Groom & Kennel 
Expo 2011

2/10/2011 – 2/13/2011
Pasadena, CA

Northwest Grooming 
Show 2011

3/18/2011 – 3/20/2011
Tacoma, WA

PetQuest 2011
6/23/2011 – 6/26/2011
Wilmington, OH

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

 Barkleigh Productions, Inc.
(717) 691–3388

Fax (717) 691–3381
www.barkleigh.com 

www.groomexpo.com

CANADA
Go West! Super Natural 
Groom Fest
11/07/2010 – 11/08/2010
Surrey, BC CA
www.animalhavengrooming.com

Canada Grooms
11/20/2010 – 11/22/2010
Oakville, Ontario CA
1-800-268-3716
info@petsupplyhouse.com
www.canadagrooms.com To list your event, send it to 

adam@barkleigh.com

CALIFORNIA
GROOM AND KENNEL EXPO
2/10/2011 – 2/13/2011
Pasadena, CA
(717) 691-3388
info@barkleigh.com
www.groomandkennelexpo.com

COLORADO 
Colorado GroomFest 2011
6/3/2011 – 6/5/2011
Denver, CO
(724) 962-2711
ndga@nationaldoggroomers.com
www.nationaldoggroomers.com 

FLORIDA
PET PRO CRUISE
Mexico, Costa Rica and Panama
1/15/2011 – 1/23/2011
Fort Lauderdale, FL
(717) 691-3388
info@barkleigh.com
www.barkleigh.com

NDGAA “Fun in the Sun” Seminar
10/29/2010 – 10/31/2010
Orlando, FL
(724) 962-2711
ndga@nationaldoggroomers.com
www.nationaldoggroomers.com

GEORGIA
Atlanta Pet Fair
3/3/2011 – 3/6/2011
Atlanta, GA
(770) 908-9857
atlantapetfair@yahoo.com
www.atlantapetfair.com

Assoc. of Pet Dog Trainers
Annual Educational Conference
and Trade Show
10/20/2010 – 10/24/2010
Atlanta, GA
(866) 570-9967

www.apdt.com

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

KENTUCKY
SUPERGROOM
11/12/2010 – 11/14/2010
Lexington, KY
(717) 691-3388
info@barkleigh.com
www.supergroom.net

MISSOURI
Groom Classic 
4/29/2011 – 5/1/2011
Kansas City, MO
(800) 705-5175
groomclassic@comcast.net
www.groomclassic.com 

NEW JERSEY
Backer’s Pet Industry Spring Trade 
Show
4/13/2011 – 4/15/2011
Atlantic City, NJ
(312) 578-1818
hhbacker@hhbacker.com 

Intergroom
4/16/2011 – 4/18/2011
Secaucus, NJ
(781) 326-3376
intergroom@msn.com 

NEW YORK
Pet Fashion Week
8/20/2011 – 8/21/2011
New York, NY
(401) 331-5073
www.petfashionweek.com 

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

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

RHODE ISLAND
New England Pet Grooming 
Professionals (NEPGP)
11/5/2011 – 11/7/2011
Warwick, RI
(508) 799-5236
lindacc@nepgp.com
www.nepgp.com 

WASHINGTON
NORTHWEST GROOMING SHOW
3/18/2011 – 3/20/2011
Tacoma, WA
(717) 691-3388
info@barkleigh.com
www.nwgroom.com



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

3 Sizes!

Fun Poster for 
Your Salon!

Order Online at

“Top 10” T-Shirts 
     and Smocks!

“Top 10” 
producTs

“Top 10” T-Shirts 
New!

Smock
Special 
Only $24.95

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

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

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

7. Your hairdresser doesn’t clean your ears.

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

5. You sit still for your hairdresser.

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

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

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

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

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

Than Your Own Hair Cut!

© 2008 BARKLEIGH

24 X 36  
Poster  

(No Frame) 
#6060

$39.95

24 X 36  
Poster Framed 

#6043
$59.00

11 X 17  
Clear  

Stand-up  
Frame 

Included 
#6058

$29.95$29.95

8.5 X 11  
Clear 

Stand-up 
Frame Included

#6059

$19.95

3 Sizes!3 Sizes!

Your Salon!

Huge 
20” x 16” Size

Free Bag 
with any $50 Order!

at Groom & Kennel Expo

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

Only $19.95
2XL – $21.95

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

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

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

READER SERVICE CARD #7436
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Sometimes I think only the 
dumb stuff happens to me… 

and I am my own worst enemy. 
This one took a whole lifetime to get 
through.

My father was a cemetery lot 
salesman at one point in his life. 
It was a new idea, a memorial 
park. No headstones, just beautiful 
bronzes laid fl at on the ground. It 
was called Rolling Green Memorial 
Park. Nowadays, there are many of 
these cemeteries, but at that time, 
it was a new idea. Actually, they 
had even broader and wider ideas 
for their cemeteries at that time. 
This progressive company wanted 
the memorial park to be a beautiful 
place that people would come for a 
picnic, or a wedding.

Seeing that my father was a 
young man, and had a lovely young 
woman to wed, an idea must have 
popped into the company heads. 

Let’s have the wedding in the memo-
rial park for this lovely young couple 
and get some news publicity. Dad 
and mom were delighted with them 
picking up the tab. It was right after 
the great depression and they had 
no money for a wedding. They were 
thrilled apparently with the prospect 
of nuptials in the cemetery, sur-
rounded by lovely Greek statuary. 

The wedding took place in 
a beautiful little chapel on the 
grounds in White Marsh, Pennsyl-
vania, and the company even placed 
yellow singing canaries in the chapel 
windows, to offer even more ambi-
ence. The idea never really caught 
on, but my parents had lovely pic-
tures to show for it that appeared in 
the newspaper. Dad purchased four 
plots for the family, at some time 
during his employment, or perhaps 
they were just a wedding gift from 
the company. I’ll never know.

Time passed and my grand-
parents passed away, using the 
plots. My mother placed a small $35 
deposit on bronzes for the couple. A 
tidy sum in 1952, but not enough to 
buy them. The records do not indi-
cate any more deposits but I know it 
was her desire to get those markers. 
Mother was always the one to visit 
graves and place fl owers, so I know 
it was important to her.

In time, Dad and Mom passed 
away. And my sister, as well. 
Mother remarried, so her grave 
was in Chambersburg with her 
new husband. I bought a tomb-

stone for mom in the traditional old 
Catholic cemetery. Headstones were 
much cheaper than bronzes, and 
I couldn’t possibly let my mother’s 
grave go unmarked. She would 
never forgive me.

Time passed, but the unmarked 
graves of my grandparents, father, 
and sister remained silent under 
the towering elms and it was always 
necessary to remember names on 
other markers to locate my fam-
ily members. It bothered me. But 
every time I would check the cost 
it was so out of reach, that I would 
put it off for another day. There was 
always something that needed to be 
bought for $2800, $3200, or $3800. 
These were the costs every time I 
checked on prices at various times 
in my life. Oh, infl ation… you are a 
nasty taskmaster.

My niece came to visit and told 
me about the unmarked graves. 
She and her sister recently visited 
the memorial garden. She reminded 
me that her mother’s grave was still 
not marked. I felt badly about this, 
especially for my father and grand-
father. Now that I was a senior, I 
decided it was now or never.

I called a local memorial service 
company, and a lovely gentleman 
came out to give me the prices. 
$4800. Wow. He offered a payment 
plan and would charge my credit 
card monthly for two years. We 
selected the style, added wonderful 
attached plaques of love and car-
ing, and I gave him the spellings of 

The Last Word
by Sally Liddick

Quality Control Sally

Making the 
Fall GroomOgram 

Work for You
Northerners fl ock to the south to 

soak up some sun during the cold 
winter months. Take advantage of 
these potential patrons by placing 
GOGs in area restaurants, hotels, 

motels, campgrounds, exhibits, 
tourist information centers, 
veterinarians and kennels 
that don’t offer grooming. 
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U L T I M A T E
C o m p e t i t i o n  S e r i e s

D E TA C H A B L E  B L A D E  S E T  

#10 Blade #10/1.8mm(1/16")

MEDIUM
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U L T I M A T E

C o m p e t i t i o n  S e r i e s

C U T S  2 . 5 x ’ s  F A S T E R

Higher performance blade
Wahl “Ultimate” Competition Series Blades cut 2.5 x’s faster than Wahl Competition Series Blades

 

100% QUALITY GUARANTEED
To cut fur the first time used.  If at anytime anyone is dissatisfied with the  cutting ability of a Wahl 

Competition Blade, call Wahl at 1.800.PRO.WAHL for an exchange.

100% CUT TESTED
Hand tested before leaving the U.s.a. Production line.

Now Available in
3, 4, 4F, 7, 7F, 10,10W, 15, 30, 40 & 50

N E W
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U L T I M A T E
C o m p e t i t i o n  S e r i e s

D E TA C H A B L E  B L A D E  S E T  

#50 Blade #50/.4mm(1/64")

ULTRA SURGICAL
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ULTIMATE
Competition Series

DETACHABLE BLADE SET 
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U L T I M A T E

C o m p e t i t i o n  S e r i e s

C U T S  2 . 5 x ’ s  F A S T E R

Higher performance blade
Wahl “Ultimate” Competition Series Blades cut 2.5 x’s faster than Wahl Competition Series Blades

 

100% QUALITY GUARANTEED
To cut fur the first time used.  If at anytime anyone is dissatisfied with the  cutting ability of a Wahl 

Competition Blade, call Wahl at 1.800.PRO.WAHL for an exchange.

100% CUT TESTED
Hand tested before leaving the U.s.a. Production line.

Now Available in
3, 4, 4F, 7, 7F, 10,10W, 15, 30, 40 & 50

N E W
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my loved ones… my father, sister, 
grandmother and grandfather Alfred 
Edward Breach. The memorial guy 
would get the dates from the cem-
etery.

The bronzes were ordered and 
were to be placed in the spring 
when the ground could be dug. I felt 
very good about having done this af-
ter all the many years. I guess I was 
looking for someone else to do this 
task, but as the only surviving child, 
it had become my job. I breathed 
easier, and slept better knowing that 
they would be properly marked.

In the spring, my husband and I 
went to look at the memorial bronze 
markers. They looked lovely and 
were replaced properly. Their shiny 
new exterior was in marked contrast 
to all the older weathered bronzes. 
But nonetheless, I had the internal 
reward of a job well done.

Months after looking at these 
bronzes, a thought popped in my 
mind. Oh no, I didn’t even want to 

entertain the idea. I don’t think my 
grandfather’s name was Alfred, I 
think it was Albert. Albert Breach. 
How could I have made such a 
terrible mistake? I looked it up in 
online genealogy. Albert Breach. Not 
Alfred. Now what? Do I leave it go? 
Yes, after all it was marked. And the 
dates were right. And the grand-
mother was right. Albert was gone. 
He would never know. Or at least 
he would forgive me. But the idea 
haunted me. What if some relative, 
100 years hence, came looking for 
their great, great, great, grandfather 
and found Alfred? It would skew 
things for posterity.

I called the memorial guy 
back and told him my dilemma. 
He offered to redo the bronze for a 
portion of the original price. I was 
so grateful that he would do this 
for me. It was ordered, we double 
checked the spelling, and he said 
it would be placed again in the 
spring. Again charges went on my 

credit card, and I awaited the news 
that they had been placed. The call 
came, and I was satisfied. All was 
right with the world.

A year later my niece revisited 
the gravesites. “Aunt Sally,” she 
said on the phone, “Do you realize 
that there are two grave markers, 
one with Alfred Breach, and one for 
Albert Breach. 

What! How could they make 
such a stupid mistake? They took 
the good one, the one for my father 
and sister, instead of the one with 
the bad spelling. I immediately 
called the memorial guy fearing that 
the good marker had been melted 
down for scrap. Fortunately it had 
not, and he was so embarrassed 
that the wrong one was removed. 
Immediately a task force was sent 
with the proper bronzes, and they 
all were mounted correctly. We 
checked it out this time.

Todd always says that no good deed 
goes unpunished. I think he is right.

ReadeR SeRvice caRd #7437
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C o m p e t i t i o n  S e r i e s

#50#50 Blade #50/.4mm(1/64")
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C o m p e t i t i o n  S e r i e s

#50#50 Blade #50/.4mm(1/64")
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C o m p e t i t i o n  S e r i e s

#40#40 Blade #10/1.8mm(1/16")
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ULTIMATE

DETACHABLE BLADE SET 

Competition Series

#40 #40Blade #10/1.8mm(1/16")

SURGICAL

DETACHABLE BLADE SET 

C
U
TS

C
U
TS

C
U
TS

C
U
TS

C
U
TS

C
U
TS

C
U
TS

2
.5

2
.5

2
.5

2
.5

2
.5

2
.5

xxxxxxx
’s’s’s’s’s’s’s’s

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

F
A

S
T

E
R

****

U L T I M A T E
C o m p e t i t i o n  S e r i e s

D E TA C H A B L E  B L A D E  S E T  

C o m p e t i t i o n  S e r i e s

#30#30 Blade #30/8mm(1/32")
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#30#30 Blade #30.8mm(1/32")
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C U T S  2 . 5 x ’ s  F A S T E R

Higher performance blade
Wahl “Ultimate” Competition Series Blades cut 2.5 x’s faster than Wahl Competition Series Blades

 

100% QUALITY GUARANTEED
To cut fur the first time used.  If at anytime anyone is dissatisfied with the  cutting ability of a Wahl 

Competition Blade, call Wahl at 1.800.PRO.WAHL for an exchange.

100% CUT TESTED
Hand tested before leaving the U.s.a. Production line.

Now Available in
3, 4, 4F, 7, 7F, 10,10W, 15, 30, 40 & 50

N E W

READER SERVICE CARD #7438



 

Paw Brothers® Professional 
Electric Z Style Grooming Table

Removable TopIdeal For Small Spaces Like Mobile Vans

This unique table features a removable table top for easy cleaning and a “Z”

shaped base that eliminates wobbling and tipping. The all metal edge frame is

strong and long lasting. An antistatic baked epoxy finish adds style and

durability. The removable top is made with Belgian polyboard with a premium

non-slip rubber top. Dual sided foot controls and integrated grooming arm

holders on both sides of the table add versatility. Comes with a deluxe heavy

duty stainless steel telescoping arm and clamp. Table adjusts from 26” to 40”.

Floor levelers included. Animals up to 200 lbs.

PBP89325 36 x 24 Shipping Weight 125 lbs . . . . . . . . . . . . . . . . . . . $459.95

PBP89326 48 x 24 Shipping Weight 140 lbs . . . . . . . . . . . . . . . . . . . . 489.95

PBP89112 Telescoping Arm Only. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 12.95

Dual Foot Controls

Lowers To 19"

Raises
To 39"

Raises
To 40"

P
aw

 B
ro

th
ers

®
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ro
fessio

n
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 Style G
ro
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m
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les

97

Removable Top

NowAvailable In5 Colors!

Foot
Controls

Foot
Controls

RoundedCorners

RoundedCorners

Adjustable Grooming Loop

AdjustableLevelers

AdjustableLevelers

y.

.

1 Year LimitedWarranty

1 Year LimitedWarranty

WhileSupplies
Last.

AdjustableGroomingLoopPaw Brothers® Professional 
Hydraulic Z Style Grooming Table

Removable TopIdeal For Small Spaces Like Mobile Vans

This unique table features a removable table top for easy cleaning and a “Z”

shaped base that eliminates wobbling and tipping. The all metal edge frame is

strong and long lasting. An antistatic baked epoxy finish adds style and

durability. The removable top is made with Belgian poly-board with a premium

non-slip rubber top. Integrated grooming arm holders on both sides of the

table add versatility. Comes with a deluxe heavy duty stainless steel telescoping

arm. Outstanding quality Italian style hydraulic pump mechanism. 

Table adjusts from 20” to 39”. Floor levelers included. Animals up to 200 lbs.

PBP89320 36 x 24 Shipping Weight 130 lbs . . . . . . . . . . . . . . . . . . . $359.95

PBP89321 48 x 24 Shipping Weight 145 lbs . . . . . . . . . . . . . . . . . . . . 389.95

PBP89112 Telescoping Arm Only. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 12.95

Replacement Tops For Paw Brothers® Professional

Z Style Hydraulic and Electric Tables

"Just Lift And Replace" No Tools Needed

Replace worn out tops or update the look of your shop with replacement

tops in Black, Blue, Green, Gray, and Pink. A great way to get the look of

brand new tables for less.
PBP89510 36 x 24” Table Top . . . . . . . . . . . . . . . . . . . . . . . . . $59.95

PBP89515 48 x 24” Table Top . . . . . . . . . . . . . . . . . . . . . . . . . . 69.95

Paw Brothers®Professional Pro Competition 

Grooming TableThis table was designed for the dog show enthusiast. It is large enough to be highly functional for trimming

or brushing most dogs. The aluminum frame is super light weight and durable. Fold and carry with easy two

step action. Weighs 15 - 19 lbs. Premium non-slip rubber top. The perfect table for

the ring. Recommended For small and medium dogs.

ea.
ea./3

PBP89315 24” x 18” x 31.5”H Folding Table . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . $69.95 $64.95

PBP89316 24” x 18” x 28”H Folding Table . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 69.95 64.95

PBP89317 29.5” x 20” x 31.5”H Folding Table. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 79.95 74.95

PBP89318 29.5” x 20” x 28”H Folding Table . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 79.95 74.95

s

Now In 4 Sizes

Paw Brothers® Professional Super Electric

Grooming TableRemovable Top Full Overhead Arm

No More Lifting! Table extends from 15” to 40” high

This is one of the most stable professional tables on the market.  The lifting mechanism

ensures that the table is always evenly supported to prevent wobbling and shaking.

The super size 49.5” x 25.5” will accommodate any grooming situation.  The full

overhead arm increases versatility.  Overhead arm comes with two grooming loops and

can be dissembled to make two separate grooming arms.  The Super Table has super

range lowering to 15” and raising to a full height of 40”.  The removable top with non-

slip textured surface makes for easy cleaning.  Additional features include:

Dual sided foot controls Leg levelers

Powder coated steel base 250 lb capacity? Heavy duty motor

PBP89350 Paw Brothers Professional

Intro Price

Super Electric Grooming Table . . . . . . ($749.95)
$599.95

Full Overhead ArmIncluded

Up To 40" High

Arm Adjuster

Dual SidedFoot Controls

1 Year LimitedWarranty

Down to 15" Low

$599.95
IntroPrice

Paw Brothers® Professional Super 

Electric Grooming Table

.

Shipping charges apply. See "Ordering And Shipping Information" page 217 for details

1(800)525-PETS

www.RyansPet.com

www.RyansPet.com

1(800)525-PETS

Shipping charges appl  See "Ordering And Shipping Information" page 217 for details
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Call or Log on for 
Your FREE  

Catalog Today

“Rely on Ryan’s”™

Facebook is a registered trademark of Facebook, Inc.

New &
Improved

Website

www.RyansPet.comwww.RyansPet.com

New &
Improved

Website

www.RyansPet.comwww.RyansPet.com

Paw Brothers®Professional Pro Grooming TableTableTThis table was designed 
or brushing most dogs. The 
step action. Weighs 

Weighs 
W

15 - 
the ring. Recommended For 
PBP89315 24” x 18” 
PBP89316 24” x 18” x 
PBP89317 29.5” x 20” 
PBP89318 29.5” x 20” 

Shipping charges apply. See "Ordering And 

1(800)525-PETS

Catalog Today
Facebook is a registered trademark of Facebook, Inc.

www.RyansPet.com
©2010 G&G Distribution Inc. All rights reserved. Princing and manufacturer specs subject to change. Prices good thru December 31, 2010

You’ll Love the 
Coat Breakers!

Reduce 
De-Matting Time!

Paw Brothers® Coat 
Breakers and MatMagic™ 

Tangle Remover & Coat 
Conditioner work together to 

save you time and moneyMatMagic™

Toys and Treats- Priced Right for Holiday Giveaways and Everyday!
1000’s to Choose From!

NEW 
Stripe Art 
Nail Polish

NEW 
Halloween
Bows

NEW 
Christmas 
Bows

Printed Ribbon for 
EVERY day of the 
Year

Fire 
Engine 

Red

Pumpkin 
Orange

bows•bands•ribbon•polish

EmeraldBasic Black

All  
Printed Ribbon 
 Is 50 Yard Rolls

READER SERVICE CARD #7439




