The Perfect

anion

Creating a place
In your store for pet
products can make it
more of a one-stop shop
for customers, and help
you weather hard
economic times.

By Barb Kastens,
Editor
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urvival of the fittest 5 something most

of s lenrned abowt early onin our

school studies. Darem's theory of evo-

hution and matural selection has bean
taught im the 11,5, school system since the
carly 1900%. Today, with financial and hiows-
ing markets in uphesval, thas theory applies
just as well o coonomics and business as
it did to anlmals back when It was written
Those who leam to adapt surave, and those
who don't. .don't

Perhaps you've nobiced the momber of

amull businesses in your own nelghborbood
that are closmg ther doors after years m
the community. Even some large chalns
such as Linens and Things have recently ane
reoiineed that they are going oul of business,
There's probably @ long 181 of reasons for
these closings, but if's a good bet that they
chidnt adapt sulficiently 1o what was going
on aroimd them, amud eventually becamse a

statistic on the retadl world's list of natural H_”uﬂ“_ut 'LIJELM gﬂ‘j?

selection

There are different ways of adapting, Tha Easy Clip from Andis Company is a 12-piece kit that contains everything
but most find success in changing up or needed to pamper a dog with professional grooming right at home. The kit
adding to their product mix. For retailers includes the powerful RACD clipper, which fits in the palm of your hand, has a
m the equine industry, it's all aboot find- detachable blade and four Safeguard combes {patent pending) with rounded tips
ing product categories that “cross over” to for safer grooming. A step-by-stap DVD demanstrates grooming technigues, with
munstream or are complementary to their tips on everything from selecting the right blade to keeping the dog calm.
current inventory. For many that carry tack, Easy Clip also includes threa interchangeable blades, stainless steal shears and
feed, health products, gifts or a host of clipper oil. Everything tucks away for storage in a durable case.
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AR T e e— Visil our newly
SUYLSN NECKWEal redesigned website
. woie. jlidist.com
Yallow Dog Design offers trendy, -
fun neckwear for pets in more than
200 unique designs. Pets for Peace
and Polka dot designs are pictured
hera. Made in the USA and machina
washablae,
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ather equine tetes, pet products are

a natural extension of what they already
hawve in their store.

“It's o reo-braaner tie in with good mar
gins on oy, treats and grooming sup-
plies,” saud Ronme Zito, retal manager for
Tri-County Feeds, Ete. in Marshall Va.
“Every horse owner has at least one dog or
calb, if not multiplea. It just makes sense to
offer pet products at the same place they
get their equine feed, supplies and tack "
Te-County has stocked pet prodscts alnes
opening i 2007, It camies feeds, treats,
grooming supplies, supplements, collars
leashes, heds, crates, exercize pens, dog
turmount blankets and toys. Pet prodicts
represent about nine percent of its Inven-
tory and five percent of its gross aales,

Jeff Lee, owner of Lee's Feed & Westarn
in Shingle Springs, Calif, agreed.

"It goes hand in hand,™ he said.
“Anybody that has lhorses or other Tive-
stock most certaindy has a dog or cat. The
marFins that you get on pet supplies are
on the average higher than vour typleal
feed store margins. Pet food can be quite
competitve, but if

they are in youmr
atore buying
hay, feed and a
bag of dog food,
why not sell them
a new dog collar
and somne treats
as well? Your
‘ average sale and
rargin just in-
creased.” Lee's
has carried
& full line of

pet produects

ATT-0435-5430 Toll Free
B62457-T113 Fax

Treats for the Well- Treated Horse

WillieMuffins & Wildflower Muffins
The Big Cockie
Apples Banana Raisins Carrats Chocolate
P'u_gp Cookies Cotton Candy # Grahom
“rackere Maoples Peanot Botter &
Jellva Peppermints Trapicals Watermelan

Personalization Available Anytime

www.williehakery.com

Leather Collars
European Saddlery Associates introduces the World Cup Distinctive Saddlery
“Ascot” dog collars and leads.These leather collars resemble bridie work in
laced, round-raised, square-raised and double-raised styles with white stitching.

| Matching leads are available in 24- and 48-inch lengths.
wwi foxrunhorseproducts. com

since opening 25 years ago. The store's
product mix i a little more diverse than
maost, and ncludes pet food, dog houses,
collars, feed bowls, supplements, treats,
agquarinms, reptiles, fish, birds and rodents.

“We have recently changed our pet fodd
product mix to include a variety of the all
natural and organic pet foods a5 well,™ Lee
said. “We have become known for our va-
riety and our knowledge of pet foods, Char
pet department now comprises almoat 50
percent of my retail space. [ have a full-
time crew of seven people that just work
the pet department. It has definitely grown
over tme, but we had it from the begin-
ning,” he said.

“Thig department is growing for us ev-
ery month,” Zito said. "Horse people care
about their pets as much as they do thei
horses.”

Craig Lyman, owner of Douglas Ranch
Supply in Granite Bay, Calif., started carry-
ing pet products 15 yvears ago.

“Ti became a necesaity, both to nerepss
sales and becanse so0 many people were
asking for in,” he saild. Feed ia a large
product category at Donglas Ranch Sup-
ply, including pet foods. His siore carries
feed and suppliea for dogs, cats, birds and
srnall andmals, About 40 percent of both his
inventory and gross sales are derived from
pet products.

Many retailers find that a big advantage

to selling pet prodocts ie that you can do
some or all of the buaying from the meann-
facturers o distributors that you eurrently
dio basiness with. Tri-Connty uses about 60
percent of the same vendors for its pet de-
partment as it bges eouine prodocts from.
That alao makes it relatively easy to hegin.

“If yon’re wary. stoart srnall,” Zito said,
“Put @ o of treats or colorful toys on the
checkout counter. If they sell, great, try
something else IF not, you haven't invested
too much in the imventory.”

Om the flip side, Lee's anly buys pet
products from about 10 percent of the
equine prodect manufactirers thiat it does
business with,

“Enow your custormer base and know
your competition,” Lee smid. “Find prod-
neta that work with what yon already
carry. [hog houses lead to dog beds and
then bowls, leashes and collars, treats and
more, Don't go crazy with mventory and
don't try to compete with the asme prod-
ucts that pet stores m your area carmy, At-
tempt to create a niche for yourself, Start
with dog and cat and see where that takes
v

Lymnan sand that less than three percent
of his distributors of horse feed are the
smme ones that he buys pet foods from. He
indicated that those who make high-qual-
ity horse food do not necessanily have the
samie quality in pet foods, and viceversa,



Keep it Cool

The COOL PET Holistic Recovery
Formulas come in the same highly
palatable flavors as the joint care
formulas and are currently availabla
in COOL DOG, COOL CAT and

COOL BIRD formulas. The fast-
acting formulas offer pets appetite-
stimulating electrolytes, hydration
fram highly purified water and
pharmaceutical grade carbohydrates
for speedy recoveries after surgery,
travel related stress or heavy axercise.

diarrhea or vomiting.
WWww. yourcoopet.com

“Fewer brands are better, and you
need to kmow thoge hIHIHJEI.‘ he aaid.

“The higher nrne that you can make on a
amaller selection, the better off vou'll be.
Tt's called GMROTI {gross margin reiurm on
irvestment. | It hedps yon determine how
profitable vou are and how much money
vou're getting back for vonr investment. If
T put 100 cin my shelf, how moch money is
it getting roet™

There are several pet items that equine
retailers have found to be best sellers,

“The new fur removing tools are a great
seller,” Zito sabd. “There are many siyles
of dog beds oot there, amnd the ones with
exquesirlan themes always sell oat,”

How you display your pet produscts is
keey na well

*Regarding tovs, keep them fresh and
rotate to new styles every -6 moniths” Zito
aaid. "Pick ore or two brands of shampoos
and conditioners and display them togeil-
er. You'll ondy need one or two condition-
ing products, and make sure fo nelde an
oatmeal-based shampoo in your mix, For
grooming tools, you'll need four-five styles
of brushes and combs, and don't forget the
nail elippera. Display collars and leashes
in color blocks—it produces a great visual
impact.”

Promoting vour store amnd its selection
of products in the community is important
as well, Lyman recommended marketing at
local barms and area events.

“If they can get somebody out in the
field developing businesa at horse bams
or whstever they have in their ares, they
should do it,” Lyman said. “We did $3.5
millicn in sabes, sold 250,000 units out of a
2, T00-square-foot retadl location last year.
But we have prople out i the ficld that
help develop those sales.”

Also essential for pets after bouts with
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Tough, 600-denier ripstop waterproof dog blanket has poly outer shell with 200-
gram polyfill and breathable 210 lining. Other features include double budkle
front, adjustable belly wrap with "quick grip"” closure and cut out for tail. Shoulder
gussets allow freedom of movement. Available in sizes X-small through XxX-
large. in purple, pink, blue, green and grey camda,

W jiidist.com
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