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making money with boutiques
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e hindred fifty mew stones opened
Ojn pur market in one vear, @l of

them spectalizing in dog and cat
prodocts,” Dan Giwburg, president of
Evernreen Per Supple {Soaal RKene, Wailh,),
told me nocemibv—and he was just talking
alwa the Marthwest.

Anyone who amends the major trde
aliows sees the aleles exowaded with owmnen
of new stores bocaved all over the countrye
These of us who have baes i e induser'y
for years keep asking each other; “Can all
thase bowsgues make imoney!™ My answes
5 ves, §f every awner can maswer two ST
wisrls pooduct and passion.

Focus on Food

It's apparent ar a bt of new soees §visly
that the owner has had fun at a tmde show,
a5 the store 5 loaded with cute camiers,
clochingz am anher accessories, batonly a few
bBramds of dog and cat food—and nus even all
the popubir sizes. This is a risky straregy,
a4 mcst conmeners buy adoesnries only
cacasionally, bur roast by found ancd wiat 3
store—hopefidly, o pet siore=regularhy.

“Fuild 2 following of regular coslonmess
and essablish volwme with nusrition frss,”
advises Dhane Dewherry, who established
The Healihy Animal, an 800 squanc-foo
bowtique in Pembroke, Mase, in carly
2003,

In auldlition 1o smaciinge deg and var fisod
brands that have an cstablished Fllowing
in vour market, spend time an wade shows
rescarching foeds that will make your
progduct selection different frum other stares
in the area. Makc an el 0 mesc wich
iranzars and other pet Ffll,.‘l.'-l."-h'illhﬁl"l R
area tor learm what tleey buy and recommend.
Wisn nther stoses, but don't copy them oo
closely inswead, stock seane prodieces thar are
unigue to your stone, Stock a vanety of dry,
canned, frovecn and raowe fonds,

I your spedalty i selling dog amd cn
prosduges, amd vl don't lave a arooming
od other service department, vouwr volume
ehyeuld e 30 percent or more food. This
means v have oo find food brands with
high enoasls masgins for slse store to suceeed,
Dizne's business i3 T3 percent consumahles
witly spch limized space, she hay e D
seleqdve with the acosanne she carries.

This sesiepy woa's work unless vou

34 petage | NOVEMBER 2007

can develop a possion for selling chese
prochics, as unusmal brands don’t have a
ready consumer base, Man o spend vime
rescarching oee fearures and  benchits of
foods you are conddedng, Go o muone
trade shows. Barbara Schor of 10kvcar-ald
Pampered Paws (Granly, Conn,) sttends
three shows 2 year and said, “This B what
makes my stose, 10T lind ane new brand or
product cach dme, it's worth it.”

Bhefoane yenis hegin your reseanch, make a lis
o 21l the dog and can issancs customers bring
to vour amd the types of pets they own, Try
1o find a produce for each situatian, whetler
it’s allergivs, lovse or saelly siool, and so
on. There now are an many manuscores
achdressing so many pet nevds that you need
mrore than ilree slwow davs a vear oo cvaluate
all the eppormunides that you can later (um
inro repeal xabes,

Improve Your Conversion Rate

You also need twes mvre “P onrds: a licde
paishines i your personaliny, The difference
bepwzen very sucoesitul small stoces 2nd all
the athess s not only product koo ledgs:
and passion, bt the aggresivences of their
[F e

I didn't realize how important this was
until 1 spent some Gow waling 3 sbone
ewrner Uve known for vears whose business
has never reached s potendal. One woman
came in looking for puppy fooed in 2
brand that he anly carries in adult formula;
anether was laoking for a specific npe of
edding he doesn’c swck, He was poline,
bus didn's trv b sell the firs customer a
cheaper puppy [od of equivalent quality, or
the second customer an aguivalent Bodding,
Im tual cases, If he had made the sale,
chanieer are he wonld have gained two
regular custonsess.

Tu check whether vou are agesae
emongh, caloelare your “conversion rate.”
Record how many poople come inoo the
sisre, and then hew many vou acmually scll
2. Aim for 31 perooil—eoe even higher.

T yere think your selling sechniopm: may
need improvement, reed Haery . Friedman's
book, No Thenks, M for Looking This
i the best book 1o help improve vour and
voulr emplovess” kills & geting 1o know
amtoaners, dosing sales—and mrning one-
time shoppers into negalars, =1



