
TRACK WHAT MATTERS

CREATE AN OFFER THAT ENCOURAGES LOYALTY

ADD PURPOSEFUL VALUE

IMPLEMENT A COMMITMENT-FIRST CLIENT POLICY
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Retention starts with measurement. If the average client visits three times per year, increasing that to
four equals a 33% revenue increase with no additional customer acquisition.

Frequency of client visits per year: Are clients visiting often enough?
Percentage of clients who rebook before leaving: A strong indicator of satisfaction.
Percentage of clients who do not return: Understand why clients are leaving.

Clients are more likely to stay when the offer itself justifies consistency. Every groom should be built
around value, safety, and predictability.

All groomers should uphold the AKC-PGC — the American Kennel Club Professional Grooming
Credential. This signals a commitment to national safety standards, coat-specific care, and consistent
professionalism. The more this value is communicated to the client, the less likely they are to seek
alternatives.

Avoid discounting as a default strategy. Instead, reward loyalty and consistency through structured value
additions that encourage repeat visits.
Examples of Value Stacking:

Complimentary facial with every full groom
Free walk-in nail trims the first Friday of every month from 3–5pm for clients who are pre-booked
year-round (every 4–6 weeks)
Referral-based bonuses

These perks increase the perceived value of recurring appointments and reinforce the importance of
maintaining a regular schedule.

Service should be reserved for clients who commit to a regular grooming schedule. Salons may deny
service to those who do not prebook. Service for Regular Clients: Ensure regular clients receive
preferential treatment.
This Approach:

Protects the health and safety of dogs through routine care
Allows groomers to manage their time and income consistently
Reinforces professional boundaries and salon standards
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