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NEWS FOR FARRIERS

3M™ Products Now Available

3M™ Animal Care and Safety Products are the latest addition to the FPD group of
products. 3M™, a long time leader in product types, provides excellent quality and
brand recognition with good value pricing.

Key Animal Care products include Animalintex® Poultice, Vetrap™ and Gamgee®
Cotton. Light Vision Safety glasses with LED lights, dust masks and respirators and
tapes are a part of the Safety products range.

Bloom Forge h
Signature Series Kerckhaert
Hammers Heavy Full
Bloom Eorge is finalizing Swe ges
production of a full range of Korckhaert b
Signature Series Hommers and erz azrt *

we will infroduce them at the AFA Convention. Roy is confident the design go&ﬁeoth:qj;es

of the hammer heads, along with a change of the handle, will have appeal
to many farriers - especially competitors. There will be rounding hammers
in 1.75,2, 2.5 and 3 |b. weights, a 2 |b. Cross Pein and 2 Ib. Clipping expand the

Hammer. He is also producing a 20 degree angled 2 |b. Cross Pein in a Standardbred

right and left hand option. All hammers are made in Wisconsin. racing line. It is slightty wider and 'thicker
than the regular Full Swedge and is

available unclipped only. Kerckhaert has
become the primary brand in the
Standardbred Racing market. Ask your FPD
Dealer about these new shoes - scheduled
to arrive in stores February/March 2018.

Full Swedges to

Kerckhaert Chameleon Rasp Handle
The Kerckhaert Chameleon rasp handle is made with @
more flexible, less slippery material than other brands
and is much more competitively priced. Try one today!

Bellota Half Round and Round Files

Bellota offers three 14” Half Round file options. The Pipeliner
is single cut, often used for aluminum finishing and the hoof.

DON'T MISS OUT:
Upcoming Educational Event
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The Half Round with a double cut provides a smooth finish to 47TH ANNUAL AFA CONVENTION
steel or aluminum and the hoof. The Half Round with the FEBRUARY 27 - MARCH 2. 2018
bastard cut is the most aggressive cut (coarsest) of the three RENO, NV '

options. The Bellota 12" Round File is a good choice for
filing inner web of shoe with a smooth clean finish. Ask your
FPD dealer about the expanding line of Bellota Files. Learn more at

farrierproducts.com/bellota.html americanfarriers.org/convention/

—m 12" Round File 2018-convention-reno-nv/

facebook.com/FarrierProductDistribution  youtube.com/farrierproducts  instagram.com/fpdinc farrierproducts.com/fieldguide FEBRUARY 2018

FPD Booths: 313, 315, 412 and 414
Diamond Booths: 311 and 410




Article from The Natural Angle ® Volume 4 Issue 1

Business Strategy for

Protessional Farriers:
Information and Customer Service

A successful commitment to customer service requires some planning. There is no doubt you have to be quick on your
feet in dealing with your customers but you can’t overlook the advantages of thorough planning. In the early stages of
this planning you need to develop an information base. This can be a basic journal or notebook done manually, or a
simple database on a computer system. The computers and software in the market today are relatively easy to work with
and can make it much easier to keep your information base current. They also provide options for improving your
customer service by allowing you to do mailing labels, form letters and other communication functions.

Customer information
Customer name(s)

. Category - owner, trainer, rider?
Addresses - both billing and horse locations

. Phones - get all of them; home, barn, cellular
Billing Method - Cash, open account, credit card?
Veterinarian (for specific customer or horse) and
number

g Comments - keep relevant notes about the customer

and their horses

mo a0 o

The customer information is pretty straight forward but
invaluable as you move forward to improve your service
level.

The next step would be development of the horse
information. You need to determine what information is
important to you. It may be that too much information
creates unnecessary work but the data you gather and
develop can be used to enhance your relationships with
your customers. In a worst case scenario, suppose a
problem develops with one of the horses you have worked
on. The information and history you have on file can be
used to support your position. It can help you explain to a
veterinarian, owner or other interested party exactly what
you know about the horse. Information on the horse -
accurate information - can only help you.

Horse information
a. Name of horse(s)
b. Breed, age, other specifics
¢. Basic owner/trainer/rider
d. Veterinarian
e. History /comments

Once you have compiled your customer and horse
information you can then put it to work. Communications,
using the database, is the next step.

Communications

Billing. This may be the most important “communication”
you have with your customer. Without it, you're out of
business. Make sure your billing is prompt and accurate. Try
to do your billing by invoicing, at least once a week- don't
wait to do monthly statements. Monthly statements can be
helpful - to be sure your customers know you know where
they stand. The improved cash flow of billing as you go will
be important to you. Make sure your customers understand
the terms and meet them.

Maintenance issues. You need to communicate regular
maintenance issues to your customers as well as any special
instructions for individual cases. You may not see the owner
when you shoe the horse but you need to be sure they are
aware of what’s going on.

Education. As you get more comfortable with the use of
your database you can expand your services by sharing
educational information with your customers. This can be
something as simple as a single page on hoofcare tips or
reprints of articles, newsletters or website information. Your
position will be much stronger if you have tried to help
your customers understand what you do to help their
horses. You can start by sending information with invoices
or doing two or three mailings a year.

Don't expect the gathering and entry of data to happen all at
once. Work on it as you have time but complete the
process in a reasonable timeframe. You are building a
foundation; do it as thoroughly as possible.

HoofWall™ Blog

FPD explores the world of the professional
farrier and offers practical educational
material for farriers. farrierproducts.com/blog




