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Ok, here's how pet supply stores operate. 
They sell pet food and treats, leashes, collars, and bedding, and animal health products. Some also sell fish, birds, mice and hamsters, and some provide dog grooming services.

A typical pet supply store has $1 million of annual revenue and 8 employees.

Merchandising, that is, deciding what mix of products to sell, is a major activity. A store carries thousands of products bought from dozens of distributors. Dog and cat food may account for half of revenue. Inventories are equal to about 45 days of sales.

Marketing depends very much on store location. Computer systems are used to track inventory and identify slow and fast-selling items. Websites are used for marketing.

Here are some strategic things you should know.

Chains like Petco and Petsmart operate thousands of big stores that carry a larger assortment of products than an average pet store. Supermarkets and Wal-Mart are also major competitors. Independent stores compete by offering more personal advice. 

Marketing efforts are often aimed at introducing children to pets, but services are geared towards the adults who take care of them. The aging of the US population is expected to boost pet ownership, as empty-nest parents have pets for companionship. 

US households own 80 million dogs and 95 million cats. Annual spending on food and products is about $400 per dog and $300 per cat.

Dog grooming, obedience classes, and dog day-care are a growing source of revenue for stores. Some have affiliations with local veterinarians.
Here are some good talking points.
How many products do they carry?

What are the biggest sellers?

How large an inventory do they carry, in days sales?

Do they offer services like grooming?

What percent of their revenue comes from dog products? 

What percent from cats?

Who is their biggest competitor?

How much training do their sales people get?

And finally, how do they see their business changing in the future?

Now, you're ready.

