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Introduction 

 

My first exposure to pet sitting came in 1985, after I read a 

fleeting mention about this new concept in an 

entrepreneurial magazine. I felt that the idea was 

extraordinary and right in step with our changing world - 

America’s love for pets was continuing to grow along with 

the rise of dual-income families, meaning that people had 

less and less time to look after their beloved animals. These were the very early 

stages of the service business revolution and although there were very few pet 

sitters around, I could see that the idea had enormous potential.  

 

Throughout the eighties and nineties, the pet population continued to expand, whilst 

at the same time more and more families had both the husband and wife working. 

Today, in households where both people are out working, pet owners desperately 

want dependable professional help to give their pets the best quality of life possible. 

 

Due to this need, the pet sitting business has gone from strength to strength. Yet still 

I encounter people every week who say things like “we never knew your service 

existed“. There is a huge untapped market of potential customers all over the world 

that do not even know a service like this exists, and yet need it desperately.    

 

My background before pet sitting was very diverse and I never really got comfortable 

with my work - nor was I making the sort of money my family and I needed. I tried 

everything from pumping gas to bus driving, and much more in between. None of 

these provided anything like job satisfaction and even though driving a tour bus was 

interesting and some of the best money I had ever made, being away from home 

made keeping my family happy very difficult.  

 

I left tour driving in September 1990 with the seed of pet sitting still growing in my 

head, and I started to look into starting a service near my home. However, with not 

much time and money I needed to get started pretty quick - or get looking for 

another job.  Mornings and afternoons, I would go out walking with my dog 

Annabelle and speak to other pet owners to tell them about my new service.  

 

After just 4 days, I had my first customer - a woman just around the corner from my 

house who had just brought a puppy home. She needed someone to take the dog 

out during the middle of the day while she worked. Thrilled was not the word for 

how I felt! People actually wanted this service and I was going to be paid for playing 

with and walking other peoples’ dogs! Containing my enthusiasm was difficult and 

the next day I started taking her puppy out before we had even discussed money. At 

the end of the week, she stopped by the house and gave my wife an envelope 

containing $65.00 and a message to let her know if I needed more. 

 

$65.00 for five dog walks is below average in 2007, but in 1990 it was decent money. 

Now the wheels were turning and I began to wonder just how many other people 

are giving up their lunch hour to go home and care for their beloved dogs. 
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I shared my excitement with family and some close friends but much to my 

disappointment the response was something like “What did you say you’re doing?”, 

whilst encouragement to find a regular job was very high. However, the thought of 

not having to answer to anyone or have my income subject to someone else’s plans 

was very appealing, so I thanked them for their insight and resolved to give it my 

best shot - after all, I had got my first customer without even really trying. 

 

Fast forward 17 years and I am still a pet sitter making a good living and enjoying 

every day. There is absolutely nothing special about me, I am just a high school 

graduate who recognized a badly needed service and delivered it. Today you stand 

where I did all those years ago, the difference being that you have my 17 years of 

business experience to help guide you! Let’s also consider that in 1990 Americans 

were spending approximately 9 billion dollars a year on their pets, whereas potential 

customers in 2007 are poised to spend in excess of 40.8 billion dollars. This is an 

enormous pool of money to dip into for doing something you already love - spending 

time with animals. 

 

In 93% of households, pets are seen as members of the family - this is a huge market 

and expanding every day. A pet sitting business is fun, profitable and will give you 

freedom and self-satisfaction that you’ve never had before.  

 

Americans are in love with their pets and need pet care professionals to help give 

their pets quality care - just take look at the current pet ownership and expenditure 

information below: 

  

Ownership statistics are gathers from APPMA’s 2007 National Pet Owners Survey
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Also, look at the current industry statistics & trends from the American Pet Products 

Manufacturers Association Web site at: http://www.appma.org/press_industrytrends.asp. This 

site shows just how far pet owners will go to ensure their pets live well. There is a sea of 

wealthy pet owners out there looking for help in caring for their precious pets. 

 

So join me on a journey to building your very own successful pet sitting business the Critters 

Choice Way! 

 

I authored this book after 17 years of pet sitting; having you succeed for yourself is my wish 

and goal in sharing this information. 

 

John A. Corey 

Critters Choice  
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Section One: Branding Your Business 

 

 

Naming Your Business 
 

Choosing a name is a significant decision, so you really need to 

spend some time thinking about this. I am dealing with this first 

because I want you to brainstorm with this for a while: carry a 

pad around with you and write down every idea you get - your 

name should be easy to remember and not too complex. Ideally 

the name should say something about your business, as it is the 

first thing your customer, or prospective customer, hears when you answer the phone 

or they see your print advertising.  

 

 


