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Pedro is happy to see you too!‌   

GRETTA FORD‌  

ABTC REGISTERED CLINICAL ANIMAL BEHAVIOURIST  (CAB)  
ABTC REGISTERED ANIMAL TRAINING INSTRUCTOR (ATI )  
CERTIF ICATED CLINICAL ANIMAL BEHAVIOURIST  (CCAB)  
FULL MEMBER OF APBC AND PACT 
BUSINESS STRATEGIST AND MENTOR FOR OUR INDUTRSY 

Nice to see you! 
(she/her) 



Crisis or 
time pressure

Your potential clients

Guilt or
‌shame Fear Overwhelm



Clients aren't choosing
the ‘best’ behaviourist
They're choosing the one that feels safest 
to trust, right now, in the state they're in.



Trust is inferred, not declared

Ability Can this person do what I need them to do?

Benevolence Do they genuinely care about my interests?

Integrity Do they operate in a way I find acceptable?
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Building trust deliberately

FILLING IN 
THE GAPS

01
ANSWERING THE

SILENT QUESTIONS

02
SOCIAL PROOF +
TRUST TRANSFER

03



Filling in the gaps 

A calm, considered approach in which
we’ll go at your dog’s pace. 

... What does that actually mean?‌  

... What does that look like? 

... What will I need to do? 

What typically happens:
After you book, you'll get X.
The session itself involves Y.
Afterwards, you'll receive Z.

... Boring on the surface.

... Enormously reassuring underneath.

What helps to build trust:



Answering the questions‌  
that they won’t ask 

They are going to be involved

"When we work together, we look at the whole picture: your dog, your home, your
lifestyle and how you both interact. Many people worry they might have done
something wrong or that they'll be judged. There’s no need... that's not how I work."

Involvement won’t feel like blame



Social proof: testimonials

Generic praise: 
"She was brilliant, I can't recommend‌
her highly enough." 

What most testimonials are:
Show the before.
Show the process.
Show the outcome.

What helps to build trust:



People are more likely to act on‌
recommendations from sources they‌
already perceive as trustworthy. 

Personal recommendation
When the client can't evaluate the
behaviourist directly, they may use the
vet's credibility as a shortcut.

Professional referral

Social proof: trust transfer
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Small shifts...
What are you starting to think differently about? 
What are you going to do now with this? 

Do you have any questions for me? 
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