
Several years ago, I created an Excel worksheet that
required listing every expense incurred in shoeing
horses; at the end providing a dollar amount of the
minimum a farrier needs to charge per horse for his
or her business to make a profit.  If you would like
to use my worksheet you can download it from
www.spanishlake.com/worksheet.

Recently, the American Farriers Journal published
an article about the calculation method of farrier
Pat Broadus. 

Pat looked back at several years business expenses
and the total number of horses shod each year.  He
listed every expense and cautions farriers, “This
serves as a guideline for you.”  Another farrier’s
expenses may be more or less than yours.  “Just be
honest and really look at what it costs you to keep
horses in shoes,” Broadus said.

Read the full article online at the AFJ.  You will
need to login or subscribe to read the full article.

To get an understanding of your costs to shoe one
horse, review your 2017 Federal Income Tax form
and create a list of all of your business expenses for
the year.  Determine the total number of horses you
shod last year, and then divide your total expenses
by the number of horses you shod to learn the
amount it cost you last year to shoe one horse.
With that information you will be better able to set
your 2018 prices.

Keep in mind the increase in the cost of living.
According to Bureau of Labor Statistics, the
Consumer Price Index for All Urban Consumers
rose 2.4 percent from March 2017 to March 2018.

If you shoe a horse in 2018 for the same price you
did in 2017 you will have earned 2.4% less money.

Many farriers wait several years to raise prices, and
then they must jump ten or more dollars, which
gives their customers a jolt.  Consider raising your
prices annually based on the CPI (Consumer Price
Index).  A small increase each year will help avoid
sticker shock for your customers, as most people
understand the need for increases.

Select the method you find works best for your
business, but take the time to give a hard look at the
financial side of your business.
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Determining How Much to Charge
Ignoring the costs associated with shoeing just one horse will not bankrupt
your business ... unless you ignore those costs on every horse you shoe.  



Saturday, September 15
8:00 a.m. - 4:30 p.m.
Spanish Lake Blacksmith
Shop 

CLINIC TOPICS:
• "Evaluation of the Horse Prior to
Beginning Hoof Work"

• "Shaping Keg Shoes to Fit"
• "Modifications to Shoes That Are
Needed"

There will also be time for hands-on work
with Bobby

Registration begins at 8:00 a.m.
Program begins at 9:00 a.m.
Lunch provided by Wayne White Cowboy
Campfire Cooking

Reservation required - call 636-463-7211
or email bob@spanishlake.com.

Farrier and 
Veterinarian 
Work Shop
with Bobby Menker, CJF APF

Farriers often express
frustration in dealing with horse
owners.  I’ve heard it expressed
this way many, many times; “I
like working with the horses, it’s

the owners that drive me crazy.”
There is no simple solution to
this issue, but as an independent
business person you must find
what works for you, keeping in
mind every customer, like their
horses, are unique in their
personality.  Some successful
farriers use lighthearted
comments to get their point
across.  Some farriers have
written “expectations” for what
the customer may expect from
the farrier and what the farrier
expects from the horse owner.
Try to adapt your approach to fit
best with each individual
customer’s personality. 

Good communication is a key to
successful relationships with
your customers.  While you

might coax, or even present
written or verbal expectations,
ignoring a problem only leads to
frustration and anger.  Customer
challenges will only become
more difficult when ignored.
Your best course of action is to
address a negative situation
head-on before you react in a
way that is irreparable to the
relationship.   If you remember
to treat the person just as you
would like to be treated in a
similar situation, the end result
will be a happy customer and
personal satisfaction for you.

Remember, at the end of the day,
your business only grows and
thrives if you have happy
customers.  

“Importance of
keeping customers
satisfied cannot be
ignored and
businesses should
make it a priority to
improve customer
relationships.”
Business.com

Good Customer Relations 

SAVE THE DATE

Here are some helpful articles from the web:
Entrepreneur Magazine » https://www.entrepreneur.com/article/77686

Business.com » https://www.business.com/articles/6-key-tactics-for-building-strong-customer-relationships/


