
                                    

 

A well-run standalone dog hotel can be a very profitable business, but the margins vary 
significantly based on occupancy, pricing, labor efficiency, and how much revenue comes from 
add-on services rather than boarding alone. 

Here's a realistic overview. 

Metric Typical Range 

Gross profit margin 50–70% 

EBITDA (operating profit before interest, taxes, 
depreciation, amortization) 

15–30% 

Net profit margin 8–20% 

High-performing facilities 20–30%+ net (with strong 
ancillary revenue) 

For example, if a facility generates $2 million in annual revenue: 

●​ Payroll: $700k–900k 
●​ Facility costs (rent/mortgage, maintenance, utilities): $250k–400k 
●​ Insurance, software, marketing, supplies: $150k–250k 
●​ Net profit might range from $200k to $400k, depending on occupancy and operational 

efficiency. 

The biggest driver is occupancy. A dog hotel that averages 40% occupancy year-round may 
struggle, while one consistently above 70–80% occupancy, especially with premium services, 
often performs much better. 

Revenue mix matters more than boarding 



Boarding alone is relatively labor-intensive. The 
highest-performing businesses increase revenue per guest by 
offering additional services. 

A healthy revenue mix might look like: 

●​ Boarding: 45% 
●​ Daycare: 20% 
●​ Grooming: 15% 
●​ Training: 10% 
●​ Retail: 5% 
●​ Other services: 5% 

Many successful facilities generate nearly half their profit from services beyond overnight stays. 

Highest-margin ancillary businesses 

Professional grooming 

Often one of the most profitable additions. 

Potential services: 

●​ Baths 
●​ Haircuts 
●​ Nail trimming 
●​ Teeth brushing 
●​ De-shedding 
●​ Spa treatments 
●​ Seasonal packages 

Margins can reach 30–50% if groomers are consistently booked. 

Doggy daycare 

Daycare helps monetize the facility during weekdays when boarding demand may be lower. 

Benefits: 

●​ Predictable recurring revenue 
●​ Monthly memberships 
●​ Better customer retention 
●​ Increased boarding bookings 



 

Training 

Training typically commands premium pricing. 

Examples: 

●​ Puppy classes 
●​ Obedience 
●​ Behavioral training 
●​ Board-and-train programs 
●​ Agility 
●​ Recall training 

Board-and-train programs can generate several thousand dollars per dog over a few weeks. 

 

Retail 

A curated retail section can produce attractive margins. 

Products include: 

●​ Premium food 
●​ Treats 
●​ Toys 
●​ Leashes 
●​ Beds 
●​ Supplements 
●​ Birthday items 
●​ Travel accessories 

Customers often buy while dropping off or picking up their pets. 

 

Memberships 

Recurring subscriptions can stabilize cash flow. 

Ideas: 

●​ Unlimited daycare 
●​ Monthly grooming 



●​ VIP boarding discounts 
●​ Priority holiday reservations 
●​ Free nail trims 
●​ Birthday perks 

Recurring revenue improves business predictability. 

 

Luxury suites 

Premium accommodations often have much higher margins than standard kennels. 

Examples: 

●​ Private rooms 
●​ TVs 
●​ Webcams 
●​ Elevated beds 
●​ Outdoor patios 
●​ Human-sized furniture 
●​ Climate-controlled suites 

Many customers will pay substantially more per night for these upgrades. 

 

Activity upgrades 

These require little additional infrastructure. 

Examples: 

●​ Nature walks 
●​ Swimming 
●​ Fetch sessions 
●​ Puzzle games 
●​ Cuddle time 
●​ Story time 
●​ Frozen treats 
●​ One-on-one play 

Small daily add-on fees can significantly increase average revenue per stay. 

 



Transportation 

Services might include: 

●​ Home pickup and drop-off 
●​ Airport pickup 
●​ "Dog Uber" 
●​ Veterinary transport (when requested) 

These can command premium fees, especially in suburban areas. 

 

Photography 

Offer: 

●​ Holiday portraits 
●​ Birthday photos 
●​ Graduation photos (training completion) 
●​ Social media photo packages 

Digital packages have low ongoing costs. 

 

Pet bakery 

Fresh-made: 

●​ Birthday cakes 
●​ Cookies 
●​ Pupcakes 
●​ Holiday treats 

These can complement retail offerings and special occasions. 

 

Wellness services (non-medical) 

Depending on local regulations and staff qualifications: 

●​ Massage 
●​ Stretching 
●​ Fitness sessions 



●​ Underwater treadmill (if available) 
●​ Canine fitness classes 

These appeal particularly to owners of senior or athletic dogs.
 

Self-service dog wash 

A relatively low-labor addition. 

Revenue comes from: 

●​ Wash stations 
●​ Shampoo sales 
●​ Dryers 
●​ Towels 
●​ Memberships 

 

Event hosting 

Ideas include: 

●​ Puppy socials 
●​ Breed meetups 
●​ Holiday parties 
●​ Santa photos 
●​ Halloween costume contests 
●​ Adoption events (in partnership with rescues) 

These build community and attract new customers. 

Services that encourage repeat visits 
The businesses with the highest customer lifetime value often create recurring reasons to 
return: 

●​ Daycare memberships 
●​ Grooming every 6–8 weeks 
●​ Monthly training 
●​ Birthday celebrations 
●​ Holiday boarding 
●​ Retail subscriptions 
●​ Puppy wellness packages 



A customer visiting multiple times per month is generally much more valuable than one who only 
boards during vacations. 

Emerging opportunities 
Some newer offerings that can differentiate a dog hotel include: 

●​ Live webcams for owners 
●​ AI-generated daily report cards with photos 
●​ GPS-tracked adventure hikes 
●​ Climate-controlled indoor play parks 
●​ Splash pads and pools 
●​ Enrichment-based daycare (puzzle games, scent work) 
●​ Senior dog care programs 
●​ Puppy preschool 
●​ Nutrition consultations 
●​ Corporate daycare memberships for employees of nearby businesses 

What tends to generate the highest returns? 
If you were designing a standalone dog hotel from scratch, a strong combination would be: 

1.​ Luxury boarding 
2.​ Large daycare program 
3.​ Full-service grooming 
4.​ Professional training (including board-and-train) 
5.​ Retail boutique 
6.​ Membership program 
7.​ Premium activity add-ons 
8.​ Pickup/drop-off transportation 
9.​ Self-service wash station 
10.​Event space for community engagement 

This mix can increase average revenue per customer substantially compared with boarding 
alone while making revenue less seasonal. 
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