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INTRODUCTION 

 
Whether you are new to pet care creating your initial business plan or a veteran 
business operator financial forecasting is a valuable decision-making tool.  The 
purpose of the Guide to Pet Care Business Forecasting is to help you create a 
system for creating and using forecasts in your business operations.  
 
Financial forecasting is a great tool to use for: 

 Creating Business Plans 

 Preparing an Annual Budget 

 Determining Impact of Adding New Services or Staff Members 

 Assessing an Investment in New Equipment 

 Analyzing Business Expansion or Remodeling Options 

 Proactively Assess Impact of Regulatory Changes like 
o Minimum Wage Increases 
o Staffing Ratios 
o Safety Equipment 

 
Our five steps will help you gain clarity on both the revenue and expense impact 
of the business opportunities you are exploring.  Use our examples as a guide to 
create your list of facts and assumptions. The exhibits include tips for assigning 
numbers to your assumptions and pet industry resources for current statistics. 
 
Forecasting is a wise use of your time as a business owner. You’ll have 
confidence in making your business decisions as you have: 

 Taken a full picture view of the opportunity or challenge 

 Quantified both expenses and revenue benefits 

 Documented your assumptions 

 Identified important KPI or key performance indicators to monitor as you 
implement 

 Know from your assumptions and KPI how to adjust if reality differs from 
your forecast 

 
The excel workbook templates that accompany this guide are created to assist 
you with the financial calculations. You’ll find more details on using them in the 
last section of the guide. 
 
The exhibits include resources such as pet industry statistics, tips and resources 
for obtaining more data to use in your assumptions. Take your time going 
through this guide and reviewing our examples. There is not one “right way” to 
forecast a project and our goal is to assist you in creating the system that works 
best for you and your business. 
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FIVE STEPS IN FINANCIAL FORECASTING 

 
Regardless of the pending business decision you can use these steps to create 
your financial forecast. The benefit of using a systemized process is the 
understanding you gain of the variables involved.  
 
For your initial business plan and 
very large projects you may repeat 
these steps multiple times prior to 
making your final decision. You gain 
knowledge through your forecasting 
system that is very powerful as you 
implement and operate the new 
version of your business. 
 
Before we get into the steps let’s talk 
about the difference between facts 
and assumptions.  

 Fact – something that has 
occurred or is actually the 
case. A fact is verifiable and 
can be proven. 

 Assumption – is a belief 
without proof. Assumptions 
are often part of your financial 
forecast and the key is to 
document them and test 
different scenarios prior to 
making a final decision. 

 

 
Step 1 – Determine Your Facts 

 
List the facts you know about the business decision you are analyzing. If the 
government has approved minimum wage hikes then the new wage rate and 
effective increase dates are facts you can verify. 
 

Step 2 – Document Your Assumptions 
 
This is the area where you should keep good records (see Exhibit 1 for a form 
template).  In most difficult business decisions you must make assumptions 
based on your beliefs and experiences. The key is to clearly identify each 
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EXAMPLES 

Example 1 – Evaluate Adding a Manager Position 
 

Steps 1 & 2 – Determine Facts & Document Assumptions 

 
List of Facts & Assumptions Quantified 

Manager Salary Range 
($35 - $40,000)  

$38,000/year 

Recruiting Costs $250 

Owner time spent preparing to hire 
(4 hours x $80) 

$320 

Owner time to onboard & train manager 
(48 hours: Month 1 – 32, 2 – 16) 

$3,840 

Manager training time 
(Owner time plus 60 hours with staff hands-on) 

$3,600 

Staff Productivity Gains 
(3% after 3 months; $50,000 payroll/month) 

$1,500/month 

Revenue Increase 
(5% after 6 months) 

$3,125/month 

 
It is important to review the list of facts and assumptions. Some are obvious to 
forecasting, like the salary and recruiting costs. What you may omit is the training 
time of the owner and manager; their non-productive wages during training.  
 
Other important assumptions to include are quantifying the business benefits to 
hiring a manager position.  

 With closer supervision you expect staff productivity to increase from 
fewer errors, rework and aligning staff levels to pets served daily. In this 
example, a 3% productivity improvement is expected after 3 months of 
hiring a manager. This would be a good objective goal and feedback 
measure for your manager. 

 A manager can also help increase revenue by building relationships with 
clients and recommending additional services that are a good fit for their 
pet. They can also oversee front desk team commission plans for 
upselling. With a manager on board the business owner gains time and 
can spend time increasing effectiveness of marketing that will also 
increase revenue.  

 
The percentages you decide on in your assumptions are arbitrary, but provide an 
objective measure to monitor if you do decide to hire the manager. Everyone 
learns from the process and you’ll get better in setting assumptions the more you 
practice.  
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As you start focus on being conservative so if you really want the manager to 
improve productivity by 5% use a lower number in your forecast. Same with 
revenues you may expect 10%, but used 5% in the forecast. You can set goals 
for the manager at the higher expectations, but make a decision on hiring using 
the more conservative numbers. 
 
Next we take all of the assumptions and calculate the impact on the business 
profits. 
 

Steps 3 & 4 - Create Profit & Loss & Cash Flow Forecast 
 

Item Initial Cost 
Year 1 

Forecast 
Year 2 Forecast 

Manager Salary $3,167 $38,000 $38,000 

Recruit & Prep 570 570 0 

Owner Train Time 3,840 3,840 0 

Total Costs ($7,577) ($42,410) ($38,000) 

Lower Staff Payroll  13,500 18,000 

Revenue Increase  18.750 37,500 

Net Profit Impact  ($10,520) $17,500 

Two Year Impact – 
Profit Increase 

$7,340   

 
This example also demonstrates why it is important to forecast more than one 
year for your projects. If you only looked at year one, adding the manager would 
cost the business over $10,000 so you would probably decide not to proceed.   
 
However, when a second year is forecast there is over $17,000 increase in profit. 
When you combine the two years the business should benefit by close to $7,000 
by adding a manager position.  When you interview candidates you would want 
to discuss their 2-3 year goals to ensure they align with retaining the manager for 
that time period so the business benefits are realized. 
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You can edit these spreadsheets easily to customize them to your projects. They 
are provided to give you a head start on calculations for your project forecasts. 
 

New Business Templates 
 
The new business forecasting templates include worksheets for projecting 
revenue and direct expenses for the common pet service business revenue 
streams: 

 Dog Daycare & Cage-free Sleepovers (worksheet A1) 

 Lodging (worksheet A2) 

 Spa Services (worksheet A3) 

 Dog Training, Pet Sitting or Dog Walking (worksheet A4) 
 
The file also includes worksheets to determine business costs including: 

 One-time Start-up Costs  (worksheet B1) 

 Operating Costs and Overhead (worksheet B2) 
 
The revenue and operating expense worksheets are designed to provide an 
annual forecast by month. You can use these templates to create best and worst 
case scenarios by saving the file with different names as you adjust your 
assumptions. Multiple years of information can also be forecasted by saving the 
file with different names. 
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All calculations are done for you once key assumptions are input into the white 
box areas of each spreadsheet. Calculation cells are highlighted in gray and 
cannot be edited.  
 

A1 - Dog Daycare  
 
Start by completing the top section of the worksheet that is used to calculate staff 
hours and payroll. For each day of the week enter the number of hours staff will 
be scheduled to provide either daycare or cage-free overnights (rows 7 & 8).  
 

 
 
The next section you update includes: 

 Daycare and overnight capacity (row 10) 

 Dogs per staff member (row 13 or 11) 

 Rates charged for the services (full published rate - row 11 or 12) 

 Number of staff that requires adding a supervisor (row 14) 

 Merchant rate for accepting credit cards (row 15) 

 Staff and Supervisor hourly wages (row 18 & 19) 

 Percentage your business pays for taxes & benefits (row 20) 
 

 
 
Now you are ready to enter monthly information needed to forecast revenue. 
Input by month the occupancy rate for daycare and cage-free sleepovers (rows 
23 & 24). The last entry is the effective discount percentage offered through 
sales of packages or any other discounts offered to your client base. To finalize 
your revenue projections input the dollar amount of any miscellaneous sales, like 
dog evaluation fees in row 32. 
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B2 - Operating Costs and Overhead 
 
This spreadsheet will help you calculate the ongoing operating expenses not 
directly related to providing services.  These are “fixed costs” of the business and 
must be paid regardless of the number of pets coming through the doors.   
 
The first section is a summary of your ongoing facility costs. Next is a summary 
of management and support payroll expenses. The last section is a list of the 
common other operating costs incurred by pet businesses.  In this example the 
business is planned to open in June. 
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