
Support.   Sustain.   Grow. 

Workshop Blue Paper:      

A successful boarding operation requires horse sense and business sense 

Maximizing the profit potential of boarding horses 

begins with recognizing that boarding horses is a tough 

place to make a lot of money – or any at all.  “Instead,” 

says Amy Sherrick von Schiller, “think of boarding as a 

service you provide to support other, more profitable, 

pieces of your equine business.”

“If all you do is board,” says the Cazenovia College 

professor of equine business management, “you’re not 

going to make it.” 

Undaunted? Good. 

Whether you’re just starting out, or looking to 

expand your operation, the place to start is with a business 

plan.  For startups it’s a blueprint; for anyone in business, 

it’s a roadmap of the past, present and future. 

“It’s a living, breathing document that should be 

updated like a resume,” Sherrick von Schiller says. “It 

should outline your goals and strategy - not just what you 

want to do, but how you’re going to do it.” 

So while you’re thinking about a barn filled with 

happy horses and contented owners, keep that slim-to-

nonexistent profit margin top of mind, and consider other 

revenue streams. “Beyond lessons and training, the 

options are many,” Sherrick von Schiller says, “from clinics 

to camps, birthday parties to braiding horses for shows.”    

“Consider what’s offered in your area and what 

your target market is interested in,” she says. “But you 

always have to remember your boarders come first. You 

don’t want to upset them if they can’t ride or have access 

to their horse because of other events.” 

 

at the NYS Center for Equine Business Development:

Make sure the price you charge reflects the level of

service you provide. Are you feeding two times a day or 

Additional advice from Sherrick von Schiller’s talk at 

the NYS Center for Equine Business Development: 

Make sure the price you charge reflects the level 

of service you provide. Are you feeding two times a day or 

four times? How often are you cleaning stalls? Will you 

charge extra to hold a horse for the vet or farrier? Full care 

and partial care can mean different things to each owner 

and vary from barn to barn. Sherrick von Schiller notes, 
“Define what these mean for your particular operation.” 

  Always think: How can I make my operation 

more efficient? Says Sherrick von Schiller, “Just because 

you’ve done something for 10 years doesn’t mean it should 

continue to be don e that way.” 

Do research. Conduct interviews with others in the 

horse industry. What are other barns in the area charging 

for board and what are they offering for that price? Look 

for what you can offer that the barn down the road 

doesn’t. “But remember,” she says, “you must deliver 

what is promised.”  

Be realistic. Look at the bottom line. Sherrick von 

Schiller says, “What does it cost you every day to have a 

stall filled? Do the math.” Set a price that reflects every 

facet of the operation. Hay, grain and bedding are obvious 

essentials, but insurance, taxes, upkeep and other indirect 

expenses must also be part of the price-setting calculation.  

Finally, remember that dealing with the horse is 

only part of the equation. “There are high-maintenance 

and low-maintenance boarders,” Sherrick von Schiller says. 

“It’s up to you what you’ll put up with.”  

This workshop was held October 2016 at the Cazenovia College Equine Education Center. 




