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As a supplier member of the KSA, I have been able to witness first-hand how important the KSA has been in helping our members
through the uncertainty and challenges of COVID, particularly to the smaller SSME’s operating in the industry. The past COVID
period highlights the importance of a professional body like the KSA, which brings clarity, support and direction to all its
members. 

Moving forward, I believe, it is going to be necessary for our industry to collaborate and work together to tackle the challenges
we are facing, and will face in the future.  It is so easy for us to operate in a vacuum, ignoring what is happening around us. This is
not something we can continue to do. It is time for the industry to speak up. To contribute to its own survival and stability, and,
the KSA is key to this. Having a voice, and a platform to champion that voice, is going to be the only way for the players in the
South African kitchen industry to ensure the preservation of their skillsets, and continue to grow.
 

Closing sales remains the most import part of doing business. Consumers are demanding more for their money in quality, service,
and accountability. The KSA is the perfect sales tool to give them the security they are looking for. Membership distinguishes you
from your competitors because it shows you have chosen to be held accountable by an objective third party, and afford your
customers a lifeline if they are unhappy or feel they have not received the goods or services they contracted for.  
 

The role of chairman has given me a unique insight into the workings of the KSA. I can honestly say that to understand all that
the Association does for our industry, you need to spend some time on a committee. The current KSA is so far removed from
where it started in 1989. It is one of the most efficient industry associations in South Africa – I can say this with confidence as
our company belongs to many. When members take the time to stay abreast of, and use all the avenues the KSA has put in place
to assist and guide them, the value-add to their business far surmounts the cost of membership.
 

Franke are proud to be long standing, active members of the KSA and we would encourage all kitchen manufacturers, stone and
surface fabricators and suppliers to the industry, who take their business and their customers seriously, to ask themselves why
aren’t they a member. .

                                            Clinton Soutter - KSA National Chairman

A NOTE FROM OUR CHAIRMAN

THE PAST TWO YEARS HAS GIVEN US SOME REAL INSIGHTS INTO THE INDUSTRY, BOTH ITS RESILIENCE AND ITS VULNERABILITIES.
IT HAS ALSO GIVEN RISE TO A MORE INFORMED, MORE INVOLVED CONSUMER WITH MUCH CLEARER EXPECTATIONS THAN
BEFORE. 
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THE
CONSUMER
Consumers are key to our industry.

Consumer behavior has changed over the

past few years due to the impact of

COVID, the Consumer Protection Act and

the economy.  They are now more cautious

about how they spend their money. They

are looking for guarantees and a

reassurance that the company they

choose to work with is reliable, ethical and

stable. They want more for their money

and are more informed about what they

are buying, and their rights.  Gone is the

timid consumer who won't fight back.

How does the KSA help to fulfil the needs
of the consumer?      The KSA is the only

body that exists for our industry, that

marks a standard  of professional conduct

and workmanship. The more the public

becomes aware of the KSA and what we

do, the more they will opt to afford

themselves protection and help by

working with a KSA member.   As such,

consumer awareness has been, and will

continue to be, a primary focus for the

KSA. 

Consumer interaction with our social

media platforms and website is continually

increasing and we are constantly working

with our IT team to look for ways of

making these platforms more accessible,

user friendly, and relevant and offering the

kind of advice and guidance that truly

benefits them.
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Consumer calls and emails to KSA offices

continue to rise, with consumers looking

for references and advice. We have also

seen an increase in consumers taking the

time to have detailed consultations with

the KSA team.

The KSA Consumer Guide remains a useful

tool for consumers when it comes to

advice and guidance. The members list,

and the opportunity for expanded listings

and advertising, has made it even more

valuable; with the list giving consumers a

direct link to our members.

It is vital that members actively promote

their KSA membership to the consumer to

give them the edge over non-member

competitors. The fact that a company has

freely chosen to be held accountable by a

third party in order to protect the

consumer, speaks volumes about a

company’s ethics and business practices. 

The KSA's CI guide will not only assist

members to easily and specifically identify

themselves as a member to the consumer,

but also protect them against false claims

to membership. The CI has a variety of

logos and badges for members to use as

well as other marketing materials that will

help them brand themselves as proudly

KSA to the public.  



THE CONSUMER
CONTINUED
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Members who promote the fact that they:

- abide by the KSA's  Code of Ethics

- offer access to free mediation

- offer free use of our Holding Account   

   facilities

- provide a workmanship guarantee 

- risk suspension or expulsion should they  

   not abide by a KSA ruling

will be providing the consumer with the

peace of mind and security they crave.

All the above ensures that the KSA offers

consumers the five key things they need

most when shopping for a new kitchen:

advice, guidance, accountability, security

and recourse.  Access to free mediation

through the KSA, run by qualified

mediators, is a security-blanket consumers

cannot afford to ignore.

The media is making consumers more and

more aware of the repercussions of

dealing with fly by night operators. 

Consumers are coming to organisations

like the KSA for guidance on who to use.

Consumers want to know that a third

party is there to assist them.   The CPA

also advises that where the assistance of

an industry body is available, it should be

sought before going legal.

Consumers want to know that checks and

balances are in place to ensure the

company is above board and well

respected.  They also want to know that

there is someone to help them, should

things go wrong, so they don’t have to

revert to the media or the law for help.

Our online sales skills training workshop

gives members valuable insights about

how to best work with the new consumer

mentality and ensure they are interacting

with their customers in the best way to

close a deal and keep the customer.



THE KITCHEN COMPANY
& FABRICATOR

Having your company name linked to the KSA means the client knows that: 
-  background checks have been done on you and your company
- that you are in good standing in the industry
- that you meet certain industry norms and standards
- that should anything go wrong they have access to free mediation
- that should they be nervous about handing over funds they have free access
to the KSA holding account. 

Your battle will be already 50% won.

Use of the KSA’s holding account facility is also exclusively available to
members and can not only help you secure a deal, but also ensure you get that
valuable last 10% payment in. Many consumers have been burned by a fly-by-
night company and lost money. The KSA’s holding account is flexible and can be
utilised in many ways to assist you in securing a deal. There is no cost to you or
your client. You can negotiate release terms for the funds with your client,
giving them the security of control while you are safe in the knowledge that
they have the funds to complete the job. 

K
S

A
| P

A
G

E
 4

In order for the KSA to have true value, members need to actively use the
KSA as a sales tool and make full use of the tools we put in place to benefit
our member's businesses. When a member correctly showcases how
valuable membership is in affording the consumer protection, the consumer
will be hard pressed to appoint a non KSA-member to do their kitchen. 

Showcasing your KSA membership by displaying your membership
certificate, Code of Ethics and KSA awards in your showroom and using the
member badges on advertising and your social media, the consumer will
easily identify you as a safe investment. By guiding the consumer to the KSA
website and using the KSA Consumer Guide when consumers visit your
showrooms or when you quote, you will once again reinforce the idea that
you, as the company owner, have chosen to put this protection in place for
your valued customer’s security and well-being.

The majority of kitchen manufacturers and stone fabricators are looking
for new and innovative ways to attract and secure customers. Being a KSA
member helps you do this. Hundreds of consumers go to the KSA website,
visit the KSA at shows or call the KSA offices looking for a referral to a
company.



THE KITCHEN COMPANY 
& FABRICATOR 
CONTINUED
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Once funds are in the KSA’s holding account the consumer cannot get them out

again unless you and the KSA agree they are not owed to you, or the KSA is

issued with a court order to return the funds to the client. The KSA will not

embark (unless instructed to do so by you) on mediation until outstanding funds

are placed into our holding account,  affording you the chance to get your final

payment in.

The KSA puts tools in place to assist you in marketing your business. You have

the option of a free listing, expanded listing, or advert in the annual KSA

Consumer Guide.  You can feature your business’s news on the KSA website

news page, our Facebook page, Linked-in profile, Instagram page and our

YouTube channel.  You can also showcase your work on the KSA website gallery

page. Each month we feature a member's work on social media in the  kitchen of

the month post. We have also added the option for an expanded listing on our

website member's page as well as banner advertising on the KSA website. You

can also use the KSA to recruit staff by advertising vacancies on our various

platforms. 

KSA members can also access a special discount to exhibit at Decorex and we

work with Decorex to facilitate special features that showcase KSA members. 

 Our relationship with multiple publications also provides opportunities for

members to showcase their work.

You can increase your industry networking and connections by attending KSA

events.  We are constantly building relationships with other organisations like

IID, GIFA  and SAFI to facilitate networking with industry professionals and

other industry players. 

You can also increase your employee’s skill-set by attending courses and

seminars organised by the KSA - sales course, dispute avoidance course,

appliance workshop to name but a few. Your KSA regional representative is also

on hand to actively help you on your journey.  Lockdown saw the KSA get

actively involved in lobbying government to get our industry back to work and

ensuring our members understood the ever changing legislation and the impact

this had on their business. 



THE KITCHEN COMPANY 
& FABRICATOR 
CONTINUED
You can offer your customers free mediation coordinated by KSA staff who
are qualified mediators and registered with the SA board of mediators. You
can make use of the extensive library of KSA articles on the KSA web site to
educate and inform your prospective customers.

The KSA can advise you on your contract and assist with their standard
trading terms. Completion and sign off of jobs can be made easier through the
use of the KSA’s hand over certificate and care and maintenance document. 

The KSA's minimum standards documents gives valuable guidelines on the
minimum acceptable standards that we will look to in the event of a dispute
and our advisory documents help advise industry and the public on issues such
as maintenance, yellowing of materials, stone quality etc.  

Our stone fabrication and installation guidelines is also an invaluable
document giving the best practice guidelines for the industry.  In the event of a
dispute this document will be invaluable.
 

KSA actively works to bring new talent into the industry by working with
design schools and the IID. Our recently adopted Kitchen Design Project for
design students has been a huge success helping to increase specific skills and
knowledge of kitchen design, and build a passion for it as a future career.  We
assist in finding work placement among members for design students and run
job opportunity workshops for third year design students.

KSA assists with product knowledge through supplier product evenings,
launches and training courses. 

We seek to keep our members abreast of their legal obligations and ensure
that their staff get fair treatment by embarking on regular meetings with both
the Building and Furniture Industry Bargaining Councils.   We have a strong
relationship with SAFI and work with the greater furniture industry via the
Furniture Industry Master Plan to address key issues facing our industry.

Our kitchen and fabricating members work closely together on a daily basis.
The KSA works to try and strengthen those ties and communication, always
looking for ways to educate our kitchen members on what is happening in the
stone industry to ensure the smooth operations of the two members working
together. 
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THE KITCHEN COMPANY 
& FABRICATOR 
CONTINUED
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We also look into all avenues for training and education among our
fabricators working with stone and tooling supplier members to add value
and knowledge. We encourage our kitchen members to work directly with
KSA registered fabricators, as this ensures the full protection of the
consumer and that the KSA can work with both the kitchen company and
the stone fabricator hand-in-hand; in the event of a dispute, ensuring fair
accountability and recourse.

It is also important to us that our kitchen members are partnered with
professional and qualified fabricators. As such, membership is dependent on
the fabricator having a proper fabrication facility, with the necessary tools
of the trade, and that they are registered with the appropriate authorities,
like the BIBC, if applicable in the region. 

The KSA has also been in contact with bodies like the Marble Institute of
America, and is working on following its lead with an industry endorsed
‘code of best practice’ for the fabrication and installation of stone in South
Africa.

Both our kitchen and fabricating members are acknowledged at our AGM
should they have had no disputes leading to site inspections in a calendar
year. These awards are meritorious and should be displayed with pride.



THE
SUPPLIER
Suppliers, much like kitchen manufacturers

and stone fabricators, are always looking for

new ways to strengthen their businesses,

better their relationships with their

customer base and network with potential

new customers. 

The KSA offers suppliers to the kitchen
industry a unique opportunity to work
closely with and give back to their core
client-base through several avenues:
  - Showcasing your products to the industry

at Supplier product evenings and our

regional industry showcases.

  - Providing opportunities to support clients,

collaborate and showcase new products at

Decorex.

  - Distribute news of new products, staff and

company news on the KSA web site and it's

What's Hot platform and social media

platforms.

  - Network with the industry on both formal

and informal levels at events and social

gatherings.

  - Sponsorship and competition

opportunities

  - Opportunities to offer training to

designers and installers thus ensuring your

product is properly used and installed,

cutting down on 'under warranty' service and

nuisance calls.

 - A link to the designers of the future

through our student kitchen design project.
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KSA actively encourages kitchen company

members to support KSA registered

suppliers over other suppliers, this way

expanding the protection afforded to the

consumer.

Over and above all this, the KSA will also

step in and mediate should the quality of

your product be brought into question or if

you need help bridging a relationship with a

fellow member.

Importantly, the KSA offers an opportunity

to work with your colleagues and

competitors to address the issues that affect

our industry on a daily basis. It also offers an

opportunity to give back to the industry that

offers us our livelihood. Suppliers are

uniquely positioned to see from an objective

standpoint, issues facing the kitchen industry

- whether it be training, cash flow or need for

information.

Supplier feedback and insight is highly valued

by the KSA to assist us in identifying problem

areas and ways of addressing these issues. It

is important to the strength of the industry,

that there is a strong bond, and good

communication and cooperation between

supplier and kitchen manufacturer. 

Supplier input has allowed us to put out

many valuable advisory documents into the

industry as well as create important advice

and guideline documents that enhance the

service the kitchen members can deliver, but

also educate the public.   



THE SUPPLIER
CONTINUED
Many of our informative and training

videos on the KSA YouTube channel

access the vast resources and knowledge

of our industry suppliers. 

 To acknowledge our supplier member's

hard work and encourage them to offer

good products and service to our kitchen

members, we annually ask our kitchen

members to vote for the suppliers offering

the best products and service.  These

companies are then acknowledged during

our awards season.

The KSA works with industry partners to

promote the association and look for

opportunities for members to benefit from

special offers. We are always on the look

out to negotiate preferential pricing and

editorial opportunities with publications.

We are often asked by major publications

to supply images from within the

membership. Publications ask us for

information and feedback from within the

industry for articles they are writing. 

All these offer opportunities for free or

reduced cost exposure. Our exclusive

contract with Decorex also facilitates

better stand pricing, sponsorship and

exposure opportunities for members. K
S

A
 | P

A
G

E
 9

The addition of the What's Hot page on

the KSA website has been done

specifically for our supplier members to

give them a platform to showcase new

products and materials. To add to this, we

now also facilitate banner advertising on

the KSA's homepage which is a prime

opportunity for branding.

Our industry showcases are also a

fantastic platform for supplier members to

showcase their goods and products to the

larger kitchen industry, the building

industry and industry professionals.  The

events take place in Gauteng, Cape Town

and Durban and, when possible, in

Gqeberha, and have been growing in

popularity with strong attendance and a

growing number of suppliers wanting to

exhibit.



OUR KEY PROJECTS,
ACHIEVEMENTS &
GOALS FOR THE
FUTURE
While COVID handed our industry many challenges it gave the KSA  an

opportunity to put their thinking caps on and develop new and
innovative ways to reach and support our members.  Our work keeping

members up to date on the legislation, and what it meant for their

businesses, was invaluable and helped members stay focused and

positive.  We were also able to properly develop an online presence

ensuring our team and members could stay connected and that we could

continue to offer our launches and training,  just in a new manner.  While

COVID is now having less of an impact on our day to day operations the

move to online will remain for many platforms and will allow us, as an

organisation, to offer the skills of our team members in other areas to all

members.

Over the past few years we have developed an alliance with SAFI (The

South African Furniture Initiative).  The KSA team worked to get

kitchens recognised as furniture and part of this broader industry and as

such, to be part of SAFI's Industry Master Plan which has been put

together as an industry intervention with the DTI.  The Master Plan looks

to identify issues the industry is facing in imports and exports, raw

materials, training and staff, as well as investment and support.  The KSA

were active in the restructuring of SAFI to properly represent the

various sectors in the furniture industry, and the KSA's national manager

holds the seat of chair for the newly formed kitchen chamber, as well as a

seat on the SAFI board.  The KSA's partnership with SAFI is going to be

key to us addressing some of the major challenges facing the SA kitchen

industry and we are looking forward to being part of some positive

changes moving forward.

As there is no formal qualification for a kitchen designer in South Africa

we have seen how difficult it has been for those working as kitchen

designers to get the industry acknowledgement and respect that their

skillset deserves.  

K
S

A
| P

A
G

E
 1

0



OUR KEY PROJECTS,
ACHIEVEMENTS &
GOALS FOR THE
FUTURE CONTINUED
The development of our Kitchen Designer Registration program was

undertaken to change this, and put a means in place, for kitchen

designers to have their credentials vetted and certified and their

experience formally recognised. We encourage all kitchen companies to

invest in their staff, affording them professional recognition and

registering them with the program. More information can be found by

visiting: https://www.ksa.co.za/members/registered-kitchen-designers

Our collaboration with the IID has lead to the development of the

student kitchen design project.  It was clear to us that design students

were not covering enough in their curriculum when it came to kitchen

design and what they were learning was not practically helpful to them if

they looked to get a job in the industry moving forward.  With the

industry battling to find quality design staff, reaching out to future

designers and instilling a passion for kitchen design was paramount.  We

are very proud of this initiative and, hope to see it grow, and for our

members to partner with these students and assisting them with

internship and job opportunities.

Supporting the stone fabrication industry has always been a priority for

the KSA.  We are focused on skills development and ongoing education

in the industry by collaborating with key supplier members and taking

the training, support and education direct to the fabricators.  Through

this we also hope to develop stronger bonds and better communication

channels between fabricator and supplier.

With lockdown having given many members the time to relook at their

showroom spaces, we have opted to pull on the vast knowledge of one of

our team in the 'retail experience', to develop an online offering to help
members optimise their showroom space ensuring it is engaging,

inviting, practical and sales friendly.  This new course is perfectly timed

to ensure our members are taking the lead in kitchen showroom spaces.
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CONCLUSION

THE KSA IS AN INDUSTRY ASSOCIATION HERE TO REPRESENT YOU – THE
KITCHEN INDUSTRY. AS A MEMBER RUN ASSOCIATION, WE NEED YOUR
INPUT AND INVOLVEMENT FOR THE ASSOCIATION TO GROW IN STRENGTH
AND VALUE PROPOSITION.

The KSA has been working to better the SA kitchen industry and benefit its members since 1989.  Over
the years the association has grown and transformed to become a credible organisation that can stand
proudly alongside other similar organisations worldwide.

Our dedicated team are truly committed to our members and the industry and love nothing more than
being able to add value to, and support their members.  

KSA membership is a tool and a means of publicly claiming your spot as a reputable and accountable
player in the industry.  As with most things, KSA membership works for those who know how to work it. 
 To get the most from your membership, time needs to be taken to stay abreast of what we are offering
and what facilities we are making available to you.  You need to be involved.  You need to publicise your
membership, and you need to engage with us.  The members who get the most out of their membership,
and see the most value in it, are those that use it to its full potential.

To our members, we say a huge thank you for your ongoing support of the organisation and your faith in
us.  It is an honour to work alongside you, support you through your challenges and raise you up on your
achievements.

To potential members we say – what is holding you back?  This industry gives you your livelihood; stability
and growth are what is needed for that livelihood to thrive. By being part of the KSA, you become part of
the process to addressing the issues that are holding the industry back. The stronger the voice of the
industry behind the KSA, the more we, as an association, can achieve to better the industry. Don’t hold
back. If you are an ethical, consumer conscious company that prizes itself in its customer service and
quality workmanship and product, you should be a KSA member. 

Together we can make the industry stronger.
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THE KSA...
 

SERVING THE SA
KITCHEN

INDUSTRY & THE
CONSUMER SINCE

1989. 

F I N D  U S :

@ k i t c h e n s p e c i a l i s t s a s s o c i a t i o n

k i t c h e n s p e c i a l i s t s _ k s a

T h e  K i t c h e n  S p e c i a l i s t s  A s s o c i a t i o n

h t t p s : / / w w w . k s a . c o . z a


