
18

WHAT SHOULD 
BE ON YOUR 
QUOTE?
Your quotation is one of the most important 

documents you will receive when planning 

a new kitchen. It is vital that your 

quotation is detailed and accurate

so that you are 100% certain 

about what exactly you are 

getting from the company.

You need to go through your quotation with a 

fi ne tooth comb ensuring you understand each 

line and that nothing is missing because once you 

have signed it or handed over your deposit you are 

accepting that this document is accurate and you 

will be supplied the materials it specifi es. If you 

have not done so you will have no real recourse in 

the eyes of the Consumer Protection Act.

There are certain things that you must look for 

on your quotation to protect yourself and ensure 

there are no misunderstandings as to what you 

think you are getting and what you actually receive. 

When it comes to the kitchen component of the 

quote, detail is everything. Don’t be intimidated by 

a long, detailed quote. The more detail the company 

includes the more you are protected. The materials 

being used must be detailed and should include 

the type of material – is it MDF, Melamine, Duco 

etc. The supplier should be specifi ed particularly 

if you have asked for a specifi c material – for 

example a Niemann Board or Fenix. If the supplier 

is not listed the company has leeway to replace the 

product you have selected with something similar 

and while a product may have a similar look you are 

not guaranteed it is the same quality. Only if the 

product/supplier is named can the KSA determine 

if the same levels of quality have been supplied 

in the event of a dispute. The quote should also 

reference the specifi c colour of the material. Some 

colours are unique to specifi c suppliers so if the 

colour is listed but not the supplier this can also 

assist in pinpointing whether you have received the 

correct materials.

When it comes to the doors a full description of 

the door style should be given – is it shaker, square 

edge, reverse handle grip etc. Once again having 

the supplier and colour listed is vital. The door size 

and whether it is left or right-hand opening are also 

vital pieces of information.

We fi nd that the most common area of 

miscommunication is in the supply of the kitchen 

hardware. It is vital that the exact make and model 

of each hinge, runner and insert is listed and 

clearly explained. Often customers see hardware 

and inserts in the showroom but don’t put two and 

two together that what they see might not be what 

they are getting because it doesn’t fi t their budget. 

By making sure the make and model is listed you 

can ask to be shown again exactly what you will be 

receiving ensuring there are no miscommunications. 

Having the supplier listed is vital. When it comes to 

hardware you get a huge range of products that vary 

tremendously in quality and and their respective 
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warranty. If it comes to a dispute the KSA would 

want to ensure that if you did not get the brand you 

thought you were getting that you at least got one 

of comparable quality and with a similar guarantee. 

We often fi nd issues arising with inserts and 

accessories. These are never supplied as standard 

and are always additional extras so while you may 

have seen them in a drawing or in the showroom 

they will only be supplied if specifi ed on the quote. 

With all of the above you want the items listed 

individually and not grouped together with one 

mass pricing. You have the right to know what 

you are being charged for each piece of product 

being supplied. Ask to be shown the cost per item. 

If the quote lists a variety of things and give you 

one lump cost ask for a revised quote showing the 

breakdown. Quantities must also be clearly shown. 

When it comes to the supply of tops you may 

have this included in your kitchen quote but it may 

also be on a separate quotation from the fabricator. 

We fi nd a lot of miscommunication here. Firstly, we 

fi nd that often the client has not taken the time 

to visit the material supplier or the fabricator and 

often has not seen what the material looks like in 

slab form and are basing their choice off a small 

sample seen in a showroom. It is important to 

know that if you base your material selection on 

just seeing a sample rather than seeing the slab 

at the fabricator or supplier then you will have less 

recourse. Most popular surfacing materials come 

with some natural defects or colour variations and 

you need to make sure you are happy with the 

material on a large scale. 

It is important that your surfacing quotation 

shows clearly the colour and brand of the material 

being supplied. This is the only way to ensure that 

you are getting the brand of material you wanted 

and that it is not being swapped out for something 

similar that the company can make greater margins 

on. As with hardware not all materials are of 

comparable quality and without a brand-name we 

cannot guarantee you are supplied a product of the 

same quality as you originally wanted.

Getting a lump sum is once again a no, no. The 

quote should refl ect the price for the material and 

the cost of the fabrication and installation. This way 

you know that you are being sold your material at 

a market related price and that you are not being 

sold a material at a highly infl ated price over the 

suppliers recommended retail price. This also 

protects you in the eyes of the CPA. 

So, when you get your quote remember more 

is better. The more detail they give you the more 

you are protected. Go through the quote carefully 

with your supplier and check each line item to make 

sure it is what you wanted. Finally, be fair to the 

companies you have asked to quote and ensure 

you are comparing apples with apples. Make sure 

all quotes you get are equally detailed so you can 

ensure you are getting comparable quality and 

quantity in each. It is very easy for one company 

to undercut another when they supply more cost 

effective or lower quality material. Before you decide 

to reject a quote as being far more expensive than 

another double-check that they are truly offering you 

the same thing.


