
SO, YOU WANT TO BE A KITCHEN FITTER? 
 

1 

 
 

SO, YOU WANT TO BE A KITCHEN FITTER ? 
 
 
 
 

A SHORT GUIDE TO AID THOSE SEEKING TO START A NEW  
CAREER IN KITCHEN FITTING  

 
 
 
 

STEVE LAKE © 2008 
 
 
 
 

WWW .DIYKITCHENFITTING .CO.UK  



SO, YOU WANT TO BE A KITCHEN FITTER? 
 

2 

 
 
 

Introduction  
 
I have written this guide in response to the many and varied questions 
received through the website diykitchenfitting.co.uk. It is written for those 
considering a career as a kitchen fitter and hopefully will answer many of the 
common questions raised. 
 
The book ‘Kitchens – How To Really Fit Your Own’ will show you how to 
fit the kitchen and this guide will tell you how to get going as a kitchen fitter. 
 
The following pages contain information and references to prices that should 
apply only if you are new to kitchen fitting and need to make your start up 
budget go as far as possible. Of course, once you are established and have 
decided which type of fitter you will be you will then have the knowledge 
and experience to know what works best for your particular area. 
 
Although kitchen fitting is currently not regulated, l would envisage that at 
some stage in the future it will go the way of most trades and require an entry 
qualification to participate so any opportunity you have to acquire formal 
training in either electrical or plumbing work will be beneficial. 
 
Until 2005 a kitchen fitters life was relatively straightforward as all but gas 
connections could be carried out without regulation. With the recent 
introduction of electrical regulations it now hinders kitchen fitting further as 
arrangements for an electrician or a visit from the works department of the 
local council have to be made to inspect your electrical work  before you can 
complete the kitchen. 
 
You do not need to be a member of any organisation to start fitting kitchens, 
just register as self employed and choose whether to have VAT registration 
or not. Details are explained further into this guide. 
 
Finally, as you are the one considering, or embarking on your new career, 
you have direct and more recent experience of setting up than l do. If you 
find there are any areas lacking in this guide please let me know and l will 
amend it for future readers. 
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Why become a kitchen fitter? 
 
There are many reasons that people choose to be a kitchen fitter and 
probably behind most of those is the money that a good fitter can earn. 
Considering the skills and amount of tools required to fit a kitchen it is quite 
reasonable to expect good pay for your services. 
 
The following might seem like a Tarot reading for kitchen fitters but it is my 
opinion based on myself and the fitters l have met over the years 
 
Kitchen fitters by nature tend to be of a breed that needs more than the 
routine of a standard 9-5 job to satisfy them. Days are never the same and 
even if the overall job is similar, each job is in a different location with a 
different customer offering different challenges. 
 
Independent kitchens fitters are exactly as the name states, independent. 
They are confident enough to work alone, make their own decisions and 
don’t like to be judged by company rules and regulations. There are no office 
politics, no redundancy worries or any of the other stresses of working for an 
employer. 
 
A natural keen interest in general DIY is also a good reason why many join 
the ranks. A mix of carpentry, plumbing, tiling, and floor laying skills ensure 
variety and keep the body and brain working well. 
 
There is no age limit to starting a career as a kitchen fitter. Although the 
work can be hard at times there is nothing to rule out age. It is a career that is 
mostly based on common sense and confidence and if you have those and an 
organised mind you will enjoy your new career. 
 
Of course, to gain the benefits of being a self employed independent kitchen 
fitter you will have to forgo some of those of being an employee. Sick pay, 
holiday pay and job security are the main benefits that are lost. These really 
only apply during the first few years as once you are established you will be 
able to comfortably afford sickness insurance, take holidays when you like 
and have enough work not to worry about the future. 
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What you will need 
 
To begin a career as a kitchen fitter you will obviously need some type of 
experience in fitting them. This could have been gained by fitting your own 
kitchen and realising you could make a good living from it or maybe you 
have fitted friend or neighbours kitchens. 
 
Whatever experience you have, only you will know if you are ready to fit 
kitchens independently for a living. Whatever you do, don’t practice on 
customers kitchens, make sure you have enough knowledge and confidence 
to do the job and satisfy the customer. 
 
The most difficult parts of fitting a kitchen are the worktops, cornice and 
pelmets. Practice with the tools and off cuts of wood or worktop until you 
are confident that you will be able to reproduce it on site. 
 
Whatever your experience, it is a whole new world when you start to fit them 
for customers as you are generally presented with a plan on day one and left 
to fit it. There are many different suppliers of kitchens and each have their 
own assembly and fitting methods to learn but this shouldn’t put you off. As 
long as you understand the basic concept of kitchens and the rules regarding 
placement of appliances etc you should be ok. 
 
Armed with your experience, your confidence and the knowledge gained 
from the book you should have enough theoretical experience to complete 
the job. 
 
Practical experience should be a good mix of DIY and a certain amount of 
time practicing with unfamiliar tools such as the jig and router.  
 
You will also need good, clear communication skills as customers like to 
know exactly what is happening and what they can expect to happen. 
 
Finally and obviously you will need tools. I have listed 
these in the book but if you don’t have all of them don’t 
worry as you can improvise if you don’t have them. 
Keep yourself a small budget in case you need to dash 
out and buy a tool that really  is critical for the 
particular job you are doing. Tool kits are built up over 
time and no matter how many you arrive with you will always find that there 
is a later and better tool on the market to do the job quicker. 
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KITCHENS FITTED 
COMPLETE  from £400 to 
£700 – Full or part service. 

Contact Steve Lake 
Tel 01805 62 etc 
Mobile 077 66 etc 

Testing the market 
 
A common concern when starting up on your own is the amount of work 
available to you. This could depend on the population of your local area and 
how far you are willing to travel. Ideally you should live in or near a large 
town and travel no more than 20 miles each way. There is nothing worse 
than finishing a day’s work and then having an hour or so to drive home. 
 
As with all start up businesses, the hardest part is the setting up. Once you 
are established and proven to supply a good service you will find that much 
of your business comes from word of mouth. Until that time you will need to 
generate business using various forms of advertising. 
 
To determine the volume of work initially available l would suggest placing 
a small advert in the local paper or postcards in local shops to test the 
response. Not everyone that needs a kitchen fitting will respond to these 
types of advertising but it will give you a good idea of demand. You don’t 
need many customers to get you going as for each of your jobs you should 
allow up to two weeks while in the learning stage. 
 
Word your adverts carefully to attract the type of customer you are looking 
for. Some customers can be put off by big flashy adverts as they think you 
will be expensive while others will be detracted by a small text advert as they 
will assume you are ‘fly-by-night’. Always put your name or company name, 
a landline number and a mobile number as very few people will put trust in 
you if you only have a mobile number. 
 

An advert that l used some years back simply 
read ‘Kitchens Fitted Complete from £400 to 
£700 – Full or part service’ followed by my 
contact details. This type of advert always 
attracts those looking to keep costs down and 
will also attract those that have fitted their own 

kitchen but may be stuck on one part of it, usually the worktops. 
 
Of course, if you advertise a price you then have to stick to it once you 
quote. I used that advert when l needed some work when l moved to a new 
area and it gave me a good start. As you get more established you can 
remove the price from the advert but it is good to keep the advert going as 
people get used to seeing your name. 
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Testing the market 
 
As you are starting up as a kitchen fitter it is difficult to advertise in trade 
areas such as large DIY stores as they will want references etc. That form of 
advertising can wait until you are more established. In the meantime, let your 
family, friends and neighbours know of your plans as that starts the word of 
mouth moving around town. 
 
My own experience of placing small adverts is that the work that comes from 
it is usually required quite quickly. Either the customer has left it late to find 
a fitter or has seen the price in the advert and wonder why they are paying 
three times as much or a homeowner has started the kitchen but found it too 
much to complete.. 
 
You don’t have to accept every job that comes along – if a job looks too 
difficult in your early stages, leave it alone. There should be enough work for 
you to pick the more straightforward ones and as you learn you can step up 
to the more complicated ones.  
 
Remember - starting up as a kitchen fitter is just as difficult as starting any 
business so don’t be put off if the early stages are not as you dreamed, 
perseverance pays! 
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How do I start and how much will it cost?  
 
As with all business starts up there are costs involved. How much cost is 
dependent on how much you can afford. The main aim is to portray a 
professional image to the customer that you quote for. 
 
If you have tested the market or are confident that 
you will have plenty of work during the first few 
months of your new business then spending money 
on tools and transport shouldn’t be too much of a 
worry. If, however, you are going into the business 
‘blind’ it would be more prudent to buy tools and 
equipment as you need them rather than having 
them and not needing them. 
 
Ideally, if you had £2,500 to invest, that would be 
the amount that would set you up with all you need 
and give you the confidence of knowing that you 
have all you need from the first job. That amount 
would include transport, tools, insurance and advertising but obviously 
would not cover your wages so you would need to start earning immediately. 
 
Transport 
To carry the amount of tools that you need a van is the ideal choice. Have 
your name sign written on it and it will provide your customer with the 
image they are looking for and you also have perfect mobile advertising. The 
size of van is your choice, the smaller it is the more organised you need to 
be. I use a Citroen Berlingo and can fit everything l need in it in an orderly 
fashion. 
 
If your budget will not stretch to a van initially then an estate car will suffice 
until such times as you can. I recommend that you get either self adhesive or 
a magnetic signs as it does provide a good image. You can get these for 
about £100 and are available from local shops or take a look at 
www.signs2suit.co.uk. As they are good advertising it is money well spent. 
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How do I start and how much will it cost? 
 
Tools 
If you are apt at DIY you may well already have most of the common tools 
that you need to get started. A list is available in the book and on the website 
www.diykitchenfitting.co.uk/tools. 
 
To convey the professional image, tools with a well known brand will 
impress most customers and also boost your confidence knowing you are 
using true professional tools. These can be purchased as your income 
increases. 
 
You will probably not have a router or worktop jig and these are a must, 
again details are available in the book and on the website. 
 
Advertising 
At least one small advert in the local paper 
every week will keep the work coming in 
and also increase your profile. A small 
advert will normally cost around £15 per 
week but check with you local paper as 
they often do deals for a 6 week run. 
Be warned! If you place an advert 
anywhere, you will receive calls from many 
companies all trying to sell you something, usually advertising. You either 
have to learn to say no politely or just be blunt. They always seem to have 
the knack of calling when you are under a sink or up a ladder! 
 
Insurance 
You must have public liability insurance to work on premises other than your 
own and any insurance company will be happy to supply it for you. 
You also need your transport insured for business use, the cost is usually not 
much more than standard car insurance but do inform them if you are leaving 
tools inside the van overnight etc.  
Unless you are supplying products, i.e. kitchen cupboards, taps, worktops etc 
you will not need product liability insurance. 
 
The above are the main costs involved in setting up your business. Other 
costs such as more advertising, joining trade association, company stationary 
etc are beneficial but not imperative and can be undertaken as your funds 
grow. 
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How do I set up as a business? 
 
Setting up your business as an independent kitchen fitter is relatively straight 
forward and simple to start with. I would recommend starting as a sole trader 
and changing to a limited company at a later date if you want to. 
 
You will be required to contact your local tax office and inform them that 
you plan to become self employed, they will then send you details of what 
you need to do next. 
 
From day one of any money paid out or received for your business you will 
need to keep every receipt and invoice, not all can be claimed for but many 
can be included in start up costs and offset against tax. 
 
You will also need to keep an accounting record of every transaction. You 
can either do this yourself on a PC or find somebody locally that advertises 
book keeping. I always found it easier 
to do it myself as you then retain 
control of everything. I will add a basic 
accounts spreadsheet to the website in 
May 2008 which you can download and 
use straight away. 
 
Registering for VAT as a kitchen fitter 
is always a difficult choice. One the one 
hand if you do not register for VAT 
then you do not have to charge your customers VAT. This is quite an edge 
when quoting as it can mean another £117 on a £1000 quote. On the other 
hand, some customers can see it as slightly less professional if you are not 
registered and may think you are evading tax etc if they do not understand. 
Normally, at the quoting stage I tell the customer why they do not have to 
pay VAT. It is because my turnover will not be above £63,000 therefore l am 
not legally required to register. Usually, the customer is satisfied and quite 
pleased not to be paying another 17½%. 
 
If you do not charge your customers VAT it also means you cannot claim 
back VAT that you have paid out. It’s a swings and roundabouts game but l 
find it much easier to win business by not registering for VAT. 
 
You can register online for VAT at https://customs.hmrc.gov.uk. 
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How do I set up as a business? 
 
Once the tax office are informed and you have decided whether or not to 
register for VAT you are then ready to go out quoting for business. The next 
item you need is some professional looking stationary. These days it is not 
expensive with a home PC to design your letterheads, quotes and invoices to 
a good standard. There are many websites that will do 200 good quality 
business cards for £20 or so. If you need help with any of it email me at the 
website. 
 
First impressions in any business are important and there are a couple of 
ways to appear professional from the start when communicating by 
telephone. 
 
The home phone – if you have a BT line it is quite simple and cheap to have 
it set so that you have 2 telephone numbers each with a different ring. The 
first number will be your original home phone number with its usual ring 
tone. The second will be a new number and have a more distinctive ring 
tone. Use the second, new number on your business advertising and try to 
impress on others in the house either not to answer the phone when it rings 
with the distinctive ring or to answer it in a professional way. The service is 
called ‘call sign’ and you can set it up on-line at bt.com or contact your 
phone supplier if you are not a BT customer. Set your answer phone to a 
neutral message that will suit friends and family calling but will also be 
suitable for business customers.  
 
The mobile phone – If your mobile phone has an answer phone set it with a 
similar message to the home phone. When you answer the mobile phone, 
rather than just saying ‘Hello’ try to get into the practice of saying ‘Hello, 
RS Kitchens – Steve speaking’ or similar. A little professionalism goes a 
long way. 
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How do I get work? 
 
In the early stages most of the work coming your way will be from direct 
advertising. As you get more established the majority will be from word of 
mouth based on your reputation.  
 
The form of advertising depends on your area but generally an advert in the 
local paper should get you going. 
Cards in shop windows are low cost 
and effective if placed in popular 
shops. Some trade displays at large 
supermarkets and DIY stores are a 
good form too but may need 
references before they will display 
your details. 
 
If you have your van or car sign 
written, try to park it at a place where 
there is high traffic and make sure the sign writing is large enough to at least 
read ‘Kitchen Fitter’ and ‘ Phone number’ from a distance. 
 
As stated earlier, you will have many companies phone you and try to get 
you to advertise with them. Most of these are quite low distribution and not 
worth the money. Yellow Pages will call you but bear in mind it will 
probably take them 6 months or so to get you into the book so it’s not an 
ideal starting advertising method although it will be good for the future. 
 
If you are computer literate, post your business on as many free sites as you 
can that are local to you. Ideally a website advertising your presence may 
bring you extra business but will also be a good line to add on your business 
card for prospective customers to look at. Again, if you need help, email me. 
 
Once you are establish you can get on to many ‘trade recommended areas’ 
such as B&Q, Wickes and the like but until then you will have to take 
whatever comes your way. 
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How do I make money? 
 
Obviously as a kitchen fitter most of your 
income will be as a result of fitting kitchens. 
The more skills you have though the more 
opportunity there is to make more money for 
more of the time. 
 
It is quite common to quote for fitting a kitchen 
and then end up tiling and flooring it as well. 
Some customers will ask you to include the 
cost of these in the quote but many will hope to 
do it themselves once you have finished. Some 
customers will ask you after a day or two if you 
can tile it and lay the floor. This will be unexpected money for you and can 
always be planned in for a weekend or on a couple of free days. 
 
I quote a price for a kitchen and tell the customer it will take 5 days to 
complete. If I complete it in 3 or 4 days the price is still the same but it 
means there are 1 or 2 days free. If you get into a regular pattern of quoting 
that way you will generally have 1 free day per week plus the weekend if 
necessary. It is better to allow 5 days per kitchen and finish it on time or 
early rather than quote 4 days and finish it late. You never know how simple 
or difficult a kitchen will be until you start it. 
 
Sub-contracting some work is another area to make a profit – if you are not 
confident of flooring, tiling etc you can find someone else to do it and pay 
them less than you are being paid. Bear in mind if the customer pays you for 
the tiling/flooring and there are any problems with it then you will be 
responsible so make sure you know whoever you employ is good. 
 
The same applies to electrical work – you have the choice of doing it 
yourself in conjunction with the local council or you can sub contract an 
electrician to do it for you. 
 
With gas l would never sub contract it – arrange a Corgi registered engineer 
to connect the gas and ask the homeowner to pay them direct, that takes you 
out of the responsibility loop. 
 
If you have plumbing skills you might be asked to do the bathroom or fit a 
shower etc. There is no end to the extra jobs you will be offered once the 
homeowner has witnessed your skills. 
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How do I make money? 
 
If you are adept at plumbing and qualified at electrical work you could offer 
a service whereby the customer pays you a monthly fee to come out and fix 
any emergencies. 
 
Once you begin to get established you will soon find that you can work 24 
hours a day 7 days a week if you choose and you could consider employing 
an assistant and building from there. 
 
While fitting kitchens you will see there is quite an opportunity to supply 
them as well as fit them. That is a whole new ball game and one to explore if 
you ever get tempted. 
 
These are just some of the many ways of improving your income while 
kitchen fitting as long as you are flexible. 
 
Know your limitations 
 
As a kitchen fitter you will be multi skilled in many tasks. It is important to 
understand that not everyone is good at everything. If you have a particular 
task that you cannot master then it is best not to do it. 
 
Laying lino & carpets and plastering are jobs l 
always refuse. I have tried them over the years, 
never with perfect results so l know not to do 
them unless l ever get the time to spend weeks 
learning them first. 
 
Not many customers will expect you to be able to 
do every job offered to you so don’t be afraid to 
say no. If you explain your reasons to the 
customer they will understand and admire your 
honesty which all helps with your reputation. 
 
You can always subcontract the jobs you are not 
good at so it shouldn’t deter you from starting up as a kitchen fitter. 
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How do I give a quote? 
 
99% of your first contact with a new 
customer will be via the telephone. They will 
gain an impression of you from the first call 
so be professional, polite and keen to do the 
work for them. 
 
Never give a price over the phone without 
seeing the job. You will be surprised how different a customer’s description 
can be to the actual job. Try to get a picture in your mind of the job then 
arrange an appointment to suit you both as soon as possible. 
 
When you arrive at the house you can either give a verbal quote at the time 
or if the kitchen is complicated you can get back to them with a price a day 
or so later. This is probably the only opportunity you will have to see if there 
will be any obvious problems when you come to fit it so don’t be afraid to 
ask for 10 minutes to examine the current installation. Check the walls for 
construction and whether they are straight or not. Check the plumbing, gas 
points, electrics and any other obvious areas that may cause problems. 
 
Have a chat with the customer and try to find out if they have had a quote 
from anyone else to give you a figure to aim at. If they have only had one 
from a major supplier you are probably quite safe as you will be able to 
substantially under cut it. Don’t be tempted to undercut ‘the man up the 
road’s £500’ quote as you will not make a living from it. Some customers 
will want the kitchen fitted next week and others maybe in 10 weeks time so 
discuss the date to make sure you can actually fit it in if you get the job. 
 
Try to appear confident and knowledgeable about the kitchen and the 
products, even if you have never fitted a particular item you will have a few 
weeks to find out how. 
 
If you give a quote on the visit you will probably know if you have the job or 
not. If you have to supply a quote a few days later you will have to wait and 
see but you should have a good idea from the knowledge gained by your 
visit. 
 
Even if you give a verbal quote on the day you will need to follow it up by a 
detailed written quotation. The more detail you put on the quote the less area 
for confusion when it is time to pay the bill. 
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How do I give a quote? 
 
The quote below is similar to those l have successfully used over the years 
and leaves no room for argument at the end of the job. 
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How do I give a quote? 
 
You will see that the quotation is quite detailed and leaves nothing to debate. 
It’s your choice whether to follow this way but if you simply write ‘ To Fit 
Kitchen As Discussed’ you will find you are leaving the door wide open as 
to what you thought the job included and what the customer thought was 
included. 
 
I always charge exactly what the quote states unless a completely an 
unexpected and costly problem arises. It does nothing for your reputation to 
quote low then add ‘extras’ on. If a problem arises during the fitting, let the 
customer know immediately and discuss a solution that you are both in 
agreement with. 
 
 
Make the quote look as polished as possible then hand deliver it if you can. 
The post is quite reliable but it is annoying when a quote does not arrive and 
the customer thinks you were not interested. 
 
If you are successful with your quote, follow it up with a short note to 
confirm the start date and your working times. 
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Complaints & Disputes 
 
Hopefully these rarely happen but according to the law of averages they will 
occasionally arise. There are two types of complaint, those you are aware of 
and those that you are not. 
 
An example of a complaint that you are aware of is that you might have left 
just the slightest gap somewhere that you shouldn’t 
have done. You will probably be aware of it and 
hope the customer doesn’t notice but you know 
they will really.  
 
The only way round a complaint against your 
workmanship is to put it right and learn from it. 
The customer is paying you for a job so you won’t 
have much defence if they decide not to pay you. 
 
The second type of complaint is the one you 
weren’t aware of. For example, a customer left me 
to fit their kitchen and tile around it while they 
went on holiday. I duly completed the job and thought it looked very nice. 
On the customers return the lady was most dismayed that l had put the 
patterned tiles in the wrong positions. 
 
In that instance l couldn’t be accountable as she had left verbal instructions 
only – I offered to remove the tiles and put them in the correct position but 
she decided to live with them. 
 
You need to decide which type of complaint you are dealing with and act 
accordingly. There really is no point either side getting angry as it just makes 
it more difficult to resolve. Offer as much as you can by way of rectification 
but if there is no way the customer will be happy you may well have to offer 
an agreeable discount on the finished price. 
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Pricing a Job 
 
It is difficult to advise on pricing a kitchen as it 
depends on the population of your area, the number of 
fitters in competition with you and also the level of 
kitchen fitting you want to carry out. 
 
If you want to be a top class fitter with the latest tools and a new van every 
two years then you are going to be relatively expensive compared to the fitter 
with an older van and tools. 
 
Most independent fitters will start by fitting kitchens to the average 
household and may choose to go more up market or into commercial 
kitchens at a later date. 
 
At the time of writing this guide, l would say if you aimed to earn between 
£550 and £750 while you are still ‘learning’ then that is quite reasonable 
considering the skills and tools you are supplying. Don’t be disappointed if 
you earn less to start with, it all goes under the umbrella of learning your 
trade. As you get more confident and competent you can increase your prices 
to suit. 
 
As a guide – if you quoted £850 to fit a kitchen which is more or less 
standard, ( L shaped mitred worktops, 8 base and 8 wall units, sink and hob, 
plumbing, cornice, plinth and pelmet) you should make £700 to £750 after 
expenses and it should take you a maximum 5 days. 
 
Pricing is down to your own experience and is swings and roundabouts – you 
might lose a little one week but then make it up the next week. If you are 
constantly losing you need to review your quoting & pricing system. 
 
If a customer just wants worktop fitting you can have a price that makes it 
quite easy to calculate. If you charged £70 for the first cut (to cover your 
costs if there is only one cut) then £20 for each additional cut you can save 
these jobs for your ‘free’ days. The average L shape worktop will work out 
at £170 by the time you have cut the sink and hob holes. It shouldn’t take all 
day to do it so it’s not a bad days pay. 
 
Pricing for tiling and flooring really depends on the shape of the floor and 
the area to be laid. It is worth checking the prices charged in your area and 
slightly undercutting them.If you are in doubt, arrange a tiler to visit and give 
you a quote – if he is reasonable enough you could always subcontract him. 
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Your First Kitchen Fit 
 
The first few kitchens you fit are probably the most worrisome and nervy 
before you start. It may well be that you are entering a complete strangers 
house and are about to take responsibility for fitting thousands of pounds 
worth of their equipment. Hopefully you will arrive with your confidence 
high and looking forward to making a good job of the kitchen. 
 
The most important thing to remember during your first few kitchens is to 
take your time and think before cutting anything. Once you have installed a 
few kitchens some of it will become routine and you will know what you are 
doing so you don’t need to think so much. If you come across something you 
are unsure of, read the instructions or take them home and read them. Don’t 
fit something and hope for the best. 
 
All kitchen fitters make mistakes, so don’t think it is just you. I’ve known 
fitters with long experience cut sink holes only to see the sink disappear right 
through as it is too big. The difference between an experienced fitter and a 
new one is that the experienced ones probably know how to get around 
mistakes (apart from the sink hole!) If you make a mistake, learn from it and 
hopefully it won’t be a costly one. 
 
Before you arrive at the job, have in mind a plan that you will work to and 
set yourself targets – don’t rush if you fall behind, just reset the target and if 
the job is going to take longer than anticipated let the customer know. 
 
Just make sure you get a good start to the job – cover anything that need 
covering with dustsheets, be aware how and where to turn off water, 
electricity and gas and give the customer a daily report of your progress and 
what you might be doing the next day. 
 
Keep the kitchen tidy and safe while working and take extra care to secure 
everything while you are away overnight. 
  
I wish you good luck and success with all of the kitchens you fit. 
 
Steve Lake  


