Two projects, two very different money conversations. In Toronto, a homeowner with a compact backyard is
fencing in a pool area and holds a single quote from a crew that builds residential cedar. In Mississauga, a facility
manager is quoting a chain-link perimeter around an industrial yard and needs to coordinate three
subcontractors, a utility locator, and a schedule that does not block the loading dock. The fences share nothing.
The payment questions are identical. Both owners have to decide how much to pay up front, when to release the

middle installments, and what to hold back until the work is proven.

That is what this article is about: the decisions behind the money. Understanding deposits and payment schedules
means knowing why contractors ask for what they ask for, what your options actually are, and what each choice
costs you in risk and flexibility. There are no universal numbers here, because the final figures depend on your
scope, your market, and your contractor. The decision framework applies everywhere in the GTA, from Burlington

to Pickering.

Why the Deposit Exists in the First Place

Fences are material-heavy projects. The posts, rails, pickets, concrete, and hardware for a typical run represent a
large share of the total price, and suppliers want to be paid before they release a delivery. When you sign a

contract, the contractor places that order in your name. The deposit is what funds it.

There is also a scheduling reason. A crew that books your start date turns down other work for that week. If you
cancel after the contract is signed, the contractor has lost both the material order and the booked days. The

deposit is their protection against that loss, and it is a fair one when it is proportionate to the risk.

The key question is not whether a deposit is legitimate. It is whether the deposit matches the claim. A deposit
sized to cover ordered materials and reserved crew time is defensible. A deposit that seems out of line with

fencing installation contractor either should be questioned calmly, in writing.

Deposit sizes also tell you something about the contractor's history. A crew that has been burned by cancellations
will naturally ask for more up front. That history is not your problem, but the size of the request is information,

and you should weigh it the same way you weigh a price.

What the Deposit Should and Should Not Cover

A well-structured deposit covers things you can name: the material order, the delivery slot, the crew booking.
Some contractors also use it to secure the permit application and the utility locates, and that is reasonable, since
those carry their own costs and timelines. Ask the contractor to break down what the deposit covers. A clear
breakdown is a mark of a professional operation. Verify current permit requirements with your municipality, and

confirm the locate process with the contractor and the utility.

A deposit should not cover the contractor's general overhead, their other jobs, or their marketing. It should not be
a fee for the privilege of being quoted. And it should not be the entire profit of the job, because that changes the

incentive structure. A contractor who has already banked their profit has less reason to finish quickly and well.

Ask what happens to the deposit in the common scenarios: you cancel before materials are ordered, you cancel
after, the contractor cancels, or the job is delayed by weather. The answers tell you how the contractor thinks

about fairness. Write them down, and make sure the signed contract matches what you were told.

Ask to see the paperwork behind the deposit. A contractor who can show you the order confirmation or the

supplier invoice is running a transparent business. One who cannot produce anything may be using your deposit


https://storage.googleapis.com/gta-fencing/fence-installation/index.html

for something else entirely.

Milestone Payment Options, From Two Payments to Five

Beyond the deposit, the schedule is a matter of negotiation, and most owners never realize how much room they
have. The simplest structure is a deposit plus the balance on completion. It is easy to understand, but it
concentrates risk: the contractor carries the entire cost of the job until the end, which some crews cannot do, and

it gives you no natural inspection points.

The most common structure in fence work is a deposit, then a progress payment when the posts are set and the
framework is up, then the balance at completion. The middle payment covers the period of heaviest expense, when

materials are on site and labor is at its peak.

For bigger projects, four or five installments spread the risk further. A commercial fence around a parking lot in
Vaughan or a long boundary line on an estate lot in Aurora can run for weeks, and staged payments let both sides
check the work as it goes. The tradeoff is administrative: more installments mean more invoices, more inspections,

and more chances for miscommunication about what triggers each payment.

The decision rule is simple. Small jobs need few payments. Large jobs, long timelines, and commercial work justify
more. Whatever you agree to, the trigger for each payment must be a visible stage of work, not a calendar date. If
a contractor insists on date-based triggers, ask why, and keep asking until the answer makes sense.
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Holdbacks: The Option Most Owners Never Ask About

A holdback is a portion of the final payment, usually a modest percentage, that you keep until a defined condition
is met. The condition might be completion of the punch list, the final inspection, or simply a set number of days

after the fence is finished, to confirm there are no immediate defects.

Holdbacks are common in commercial construction and almost unheard of in residential fence work, which is a
shame, because they are a clean solution to the most common residential complaint: getting the contractor to
come back for small fixes. If the final payment is already in their account, the return trip is a favor. If a portion of it

is still yours, the return trip is part of the deal.

Ask for a holdback at the contract stage, not at the end. A contractor who agrees to a holdback in writing is
signaling confidence in their own work. One who refuses may simply have cash-flow reasons, but you want to hear
those reasons before you sign, not discover them at the final walkthrough. Set the release condition in the same

sentence: what has to be true, and by when.

The Tradeoffs Behind Every Choice

Every payment decision trades money for risk, and it helps to name the tradeoff out loud. A large deposit locks in
your spot and funds the material order, but it puts more of your money in the contractor's hands earlier. A small

deposit protects you, but it may mean the contractor prices that risk into the job, or books you lower in priority.

More installments protect you from paying for uncompleted work, but they also slow the contractor's cash flow,
and a crew that is waiting on a check may slow the job. Fewer installments keep the paperwork light but

concentrate your exposure at the end.



Pay by certified method and you have a record but less convenience. Pay by e-transfer and you have convenience
and a trail, as long as you send it to the business on the contract and keep the confirmation. Pay cash and you

have nothing, which is why you should not do it, regardless of the discount offered.

There is no perfect structure. There is only the structure that fits the size of the job, the trust you have built, and
the amount of risk you are comfortable carrying. Decide that before you sign, and write it into the contract while

the conversation is still friendly.

GTA Decisions: Soil, Season, and Shared Lines

GTA properties add decisions that owners in milder climates never think about. Clay soil, common across much of
the region, expands and contracts through the freeze-thaw cycle, which is why post depth and concrete mix
matter, and why a cheap install can heave within two winters. When a contractor quotes deeper post settings on a
ravine lot in Markham or a sloped yard in Whitby, the extra cost is real, and it belongs in the scope before the

deposit is calculated, not after.

Exposure matters in the same way. A fence on an open lot in Milton or Caledon takes wind loads and snow drift
that a sheltered backyard never sees, and post spacing and bracing should reflect that. Ask how the crew accounts

for exposure in their design, and make sure the answer is part of the quoted scope.

Seasonal timing changes the money conversation too. Early-season bookings in Toronto and Mississauga may
come with firmer start dates and smaller deposits, because the contractor's schedule has room. By June, the good
crews are booked, and a deposit may be the tool they use to separate serious owners from shoppers. That is not a
reason to overpay. It is a reason to book early, which is cheaper in ways that have nothing to do with the price per

foot.

Shared boundary lines are the classic GTA headache. A fence between two Toronto properties may be a shared
responsibility, and the neighbor's share of the cost, or lack of it, affects how much you are willing to commit. Sort
out the neighbor conversation before you sign anything, and keep in mind that the deposit contract is between
you and the contractor, not your neighbor. If the neighbor backs out, the contractor will still expect payment from
you. Confirm property-line and survey requirements with your municipality or a qualified professional before the

posts go in.

Understanding Deposits and Payment Schedules: What Drives the
Numbers

When you compare options, the price itself is driven by a short list of factors: the material you choose, the linear
footage, the height, the number and type of gates, the terrain and slope, site access, demolition and disposal of
the old fence, the post installation method, the finish work, and the season. Two quotes on the same yard can

differ on any of these, which is why comparing totals without comparing scope is meaningless.

Access is the factor owners underestimate most. A crew that can drive a truck and a digger straight to the line
finishes faster and quotes tighter than one that has to carry everything through a narrow side yard or down a
ravine path. The same logic applies to demolition: an old fence that comes out clean is a different job from one

anchored in a concrete pad you never knew was there.

The right way to compare is to ask each contractor to price the identical scope, then compare the payment
structures as a second layer. A slightly higher price with a fair holdback and sensible milestones can be a better
deal than a lower price demanding full payment up front. Understanding deposits and payment schedules lets you

see that difference, and it is the difference that decides whether the project ends with a handshake or a dispute.



Make the Decision Framework Yours

Understanding deposits and payment schedules is a skill you carry from property to property. The first time, you
will feel your way through it. By the second fence, or the second commercial perimeter, the questions will be
automatic: what does the deposit cover, what triggers each installment, what do | hold back, and how do | pay.
Every one of those questions is a small negotiation, and every negotiation is easier when you know what you want

before the quote arrives.

Choose the structure that matches your project, put it in writing, and keep your side of the bargain. Contractors
remember owners who pay fairly, and owners who understand the money flow get better service, better

scheduling, and fences that are finished on time. That is the return on the effort, and it is a good one.



