
The tape measure is back in the drawer, three quotes are spread across the kitchen table, and the fence project
finally feels real. Then the contractor on the phone mentions a deposit to hold your spot in the schedule, and the
conversation turns awkward. You do not want to hand money to a stranger. The contractor does not want to
book a crew and order materials on a handshake. That friction is normal, and it is exactly why understanding
deposits and payment schedules matters as much as the design of the fence itself. Get the money flow right and
the project runs on trust. Get it wrong and you can lose your deposit, your timeline, or both.

This is a process article. It walks you through the hiring sequence in the order you will actually experience it, from
the first phone call to the final transfer, and it flags the payment questions you should settle at every step. The
advice applies whether you are fencing a backyard in Toronto, a ravine lot in Markham, or a rental property in
Oshawa, because the money mechanics are the same everywhere. What changes is the size of the numbers, the
length of the schedule, and the amount of care you should bring to each decision.

Understanding Deposits and Payment Schedules Starts With the First
Call
The first call is not the time to negotiate percentages. It is the time to learn how the contractor runs their business,
because payment practices are a mirror of that. Ask directly how they structure payment. A straight answer is a
good sign. Vague answers, or a push to discuss money only in person, deserve suspicion.

Ask what the deposit covers and when it becomes refundable. Some crews treat it as a booking fee that is non-
refundable once materials are ordered. Others hold it against the final invoice. Both approaches are legitimate, but
you need to know which one you are agreeing to before you agree to it. Follow up with a simple question: can you
put that in the contract? The answer tells you whether the policy is real or improvised.

Ask about scheduling. A contractor who books a start date weeks out and asks for a deposit to hold it is asking
you to pay for their planning. That is a normal arrangement in the GTA, where spring and summer crews fill up
fast. Just make sure the deposit is tied to a date in writing, not to a promise of sometime this season.

Ask who will actually do the work. Some contractors run their own crews. Others coordinate subcontractors, and
the payment chain gets longer when that happens. If a crew is subcontracted, ask how payments flow to them
and whether they are covered under the contractor's insurance. Verify coverage and licensing with the contractor
directly, and confirm current requirements with your municipality or the relevant authority.

What the Deposit Actually Pays For
A deposit exists for a concrete reason. Fence materials are ordered in bulk for your specific job, and most suppliers
want payment before they release the order. The contractor is not asking for a deposit to make your life difficult.
They are asking because the posts, rails, concrete, and hardware for your linear footage now sit in their name, and
they have already committed crew time to your project.

When you look at a deposit request, check it against what it claims to cover. A deposit that matches the value of
ordered materials and booked time is defensible. A deposit that looks large enough to fund other projects is a
warning sign. A well-run shop can usually explain its deposit in one sentence. If the explanation takes a paragraph
and still does not add up, slow down.

Ask whether the deposit is applied to the final invoice or kept separate. Applied deposits are the norm and the
better deal for you. A deposit that is charged on top of the full contract price is a fee wearing a deposit's name,



and you should question it directly.

In the GTA, material lead times shift with the season. In spring, after the ground thaws, demand across Toronto,
Mississauga, and Vaughan spikes, and popular materials can be back-ordered. A deposit made in late winter may
simply be the contractor locking in pricing and supply before the rush. That benefits you too, as long as the
arrangement is documented in the contract.

Reading the Contract Before You Sign
Everything about payment belongs in the written contract. If a contractor tells you the paperwork is just a
formality and the details will be worked out later, treat that as a red flag. The contract is the only document that
will protect you if the job goes sideways, and a contractor who is reluctant to write things down is a contractor
who prefers to operate without accountability.

Before signing, confirm the contract includes:

The total quoted price and the exact scope of work it covers, including height, length, materials, gates, and
finish.

The deposit amount and the terms for its return if either side cancels.

A payment schedule with each installment tied to a specific stage of completed work.

The expected start date and an estimated completion date.

Who pays for permits, if permits apply to your project. Verify current requirements with your municipality
before relying on any contract language.

Cleanup and disposal responsibilities, since demolition and haul-away costs are a frequent source of surprise.

Read the schedule section twice. If the contract lists payment dates instead of payment milestones, ask to have it
rewritten. You should never pay for work that has not happened.

Check what the contract says about changes. Scope changes are common once digging starts, and the payment
schedule should have a clear mechanism for them: a written change order, agreed before the extra work begins,
with the price impact stated. Without that mechanism, a small change can quietly double an installment.



Structure Milestone Payments Around Completed Work
The classic structure works like this: a deposit when the contract is signed, a progress payment when the posts are
set and the framing is underway, and the balance when the fence is finished and you have walked the line.
Mississauga fence services pool enclosure contractor Some contractors prefer two installments, others three.
The number matters less than the trigger.

Every installment should be tied to something you can see with your own eyes. Posts in the ground is a milestone.
A crew showing up is not. Rough grading done is a milestone. A truck parked on the street is not. If a contractor
proposes a schedule based on percentage complete, ask them to translate each percentage into a visible stage,
and write those stages into the contract.

For larger jobs, such as a fence wrapping a commercial lot in Brampton or a long property line in Caledon, more
installments make sense. Breaking a large total into four or five payments keeps each check small and gives you a
reason to inspect the work regularly. For a short backyard run, a deposit and two payments are usually enough.
Do not let a contractor talk you into more installments than the project warrants, and do not accept fewer.

One caution about milestones: they only protect you if you actually inspect before you pay. Schedule your
payment releases around times you can be on site. If you are hiring for a rental property in Hamilton or an
investment property in Ajax, arrange for the property manager to do the walkthrough and report back before you
release funds. A milestone you never verify is a calendar date in disguise.

The Final Walkthrough Comes Before the Final Payment
The last installment is your only real leverage, and you should use it deliberately. Do the final walkthrough before
you send the balance. Walk the entire line, open and close every gate, check that the posts are plumb, and confirm
the finish matches what you approved.

Check the small things. Are the gate latches aligned? Is the clearance under the bottom rail consistent where the
ground slopes? Are the caps on the posts? In the GTA, where freeze-thaw cycles work on clay soil, ask the crew to
point out where they set posts deeper and how they handled grade changes. A contractor who can explain their
work is a contractor who stands behind it.

Only when you are satisfied should the final payment go out. If something needs correcting, agree on a written list
of deficiencies and a date by which they will be fixed. Some owners hold a small portion of the balance until the list
is done. That is a fair arrangement if the contractor agrees up front. Springing it on them at the walkthrough is
not.

How to Pay, and How Not To
Payment method matters more than most owners realize. Certified payments, such as bank drafts or certified
checks, give you a record and protect large sums. Interac e-transfer is fast and leaves a trail in your banking
history. Cash leaves no trail at all.

That is the core rule: never pay in cash. A cash-only arrangement usually means no records, no receipts, and no
recourse. If a contractor pressures you to pay cash for a discount, consider what else they might be avoiding. The
discount is rarely worth the loss of protection.

Send transfers to the business name on the contract and note the invoice number in the message field. Keep every
quote, every receipt, and every message about money in one folder. If a dispute ever reaches a resolution process,
your paper trail is your argument, and the folder is the difference between a clean case and a he-said-she-said.

https://gta-fencing.b-cdn.net/fence-installation/index.html
https://en.search.wordpress.com/?src=organic&q=pool%20enclosure%20contractor


One more payment trap deserves a mention: a contractor who asks you to pay the materials supplier directly. It
sounds safe, but it removes the contractor from the transaction and can leave you holding receipts while the crew
stalls. Keep the money flowing to the contractor named in the contract, and let them manage their suppliers.

Handling the GTA Schedule Reality
Timing shapes payment conversations more than owners expect. In the GTA, the season runs roughly from spring
thaw to late fall, and the demand curve is steep. Contractors in Toronto, Mississauga, and Vaughan book their
summer work by early spring. If you are hiring mid-season, a contractor who can start immediately may be
between jobs, which is worth a gentle question about why their calendar is open.

Weather also moves money. A wet spring in Oakville or Burlington can push start dates back, and a deposit does
not guarantee a start date. Ask how the contractor handles weather delays and whether your deposit carries over
if the start slips. Most will carry it over, but the answer should come from them, in writing.

The Bottom Line on Deposits and Schedules
Understanding deposits and payment schedules is not about distrusting every contractor who knocks on your
door. It is about building a payment structure that protects both sides, so the conversation stays about the fence
instead of the money. A reputable crew will welcome your questions and put every answer in writing. The ones
who resist are telling you something, and it costs nothing to listen.

Search for a fence contractor near me with the payment conversation already planned. Ask the questions, read the
contract, tie every installment to visible work, and pay the final balance only after your own walkthrough. Do that,
and the money becomes the least interesting part of the project, which is exactly where it belongs.


