
 

 

Kitchen Sourcing Routes Compared 

Flat-Pack vs Rigid Pre-Built vs Trade Supply vs Bespoke vs Online-
First vs Showroom Package 

 
Buying a kitchen is not just about choosing doors and a worktop colour you can tolerate for the next 
decade. It is also about choosing how you buy it, who designs it, how it arrives, who installs it, and 
how much risk you take on around cost, delays, fitting quality and aftercare. In practice, most 
homeowners are not just comparing kitchen styles. They are comparing product routes. Wren, 
Howdens and Magnet all position their kitchen offers slightly differently, and that is a big clue that 
the buying route matters almost as much as the kitchen itself.  
 
For most renovation projects, the main routes usually come down to flat-pack kitchens, rigid pre-
built kitchens, trade-supply kitchens, bespoke kitchens, online-first kitchen brands, and full 
showroom package routes that combine design, supply and often installation. There is no universal 
winner. A landlord refresh, a family kitchen refurb and a premium forever-home renovation are not 
playing the same game.  
 

What the routes are generally used for 
 
Flat-pack kitchens are generally used where budget matters most and the buyer is comfortable with 
more assembly on site. Wren’s Vogue range is explicitly marketed as a flat-pack kitchen route and 
says flat-pack kitchens can be a good way to cut down on costs.  
 
Rigid pre-built kitchens are generally used where faster fitting, better factory consistency and 
reduced on-site assembly are priorities. Howdens markets ready-assembled cabinets as prebuilt, 
rigid and ready to fit, while Magnet’s pre-built route uses factory-assembled 18 mm rigid cabinets.  
 
Trade-supply kitchens are generally used where the homeowner is working through a builder, fitter 
or joiner and wants a kitchen sourced through the trade rather than directly as a retail consumer. 
Howdens is the clearest current example of this model and positions itself as the number one trade 
kitchen supplier.  
 
Bespoke kitchens are generally used where the goal is a more tailored layout, non-standard sizing, 
premium finishes or a stronger furniture-led feel. This route is less about buying a kitchen range and 
more about commissioning a fitted solution. That distinction is an inference, but it is grounded in 
how mainstream retail and trade brands position their standardised cabinet systems.  
 
Online-first kitchens are generally used where the buyer wants easy browsing, visible pricing, 
remote comparison and a more retail-led experience. Wren’s product pages, online finance offers 
and design-led online journey show how central this model has become.  
 
Showroom package routes are generally used where the buyer wants a guided design process, 
access to displays, support with choices and, in some cases, installation support through one brand. 



 

 

Magnet’s current customer journey explicitly includes design, ordering, delivery and 
optional installation support, which is a classic example of this route.  
 

Why each route is used 
 
Flat-pack is used because it is usually the lower entry-cost route. Wren directly says flat-pack can 
help cut costs, which is why it remains attractive for tighter budgets, rental properties and projects 
where the buyer is willing to trade convenience for price. 
  
Rigid pre-built is used because it reduces assembly time on site and usually feels more robust out of 
the box. Howdens says its ready-assembled cabinets are a time-saving solution, while Magnet says 
its pre-built cabinets are fully assembled in the factory for ease of installation and factory build 
precision.  
 
Trade supply is used because it can work well when the builder or fitter already has a working 
relationship with the supplier and can manage ordering, sizing and snagging more smoothly. It can 
also simplify accountability if the fitter knows the product system inside out. This is an inference, but 
it is strongly supported by Howdens’ trade-led positioning.  
 
Bespoke is used because not every room behaves nicely. Awkward spaces, premium finishes, 
unusual layouts and highly tailored storage often push homeowners toward bespoke joinery or more 
made-to-measure solutions. This route usually wins on fit and individuality rather than on price.  
 
Online-first is used because comparison is easier, design inspiration is endless, and the process feels 
convenient. The weakness is that convenience on screen does not automatically mean convenience 
on install day. That is an inference, but it follows directly from the difference between online-led 
retail and trade or showroom-led routes.  
 
Showroom package is used because plenty of homeowners want a more guided experience. They 
want to see finishes in person, sit with a designer, and avoid piecing everything together themselves 
like an unpaid procurement manager with a tile sample addiction. Magnet’s current route is built 
around exactly that style of buying journey.  
 

Ease of use 
 
Showroom package kitchens are often the easiest route for the homeowner because the design and 
specification process is more guided. That does not make them cheapest, but it does reduce decision 
fatigue and coordination burden. Magnet’s current process includes design consultation, ordering, 
delivery and optional installation, which reflects this convenience-led model.  
 
Rigid pre-built kitchens are generally easier to install than flat-pack because they arrive assembled. 
Howdens and Magnet both pitch rigid construction partly around ease and speed of fitting.  
 
Flat-pack kitchens are usually less easy overall because the saving often comes from extra labour 
and assembly on site. They can still be a smart route, but only if the fitting side is genuinely under 
control. Wren itself positions flat-pack around cost saving rather than superior ease.  



 

 

Trade-supply kitchens can be very easy if the fitter is strong and already knows the 
supplier’s system. They can be less easy if the homeowner is trying to bridge gaps 
between supplier, installer and their own expectations without clear ownership. This is 
an inference, but a practical one.  
 
Bespoke kitchens are rarely the easiest because they involve more decisions, more design input and 
often longer lead times. Their strength is precision and individuality, not simplicity. That conclusion is 
inferred from the contrast with the more standardised rigid and flat-pack systems described by the 
cited brands.  
 

Technical characteristics that matter 
 
One of the clearest technical differences is cabinet construction. Magnet says its ready-to-assemble 
cabinets are 16 mm thick with a 15-year cabinet guarantee, while its pre-built cabinets are 18 mm 
rigid cabinets with a lifetime cabinet guarantee. That is a meaningful product-route difference, not 
just a marketing adjective.  
 
Howdens also positions rigid construction as a quality and time-saving point, describing its ready-
made cabinets as rigid in construction and built using a dowel-and-glue method. That tells you the 
pre-built route is not just about convenience; it is also about consistency of cabinet assembly.  
 
Another technical difference is range flexibility. Wren says its Infinity range offers over 100 different 
unit types, which is a useful signal that some retail-led routes can still provide broad planning 
flexibility. The real question is not just “how many colours?” but “how many unit configurations 
actually solve the room properly?”  
 
A further practical point is installation responsibility. Magnet explicitly says customers can choose 
accredited installation or use their own trusted tradesperson. That matters because the kitchen 
route is often really a route-to-install decision disguised as a cabinet choice.  
 

Approximate costs and value 
 
At a broad planning level, flat-pack kitchens are usually the lowest-cost route on product supply. 
Wren’s own flat-pack messaging says they can help cut costs, and its site shows very low entry prices 
on selected flat-pack unit bundles compared with higher-spec pre-built ranges.  
 
Rigid pre-built kitchens generally cost more than flat-pack, but they often save on fitting time and 
reduce assembly issues. Magnet’s split between ready-to-assemble and pre-built, plus Howdens’ 
pre-assembled positioning, both support that commercial trade-off.  
 
Showroom package kitchens often land in the middle to upper-middle ground depending on brand, 
finish and installation route. Magnet’s example pricing for an eight-unit kitchen starts at £2,620 for 
one current range, while Wren’s current live offers show pre-built ranges spanning from a few 
thousand pounds upward before the project becomes fully apples-to-apples with worktops, 
appliances, fitting and extras.  
 



 

 

Bespoke kitchens are usually the most expensive route, but they also tend to offer the 
best fit for awkward spaces and the strongest premium feel. That conclusion is an 
inference based on the standardised pricing structure of mainstream brands versus 
the nature of made-to-order joinery.  
 
Value is not just about cabinet price. A cheaper kitchen route can become worse value very quickly if 
fitting takes longer, replacements are needed, or the layout never really works. Cheap on order day 
and cheap over ten years are not always the same thing. This is an inference, but it is the right one.  
 

How they tend to be sold and installed 
 
Trade routes are usually sold through builders, joiners and kitchen fitters with the homeowner 
seeing the range through the installer. Howdens is the clearest model here.  
 
Online-first routes are sold through digital browsing, showroom visits, design appointments and 
remote quotation tools. Wren’s online product and finance journey is a strong current example.  
 
Showroom package routes are sold through consultations, displays, quoting and optional 
installation services. Magnet’s current customer journey spells that out clearly.  
 
Bespoke routes are typically sold through design-and-make relationships rather than mass retail 
ranges. This is inferred from the contrast with the mainstream standard-unit routes shown above.  
 

Other points a homeowner should know before choosing 
 
If the project is budget-led, flat-pack usually deserves a look first. But the saving only really counts if 
the fitting labour does not swallow it.  
 
If the project is time-led, rigid pre-built routes usually become more attractive because they reduce 
site assembly and can speed installation. Howdens and Magnet both lean into that point.  
 
If the kitchen is awkwardly shaped, has lots of non-standard details, or needs a more premium 
furniture look, bespoke or more design-led showroom routes often make more sense than chasing 
the cheapest standard unit route. This is an inference, but a well-grounded one. 
  
If the homeowner has a strong fitter they trust, trade-supply and rigid routes often work very well. If 
they do not, a more guided showroom package route can reduce risk. Again, that is an inference 
based on the sales models the cited suppliers use.  
 

Conclusion 
 
If you want the blunt version: flat-pack kitchens are the budget route, rigid pre-built kitchens are 
the fitter-friendly route, trade-supply kitchens are the contractor-led route, online-first kitchens are 
the convenience-and-comparison route, showroom package kitchens are the guided route, and 
bespoke kitchens are the tailored premium route.  
 



 

 

There is no universal winner. If keeping cost down is the main objective, flat-pack 
often leads. If speed and ease of fitting matter, rigid pre-built usually makes a stronger 
case. If the project is being driven by a trusted builder, trade supply can work 
brilliantly. If the room is awkward or the finish needs to feel more bespoke, standard retail routes 
may stop short of what the project needs. The smart move is not just buying the kitchen that looks 
best in a brochure. It is choosing the route that best matches the budget, the fitter, the room and 
the level of risk you are willing to carry. 
 
This content is provided as a general guide only and does not replace professional advice, project-specific assessment, or current 
manufacturer guidance. Suitability, performance, installation requirements, permissions and costs can vary depending on the property, 
layout, condition, location and scope of works. Always refer to current technical information and seek qualified professional advice 
before making any decision. www.helpme-renovateit.co.uk and Helpme Solutions Group Ltd accept no liability for any loss or damage 
arising from reliance on this content. 
 

 


