
The first time I negotiated a fence contract, I paid for things I did not need and discovered it the hard way, with a
shovel in my hand and a pile of extra dirt that nobody planned to haul away. The second time, I came prepared. I
brought measurements, marked utilities, and a short list of what I could flex on. The crew lead looked at my
notes, nodded, then sharpened his pencil. We both left that meeting grinning. Good negotiation with a Fencing
Company is not a heavyweight bout. It is a practical conversation that rewards preparation, timing, and respect
for the craft.

If you want a better price from Fencing Contractors, you will get there by understanding how they build their
bids, which levers move cost, and where there is honest room for give. A fence seems simple until you price it.
The difference between a $6,000 and a $10,000 proposal comes from dozens of small variables, not a single
hidden fee. Let’s walk through those variables, then turn them into a sequence you can use on your next call with
a fencing installer.

What drives the number on your estimate
Every Fencing Contractor I know builds an estimate from a handful of pillars. When you understand each pillar,
you can negotiate like an insider.

Material choice sets the floor. Pressure treated pine, cedar, redwood, vinyl, ornamental steel, aluminum,
composite, each has a different price per linear foot. Even within cedar, the grade and board width cause swings.
A straightforward 6 foot privacy fence in pine might run 20 to 35 dollars per linear foot for materials, while
western red cedar can push 35 to 60 depending on grade and market. Composite or steel often climbs well north
of that. Material also drives the fasteners, caps, and finishes that fill out the bill.

Labor is usually the largest chunk. Watch a fence crew for an hour and you will see why. Setting posts true,
digging in mixed soils, cutting around rock or roots, stepping a line to manage grade, it is skilled, physical work.
Labor costs roll up wages, travel time, site setup, and the time buffers that good crews include so they can finish
on schedule even when they hit a surprise boulder.

Site conditions can make or break a price. A smooth backyard with a wide gate and loam soil is one job. A
backyard down a steep slope through a 30 inch gate with clay soil that turns to concrete when dry is another.
Removal of an old fence, haul away fees, tree trimming, pet containment during work hours, all of it shows up
somewhere in the number.

Layout complexity matters more than most homeowners expect. A straight 120 foot run with two corners and
uniform height nearly builds itself. Scatter in seven inside corners, a pair of gates on a slope, a section that needs
to clear a French drain, and you have time consuming details. Each miter, each stepped panel, each lifted section
raises labor and risk.

Permits, utilities, and code compliance are easy to overlook until they are not. Some municipalities require
permits for fences over a certain height, or reviews if you back to an easement. Many areas require 811 utility
locates. If your Fencing company pulls permits, they will price the time and fees. If you do it, you remove some
markup and own the timeline.

Overhead and profit keep companies in business. Trucks, insurance, depreciation on augers and compactors,
office staff, marketing, taxes, and the profit that lets a Fence Company answer your call in two years if a post
heaves after a freeze. You do not negotiate these away. You work within them.



A final ingredient is risk. Unknowns get priced. Rocky ground, floodplain soils, winter installs, they add risk, and
risk adds margin.

Now that you see the bones of a bid, you can speak the same language as your fence installer, and the
conversation changes from How cheap can you make it to Which levers can we move without wrecking quality.

The leverage points most people miss
The easiest discount is the one that costs the contractor nothing in real terms. Offer to make their life easier and
you get professional Melbourne fencing contractor goodwill, sometimes a price break. There is real money in
scheduling, staging, and scope clarity.

Timing matters. Spring Saturdays are gold for Fence Contractors. August Tuesdays, after storms but before fall
rush, are different. If you have schedule flexibility, say so early. I have seen 5 to 10 percent differences for
homeowners who let a crew slot them between larger projects or during a slow week. When you make that offer,
be credible. If you say yes to a two day window, be ready.

Batching wins. If your neighbor needs a fence and you share a boundary, ask your Fencing Contractor to price
both properties as one mobilization. Crews hate loading and unloading twice. I have negotiated a shared-line
discount of 15 percent for each party when we agreed to one install date and a single material drop.

Simplicity is cash. Fewer gates, fewer corners, standardized panel heights, all speed the job. Gates are the slowest
parts of any build. A second gate can add more than the hardware cost because it introduces more posts, more
alignment, more cuts. Ask for a price with one gate, then with two, and compare. Sometimes the second gate is
worth it. Sometimes you only wanted it out of habit.

You can trade finish work. On wood, many crews offer to pre-stain or post-stain for a fee. If you are handy and
accept a tight timeline, you can do that yourself after the wood dries. In my market, professional staining often
runs 8 to 14 dollars per linear foot. Doing it yourself on a 120 foot fence saves real money, but you pay in
weekends.

Removal and disposal are easy to quantify. If you can break down the old fence and stage the materials curbside
for bulk pickup, ask the fencing installer to reprice without haul away. In my last negotiation, haul away was
quoted at 600 dollars. We did the demo ourselves, kept the usable cedar for planters, and saved that line item.

A short checklist before you call any Fencing Contractors
Measure linear footage with a wheel or tape, then add a simple sketch with corner locations and desired gate
widths.

Walk the line and note obstacles, slopes, trees, and underground concerns like sprinklers or drains.

Decide your must haves, nice to haves, and what you can live without, especially gate count and fence height.

Check HOA rules, property lines, and local permit requirements so you are not negotiating a design you
cannot build.

Mark utilities by calling 811, and flag anything the locator will not mark, such as private lines.

That small prep turns a vague inquiry into a professional brief. Good Fence Contractors respond to clarity with
sharper bids because you are removing guesswork.

Quotes that are actually comparable
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You need at least two solid bids, three if your site is tricky. The trick is making apples to apples comparisons. One
fencing installer may price thicker posts, deeper footings, and concrete collars by default, while another skips
them entirely. Ask for itemized estimates that list:

Linear footage by section and height

Post size, spacing, depth, and footing type

Board grade and treatment, fastener type, and any rot boards or caps

Gate count, width, frame material, hardware, and latch style

Removal, haul away, and site cleanup

Staining or sealing plan

Permit handling and fees

Warranty terms, both materials and labor

Payment schedule and change order policy

You do not need fancy software. A simple table in your notes will do. When the details match, true price
differences appear. If one Fence Company is higher, you can point to the specs and ask if there is a reason,
instead of hinting or haggling blind.

How to talk money without making it awkward
Negotiation feels better when you honor the craft. You are not bargaining at a street market. You are aligning a
build to a budget. Start with respect, then ask specific questions. Here is a line that has worked for me:

I like your design and want to work with you. I have a budget target of eight to nine thousand for this scope. If
we keep the cedar pickets but reduce gates to one and schedule for mid August, can we land near that number?

That sentence does three useful things. It shows commitment, it sets a range without anchoring unrealistically
low, and it offers concessions that save time and money. Most fencing installers will either sharpen the pencil or
explain clearly why the number cannot move. If they explain, listen. Their reasons tell you where the flex is not.

Avoid vague pushes like Can you do better. Ask for specific reductions tied to scope. Some examples that often
work:

Reducing gate count or width

Standardizing height across sections

Switching from western red cedar to treated pine with a cedar face

Accepting a midweek or shoulder season install

Handling permits yourself

Doing your own staining after a set cure period

Performing demolition and piling materials for haul on your trash day if allowed

Note that some changes solve little. Shortening a 100 foot run by five feet rarely moves the dial, because
mobilization, layout, and setup costs remain. On the other hand, eliminating a third gate often moves several
hundred dollars or more.

A sequence of moves that keeps you in control
Gather three quotes with matching specs and warranty terms.



Share your budget range and ask for two versions of the bid, your ideal and a value engineered variant.

Offer easy concessions first, like schedule flexibility or doing your own staining, then revisit price.

Negotiate add alternates, such as post upgrade or a second gate, priced as options you can accept or
decline.

Close with a written scope, payment schedule, and start date so the number you won does not drift later.

Keep a calm tone. You are not squeezing a vendor. You are solving a project together. The best deals have both
sides satisfied on the day of install and on the day a storm tests the fence.

Why some discounts are not worth taking
Cheap concrete is not a bargain if posts heave. In frost zones, depth matters. I will trade cedar caps for deeper
footings every time. Similarly, skimping on fasteners is false economy. Stainless or coated screws hold boards
through seasons of wet and dry. Switching to electro galvanized nails might save a few hundred dollars today,
then leave stains and popped boards in two winters.

Beware the mystery warranty. A Fencing company that doubles the labor warranty over competitors without an
explanation is signaling something. A one year labor warranty is common. Two can be fair from a larger shop
with a service crew. Ten sounds good until you read exclusions. Ask who shows up if a gate sags in three years,
and how that visit is scheduled.

Perimeter lines make enemies if you guess. If you are even a foot over a neighbor’s property, there will be friction
later. Spend the hundred or two on a survey if lines are fuzzy. Most Fence Contractors want clarity here. It
prevents tear outs and lawsuits.

Payment schedules that work for both of you
Standard practice varies by region, but I see 10 to 30 percent deposits, a materials draw when delivered, then the
balance on completion. I do not prepay materials before I see them onsite and counted. If a contractor insists on
50 percent down on signature, ask why. Cash flow is real in small shops, but you can compromise. One fair
structure is 20 percent to lock the date and order materials, 40 percent upon delivery of posts and pickets, 40
percent after walkthrough.

Put the schedule and milestones in writing. Tie payments to observable events, not vague phases. This prevents
misunderstandings on day two when everyone is tired.



The quiet art of scheduling
There is money in the calendar. Winter installs can be cheaper in some markets, but not all. In freeze zones,
concrete work in January can be miserable and risky. Late summer or early fall often hits a sweet spot. Another
trick is to ask for two dates. Offer a firm deadline for a modest price, or more schedule flexibility for a better
price.

A good Fence Company cares about sequence. Dig, set, backfill, frame, hang gates, then pickets. Rain in the
middle can stall progress. If you offer to accept a Monday start instead of a Friday, crews may avoid lost hours. I
have won small discounts simply by avoiding a Friday pour on deep posts, because it protects the crew’s
weekend.

Change orders and how to keep them from blowing the budget
Scope creep is price creep. A change order can be as simple as You added a gate after framing or as complicated
as The soil is full of rubble, and we need to sleeve posts. Both are fair to price, but you can control how it
happens.

State in the contract that any change in scope requires a written change order with price and timeline impacts
approved by you before work proceeds. That one sentence will save your wallet. When a surprise emerges, pause
the work, discuss solutions, and price them. In many cases you can choose a path that keeps you near budget.

Working with different kinds of companies
A large Fencing Company often has polished estimates, warranties, and financing. Their overhead is higher, but
their warranty is usually real because they will be around. They may have less room to negotiate, but more ability
to sequence your job efficiently, and sometimes better purchase power on materials.

A small fencing installer, a two or three person crew, can be nimble. They may price by the job, not by a rigid
matrix. You can often trade schedule flexibility or simple scope for a sharper price. Vet them carefully. Ask for two
recent references, not just old ones. Walk a fence they built last year. Look at posts for plumb, sight down a run
for smoothness, check gate swing. A small crew that builds straight and true is a treasure.

Either way, the conversation starts the same. You want a fair price and a fence that will still be straight after the
second winter.

The handshake details that make a job go smoothly
Goodwill earns small favors. Be ready with easy water access and a clear path to the work. Keep pets secured. Tell
the crew leader where to stage materials. Ask if they need power. Offer a cooler of water in summer. That is not a
bribe, it is being the kind of client crews like to work for. A happy crew takes more care drilling tight holes and
cleaning up.

Do a prestart walk with the lead. Flag sprinkler heads, mark buried dog fences, talk through gate swing. Ask them
to confirm post depth and spacing. Repeat the plan for seams, caps, rot boards, and any transitions. Five minutes
then saves hours later.

At the end, do a punch list while the crew is still onsite. Gate latch tension, any chipped boards, concrete you
want capped with soil, small details. Document with photos if needed. This is practical, not argumentative.



A real example, numbers included
Last year I helped a couple in a windy hilltop neighborhood replace a 160 foot mixed cedar fence from the 1990s.
The old fence had rotted posts and racked panels. We wanted 6 foot privacy on two sides and a 4 foot picket
section in front for a garden view, two gates, both 4 feet wide.

We gathered three quotes. The highest was 13,200 dollars from a larger Fence Company with a strong warranty.
They spec’d 6 by 6 corner posts, 4 by 4 line posts, concrete to 30 inches, and cedar 5.5 inch pickets. They
included removal, haul, and a two year labor warranty. The mid bid was 11,000 from a well regarded small
Fencing Contractor with similar specs but 24 inch post depth. The lowest was 9,800 from a crew that did general
carpentry and fencing, with 4 by 4 posts everywhere, 18 inch concrete, and no haul away.

We used the high bid as a spec baseline, then asked the mid bidder if they would match the deeper footings, and
price two alternates, one with a single gate, one with two. We also offered to do the staining and accept a
September install. The contractor came back at 10,600 with deeper footings, one gate. We asked for two more
items, to use coated screws instead of nails and to let us demo and stage the old fence for city bulk pickup.

Final price settled at 10,200. We saved around a thousand, kept the important specs, gave up the second gate,
and did our own stain for 350 dollars in materials and a weekend of work. The fence is still dead straight after
spring storms that took down two neighbors’ sections built shallower.

That is a clean negotiation. We were clear about must haves, traded non essentials, and worked with a Fencing
company that priced risk fairly.

When to walk away
If a contractor will not provide basic details, or refuses to put scope changes in writing, you have your answer. If
their price is far below market, ask where the savings come from. Free labor does not exist. Someone pays, often
with corners cut. If an estimate comes in hot, and the explanations do not match the delta, thank them and move
on. You cannot talk a 14,000 dollar job down to 8,000 without gutting something important.

When you do walk, be courteous. Good Fence Contractors talk to one another. Your professionalism today can
open a door next season.

The neighbor effect
A fence along a shared boundary is a social project. The best deals involve your neighbor. Bring them in early.
Share sketches, pick a style you both like, and decide who pays what. Many states have division fence laws that
outline cost sharing, but reality is friendlier when you agree in advance. A single mobilization across two yards
often saves a combined 10 to 20 percent, and you both get a cleaner line.

On one street I worked, three neighbors in a row replaced their back fences together. The Fencing company
rolled down the block, set all posts in two days, then filled panels the next. Material drops were efficient, waste
was centralized, and each homeowner paid less than they would have alone.

Materials talk that keeps you from paying twice
Wood species and grade affect both price and lifespan. In wet or termite prone regions, treated posts matter. If
you are set on cedar pickets for look and smell, consider treated pine posts with cedar facing to match color. You
get durability where it counts, and the look you want. The price difference for posts alone may be modest, often
under 200 dollars for a typical yard, but the longevity gain is years.



Pickets come in widths, usually 4, 5.5, and sometimes 6 inches. Fewer, wider boards can lower labor but may
expand and contract more visibly. Ask your fencing installer what they use on premium builds and why. If they
are indifferent, choose based on local climate and the shadow pattern you prefer.

For metal, powder coated aluminum resists rust and is lighter to install than steel. If you are near salt, aluminum
can beat steel in the long run. If you want security and weight, ornamental steel is another world. Prices ramp,
but it is durable. Vinyl is tidy, low maintenance, and faster to install. It can creak in temperature swings and takes
a hit poorly. Composite sits at the top of the price chart for privacy designs, with low maintenance and a strong
look, but your wallet will notice.

Knowing these trade offs helps you negotiate without sacrificing what you actually value.

Language that helps, and a few phrases to skip
Tell a Fence Company that you care about straight lines, gate function, and post depth. You will see a posture
shift. These are the marks of quality builds. Ask what they do when they hit rock or roots. Ask how they set hinges
for long life. You are signaling that you pay attention to details that cost time.

Skip the line I can get it cheaper down the road unless you have a comparable quote in hand. It reads as a bluff.
Instead, say I have an 11,200 quote with 30 inch footings and a two year warranty. You are at 12,100 with the
same specs. If we can get under 11,500, I will sign today. That is direct, fair, and easy to accept or counter.

Paperwork that protects the price you negotiated
Put the final scope on one page and attach it to the contract. Include a simple drawing, specs for posts, pickets,
fasteners, gates, stain plan, haul away, and any allowances, like rock excavation priced at a per post rate if
encountered. Add your payment schedule. Add working hours, access requirements, and pet notes. Include the
warranty language as provided.

That page is not busywork. It keeps your price from drifting when a crew change happens or when memory fades
two weeks later. I have never had a Fencing Contractor object to clear paperwork. Most appreciate it.

The payoff
Negotiation is not about shaving pennies. It is about putting money where it matters and taking it away where it
does not. With a fence, what matters is stable posts, clean lines, solid gates, and an install that respects your yard.
Most of the savings you want live in schedule, batching, and scope simplicity.

Here is the mindset I use. I pay for skill, depth, and hardware. I flex on finish options and small conveniences. I
trade calendar and some sweat for dollars. I ask for two versions of the bid and pick the right one for my budget.
I keep my word on dates and payments. The result is a fence that looks good from your porch, still looks good
from your neighbor’s kitchen, and still stands straight after the second freeze.

If you carry this approach into your next meeting with a Fencing company, you will hear a different tone on the
other side of the table. The fence installer will see that you understand their craft. You will hear where they can
move, and where they should not. Somewhere in that space is a price that feels like a small victory for both of
you.


