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includes a room with a television in it that is 
intended for children to watch �lms while their 
parents take their time shopping for a kitchen. It 
is a clever idea.

The staff include Cowling’s sister, Stella Dawes, 
as showroom manager, and three full-time sales 
and design staff – Robert, Raquel and Andrew. 
The layout of the shop draws customers down a 
central aisle with kitchen displays off it to the left 
and right in a conventional and neat design, but 
it doesn’t have a crowded feel: the planning time 
seems to have been well spent.

And not crowding the customers is an overall 
aim for Cowling and his team.

He says: “We really don’t want people to feel 
that they will be cornered by sales staff if they 
come in here. Obviously, we are here to help, but 
we want a relaxed atmosphere. We think that the 
kitchens should speak for themselves.”

Happy
Who is the typical customer? There isn’t one, 
says Cowling. “It could be someone with a one-
bedroom apartment or a couple with a family 
who live in a £1 million house. We really do cover 
the range,” he adds.

Since opening in January, Cowling has been 
fairly happy with sales, which he describes as 
being “four or �ve kitchens a week on average 
and in the best weeks six or seven”. The �rst 
kitchen was sold “to a developer friend” before 
the shop even opened and the �rst from the sales 
�oor went within a fortnight of opening. 

Cowling uses subcontracted �tters to put in 
the kitchens, but is happy enough to supply the 
kitchens alone to both customers who want to 
use their own builders and to the trade. 

There is a gap between ordering and deliv-
ery, says Cowling, typically six to eight weeks, 
depending on the German factory and, notably, 
German holidays.

Another advantage of the Kutchenhaus fran-
chise, says Cowling, is that customers see the 
kitchens on the internet and come from some 

distance to buy them because they have decided 
that Nobilia is a good bet.

In one case, he even found himself travelling to 
Chippenham in Wiltshire, nearly 100 miles west 
of London and considerably further from Brent-
wood, to plan and design one kitchen.

It is a help that, if a customer wants a Nobilia 
kitchen in the UK, then Kutchenhaus is an obvi-
ous place to buy it. The Kutchenhaus website is 
used purely to display what is on offer – you can’t 
buy directly from it, so a visit to a store (or from 
someone at that store) is essential.

Another thing that seems clear is that Kutchen-
haus is now preparing to open more franchises 
to expand its UK coverage and that Cowling will 
be among those bidding to run further shops. He 
is open about enjoying the prospect of becoming 
a multiple franchisee, although he acknowledges 
that it is still “very early days”. Croak also makes it 
clear that he would be happy to see Cowling take 
on more Kutchenhaus stores.

It seems unlikely that Nobilia will run more 
shops directly, as it did through the �rst three 
Kutchenhaus stores.

Croak makes if pretty obvious that Nobilia does 
not see itself as a retailer, except in very speci�c 
circumstances.

He says: “We are Nobilia and we don’t really do 
retail. We set up Kutchenhaus because nobody 
really knew the Nobilia name in the UK. Our 
business model was designed for supply to busi-
nesses and in order to raise public perception of 
the brand we needed to launch ourselves initially.”

Croak says that he is talking to several potential 
franchisees already, so the market can probably 
expect further Kutchenhaus franchises to be 
announced.

This is all part of Nobilia’s long-term plans 
to accelerate growth in international markets, 
which it has made clear for some time. 

Brentwood may be a very small part of a large 
global jigsaw for Nobilia, but as the launch pad 
for a network of UK franchises, it has an impor-
tance that belies its size. kbbr

Top: Lacquer white gloss Flash kitchen with blue quartz island
Above: Silestone worktop with professional chrome mixer 
Below left: One of the two front window kitchen displays
Below: Cowling and team with Philip Croak (third from left) 
from Kutchenhaus

        There was a gap in the market for properly designed 
German kitchens at affordable prices. Yes they cost more than 

Howdens or Magnet, but with Nobilia you get an incredibly 
professional organisation
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