
Two fence projects finished on the same street in Mississauga last summer, and they ended very differently. One
owner hired a documented, insured crew and got a cedar fence whose gates still swing true. The other owner
saved on the bid, then spent the fall fielding questions about a worker's injury claim that the unregistered crew left
behind. Same soil, same weather, same municipal office. Different paperwork, different outcome.

Money is the thread that runs through every conversation about Licensing, Insurance, and WSIB Coverage,
whether owners realize it or not. The documented contractor costs more on the invoice. The undocumented one
costs more somewhere else, at a time you cannot predict and in an amount you cannot budget for. This article is
about that tradeoff, and about the decisions that let you make it with your eyes open.

Nothing here quotes prices, because no honest number survives contact with a real property. What follows is the
logic behind the numbers.

Why Licensing, Insurance, and WSIB Coverage Show Up in Your Price
A contractor who carries insurance pays premiums. A contractor registered with the WSIB pays assessments based
on payroll. A contractor with a municipal business license pays the licensing fee and the accounting that goes with
it. Association memberships cost money too. All of those costs land somewhere, and they land on the quote.
When one bid comes in dramatically lower than the others, the difference is not always greed on the high side.
Sometimes it is the absence of those costs on the low side.

That does not make the low bid automatically dishonest. A young company with one truck and no employees may
genuinely carry less overhead, and a simple backyard run of fence may be perfectly safe in their hands. But you
should know what you are buying. A low price can mean a lean operation, or it can mean no insurance, no WSIB
registration, and no license. The documents tell you which one you are dealing with, and you should ask for them
before you ask for a discount.

What "Licensed" Can and Cannot Mean
Ontario has no provincial license for fence contractors, so the word "licensed" on a website or a truck is doing a lot
of work. In the GTA it usually points to a municipal business license, which is a registration with a city or town, not
a certificate of competence. Toronto, Mississauga, Brampton, Vaughan, Markham, Richmond Hill, and every other
municipality in the region run their own licensing arrangements, and they are not interchangeable. A company
licensed to operate in Hamilton is not automatically licensed to work in Ajax, and the rules that apply to your
property are the rules of the municipality where your property sits. Look up the current requirements there,
because licensing rules change and no two cities publish the same list.

None of this means licensing is worthless. A business license is evidence that the company exists on paper, that
someone at city hall has a record of it, and that it is at least minimally accountable. Trade certifications and
association memberships add information about training and standards. The mistake is treating "licensed" as a
complete answer. It is the first question, not the last.

The Cost Drivers Behind Any Fence Quote
When you compare quotes, you are comparing how each contractor priced the same set of factors:



Material type, from chain link to aluminum to cedar, and the quality grade within that type.

Linear footage, because every extra foot adds posts, panels, and labor.

Height and design, since taller and more ornate work takes more material and more time.

Number of gates, each one a small project of its own with hardware and posts.

Terrain, and ravine lots in particular, where slopes complicate digging and setting posts.

Access, meaning how close a truck can get and how far material must be carried.

Demolition and disposal of the old fence.

Post installation method, whether concrete, driven, or screw piles, which behaves differently in the clay soil
that shifts through GTA freeze-thaw cycles.

Finish and treatment, including staining, coating, or galvanizing.

Seasonal demand, since spring bookings fill fast and late-summer work is priced differently.

A good estimator walks the property and works through that list out loud. A contractor who quotes from a phone
picture is guessing, and you are paying for the guess one way or another.

Decisions That Move the Needle on Price
You control more of the price than you think. Choosing a simpler material or a standard height changes the
arithmetic. Clustering the work into one season instead of splitting it changes how crews are licensed fencing
company scheduled. Deciding ahead of time whether the neighbor will split a shared boundary fence changes the
scope entirely, and that conversation is worth having before the quote, not after it, because a fence that straddles
or abuts a property line is a different project than one entirely on your side of it.

Commercial owners have their own levers. A strip mall owner in Burlington can bundle fence work with parking lot
repairs so that one mobilization covers both. An industrial yard manager can schedule fencing around delivery
windows and shift work. A facility manager in Pickering can choose materials that need less maintenance over the
life of the lease. Every one of those decisions changes the quote, and every one of them is easier to make when
you understand what drives the number.

The Tradeoff Nobody Wants to Make: Price Versus Protection
Here is the honest version of the tradeoff. On a simple residential job, a low bid from a local crew with a good
reputation can be the right call, even if their paperwork is thinner than a larger company's. The risk profile is small:
a backyard, a weekend, a few hundred pounds of material. But the same reasoning does not transfer to a
commercial parking lot in Oshawa or a ravine lot in Vaughan, where a single incident can involve customers,
vehicles, steep ground, and utility lines.

The question to ask is not whether you can afford the documented contractor. It is what you are insuring against,
and who carries that risk if the paperwork is missing. A worker's injury, a damaged neighbor fence, a severed
hydro line, a claim that surfaces after the job ends, each of those scenarios is unlikely, and each of them becomes
your problem in a different way depending on the contractor's status. Insurance and WSIB coverage exist to move
those unlikely events off your shoulders. That transfer is what you are paying for.

When Paying More Is the Cheaper Choice
Consider a commercial owner in Burlington with a strip mall whose rear fence borders a hydro easement. The
documented contractor charges more and schedules around utility locates. The cheaper crew says the easement is
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no problem and starts digging. If the cheaper crew hits a line, the cost of that mistake is measured in repair bills,
lost tenants, and liability that dwarfs the savings on the bid. The expensive fence was the cheap fence.

The same logic applies to the family in Oakville whose backyard drops toward a creek. Post installation on sloped,
shifting ground is not the place to economize on the method or the crew. Experienced crews charge for that
difficulty because they have learned what the soil does in February, and their insurance and WSIB coverage are
part of the package.

Reading the Price With the Documents in Hand
When the bids come back, lay them next to the documents instead of next to each other. A price only means
something once you know what it includes, and the certificate of insurance, the WSIB confirmation, and the license
tell you what the number is actually paying for. The contractor with full coverage and a verified registration is
selling you a transfer of risk. The contractor without them is selling you a lower number, and the difference is your
exposure, priced out of the quote and onto your shoulders.

That is not an argument for always taking the higher bid. On a simple straight run of fence on flat ground, with no
gates, no slope, and no neighbor complications, the risk gap between a lean crew and a fully documented
company may be genuinely small, and the lean crew may do excellent work. The decision gets clearer as the job
gets bigger: the ravine lot, the hydro easement, the commercial yard with vehicles and tenants, the fence that has
to stand through a February with snow piled against it. On those jobs, the question is not whether you can afford
the documented contractor. It is whether you can afford the alternative.

Work through the decision in order. First, what is the worst thing that could realistically happen on this specific
job? Second, who carries that risk under each bid you are comparing? Third, what does the cheaper bid actually
save you once you factor in the cost of carrying the risk yourself, through deductibles, repairs, or worse? Most
owners stop at step one. The ones who walk through all three steps usually arrive at the same place: the difference
between the bids is smaller than the difference between the protections.

And keep the timeline in mind. A quote is a snapshot of a company's status on the day it was written. Coverage
lapses, licenses renew, crews change. Ask for updated documents at the start date, not just at the quote stage,
and keep the copies with the contract for as long as you own the property.

When you gather quotes this season, gather documents with them. Let the price comparison happen on a level
field where every bidder has shown you the same proof of Licensing, Insurance, and WSIB Coverage. The fence
you choose will stand for decades. The decision framework you use to choose it takes one weekend, and it
protects you for the same span.


