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Talk about truth in 
advertising. When 
you walk through the 
door at the Ware-

house Guys in Hyde Park, 
you’re standing in a ware-
house. Off to the side in an 
office? Some guys. 
	 Owners Chris Metron and 
Peter Broadbent have taken 
the no-frills approach and 
applied it to some of the more 
expensive items people buy 
for their homes. The result is 
huge savings for people who 
don’t need a café latte offered 
to them as they shop and don’t 
expect to see original art on 
showroom walls. 
	 “When we first moved here, 
we had 5,000 square feet,” 
says Metron. “Now we’re up 
to 18,000 so we can stock a lot 
more product and offer a lot 
more savings.”
	 Lately, the most popular 
items are new kitchen cabinets. 
In the last couple of months, 
Warehouse Guys have been 
selling an average of one 
kitchen every day of the week 
to homeowners 
and landlords 
looking to 
renovate on a 
budget.
	 There are 
seven styles 
and colours of 
kitchen cabinet, 
that’s it. “If we 
have something 
you like, you 
save money. 

If you’re looking for a whole 
lot of selection and custom 
design, this isn’t the place for 
you,” Metron says. The coun-
tertop is an affordable ½-inch 
granite on MDF backing. 
Looks great but doesn’t cost as 
much as pure granite.
	 To help buyers visualize a 
potential kitchen reno, the 
Guys have transformed a 
nearby house into a kitchen 
showroom of sorts. It has all 
seven styles set up in full-size 
kitchen displays. If you like 
what you see, you can cart 
away the cabinets that day. Or 
you can have the company’s 
own contractor install every-
thing for you.
	 Same goes for flooring. 
There’s a limited selection of 
hardwood and laminate. If 
you see something you like, it’s 
yours. If you want 1,000 varia-
tions of bamboo, you might 
go elsewhere. (Although they 
do have some bamboo among 
their hardwood offerings.)
	 The warehouse is also 
stocked high with mattresses, 

which is how Metron first 
got into the business some 
11 years ago. In the last few 
summers, the Guys have taken 
their hot tubs to the public, 
setting up huge temporary 
sales locations across the city, 
carting in 30 or 40 hot tubs to 
attract attention and show off 
the large selection available. 
	 They hope to sell hot tubs 

from the warehouse this 
season. The supply is large, 
and the prices are well below 
traditional retail. Same goes 
for pool tables and furniture. 
There’s lots there, and it’s 
worth dropping in on a regular 
basis to see what has arrived 
that week.
	 “Now that we’re established, 
we are building our inventory 
and don’t have any supply 
issues,” Metron says. “In fact, 
our problem often is finding 
room for all the supply we 
have.” To illustrate his point, 
he motions to the second floor 
of the cavernous building, 
where all the mattresses are 
stored side by each, high above 
the kitchens and flooring. 
	 Sales last year topped 
$2.1-million, so Broadbent 
and Metron believe they’ve hit 
on a winning sales formula. 

Selling more than a kitchen a 
day suggests they’re absolutely 
right. 
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18,000 square feet of deals

When we first 
moved here, we 
had 5,000 square 
feet,” says Metron. 
Now we’re up to 
18,000 so we can 
stock a lot more 
product and offer 
a lot more savings.
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