
Adopted 
showrooms…    
  what 
happened       
 next? 
We first met the owners of our two 
‘adopted showrooms’, Moiety Kitchens 
in London and Harris Bathrooms in 
Southampton, in 2014 at the very 
beginning of their new business 
journeys. Just over three years on, 
they tell us how their companies have 
progressed and reveal the highs and 
lows of opening a new showroom in 
the competitive KBB sector 

‘We’ve 
learnt to 
adapt our 
strategy to 
cope with 
changes in 
the market’
Manish Hirani, managing 
director of Moiety Kitchens  
on the Temple Fortune Parade 
stretch of London’s Finchley 
Road, looks back on the lessons  
and successes of his first  
three years in business 
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Manish Hirani and his 
‘floating kitchen’ concept
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framework. This had to be engineered precisely to 
fit within standard size kitchen units and could carry 
more than three tonnes.  

We had an amazing few days at the show, met 
lots of potential new customers and made plenty of 
contacts and friends. It was a real baptism of fire for us 
in our evolution as a young, innovative kitchen design 
company and we truly loved every minute of it. Our 
show kitchens have now found permanent homes 
after the exhibition and we have gone on to design 
dozens of new, innovative kitchens as a result. 

Our first challenge arose following the referendum 
to leave the EU. Brexit had a significant impact on our 
business, primarily because of the change in the value 
of the pound. Furniture, appliances and worktops all 
increased in price by approximately 10 to 15% as a 
result of the weakened pound. Furthermore, we began 
to notice a change in customer behaviour due to the 
increased uncertainty in the markets.

Strategy
As a response to the change in market conditions, 
we had to alter our business strategy. Planning for 
the future became a little harder, as no one was sure 
of what lay ahead. Nobody truly knew how good or 
bad the outcome would be. It was important that we 
didn’t panic, because we knew our competitors were 
in the same boat. We decided to continue with what 
we knew best, which was to design high-quality, high-
impact kitchens. We continued to remain competitive 
with our pricing, despite the increase in supplier costs, 
and did not pass this on to our customers. We felt this 
was necessary in order for us to build a strong and 
sustainable brand for the long term. Brexit was a huge 
learning curve. It taught us to adapt our strategy. 

Over the past two years, our customer base and 
team have grown. We’ve built our brand profile and 
continue to design new and innovative kitchens. 
We originally launched our brand with our marquee 
floating kitchen, which proudly sits in the front window 
of our showroom. We plan on emulating this with 
another concept, which we intend to launch later this 
year. We won’t give too much away, but it will include 
an electronic, sliding worktop on a floating island that 
I hope will revolutionise the kitchen industry, as it’s 
never been tried before. 

We’re also in the process of updating other parts of 
our showroom to showcase new kitchen trends. Watch 
this space – there are more exciting times ahead.

We decided to take a stand 
at the annual Grand Designs 
exhibition. We had an amazing 
few days, met lots of potential 
new customers and made 
plenty of contacts and friends. It 
was a real baptism of fire for us 
and we loved every minute of it 

We’ve had an incredible journey since 
we opened the doors to Moiety 
Kitchens back in January 2015. 

Although we started off small with an initial 
team of two (my brother Dhiren, head of 
operations and installations, and I), we were 
lucky to draw upon a strong base of support 
from family and friends, which really assisted 
us in the early days of the new business.

From the outset, our primary objective was 
to close our first sale. Thanks to our successful 
opening event and the rapid momentum we had 
built up in the months preceding our launch date, 
we didn’t need to wait long before we sold our 
first ever kitchen. We were honoured that a local 
resident had given us the opportunity to undertake 
a complete redesign of her kitchen. 

Since then, we’ve not looked back. Supported by 
our furniture brands Warendorf, Nobilia, Schüller and 
Next 125, and a strong presence on social media, 
we quickly became inundated with enquiries from 
potential customers and our sales volumes began 
to rise exponentially. During the first six months 
of operation, we managed to sell an incredible 14 
kitchens. To ensure the quality of our proposition 
remained strong, we decided to hire another designer 
for our growing team. This allowed us to add another 
dimension to our design output. Claudia [new 
designer] quickly used her knowledge of AutoCAD 
and expertise in architecture to add a distinct flair and 
style to our kitchen designs.

To ensure the continued growth of our business, 

we understood that one of the pillars of our 
operating model would require us to understand the 
demographic makeup of our customer base and to 
integrate ourselves within the local community. 

As we’re in the heart of Temple Fortune, a large 
proportion of our customer base is part of the local 
Jewish community. Learning about Jewish culture, 
cuisine and the unique functions required in a Jewish 
kitchen was fundamental to our overall success. We’ve 
found that word of mouth and referrals have enhanced 
our reputation and helped enquiry levels to grow. 

At the end of our first very successful year, we 
decided to further grow our brand by taking a major 
stand at the annual Grand Designs exhibition, which is 
held at London’s Excel exhibition centre.

Grand designs
Keen to rise to the challenge and capitalise on this 
incredible opportunity, we partnered with Warendorf 
and designed two new high-end and impactful 
kitchens to display at the exhibition. It was a fantastic 
chance to introduce ourselves to thousands of potential 
customers. We also got to meet designers, architects, 
installers, builders, electricians and many more. It was 
an amazing way to build a list of great contacts.

Being in the front of the Grand Kitchens section 
of the show, we wanted to create a standout kitchen 
that emphasised ‘Grand’. We used our engineering 
skills to showcase our innovative “floating kitchen” 
concept. Our main feature kitchen at Grand Designs 
used a floating island and dining table combination 
spanning more than three metres with a hidden steel 

How it all 
started

Manish Hirani and his brother Dhiren first opened the doors at Moiety Kitchens on 
London’s Finchley Road in January 2015. 

Hirani graduated from university in 2007 with a BA Hons in mechanical engineering 
and fell into the kitchen industry purely by chance following a lack of career 
opportunities in the field of engineering.

After learning the basics about the selling of kitchens from his uncle, he joined 
national retailer Homebase in 2010. After two years selling what he described as 
“relatively entry-level” kitchens, Hirani felt that a return to the luxury end of retailing 
would help him progress in his, now chosen, career as a kitchen designer. He was then 
headhunted by London-based, independent kitchen retailer Vogue Kitchens. 

Above: The Moiety showroom in London  Below: Moiety’s stand at the Grand Designs show


