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Sunrise Kitchens of Surrey B.C. has 
nearly completed its $12 million 
expansion, which included a 
significant investment in automated 

equipment and company CEO  
Paul Bhogal couldn’t be happier. 

“This expansion allows us to increase 
our production capacity to better serve the 
requirements of the construction and multi-
family development industry,” he said.

As part of the expansion, Sunrise Kitchens 
added 35,000 sq. ft. to its existing facility to 
create a total of 80,000 sq. ft. The expansion 
was designed to support their transformation 
towards more automated manufacturing 
applying Kaizen principles, along with lean 
manufacturing in order to provide an even 
greater value for their customers.

Bhogal said the increase in automation 
also offers them more precision, enhanced 
efficiency and a 50 per cent increase in 
capacity allowing manufacturing with shorter 
lead-times and higher quality products.

IT ALL STARTED IN A BARN  
AT THE BACK OF A FARM
The expansion represents a major accomplish-
ment for the thriving family business that 
started in a garage in the early ‘80s.

Paul’s father, Sohan Bhogal, started the 
company in Richmond, B.C. as a small 
garage operation shortly after he moved his 
family to Canada.

“My father was looking at a number 
of opportunities for a business when we 
came here, and given his background in 
manufacturing, he decided on kitchen 
cabinets,” Paul Bhogal says.

“So he started a small garage operation 
in the barn at the back of a farm, he worked 
hard and was successful and then in 1986 
he moved to Surrey because he saw there 
was a lot of growth happening here after the 
new bridge was built. He moved to a one-
bay space of about 2,000 sq. ft. until 1990, 
when I decided to join him full time.” 

Bhogal says he first started working in 
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the family company helping out 
after school.

And when he decided to join his 
father full time, they also decided 
to change the name from Bhogal 
Cabinets to Sunrise Kitchens. 

“At first, after I’d finished 
high school, I went on and did 
some other ventures, also in 
woodworking, with a few partners, 
but eventually I decided to come 
back to the family company.” 

Bhogal said that once he joined 
his father, one of their goals was to 
really grow and expand the company.

“We had about 10 employees at 
that time and we had just moved to a 
larger, 6,000 sq. ft. space,” he says.

“Over the years we kept growing 
and kept expanding the space until, 
in 2010, we outgrew it and had to 
move again. By that time we had 
been slowly expanding the size of the 
building to about 14,000 sq. ft.

“That’s when we purchased 
our current premises. 

“Now we had 40,000 sq. ft., 
to which we added a mezzanine 
office space for a total of 45,000 
sq. ft. We picked that property 
because it had an additional acre 

of unused land for future growth. 
And that came in handy now 
because it allowed us to stay 
where we are and use that land for 
our expansion.”

For the past 38 years, Sunrise 
Kitchens has built a thriving 
family business manufacturing 
kitchen cabinets in Surrey, B.C. 
and today, they continue their 
journey to become a world-class, 
industry-leading manufacturer 
with some 125 employees.

Bhogal’s wife Harjinder, had 
joined him in the business a 
couple of years after he started 
working with his father.

“My wife looks after all of the 
accounting, the important stuff,” 
he says.

And their daughter Amrita 
joined them in 2018 after 
completing her HR degree.

“She has been working on our 
people and culture and she was a 
big part in implementing kaizen and 
continuous improvement throughout 
all departments,” Bhogal says.

In fact she has been doing such a 
great job, the Wood Manufacturing 
Council recognized her last year 

with its Innovation in Human 
Resources Award – Individual.

“She has worked really hard to 
change the culture of our company 
and began implementing new 
processes – such as lean - to make 
us better,” he says. 

“She’s played a huge role on the 
people side. She started implementing 
weekly meetings for the employees 
and when COVID-19 hit, for 
example, she’s worked to make sure 
everyone is safe and stays positive. 
That has made a big impact.”

Bhogal says his daughter’s work 
to keep the team going and develop 
a positive attitude and strong 
morale has made a huge difference. 

“You may not notice right away 
what’s changing, but things are 
definitely changing towards the 
better and slowly the whole team 
starts to work towards it.

“So the teamwork and all the 
people behind the scenes here are 
all part of the our success. And 
many have been here for many, 
many years.”

And now, their son Navjot, 
who has been working with them 
part time, is set to complete 

his business management and 
marketing degree and will then 
join them full time as well.

“He has been working here 
already for a couple of years,” 
Bhogal says, “and in April he will 
join the family business full time. 
So the third generation of Bhogals 
is in place and will be taking the 
lead of the future of the company.”

Bhogal says they’ve built  
their success through trust, 
innovation and a commitment 
to growing their industry and 
community partnerships.

“We have advanced our produc-
tion with automated equipment, 
offering increased capacity, shorter 
lead-times, and overall greater 
value to our customers. 

“And we are focused on 
quality. Quality products, quality 
service and a quality experience 
for our customers.”

CONSTANTLY INNOVATING
Bhogal said as they continued to 
grow, he realized, in about 2016, 
that another expansion would 
become necessary in the not-too-
distant future.

Signing the contracts for new equipment.

“So we started to feel that we needed to 
grow again and get the next phase of our 
expansion going and we started to plan for 
that in 2017. We did some architectural work 
and towards the end of 2018 those plans were 
more or less ready.

“We then hired Lignum Consulting and 
Sepp Gmeiner to help us.”

Bhogal says the plan for the new building 
was to add an additional 35,000 sq. ft. to the 
shop area to expand their production capability. 

“We wanted to add more capacity both 
via the expansion, but also through more 
automation in our processes,” he says.

When they started their plan for another 
increases in size, they were doing around 200 
cabinets per day and the goal was to expand that 
significantly, to at least 300 cabinets per day. 

“We started to work on this with Sepp 
(Gmeiner of Lignum Consulting), we were 
looking at plans for the new space and we also 
looked at the flow of our production line.”

Funny thing was, that even before the new 
building was completed, and thanks to their 
initial work with Lignum Consulting, Bhogal 
says they managed to increase production in 

their old facility to 280 boxes per day with 
just some small changes.

They added some equipment - upgraded 
their dowel machine to CNC and added another 
clamp for assembly - and rearranged the flow. 
Nothing major, but it had quite an impact.

“Now I realize for some shops that would 
be a big change, but considering our overall 
picture, for us it was a small change,” he says.

Bhogal even jokingly told CKCA members 
during their tour of Sunrise Kitchens’ facility 
last February, he didn’t think he’d need the 
expansion anymore even though the building 
was nearly completed.

“Yes, when we were talking the last time, 
with the new building still under construction, 
we had managed to increase our existing 
capacity to 280 boxes with one full shift and 
a skeleton shift. So we are running some 
equipment for 16 hours,” Bhogal says.

“But now with the new facility and the added 
equipment, we can go back to eight hours and 
produce 320 to 350 boxes.”

And that, he adds, will free up one entire 
shift for future use if and when they need it.

“So we could easily add an afternoon 

“The most important aspect 

of all of this was the careful 

planning, and bringing 

Lignum Consulting on board 

was a big help because that 

took care of a lot of second 

guessing and avoided having 

to make changes afterwards.”

— PAUL BHOGAL, CEO,  

SUNRISE KITCHENS

All in the family - Sunrise Kitchens is a third-generation 
family business. From left are Harjinder, Amrita, Sohan, 
Paul and Navjot Bhogal.
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shift again, which means we have some 
room to grow.”

Of course the whole expansion and move 
towards more automation meant they had to 
make quite an investment in new machinery 
as well.

“We added a full 120 ft. by 36 ft. automated 
material handling system from Biesse, which 
feeds our routers,” Bhogal says.

“We also added three more nesting routers, 
two from Biesse and one from C.R. Onsrud.”

Asked why he is mixing and matching 
machines, Bhogal said the two Biesse routers 
are integrated with the Winstore, but he also 
wanted one standalone machine for odds and 
ends and doors. 

“We got the Onsrud because it is supposed 
to be very stable and fast.”

They already had two other Biesse routers 
that also continue as standalones.

“And then we added a fully-automated Biesse 
edgebanding line as well, and we also still have 
two other edgebanders, one IMA and the other 
a HOLZ-HER, which we are also running as 
standalone machines.

“On the finishing side we have a fully-
automated Cefla line, and we just added another 
paint line from Venjakob.

“We’ve always wanted to try Venjakob 
and they had a machine ready to ship, so 
we bought it.”

This is also an automated line, but Bhogal 
says it doesn’t have the oven.

“But we have built a separate flash off oven 
with Sun-Spot. We wanted a paint line without 
an oven, so that was our solution for that.

NEARLY COMPLETED,  
BUT FAR FROM FINISHED
If you walk into the company now, you can’t 
tell where the old ends and the new begins.

It’s all one big production area, but getting 
there took time, planning and money.

“As I said, we started planning for this in 
2018 with Sepp. He has been here a few times 
to map and plan everything out for the last year 
and a half. And after we’d run through a number 
of different scenarios we made the decision to 
divide everything into six phases.”

Bhogal says they had to bring in new 
equipment, move existing equipment, move 
or remove walls and of course make changes 
to dust extraction and electrical services 
among many, many other things. It was a 
huge undertaking.

“When you were here the last time with 
CKCA in February, the building wasn’t quite 
finished, but the new equipment had already 
been delivered, so it was sitting there in the 
new building,” he says. 

“It then took us about eight months to work 
through the phases, every couple of months we’d 
finish one and then moved on to the next.”

Our biggest challenge was to accomplish 
all of that while we kept our production 
going, Bhogal says.

One biggie was the new electrical room. 
They had to build a new one and shut down 
the old one. That meant that for one day they 
had to shut down everything, completely. 

Fortunately everything worked out perfectly. 
They shut down late on a Friday and by Monday 
morning they were up and running again.

It meant a lot of weekend and after hours 
work for the trades and our own staff to get it all 
done. But we managed and will be completing 
our last phase by the end of February. 

“The most important aspect of all of 
this was the careful planning, and bringing 
Lignum Consulting on board was a big help 
because that took care of a lot of second 
guessing and avoided having to make 
changes afterwards,” Bhogal says.

“It was a little stressful, but it all worked out. 
“There were some big changes and now 

that’s it’s nearly complete we feel that 
everything went OK, but I can tell you there 
were those days when we were there 18 hours 
and it didn’t feel OK.

“We have done this four times now, moving 
and growing, and we know how difficult it is, 
but then you forget and you say yes, we can do it 
again,” he says with a laugh.

Bhogal says one of the best things they 
did was start their planning well before they 
actually had to do it.

“With Sepp, we ran through at least 20 
different scenarios looking at our options for 
the flow and how quickly we should try to do it 
and I think we can say now that we got it right.

The biggest obstacles of course came 
through COVID-19, because that was 
completely unexpected and nobody could 
anticipate it. 

They had to fly in technicians from 
Germany and the U.S., which meant they had 
to wait for when the technician could finally 
come in. One technician was told twice 
that he couldn’t come into Canada and was 
turned around at the airport.

“But that’s nothing you could 
control or plan for,” Bhogal says.

“This was a $12 million 
project, but for us, as far as our 
strategic long-term planning is 
concerned, this represents just 
50 per cent of where we want to 
be. We still have plans for the 
next three years for continuous 
investments of another $12 
million to bring us as close as 
possible to automate everything, 
to Industry 4.0 level.

“That’s our plan for the future. 
Right now we have automated our 
raw material handling, our cutting 
and our edgebanding, so over 
the next three years we will be 
automating our hardware insertion, 
assembly line and adding another 
paint line. That means we have 
another three years where we will 
continue to invest heavily into  
the business.”

Asked if he doesn’t want to take 
a breather and put his feet up for 
a while, Bhogal laughs and says 
sure, but he can’t sit still for too 
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long because that’s when he really 
gets stressed out. 

He says the prime motivator 
for wanting more automation 
was the kinds of projects they are 
doing now. Originally Sunrise 
Kitchens focused on single-family 
homes, but over the years they 
have moved away from that and 
on to larger, multi-family projects 
such as condo developments 
and townhouses. And in order 
to be competitive in that market, 
automation is key.

Bhogal says one reason they 
changed is that those kinds of 
projects enable them to do a lot 
more long-term planning; the 
other is that the building and 
construction industry has changed.

“We can now plan ahead for 
a year rather than just a few 
months, and there are a lot fewer 
single-family houses being built 
because we are running out of 
space. Instead, we are seeing 
more larger, multi-family projects 
being constructed. Condos and 

townhouses are the big thing 
right now and we want to be in 
that market.

It took them some time to make 
that change, they needed to build 
up a sales team and get a pipeline 
of projects going to start to have a 
steady flow of business.

But now they are there and 
although Sunrise Kitchens no longer 
works in the single-family home 
market, they didn’t abandon it.

Instead, this year, they set up 
a separate division and separate 
company: Alba Industries.

Alba is Italian for sunrise, and 
Bhogal says they started that 
company last year, “because we 
still have a lot of smaller clients 
and we didn’t want to leave them 
behind or say no to work. So 
we set up a separate division to 
handle that work and we don’t 
mix the two. 

It’s a completely separate 
company with separate equipment 
and shop, but also located in 
Surrey, B.C.

2020 brought a lot of ups 
and downs, but Bhogal says for 
Sunrise it’s been mainly ups 
with upgrading their production 
with automated equipment and 
increasing their capacity.

“We have corporately adopted 
Kaizen principles along with lean 
manufacturing thinking and have 
our sights set on the Industry 
4.0 revolution to automated 
manufacturing,” he says.

“We design and manufacture 
cabinets with superior 
craftsmanship, quality 
materials, European hardware 
and quality finishes. 

“Most of our business comes 
from word-of-mouth, which 
means Sunrise Kitchens has 
built a reputation in the cabinet 
industry as a trusted and valued 
company and 75 per cent of our 
customers are referrals and make 
repeat purchases.”

Believe it or not, but Bhogal 
says he is looking forward to the 
next round of “improvements.” n




