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Principles of Development
- Ten Years of Finchatton Andrew Dunn and Alex Michelin talk to PrimeResi about Armageddon,
attention to detail and agreeing on things.

A

ndrew Dunn and Alex Michelin,
property development’s gilded youth,
have marked their company’s tenth birthday with another spectacular result. The
3,000 sq ft penthouse in Finchatton’s latest project, The Lansbury on Basil Street
in Knightsbridge, sold within 24 hours of
being launched on 31st January. An international bidding battle drove the price to
£12.5m, £1m more than the asking price.
This is no one-off… Finchatton’s stats over
the last decade are quite impressive: Over
the last ten years, the super-prime specialist
developer has put together over 50 luxury
property projects worth over £870m, as
well as over 70 private commissions in the
UK, France,
Switzerland,
the USA, the
Caribbean,
Middle East
and more.
The firm has
never sold
any property
at a loss,
and claims
to deliver
an average
return on
investment
of over
50% for its
investors.
Finchatton
currently
has over
£300m
worth of developments
in progress
across prime
central London.

And it all started ten years ago with two twenty-something chaps
and a basement flat.
Dunn and Michelin, who first met at Charterhouse school in 1988,
combined forces in 2001 after spotting a niche for property developments with proper service at the higher end of London’s highend, and did their first deal a couple of years later, when Dunn
was 25 and Michelin just 24 years old. The business (named after
Out of Africa’s big game hunting hero) has grown fairly organically since, with Michelin’s money-mind and Dunn’s connections and
vision driving the scale and ambition – not to mention success –
of projects ever upward.
“We did a three year business plan at the start,” says Dunn, “and
probably thought that we’d do better in Year Two; as entrepreneurs
you always think you’re going to smack it out of the park from
Day One but, by the time we got to Year 3-4-5, we were doing better than we ever hoped. I think the
adage of you never make money in
business until Year Three is true.”
The pair’s fondness for planning has
been pretty key in delivering those
stats consistently. “One of the reasons for the company’s success,” says
Dunn, “is acute economic sensibility. Finchatton has never lost money
on a deal and returns an average
equity IRR of over 70% to investors.” Projects are rarely entered into
without an “Armageddon scenario”
spreadsheet being run to make sure
that any investment will at least be
recouped if things don’t quite go to
plan. Navigating a global economic
meltdown might be one of those
scenarios that tests the spreadsheet
to its limit.
Dunn: “We always make sure that
the deals we do are modelled on the
existing area, not assuming a planning gain. You make the money on
the way in, not on the way out of a
development. So many people buy
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stuff in London and think ‘I’m going to
add a basement, do this or that’. But that’s
all upside. Maybe we are too conservative,
and getting more so, but you’ve got to
model it on your Armageddon scenario,
when you can close your doors and still
get your money back to your investors.
“And unfortunately we’ve lost out on deals
because people have said ‘I’m going to
dig out the basement’ or ‘I’m going to add
10,000 sq ft’ and they may do, but five of
that ten may have to be affordable under
Section 106. We always model on the existing and if it doesn’t make an OK return
on that, we walk away. Alex is religious
about that and it’s a very good discipline.”
Even in the depths of London’s prime
property crash, in 2007-8, Finchatton
managed to pull something out of the
bag. The firm’s first big project, a townhouse on Eaton Square, went on the market just as Lehman collapsed but, thanks
in large measure to Dunn and Michelin’s
cautious approach, still managed to sell
for a rather respectable £3,000 psf; the
property was, in fact, the first to be sold
for over £20m in post-Lehman London.
But caution would be nothing without vision, and Finchatton knows what
its market wants and how to deliver it.
International HNW buyers do not necessarily have the same tastes, but they do
all demand the very best: “Finchatton’s
approach is bespoke to the nearest millimetre,” says Michelin, who talks with
as much pride about the minutest handstitched detail or recessed air conditioning fitting as about the grand schemes
and iconic addresses. “The Finchatton
style doesn’t scream anything,” he says,
“it’s very well considered and thought
out… We always fit the interiors to the
building, the address and the setting.”
“Clients have become far more discerning
over the last ten years,” observes Dunn.
“They have become global citizens with
many homes across the world, so it’s all
luxury fabrics, texture, sourcing the finest
craftsmanship from around the world; it’s
akin to engineering. Interiors trends and
fashions are always evolving, and we make
sure we’re at the cutting edge of that.”

The business itself has evolved, from a Battersea office with two
Ikea desks, to 5,000 sq ft of swish new digs in the heart of Chelsea
with a team of project managers, designers and specialists working on an array of private commissions and proprietary development projects. “We’re still very hands on,” says Michelin, “but not
in the same way we were at the beginning. To start with, Andrew
and I would both go to every meeting; now I don’t go to some of
his projects and he doesn’t come to some of mine. Yes we discuss
it but we don’t have the time to physically go to everything. We’ve
got bigger and have delegated a lot of projects to project managers. We’ll go to meetings, but might only be on site once every six
weeks, whereas they’re going twice a day.”

“You make the money on the way in,
not on the way out of a development”
There’s an obvious and complete trust between the two founders. “We’ve known eachother since we were eleven,” says Dunn,
“so there’s not a lot we don’t know about eachother. We wind
eachother up sometimes, but we high five and get over it. Finchatton would be very hard to do with just one of us. We have very
different skills: Alex is very financial and legal; he’ll sit there until
10pm trawling through financial models and won’t even put legal
documents on my desk anymore. Whereas as soon as I go off on
a tangent about drainage, he rolls his eyes and asks why why why
are you obsessing about this?”
“You’d be amazed by how much we agree on,” agrees Michelin.
Finchatton is following The Lansbury with some hefty projects
that are due to be completed over the next few years, including 12
apartments over 42,000 sq ft on Hans Place (due for completion
in 2014), and a partnership with Wainbridge Estates to develop
six townhouses and five apartments over 35,000 sq ft on Yeoman’s
Row (bought for £1,000 psf in 2012, with a target selling price of
£3,500 psf in 2015). “We’ve got a fair bit on in the pipeline,” says
Michelin, “but we are looking for the next really large deal and are
hoping to get something locked down pretty soon. That could be
the life-changing project in terms of scale and unit numbers. Our
3-5 year plan is to find that massive deal and to do more abroad.
We’re starting something in the Bahamas, we’re looking at more in
the States.”
This more international outlook is not, however, purely out of
choice: “We don’t want to have all our eggs in the London basket,”
says Michelin, “because you never know what George Osborne’s
going to do or what’s going to happen. It’s important to have some
outlets.
“London is great and we love it and we’re not saying anything
is going to happen, but high-end residential has become a great
whipping boy for the Chancellor and we feel that we are being
a bit persecuted. It’s bashing anyone who has got a bit of money
and has big homes in London. If things happen that damage the
economy that we work in, we have to look elsewhere.
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The Ten Projects That
Made Finchatton
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PROJECT I:

Green Street, Mayfair
Project duration: 18 months (2001-2002)
Bought for: £900,000 (£500 psf)
Sold for: £1.8m (£1,000 psf)

“We were young and took a flier on a few things that we probably wouldn’t do again”
“It’s hard to put into words just what this project, our first, meant for two guys at 24 and 25,” says Michelin. “It was
the first one on the journey.”
Having raised £3m from friends, family and lenient lenders, Michelin and Dunn spent six months in the wake of
9/11 researching and “pounding pavements” with a comprehensive checklist (which Dunn still has) of requirements
in search of the perfect first project. Various properties were put through rigorous tests, with square footage, the
number of bedrooms, aspect, the size of the kitchen relative to the overall size of the flat, ceiling height and more
being logged, rated out of ten and analysed to determine whether they were financially-viable development prospects. “We probably missed a couple that we should have done,” says Michelin, “but then we saw this one that was
very cheap – £500 psf in prime Mayfair – so, although a basement so a bit of a risk, had great downside protection.
After spending hours agonising over spreadsheets, we finally made the big buying decision.”
They bought the ground- and lower-ground floor flat for £900,000 – a “big punt” that swallowed a third of their
total capital – and set about creating the first Finchatton property.
Although the initial purchase went through pretty smoothly, the development proved to be a steep learning curve,
with a “really tough Scottish bastard of a builder” showing the pair the ropes by trying to slip £300,000 in extras on
top of the bill. “He probably saw us coming as young guys and really played the game,” says Michelin. “We had a bit
of fight and he threatened to sue us, but we played the game too and ended up paying around £100,000, which is
more like what he was due.”
Michelin admits that “we did take a few risks – we were young and took a flier on a few things that we probably
wouldn’t do again.” Including hoisting an over-sized hot tub through a narrow channel high above Green Street.
“The crane was huge,” says Dunn, “I mean massive. And the channel it had to get through was so narrow… But we
got away with it, just.”
The end result – complete with glazed hot tub – worked, selling for double the initial purchase price and setting a
new per square foot price record for a Mayfair basement. More importantly, it meant that Michelin and Dunn could
show their investors a return of over 10% per annum. “It wasn’t amazing,” says Michelin, “but it was a good return,
and our investors said ‘fine, now get on with the next one.’”
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PROJECT II:

Eaton Square, Belgravia
Project duration: 24 months (2006-2008)
Bought for: £10m (£7m for the main house + £3m for the mews house)
Sold for: £25m (£3,000 psf)

Finchatton’s first development of a big private home took them into the bowels of planning bureaucracy, as they
tried to repurpose a Grade II listed seven storey Eaton Square townhouse for modern life, stripping the building
back to the brick, adding a lift and merging it with the adjacent mews house. The classic stucco-fronted house had
been “basically destroyed by the previous people,” says Dunn, “it had been cut and carved into three flats with no
lift. We decided to reinstate it as a single house.” This meant working with English Heritage and the Grosvenor
Estate to win ground-breaking planning consents to create a property that would suit the lifestyle of a 21st century
HNW family.
It’s always a challenge to challenge English Heritage and the planners, says Dunn: “They don’t like change and don’t
always adapt to modern day living. They are still stuck in the 20s and 30s. People in London don’t necessarily host
dinner parties for 25 people every evening and stand by the fire in black tie; it’s not Downton Abbey any more.
People live differently now, and if you want to continue living in these wonderful houses, you have to adapt them.”
And Michelin agrees: “Ten years ago, for example, air conditioning was invented and everyone wanted it, but you
absolutely could not get planning for it. Now, after ten years, the planners are finally coming around and saying
there are enough people who want air conditioning that they’ll allow it, but it’s taken a decade.”
Alongside painstaking research into the archives to find original panelling and detailing, and two rounds of appeals
to win consent for a lift in a closet wing at the rear of the property, Michelin and Dunn won consent to merge the
mews into the main house, allowing them to adapt the property to open-plan kitchen-centric modern living. “We
could have a wonderful grand entrance hallway with a wonderful dining room leading into a lobby and family living
area with stairs up to a terrace,” says Dunn. “It was an amazing planning consent that really sealed the value on that
place…. We ended up with an amazing 8,000 sq ft blank canvas; it was cracking; a knock-out.”
The timing was a bit off, though, and the property went on the market shortly after Lehman collapsed. For many developers, this spelled disaster, but Finchatton had “modelled out the risk so the break-even price was very low.” The
selling price was, however, not that low: Eaton Square was the first £20m+ property to sell post Lehman, with Savills
bagging a £25m buyer at £3,000 psf.
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“Eaton Square was the first £20m+ property to sell post Lehman”
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PROJECT III:

St Tropez, Cote d’Azur
Project duration: 2011-2012
Private commission

“The first Continental project was Francois Mitterrand’s old house in St Tropez”
The business now has two parts: Finchatton Residences Ltd, which deals with development projects like The Lansbury and Eaton Square, and Finchatton Private which is dedicated to private interior design and architecture commissions, many of which are in rather glam locations around the globe. The first Continental project, commissioned
by a Canadian client who still lives in the property, was Francois Mitterrand’s old house in St Tropez.
The St Tropez market suited Michelin and Dunn, who felt at home with the London-like low supply / high demand
landscape. But the project wasn’t without its challenges; Finchatton managed “the whole shebang” for the client,
from advising what and where to buy to carrying out full-scale interior and exterior remodelling with landscaping,
but had to complete building works in just six months because of the area’s restrictions on construction during the
Summer season. “We did it in record time,” say Michelin. “The client bought the house in October, we started designing in December, were on site in January and were finished by June.” Dunn, it seems, was more sceptical about
the pace of the project: “I never believed it. When I spoke to Alex, I said ‘Dude; with French contractors?’”
Day trips to the Riviera, with 7am flights, a two-hour drive and late-night return, were not as glamorous as they
sound, but the pair seemed to have thoroughly enjoyed the project, and snapped up the chance to stay in the finished property when their client offered it for a weekend as a thankyou. And the word began to spread: “We had a
lot of people subsequently asking us to do up their houses there,” says Michelin.
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PROJECT IV:

Chester Square, Belgravia
Project duration: Nov 2010 - May 2012
Bought for: £18m (£2,200 psf)
Sold for: £32m (£3,700 psf)

“When we started out in the late nineties, we were in this beige revolution,
now it’s all about colour and warmth”
Back in the UK, Finchatton’s most recent Belgravia townhouse sold in record time for another record price, making
£3,700 psf and a 30% return on investment when it sold in May 2012 through Strutt & Parker for its full £32m asking price – the highest price ever achieved on Chester Square.
“This was an evolution of Eaton Square,” says Dunn, “with a very sophisticated, very chic interior that used a whole
new approach and a lot of traditional elements.” And it’s clear that the design of Eaton Square informs that of Chester Square, with the proven model of merging a mews house into the main property to create elegant open living
spaces defining the 8,200 sq ft project.
The property had previously been “done in a very modern way,” says Dunn, “with all the original features ripped out
and all that nineties stainless steel staircases nonsense.” Finchatton gutted the house, enlarging the lift and reinstating a traditional design with panelled doors and cornicing to complement the Grade II listed Regency architecture,
but opted to “put it all back in a contemporary fashion; it was very much a mix of the old and the new.”
Four years on from Eaton Square, the new style marked a departure from Finchatton’s signature to-date, and was
tailored specifically to the “address, the building, where it sits… We showed it to Knight Frank and Savills,” says
Dunn, “And they were just ‘Wow. You guys do this?’ Because it was so different to what we had done before… There
was a lot more colour in this one too; when we started out in the late nineties, we were in this beige revolution, now
it’s all about colour and warmth.”
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PROJECT V:

Montpelier Hall, Knightsbridge
Project duration: four years (completion in Winter 2009)
Sold for: £80m (avg. £3,500 psf over six units)

Montpelier Hall in Knightsbridge was the company’s first foray into multi-unit developing, and a long project. The
former Imperial College nurses’ halls of residence had been knocking around on the market for some time before
Michelin and Dunn came up with a plan to transform the “corridor after corridor of bedsits behind an1880s façade”
into something more, well, Knightsbridge.
“We saw an angle,” says Michelin, “so went to an investor that we had met over the years. We put in some of our own
money and he put in a big slug of money, and we bought the property.” The plan was to demolish everything but
the façade, dig down to create two basement levels and parking, and erect a modern rear to the building to create
six lateral apartments. It was a major conversion that required some heavyweight planning consents. “Luckily,” says
Michelin, “We had a very good planning officer who got it, and understood that having bedsit student accommodation in this location wasn’t very appropriate.”
The project straddled the economic crash; house prices tumbled throughout the UK and London shortly after the
initial purchase was completed, and continued to drop throughout the planning and build schedule. It was, understandably, a nerve-wracking time but the business partners had – true to form – broken out the Armageddon
spreadsheets well in advance to model a worst-case scenario. “We knew we would get our money back and make a
small return, but it wouldn’t smack it out of the park,” says Michelin. “We were always pretty confident.”
“We model things so conservatively,” says Dunn. “We were looking at a property the other day, and considering it
at asking price, but there were something like eight bids over the asking price already; it’s crazy. Either these people
don’t know what they’re doing, or they know something that we don’t – which is probably true – or they’re willing
to work for just a little margin… You have to be conservative in London, look at the metrics, and not get too carried
away. I suppose that’s why we’re still here with investors.”
As it happened, London’s prime property market bounced back faster and bigger than most – including Finchatton
– had expected, allowing Montpelier Hall to sell for an average of £3,500 psf across the six units and 36,000 sq ft.
Montpelier Hall may, in fact, have helped to kick-start London’s super-prime market after the crash; “It was one of
those deals that everyone was so pleased with,” says Michelin, “because it was a great harbinger for the market. They
were saying, ‘Well Finchatton have just sold that flat for £x.’
“I think it was testament to the quality of our product and to the fact that London has its resilience, even in a downturn,” he says. “If the product is exceptional, people will pay the money.”
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PROJECT VI:

Maine, USA
Project completion: 2010
Private commission

As Finchatton’s reputation has spread internationally, more overseas private commissions have flooded in, including
from the States. A 12,000 sq ft project on a private island in Maine proved to be a highlight, with a “spectacular allAmerican site that just went: lawns, flagpole, garden, ocean.” This was the team’s first ground-up new-build project
outside the UK.
Working with a New York architect that Dunn had known for many years previously, the pair “got amazing planning consent to completely demolish the existing house,” says Dunn. “Our challenge was to build a house that wasn’t
London-y but was up to London standard; it had to fit with the surroundings. The style had to be very preppy: New
England with some Colonial too.” As an added complication, the property – which is on an island 20 minutes from
the mainland – had to be able to withstand hurricanes and -20C temperatures, hence the heavy stonework and reinforced walls.
“It was actually a joy to deal with,” says Dunn. “Building in the US is not as difficult as you’d think it might be, and it
was great for us to do because it broke us into the US; it opens up the question as to whether we will do more developments over there.”
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PROJECT VII:

Lake Lugano, Switzerland
Project duration: 2010-2011
Private commission

“The client gave Finchatton ‘pretty much free reign’ to do something completely different”
Finchatton’s ethos that interiors and design should match the setting got a full airing on Lake Lugano in Switzerland, where an apartment in the ultra-modern Giampiero Camponovo-designed Mantegazza building demanded
another fresh approach.
The client, who bought the 4,000 sq ft lateral apartment underneath the penthouse (which is still owned by billionaire travel magnate Sergio Mantegazza), gave Finchatton “pretty much free reign” to do something completely different. “We always try to make the interiors speak to and complement the architecture,” says Michelin; “I wouldn’t
want to walk into a new modern building and see cornicing and crusty old fireplaces. And, likewise, I wouldn’t
want to walk into a beautiful Chester Square house and see steel and glass everywhere; they just don’t work. A lot of
designers try to force things in and I don’t think that’s right.”
The result was a modern open-plan, very chic four-bed layout (with enormous walk-in wardrobe) that drew heavy
inspiration from the nearby Italian lifestyle and took full advantage of the apartment’s extraordinary lakeside vista.
“The client was thrilled,” says Michelin, “and so was his wife with the closets.”
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PROJECT VIII:

Gulfstream 450 (aviation)
Project duration: ongoing
Private commission

“... and then we realised that we weren’t charging enough”
“A client came to us and said ‘I love what you do; can you come and do my jet?’ Obviously we jumped at the challenge,” says Michelin, “but knew it would be difficult because you have to learn all the regulations: the weights of
fabrics, permitted materials, fire regs…”
Fitting out a private jet – a Gulfstream 450 in this case – requires a rather different approach to designing a static
property. As well as the practical matters of weight and distribution, there are a whole bunch of rules and regulations to comply with that make the process intensely bureaucratic, with troupes of specialists attending each meeting. “It takes a year to fit out a plane,” says Michelin. “You’re fighting for millimetres really; it’s very technical. And
you have to send samples of every fabric so it can be tested for fire regs and the likes. But it’s good; you don’t want
them to get these things wrong.”
And the costs – even to super-prime property developers – seemed sky-high, as Michelin explains: “One meeting,
where we went through the specifications of the jet with about 12 people, was hilarious. We’d gone through the
fuselage length options and all that and got to wifi: if you want wifi on your jet it will cost you half a million dollars.
You buy the router for ten bucks, but it’s unbelievable. Luggage racks are $10,000; rubber-wrapped luggage racks
are $50,000: it’s insane. We were there with our client thinking ‘how can you do this,’ and then we realised that we
weren’t charging enough.”
But there are huge opportunities for high-end design in private jets, as well as yachts (which Finchatton also work
on): “Most planes, bless them, have quite drab interiors,” says Michelin. “I’d love it to be an ongoing relationship
with Gulfstream.”
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PROJECT IX:

The Lansbury, Knightsbridge
Project duration: Four years (2009-2013)
Gross development value: £40m
Selling price: Target of £3,700psf across the units; penthouses at £4,200psf

“We want to be legacy creators; we want to look back on this
in 30 or 40 years and say ‘we did that’”
And so we come up-to-date with Finchatton’s flagship development, The Lansbury, which launched this week.
Michelin and Dunn’s excitement about this project is palpable. It seems trite to say that this is the culmination of
their work to date, but it feels quite close to the mark. “This will be fully branded and managed by us,” says Dunn.
“It’s taking Finchatton to the next step. It’s not just about buying a flat from us; it’s about the lifestyle that we can
create for you. We’ve done it top to tail; no expense has been spared on this one. Alex and I want to be legacy creators; we want to look back on this in 30 or 40 years and say ‘we did that’.”
The Lansbury’s location, on Basil Street, could not be much better for international super-rich buyers. Harrods is
quite literally on the doorstep, so one might expect a ready queue of buyers from Dubai, Bahrain and Qatar, but
Michelin and Dunn are ready to be surprised. Not one of Montpelier Hall’s units, just down the road and also within
sight of Harrods, went to a Middle Eastern buyer. “We had an idea of who the buyer would be when we designed
the Montpelier flats,” says Michelin, “but actually we didn’t sell one of those units to a buyer from the Middle East.
There were two Brits, an American and Europeans in that building.” The appeal of The Lansbury is likely to be similarly global.
The site’s two original houses, which Finchatton bought separately in 2009, were demolished to make way for the
Lansbury’s six apartments over eight floors and 12,350 sq ft. “We bought one building, then bought another little
adjacent house and managed to get planning to merge them in,” says Michelin, “which completely changed the dynamic of the scheme.”
Prices range from £3.65m for the duplex to £12.5m for the penthouse, although, surprisingly, the show-stopper
is the triplex ground and lower-ground apartment, which features an interior light well that plunges three storeys
across the full three-metre width of a ground floor front window. An inspired light installation by Bruce Munro sees
“raindrop crystals” cascade down vertigo-inducing space, reaching a lair-like study on the lowest subterranean floor,
and providing ample light to the middle floor living space and bedroom.
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The design of all six apartments is typically Finchatton: warm, comfortable and sophisticated with an almost maniacal attention to detail. As Dunn says, “It’s stealth wealth. We always want clients to be able to walk in, kick off
their shoes and be in a warm, happy place. We don’t create show homes; we create homes. People live in our houses;
they’re not just bought as investments.” At the preview, there were probably more comments about the handstitched leather banisters than anything else, whilst Dunn proudly pointed out the lack of air conditioning vents
in the penthouse (“they’re hidden in the light recesses along the interior walls,” he revealed conspiratorially), and
spoke of the doorman’s custom-designed bespoke uniform.

“It’s stealth wealth. We always want clients to be able to walk in,
kick off their shoes and be in a warm, happy place”
The apartments, which are fully serviced with concierge, valet, housekeeping and room service through an arrangement with the Capital Hotel, are Finchatton’s first branded development, but the idea has been on the cards for a
while. “I don’t think we ever wrote it down as a core strategy goal,” says Michelin, “but it’s always been the aim to
have a branded residence. Andrew came back from New York having stayed with a friend who lived in one of these
branded developments and said ‘this is the future.’ London just doesn’t have it (at that point The Knightsbridge and
One Hyde Park didn’t exist). We always knew that that is how international people want to live; you go to Hong
Kong and everyone lives in beautiful buildings that are totally branded with concierges and all the services.”
Finchatton has not sold any of the apartments off-plan, and can, thanks to Michelin’s financial modelling, hold out
for the bigger pay-off elicited by buyers experiencing the development in real life. “You don’t get the premium until
it’s finished,” says Dunn. “Chester Sq was the same. Until the guy walks through the door, the art’s on the wall, coffee’s bubbling, the music’s on, the candles are burning… It’s about the whole experience. We want people to walk in
and think ‘I just have to have this. I have to have this.’”
“We want to create an emotional response,” says Michelin. “We want people’s juices to flow. It’s not enough that they
just buy another investment; this is an emotional response that we elicit from them through the design, the fabric
the textures.”
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PROJECT X:

Finchatton Offices, Chelsea
Project completion: ongoing

“Working somewhere like this makes a big difference, and for clients too; it’s what we do”
Finchatton moved from Ives Street into 5,000 sq ft of new offices off the Kings Road, opposite Storm Models on Jubilee Place, in July 2012, having spent six months refurbing them to the standard you’d expect, complete with three
board rooms, knee-deep carpets and a branded honey-marble welcome stone. It feels more like walking into a 5*
hotel lobby than an office.
“Working somewhere like this makes a big difference, and for clients too,” says Dunn. “It’s what we do. It’s kind of
trendy and open plan but not over the top; just a great expression of what Finchatton is all about. The staff all love it
too, so hopefully we’ll be here for a while.”
The new offices are perhaps the clearest indication of just how far Finchatton has come over the last decade. “Andrew and I started in a crappy office in Battersea with no heating, no cooling and a couple of desks from Ikea,” says
Michelin, leaning back on an impeccably upholstered chair, spreading is hands over a rich mahogany boardroom
table. “There were cables everywhere; it was awful.”
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10 Principles of Development
Selected advice, knowledge and experience from Finchatton’s Dunn and Michelin

Plan for Armageddon

“Downside protection is something we always look at. We’re not the sort of people to bet the
house, so the worst case position is to always get our capital back.” – Michelin

Buy Savvy

“You make the money on the way in, not on the way out of a development.” – Dunn

Make it Special

“Personalisation and customisation set the affluent apart from the masses. We make everything
bespoke. We have no limit. If the client asks for it, we deliver.” – Michelin

Think About Everything

“What really makes the super-high-end is when you think of everything…. The absolute
highest level of everything.” – Michelin

Have a Style

“You have to have an incredible design ethic first, because that what sells the project.” – Dunn

Don’t be Greedy

“We always try to leave something on the table for the next guy.” – Michelin

Don’t get Carried Away

“You have to be conservative in London, look at the metrics, and not get too carried away. I
suppose that’s why we’re still here with investors.” – Dunn

Be Versatile

“The hardest thing about our business is that it’s so many disciplines rolled into one.” – Dunn

Be Loyal

“Sell through the agent you bought through; it’s the rule in resi.” – Dunn

Be Exceptional

“If the product is exceptional, people will pay the money.” – Michelin
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PrimeResi is the journal of prime property. We are the only news
and views resource dedicated to the top-end of the UK’s residential
property sector.
PrimeResi.com, which launched in May 2012, has already become required reading for anyone involved in the
UK’s prime property industry.
PrimeResi covers all aspects of prime property, from market trends and government policy to planning and
architecture; sales and marketing to design and interiors; new developments and construction to key people
and job opportunities. Breaking news is updated throughout the day, whilst expert commentators and leading
industry figures provide witty, informed and opinionated comment on the important issues of the day; regular
in-depth reports (Primers) deliver comprehensive, detailed insights into key aspects of the industry.
Our readers include property finders, developers, top-end estate agents, investors, brokers, architects,
surveyors, asset and wealth managers, solicitors and legal advisors, interior designers, construction services,
planning advisors and property managers. Our readers are the movers and shakers at the top of the market:
the key decision makers, CEO’s, senior executives and business owners who need to stay on top of the market.
PrimeResi is edited by brothers Matt and Dan Crofton.
Matt was formerly Publisher of the award-winning Spear’s magazine, Editor of Millionaire Lifestyle, and
Managing Editor of magazines and yearbooks for the Annabel’s group of private members clubs, Aspinalls
casino, the Epsom Derby Festival, Sudeley Castle and the Historic Grand Prix Cars Association. He has written
on finance, property and luxury lifestyle for a wide range of publications. Email: matt@primeresi.com
Dan is Managing Partner of Crofton & Associates, one of the UK’s oldest and most respected property search
and acquisition firms. Crofton & Associates has been sourcing fine and rare residential properties for private
clients since 1984. It is a family business and completely independent. Dan has over a decade of experience
in the prime industry and has completed major acquisitions for a number of high-profile individuals and
corporate clients. Email: dan@primeresi.com
www.PrimeResi.com

Copyright: PrimeResi 2013
All images courtesy of Finchatton
www.primeresi.com

PrimeQResi
J o u r n a l

o f

P r i m e

P r o p e rt y

