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The more successful you
become, the more you
delegate tasks that, in the
beginning, you'd have done
yourself.

At Middleton, we want you
to feel, unequivocally, that
we are doing something
even better than you,
yourself, could have done
it. Otherwise, why hire an
advisor?

So, we aim to do some
things 100% better and
hundreds of things 1%
better than anyone else in
the business.




We put ourselves in your shoes.

Welcome to Middleton.
Buying advice.




Independence.

Our independence enables
us to focus on delivering
results for clients but also to
feel totally comfortable
with the advice we give.
Sometimes that means
telling clients things they
aren't expecting to hear.

Depth of knowledge.

There are no right or wrong
answers in our business, so
there is always a place for
instinct. But genuine depth
of knowledge gives us the
strongest possible
foundation for our
decisions and advice.

The Middleton way.

Diligence.

We are rigorous in our
preparation, our
information-gathering and
our attention to detail. In
the cut and thrust of
negotiations, when the
pressure is on, our processes
and systems have to stand
up to the closest scrutiny.

Quality not quantity.

We're happy to limit the
number of clients we act
for. And because we don't
work on conflicting briefs,
we have a much higher
advisor to client ratio than
many buying agencies.




Know your competition.

your best interests. We don't give commission to any
Middleton partners or employees and we don't take
commission from any of our recommended suppliers. This
year alone, the money we have saved our clients on guide
prices is equivalent to five times the fees we have charged
them.

Come to think of it, we're not sure there is any competition
who can claim that. But if there is — we'd welcome it.




It's a plan
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