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Hot Deals

2019 M&A Wrap-Up

High prices, strong demand and unprecedented activity
made last year a memorable one for sellers and buyers.
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Take a look inside for our look back at the 2019 M&A market, 2019 insurance firm multiples,
the Broker Tear Sheet and more.
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Public Broker
Stock Price
Public brokers continue to perform well in
the marketplace. A look at the stock price at
the year-end close for each over the last five
years, as compared to the S&P 500, shows
their five year appreciation growing better
than those outside the insurance vertical.

Interested in learning
more about public broker
performance?

Sources: Data for public brokers was obtained through public investor calls for each
organization as well as other publicly available sources including S&P Global Market
Intelligence, Yahoo! Finance, Morningstar and Reuters reports. AON = Aon plc; AJG =
Arthur J. Gallagher & Co.; BRO = Brown & Brown, Inc.; MMC = Marsh & McLennan
Companies, Inc.; WLTW = Willis Towers Watson Public Limited Company.

Read our quarterly Broker Tear Sheet on Page 19.
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2019 M&A in Review
The numbers are in, and as predicted, 2019 was another
record-breaking year for merger & acquisition (“M&A”)
activity within the insurance distribution space.
Noteworthy activity during the year included:
n 642 publicly announced transactions in the U.S.1,2
n Deal count records were broken for the third year in a row. Announced deals, by
transaction count, were up over 10% from 2018.2
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n Private equity backed brokers were once again extremely active, participating as the
buyer in 60% of the announced transactions. Independent brokers continued to be
an important part of the M&A landscape, with 153 acquisitions in 2019.2
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n The top ten buyers participated in 44.4% of publicly announced deals in 2019, down
from almost 60% in 2018. In 2019, we saw several new buyers enter the space, as
larger, mature(ing) buyers have begun to settle into their strategy.2
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What does this all mean for 2020
and beyond?
With our crystal ball out for polishing, it is impossible to know where the market will go
from here. Logic tells us that the market will continue to change, but what that means
remains to be seen. Whether new buyers continue to enter the space, causing further
pricing inflation, or private equity money begins to tighten, leading to a decline in deal
count, we believe that the M&A landscape will continue to be dynamic and competitive
as we move through 2020.
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All transactions are announced deals involving public companies, private equity backed brokers, private companies,
banks as well as others including private equity groups, underwriters, specialty lenders, etc. All targets are U.S. only.
This data displays a snapshot at a particular point in time and has not necessarily been updated to reflect subsequent
changes in prior years, if any. MarshBerry estimates that historically, a low percentage of transactions were publicly
announced, but we believe that this has risen to over 50% today. Past performance is not necessarily indicative of future
results.
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CounterPoint is the proprietary
publication of MarshBerry.
The magazine offers 11 editions
annually and is published for
independent insurance agents
and brokers, national brokers,
private equity firms, banks,
credit unions, insurance carriers
and specialty distributors.
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2020 Challenges and
Prospects
By Hamsi

Shankar, Director of Research

440.520.1073 | Hamsi.Shankar@MarshBerry.com

Our prognostications for 2020 in terms of
growth have become somewhat modified
by what is fancifully called a black swan
event, viz., the coronavirus outbreak in
Chinathat has now spread to the rest of
the world. The income and wealth effects
of lost production will hit China hard,
shaving off, by some estimates, about 100
basis points from its first quarter GDP; for
the global economy the impact is in the
range of a 0.40-percentage point shave.

China accounts for
about 30% of the
world exports of
which global value
chain exports account
for 10%. This means
a crucial 10% of world
production is tied
up in China’s ability
to deliver parts and
intermediate goods
on time.
That said, much will depend on how
quickly the virus outbreak is contained. It
will also depend on how much inventory is
currently held by U.S. producers — at this
point it looks about one month’s stock.
This means that whether we are looking

at a temporary setback to the
world economy or a longer-term
one is very much dependent on
a ground level situation about which
there is not much transparency. Not to
mention the effectiveness of stimulus
measures the world governments are
taking to bring the global economy back
on track.
In fact, the threat from the virus
outbreak was the focus of the most
recent Federal Open Market Committee
(“FOMC”) statement detailing the rationale
for further rate cuts. Currently the Federal
Funds rate at zero. There is implicit
acknowledgment that the stimulus to
the domestic economy provided by last
year’s rate cuts will be somewhat dented
by the emerging risks associated with the
outbreak. Ironically just as risks of a trade
war are dissipating, disruptions due to

the coronavirus
are emerging.
Throw in the dynamics of an election
year and 2020 turns out to be a period
of some uncertainty (always tempered by
a desire “not to rock the boat” by policy
officials). However, it helps to focus on
underlying economic trends that point
to consumer and business sentiments.
Consumer confidence is still holding up
above recessionary levels. These are the
ultimate arbiters of economic outcomes
that impinge on Gross Domestic Product
(“GDP”), and ultimately the insurance
brokerage industry. n

CONSUMER CONFIDENCE INDEX

Source: The Conference Board, CEIC
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Hot Deals

2019 M&A Wrap-Up
By Chris

Darst, Senior Vice President

949.234.9648 | Chris.Darst@MarshBerry.com

When will there be a merger & acquisition (“M&A”)
slowdown? We’ve been asking this question and writing
about the record-breaking activity, unprecedented valuations
and strong demand for the last several years. Just when we
wonder if the market has reached the peak, M&A activity
keeps climbing. The slowdown question feels redundant.

Still, what about that slowdown?

4
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n 2019, MarshBerry helped many
insurance firm owners sell their firms
and capture the highest average
pricing in history. Private equity (“PE”)
firms continued to lead the charge by
aggressively structuring transactions, with
newer players seemingly uninhibited by
price. That said, we did see several mature
PE backed brokers pull back a bit with
pricing and deal volume to focus more
on bringing together years of aggressive
acquisition activity.
But for most, there was no slowing down.
Last year the industry experienced the
highest volume of M&A transactions
ever, closing out 2019 with 642 deals.
The number of transactions is up 183%
from 2010. That year, PE-backed buyers
accounted for 20% of announced deals.
In 2019, PE buyers accounted for 60%
of the transactions in the insurance
distribution space.

What was
most surprising?
The market was
more dynamic,
and pricing was
higher than
2018’s recordbreaking year.
It was great to be a seller last year.
There was certainly more choice and
opportunity for a seller in 2019 than any
other year in history, and there was more
competition for buyers.

BUYER'S MOVE
Last year, the top five buyers represented
about 30% of the total deal activity and
the top ten buyers accounted for nearly
half of transactions. It was challenging
to be a buyer in 2019. Buyers had to
work hard to differentiate themselves

from the competition. Based on our
experience, price was the most influential
differentiator on most transactions in
2019; however, providing a culture and
post-closing environment attractive to a
seller was almost as important. Buyers
with the most success were those that
had the flexibility to stretch on price while
providing a clear vision of what life would
be like for the owners and employees
post-closing. Buyers with an old school
“slash and burn” mentality where staff is
sacrificed to enhance margin struggled
to succeed in this dynamic environment.
Sellers had too many better options
and were able to still get a high price
while making very few, if any, personnel
changes.
In 2019, there were some buyers with
a model allowing for a considerable
amount of autonomy. This structure has
resonated with many owners as being a
great option to keep doing what they are
doing while taking chips off the table. On
the other hand, there are buyers that
provide many resources. Some facilitate
management and others arm producers
with sales tools and value-added services
to help write larger accounts and grow
their books of business. Finally, there
were also plenty of buyers in between
these two extremes giving various options
for owners and employees post-closing.
Demand for deals remained strong,
with PE-backed buyers leading the way.
We don’t expect this to change during
the first half of 2020.

SELLER'S CHOICE
As for sellers, the theme of 2019 was
options—lots of options. With the
increase in price and activity, highperforming firms were prime targets for
acquisition and enjoyed high valuations
with flexible terms. However, not all sellers
walked away from the deal table with
above-average proceeds. To maximize
price, sellers had to show they were
investing in success. That means focusing
on talent, infrastructure, technology and
producers—evolving their organizations,
embracing change and creating cultures
that attract young professionals.

In short, firms that were operating
as lifestyle businesses did not see
the returns of those high-performing
brokerages. And, 2019 numbers indicate
an increasing valuation gap between
premium and average firms.

Last year was an
exciting time to be a
seller, and we expect
the momentum to
continue in early 2020.
HEADWINDS AHEAD
Back to the slowdown, perhaps the start
will be a slowing economy, geopolitical
stress or an impending presidential
election with uncertainty about the
next administration and its policies. In
the last couple of years, we have seen
unprecedented M&A activity. We don’t
know how buyers will feel in the future,
but there is reason to believe that tax
reform will negatively impact valuations
in 2022.
Still, strong demand continues and
prices remain strong. The number of
buyers continues to increase and sellers
are moving into 2020 with many options.
The key today for firm owners, and
for the future, will be a strategic focus
on talent, technology, infrastructure,
producers and organic growth. In any
market, high-performing firms have
options. And, buyers will always be
willing to pay more for a business that
will deliver a higher than average return
on investment. n
Disclosure: All deal count metrics are inclusive
of completed deals with U.S. targets only.
Scorecard year-to-date totals may change from
month to month should an acquirer notify
MarshBerry or the public of a prior acquisition.
2019 statistics are as of January 31, 2020 and
may change in future publications.
Source: S&P Global Market Intelligence,
Insurance Journal and other publicly available
sources.
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Net Unvalidated Producer Payroll
Net Unvalidated Producer Payroll ("NUPP") is a
performance indicator that measures a firm’s
level of investment in unvalidated producers.

NET UNVALIDATED PRODUCER PAYROLL

It is calculated by taking the difference between what a firm pays its
producers directly through payroll and what the producers would
earn under the firm’s normal commission schedule. This number is
then divided by the firm’s total revenue.
Commission structures differ among firms but based on data
in MarshBerry’s proprietary financial management system,
Perspectives for High Performance ("PHP"), we assumed a blended
commission rate of 27.5% for the purpose of this calculation.
Our data shows that the average firm has a NUPP of approximately
1.7% of net revenue. We can also see that just over a third of
firms are spending less than 1% — which can put them at risk
of failing to develop the sales talent they need to fuel long term
growth. Firms on the upper end of the spectrum must take
care to ensure that they are getting a proper return on their
investment. n

Source: MarshBerry proprietary financial management system
Perspectives for High Performance (“PHP”). Results include most recent
data available through 12/31/2019. Data accessed 1/31/2020.

Do you want to start tracking your NUPP?
Contact us at www.MarshBerry.com/contact to learn more.

MarshBerry
Remains

#1 Sell Side
Adviser

by Completing
91 Transactions
in 2019

MarshBerry wrapped up 2019 helping more than 72 clients realize their value by
completing 91 transactions (60 sell side/31 buy side), closing a record year for the firm.
MarshBerry retains the top spot in the industry for total number of clients advised and
keeps its title as the number one sell side adviser for the 21st year in a row.1
Our team distinguishes itself on leveraging its proprietary approach to identifying
the best overall fit for clients. The Financial Advisory division has closed transactions
representing sell side clients with more than 60 different sell side buyers over the past
five years, more than twice as many as the next most active adviser.

Notable in 2019
MarshBerry started 2019 with a bang by serving as the investment banking firm that
created a national broker, Patriot Growth Insurance Services, LLC (“Patriot”), by bringing
together 17 independent insurance brokers. Subsequent to the closing, Patriot was
extremely aggressive in the acquisition space, closing 2019 as the sixth most active U.S.
buyer with 27 announced acquisitions.1
Continued on page 17

Source: S&P Global Market Intelligence, data pulled as of January 21, 2020; showing the top six
advisers with the largest number of deals in 2019. “Clients Advised” represents the number of different
buyers or sellers advised during 2019.
1
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U P C O M I N G

Get the
Full View of
M&A* and
Organic
Growth Best
Practices

E V E N T S

2020 Agenda Highlights Include:
l State of the Industry
l Trends in Mergers & Acquisitions (M&A)
l The MarshBerry Formula to Grow Your Business
l \ Or-ga-nik \ Grōth: When New Business Outruns Leakage
l T
 he Power of MarshBerry’s Connect Peer Exchange
Network and Why You’re Missing Out
l How to Have Average Organic Growth

Register today for the one event every insurance distribution
professional should attend: www.MarshBerry.com/360

NOVEMBER 2020 • SAVE THE DATE

MarshBerry's 15th Annual
Registration
Opening This
Summer

IMPACT Summit
Thursday, November 5
Park Hyatt • New York, NY

Join us for the industry's leading capital introduction event.

*Investment banking services offered through MarshBerry Capital, Inc., Member FINRA, Member SIPC, and an affiliate of Marsh, Berry & Co., Inc. 28601
Chagrin Blvd., Suite 400, Woodmere, Ohio 44122 • (440.354.3230)
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How to Hire Self-Starting,
Go Getting Producers
By Curt

Vondrasek, Senior Vice President

630.315.9031 | Curt.Vondrasek@MarshBerry.com

A

ccording to MarshBerry’s most
recent Market & Financial
Outlook study, the most
important driver of Organic
Growth for high growth firms is hiring
new producers. Challenges for hiring new
producers include low unemployment,
low industry ranking and lack of robust
onboarding and training programs.

Would you like to know how to
determine if a candidate has these
attributes? Ask them these specific
questions:

In addition to that, results for new
producer hires is not great. According
to MarshBerry’s proprietary financial
management system Perspectives for
High Performance (“PHP”), after three
years only 55% of newly hired producers
are still with their firm.1 Add all that
together and it’s no wonder firms have a
struggle finding effective new producers.

Q. What is your process for generating
leads?

For those of you who are actively
looking, here is some assistance. Out of
the 500+ candidates that MarshBerry’s
Talent Acquisition team has recruited
and placed, these are the Top 10
Attributes we look for:

3 Hunter Mentality
n
3 Extroverted Personality
n
3 Drive
n
3 Passion
n
3 Self-Discipline
n
3 Resiliency
n
3 People Skills
n
3 Professionalism
n
3 Consultative Approach
n
3 High Achiever
n
8
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HUNTER MENTALITY
Q. What percentage of your time
is devoted to new business
development?

EXTROVERTED PERSONALITY
Q. What are three words your supervisor
would use to describe you?

PEOPLE SKILLS
Q. Tell me about your process for
relationship building.
Q. What does your professional network
look like?
Q. Tell me about the last time you
introduced yourself to a stranger.

PROFESSIONALISM
Q. Walk me through your sales process
and sales cycle.
Q. Describe a difficult situation with a
co-worker and how you handled it.

CONSULTATIVE APPROACH

Q. How much time do you spend
away from your desk and in front of
prospects?

Q. Describe a typical sales call for you
and how the conversation might flow.

DRIVE

Q. What is something you are most
proud of?

Q. What is the motivation that has
allowed you to be more successful
than other salespeople/producers?

HIGH ACHIEVER

Q. Where do you rank compared to
your peers?

PASSION

Q. Other awards/accomplishments?

Q. Why do you get out of bed in the
morning for sales?

An important lesson I learned long ago
was the person asking the questions is
the one controlling the conversation.
While asking these interview questions
does not guarantee finding the right
new producer for you, they will certainly
increase your probability of making the
right decision. n

Q. Why did you get into sales, and what
do you like about it?

SELF-DISCIPLINE
Q. Tell me about your metrics and
measurables.
Q. How do you manage your workload
and structure your week?

RESILIENCY
Q. Tell me about your biggest sales
victory, your crowning achievement.
Q. What adversity did you have to
overcome? What did you learn?

1
MarshBerry proprietary financial and productivity
management benchmarking system Perspectives for
High Performance (“PHP”). The system calculates critical
financial and productivity ratios and compares these
ratios to the Average Performance and Best 25% of
the group. Data from each subscriber is updated every
quarter, but in total the database changes almost daily.

M & A

M A R K E T

U P D A T E

Setting the Pace
PE-backed firms still well-positioned to dominate the market
As of February 29, 2020,
there have been 73 merger
& acquisition (“M&A”) deals
announced in the United
States. The total number of
transactions is seemingly
lower than years past.
However, it is important to
keep in mind the delay in
announcements that will
likely continue to inflate
our totals for January and
February.
Private equity (“PE”) backed firms have
made 42 of the 73 (57.5%) announced
transactions as of February 29. PE is still
positioned to dominate the M&A market
like it did in 2018 and 2019. Additionally,

independent firms accounted for 15 of the
73 (20.5%) announced deals. This segment
of buyers are a consistent presence in
the marketplace when compared to the
three-year average of 2017, 2018 and
2019 (22.6%). BroadStreet Partners, Inc.,
AssuredPartners, Inc. and The Hilb Group,
LLC make up the top three most active
buyers in 2020, contributing a combined
34.2% of the 73 deals announced so far
this year. The Top 10 most active PE-backed
firms of 2020 are responsible for 38 of the
73 total transactions (52% of the total).
On March 2, World Insurance Associates
(“WIA”) announced that it had signed
an agreement to receive a majority
investment from Charlesbank Capital
Partners. WIA is a Top 100 Independent
P&C
Agency
specializing
in
the
transportation, hospitality, self-storage
facilities and construction industries. WIA
CEO Rich Eknoian said in the deal’s press
release, “With the benefit of Charlesbank's
2020 YTD
Ann.

2020 YTD
Rank

2019
Ann.

2019
Rank

BROADSTREET PARTNERS, INC.

15

1

37

2

ASSUREDPARTNERS, INC.

5

2

34

3

THE HILB GROUP LLC

5

2

11

11

HUB INTERNATIONAL LIMITED

4

4

28

6

ARTHUR J. GALLAGHER & CO.

3

5

30

5

BALDWIN RISK PARTNERS

2

6

8

13

USI INSURANCE SERVICES, LLC

2

6

4

23

ACRISURE, LLC

2

6

65

1

MARSH & MCLENNAN COMPANIES, INC.

2

6

7

16

RSC INSURANCE BROKERAGE INC.

2

6

9

12

Buyer

extensive financial and operational
resources, we are well-positioned to build
on World’s foundation and to continue
to grow organically and through targeted
M&A.” This comes on the heels of 15
acquisitions for WIA in 2019, bringing its
total acquisitions to 53 since its inception
in 2012. The transaction is expected to
close in the first quarter of 2020. n

2020 Acquisition
Detail
(YE total as of 2/29/2020)

Who’s Buying?
15
9
42
5
2

Broker: Independent
Broker: Public
Broker: Private Equity Backed
Insurance and Other
Bank & Thrift

. . . . . . . . . . . . . . . .............
What’s Being
Bought?
25 Full Service
32 Property & Casualty
16 Benefits

. . . . . . . . . . . . . . . .............
Retail vs. Wholesale
68 Retail
1 Wholesale
4 Managing General Agents

Investment banking services offered through MarshBerry Capital, Inc., Member FINRA and SIPC, and an affiliate of Marsh, Berry & Co., Inc. 28601 Chagrin Blvd., Suite 400, Woodmere,
Ohio 44122 • (440.354.3230)
Disclosure: All deal count metrics are inclusive of completed deals with U.S. targets only. Scorecard year-to-date totals may change from month to month should an acquirer notify
MarshBerry or the public of a prior acquisition. 2020 statistics are preliminary and may be subject to change in future publications. Please feel free to send any announcements to
M&A@MarshBerry.com.
Source: S&P Global Market Intelligence, Insurance Journal and other publicly available sources
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People at the Core
Valuing talent and relationships keep Morris & Garritano
concentrated on growth and new business opportunities
By Brooke

Lugonjic, Director – Organic Growth

616.828.0741 | Brooke.Lugonjic@MarshBerry.com

Love what you do.
Sounds simple
enough, but finding
a job that provides
you that opportunity
and a company that
actually wants that
opportunity for you
is not always easy.
It’s probably safe
to say that most
people want to enjoy
the time they spend
at work.

A

t Morris & Garritano, you can
bet their employees not only
love what they do, but love who
they do it for. That’s because
the San Luis Obispo, California-based firm
is intently focused on creating a culture
where people can grow, thrive and take
ownership of their work. And if you ask
owner and CEO Brendan Morris, he’ll tell
you that it all comes back to their core
values. They want to do great things —
together.
Love what you do is one of five core
values at Morris & Garritano, which
started in 1885 as a “Lands, Loans, Rents
& Insurance” office on Higuera Street in
San Luis Obispo. Today, 135 years later,
the insurance firm continues to be deeply
engaged in the community and has
evolved to a team of about 130, following
successful perpetuation and ambitious
plans for growing into new markets in the
future.

What is Morris & Garritano
doing differently?
“It’s our people — and investing in their
growth
and
development
while
empowering them," says Morris. “We
wouldn’t be where we are today if it
weren’t for our wonderful employees.
And, we live our core values and look for
people who share those ideals.”
Love what you do. Do the right thing.
Always be improving. Go the extra mile.
Build collaborative relationships. Morris

10
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hinges on that last value — the other
reason the firm has sustained for more
than a century. “Being involved in the
community, supporting our clients and
investing in relationships has helped us
succeed,” he says.
Brooke Lugonijc (BL): Share how your
core values define the business — and
how you actually live them.
Brendan Morris (Morris): We apply
our core values to our decisions and
interactions, both the easy and the
tough ones. They are the common
language that everyone in our company
speaks. For example, we are going to do
the right thing and go the extra mile for
our clients when faced with a challenging
situation.
BL: How do you recruit and retain
employees who align with your highperformance culture?
Morris: We are recognized in the
community as a place that people want
to work, which is really exciting. We know
that in order to achieve both a highperformance culture and a happy and
engaged team, it’s not just about hiring
the right people. It’s also about investing
in those people — in their development
and in meeting their needs. We do this
by focusing on a strong leadership
development program so we can build
our bench and by embracing a flexible
work environment to promote a healthy
work-life balance.

BL: How do you get people to love their
work?

to improve the client experience and ease
of business.

Morris: Train them. Empower them.
Engage them. We have created a culture
that is fun and where everyone can see
opportunities for growth and a career.

BL: What have been some keys to your
successful perpetuation?

BL: What are some industry areas of
focus for your business?
Morris: For years, we have worked across
all industries and we have been successful
in a few key areas. Those are construction,
hospitality, agriculture — especially
wineries — and residential care. As we
continue to grow into new territories, we
see different opportunities and niches we
can focus on.
BL: How has technology impacted your
communications?
Morris: Clients are demanding technology,
without a doubt. While the industry has
been slow to adopt, we have invested in
automation and technology that allows us

Morris: Continued expansion of our
ownership group is part of our strategy to
perpetuate the agency for generations to
come. Opportunities are available for upand-comers who are driving the success
of the company. We are planning for the
next generation of leaders and owners.
In the past two years, we have added
nine new shareholders, bringing our
ownership group to 16.
BL: What are the biggest challenges and
opportunities for your firm in the nearand mid-term?
Morris: For us, it’s growth into new
territories, investing in new locations
and people that can grow with us. And,
while growth is a challenge, it’s also a
huge opportunity. We are successful

with building relationships in our
communities, so as we expand, we will do
just that. We’ll find people who want to
be a part of our team and duplicate the
culture we have here, but it takes time to
do it the right way. n

We always want to
improve which is why
we invest in peer
networking such as
MarshBerry, it’s great
when you can have
people who push
you and hold you
accountable.

Have a story about your firm that you want to share?
Email us at Editorial@MarshBerry.com to share your thoughts!

319 Entries.
184 Qualifiers.
98 Finalists.
5 Regional Winners.
1 National Winner.
Will you be the 2020
National MAX Performer?
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Investing in Organic Sales
Organizing the right players can smooth out the process
By Frank

Cox, Vice President

616.426.8522 | Frank.Cox@MarshBerry.com

O

rganic Growth must start at the
top. After your firm positions
its strategic growth initiatives,
it is important that you find
the right sales leader who truly believes in
driving new business.
Finding and developing your sales leader
is vital. This individual must have the ability
to multitask in order to create momentum
and sustain it. We believe this is a key
step in the success of your sales team.
This leader must trust the firm has what it
takes to hit aggressive growth targets and
is willing to take advantage of the basics.
Through my experience, I find that many
firms have a gap in this area. I have
encountered leaders who have lost the
spark for growth. Managerial functions,
lack of motivation to find a replacement
and development shortages for new

talent can take root. Obstacles occur for
every leader, but a solid drive to overcome
them and reach the end goal must exist.

To find the right sales
leader who can spark
organic growth:
1

Find an individual who embraces
the fundamentals.

2

The sales leader must not compete
with the team, as they are the
model of the right behavior for
both the new and established
sales professionals.

3

A positive culture should be
emphasized from the get-go, and
a leader should demonstrate a
selflessness with their time in
order to prioritize new business.

What is the number one challenge facing your firm
regarding commission growth?

Source: 2020 MarshBerry Market & Financial Outlook Study
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Once you've got the right
talent in place, drive sales
through a simple process:
n Get a Grip: Each producer needs to
control their prospect list. Are the
prospects they call on worth going
after? Do they have a Top-Quality
Prospect List? Re-evaluating their
strategy is key to making the right
adjustment.
n Create Momentum: Building and
encouraging call blocks with all the
salespeople is key. Most producers
just don’t make enough quality phone
calls, and this can be supported by
cultivating team calling.
n Sustain Momentum: Setting
quality appointments and preparing
with other team members builds
confidence. It also leverages the
intellectual capital of the group.
n Explosion: Share the success with
the entire team and give them specific
feedback about what they did well.
MarshBerry’s Sales Performance Team
has the tools and experience to guide you
to systematic success. We focus on one of
the most important keys to your success,
organic growth! We do it through finding
the right talent; training and coaching
them in a structured program developed
by industry leaders; and equipping your
sales leaders to maximize their skills while
developing their sales team with new
technology to duplicate and re-enforce
the right behaviors. n

C O N N E C T

N E W S

It’s Time to
Maximize Your Data
By Brooke

Lugonjic, Director of Organic Growth

616.828.0741 | Brooke.Lugonjic@MarshBerry.com

March is a busy time for
the Perspectives for High
Performance (“PHP”)
analysts at MarshBerry.
At this point in the year, our Connect
Members have submitted their 2019
Q4 data, which then is carefully crafted
for PHP reports, strategic issues group
(“SIG”) presentation materials and SIGcomparison spreadsheets to utilize at the
Spring 2020 Connect Summit.
The enhanced, electronic submission
of production book reports (formally
known as Electronic Data Acquisition
Process (“EDAP”) has not only streamlined
the data collection process for our PHP
subscribers, but it allows MarshBerry’s
Intellectual Capital team to have a more
sophisticated look at our clients’ data. In
fact, MarshBerry has been able to define
new organic growth and production
benchmarks that have not been shared
with our Connect Members before. As a
result, Connect Members can anticipate
their current report of 480+ benchmarks
to grow in the near future.

Feeling like you need a
PHP refresher?
It’s possible for long-time PHP subscribers
to get stuck in a metrics rut by spot-checking
the most frequently discussed metrics like

revenue per producer or
total commissions & fees
organic growth. As a part
of their benefits, Connect
Members have access
to an annual deepdive review of
their PHP with
their consultant
to explore lesserutilized metrics that
affect a firm’s profit,
operational
and
equity
initiatives.
In addition, Connect Members have the
opportunity to access one PHP synergy
report a year, which compares a firm’s PHP
with a smaller sample size of peers.

Don’t Miss Out!
A majority of MarshBerry Connect
members are already taking advantage
of the enhanced process to collect
production book reports. These firms
have the earliest access to new metrics.
This process involves:
n Collecting transaction-level product
reports and code descriptions from
your agency management system
(“AMS”)
n Transforming data into a
standardized production book
mapping exercise
n Auditing and collaborating data
for accuracy n

Contact
your PHP analyst
or MarshBerry
consultant today
if you’ve not
yet joined the
bandwagon and
are on an AMS
like AMS 360,
Sagitta, EPIC
and others.

Not ready to commit to a comprehensive, MarshBerry Connect membership?
Email Connect@MarshBerry.com to understand how to access our benchmarking tools à la carte.
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F I N A N C I A L

A D V I S O R Y

2019 Insurance Firm
Transaction Multiples
By Brad

Unger, Vice President

440.220.5435 | Brad.Unger@MarshBerry.com

T

he slow march up for average
transaction multiples continues in
2019, as MarshBerry’s proprietary
transaction database shows.
On the back of several years of slow and
steady growth punctuated by flat spots,
multiples of Earnings Before Interest, Taxes,
Depreciation and Amortization ("EBITDA")
increased significantly again in 2019.
The Base Purchase Price as a multiple of
EBITDA on average increased to 9.03x in

2019, a 0.45x or 5.24% change over the
prior year. Unlike prior years, the increase
in the Base Purchase Price increase was
not offset by a decrease in the earnout,
which represents the contingent portion
of the purchase price. Realistic Earnout
multiples increased to 0.78x EBITDA, a
0.06x or 8.33% change and the Maximum
Earnout multiples increased to 1.93x
EBITDA representing a 0.38x or 24.52%
change.

AGENCY VALUE COMPARABLES MAXIMUM PURCHASE PRICE
AS A MULTIPLE OF EBITDA

OUR TAKE
The market continues to be a “sellers’
market” with far more demand for
acquisitions by buyers than supply
from sellers.
Pricing increases were not equal across
all of the various types and classes of
sellers, however, there was broad support
for increasing valuations across most
classifications. In 2019, buyers did not
push down earnouts in favor of upfront
payments, but rather they increased both
components of their valuation, albeit with
much more modest movements to Realistic
Earnouts than to Maximum Earnouts.

The earnout
mix means that
buyers still want to
incentivize sellers
to perform at
strong levels.

Source: MarshBerry proprietary database. Data compiled from transactions in which we were directly
involved, those from which we have detailed information and transactions in the public record. Past
performance is not necessarily indicative of future results. Individual results may vary. “Average” is the
average of all transactions in MarshBerry’s database for the time period identified.
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However, in addition to an increase in the
payouts available for sellers that slightly
outperform industry average growth
rates (Realistic Earnouts), buyers have
bent the curve with respect to Maximum
Earnouts, significantly increasing the
potential payouts at growth rates so high
they have an admittedly low likelihood.
In insurance terms, albeit somewhat
reversed in desired outcomes, they have

significantly increased the severity of still
low frequency events.

SOME PERSPECTIVE
I recently heard a conference attendee
state that people who previously sold
would be upset as multiples continue to
grow, and they could have sold for more
had they waited. This could be true, but
perhaps only if your firm is growing EBITDA
at very high rates — and if you totally
ignore the concept that risk and reward
are inexorably linked. Looking at Base
Purchase Price combined with Realistic
Earnout (and ignoring the Maximum
Earnout), valuations increased on average
by 5.48%, which means that an average
firm with 5% growth would have increased
its value by 10.76% in 2019.
For perspective consider two things: (1)
the largest national buyers target (and
typically exceed) 15% per year growth
in value, and (2) the S&P 500 Index
increased over 29% in 2019.

TO BE CLEAR
Averages are just that — average. Average
multiples are a good indicator of where
the market is as a whole, but they simply

don’t accurately predict the value of every
firm, or perhaps of any individual firm.
Average multiples include large and
small firms, high- and low-growth firms,
specialized and generalist firms. They
don’t do justice to the top tier firms with
young talent and high growth, and they
may give other firms an outsized view of
their actual value.
The best way to get a true estimate of
your firm’s value is to ask a professional.

The question
“What am I worth?”
is so complex
that one needs
to do homework
before answering
it properly.
Share a limited set of your actual data
and let us do our homework to give
you our honest professional opinion of
your value. n

M&A Terms
Defined
BASE PURCHASE PRICE: The
amount of proceeds paid at closing,
including any escrow amounts for
indemnification items, (i.e., paid at
close) plus amounts that the buyer
may initially hold back, but which
are paid as long as the seller’s
performance does not materially
decline, or which may
be paid at closing but are subject to
a potential adjustment (i.e., live out).
REALISTIC EARNOUT: The amount
of proceeds realistically anticipated
to be achieved in the future based
on a number of factors including
seller historical and expected
performance, buyer and seller
realistic discussion of earnout
metrics, etc.
MAXIMUM EARNOUT: The
additional earnout above the
realistic level, that if achieved, would
generate the maximum possible
earnout payment.

Investment banking services offered through MarshBerry Capital, Inc., Member FINRA Member SIPC and an affiliate of Marsh, Berry & Company, Inc. 28601
Chagrin Boulevard, Suite 400, Woodmere, Ohio 44122 (440.354.3230)

MarshBerry M&A Trends 4Q19*
Demand for deals remained at an all-time high
with no signs of slowdown on the horizon.
Download our M&A Trends for the fourth quarter of 2019 and see:1

l TOTAL DEAL COUNT BY BUYER TYPE
l AGENCY VALUE COMPARABLES
l TOP BUYERS

Download M&A Trends 4Q19 today at
www.MarshBerry.com/M&AQ4
All data is year-to-date January 3, 2020 and may not reflect additional transactions reported in early 2020.
*Investment banking services offered through MarshBerry Capital, Inc., Member FINRA, Member SIPC, and an affiliate of Marsh, Berry & Co., Inc. 28601 Chagrin Blvd.,
Suite 400, Woodmere, Ohio 44122 • (440.354.3230)

1
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Another record setting year. Again.
In March 2019, MarshBerry published an article titled,
“Deals and Multiples and Roll-ups, Oh My” summarizing
the 2018 year as it relates to the Employee Benefits (“EB”)
distribution merger & acquisition ("M&A") landscape. This
year, we could simply copy and paste the content from
that article to provide the update.
By Tommy

McDonald,
Vice President

440.392.6700
Tommy.McDonald@MarshBerry.com

2019 deal counts in total U.S. announced transactions topped 2018 by 11%, and total
EB & consulting deals rose from 126 in 2018 to 131 (4%) in 2019. In the past three
years, there have been 380 announced transactions involving EB & consulting firms.
Compared to 2014-2016, there were 220 total announced deals in this space. That is a
72% increase between 2014-2016 versus 2017-2019.

AGENCY VALUE COMPARABLES MAXIMUM PURCHASE PRICE
AS A MULTIPLE OF EBITDA

and Phil Trem,
President – Financial Advisory
440.392.6547
Phil.Trem@MarshBerry.com

Source: MarshBerry Proprietary Database
Multiline can be determined by looking at the premiums earned of the company. Compare the ratio of
GAAP L&H Premiums to GAAP P&C premiums. If the calculated ratio is between 30%-70%, the company
should be marked Multiline. If the ratio is outside of this range, we choose the appropriate sector with the
highest premiums amount.

16

03|20 counterpoint

If you are looking for the #1 driving force
behind all of the activity, I would summarize
with: Enhanced valuation environment
due to significant buyer competition. Said
in a different way, there are 45+ (seems
to grow by the week) well capitalized,
experienced buyers that are actively
pursuing insurance distributors that have
raised dollars earmarked for acquisitions.
Many of these buyers are interested in
acquiring EB firms (or revenue as part of
a property & casualty and EB firm multidisciplined deal).
If you look deeper into the industry,
specifically the EB distribution space,
the average employee benefits firm has
been challenged with the need to change
its business models, with a much more
“resource driven” approach. In many
instances, the broker’s business model is
forced to change, creating challenges with
scale. Large institutional buyers generally
offer a solution to these problems by
creating value in scale with the potential
for growth. The recent trends in the
industry have brought unique approaches
for access to resources, allowing firms to
still manage their clients autonomously
but still take advantage of national valueadded services.
Will the interest in EB firms continue? I
think the answer is yes, since the most

active buyers have made considerable
investments into the EB space. This is
coupled with the fact that many firms
remain convinced that the broker/
consultant model is a sustainable one,
despite any discussion about government
involvement. Our opinion is that the biggest
risk in deal counts diminishing will come
from lack of supply. The EB & consulting
segment of our industry continues to
consolidate, and our sense is that the
number of privately held EB & consulting
firms shrinks daily. The commitment
needed from leadership to drive change,
invest against current margins, hire
the next generation and feel confident
you can compete with the bigger, more
scalable players has become a scarcity. n

What will 2020 hold
for the EB M&A
landscape? More to
come as discussions
involving healthcare
become a focal point
in the upcoming
election.

TOP 10 BUYERS IN “EB & CONSULTING” • 2017-2019
#

Buyer

2017

2018

2019

TOTAL

1

ALERA GROUP, INC.

8

21

14

43

2

DIGITAL INSURANCE, INC.

8

16

15

39

3

ACRISURE, LLC

24

9

5

38

4

HUB INTERNATIONAL LIMITED

13

7

13

33

5

PATRIOT GROWTH INSURANCE SERVICES, LLC

0

0

23

23

6

ARTHUR J. GALLAGHER & CO.

6

7

6

19

7

HILB GROUP LLC

4

3

7

14

8

NFP CORP.

6

5

2

13

9

ASSUREDPARTNERS, INC.

4

7

2

13

10

BROWN & BROWN, INC.

4

3

4

11

77

78

91

246

TOP 10 TOTAL
Source: MarshBerry Proprietary Database

Investment banking services offered through MarshBerry Capital, Inc., Member FINRA Member SIPC and
an affiliate of Marsh, Berry & Company, Inc. 28601 Chagrin Boulevard, Suite 400, Woodmere, Ohio
44122 (440.354.3230)

MarshBerry Remains

#1 Sell Side
Adviser
Continued from page 6

Following closely as the eighth
most active U.S. buyer this year,
Alera Group, Inc. (“Alera”) has
achieved continued growth since
its inception three years ago.
MarshBerry was the investment
banker
and
assisted
the
management group for Alera in
December 2016, bringing together
27 independent insurance brokers.
MarshBerry also represented
Genstar Capital, LLC (“Genstar”)
in its September acquisition
of Worldwide Facilities, LLC
(“Worldwide Facilities”) from Lovell
Minnick Partners, LLC. Worldwide
Facilities, the fifth largest specialty
distributor in the U.S. per Business
Insurance, has acquired six firms
since 2017. As the financial and
strategic adviser to Genstar,
MarshBerry utilized proprietary
and industry knowledge to
orchestrate a transaction that
supports continued growth for
Worldwide Facilities as the firm
continues to remain an active
player in the merger & acquisition
(“M&A”) space.
Source: S&P Global Market Intelligence,
data pulled as of January 21, 2020;
showing the top six advisers with the
largest number of deals in 2019. “Clients
Advised” represents the number of
different buyers or sellers advised
during 2019.

1

Interested in
understanding
how MarshBerry
can help you realize
your value?
Contact us today at
www.MarshBerry.
com/contact.
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Q&A with John Wepler

2019 Year in Review
Chairman & CEO
440.392.6572 | John.Wepler@MarshBerry.com

1

2019 was a bumper year for equities with both the Dow Jones Industrial Average and
Standard & Poor's (“S&P”) 500 finishing the year near all-time highs. How do these
capital market events impact independent firm owners and the brokerage industry
as a whole?
The recent performance of the capital markets and initial public offering (“IPO”) market can have a cascading affect for independent
firm owners. And while many variables affect a firm's valuation, we believe the strength in the public markets will continue to sustain
and be a driver of valuation multiples.
While private brokers have been responsible for a large portion of acquisitions in recent years, private brokers do not act in a
vacuum and constantly have their ear to the ground for public broker valuations. Public brokers generally receive capital from public
equity markets while private brokers receive capital from private equity. Although the sources of capital are different, investment
professionals tasked with employing capital often pay attention to the same metrics. As such, public broker valuations drive much
of the private broker valuations and may even represent an exit strategy for private equity investors. So how do these upticks in
value affect independent firm owners? One word: Arbitrage.
A buyer wants acquisitions to be accretive, regardless of whether the buyer is public or private. For example, buyers can create
value for their shareholders if they're valued at 15x EBITDA (Earnings Before Interest, Taxes, Depreciation & Amortization) and
can make an acquisition at 10x EBITDA. If the acquiror can apply the same 15x multiple to the newly acquired earnings (which
it just bought at 10x), then the acquiror's stock price should increase, all else equal. Acquisitions need to be accretive in the long
run, but factors like expenses and synergies need to be accounted for as well. What this means for independent firm owners is
that, as public and private equity continues to drive values to record highs, the opportunity increases for arbitrage and accretive
acquisitions. Basic economics and the laws of supply and demand suggest that, as demand for independent firms increases, so
will the firm prices.

2

We've seen the markets react to fears about the coronavirus. What is the likely
impact to the capital markets and independent firm owners?
While the long-term effects of the coronavirus remain unknown, we know in the short-term there will be a real impact on GDP. On
the day this article was written, the Dow and S&P closed down over 3 percentage points, the largest one-day drop in two years.
The coronavirus has adversely affected supply chains as quarantines and factory closures remain in effect. In fact, Apple has told
investors that the company will fail to meet quarterly revenue targets as it deals with “temporarily constrained” supplies of iPhones.1
We are living in an increasingly connected world and risks, such as the coronavirus, seem to ripple through the global economy
faster than ever. S&P's Global Ratings expects the overall impact to be “manageable” and that capital markets in China and Asia
are more likely to be hurt by the virus than others.2 Additionally, S&P expects any damages to be well within insurer and reinsurer
capital tolerances. While we know that risk exists, what remains unknown is the severity and duration of the risk and how such risk
will impact the brokerage industry. n

1

Apple, Inc., Investor update on quarterly guidance, 2/17/20

2

S&P Global Ratings, EMEA And U.S.-Based Re/Insurers Likely To Take COVID-19 In Stride. 2/24/20

Investment banking services offered through MarshBerry Capital, Inc., Member FINRA Member SIPC and an affiliate of Marsh, Berry & Company, Inc. 28601 Chagrin Boulevard,
Suite 400, Woodmere, Ohio 44122 (440.354.3230)
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B R O K E R

T E A R

S H E E T

2019 was a great year for public brokers — we continue to
see the impact of the capital markets resonate throughout
the industry.
Last year saw the Dow Jones Industrial Average (“DJIA”) close near all-time highs of
approximately 28,900 points. This represented a roughly 24% return for the index, including
consideration for dividends. While a 24% return by most standards represents a great return,
this was dwarfed by the returns we saw from the five publicly traded brokers MarshBerry
tracks. Among the five brokers, we observed average total stock return of 43% during 2019,
including consideration for dividends. While some of this return may have been due to a
“catch-up” effect after the broad market underperformed in 4Q2018, the fact remains that
the public brokers outpaced virtually all market benchmarks.

4 Q19

ANNUAL TOTAL RETURN

S N A P S H O T (Year-Over-Year)

4Q19 Overview for Public Brokers
OPERATIONAL
HIGHLIGHTS
TOTAL REVENUE ($)

+11.8%

. . . . . . . . .........
EBITDA ($)

+33.3%

. . . . . . . . .........
DEBT TO EBITDA

+38.4%

. . . . . . . . .........
SHARE PRICE ($)

+37.2%

. . . . . . . . .........
EARNINGS MULTIPLE

+12.7%

. . . . . . . . .........
ENTERPRISE VALUE

2018 aside, we have seen strong stock appreciation in recent years by the mentioned five
public brokers. While appreciation has been strong in recent years, 2019 marks a bumper
year. Stock appreciation generally comes from either earnings growth, valuation multiple
expansion or some combination thereof. Generally, it is preferred to have stock appreciation
driven by earnings growth as this is perceived to be more sustainable. While we did see some multiple expansion, we also saw revenues
and EBITDA generally increase. Additionally, we saw Earnings Before Interest, Taxes, Depreciation and Amortization (“EBITDA”) margin
increase in 2019.

+37.0%

The results here are clear. While the broad market performed well during 2019, the brokerage space easily outperformed. At the top we
saw Aon, plc (“AON”), Brown & Brown, Inc. ("BRO") and Marsh & McLennan Companies, Inc. (“MMC”) return 47-48%. At the low end, we still
saw a very healthy return of 37% by Arthur J. Gallagher & Co. (“AJG”). As the capital markets continue to look favorably at our industry, we will
continue to see capital employed to both public and private companies and the resulting trickle-down effects. n
Sources: Data for public brokers was obtained through the 4Q19 public investor calls for each organization as well as other publicly available sources including S&P Global Market
Intelligence, Yahoo! Finance, Morningstar and Reuters reports. Source: S&P Global Market Intelligence; EBITDA: Earnings Before Interest, Taxes, Depreciation & Amortization.
The Broker Tear Sheet has been prepared by Marsh, Berry & Co., Inc. This is an overview and analysis of the five publicly traded insurance brokers, and is not intended to provide
investment recommendations on any company. It is not a research report; as such term is defined by applicable laws and regulations. It is not to be construed as an offer to
buy or sell or a solicitation of an offer to buy or sell any securities, financial instruments or to participate in any particular trading strategy. This tear sheet is distributed with the
understanding that the publisher and distributor are not rendering legal, accounting, financial or other advice and assume no liability in connection with its use. This tear sheet does
not rate or recommend securities of individual companies, nor does it contain sufficient information upon which to make an investment decision. These materials are based solely
on information contained in publicly available documents and certain other information provided to Marsh, Berry & Co.,
Inc., and Marsh, Berry & Co., Inc. has not independently attempted to investigate or to verify such information. Marsh,
Berry & Co., Inc. has relied upon the accuracy, completeness and reasonableness of such information and therefore has
assumed no obligation to update this data for financial restatements.
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4Q19 Financial Performance Indicators (as of 12.31.19)^
LAST 12 MOS. TOTAL REVENUE (in $ mil)

TOTAL REVENUE BY YEAR (in $ mil)

ORGANIC GROWTH BY YEAR (%)

Broker

4Q18

1Q19

2Q19

3Q19

4Q19

Broker

2015

2016

AON

$2,770

$3,145

$2,607

$2,380

$2,889

AON

$11,709

$9,431

$10,037 $10,775 $11,021

2017

2018

2019

Broker

2016

2017

2018

2019

AVG.

AON

4.0%

4.0%

5.0%

6.0%

4.4%

AJG

$1,223

$1,608

$1,366

$1,428

$1,441

AJG

$4,041

$4,186

$4,524

$5,118

$5,842

AJG

4.4%

4.9%

5.6%

5.8%

5.2%

BRO

$509

$619

$575

$619

$579

BRO

$1,661

$1,767

$1,881

$2,014

$2,392

BRO

4.4%

5.7%

2.4%

5.2%

4.1%

MMC

$3,727

$4,133

$4,359

$3,979

$4,271

MMC

$12,944 $13,216 $14,048 $14,949 $16,713

MMC

3.0%

3.0%

4.0%

4.0%

3.6%

WLTW

$2,433

$2,367

$2,115

$2,044

$2,740

WLTW

$3,884

$7,860

$8,141

$8,763

$9,266

WLTW

4.0%

6.0%

5.0%

5.0%

4.7%

AVG.

$2,132

$2,374

$2,204

$2,090

$2,384

AVG.

$6,848

$7,292

$7,726

$8,324

$9,047

AVG.

4.0%

4.7%

4.4%

5.2%

4.4%

LAST 12 MOS. EBITDA (in $ mil)
Broker

EBITDA BY YEAR (in $ mil)

LAST 12 MOS. DEBT TO EBITDA

4Q18

1Q19

2Q19

3Q19

4Q19

Broker

2015

2016

2017

2018

2019

Broker

4Q18

1Q19

2Q19

3Q19

4Q19

AON

$642

$1,011

$557

$508

$666

AON

$2,505

$2,002

$1,858

$2,293

$2,742

AON

2.73

2.73

2.64

2.71

2.95

AJG

$190

$473

$265

$281

$262

AJG

$731

$818

$888

$1,037

$1,280

AJG

3.29

3.20

3.41

3.53

3.63

BRO

1.61

1.71

1.94

2.19

2.36

BRO

$143

$196

$171

$200

$151

BRO

$550

$571

$596

$612

$718

MMC

$439

$1,189

$877

$717

$828

MMC

$2,893

$3,107

$3,361

$3,028

$3,610

MMC

2.01

2.32

3.06

3.62

3.83

WLTW

$712

$595

$425

$338

$927

WLTW

$653

$1,293

$1,510

$1,806

$2,285

WLTW

2.56

2.53

2.53

2.64

2.64

AVG.

$425

$693

$459

$409

$567

AVG.

$1,466

$1,558

$1,643

$1,755

$2,127

AVG.

2.44

2.50

2.72

2.94

3.08

LAST 12 MOS. EBITDA MARGIN (as a % of Total Revenue)

EBITDA MARGIN BY YEAR (as a % of Total Revenue)

LAST 12 MOS. DIVIDEND YIELD (%)

Broker

4Q18

1Q19

2Q19

3Q19

4Q19

Broker

2015

2016

2017

2018

2019

Broker

2015

2016

2017

2018

2019

AON

23.2%

32.1%

21.4%

21.3%

23.1%

AON

21.4%

21.2%

18.5%

21.3%

24.9%

AON

1.25

1.16

1.05

1.07

0.83

AJG

15.5%

29.4%

19.4%

19.7%

18.2%

AJG

18.1%

19.5%

19.6%

20.3%

21.9%

AJG

3.62

2.93

2.47

2.23

1.81

BRO

28.0%

31.6%

29.8%

32.4%

26.0%

BRO

33.1%

32.3%

31.7%

30.4%

30.0%

BRO

1.53

1.20

1.17

1.16

0.86

MMC

11.8%

28.8%

20.1%

18.0%

19.4%

MMC

22.4%

23.5%

23.9%

20.3%

21.6%

MMC

2.24

2.01

1.84

2.08

1.63

WLTW

29.3%

25.1%

20.1%

16.5%

33.8%

WLTW

16.8%

16.5%

18.5%

20.6%

24.7%

WLTW

2.55

1.57

1.41

1.58

1.29

AVG.

21.5%

29.4%

22.2%

21.6%

24.1%

AVG.

22.4%

22.6%

22.5%

22.6%

24.6%

AVG.

2.24

1.77

1.59

1.62

1.28

3Q19

4Q19

Broker

2015

2016

2017

2018

2019

PRICE PER SHARE ($)

PRICE PER SHARE GROWTH ($)

Broker

4Q18

1Q19

2Q19

3Q19

4Q19

Broker

AON

$145

$171

$193

$194

$208

AJG

$74

$78

$88

$90

$95

BRO

$28

$30

$34

$36

$39

2Q19

TOTAL RETURN

4Q18

1Q19

AON

-5.5%

17.4%

13.1%

0.3%

7.6%

AON

3.7%

28.5%

20.2%

3.3%

46.7%

AJG

-1.0%

6.0%

12.2%

2.3%

6.3%

AJG

-4.5%

42.1%

20.5%

10.3%

37.1%

BRO

-6.8%

7.1%

13.5%

7.6%

9.5%

BRO

5.5%

49.9%

23.4%

6.2%

48.1%

MMC

$80

$94

$100

$100

$111

MMC

-3.6%

17.7%

6.2%

0.3%

11.4%

MMC

5.3%

29.2%

21.8%

-2.6%

46.5%

WLTW

$152

$176

$192

$193

$202

WLTW

7.7%

15.7%

9.0%

0.7%

4.6%

WLTW

15.0%

8.5%

22.1%

-3.9%

38.3%

AVG.

$96

$110

$121

$122

$131

AVG.

-1.8%

12.8%

10.8%

2.3%

7.9%

AVG.

5.0%

31.6%

21.6%

2.7%

43.3%

AON = Aon plc; AJG = Arthur J. Gallagher & Co.; BRO = Brown & Brown, Inc.; MMC = Marsh & McLennan Companies, Inc.; WLTW = Willis Towers Watson Public
Limited Company
As reported and calculated in the Management Discussion & Analysis ("MD&A") published by each company. AON: Includes all revenue, including the impact of intercompany activities and
excludes the impact of the adoption of the new revenue recognition standard, business unit transfers, changes in foreign exchange rates, acquisitions, divestitures, and fiduciary investment
income. AJG: Includes base organic commission & fee revenue and excludes supplemental and contingent commission revenues, international performance bonus fees, first twelve months of
revenues generated from acquisitions, revenue related to disposed operations, and period-over-period impact of foreign currency exchange rates. BRO: Includes core commissions and fees
and excludes the core commissions and fees earned for the first twelve months by newly-acquired operations, divested business, the impact of the adoption of Accounting Standards Update
No. 2014-09, Accounting Standards Codification Topic 340, profit-sharing contingent commissions and guaranteed supplemental commissions. MMC: Includes all segments of revenue, using
consistent currency exchange rates and excludes divestitures, transfers among business units, acquisitions, changes in estimate methodology, and the impact of the new revenue recognition
standard. WLTW: Includes total commissions & fees and excludes period-over-period impact of foreign currency exchange rates, the period-over-period impact of acquisitions and divestitures
and the impact of adopting ASC 606.

^

TERMINOLOGY KEY: EBITDA: EARNINGS BEFORE INTEREST, TAXES, DEPRECIATION
& AMORTIZATION
No portion of this Broker Tear Sheet may be reproduced without express written consent from
Marsh, Berry & Company, Inc. All rights reserved © 2020.
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#1 Sell Side Adviser.
NOVEMBER 2019

NOVEMBER 2019

NOVEMBER 2019

NOVEMBER 2019

AssuredPartners, Inc.
has acquired
Mack, Mack & Waltz
Insurance Group, Inc.

USI Insurance Services, LLC
has acquired
Marcotte Insurance
Agency, Inc.

AssuredPartners, Inc.
has acquired
Star & Shield Insurance
Services, LLC

AmWINS Group, Inc.
has acquired
a book of business
from Telamon Insurance &
Financial Network

MarshBerry was financial adviser to the Seller

MarshBerry was financial adviser to the Seller

MarshBerry was financial adviser to the Seller

MarshBerry was financial adviser to the Seller

DECEMBER 2019

DECEMBER 2019

DECEMBER 2019

DECEMBER 2019

Hub International
Limited
has acquired
SilverStone Group

Alera Group, Inc.
has acquired
a privately-held
insurance agency
in Texas

Hub International
Limited
has acquired
Blair Jarcik Insurance
Agency, Inc.

Worldwide Facilities, LLC
has acquired
Risk Management
Advisory Group

MarshBerry was financial adviser to the Buyer

MarshBerry was financial adviser to the Seller

MarshBerry was financial adviser to the Seller

MarshBerry was financial adviser to the Buyer

JANUARY 2020

JANUARY 2020

JANUARY 2020

FEBRUARY 2020

Baldwin Krystyn
Sherman Partners, LLC
has acquired
Lanier Upshaw, Inc.

Insgroup, Inc.
has acquired
Harris F.
Underwood III, Inc.

BroadStreet Partners, Inc.
has partnered with
a privately-held insurance
agency in Michigan

The Hilb Group, LLC
has acquired
Regency Insurance
Group, LLC

MarshBerry was financial adviser to the Seller

MarshBerry was financial adviser to the Buyer

MarshBerry was financial adviser to the Seller

MarshBerry was financial adviser to the Buyer

*Completed and announced sell side
transactions in Insurance Brokerage
(1999-2019) in which a financial
adviser was used. Ranked by total
number of deals and as tracked by
S&P Global Market Intelligence.
Investment banking services offered
through MarshBerry Capital, Inc.,
Member FINRA, Member SIPC,
and an affiliate of Marsh, Berry
& Co., Inc. 28601 Chagrin Blvd.,
Suite 400, Woodmere, Ohio 44122 •
(440.354.3230)

MarshBerry is proud to be the
#1 sell side adviser (1999-2019) as tracked by
S&P Global Market Intelligence.*

800.426.2774 • www.MarshBerry.com/recent-transactions

28601 Chagrin Blvd., Suite 400,
Woodmere, Ohio 44122

E N G A G E

www.MarshBerry.com

M A R K

W I T H

@marshberryinc

Y O U R

M A R S H B E R R Y

facebook.com/MarshBerry

O N L I N E

linkedin.com/company/
MarshBerry

T O D A Y

MarshBerry.com/blog

C A L E N D A R S

MAY 2020
5.6 | MarshBerry 360, New York, NY
5.12 | MarshBerry 360, Chicago, IL
5.14 | MarshBerry 360, Las Vegas, NV

JUNE 2020
6.15-18 | RevGen • Producer Training, Rosemont, IL

SEPTEMBER 2020
9.22-24 | MarshBerry Connect Fall Summit, Scottsdale, AZ

NOVEMBER 2020
11.5 | IMPACT Summit, New York, NY
1.16-19 | RevGen • Producer Training, Phoenix, AZ

JANUARY 2021
1.27-29 | Peak Performance Summit, Park City, UT

we want
to hear
from you
We want to make sure
we’re providing the
content you want to
read and want feedback
on the articles we’re
publishing.
Please send an email
to us at Editorial@
MarshBerry.com to
share your thoughts!

Log on to www.MarshBerry.com/symposiums to register
for events, view latest news and read back issues of CounterPoint.

