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The M&A Landscape
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Regional & National Acquirers

Today

http://www.aon.com/default.jsp
http://www.aon.com/default.jsp
https://www.regionsinsurance.com/
https://www.regionsinsurance.com/
http://insurance.bbt.com/insurance/start.page
http://insurance.bbt.com/insurance/start.page
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Recent Deal Activity by The Numbers
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Who is Buying?
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M&A Valuations (Multiples of EBITDA)
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Good quality agents and brokers, $3-$10 million in revenue
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Our Industry Is Aging

Source: SNL Financial
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Key Takeaways for Independent Agents

• Competing head-to-head with the national buyers for most 
acquisitions will be very difficult in 2016 – 2017.

• Independent agents and brokers cannot generally afford to pay 
the same values as the national buyers.

• A book-of-business acquisition strategy may prove to be more 
realistic for most independent agents (not easy, simply more 
realistic)

• Compete based on culture, not pricing  

• Investing in an organic growth engine is a better growth strategy 
for now (hiring and developing producers)



Learn more!

mailto:SHughes@reaganconsulting.com
https://attendee.gotowebinar.com/register/7411932500766593283


Key Productivity Measure

http://www.amerisure.com/
http://www.amerisure.com/
http://www.appliedsystems.com/
http://www.appliedsystems.com/
http://www.beyondinsurance.com/
http://www.beyondinsurance.com/
http://www.central-insurance.com/
http://www.central-insurance.com/
http://www.chubb.com/
http://www.chubb.com/
http://www.cna.com/
http://www.cna.com/
http://www.emcins.com/
http://www.emcins.com/
http://www.encompassinsurance.com/
http://www.encompassinsurance.com/
http://www.erieinsurance.com/
http://www.erieinsurance.com/
http://www.hanover.com/
http://www.hanover.com/
http://www.nationwide.com/
http://www.nationwide.com/
http://www.ipfs.com/
http://www.ipfs.com/
http://www.insurbanc.com/
http://www.insurbanc.com/
http://www.kemper.com/
http://www.kemper.com/
http://www.libertymutualgroup.com/
http://www.libertymutualgroup.com/
http://www.msagroup.com/
http://www.msagroup.com/
http://www.metlife.com/
http://www.metlife.com/
http://www.travelers.com/
http://www.travelers.com/
http://www.vertafore.com/
http://www.vertafore.com/
http://www.westfieldinsurance.com/
http://www.westfieldinsurance.com/

