An Enduring Sector
at an Inflection Point.

The age of growth by acquisition alone is over.
Future outperformance will be driven by
strategic adaptation to new market realities.

The publicly listed insurance brokerage sector, long favored for its resilient
cash flows and capital-light model, is evolving. While consolidation
remains a defining feature, the primary drivers of value are shifting. The
future belongs to brokers who win on three new fronts: navigating a
complex P&C cycle, mastering digital innovation, and delivering sophisti-
cated advisory for emerging risks.

&1 NotebookLM



The Brokerage Kingdom: An Oligopoly Built on Powerful Moats

A few large players dominate the global market, protected by structural advantages that are
difficult for new entrants to replicate.

The Investable Universe

Global Leaders

Marsh & McLennan (MMC)
Aon (AON)

Arthur J. Gallagher (AJG)
Willis Towers Watson (WTW)

M&A-Driven Consolidators
Brown & Brown (BRO)
The Baldwin Group (BWIN)

Specialists & Disruptors
Ryan Specialty (RYAN)
Goosehead (GSHD)

Erie Indemnity (ERIE)

Distressed / Turnaround
SelectQuote (SLQT)
eHealth (EHTH)

The Competitive Moats

[O &

Scale & Network Effects Proprietary Data & Analytics

Global footprints serve multinational Decades of placement and claims data
clients, creating a virtuous cycle where each are leveraged to create sophisticated risk
new client enhances the platform's value. models and advanced advisory services.

>

Specialization & Expertise Trusted Advisor Status

Deep knowledge in niche industries Entrenched, long-term client
(aviation, cyber) and complex product relationships are built on trust,
lines (E&S) creates high switching costs. especially for complex corporate risks.
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The Engine of Consolidation: M&A is Both Offense and Defense.

Attractive
Financial Profile

Recurring Revenue
High Cash Flow

Pressure to a F .
Consolidate Yy 4 < J
Percentage of all 2024 U.S. brokerage
M&A transactions backed by private
capital, up from 59% in 2019.

Private
Equity Fuel

[

The sector is in a state of perpetual consolidation,
fueled by the attractive financial profile of brokerages
(recurring revenue, high cash flow). Private equity’s
aggressive roll-up strategies have driven valuations to
record highs and created a ‘treadmill effect.’

» The U.S. market saw 849 announced M&A transactions
in 2024, the third-most active year on record.

* The average base purchase price surpassed
for the first time in 2024, with platform deals
commanding over 14x EBITDA.

This environment forces public brokers to continuously
acquire just to defend market share, making them
dependent on the availability of affordable capital and
reasonably priced targets.
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The First Battlefield: Navigating a Bifurcated P&C Insurance Cycle.

The prolonged hard market is over, but its decline is not uniform. Brokers face opposing pressures
in property and casualty lines, testing their strategic positioning and client management skills.

Property Market Softening

Influx of capital and moderate
catastrophe losses (pre-H2 2025)
have expanded capacity and
intensified competition.

-9%

Decline in U.S. commercial property pricing
in Q12025, the first drop since 2018.

A direct headwind to organic growth for brokers
with significant property exposure.

Casualty Market Hardening

Persistent 'social inflation'—rising
litigation costs, broader liability
definitions, and larger jury awards—
continues to push claims costs higher.

+12%

Increase in casualty prices (ex-workers'
comp) in Q1 2025.

A commission tailwind, but it creates risk of client
attrition due to soaring coverage costs.

&1 NotebookLM



The Second Battlefield: The Digital Arms Race For
Efficiency and Insight

Technology is no longer discretionary. It is a critical battleground for enhancing client advisory,
Improving operating leverage, and defending against long-term InsurTech disruption.

Brokers are making substantial investments in digital client platforms, Al, and advanced
data analytics to digitize the value chain and create a data advantage.

| eaders on the Field
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Developing proprietary Al-powered
platforms like Sentrisk™ for supply
chain risk analysis and an internal
generative Al tool, LenAl, to improve
colleague productivity and service
delivery.
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Leveraging its 'Strategy and Technology
Group' and a suite of proprietary
modeling tools, such as Tyche and
ReMetrica, to provide clients with
data-driven insights on risk and capital.
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Focusing on the digitalization of the
entire insurance value chain, supported
by an internal innovation program
named ‘Horizons' and a portfolio of
client-facing software solutions like
RiskAgility and Radar.
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The Third Battlefield: The Shift from

Transaction to Advisory

In a complex risk environment, clients increasingly value sophisticated advice over
simple policy placement. This trend favors brokers with the scale and expertise to
deliver high-margin consulting services.

Primary Driver: ESG as

a New Frontier

Environmental, Social, and Governance
(ESG) considerations, particularly climate
risk, are becoming central to the broker's

role. This represents a major new source of
high-margin advisory revenue.

1. Modeling Physical Risk: Helping clients
quantify and mitigate risks from wildfires,
floods, and severe storms.

2. Navigating Transition Risk: Advising on
the financial and strategic challenges of
moving to a low-carbon economy.

TR

Data Analytics

B

Q.

Transaction

> Cj Strategic
Consulting

Data

Benchmarking

The Broader Trend

This is part of a larger shift where
data-rich global brokers can
leverage their assets to provide
strategic consulting, risk
modeling, and benchmarking,
deepening client relationships and
creating stickier revenue streams.
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The Champions: Global Leaders
(MMC & AON)

Unmatched scale, diversification, and deep client integration. Their strategy is to leverage a
vast global network and data advantage to provide integrated, advisory-led solutions.

Marsh & McLennan (MMC) Aon (AON)

€) Bullcase €) Bullcase
Diversified across Risk/Insurance and Consulting, ‘Aon United' strategy drives cross-selling. Disciplined
providing resilience. Strong FCF generation funds capital capital allocation with aggressive share buybacks.
returns and strategic acquisitions (e.g., $7.75B McGriff Landmark $13.4B acquisition of NFP dramatically
deal). A leader in data/analytics with platforms like Sentrisk™. expands presence in the fast-growing middle market.

@ Bear case © Bearcase
Immense scale makes high organic growth a Substantial integration risk with the NFP acquisition.
mathematical challenge. Consulting segment is more Growth is heavily reliant on successful cross-selling
sensitive to macroeconomic cycles. execution.

4% organic growth (Q2 2025). ' 6% organic growth (Q2 2025).
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The Champions: M&A Machines (AJG & BRO) 5ot

Archetype: Best-in-class M&A platforms with proven track records of growth through acquisition. C() =
Their models are built on identifying, acquiring, and integrating smaller brokerage firms. NV

Arthur J. Gallagher (AJG)

@ Bull Case: Transformative $13.45B acquisition of
AssuredPartners solidifies its #3 global position.
Strong, sales-driven culture and focus on specialized
niches drives solid organic growth.

@ Bear Case: Immense integration risk and significantly
increased financial leverage post-acquisition. Highly
dependent on continued access to affordable capital

for its M&A strategy.

Key Stat: 5.3% organic growth (Brokerage, Q2 2025)

Brown & Brown (BRO)

@ Bull Case: Highly disciplined focus on smaller, ‘tuck-in’
acquisitions (32 firms in 2024) is less risky and more
repeatable. Unique decentralized, ‘meritocracy’
culture empowers local leaders. 31 consecutive years
of dividend increases.

@ Bear Case: Decentralized model can be less efficient.
Disciplined approach may cause it to miss out on
transformative deals. Faces intense M&A competition
from PE-backed buyers.

‘ Key Stat: 10.4% organic growth (FY 2024)
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The Champions: Specialist & Disruptor (RYAN & GSHD) | .

High-growth models focused on specific market niches or disruptive operational strategies, offering investors

exposure to secular growth trends.

Ryan Specialty (RYAN) - The E&S Specialist

A pure-play on the “flight to specialty.” Operates
exclusively in the high-growth Excess & Surplus (E&S)
market, capitalizing on increasingly complex risks
(cyber, climate) that standard insurers won't cover.

Strong history of double-digit organic growth (15.0% in
2023). Attractive profitability with a 30.1% adjusted
EBITDAC margin.

RISK I
Fortunes are highly correlated with the cyclicality of
the E&S market.

Goosehead Insurance (GSHD) - The Personal
Lines Disruptor

Disruptive franchise model separates sales and
service functions, driving high agent productivity and
strong client retention (84%). A compelling high-
growth story in personal lines.

Rapid gmwth, with total written premiums up 18% and
policies in force up 13% (Q2 2025).

sk
Consistently trades at a significant valuation premium,

creating lofty expectations. Concentrated in personal
auto/homeowners markets.
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The Champions: Turnaround & High-Risk
Plays (WTW, SLQT, EHTH)

Archetype Description: Companies undergoing significant strategic or operational shifts. The investment
case is predicated on successful execution, offering potential for value unlocking but carrying higher

risk.
The Large-Cap Turnaround - Willis Towers The D2C Brokers - SelectQuote (SLQT) &
Watson (WTW) eHealth (EHTH)
* Thesis: A compelling turnaround story following the failed » Thesis: High-risk, high-reward turnaround scenarios in the
Aon merger. Focused on simplification, portfolio direct-to-consumer Medicare Advantage market. Both are
optimization, and margin improvement. recovering from business model challenges related to high

* Potential: Significant operating leverage and valuation re- customer churn.

rating if management successfully executes its multi-year » Potential: Substantial returns if they can stabilize
transformation program. operations, improve retention, and navigate intense

» Risk: High execution risk. Must prove it can consistently regulatory scrutiny.

compete for talent and clients after years of disruption.  Risk: ! Immense. Face significant regulatory pressure
from CMS and legal challenges (SLQT faces a securities
class action and DOJ intervention).

Key Stat: Solid 5% organic growth and 20% ad,j. diluted
EPS growth (Q2 2025) shows progress.
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A Quantitative Comparison of the Field

Company Orgaglfuﬁ:enue Revenue Adj. EBITDA / P/E Ratio Market Cap | Dividend

Ticker (Latest Quarter) CAGR (3-YT1) Op. Margin (%) (TTM) ($B)_ ” Yigld (%)
MMC 4% -—- --- 21.95

AON _ 8.3% o 22.48 $79.0 0.81%
AJG 0.3% 17.2% 34.5% 27.86 $74.2 0.90%
WTW 9% 5.8% 23.9% - $32.0 112%
BRO o 13.0% - 22.90 $30.9 0.64%

RYAN o —om 30.1% 30.62 $15.3 0.82%

Data as of mid-2025. Organic growth and margin figures reflect the most recent reported quarter to show current momentum. Metrics are adjusted as reported by
companies and may not be directly comparable.

31.0%
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The Investor’s Compass: Aligning Strategy
with Investor Profile.

— E A A
t2 | Turnaround Potential High-Growth / High-Valuation
T g Archetypes: Turnaround & High-Risk Plays Archetypes: Specialists & Disruptors
S Companies: SLQT, EHTH Companies: RYAN, GSHD
Q@ Investor Profile: High risk tolerance, focused on deep Investor Profile: Seeking hyper-growth and disruptive
S value and successful operational execution. models; comfortable with premium valuations and higher
S WTW volatility.
=
E 4 >
S
% | Stability & Capital Return M&A-Driven Growth
&
Archetypes: Global Leaders Archetypes: M&A Machines
@
'}3 Companies: MMC, AON, ERIE Companies: AJG, BRO
;_‘; Investor Profile: Seeking stable earnings, consistent Investor Profile: Focused on growth through strategic
& dividend growth, and broad market exposure. consolidation; comfortable with leverage and integration risk.
2
S Y Y >
Stability & Scale Primary Growth Driver M&A & Disruption
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