
12/17/2020 CAC Specialty revenues to pass $52mn in 2020 | News | The Insurer

https://www.theinsurer.com/news/cac-specialty-revenues-to-pass-52mn-in-2020/13112.article 1/5

CAC Specialty revenues to pass $52mn in 2020
17 December 2020

CAC Specialty revenues will top $52mn in its �rst full year of operation and will place more than
$425mn of premium into the market with its client book growing beyond 300 companies, the
broker’s management team has told The Insurer.

While Covid-19 had
initially raised
concerns that the
business may not
hit its original end
of year targets, CEO
Mike Rice (pictured
right) said the
broker had in fact
comfortably
surpassed its 2020
objectives.

Rice told this
publication back in
April that CAC
Specialty’s pre-

Covid-19 target for 2020 was “to place upwards of $300mn into the marketplace”. At that point in
the year, Rice said CAC Specialty was on course to hit that target, but the �rm has comfortably
beaten its own expectations on the back of account wins and the impact of the hardening market.

“Things have really exploded for us,” Rice told The Insurer.

“We now have north of 100 employees, more than 300 clients, and we’ll put more than $425mn of
premium into the market this year.”
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CAC Specialty will itself see “north of $52mn in revenue in our �rst full year”, Rice said, with the
executive noting that the �nal number could be some way higher because “as much as 15 or 20
percent of our numbers are going to come in the month of December”.

Combined with sister company Cobbs Allen, total revenue will approach $100mn in 2020, pushing it
into the top 50 largest brokers in the US, the executive said.

Clients from across the board

According to Rice, over the past 12 months CAC Specialty has brought in a broad spectrum of
clients, and now has “a 3 percent penetration in both the Fortune 500 and Fortune 1,000 led by
�nancial lines, but including property and casualty”.

“It’s a pretty substantial number of accounts, that historically don’t change brokers very often, that
decided to partner with CAC. We feel really good about the fact that companies big, small and
medium-sized have chosen to join us in our journey here within CAC,” he said.

The former Aon and JLT Specialty USA executive said clients moved to CAC Specialty because many
were frustrated their previous broker had not provided suf�cient support or warning about the
hardening market and did not provide next-best alternatives for how to deal with it.

“We now have north of 100 employees, more than 300 clients, and we’ll put more than
$425mn of premium into the market this year.”

Mike Rice, CAC Specialty CEO

“The clients felt so unprepared,” Rice said.

“The writing has been on the wall for a while, and so any broker that hasn’t prepared their clients
for the hard market hasn’t done a very good job. We’ve been realists since we started this business.
We knew that the balance had gone into the power of the carrier as opposed to the client.

“It was happening already in 2019, and you throw Covid into it in 2020, it only exacerbated it.”

“I’ve seen more movement of clients in the last nine months than I’ve seen in any other nine-
month period of time in my life,” Rice said.
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According to Rice, these changes have occurred because coverage is being taken away, limits are
being reduced and prices are going up.

“Some clients were prepared, but many were not. That surprise has triggered an interest in
[broking] alternatives, and we’re being viewed as one of them,” he said.

Executive liability key

“About 60 percent” of the $52mn-plus in revenue that CAC Specialty expects to generate this year
will emanate from executive liability business, Rice said, pointing to lines such as D&O, cyber,
�duciary liability and employment practices liability where the newly-launched broker has enjoyed
success.

Another 20 percent will be from transactional liability business such as reps and warranties, tax
indemnities and contingent liability, and its investment banking and structured solutions
operations.

While those business segments make up the bulk of CAC Specialty’s revenue in 2020, Rice and CAC
Specialty president Bruce Denson said revenue will become more diversi�ed as time progresses
from the signi�cant investments it has made in other sectors, such as property and casualty.

CAC Specialty’s special situations practice, which is focused on turnarounds, bankruptcies and
distressed companies, has also played a major role in the broker’s growth this year, amid the
disruption brought about by Covid-19.

The special situations team will have worked with over 65 clients this year – “a very signi�cant
portion of our 300 new clients”, said Rice.

“Due to the specialised talent we were initially able to attract, [our early focus] was always going to
be in exec liability and in transaction liability, and that we would round out our product base as we
would go,” he said.

Over time P&C and employee bene�ts will become bigger parts of the business.

“Our growth on executive liability isn’t going to slow, but our growth in employee bene�ts and
property and casualty is going to outpace our growth in D&O. You can see our P&C focus with

the creation of CAC Natural Resources, which, combined with the legacy Cobbs Allen energy
practice, we expect to grow signi�cantly,” Denson said.
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CAC Natural Resources launched earlier this quarter with a focus on renewable energy, mining,
power and utilities, and oil and gas. Long-serving Willis Towers Watson (WTW) US mining and
metals practice head Fred Smith recently joined the team alongside industry veteran Gary King and
Lisa Harris, along with Cobbs Allen’s energy practice.

CAC Specialty has also made investments this year in real estate, while on the employee bene�ts
side, it has begun offering services to private equity funds and their portfolio companies.

In the future, Denson explained, “any industry vertical that we can target where we feel like we can
differentiate, we’re going to go into it”.

“We want to do what’s in the best interest of clients, and if we can hire the best and the brightest
in that industry, we are going to invest and grow it,” Rice explained.

CAC Specialty was launched in July 2019 when Birmingham, Alabama-headquartered independent
US agency Cobbs Allen hired two executives - Paul Sparks and Darren Sonderman - from McGriff,
Seibels & Williams to establish a specialty intermediary and investment banking business.

Other members of the management team to join early on include David Payne, formerly chief
revenue of�cer at JLT Specialty USA, and Jack Leventhal, senior managing director and executive
of�cer at Teneo Capital.

The business, which has backing from Softbank-owned private equity giant Fortress Investment
Group, then brought on board Rice to serve as CEO. Rice had previously been the executive
chairman of JLT Specialty USA. 

M&A opportunities

CAC Specialty’s growth at this stage has been “100 percent organic”, said Denson.

“There has been no M&A in what we do. Our entire business model in its initial stages was
building something organically,” Rice explained.

In the future though, the possibility of M&A activity is on the cards.

“Absolutely we’d consider M&A in the future. But M&A for us is only going to work for us to the
extent that we can acquire the best and the brightest with a specialisation. If we can do that,
then bring it on,” the executive said.

https://www.theinsurer.com/news/cac-specialty-adds-wtws-us-mining-and-metals-head-smith-to-natural-resources-team/12865.article
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Rice said the company has suf�cient resources to undertake M&A deals should opportunities
arise.

“When you �nd yourself one year old and cash �ow positive at the rate we’ve grown and with
the number of people we’ve acquired, that’s a really unique position to �nd yourself in,
especially with the consolidation in this market that is often at the expense of clients and
employees” said Rice.

If the broker does undertake M&A, “it’ll probably be a lot more M than A”, Denson said.

“We are absolutely open to strategic mergers with like-minded business partners that are
looking to expand how they can help their clients,” Denson explained.

However, as Rice explained, CAC Specialty’s current �ve year plan allows it to increase its staff
count by 30 to 40 percent a year for �ve years “just doing what we’re doing now and without
raising another dollar”.

 


