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IN AUGUST, David Lockton will celebrate 
40 years in the insurance industry. 

Since 2003, he has been the chairman 
of Lockton Companies, where he previously 
served as president and CEO. With Lockton 
at the helm, the firm has established an 
astonishing track record of four decades 
of continuous organic growth; in the 2015 
fiscal year, its total revenue exceeded $1.24 
billion. Today, Lockton Companies is the 
largest privately held independent broker in 
the world. 

Needless to say, Lockton and his team 
have scaled remarkable heights as a business. 
But for Lockton, the company’s crowning 
achievement is its culture. “When we were 
50 people, we knew we had a different kind 
of experience for our customers,” he says. 
“The difference was that when customers 
walked in the door, they sensed they were the 
center of the universe, and we felt they were 
the center of the universe.

“We didn’t think we’d be able to be big 
and maintain that same kind of culture,” he 
continues. “Today, we have 6,000 people, 
and we have the same culture. In fact, I think 
it’s stronger today than it was when we had 
50 people.”

The cornerstone of that culture, according 
to Lockton, is that unlike competitors who 
focus only on profits, Lockton Companies 
puts the onus on customer satisfaction.

“A good portion of our people join us 

Back to the start
Lockton grew up in Kansas City. After gradu-
ating from high school, he set his sights on a 
career as a trial attorney. His brother, Jack, 
the firm’s founder, tried to persuade Lockton 
to consider the insurance path, but Lockton 
wasn’t interested. 

Things soon changed, though. “One day I 
came home, and [Jack] had bought the first 
new car in our family,” Lockton remembers. 
“It was a convertible Mustang. I think that’s 
when he got my attention. I changed my 
major from English to business finance, 

COMMUNITY FIRST
David Lockton explains how not just focusing on the bottom line propelled 
Lockton Companies to the top of the insurance world

from our competitors, where they’ve been 
in an environment that is very focused on 
short-term profits,” Lockton says. “When 
they come to Lockton, they find out that they 
get rewarded for practicing the profession 
they’ve learned, and that they’re judged 
based on merit – and for us, merit is how you 
go about creating value for our customers. 

“I think that just feels right to our people. 
I think the way that we care for our fellow 
associates feels right to our people. People 
get a certain energy out of it, and it’s conta-
gious. And that is amazing to me.”

“When people come to Lockton, they find 
out that they get rewarded for practicing 
the profession they’ve learned, and that 
they’re judged based on merit – and for us, 
merit is how you go about creating value 
for our customers”

Maintaining that culture is a responsi-
bility that Lockton takes to heart. 

“As chairman, all I have to do is come in 
and foster that caring culture, and concern 
myself with how working at Lockton can be 
a fun, exciting and rewarding venture. And 
then I just get out of people’s way and let 
them do what they’re good at.”

anticipating joining him.”
But before he would allow his brother 

to come on board, Jack wanted Lockton to 
get some real-world experience elsewhere. 
So Lockton began working at a bank, but 
quickly became restless, and his resolve to 
pursue an insurance career intensified. 

“My wife and I invited my brother and 
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Name: David Lockton
Company: Lockton Companies
Title: Chairman
Years in the industry: 40

Fast fact: Lockton Companies 
contributes more than $3 
million annually to various 
nonprofit organizations across 
the US

PROFILE

18-21_Industry Icon-SUBBED.indd   19 24/02/2016   2:41:30 AM



PEOPLE

INDUSTRY ICON

20        www.ibamag.com

his wife over for dinner on the patio one 
night, and I made my pitch that I was 
going to get into this insurance brokerage 
business,” Lockton says. “I wanted to do it 
with him, but I was going to do it whether 
he hired me or not.

“We had a pretty long evening … but by 
the end of the night, he had agreed that I 
could come to work for him.”

Serving communities
While the firm continues to sustain 
impressive levels of growth, Lockton 

icant need. “We set up a not-for-profit 
within our company called Associates 
Caring for Each Other [ACE],” Lockton 
says. “It’s always been amazing to me how 
associates band together to help people 
who are in trouble, whether they have a 
jobless spouse or a serious illness. I felt like 
it was a great thing we were doing, and we 
didn’t want to have people fall through the 
cracks, so we formalized it. I think we do a 
really good job of making sure that [when] 
our associates … have those kinds of critical 
needs … the opportunity is extended to 

“It’s always been amazing to me how associates 
band together to help people who are in 
trouble, whether they have a jobless spouse or a 
serious illness. I felt like it was a great thing we 
were doing, and we didn’t want to have people 
fall through the cracks, so we formalized it”

Companies also places significant emphasis 
on giving back. “We make it our business 
to make our communities better – our 
community outside of our company and 
our community inside of our company,” 
Lockton says.

Last year, sta�  in the UK branches partic-
ipated in Lockton Gets in Gear. Cyclists 
from all 11 UK Lockton o�  ces took part in a 
mission to cycle between all of those o�  ces, 
including those in Scotland and Ireland. 
The ride raised nearly $100,000, which 
went toward construction of the Lockton 
Suite at London’s Great Ormond Street 
Hospital, a facility where parents of sick 
children can stay at the hospital. 

Another endeavor targeted at Lockton’s 
internal community aims to provide 
support for employees in times of signif-

associates to help them. And they come 
through every time.”

Looking to the future, what does Lock-
ton’s chairman hope to accomplish?

“We’re very successful for a number 
of reasons, but two very important ones 
are that we’re privately owned – and so 
we’re able to stay focused on the customer 
and not get overly concerned about next 
quarter’s profi ts – and the other is that we’ve 
been able to attract a really great leadership 
team. Before I leave this place, I want to 
make sure that we have a model that will 
allow family ownership to be sustained 
through the future generations. I want 
to have the governance structure around 
that, and I want to make sure that we have 
all the right leaders in the right leadership 
positions to carry forward our success.” 

1966
The year Lockton Companies was founded 

by Jack Lockton, David’s brother

$1.24 billion
Total revenue Lockton Companies 

achieved in 2015 

6,000+
The number of associates employed 

by Lockton Companies

125
The number of countries with clients 

served by Lockton Companies

68
The number of o�  ces Lockton Companies 

currently occupies across the globe

LOCKTON COMPANIES 
BY THE NUMBERS

RT ProExec, the Professional and Executive Liability Division of RT Specialty, provides cutting-edge product knowledge, 
innovative placement methodologies and an unparalleled level of service for our retail partners and their clients. Let the 
talent, innovation, and tenacity of RT ProExec assist you:

Professional & Executive Liability Services

R-T Specialty, LLC (RT), a subsidiary of Ryan Specialty Group, LLC, provides wholesale brokerage and other services to agents and brokers.  RT is a Delaware limited liability 
company based in Illinois.  As a wholesale broker, RT does not solicit insurance from the public. Some products may only be available in certain states, and some products 
may only be available from surplus lines insurers. In California: R-T Specialty Insurance Services, LLC License #0G97516. © 2016 Ryan Specialty Group, LLC       

risk has a seat at the boardroom table
let us assist you in mitigating that risk

Win new prospects
Retain existing clients
Grow your portfolio of Professional and Executive Liability business

For more information, please contact your local RT ProExec Broker: www.rtspecialty.com

RT ProExec is also home of the highly acclaimed D&O Diary blog, dandodiary.com.
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