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IN THE PURSUIT OF 
CONSISTENT GROWTH

BY JAMES DORNBROOK  |  JDORNBROOK@BIZJOURNALS.COM  |  816-777-2215  |  @DORNZKCBJ

Lockton’s formula for increasing revenue is simple: Do anything and go anywhere to serve and keep existing customers 

A
s Lockton Inc. pre-
pares to usher in a new 
CEO, the goal going for-
ward remains the same 
as when the insurance 
brokerage was founded 
50 years ago: Do what 

it takes to retain clients and keep 
growing.

“We have a culture that is singu-
larly focused on our constituencies, 
which is No. 1, our clients; No. 2, 
our associates; and No. 3, our com-
munities,” Chairman David Lock-
ton said. “Clearly, worrying about 
our margin is not something we do 
on a daily basis. We built our model 
and our financial structure around 
those beliefs, and we have the low-
est margin in the industry, at least of 
the companies that we know. That 
means we invest a lot more in our 
customer relationships and service, 
tools, products and skills.”

Such comments might raise eye-

brows among the executives at 
Lockton’s publicly traded rivals. But 
it’s hard to argue with the results. 
Lockton has 50 consecutive years 
of revenue growth — yes, every 
year of its existence. In the past 

decade alone, its revenue has gone 
from $409 million to $1.34 billion, 
making Lockton the ninth-largest 
insurance broker in the world by 
revenue and the world’s largest pri-
vately owned insurance brokerage.  

Incoming CEO Glenn 
Spencer (left to right)  
stands with Chairman  
David Lockton and current 
CEO John Lumelleau.

A DECADE OF GROWTH AT A GLANCE
Aided by a big acquisition, Lockton Inc. has become a truly global insurance broker under CEO John Lumelleau.
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SOURCE: LOCKTON 2016 ANNUAL REPORT
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It has gone from 15 offices, all in the 
U.S., to 80 around the globe today. 
Employment rose from 1,900 to 
6,000.

Steady as she goes
Jack Lockton started the company 
specializing in risk management for 
construction companies. A decade 
later, the company remained small, 
with 10 associates and half a mil-
lion in revenue. But it kept grow-
ing, propelled by a competitive sales 
culture and a focus on keeping cus-
tomers by providing the services 
they needed.

The pace of growth picked up 

considerably under present CEO 
John Lumelleau — not only the first 
not named Lockton, but its first 
full-time CEO. One of the biggest 
steps came in 2006, when its pur-
chase of Alexander Forbes Interna-
tional Risk Services made Lockton 
a truly global company.

Even as Lockton continued to 
increase revenue, business lines 
and headcount, it also was building 
up its executive talent from with-
in. When Lumelleau retires on May 
1, he’ll be succeeded by COO Glenn 
Spencer, all according to plan.

“The Lockton family has been 
very diligent in selecting a new CEO 

ANDREW GRUMKE

John Lumelleau (right) 
is the first full-time CEO 
in Lockton’s history.

John Lumelleau will be stepping away 
from his job as CEO of Lockton Inc. 
but not away from Kansas City.

Lumelleau will retire at the close 
of the company’s fiscal year on May 
1. Although he’s agreed to serve as a 
special adviser for Lockton after he 
retires, it will be a definite shift.

“It will be the first time, though, 
that I haven’t had a full-time job since 
I was 12 years old working during 
the summers,” he said. “But I’ll sit on 
a couple of boards, and I’ll look for 
other interests as time goes by.”

Lumelleau is just the third CEO 
in Lockton’s history, behind Jack 
Lockton and David Lockton, and the 
company’s first full-time CEO. He 
joined the company as an executive 
vice president in 1997 and became 
CEO 14 years ago.

He’s led Lockton through a period 
of dramatic growth, including the 
$170 million acquisition of the 
Alexander Forbes International Risk 
Services operation in 2006, which 
gave the company an international 
platform.

“We had about 12 offices in the U.S. 
back then, and we have 80 offices 
today, so it turns out that was a 
good thing to have a full-time CEO,” 
Chairman David Lockton said.

Preparations for Lumelleau’s 
retirement have been going on for 
some time. The company has been 
grooming his successor, Glenn 
Spencer, to take over as CEO for the 
past 12 years, much as it currently is 
preparing Ron Lockton (Jack’s son) to 
take over as chairman some day.

Lumelleau has served on 
the boards of the Council of 
Insurance Agents and Brokers, St. 
John’s University School of Risk 
Management, the Fordham University 
President’s Council, Missouri 
Chamber of Commerce 2030 Steering 
Committee and the Economic Club of 
Kansas City. He’s also worked with Big 
Brothers Big Sisters of Greater Kansas 
City, the Boys and Girls Clubs of 
Greater Kansas City and Ed Randall’s 
Fans for the Cure.

“I’ll keep my home here in Kansas 
City, but I’ll be spending more time 
back East,” Lumelleau said. “I’m from 
New York originally, and I have a home 
there, as well.”

— James Dornbrook

EASING UP

CEO WILL RETIRE, BUT 
HE WON’T  DISAPPEAR

“We don’t make new CEO appointments very often.  
This will be our fourth in 50 years. Glenn has been with 

us for 12 years. He’s been in the business for 30 years. 
He’s been essentially apprenticing behind John for 

12 years. They’ve had offices right next to each other. 
They’ve worked very closely.”

DAVID LOCKTON, Lockton chairman
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because it’s one of the biggest deci-
sions we’ll ever make,” David Lock-
ton said. “We don’t make new CEO 
appointments very often. This will 
be our fourth in 50 years. Glenn 
has been with us for 12 years. He’s 
been in the business for 30 years. 
He’s been essentially apprenticing 
behind John for 12 years. They’ve 
had offices right next to each other. 
They’ve worked very closely.”

Lockton said Spencer gradually 
has been taking on more responsi-
bilities the entire time he’s worked 
there. He knows all the key man-
agers, understands the company 
culture and can jump into the role 
seamlessly.

Beyond insurance skills
One area of immediate attention for 
Spencer will be continuing to build 
out industry-specific expertise. The 
company already has people knowl-
edgeable about insurance and risk 
management in general, but clients 
now also want experts with unique 
knowledge of their industries.

One example of this trend is Lock-
ton Global Energy. The unit has built 
up a solid core of energy insurance 
business, especially in Houston. 
Now, with the business generating 
$500 million in premiums, Lock-
ton is recruiting additional experts 
to set up offices around the world.

“So for the last 18 to 24 
months, we’ve recruited doz-

Chairman David 
Lockton says that 
being private gives 
the company an 
advantage.

Incoming CEO Glenn Spencer is a veteran of 
Lockton Inc. 

In his new position, he’ll call on that experience 
even as he leads the company into a future filled 
with technology-driven change.

Spencer, Lockton’s Global COO and President 
of US operations, will succeed John Lumelleau in 
the company’s top position on May 1. He inherits a 
strong foundation of technological innovation.

Lockton is an incubator for technology startup 
Mylo, a software platform for selling insurance 
directly to consumers and businesses that 
combines the ease of online shopping with a call 
center’s ability to answer customer questions. 
Lockton officials say the investment in Mylo puts the 
company ahead of the rest of the industry.

“We think of technology a lot of different ways,” 
Spencer said. “There is transacting insurance using 

technology, which will certainly be an issue. There 
is the process of insurance brokers and the way 
we trade with insurance companies, which is also 
going to change. We’re going to use technology 
to get more efficient ourselves. We’re using data 
analytics to give better advice to our clients. So 
we’re highly focused on being on the front edge of 
using technology to do better work for our clients.”

It helps that the company is privately owned, 
Chairman David Lockton said.

“Certainly a lot of technology advancement 
is a loss creator,” he said. “But we don’t feel as 
concerned about the next quarter as our publicly 
owned competitors do, so I think we have the 
freedom to make long-term decisions about how 
we want to bring technology to bear to better serve 
our clients.”
— James Dornbrook

LOOKING AHEAD

BRINGING TECHNOLOGY TO BEAR FOR CLIENTS

LOCKTON REVENUE, AND WHERE IT COMES FROM
Lockton’s total brokerage revenue in 2016 was $1.34 billion, an 8 percent increase from the previous year. That ranks it as the ninth-largest insurance broker 
in the world, up one spot from the previous year. Here’s a closer look at revenue growth and a breakdown of 2015 revenue:

SOURCE: BUSINESS INSURANCE
SOURCE: LOCKTON 2016 ANNUAL REPORT
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ens of people into our London 
operation, we’ve recruited peo-
ple in Asia and the Middle East,  
and we’re continuing to recruit 
energy professionals across the 
globe because we are absolutely 
determined to be as good in energy 
around the world as we’ve been in 
Houston,” Lumelleau said.

The marine insurance business 
is another global target. Lumel-
leau said Lockton bought an Italian 
company in February and recently 
added an investment in a Singapore 
firm. The deals have “catapulted” 
Lockton into a prime position, he 
said.

Adding people, 
keeping culture
Lockton’s growth into new areas — 
geographically and businesswise 
— will require new talent across 
the board. Spencer said the com-
pany will have to hire 10,000 peo-
ple worldwide in the next seven to 
eight years, including 800-900 in 
Kansas City, to meet its goals. To 
put that in perspective, the compa-
ny currently has about 6,000 peo-
ple, including 1,200 in Kansas City.

“That’s a big challenge,” Spen-
cer said. “The numbers are getting 
bigger, and we’re absolutely dead 
set on maintaining the culture we 
have, which is predicated on hir-
ing really talented people. We can’t 
reduce our standards. We’re tend-
ing to hire younger people into the 
organization, so associate devel-
opment becomes more and more 
important.”

He said the war for talent will 
be his greatest challenge as CEO. 
The company’s workforce cur-

rently is made up of about 30 per-
cent millennials, but he expects 
that to reach 60 percent by 2020. 
To attract the most talented young 
workers — and, more important, to 
retain them — the company is doing 
a review of its benefits and employ-
ee handbook. The review includes 
everything from work hours to 
dress code.

“We’re not buying into the 
adage that they’re going to work 
at 10 companies throughout their 
careers,” Spencer said. “We want 
to keep them here for a long, long 
time. Having high associate reten-
tion means very little disruption 
for our clients and, in turn, high 
retention of our clients. That means 
continued growth for us. There are 
a lot of things you’ll see us do dif-
ferently there, but it’s all about us 
being the best place for our associ-
ates to build their careers.”

The company also will look to 
add experienced leaders and make 
acquisitions. The challenge there is 
to find people and companies that 
match the company’s culture, or 
“The Lockton Way.”

“Everybody in this organiza-
tion believes we need to be the 
best place to do business, be the 
best place for our clients, be the 
best place for people to build their 
careers and be connected to our 
communities,” Spencer said. “We 
need to be ethical.

“All of those values instilled in 
people here, we make sure that 
when we open a new office, we 
open it with people who share those 
same values. We make sure that if we 
do an acquisition, they have those 
shared values.”

CLOSER LOOK

KANSAS CITY-BASED 
LOCKTON LEADERSHIP

DAVID LOCKTON
Chairman
Lockton, who formerly 
served as CEO, is the brother 
of company founder Jack 
Lockton.

RON LOCKTON
Vice chairman
Lockton has been working his 
way up through the ranks at 
the company for 25 years. He 
is the son of Jack Lockton and 
nephew of David Lockton.

JOHN LUMELLEAU
CEO, president
Lumelleau has been with 
the company since 1997 and 
led it through a period of 
dramatic growth, including 

the acquisition of Alexander Forbes 
International Risk Services for $170 
million in 2006, taking the company 
global.

GLENN SPENCER
COO
Spencer will become CEO 
on May 1, succeeding 
Lumelleau. He has been with 
the company for 12 years.

JOE AGNELLO
President of Lockton’s 
Kansas City operation
A 27-year veteran of the 
industry, Agnello became 
president of Lockton’s local 

operation in 2014, when Ron Lockton 
was named as vice chairman. Agnello 
has been with the company 22 years.

MARK HENDERSON
Executive vice president 
and COO of Lockton’s 
Kansas City Property and 
Casualty
Henderson has been with 

Lockton for 15 years and in the insurance 
industry for 32 years. 

TIM MEACHAM
Executive vice president 
and COO of Lockton’s 
Kansas City Benefits
Meacham is a 26-year 
veteran of the industry, 

joining Lockton in 2008.

BY THE NUMBERS

STAFFING ON THE WAY UP
Lockton’s growth into new 
areas will require new talent 
across the board. Glenn 
Spencer said that to meet 
goals, the company will 
have to hire 10,000 people 
worldwide in the next seven to 
eight years, including 800-
900 in Kansas City, to meet its 
goals. Here’s a look at staffing 
in the past four years:

2013

2014

2015

2016

4,950

5,300

5,600

6,000

SOURCE: LOCKTON 2016 ANNUAL REPORT


