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Certain statements in this presentation are “forward-looking statements” within the meaning of the federal securities laws, including our business outlook for 2021 and
beyond, the potential continuing impact of the COVID-19 pandemic, and expectations for changes (or fluctuations) in market share growth. Statements about our beliefs
and expectations and statements containing the words “may,” “could,” “would,” “should,” “believe,” “expect,” “anticipate,” “plan,” “estimate,” “target,” “project,” “intend,”
“well-positioned” and similar expressions constitute forward-looking statements.

These forward-looking statements involve known and unknown risks, uncertainties and other factors that may cause the Company’s actual results and performance in
future periods to be materially different from any future results or performance suggested in forward-looking statements in this earnings press release. Investors are
urged to consider these factors carefully in evaluating the forward-looking statements and are cautioned not to place undue reliance on such forward-looking
statements. Any forward-looking statements speak only as of the date of this earnings press release and, except to the extent required by applicable securities laws, the
Company expressly disclaims any obligation to update or revise any of them to reflect actual results, any changes in expectations or any change in events. If the Company
does update one or more forward-looking statements, no inference should be drawn that it will make additional updates with respect to those or other forward-looking
statements.

Important factors that could cause such differences include, but are not limited to: (1) uncertainties relating to the continuing impact of the COVID-19 pandemic,
including the length and severity of such pandemic and the federal government’s proposed stimulus response package, and the pace of recovery following such
pandemic; (2) general uncertainty in the capital markets and a worsening of economic conditions and the rate and pace of economic recovery following an economic
downturn; (3) changes in our business operations, including restrictions on business activities, resulting from the COVID-19 pandemic; (4) market trends in the
commercial real estate market or the general economy; (5) our ability to attract and retain qualified senior executives, managers and investment sales and financing
professionals; (6) the effects of increased competition on our business; (7) our ability to successfully enter new markets or increase our market share; (8) our ability to
successfully expand our services and businesses and to manage any such expansions; (9) our ability to retain existing clients and develop new clients; (10) our ability to
keep pace with changes in technology; (11) any business interruption or technology failure and any related impact on our reputation; (12) changes in interest rates, tax
laws, employment laws or other government regulation affecting our business; (13) our ability to successfully identify, negotiate, execute and integrate accretive
acquisitions; and (14) other factors discussed in the Company’s public filings, including the risk factors included in the Company’s Annual Report on Form 10-K to be
filed with the Securities and Exchange Commission on or about March 1, 2021.

FORWARD-LOOKING STATEMENTS



COMPANY
OVERVIEW

NATIONAL PLATFORM FOCUSED ON REAL ESTATE INVESTMENT BROKERAGE
• 50-year old platform dedicated to perfecting real estate investment brokerage

• Designed to facilitate the movement of capital providing liquidity to clients

MARKET LEADER IN THE PRIVATE CLIENT MARKET SEGMENT
• Only national brokerage firm focused on the Private Client Market segment

• Private Client Market segment consistently comprises 80%+ of U.S. 
commercial property sales transactions annually

PLATFORM BUILT FOR MAXIMIZING INVESTOR VALUE

• Marcus & Millichap Capital Corporation (“MMCC”), Research & Advisory support 
client dialogue, financing, strategy and sales execution

• Culture and policy of information sharing is key to maximizing investor value

MANAGEMENT WITH SIGNIFICANT INVESTMENT BROKERAGE EXPERIENCE

• Non-competitive management with extensive investment brokerage experience, committed 
to training, coaching and supporting investment sales professionals 

• Culture creates a competitive advantage through agent retention and better client results

WELL-POSITIONED TO EXECUTE ON STRATEGIC  GROWTH PLAN

• Positioned to increase Private Client Market segment share, expand presence in 
specialty niches/larger transaction business and grow financing division, MMCC

• Strong balance sheet with no debt provides financial flexibility to pursue strategic 
acquisitions
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LARGEST INVESTMENT REAL ESTATE BROKERAGE FIRM IN THE U.S.

• Over 80 offices throughout the United States and Canada

• Over 2,000 investment sales and financing professionals

• Top broker in the United States based on number of transactions over the last 15 years

• Closed 8,954 transactions in 2020, with a sales volume of approximately $43.4 billion
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BUSINESS MODEL DIFFERENTIATION: 
BRINGING WALL STREET TO MAIN STREET

MAXIMIZING SELLERS’ VALUE

• Critical mass of investment specialists and national platform (large local and national 
sales force)

• Information sharing culture and systems necessary to increase property exposure

• Marketing process that  attracts interested and qualified buyers

• Real-time market information to support valuation and decision-making

FULFILLING BUYERS’ NEEDS

• Real-time awareness of diverse and deliverable investment opportunities

• Local expertise on a national scale

• Market information to support acquisition strategies

SUPPORTING AGENTS’ NEEDS

• Specialized training, coaching and mentoring

• Collaborative network supported by experienced management

• Best practices, proprietary technology, networking, business development and 
referrals
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MAXIMIZING
VALUE
FOR EACH PROPERTY

DIRECT MARKETING
Postcards
E-Brochure
Executive Summary

Offering Memorandum
E-Presentation

EXTERNAL MARKETING
Advertising
Cooperating Brokers
E-Brochure
Executive Summary

Investor Symposium
Offering Memorandum
Property Tours

INTERNAL MARKETING
MNET = 1,900+ agents
Sales Meetings
Regional Office Presentation

Buyer Needs
1031 Exchange Pool
Specialty Group Conference Calls

ADVERTISING
National
Local/Regional Publications
Business Journals

Trade Publications
Internet

FOLLOW THROUGH
Property Tours
Multiple Offers
Offer Summary

Qualify Buyers
Transaction Management

ACCOUNTABILITY
Marketing Timeline
Buyer Targeting
Closing Execution

Target Price
Maximum Exposure
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• Market segment consists of sales $1 million - <$10 million.

• Largest and most active market segment, accounting for 
80%+ of transactions.

• Primarily driven by high-net worth individuals, 
partnerships and smaller private fund managers.

• Influenced by personal drivers that result in 
buying/selling/refinancing properties, as well as market 
conditions. This should be a major factor in increased sales 
activity once current market constraints begin to ease.

• Market segment features the highest commission rates.

Sources: CoStar Group, Inc., Real Capital Analytics
(1) Includes apartment, retail, office, and industrial sales $1 million and greater for 2020; 4Q preliminary estimate for market total. 
(2) Estimate based on industry averages: 3.7% commission rate for Private Client Market segment, 2.0% rate for Middle Market Segment and 0.8% for Larger 

Transaction Market segment.

PRIVATE CLIENT MARKET 
SEGMENT

Largest Sales and Commission Pool Opportunity

Transactions by Investor Segment (1)

Commercial Real Estate Market Marcus & Millichap

Commission Pool by Investor Segment (1) (2)

Commercial Real Estate 
Total Commission Pool

Marcus & Millichap
Revenue

Private Client Market Segment ($1M - <$10M)
Middle Market Segment ($10M - <$20M)
Larger Transaction Market Segment (≥$20M)

86%

7%
7%

91%

5%
4%

66%
13%

21%

77%

10%

13%



EXECUTING ON STRATEGIC GROWTH PLAN

 Increase Market Share in Private Client Market Segment

• Dominant segments (apartment, retail) still offer room for growth

• Significant growth opportunity in office and industrial 

• Share increases resulting from growing sales force, higher productivity

Grow Specialty Segment and Larger Transaction Market Share

• Niches (such as Hospitality, Seniors Housing, Self-Storage, etc.)

• Larger Transactions (major private and institutional segments – IPA division)

Expand Marcus & Millichap Capital Corporation (MMCC) Financing Business

• Increasing internal market share by adding originators, further integration

• Expanding into under-served metros

• Increasing lending relationships – over 380 sources as of December 31, 2020

“Building for the Long-Term”

8



EXECUTING ON STRATEGIC GROWTH PLAN (CONTINUED)

Accretive Acquisitions – Complementary Businesses and Established Brokerage 
Teams
• Pursuing complementary and adjacent business acquisitions

• Completed 9 transactions over the last 36 months, including 2 established teams and the 
following 7 entities:

o Pinnacle Financial Group (financing)
o Primecorp Commercial Realty (investment sales)
o McGill Commercial (investment sales)
o Form Real Estate Advisors (investment sales)
o Metropolitan Capital Advisors (financing)
o LMI Capital (investment sales and financing)
o Mission Capital Advisors (financing)

• Full pipeline of opportunities being vetted

• Selective pursuit of established teams with specific expertise to deepen market share by 
asset type or geography

“Building for the Long-Term”
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BUSINESS CONTINUITY AND RECENT BUSINESS TRENDS
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PROACTIVE PANDEMIC RESPONSE

• Immediately focused on retention and productivity of team

• Activated extended financing network to facilitate 
transactions amid initial market disruption in March/April

• Reduced expenses and took measures to preserve capital 
while continuing to invest in strategic initiatives

• Positioned the firm to maximize growth during the recovery

• Work from home transition seamless, effective March 15th

• Pivoted workflow and diligence activities to tech platform, 
initiated virtual meetings, property tours and inspections, etc. 

• Facilitated continuous operations, leveraging technology 

• Successfully re-opened offices safely while maintaining
virtual business execution (hybrid operating model)

• Continue to recruit experienced professionals and acquisition 
targets.  Market disruption is illustrating the strength of MMI.

• Leveraged research, real-time transactional data to expand 
client outreach, virtual market overviews to assist investors
(44 Special Reports/Videos delivered in Q4)

• Cultivated incremental financing alternatives for clients

• Significantly elevated visibility and prospecting to increase 
business and build post-COVID-19 pipeline

• Developed offensive initiatives for a stronger company to emerge from
the recovery

Priorities

Business 
Continuity

Pro-Active 
Pandemic 
Response
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As of  December 2020
Source: Marcus & Millichap Research Services, MNet

NEW RESEARCH AND MARKETING SUPPORTS MOVEMENT OF CAPITAL 
ACROSS MARKETS AND PROPERTY TYPES
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LEADING THROUGH THE GLOBAL HEALTH CRISIS
Strategy and Actions Executed Since March 15, 2020
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EMPOWERING OUR AGENTS:

INFORMATION SHARING AND STRATEGIES FOR SUCCESS

Sales Force Education Series:
Tactical Skills in a market disruption. 
Featuring the most skilled professionals 
in the industry

Rapid Gathering and Distribution 
of Real-Time Market Intelligence

COVID-19 Investor Survey: 
Sentiment and Transaction Plans

17,500+ Registrations

13 Internal Webcasts

EMPOWERING OUR AGENTS:
INFORMATION SHARING AND STRATEGIES FOR SUCCESS
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MAXIMIZING CLIENT TOUCHPOINTS AND BUSINESS DEVELOPMENT:

REAL-TIME DATA, MARKET INTELLIGENCE AND FORECASTS

1031 Exchange Sales Aid:

An Unprecedented Opportunity for 
Generating Business

Case Studies:

Stories of Client Success in a 
Changing Market

Market Overview and Outlook 
Webcasts 

Post-COVID Market Intelligence

Sales Tools

20 Product-Specific Sessions

81,000+ Registrations

90+ Research Reports

20+ Market Insight Videos

MAXIMIZING CLIENT TOUCHPOINTS AND BUSINESS DEVELOPMENT:
REAL-TIME DATA, MARKET INTELLIGENCE AND FORECASTS
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GROWING THROUGH THE MARKET DISRUPTION:
ATTRACTING TOP TALENT WITH THE INDUSTRY'S LEADING BROKERAGE PLATFORM

18 Experienced 
Agents

We increased the tools and campaigns 
to engage both new and experienced 

agents:

200+
Gross New 

Agents Joining 
the Firm

12 Years, Average 
Experience

Virtual Career Nights to 
Engage Walk-On Talent

Email Campaign Targeting 
Experienced Agents

GROWING THROUGH THE MARKET DISRUPTION:
ATTRACTING TOP TALENT WITH THE INDUSTRY'S LEADING BROKERAGE PLATFORM
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RECENT BUSINESS TRENDS – MACRO CONDITIONS

Transaction 
Outlook 

Improving

Financing 
Markets More 

Fluid

Conditions 
Expected to 

Accelerate in 
2H-21

• Market-wide transaction volume down an estimate 30% for 2020
• Multifamily, industrial warehouse and triple net lease sectors favored 
• Durability of income hard to predict; retail, lodging and office most 

affected
• Investors paying pre-pandemic prices for the right assets
• Transactions volume improved in the 4th quarter and should continue to 

improve through 2021 as the nation reopens and vaccines take hold

• Loans more widely available in 2H20 at or below historic low rates
• Reserve requirements, LTV and other risk-mitigating conditions imposed 

on new loans 
• Some CMBS lenders returning to the market to provide liquidity

• Health crisis still impeding transaction flows on the margin
• Real Estate investors still cautious but willing to transact at a price
• Economic stimulus coupled with impact of vaccine bodes well for

CRE investments 
• Economy in recovery mode with expectations for a stronger 2nd half
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RECENT BUSINESS TRENDS – EMERGING SIGNS OF IMPROVEMENT

Sales 
Transaction 

Market

Financing 
Market

Visibility

18

Macro Environment Marcus & Millichap

• Conditions improved in 4Q but market 
was still down 30%  for the year

• Apartments, Industrial and Net Lease 
favored

• Durability of income for retail, lodging 
and office hard to predict

• Investors paying pre-pandemic prices for 
the right assets 

• MMI saw strong sequential gains and 
year over year sales improvement of 
5.3% 

• Incremental flow from sellers that 
needed to transact and backlog of 1H20 
deals

• Loans more readily available, at or 
below historic rates

• Strongest sponsors favored 
• LTVs and reserve requirements are 

higher
• CMBS players are returning to provide 

additional liquidity

• MMCC expanded lending network to 
over 380 lenders in 4Q

• Refinancing activity balanced with 
purchase financing

• Sequential improvement from 3Q and 
year over year basis

• Pipeline needs to be rebuilt – depleted 
in 4Q

• Market appears to be slower after 4Q 
surge

• Expectations that sales volume will 
build over the year with first quarter 
being the slowest

• Health crisis still impeding transaction 
flows - Incremental improvement 
continues

• Economy fragile, making underwriting & 
price discovery challenging  

• Concerns over rising rates and tax law 
change may influence transaction 
market on the margin



MARKET OVERVIEW
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* Forecast per Economy.com
Sources: BLS, Moody’s Analytics

RECORD EMPLOYMENT GROWTH CYCLE COMES TO AN END

 Economic Foundation Leading Up to the Pandemic Was Historically Strong; Economic Shutdown in Response to 
Health Crisis Dealt Unprecedented Blow to the Labor Market. Jobs recovery making slow gains.

2021 forecast to add 3.9 million jobs*
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Sources: U.S. Census Bureau, BEA, Federal Reserve
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Space Absorption Trends

EMPLOYMENT AND SPACE 
DEMAND STILL FACE 
HEADWINDS

• Job creation lost momentum towards the 
end of 2020 as the latest stimulus package       
was delayed.

• Recently passed round of government aid 
will help lift demand for space; another 
package is in the works which could lend 
further support. 

• Effective vaccination distribution could 
release significant pent-up demand, 
accelerating growth in second half of  2021.

• Companies cautious about space 
consumption and leasing. Their ability to 
pay rent varies by metro, sector and asset 
class. Concerns should be offset by a 
stronger economy in the latter half of the 
year and into 2022 as confidence is 
expected to improve, resulting in more 
robust job growth.
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Occupancy Trends
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SIGNIFICANT GEOGRAPHIC AND 
PROPERTY TYPE DIVIDE HAS 
CREATED OPPORTUNITIES AS WELL 
AS CHALLENGES

• Property fundamentals entered economic 
shutdown in very strong position. Crisis 
impact varies by property type. 

• Necessity-based retail, single-tenant retail, 
industrial, apartments and self-storage 
properties have fared better through the 
market disruption.

• Hospitality, shopping centers, and seniors 
housing sectors making modest recovery 
but still face severe headwinds.

• Rent relief and PPP a factor in aiding 
property performance. New round of 
stimulus should help, but it does not fully 
offset the impact of market disruption.

• Retail and office new supply pipeline 
tapering. Apartment and industrial 
completions elevated, weighing on 
occupancy in some markets.

Sources: CoStar Group, Inc.,  RealPage, Inc.
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Quarterly U.S. Commercial Real Estate Sales and Interest Rates(1)

AFTER INITIAL SHOCK, 
INVESTMENT SALES MAKING 
STEADY RECOVERY; ECONOMIC 
UNCERTAINTY, PRICING GAP STILL 
HAMPER TRANSACTIONS

• Following the severe drop in sales activity 
in 2Q last year, investors have reengaged to 
take advantage of opportunities and solve 
problems where possible. This resulted in a 
quarterly increase in sales in 3Q and further 
improvement in 4Q.

• Transaction activity in 4Q declined by an 
estimated 27%* year-over-year. This is an 
improvement from a 42% decline in 3Q. 

• Ongoing impact of health crisis still 
impeding transactions in 1Q 2021, which is 
also showing the impact of stimulus 
package delays. Pre-COVID 1Q 2020 sales 
market was robust making a difficult 
comparison.

• Financing available for most property types 
at historically low interest rates.

Annual U.S. Commercial Real Estate Sales Trends(1)
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* Preliminary estimate for market sales
(1)     Includes sales $2.5 million and greater for multifamily, retail, office, industrial, hotel, 
seniors housing, and land
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COMMERCIAL REAL ESTATE 
YIELDS COMPELLING

• Some assets are trading at pre-COVID prices 
or higher. Wide gap in bid-ask spread exists 
for some property types, while others are 
still in price discovery or distress.

• Market benefits from government induced 
stimulus, low interest rates, and ample 
liquidity.

• The release of pent-up demand along with 
wide distribution of vaccine and broader 
economic recovery should bode well for 
healthy transaction velocity in second half.

• Commercial real estate continues to offer 
compelling yields when compared to other 
investment options.

Average Cap Rate/Yield*

Cap Rate/10-Year Treasury Spreads
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MMI FINANCIAL SUMMARY
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ILLUSTRATIVE MMI EARNINGS MODEL

(1) Includes stock-based compensation
(2) EBITDA is not a measurement of our financial performance under U.S. GAAP and should not be considered as an alternative to net income, operating income or any other measure derived in accordance with U.S. GAAP

Investment 
Sales Revenue

Commission
Rate

Transaction
Value

ProductivityAgents

EBITDA(2)Investment 
Sales Revenue

Financing & 
Other Revenue

Cost of 
Services

SG&A(1)
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Total Sales Volume
($ in billions)

Total Number of Transactions

Average Number of Investment Sales Professionals Average Commission Per Transaction
($ in thousands)
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Total Sales Volume
($ in billions)

Total Number of Transactions

Average Number of Investment Sales Professionals Average Commission Per Transaction
($ in thousands)
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Private Client Market ($1 - <$10 million)
($ thousands)

<$1 million
($ thousands)

Middle Market ($10 - <$20 million)
($ thousands)

Larger Transaction Market (≥ $20 million)
($ in thousands)
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Private Client Market ($1 - <$10 million)
($ thousands)

<$1 million
($ thousands)

Middle Market ($10 - <$20 million)
($ thousands)

Larger Transaction Market (≥ $20 million)
($ in thousands)

$7,906
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Q3 '20 Q4 '20
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Q3 2020 vs. Q4 2020
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Total Sales Volume
($ in billions)

Total Number of Transactions

Average Number of Investment Sales Professionals Average Commission Per Transaction
($ in thousands)

$36.9
$32.1
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<$1 million
($ thousands)

Private Client Market ($1 - <$10 million)
($ thousands)

Middle Market ($10 - <$20 million)
($ thousands)

Large Transaction Market (≥ $20 million)
($ in thousands)

$27,012
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$8.0 $10.9

$203.1 $204.5
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OPERATING EXPENSES
($ in millions)
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Adjusted EBITDA
($ in millions)

Net Income
($ in millions)
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NET INCOME AND ADJUSTED EBITDA PERFORMANCE
Q4 2020
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Adjusted EBITDA
($ in millions)

Net Income
($ in millions)

$76.9
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QTD Cash Flow Provided By 
Operating Activities (1)

($ in millions)

YTD Cash Flow Provided By
Operating Activities (2)

($ in millions)

$31.3 

$66.4 
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CASH FLOW PROVIDED BY OPERATING ACTIVITIES

(1) Net cash provided by operating activities is driven by our net income adjusted for non-cash items and changes in operating assets and liabilities. The improvement in operating cash flows for the three months ended 
December 31, 2020 compared to the same period in 2019 was primarily due to higher total revenues, an increase in the deferral of certain discretionary commissions and differences in timing of certain payments and 
receipts. 

(2) Net cash provided by operating activities is driven by our net income adjusted for non-cash items and changes in operating assets and liabilities. The improvement in operating cash flows for 2020 compared to 2019 was 
primarily due to differences in timing of certain payments and receipts, an increase in deferral of certain discretionary commissions and commission payable and a decrease in bonus payments in 2020 related to bonuses 
earned based on 2019 performance. These improvements in operating cash flows were partially offset by lower total revenues, a higher proportion of operating expenses compared to total revenues and an increase in 
advances related to the acquisitions of teams and long-term retention of our investment sales and financing professionals. 

38



Cash on Hand and Core-Cash Investments
($ in millions)

$232.7
$173.1

$243.2
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$0

$50

$100

$150

$200

$250

$300

$350

$400

$450

12/31/2019
Cash and Cash Equivalents Core-Cash Investments

12/31/2017

$399.0 $401.6(2)

STRONG LIQUID CAPITAL POSITION

12/31/2019 12/31/2020

(1) Relates to investments designated by the company as core-cash investments in fixed and variable debt securities, in accordance with our investment policy approved by the Board of Directors with weighted 
average maturity of 0.30 years and 0.52 years for the periods ended 12/31/20 and 12/31/19, respectively. 

(2) Cash on hand & core-cash investments increased for the three months period ended 12/31/20 primarily due to higher total revenues and differences in timing of certain payments. 

9/30/2020

$342.8(2)
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ADJUSTED EBITDA 
RECONCILIATION

Adjusted EBITDA, which the Company defines as net income before 
(i) interest income and other, including net realized gains (losses) 
on marketable debt securities, available-for-sale and cash and cash 
equivalents, (ii) interest expense, (iii) provision for income taxes, 
(iv) depreciation and amortization, (v) stock-based compensation, 
and (vi) non-cash mortgage servicing rights (“MSRs”) activity. The 
Company uses Adjusted EBITDA in its business operations to 
evaluate the performance of its business, develop budgets and 
measure its performance against those budgets, among other things. 
The Company also believes that analysts and investors use Adjusted 
EBITDA as a supplemental measure to evaluate its overall operating 
performance. However, Adjusted EBITDA has material limitations as 
an analytical tool and should not be considered in isolation or as a 
substitute for analysis of the Company’s results as reported under 
U.S. generally accepted accounting principles (“U.S. GAAP”). The 
Company finds Adjusted EBITDA to be a useful tool to assist in 
evaluating performance because Adjusted EBITDA eliminates items 
related to capital structure, taxes and non-cash items. In light of the 
foregoing limitations, the Company does not rely solely on Adjusted 
EBITDA as a performance measure and also considers its U.S. GAAP 
results. Adjusted EBITDA is not a measurement of the Company’s 
financial performance under U.S. GAAP and should not be 
considered as an alternative to net income, operating income or any 
other measures derived in accordance with U.S. GAAP. Because 
Adjusted EBITDA is not calculated in the same manner by all 
companies, it may not be comparable to other similarly titled 
measures used by other companies.

Three Months Ended Full Year

Dec. 31,  
2020

Sept. 30, 
2020

Dec. 31, 
2019

Dec. 31, 
2020

Dec. 31, 
2019

Net Income $  23,622 $   6,040 $ 20,721 $ 42,838 $ 76,930

Adjustments:

Interest income and 
other(1) (958) (889) (2,494) (5,048) (10,322)

Interest expense 205 199 370 900 1,388

Provision for income 
taxes

8,651 1,916 9,423 16,526 30,582

Depreciation and 
amortization

3,077 2,606 2,343 10,899 8,017

Stock-based 
compensation

2,354 2,383 2,238 9,905 9,278

Non-cash MSR 
activity(2) (9) (26) (90) (321) (322)

Adjusted EBITDA(3) $36,942 $12,229 $32,511 $75,699 $115,551

(1) Other includes net realized gains (losses) on marketable debt securities available-for-sale. 

(2) Non-cash MSR activity includes the assumption of servicing obligations.  
(3) The increase in Adjusted EBITDA for the three months ended December 31, 2020 compared to the same period in 2019 is 
primarily due to an increase in total revenues and a lower proportion of operating expenses compared to total revenues, while
the decrease for the year ended December 31, 2020 compared to the same period in 2019 is primarily due to lower total 
revenues and a higher proportion of operating expenses compared to total revenues.
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