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FORWARD-LOOKING STATEMENTS

Certain statements in this presentation are “forward-looking statements” within the meaning of the federal securities laws, including our business outlook for 2020 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,
“well-positioned” and similar expressions constitute forward-looking statements.
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project,” “intend,”

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.

Factors that could cause results to differ materially include, but are not limited to: (1) uncertainties relating to the effects of the COVID-19 pandemic, including the length
and severity of such pandemic, 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; and (13) other risk
factors included under “Risk Factors” in our most recent Annual Report on Form 10-K filed with the Securities and Exchange Commission on March 2, 2020 and
Quarterly Report on Form 10-Q filed with the Securities and Exchange Commission on August 10, 2020.
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MMI FINANCIAL HIGHLIGHTS



2020 THIRD Financial Highlighs | | _vor | _qog |

Revenue $158.6 million (20.0)% 35.1%

Q U A RT E R Net Income $6.0 million (68.7)% NM
H | G H |_| G H TS Adjusted EBITDA $12.2 million (56.1)% 194.7%

SEQUENTIAL Operational Highlights | | yoy | QoQ |
Q U A RT E R Sales Volume $9.1 billion (24.8)% 30.9%

Transaction Closings 2,139 (12.2)% 34.8%
| M P R OV EM E N T Number of Investment Sales and

Financing Professionals as of 1,999 2.8% (2.4)%
September 30, 2020



Financial Highlights _ YOY

Revenue $466.7 million (17.9)%
Net Income $19.2 million (65.8)%
YEAR-TO-DATE Adjusted EBITDA $38.8 million (53.3)%
2020
HIGHLIGHTS Operational Highlights | | _vyoy
Sales Volume $27.8 billion (20.4)%
Transaction Closings 5,976 (13.6)%

Numbel_' of Investment Sales and Financing 1,999 2.8%
Professionals as of September 30, 2020




2020 THIRD - o N NN T
Q U A RT E R/ Sales Volume $7.0 billion  (26.9)%  29.0%

S EQ U E NTlAL Transaction Closings 1,527 (12.9)% 42.0%

Number of Investment Sales Professionals as of

B R O K E RAG E September 30, 2020 1,920 4.0% (2.2)%

Real Estate Brokerage Commissions Revenue $140.8 million 21.8)% 36.3%
HIGHLIGHTS 8 (219)

Revenue by Transactions by Transactions by
Transaction Size Property Type Region

2$20M, e .
i 4% <$1M, 4% Multifamily,

Northeast/ Mid-

Atlantic e
1 70/0 3 70/0

29%

Office,
70 Southeast

15%

Midwest/ Mountain/
$1M - <$10M, Retail, South/Southwest
69% 45% 31%




YEAR-TO-DATE 2020 e vorume §209billion  (19.5)%

B R O K E RAG E Transaction Closings 4,217 (15.5)%

Number of Investment Sales Professionals as of
0]
HIGHLIGHTS September 30, 2020 Lol 0%
Real Estate Brokerage Commissions Revenue $416.0 million (19.0)%

Revenue by Transactions by Transactions by
Transaction Size Property Type Region

Western,
<$1M, 4% Other, Multifamily, l\!ortheast_/ i
18% 329 Mid-Atlantic; ©
18%

Office,
6% Southeast,

14%

i1 Midwest/ Mountain/
$1M - <$10M, Retalil, South/Southwest,

68% 414% 33%




2020 THIRD
S N
Q U A RT E R/ Sales Volume $1.7 billion (0.4)% 47.0%

SEQUENTIAL Transaction Closings 442 (10.0)% 16.0%
Fl N A N C | N G 2:;::;12£2i;a;()c;%g Professionals as of 79 (20.2)% 7.1)%

H | G H I_ | G H TS Financing Fees Revenue $15.6 million (2.5)% 23.0%

Transactions by Transactions by
Property Type Region
Northeast/

Mid-Atlantic,

10%

Other,
12%

Multifamily Southeast

Office 48% 139% Western,

8% 48%

Retail,
329% Midwest/ Mountain/
South/ Southwest,
29%




| | v
YEAR‘TO‘DATE 2020 Sales Volume $4.6 billion (8.5)%

Fl N A N C | N G Transaction Closings 1,301 (4.5)%

Number of Financing Professionals as of 0
H | G H I— | G HTS September 30, 2020 79 (202)%
Financing Fees Revenue $43.7 million (8.0)%

Transactions by Transactions by
Property Type Northeast/ Mid- Region
Atlantic,

Other, 11%

11%

Office, Southeast,
7%, 9%

Multifamily,
51% Western,
54%

Midwest/ Mountain/
South/ Southwest,
26%




COVID-19 Update
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PROACTIVE PANDEMIC RESPONSE

Priorities

Business Continuity

Business
Development /

Platform
Enhancement

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 brokers 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
(54 Special Reports/Videos delivered in Q3)

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

12
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EMPLOYMENT RECOVERY SLOW BUT STEADY

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.

2020 forecast to lose 9.9 million jobs*

-22.2 Million

155.0 { \

* Forecast per Economy.com 14
Sources: BLS, Moody’s Analytics

150.0 +11.4 Million

\

145.0
140.0
135.0
130.0
125.0

Total Employment (Millions)

120.0

115.0

20-Jan
20-Feb
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20-Sep



RECOVERY TIMEFRAME UNCERTAIN - BOUNCE BACK FROM '08-'09
SUGGESTS CRE SALES/FINANCING COULD LEAD SUSTAINABLE HIRING

3.0

1.5

0.0
]

YOY Job Growth (Millions)

-1.5

-3.0

1Q10
2Q 10
3Q10

4Q10

* Includes apartment, retail, office, and industrial sales $1 million and greater

Sources : BLS, CoStar Group, Inc., Real Capital Analytics

mmm Job Growth

1Q11

2Q11

Transaction Growth*

3Q11

4Q11

4

1Q12

2Q12

QN
—
o4
™

4Q12

80%

40%

0%

-40%

-80%

Jamouay uonoesued ], AOA
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Employment Growth vs. Unemployment Rate

EMPLOYMENT AND SPACE DEMAND B Employment Growth Unemployment Rate
FACE SIGNIFICANT IMPACT 50 12%
: z
« Employment market was particularly = 00 - 1 T T1 I 9% §
strong prior to onset of pandemic, adding g T
465,000 jobs in first two months of 2020. g 30 6% 3
[} =}
Job losses due to economic shutdown have _% -10.0 3% z
been severe; government stimulus and E 150 0% -
gradual reopening partially offset economic ¥ 0w o N @ o
losses. Outlook dependent on additional S 2 2 2 g2 g 8
stimulus, election process, and rate of ~
infection.
Rise in COVID-19 infections hampering Space Absorption Trends
recovery; pent-up demand, unprecedented £ 400 T 320
stimulus should eventually support new 2 200 g 240
expansion cycle. g . % 160
Space absorption varies by property type kE £ 80 - - I
due to shelter-in-place restrictions and & 100 2 0 u
economic shutdown. Full impact of < 0 E -80
economic shutdown on occupancy levels = Multifamily Retail Office Industrial
will take time to assess. m'l5 m'16 m'17 m'18 m'19 = "20%*

* Through 3Q; trailing 12-months through 3Q 2020 for employment growth
** Preliminary estimate for trailing 12-months through 3Q 2020
Sources: BLS, CoStar Group, Inc., RealPage, Inc.




PROPERTY FUNDAMENTALS VARY;
CONSTRUCTION SLOWDOWN IN
KEY SECTORS AND GEOGRAPHIES
A POSITIVE

Occupancy Trends

100%

Property fundamentals entered economic 95%
shutdown in very strong position. Crisis 90%
impact varies by property type.
85%
Necessity-based retail, single-tenant retail, - I

industrial, apartments and self-storage 80%

properties faring T e = ot Multifamily Retail Office Industrial
m05-07 Avg. m2015 m2016 m 2017 =2018 m2019 = 2020*

Occupancy (%)

Hospitality, multi-tenant retail, and
seniors housing sectors making modest
recovery but facing severe headwinds.

Construction Trends
2.4%

1.8%
1.2%
0.6%
New supply pipeline tapering. Forecast 0.0% I
U770

2020 completions reduC(.ed for hard-hit Multifamily Retail Office Industrial
property types and locations. Overall new m05-07 Avg, m2015 m2016 m2017 =2018 m2019 = 2020*
supply should taper in 2021.

Rent collections generally better than
expected, but still decreasing property
revenue to varying degrees. Many
operators working with tenants on
forbearance plans.

Completions as % of Inventory

* Preliminary estimate through 3Q 2020; trailing 12-months through 3Q for construction
Sources: CoStar Group, Inc., RealPage, Inc.
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INVESTMENT SALES BEGIN TO

RECOVER AFTER INITIAL SHOCK;
ECONOMIC UNCERTAINTY, PRICING
GAP STILL HAMPER TRADES

Sales activity started 2020 with positive
momentum but began to drop significantly in
March as shelter-in-place orders took hold.

Significant logistical hurdles affecting
numerous transaction mechanics including
site visits, appraisals and the closing process
continue to hamper transaction flow.

Uncertainty has restrained sales velocity, but
financing has improved. Many private
investors remain active, particularly in the
single-tenant net-lease, apartment, industrial,
and affordable housing sectors.

Transaction activity in Q3 declined by an
estimated 40%" year-over-year. This is an
improvement over a 56% decline in Q2.

Pricing discovery in process; considerable
variance by property type. In many cases new
provisions to address COVID-19 being added
to contracts, allaying many buyer concerns.

Sources: Real Capital Analytics, Federal Reserve

* Preliminary estimate for market sales

(1) Includes sales $2.5 million and greater for multifamily, retail, office, industrial, hotel,
seniors housing, and land

Total Transactions (000s)

Total Transactions (000s)

40
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20
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10

Annual U.S. Commercial Real Estate Sales Trends™
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Quarterly U.S. Commercial Real Estate Sales and Interest RatesV

3.2%

24%

1.6%

0.8%

0.0%
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Cap Rate/10-Year Treasury Spreads

COMMERCIAL REAL ESTATE 12%

CRE Cap Rate 10-Year Treasury Rate

Cap Rate Long-Term Avg.

YIELDS COMPELLING

|

9% 2| £
* Pricing discovery still in process and cap 3 S =¥ =%
rate adjustment likely to vary significantly g s S o
. % 6% g £ )
by property type. Bid-ask spread has g g I 2 s
widened and varies greatly by product type. < _— _T — _—— | — — —%
. . . 3%
* The benefits of exceptionally low interest
rates flowing to the market with more 10-¥r reasury Long:Term Ave:
. . . 0,
lenders becoming active in Q3. Lenders 0% O Nt 6 6o Nt 6 DO M o o o
remain cautious, particularly in hard-hit 2222328888838 3 3 3 S
HHHHHNNNNNNNNNN%
property segments.
* Sales have slowed while the market
recahbrat_es to the new climate, but activity Average Cap Rate,Yield*
could revive ahead of the broader economy. T 8%
Record capital on the sidelines and the = 6%
potential for more owners needing to sell or 2 "y
. . < 0
recapitalize assets could lead to a recovery =
0 0 oo 0 0 o 0,
in transaction activity once clarity begins to F 2% ] - .
emerge. 2 0% [
Q Q o, aQ, . E\, ob %] %) )
. 0 3] (o] [ 3 o o Q
* Commercial real estate continues to offer © © © © § z 5 g f{«s
_ ) 2 & jai T &8 8p = g =
compelling yields when compared to other < S e = & B8 = o >
investment options. % < = g
wn
=

*As of 3Q 2020

Cap rates for sales $1 million and greater

Sources: CoStar Group, Inc., Real Capital Analytics, Federal Reserve, Standard &
Poor’s
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MMI MARKET POSITION



Market segment consists of sales $1 million - <$10 million.

Largest and most active market segment, accounting for

PRIVATE CLIENT MARKET ~ 80%r of transactions.

Primarily driven by high-net worth individuals,
S EGM E NT partnerships and smaller private fund managers.

Influenced by personal drivers that result in
Largest Sales and Commission Pool Opportunity 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.

Transactions by Investor Segment () Commission Pool by Investor Segment (1) (2)

Commercial Real Estate Marcus & Millichap

Commercial Real Estate Market Marcus & Millichap Ttz Caymiiesian Fogll Revenue

7% %

S . . Sources: CoStar Group, Inc., Real Capital Analytics
Private Client Market Segment ($1M - <$10M) (1) Includes apartment, retail, office, and industrial sales $1 million and greater for the trailing 12-months through 3Q 2020; 3Q preliminary estimate for market total.
Middle Market Segment ($10M - <$20M) (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

B Larger Transaction Market Segment (2$20M) Transaction Market segment.
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TOTAL REVENUES

($ in millions)

Q32019 vs. Q3 2020

$240

$200 $198.2

$158.6

$160
$120
$80
$40
$0

Q3'19  Q3'20

Q2 2020 vs. Q3 2020

$200

$158.6

$160
$120 $117.4 4
$80

$40

$0
Q2'20 Q3'20

Year-to-Date 2019 vs. 2020

$600
$500
$400
$300
$200
$100

$0

$568.5

YTD '19 YTD '20
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BROKERAGE OPERATING METRICS

Q3 2019 vs. Q3 2020

Total Sales Volume Total Number of Transactions
($ in billions)
$10.0 $9.6 2,000 1,753
$8.0 §7.0 1,600 1,527
(269 . (12.9),,
$6.0 Doy 1,200 %
$4.0 800
$2.0 400
$0.0 0
Q3'19 Q3'20 Q3'19 Q3'20
Average Number of Investment Sales Professionals Average Commission Per Transaction
($ in thousands)

2,100 1,917 $120

’ 1,837 ’
1,800 $100 $102.8 $92.2
1,500 +4A% (10.3),
1,200 $80 3)

600 $40

300 $20

0 $0

Q319 Q320 Q3'19 Q3 '20
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BROKERAGE OPERATING METRICS

Q2 2020 vs. Q3 2020

Total Sales Volume Total Number of Transactions
($ in billions)
$10.0 2,000
$8.0 $7.0 1,600 1,527
$6.0 $5.4 1,200 1,075 ’
$4.0 200 800 w0
$2.0 400
$0.0 0
Q220 Q3'20 Q2'20 Q3'20
Average Number of Investment Sales Professionals Average Commission Per Transaction
($ in thousands)
2,100 1,926 1,917 $120
1,500 (0.5)%
1,200 380 (4.1)9
600 $40
300 $20
0 $0

Q220 Q320 Q220 Q3 '20
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BROKERAGE REVENUE BY MARKET SEGMENT

Q3 2019 vs. Q3 2020

$8,000
$6,000
$4,000
$2,000

$0

<$1 million
($ thousands)

$7.182

Q3'19

$6,290

(12.4)% .

Q3 '20

Middle Market ($10 - <$20 million)

$30,000
$25,000
$20,000
$15,000
$10,000
$5,000
$0

($ thousands)

$25,997
.
||||||| E
Q3'19

$17,643

Q3'20

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

om0 szizm
$100,000 $97,856
$80,000 9.3),,
$60.000
$40.000
$20.000

$0

Q3 '19 Q3 '20

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

$30,000
$25,000
$20,000
$15,000
$10,000
$5,000
$0

$25,791

$19,055
QG.I) .
9

Q3'19 Q3 '20
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BROKERAGE REVENUE BY MARKET SEGMENT

Q2 2020 vs. Q3 2020

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

($ thousands) ($ thousands)

$8,000 $120,000
$6,000 $6,290 $100,000 $97,856

' $4,518 $80,000 $70,817 )
$4,000 %q:]}l“ $60,000
$40,000
$2,000 $20,000
$0 $0

Q2'20 Q3'20 Q3'20
. rye Larger Transaction Market (= $20 million
Middle Marke(:tg(ﬂ);iaond-s)<$20 million) 8 (8 in thousands) S )
$20,000 $19,055
$15,000 ’ $16,445

$11,591 $15,000

ofo ’ 5_90/0

$10,000 : 1

$10,000
$5,000 $5,000
$0 $0

Q2 '20 Q3 '20
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BROKERAGE OPERATING METRICS

Year-to-Date 2020

Total Sales Volume Total Number of Transactions

($ in billions)
30.0
$ $25.9 6,000 4,992
$20.9 4,217
$20.0 4,000
(1 9.51% (15.5)%
$10.0 2,000
$0.0 0
YTD '19 YTD '20 YTD '19 YTD '20
Average Number of Investment Sales Professionals Average Commission Per Transaction
($ in thousands)
$120
2000 1’829 1,911 $102.9 $98.7
1,500 . $80 @.1)0
1,000
$40
500
0 $0

YTD '19 YTD '20 YTD '19 YTD '20
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BROKERAGE REVENUE BY MARKET SEGMENT

Year-to-Date 2020

$25,000
$20,000
$15,000
$10,000
$5,000
$0

$100,000

<$1 million

($ thousands)

$19,607

$16,550
(15.6}% .
YTD '19 YTD '20
Middle Market ($10 - <$20 million)
($ thousands)
$76,521

$80,000
$60,000
$40,000
$20,000

$0

YTD '19

$51,902

[32
.2)0/0 .

YTD '20

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

($ thousands)
$400,000 $345,812
$300,000 $282,937
’ (16’,2}0/
$200,000 ’
$100,000
$0

YTD '19 YTD '20

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

$80,000 $71,875

$64,655

(10.0)% .

YTD '19 YTD '20

$60,000
$40,000
$20,000

$0
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OPERATING EXPENSES

($ in millions)

Q32019vs.Q3 2020 Year-To-Date 2019 vs. 2020
$200 $540
$499.2
$160 $152.0 $420
$360
$120
fR $300 60.5% of Rev 61.5% of Rev
62.6% of Rev
$240
$80 62.9% of Rev
$180
$120
$40 24.3% of Rev 31.4% of Rev 26.3% of Rev 31.7% of Rev
$60
$0 1.0% of Rev 1.6% of Rev $0 1.0% of Rev 1.8% of Rev
Q3'19 Q3'20 YTD'19 YTD'20

Depreciation ®=SG&A mCOS Depreciation = SG&A mCOS
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NET INCOME AND ADJUSTED EBITDA PERFORMANCE

Q3 2020

$24

$20

$16

$12

$8

$4

$0

Net Income

$19.3

Q3'19

($ in millions)

$6.0

Q3 '20

$30

$24

$18

$12

$6

$0

Adjusted EBITDA

($ in millions)

$27.9

$12.2

Q3'19 Q3 '20
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NET INCOME AND ADJUSTED EBITDA PERFORMANCE

Year-to-Date 2020

$60

$50

$40

$30

$20

$10

$0

Net Income

YTD '19

($ in millions)

$19.2

YTD '20

$90
$80
$70
$60
$50
$40
$30
$20

$10

Adjusted EBITDA

$83.0

YTD '19

($ in millions)

$38.8

YTD '20
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CASH FLOW PROVIDED BY (USED IN) OPERATING ACTIVITIES

(€]

(2)

QTD Cash Flow Provided By YTD Cash Flow Used In
Operating Activities (1) Operating Activities (%)

($ in millions)

($ in millions)

$25.0 $23.6 $0

ss R

-$10 ($6.1)

-$15
-$20
-$25
-$30

-$35
Q3'19 Q3'20 YTD '19 YTD '20

$20.0 $18.3
$15.0

$10.0

$5.0

($28.3)

$0.0

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 increase in cash flows provided by operating activities for the three
months ended September 30, 2020 compared to the same periods in 2019 was primarily due to higher total revenues, increase in accrual for variable employee incentive compensation and differences in timing of certain
payments and receipts.

Net cash used in operating activities is driven by our net income adjusted for non-cash items and changes in operating assets and liabilities. The increased usage in operating cash flows for the nine months ended September

30, 2020 compared to the same periods in 2019 was primarily due to lower total revenues and a higher proportion of operating expenses compared to total revenues, differences in timing of certain payments and receipts,
an increase in advances related to the acquisition of teams, long-term retention of our sales and financing professionals and a reduction in deferral of certain discretionary commissions and commissions payable.
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STRONG LIQUID CAPITAL POSITION

Cash on Hand and Core-Cash Investments

($ in millions)

$450
$400
$350
$300
$250
$200
$150
$100
$50
$0

$375.8 $399.0
$342.81

$322.1®
$166.3(1)

$169.7(1)

9/30/2019 12/31/2019 6/30/2020 9/30/2020

m Cash and Cash Equivalents m Core-Cash Investments

(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 0.42 years and 0.52 years for the periods ended 9/30/20 and 12/31/19, respectively.

(2) Cashonhand & core-cash investments decreased for the nine months period ended 9/30/20 primarily due to payments related to agent deferred commissions, acquisitions of companies and teams and
advances related to the long-term retention of our sales and financing professionals. In addition, the decrease was also due to payment of bonuses related to 2019’s performance and payments for notes
payable to former stockholders. Cash on hand & core-cash investments increased for the three months period ended 9/30/20 primarily due to higher total revenues and differences in timing of certain
payments.
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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 Nine Months Ended

Net Income

Adjustments:

Interest income and
other®

Interest expense
Provision for income
taxes

Depreciation and
amortization

Stock-based
compensation

Non-cash MSR
activity®

$ 6,040

(889)

199

1,916

2,606

2,383

(26)

$

106

(1,198)

213

42

2,752

2,536

(301)

$19,292 $19,216

(2725)  (4,090)
329 695
7,024 7,875
1,910 7,822
2,114 7,551
(79) (312)

(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 decrease in Adjusted EBITDA for the three and nine months ended September 30, 2020 compared to the same periods in
2019 is primarily due to a decrease in total revenues and a higher proportion of operating expenses compared to total revenues.

$56,209

(7,828)

1,018

21,159

5,674

7,040

(232)
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COMPANY
OVERVIEW

Marcus g Millichap

NATIONAL PLATFORM FOCUSED ON REAL ESTATE INVESTMENT BROKERAGE

* 49-year old platform dedicated to perfecting real estate investment brokerage

* Designed to maximize real estate value, facilitate investment options by geography and property type and
create liquidity for investors

MARKET LEADER IN THE PRIVATE CLIENT MARKET SEGMENT

* Only national brokerage firm predominantly focused on servicing the Private Client Market segment
which consistently accounts for 80%-+ of CRE transactions in the U.S.

* Private client business has been supplemented with penetration in larger transactions and
institutional clients over the past 10 years

PLATFORM COMBINES BROKERAGE EXPERTISE AND VALUE-ADDED SERVICES

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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Marcus g Millichap

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.
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