
57%
$7-$8/hour

29%
Less than $7/hour

14%
$9-$10/hour

What is the quintessential North
American tire dealer?

Presenting TIRE REVIEW’S 2004 Tire Dealer
Profile Study – the industry’s most extensive,
most coveted research effort. To compile this
year’s report, TIRE REVIEW surveyed hundreds
of independent tire dealers throughout North
America who took time out of their busy
schedules to answer this important question.

Those hundreds of dealers banded together
as a single voice to help us understand what it
means to be successful in the tire industry.

One by one, these dealers offered valu-
able insights into the industry’s most pressing
questions. They answered fundamental ques-
tions, such as: How is a successful tire deal-
ership structured? Where do they buy their
tires? When do they sell the most tires?
What are the average selling prices of con-
sumer and commercial tires?

They also offered inside information that’s
not available anywhere else: How much
profit do they earn on those tires? Who do
dealers consider their toughest competition?
Where are their pain points?

Presented here are a few of the key ques-
tions asked in this year’s study. For complete
study results, contact Bob Roberts, Babcox
Research, at 330-670-1234, ext. 252, or by
e-mail at broberts@babcox.com.
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What Concerns Dealers Most

Not Very Critical

Very Critical

Sizing Up the Average Dealer

75% Are sole owner

72% Attended or graduated college

86% Are family-owned

83% Get management information from tire trade magazines

51% Are not members of affinity/marketing groups

45% Posted location sales of $1 million or more

0%
More than $10/hour
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Sizing Up the Average Dealer

3.0 Service techs employed

80% Sell used tires

68% Concerned about finding employees

6.2 Full-time employees

4.5 Service bays

75% Have a computer system

43% Have a Web site

1% Offer nitrogen inflation

What Dealers Pay New Hires (Without Experience)
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Employee Retention: What Dealers Think Works 

How Dealers Use Their Computers

41% Track profitability of tire SKUs

70% Maintain customer database

90% Do business accounting

51% Track vehicle histories

73% Handle inventory control

6% Accept online customer orders

What Dealers Will Do With Their Business at Retirement

34%
Have no plans

6%
Liquidate assets

12%
Don’t plan to retire

1%
Give to
siblings

23%
Sell to non-family
member

14%
Sell to children

10% Give to children

Most Important

Least Important
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Number of Brands Retail Dealers Carry

Standard
passenger

Major brand Private brandAssoc. brand

Light
truck/SUV

High 
performance

Why Retail Dealers Carry Certain Brands (Desired Supplier Attributes)
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0        5         10       15       20   

What Retail Dealers Sell Each Day
(Average Tires Sold Per Day)

3.5 2.92.23.62.41.73.02.72.3

Most Important

Least Important
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8%
Other tire dealers

Where Dealers Get Their Consumer Tires

8%
Direct from
overseas
manufacturer

28%
Tire manufacturer direct

20%
Private 
brand marketer

31%
Warehouse
distributor

5%
Other
source

0.0  0.5  1.0   1.5  2.0   2.5   3.0   3.5 

Most Important Least Important

What Dealers Think is Important to
Retail Tire Buyers

0.0  0.5  1.0   1.5  2.0  2.5  3.0  3.5  4.0

Most Important Least Important

Price of tires               
2.0

Brand of tire
2.8

Mileage warranty
2.7

All-Season traction
2.6

Dealer recommendation
2.3

Availability
2.1

Wet traction
2.7

Tread design
3.2

Same as OE tire
3.3

Speed rating
3.4

Sidewall design
3.6

Why Customers Buy Particular HP Tires
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0.0     0.5      1.0     1.5      2.0     2.5      3.0     3.5      4.0

A Dealer’s Most Difficult Competition

Least DifficultMost Difficult

Mass merchants 2.2

Independent dealers 2.7

Warehouse clubs 2.7

Discount retailers 2.5

Tire company stores 3.1

Internet sales by tire company 3.5

New car dealerships 3.9

Dealer Sales Volume: Consumer Tires
(2003 Sales vs. 2002 Sales)

30%
Sales stayed the
same

55%
Dollar sales 
up (increase 
avg.: 12.4%)

15%
Dollar sales dropped
(decrease 
avg.: 17.5%)

Average Gross Profits: 2003 Sales

0%    10%  20%   30%  40%    50%      

Major brand Private brand
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Consumer Tire Sales by Month: 2003
12%

10%

8%

6%

4%

2%

0%
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Average Retail Price: Replacement Passenger Tires (Most Popular Sizes)

P235/75R15 $82.08 ($83.60)
$60.49 ($60.62)

P185/65R14 $64.20 (N/A)
$49.32 (N/A)

P205/70R15 $74.23 ($73.51)
$55.23 ($54.03)

P205/65R15 $74.25 ($73.24)
$56.85 ($55.23)

P195/70R14 $65.29 ($64.38)
$49.10 ($47.38)

P225/60R16 $92.36 ($94.70)
$73.62 ($70.03)

P215/70R15 $76.28 ($78.06)
$59.65 ($57.71)

$0.0                $20                $40                 $60                $80                $100

Figures in parenthesis are
results from 2003 Tire
Dealer Profile study.
N/A indicates that prices
for that size were not
tracked last year.

Major brand price Private brand price
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Dealer Sales Volume: Commercial Tires
(2003 Sales vs. 2002 Sales)

24%
Sales stayed
the same

60% 
Dollar sales 
up (increase 
avg.: 15%)

16%
Dollar sales
dropped
(decrease avg.
16%)

Average Retail Price: Replacement LT/SUV Tires (Most Popular Sizes)
LT235/85R16E $128.01 ($123.59)

$103.43 ($95.92)
31X10.5R15C $120.56 ($121.05)

$96.98 ($92.91)
LT245/75R16E $132.91 ($122.62)

$107.84 ($99.94)
LT235/75R15C $105.80 ($108.33)

$83.31 ($81.96)
LT265/75R16C $134.10 ($130.16)

$107.24 ($99.58)
LT225/75R16 $122.57 ($118.19)

$100.75 ($93.14)
LT285/75R16E $180.40 (N/A)

$130.23 (N/A)

Major brand price Private brand price

$0                      $50                       $100                     $150                     $200           

$0   $50  $100 $150 $200 $250 $300

Average Selling Price: Replacement
Medium Truck Tires (Most Popular Sizes)

11R22.5 $279.64 ($262.45)

285/75R24.5 $292.13 ($273.00)

255/70R22.5 $239.32 ($250.17)

295/75R22.5 $271.26 ($268.82)

225/70R19.5 $204.75 ($203.33)

11R24.5 $294.91 ($278.19)
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Figures in parenthesis are
results from 2003 Tire
Dealer Profile study.
N/A indicates that prices
for that size were not
tracked last year.
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10%

8%

6%

4%

2%

0%

Service Sales by Month - 2003

32%
Local parts jobber
(NAPA, etc.)

6%
Wagon jobber3%

Online

Where Dealers Get Service Parts

13%
Local parts retailer
(AutoZone. etc.)

15%
Tire company

8%
Other source

6%
Direct from
manufacturer17%

Warehouse
parts dist.

What’s Most Important to Truck Fleets
(Desired Attributes)

Most Important

Least Important
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