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DEALER PROFILE

4400 %%
$7-$8/hour

2288 %%
Less than
$7/hour

3322 %%
$8+/hour

How much profit does a “typical” tire
dealer enjoy? Who does a tire dealer
battle most aggressively in an increas-
ingly overcrowded marketplace? How
are some of the most successful dealer-
ships structured? How much are tire
dealers paying their employees, and
how are dealers pricing their tires?

These are among the industry’s most
provocative questions. And, the answers
are revealed on the following pages.

It’s all part of TIRE REVIEW’S 2005 Tire
Dealer Profile Study, the industry’s most
ambitious and extensive research project.
TIRE REVIEW surveyed hundreds of inde-
pendent tire dealers in North America to
find out what exactly makes them tick.

In an anonymous survey, dealers
shared well-tested trade secrets. Details
such as sources of new tires, seasonal
selling patterns and even average selling
prices were revealed.

Presented here are a few of the key
questions 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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Sizing Up the Average Dealer

6655 %% Are sole owners

7711 %% Attended or graduated college

9900 %% Are family-owned

7755 %% Get management information from tire trade magazines

5577 %% Are not members of affinity/marketing groups

4455 %% Posted location sales of $1 million or more

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

What Dealers Will Do With Their
Business at Retirement

4411 %%
Have no plans

77%%
Don’t plan
to retire

2233 %%
Sell to non-
family member

1133 %%
Sell to children

1155 %%
Give to 
children
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Sizing Up the Average Dealer

4444 %% Sell custom wheels

6699 %% Sell used tires

6666 %% Concerned about finding employees

77..00 Full-time employees

55..22 Service bays

8833 %% Have a computer system

5511 %% Have a Web site

0.0 0.5 1.0 1.5 2.0 2.5 3.0

How Dealers Use Their Computers

5566 %% Track profitability

8866 %% Maintain customer database

8888 %% Do business accounting

6666 %% Track vehicle histories

8866 %% Handle inventory control

7755 %% Receive info online

6677 %% Search vehicle service info

0.0 0.5 1.0 1.5 2.0 2.5 3.0
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11 %%
Liquidate assets

Most Important Least Important

11 ..88 Pay them well

22..00 Give regular schedules

22..22 Give adequate time off  

22..33 Offer good benefits

22..33 Provide quality tools/equipment

22..55 Provide chance to advance

22..77 Training/education opportunities

11 ..44 Treat them 
with respect

0.0 0.5 1.0 1.5 2.0 2.5 3.00.0 0.5 1.0           1.5          2.0         2.5          3.0
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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)

0              5             10              15             20   

What Retail Dealers Sell Each Day
(Average Tires Sold Per Day)
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1133 .. 77 Light truck/SUV

66 .. 66 High
performance
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55%%
Other tire
dealers

Where Dealers Get Consumer Tires

11 %%
Direct from overseas
manufacturer

2288 %%
Tire manufacturer
direct

99%%
Private 
brand marketer

5577 %%
Warehouse distributor
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Why Customers Buy Particular HP Tires
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Most Important Least Important

What Dealers Think is Important to Retail Tire Buyers
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11 ..99 Price of tires

22..55 Cornering and handling capability

22..00 Availability

22..66 Brand of tires

22..66 Speed rating

33..00 Same as OE tire

22..66 Wet traction

22..88 Tread design
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A Dealer’s Most Difficult Competition
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Dealer Sales Volume: Consumer Tires
(2004 Sales vs. 2003 Sales)

1144 %% 
Sales stayed
the same

6699 %% 
Dollar sales up
(increase avg.: 13%)

1177 %% 
Dollar sales dropped (decrease 
avg.: 13%)
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4422 %% Service

2288 %% Custom wheels  
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Consumer Tire Sales by Month: 2004
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Average Retail Price: Replacement Passenger Tires (Most Popular Sizes)

P225/60R16 $$9933 (($$9922))

$$7722 (($$7744))

P235/75R15 $$8822 (($$8822))

$$6611 (($$6600))

P215/70R15 $$7766 (($$7766))

$$5599 (($$6600))
P205/65R15 $$7755 (($$7744))

$$5577 (($$5577))

P205/70R15 $$7733 (($$7744))

$$5566 (($$5533))

P195/70R14 $$6655 (($$6655))
$$4488 (($$4499))

P185/65R14 $$6644 (($$6644))

$$4499 (($$4499))

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

Figures in parenthesis are
results from 2004 Tire Dealer
Profile study. NL indicates that
prices for that size were not
tracked last year.

P195/65R15 $$7744 ((NNLL))
$$5555 ((NNLL))

Major brand price

Private brand price
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Average Retail Price: Replacement LT/SUV Tires (Most Popular Sizes)

$0              $100           $200            $300            $400           $500            $600

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

11R24.5 $$229955 (($$229955))

$$116677 (($$116600))

225/70R19.5 $$221199 (($$220055))

$$115500 (($$112233))

255/70R22.5 $$225599 (($$223399))

$$116611 (($$113333))

11R22.5 $$228877 (($$228800))

$$116677 (($$115511))

295/75R22.5 $$227788 (($$227711))

$$117733 (($$115566))

285/75R24.5 $$229977 (($$229922))

$$117733 (($$114499))

Figures in parenthesis are
results from 2004 Tire Dealer
Profile study. NL indicates
that prices for that size were
not tracked last year.
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Dealer Sales Volume: Commercial Tires
(2004 Sales vs. 2003 Sales)

2244 %%
Sales stayed
the same

7700 %%
Dollar sales up
(increase avg.: 19%)

66%%
Dollar sales dropped
(decrease avg.: 18%)

445/50R22.5 $$556655 ((NNLL))

445/55R22.5 $$555588 ((NNLL))

Major brand price

Retread price

0 100 200 300 400 500 600

0

50

100

150

200

0 100 200 300 400 500 600

0

50

100

150

200

LT
21

5/
85

R1
6

$$
1122

11 
((NN

LL
))

$$
1100

00
 ((
NN

LL
))

LT
23

5/
75

R1
5

$$
1100

44
 ((
$$
1100

66
))

$$
88
77
 ((
$$
88
33
))

31
x1

0.
5R

15
$$
1111
99
 ((
$$
1122

11))

$$
1100

11 
(($$

99
77
))

LT
22

5/
75

R1
6

$$
1111
88
 ((
$$
1122

33
))

$$
1100

00
 ((
$$
1100

11))

LT
23

5/
85

R1
6

$$
1122

33
 ((
$$
1122

88
))

$$
1100

55
 ((
$$
1100

33
))

LT
24

5/
75

R1
6

$$
1122

77
 ((
$$
1133

33
))

$$
1100

66
 ((
$$
1100

88
))

LT
26

5/
75

R1
6

$$
1133

11 
(($$

1133
44

))

$$
1100

88
 ((
$$
1100

77
))

LT
28

5/
75

R1
6

$$
1166

22
 ((
$$
1188

00
))

$$
1133

55
 ((
$$
1133

00
))

$200

$150

$100

$50

$0

Major brand price

Private brand price



0.0 0.5 1.0 1.5 2.0 2.5 3.0

0

2

4

6

8

10

12

DEALER PROFILE

Where Dealers Get Service Parts11 ..44 Unit cost

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

11 ..66 Durability

11 ..55 Availability/fill rate

22..00 Original mileage

11 ..99 Resist irregular wear

22.. 11 Total lifecycle cost

22..33 Wet traction

22..33 Tread depth

22..55 Casing retreadability

22..55 Fuel economy

22..99 Technical support

22..44 Brand name

Most Important Least Important
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5511 %%
Local parts jobber
(NAPA, etc.)

00..55%%
Wagon jobber

11 %%
Online

77%%
Local parts retailer
(AutoZone, etc.)

11 11 %%
Tire 
company

66..55 %%
Other source

44%%
Direct from
manufacturer

1199 %%
Warehouse
parts dist.

3300 %%
Pickups/SUVs

3399 %%
Cars

11 11 %%
Light commercial

2200 %%
Vans/minivans

Vehicles Being Repaired
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12 Service Sales by Month – 2004
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11 ..99 Warranty

10%

8%

6%

4%

2%

0%

JA
N

55
%%

FE
B

66
%%

M
A

R
77

%%

A
PR

88
%%

M
AY

1100
%%

JU
N

1111
%%

JU
L

99
%%

AU
G

1100
%%

SE
P

1100
%%

O
CT

1100
%%

N
O

V
88

%%

D
EC

66
%%

0.0 0.5 1.0 1.5 2.0 2.5 3.0

0

2

4

6

8

10

12


