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81% Are family owned

74% Attended or graduated college

56% Are sole owners

30% Are not members of affinity/marketing groups

83% Get management information from tire trade magazines

45.6% Posted location sales of $1 million or more

Sizing Up the Average DealerWho is the typical successful North
American tire dealer?

Introducing TIRE REVIEW’S 2006 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 dealers served as a single voice
to help us understand what it means to
be successful in the tire industry.

One by one, these dealers offered
valuable insights into the industry’s most

45%
$8+/hour

45%
$7-$8/hour

10%
Less than
$7/hour

What Dealers Pay New Hires 
(Without Experience)
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What Concerns Dealers Most
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pressing questions. They answered fundamental ques-
tions, such as: How is a successful tire dealership struc-
tured? Where do they buy their tires? When do they
sell the most tires? What are the average selling prices
of consumer 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?
Seasonally, what are their best months for tire and
service sales? How much do they pay employees? 

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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Employee Retention: What Dealers
Think Works 

What Dealers Will Do With Their
Business at Retirement

3300..33%%
Have no plans

1155..88%%
Don’t plan to

retire

2233..77 %%
Sell to non-

family member

55%%
Sell to 

children

1177%%
Give to 
children
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55..33%%
Liquidate assets

Most Important Least Important

11..88 Pay them well

22..11 Give regular schedules

22..44 Give adequate time off  

22..44 Offer good benefits

22..44 Provide quality tools/equipment

22..55 Provide chance to advance

22..77 Training/education opportunities

11..66 Treat them with respect

63% Concerned about finding employees

75% Sell used tires

58% Sell custom wheels

5.4 Service bays

6.8 Full-time employees

71% Of stores are connected to the Internet

42% Have a Web site

34.6 Average consumer tires sold per day

48% Sell Chinese brand passenger and LT/SUV tires

Sizing Up the Average Dealer

62% Had employee turnover rate of 10% or less

7.3% Offer nitrogen inflation

41% Provide 401(k) plans to employees

76% Offer vehicle service

38% Have had TIA training in the past year

15% Have taken TIA’s TPMS training

Sizing Up the Average Dealer
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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 Consumer Tire Brands

What Retail Dealers Sell
Each Day (Average Tires

Sold Per Day)
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33..99 %%
Other tire

dealers

Where Dealers Get Consumer Tires

00..44%%
Other Sources

2211..77%%
Tire manufacturer

direct

1144..22%%
Private 

brand marketer

5599..88 %%
Warehouse distributor

Why Customers Buy
Particular HP Tires

Most Important Least Important

What Dealers Think is Important to Retail Tire Buyers
11..

99 
Pr

ic
e 

of
 t

ir
es

22..
77

Br
an

d 
of

 t
ir

e

22..
77

M
ile

ag
e 

w
ar

ra
nt

y

22..
33 

A
ll-

Se
as

on
 t

ra
ct

io
n

11..
99 

Av
ai

la
bi

lit
y

22..
66 

W
et

 t
ra

ct
io

n

22..
88 

Tr
ea

d 
de

si
gn

33..
44

Sa
m

e 
as

 O
E 

ti
re

33..
55

Sp
ee

d 
ra

ti
ng

33..
55

Si
de

w
al

l d
es

ig
n

11..88 Price of tires

22..66 Cornering and handling capability

11..99 Availability

22..55 Brand of tires

22..99 Speed rating

33..11 Same as OE tire

22..88 Wet traction

22..88 Tread design
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Who Dealer Sees as Most Difficult Competition
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Average Gross Profits: 2005 SalesDealer Sales Volume:
Consumer Tires 

(2005 Sales vs. 2004)

1177 %%
Sales stayed

the same

7700 %%
Dollar sales up

(increase avg.: 14%)

1133 %%
Dollar sales dropped (decrease 

avg.: 8%)
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2266%% Passenger

2266%% HP 

2266%% LT/SUV   

4466%% Service

2222%% Custom 
wheels  

2299%% 

3311%% 

2299%%

Major brand Private brand

2200%% Medium 
truck
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Consumer Tire Sales by Month: 2005
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Average Retail Price: Replacement Passenger Tires
(Most Popular Sizes)

P225/60R16 $$9977..4455 (($$9933))
$$7733..3377 (($$7722))

P235/75R15 $$9900..5588 (($$8822))
$$6633..5544 (($$6611))

P215/70R15 $$8800..1122 (($$7766))
$$6611..7733 (($$5599))

P205/65R15 $$8800..6677 (($$7755))
$$5599..0044 (($$5577))

P205/70R15 $$7788..7733 (($$7733))
$$5588..3377 (($$5566))

P195/70R14 $$6677..6644 (($$6655))
$$5522..6655 (($$4488))

P185/65R14 $$6699..9977 (($$6644))
$$5522..4477 (($$4499))

Figures in parenthesis are
results from 2005 Tire Dealer
Profile study. NL indicates that
prices for that size were not
tracked last year.

P195/65R15 $$7788..1111 (($$7744))
$$5588..8800 (($$5555))

Major brand price

Private brand price

P195/60R15 $$8833..1100 ((NNLL))
$$5599..1144 ((NNLL))

P205/55R16 $$110011..9933 ((NNLL))
$$7755..6644 ((NNLL))



36SEPTEMBER 2006 tirereview.com

DEALER PROFILEDLR PRFL

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

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

11R24.5 $$331100..2211 (($$229955))
$$119922..5533       (($$116677))

225/70R19.5 $$221122..8811        (($$221199))

$$114499..7788   (($$115500))

255/70R22.5 $$226611..2200 (($$225599))

$$116644..7788    (($$116611))

11R22.5 $$228899..3377 (($$228877))

$$118811..3388      (($$116677))

295/75R22.5 $$228899..3388 (($$227788))

$$118800..0044     (($$117733))

285/75R24.5 $$331111..4499 (($$229977))

$$118844..1188      (($$117733))

Figures in parenthesis are
results from 2005 Tire Dealer
Profile study. NL indicates that
prices for that size were not
tracked last year.

Dealer Sales Volume:
Commercial Tires

(2005 Sales vs. 2004)

2288 %%
Sales stayed

the same

5555 %%
Dollar sales
up (increase

avg.:
12.5%)

1177%%
Dollar sales dropped
(decrease avg.: 23%)

445/50R22.5 $$669933..0066 (($$556655))

445/55R22.5 $$770099..0000 (($$555588))

Major brand price

Retread price
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Where Dealers Get Service Parts

11..77 Unit cost

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

11..88 Durability

11..88 Availability/fill rate

22..11 Original mileage

11..99 Resist irregular wear

22..22 Total lifecycle cost

22..33 Wet traction

22..22 Tread depth

22..66 Casing retreadability

22..55 Fuel economy

22..88 Technical support

22..88 Brand name

Most Important Least Important

4433..66 %%
Local parts jobber

(NAPA, etc.)

00..88%%
Wagon jobber 00..22 %%

Online

99..55%%
Local parts

retailer
(AutoZone, etc.)

1155..55 %%
Tire 

company

33..33 %%
Other source55..33%%

Direct from
manufacturer

2211..88%%
Warehouse parts

dist.

3300 %%
Pickups/SUVs

3388 %%
Cars

1133%%
Light commercial

1199 %%
Vans/minivans

Vehicles Being Repaired

Service Sales by Month – 2005
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11..99 Warranty
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Of Service Parts Bought...

6622 %%
Aftermarket parts

1177%%
New OE parts

2211%%
Recycled/rebuilt

parts

DLR PRFL
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What Future Holds in Consumer Tire Sales Best Sales Potential
Best Profit Potential

Broadline 
passenger

H-Rated 
15-18-inch

H-Rated 
19-24-inch V/Z Rated

15-18-inch

V/Z Rated
19-24-inch

P-Metric 
LT/SUV

LT-Metric 
LT/SUV
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%%

4488
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DLR PRFL

Need an Accounting
Ace, HR Expert or
Marketing Master?

Check Out Tire Review's
New Exclusive Web Site
Feature — Consultant's
Corner — Your Source For
Free Expert Biz Advice.

Get it at 
www.tirereview.com

CornerConsultant’sConsultant’s

Help Wanted?


