
The commercial tire and fleet services sector 
is experiencing a wave of M&A activity, 
driven by a confluence of factors that make 
these businesses attractive targets for both 
strategic and financial buyers. This document 
outlines the key investment rationale, attractive 
attributes, potential red flags, and synergistic 
benefits driving this trend. 

The Rolling M&A 
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•	 Private company 
sales and majority 
recapitalizations

•	 Corporate divestitures 
/ spin-offs

•	 Private equity sell-side 
and buy-side advisory

M&A Advisory

•	 Debt private 
placements

•	 Capital structure 
analysis and debt 
issuance advice

•	 Equity private 
placements

Capital Advisory

•	 Distressed M&A

•	 Debt modifications 
and amendments

•	 Debt capacity analysis

Special Situations

•	 Financial due 
diligence

•	 Strategic advisory 
services

•	 Economic and 
valuation services

•	 M&A tax services

Other Transaction 
Services
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Rationale for M&A Activity

The market for commercial tire and fleet 
services is underpinned by the continued 

growth of e-commerce and the transportation 
& logistics industry.

Long-standing customer relationships, 
characterized by low turnover and high 
retention rates, are a valuable asset. 
This “stickiness” provides a predictable 
revenue base and demonstrates the 
quality of service.

Acquisitions can quickly expand a 
company’s geographic reach, filling service 
gaps and creating a more comprehensive 
national or regional network.

A broader service offering allows for 
upselling and cross-selling opportunities 

within the existing customer base, 
increasing revenue per customer and 

strengthening relationships.

Many privately held businesses in this sector 
boast experienced management teams with deep 

industry knowledge. These skills are critical to 
acquirers looking for seamless integration.

Stable and Growing Market

Strong Customer Relationships

Geographic Expansion Opportunities

Upselling and Cross-selling Potential

Experienced Management Teams

The industry is 
highly fragmented, 
presenting significant 
consolidation 
opportunities for 
larger players to 
achieve economies 
of scale and market 
share expansion. 
Acquisitions offer 
a faster and more 
efficient growth 
strategy compared to 
organic expansion.

Fragmentation 

Commercial tire 
and fleet services 
businesses often 
benefit from long-
term contracts and 
recurring revenue 
streams from 
established customer 
relationships, 
providing predictable 
cash flow and 
mitigating cyclical 
downturns. This 
stability is highly 
attractive to 
investors.

Recurring Revenue 
Streams 

The services 
offered, including 
tire replacement, 
preventative 
maintenance, and 
24/7 emergency 
roadside assistance, 
are mission-critical 
for commercial 
fleets. This essential 
nature creates 
consistent demand 
and reduces 
vulnerability 
to economic 
fluctuations. 

Essential  
Services

Increasing regulatory 
requirements for 
vehicle safety 
and emissions 
are pushing fleet 
operators to ensure 
their vehicles 
comply with 
stringent standards. 
This results in a 
greater reliance 
on professional 
maintenance and 
repair services, 
further boosting the 
sector.

Regulatory 
Compliance and 
Safety

Aging commercial 
vehicle fleet across 
North America 
translate into higher 
maintenance and 
repair needs, driving 
demand for the 
services provided by 
these businesses.

Aging Fleets

Attractive 
Attributes for 

Investors
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Potential Red Flags

Strategic Rationale & Synergies

Poorly Maintained Assets

A poorly maintained fleet of repair trucks and 
equipment can signal operational inefficiencies and 
deferred maintenance, potentially leading to higher 
future capital expenditures. Buyers will scrutinize the 
condition and age of these assets.

High Customer Concentration

Over-reliance on a few major contracts or customers 
can pose significant risks. Any loss of a key account 
can have a disproportionate impact on revenues and 
profitability.
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Lack of Technological Adoption

Companies that haven’t invested in modern 
technologies for dispatch, inventory management, and 
customer communication may be less efficient and 
less competitive.

Environmental Concerns

Improper disposal of tires and other hazardous 
materials can create environmental liabilities. Buyers 
will carefully assess environmental compliance.

05

Economic Cyclicality

The commercial vehicle and fleet services sector can be sensitive to economic cycles. During downturns, fleet 
operators may defer maintenance or repair services, impacting revenues.

Strategic buyers, often larger players in the same industry, are highly active in this space. Acquisitions offer compelling 
strategic benefits:

Geographic  
Expansion & Density 

Acquisitions can  
rapidly expand a  
company's service area, 
creating a denser network  
and enabling more  
efficient routing and 
dispatch, leading to cost 
savings and improved 
customer service.

Economies  
of Scale

Larger combined  
entities can leverage their 
increased purchasing 
power to negotiate better 
pricing on tires, parts, and 
other supplies, improving 
margins.

Service Offering 
Expansion

Acquiring companies with 
complementary service 
offerings can create a one-
stop shop for commercial 
fleet customers, enhancing 
customer loyalty and 
driving revenue growth.

Financial  
Synergies

Eliminating redundant 
back-office functions, 
streamlining operations, 
and leveraging shared 
resources can lead to 
significant cost reductions 
and improved profitability.
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Financial Buyer Interest

Important Disclosures

Some or all of the services described herein may not be permissible for KPMG audit clients and their affiliates or related entities.

The KPMG name and logo are trademarks used under license by the independent member firms of the KPMG global organization.

The information contained in this newsletter is of a general nature and is not intended to address the circumstances of any particular individual or entity, including their 
investment objectives or financial needs. In preparing this newsletter, we have relied upon and assumed, without independent verification, the accuracy and completeness of 
all information available from public sources. Although we endeavor to provide accurate and timely information, there can be no guarantee that such information is accurate 
as of the date it is received or that it will continue to be accurate in the future. No one should act or rely on the information in this newsletter without appropriate professional 
advice after a thorough examination of the particular situation. The information contained in this newsletter does not constitute a recommendation, offer, or solicitation to buy, 
sell or hold any security of any issuer. Past performance does not guarantee future results.
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Our Aftermarket Products & Services Investment Banking Team

Our Expertise
Our team’s broad experience within the commercial tire and fleet services industry enables us to provide valuable 
guidance in the planning and execution of M&A processes, as well as structuring optimal transaction terms. We have 
a proven track record of success in this niche market and are confident in our ability to help you capitalize on the 
opportunities presented by this dynamic sector. Please contact us to discuss your specific objectives and explore 
potential M&A opportunities.

In summary, the commercial 
tire and fleet services sector 
presents a compelling 
investment thesis, driven by 
industry fundamentals and a ripe 
environment for consolidation. 
At KPMG Corporate Finance, 
we have deep experience 
and a proven track record in 
this sector. We welcome the 
opportunity to meet with you, 
share our insights, and explore 
potential opportunities to pursue 
your strategic objectives.

While strategic buyers have 
dominated M&A activity, the sector’s 
attractive fundamentals—stable 
cash flows, recurring revenue, and 
fragmentation—make it increasingly 
appealing to financial buyers like 
private equity firms. These firms can 
leverage their operational expertise 
and financial resources to drive 
growth and profitability, potentially 
through add-on acquisitions and 
operational improvements. They can 
then exit through a sale to a strategic 
buyer or another financial sponsor, or 
through an IPO.


