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General Overview

PROFILE
The backbone of the automotive industry has always been tools 

and equipment. It’s important to not only educate yourself on 

the newest products available, but to also participate in training 

to understand what those products do and how they work, and also to 

know what products you actually need to service vehicles in the shop. 

Our goal at Professional Tool & Equipment News (PTEN) is to make 

sure you have the best and most up-to-date information about the 

industry, so you can ultimately run a successful vehicle maintenance 

and/or repair business.

 More than 100,000 shop owners and technicians receive and 

read the pages of PTEN magazine. We requested input from our read-

ers to bring you the results of our latest purchasing study.

 PTEN conducts an annual purchasing study to determine the intended 

shop purchase plans for the coming year. For the 2016 Aftermarket Profile, 

the first of it’s kind in the pages of PTEN, we took these survey results to 

provide an outlook of intended shop and technician purchasing plans for 

the coming year.

 While we aren’t able to talk with every technician or shop owner in the 

market, trending data provides the foundation to a viable foresight on what 

to expect in the coming year when it comes to how the industry will perform.

 Of the individuals surveyed, more than half of the respondents (58 

percent) advised they were the owner, president or vice president of their 

facility. And, nearly three quarters (69 percent) of the facilities included in 

this survey are general repair facilities, with an additional 10 percent being 

specialty repair shops.

 While there are a number of tool categories that shops and technicians 

plan to purchase in 2016, a few stood out above the rest: more than 75 percent 

techs and shop owners indicated they plan to purchase in the following year: 

electrical system tools and equipment (think test leads, multimeters, battery 

testing equipment), chemicals, specialty tools (specifically, domestic 

vehicle specialty tools top the list) and hand tools.

 Electrical systems take a front seat in many areas of the survey, 

whether it be plans to purchase this tool category or the need 

for training in this tool category.

  The next several pages provide insights into what, how much 

and where shops plan to purchase tools and equipment.

B efore getting into the details of what shops are looking to purchase, it’s important to 

understand who we surveyed.  

Below you’ll find details on the demographics of respondents, including shop size and location, shop 

revenue, types of repairs and vehicles serviced in the shop. 
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of survey respondents are  
the owner, president or vice 

president of their facility.

58%

Why are  
these  
survey  
results 
important  
to you?
98 percent of shop owners say  
they approve or recommend shop 
tool and equipment purchases

of shop owners 
anticipate 

hiring more 
technicians  

in 2016

How do shop owners  
promote their business?

Do you 
reimburse 

technicians for 
tool purchases?

34 percent of shops 
reimburse their 

technicians for some 
or all of their tool and 
equipment purchases

98%

34%

16 percent

Where are shops located?

5%

14%

18%

7%

11%

8%

6%

31%

New England

Pacific

Mountain
West No. Central

East So. Central

West So. Central

Middle Atlantic

South Atlantic

of shops rely on word of  
mouth for promoting the shop

of shops use social  
media to promote the shop81% 32%

92%
of responding shops only have five 

or fewer technicians in the shop

5%
Apps

38%

Website

10%

No promotion

12%

Mail

29%

Other advertising

13%

Online paid 
directory listing

81%

Word of mouth

32%

Social media such 
as Facebook

13%

Coupons

18%

Newspaper 
advertising

20
16



What types of vehicles does your shop work on?

96 percent of shop owners  
anticipate 2016 revenue to be the  

same or higher 
 than 2015

96%

Percentage of annual shop revenue  
from repair versus maintenance work

Repair work Maintenance work

What type of repairs do you perform in the shop?

Service 
Overview

Heavy duty vehicles/  
equipment/semi trucks

Light duty 
vehicles

MotorcyclesMedium duty 
vehicles

94%
Under Car Service

50%
Sell Tires

79%
Import Cars

36%
Hybrid Service

94%
Under Hood Service

69%
Tire & Wheel Service

25%  50%  83%  17%  
Domestic

89%  
European

67%  
Asian

80%  

20-39%1-19%
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Made in the U.K.!

Assembled in the U.S.A.!bartecusa.com

[855]877-9732

TRADE UP AND MAKE MORE MONEY SERVICING TPMS!

Passive Key TestingPlacard AdjustingMore OBD Relearns

TPMS TOOL TRADE UP

REPLACE THAT OLD TPMS TOOL WITH THE 
INDUSTRY LEADING TECH400PRO !

Do you have an old Bartec TPMS Tool?  Maybe you have one of those “FREE TOOLS” given to 
you by a sensor distributor? Which ever the case, Bartec has a great upgrade offer for you. 

Contact your authorized Bartec Distributor, or go to bartecusa.com/tpms-promotions.html to 
learn more about the $800 in add-on items [including a $200 gift card] you can receive when 

trading in your old TPMS tool and purchasing a Tech400Pro! 

Offer ends 6/30/2016, or while supplies last.

HERE’S THE OFFER

Enter 133 at “e-inquiry” on VehicleServicePros.com

General Overview

Annual shop revenue

$1,000,001+ 13.2%

13.2%$750,001- 
1,000,000

11.5%$500,001-  
750,000

20.9%$250,001- 
500,000

41.2%$1 - 250,000

23%
Body Work



T ools and equipment are an integral part of your operation. If you don’t have the right products to 

maintain and repair vehicles, you’re not going to make money. Of particular interest below, you’ll find a 

graph with details on category purchase plans based on survey responses.

 Toward the end of this section, you’ll also find specifics on a few categories: Diagnostics, Power/Air Tools  

and Tire/Wheel Service.

 In particular, keep an eye on reflashing services in aftermarket shops. While it’s not widely adopted in all independent 

repair shops yet, it’s certainly top of mind for many. Also of note: power tools continue to gain ground in shops.

Purchasing
Information

Category 
Overview

What is the most important  
factor when purchasing a tool?

1%

4%

4%

10%

6%
Made in U.S.A.

Warranty	

Availability	

Brand name	

Price	

Relationship 
with mobile tool 

distributor / sales person	
6%

50%

20%
Immediate need  
for repair in shop

Quality is the  
most important factor  
when purchasing a tool

  More than three quarters of shops  
plan to purchase these top tool  

categories in the  
next 12 months

Amazon

28%

of respondents 
purchase from Amazon

eBay

23%

of respondents 
purchase from eBay

Amazon.com  
is the top purchasing site for 

shop owners and technicians

Of the 56 percent that  
purchase tools online, they 
most often purchase from: 

Which online sites have you used to purchase tools and equipment?
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50%
Auto  
parts 
stores

78% Mobile tool 
distributors

37% Retail 
stores

56% Online

Where do you 
purchase tools?

Purchasing InformationPurchasing Information

Major tool category purchase plans  for shops and technicians
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Top 10  
revenue opportunities, 

according to shops

1 Reprogramming/
reflashing

6 Alignment

2 Electrical work

7 Automotive diesel

3 TPMS

8 Tire and  
wheel service

4 A/C

9 Vehicle  
customizing

5 Hybrid work

10 Medium and  
heavy duty work

53%
49%
36%
31%
23%
15%
10%
4%

Amazon.com
eBay.com

ToolTopia.com

Manufacturer's website

ToolSource.com

Retail parts store sites such as Carquest and NAPA

Retail store sites such Wal-Mart or Sears

New vehicle dealership website

Advanced vehicle technologies are not a  
foreseeable revenue opportunity for most shops:  

Less than 5 percent  
of shops view telematics device installations, 

infotainment installations and, self-driving 
vehicles as revenue opportunities

(Select all that apply)



of shops have purchased a Ford OEM tool

Shops have purchased the following  
vehicle make OEM tools less than 5 percent  

of the time: Tesla, SAAB, Porsche, MINI,  
Mazda, Kia, Jaguar, Isuzu, Infiniti

Shop budgets have 
increased for tool 
and equipment 
purchases:  
92 percent of shop 
owners anticipate their 
tool and equipment 
budgets to be the same 
or higher in 2016. Of 
those respondents,  
one third have increased 
their budget for 2016.

92%

What is the estimated total shop spending 
for tools and equipment annually?

14%

$15,000 
or more

8%

$0-999

17%

$1,000-
2,499

24%

$2,500-
4,999

25%

$5,000-
9,999

12%

$10,000-
14,999

%66
66 percent of technicians are 

responsible for buying their 
own tools and equipment

of shop owners and technicians always  
consider if a product is Made in the U.S.A.
when making a tool purchase31%
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Promo: $1,199.99

Regularly: $1,499.99

 To purchase or for additional information, visit www.OneRotunda.com.  
All kits require an IDS software subscription which provides full dealership level

diagnostics and programming on all 1996 and newer Ford/Lincoln/Mercury vehicles. 
For subscription information, visit www.MotorcraftService.com. 

Or, simply call 1-800-Rotunda for all inquiries.

All Offers Expire on 5/15/2016!
* VCM IIs that have a valid IDS software license subscription can be used 

 with any PC meeting the minimum shown specifications on www.MotorcraftService.com.

Also Available from Rotunda:

Rotunda Part# 164-R9817 Rotunda Part# 164-R9813

VCM II Kit*

• Durable Construction

• Wireless Connectivity

•  All Necessary Cables & 
Hardware included

• 2-Year Warranty

Promo: $3,400
Regularly: $3,800Promo: $3,400
Regularly: $3,800Promo: $3,400
Regularly: $3,800

Panasonic Toughbook 
with VCM II & Customer 

Flight Recorder Kit

Getac Rugged Tablet 
with VCM II & Customer 

Flight Recorder Kit

Rotunda Part# 164-R9805Rotunda Part# 164-R9805

“Panasonic”  
Use promo code 

“Panasonic”  
at checkout. 

“Getac”
Use promo code 

“Getac” at checkout. 

Promo: $3,400
Regularly: $3,699Promo: $3,400
Regularly: $3,699Promo: $3,400
Regularly: $3,699

Promo: $1,199.99

Regularly: $1,499.99

“FordVCM” Use promo code “FordVCM” 
at checkout to receive discount.

Enter 134 at “e-inquiry” on 
VehicleServicePros.com

Purchasing Information

63%

71% say they have purchased an OEM tool

Top 5 vehicle manufacturer OEM tools that shops purchase, in order:

54321 TIED



What diagnostic tools do you currently own?

94% 

90%

89%

83%

56%

52%

50%

39%

31%

Battery testing equipment

Digital multimeter, voltmeter

Scan tool

Code reader

TPMS testing tools

Video scope

Lab scope

Oscilloscope

J2534 device

Who buys scan tools in the shop?

Does your shop complete reflashing?

Yes 
39%

I would, but I do not have the equipment available  24%

Nearly a quarter  
of respondents have used a  
shop tool that utilizes a smartphone

23%
Yes

What type of battery service do you perform?

Do you own a Smart battery charger?

Battery testing, maintenance or replacement 97%

but I plan on purchasing a 

smart battery charger in the 

next 12 months

Start/stop technology 25%

Hybrid and electric vehicle work 20%

Do you use air tools or cordless tools?

The adoption of the cordless tools technology continues... 

What voltage of cordless tools have you purchased?

Start/stop technology is an emerging technology.

of respondents  
have not yet seen  

start/stop technology 
in the shop.

of respondents see 
start/stop technology 

vehicles once every  
few months.

26%51%

Nearly 

40% 
of techs and 

shop owners plan to 
make a Tire Service 
Tools or Equipment 

purchase in the  
next 12 months

Aftermarket Profile Aftermarket Profile

PTEN  MARCH 2016  VehicleServicePros.com46 VehicleServicePros.com  MARCH 2016  PROFESSIONAL TOOL & EQUIPMENT NEWS 47

Almost a quarter 
of respondents do not have the means to do reflashing,  

but would be interested if they had the proper equipment

While reflashing is seen as the #1 revenue opportunity by shops, 

do not currently offer this service

62%  

Purchasing InformationPurchasing Information

of shop owners and 
technicians use both air tools 
and cordless tools in the shop

89%

10% 34% 37% 70% 32%

More than one third 
of shop owners and 

technicians say they have 
replaced a pneumatic tool 
with a cordless power tool

MORE THAN  
of all techs and shop  

owners own these four products: 

wheel balancers, wheel weight 
hammers, tire changers,  

TPMS reset & diagnostics tools 

Diagnostics

Tire & Wheel 
Service

Power Tools 
& Air Tools

We have a shop scan tool,  
but I also purchase my 

own equipment

Scan tool

Battery testing equipment

Digital  
multimeter, 

voltmeter

Code reader

of all techs and shop owners 
own these four products

80%
More than

No 
38%

Technician 
Purchase

25%67%

8%

Shop 
Purchase



B elow you'll find information on different areas you can focus training on for yourself and 

your techs. Electrical work and diagnosis seems to be the major subject for many technicians, 

with training needed in the following top categories: electrical, driveability and hybrid/electric vehicles.

 If you choose to hold or attend training events, also consider the best day and time during the week.

Training

In what areas do you feel 
training is most needed?More than 

HALF  
of technicians 
and shop owners (55%) watch 
videos for training purposes.

What’s the  
best time of day 

for technician 
training?

According to shops, the 
best time for training is 
weekday evenings in a 

classroom setting.  

What type of repair service information do you use?

1. Electrical/electronics systems
2. Engine performance/driveability
3. Hybrid/electric vehicles

Training is most needed in the following areas:

25%
31%

6%

23%20%

79%

32%

68%

33%

11%
17%

Engine 
repair

Automatic 
transmission/ 

transaxle

Manual  
drivetrain  

& axles

Suspension & 
steering

Brakes Electrical/
electronics 

systems

Heating  
&  A/C

Engine  
performance/

driveability

Diesel 
engines

Auto  
maintenance 
& light repair

Alternative 
fuels

Hybrid/ 
electric 
vehicles

47%

*Please note: infographics with an asterisk include data from a separate survey conducted on behalf of PTEN magazine for Bosch Automotive.
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TrainingTraining

Does 
training 
have an 
effect  
on which 
tools you 
purchase? 41%  

Yes No

17%  

Sometimes
42%  

M - F

55%

in a classroom

from home

M - F

from the shop
18%

M - F

33%

Evening

Evening

Sat - Sun

33%

Any 
time of 

day

M - F

taking day off work

15%

Any 
time of 

day

Any 
time of 

day

What type of  
training have you 
participated in?

Classroom

58%

Manuals
25%

Website/online

69%

Trade 
magazines

50%

Tradeshows

51%

55% 41%49% 32%43% 12%
AllData OEM service 

information  
Mitchell 1 iATN Identifix Chilton’s  

Car Care


