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LETTER FROM THE PRESIDIO TEAM 
We are pleased to present The Presidio Group’s 2021 Annual Market Profile of the automotive 
dealership and automotive retail services landscape. Where the Rubber Meets the Road aims to provide 
dealership owners, operators, and investors in the auto retail sector as well as companies providing 
services to the auto retail channel with actionable and value-added information when making strategic 
decisions. This last year has tested the auto retail industry’s famous resilience, from managing through 
the ongoing impacts of COVID-19 to adjusting operations in the face of a semiconductor-driven 
inventory shortage.   
 
Despite these challenges, the enduring entrepreneurial spirit of dealers has enabled them to thrive.  
Currently, inventory shortages are pushing new and pre-owned vehicle prices to record levels, producing 
record dealership profitability. Eventually this time will end as chips become available, manufactures 
ramp up production, and dealer inventory begins to build. Ultimately, what the changing retail landscape 
continues to demonstrate is that the customer is driving the need for innovation and that the market 
participants that do business how, where and when the customer wants will become the dominant 
automotive retail players in the future. There is no doubt that this is the world’s largest industry going 
through the greatest amount of change…what an exciting time to be in the car business!  
 
This year’s market profile covers:  
 
The post-COVID auto retail world is digital: 
• Robust digital solutions create winners 

• Dealerships are embracing a full online experience 
• Two-sided marketplaces present huge opportunities in auto retail 
 
Dealerships making record profits:  
• Demand outpaces supply due to inventory shortages 

• Record price levels for new and used vehicles 
• Pent-up demand for vehicle maintenance and service 

• Leaner cost structures  
• More gross flowing to bottom line means profitable dealerships 
 
Buy Sell Market strong but facing uncertainty:  
• Low cost of debt and equity capital fuel M&A 

• Valuations are strong   
• Challenge of matching buyer and seller expectations growing 

• Uncertainty of transaction volume as inventory supply continues to decline and time frame unknown 
 
Auto Retail Services opportunities expanding: 
• Technology enabling enhancement in all areas of auto retail 

• Presidio’s ARS group assists in raising capital, monetizing assets, making acquisitions 
 
The Presidio Group, as always, stands ready to help our clients in developing their long-term business 
strategy through these fast changing and uncertain times. Let us know how we may be of assistance.  
 
—The Presidio Team 
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DRIVING WITH BRODIE COBB 
Brodie Cobb | Founder and CEO 
Brodie Cobb founded The Presidio Group in 1998 and was one of the first investment 

bankers to focus on transactions in the automotive sector. Collectively in their careers, 

the professionals at The Presidio Group have closed over 200 auto transactions valued 

over $13.7 billion and our firm remains a leader in the automotive sector.  

Q: How would you characterize 2021 
thus far?  
 
I would say that the COVID-generated 
division between the haves and the have 
nots that sprang into our lives in the 
Spring of 2020 continues. The way that 
has manifested itself is the development 
of new winners and losers as a result of 
COVID.  One of the biggest winners is the 
auto business. In 2020 the story was low 
inventory due to OEM shutdowns, which 
generated significantly larger than usual 
profits for auto retailers. Then, 2021 saw 
a continuation of higher-than-normal 
profitability because of continued 
inventory shortages due this time to the 
global chip shortage.  
 
Q: What developments has The Presidio 
Group seen in its business since our last 
Annual Market Report? 
 
On the COVID front we have seen the 
vaccine. We were saying at the end of 
last year that 2021 would be the year of 
the vaccine and boy has it been. Pretty 
quickly, most people who wanted to get 
vaccinated did and now we are seeing the 
dynamic of vaccinated vs. unvaccinated. 
The next chapter will be how we deal 
with that socially, economically and 
legally. I think that is a big deal.  And, of 
course, since our last Market report we 
have a new administration in Washington 
and all the changes that may come from 
that.  
 
We also continue to see extremely 
inexpensive capital with very low interest 
rates on the debt side and cheaper equity 
capital with continually higher stock 

prices.  Both are tremendous fuel for 
M&A activity and raising capital. We also 
have more capital in the system than ever 
before.  All of this adds up to more capital 
markets activity (M&A and financings) 
and higher pricing and valuations.   For 
now, we have this weird environment 
where there is a lot of uncertainty, very 
inexpensive and abundant capital looking 
to be deployed, and this new division of 
winners and losers.   
 
Q: Digital has quickly gone from being 
something that was nice to have to 
something every dealership must have. 
What kind of opportunities does this 
create in the auto retail services sector?  
 
It is our opinion that digital was already 
expanding in the auto sector and the 
technologies to enable that were getting 
better all the time prior to the first 
quarter of 2020. That has accelerated 
greatly because of COVID. While that 
acceleration curve may flatten it remains 
steep, and we don’t think there is any 
going back. Any business that doesn’t 
offer robust digital solutions is going to 
be left behind while those who offer the 
simplest, most robust digital solutions 
will be the biggest winners in every 
sector. This is especially true in the auto 
sector, which has lagged behind but is 
quickly catching up.    
 
Q: Can you talk a bit about the two-
sided marketplace?  
 
Online marketplaces obviously began to 
emerge with the internet.  The largest 
example is Amazon, which began as a 
mere online bookstore and exploded into 
the world’s largest online marketplace 
today. Two-sided online marketplaces are 
the ultimate answer for demand to meet 
supply. In the car business, this can be a 
C2B, a B2B, or a C2C transaction 

occurring in a truly robust marketplace 
where transactions are safe, honest, and 
the goods and services are mostly 
delivered on time in good shape.  A true 
two-sided marketplace is a massive 
opportunity for the U.S. automotive retail  
sector.  
 
Companies are emerging and providing 
solutions that can be large scale digital 
two-sided marketplaces. Presidio was 
privileged to work for Rodo, which is a 
two-sided marketplace with consumers 
on one side and new and used inventory 
and the products that go along with new 
and used car transactions on the other. 
We announced in July of this year an 
oversubscribed $18 million Series B 
financing. Rodo is an interesting company 
at the right time with an incredible group 
of strategic and financial investors, a 
passionate and successful management 
team, and a huge opportunity in front of 
it. At Presidio, we expect to see several 
other kinds of marketplaces emerge 
within the auto sector that will also 
represent huge opportunities.  
 
Q: How can dealerships benefit from 
these kinds of digital marketplaces?  
 
A dealer should look at a two-sided 
marketplace not as competition but as a 
way to significantly increase profit 
margins. This may not be immediately 
apparent, but we feel it is true. The 
dealer decides at what price to sell its 
inventories and services in an online 
marketplace just as it does at a physical 
dealership, yet it requires a far lower cost 
structure to fulfill and deliver. The gross 
margin may or may not decline over time, 
but it is our opinion that the net margin 
will increase substantially from what it 
has been the last several decades.  

Securities are offered through Presidio Merchant Partners LLC, member FINRA, SIPC.  
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George Karolis | President and Partner 
As one of the industry-leading auto retail M&A experts, George Karolis shares oversight of the 

firm’s M&A and corporate finance activities and manages the Atlanta office. He is a seasoned 

automotive industry executive with over 20 years of experience in automotive retail, M&A, 

and real estate development. Prior to joining Presidio, George spent over 18 years as an exec-

utive at Asbury Automotive Group (NYSE: ABG), helping to build it into one of the largest au-

tomotive retailers in the U.S. He most recently served on Asbury’s executive team as Senior 

Vice President of Corporate Development & Real Estate and managed hundreds of M&A and 

real estate transactions.  

DEALERSHIP VALUATION UPDATE 

 

Dealerships have faced unprecedented turmoil over the last year and a half. They once again proved their resilience during 

the initial onset of COVID, reducing variable expenses and boosting online sales. Demand returned as consumers, flush with 

stimulus check cash and focused on safety in personal mobility, bought private vehicles at a feverish pace. Meanwhile, supply 

of new vehicles remained tight as factories strained to ramp up production after pandemic shutdowns. Margins for new and 

pre-owned vehicles inexorably rose. And so, while new light vehicle sales fell 14.7 percent in 2020 according to NADA, the 

average dealership’s 2020 pre-tax profits climbed by a remarkable 48.3 percent compared to the previous year.   

Then in early 2021 another shortage began to impact 

the automotive industry – semiconductors. Lacking a 

steady supply of chips, new light vehicle production in 

North America is forecast to fall by more than one mil-

lion units in 2021. Yet demand for new vehicles remains 

high, and dealers are facing inventory crunches of the 

most popular models. With new vehicles both pricey 

and in short supply consumers have turned to used vehi-

cles, pushing those prices to record highs as well. The 

resulting record profit margins, coupled with pent up 

demand for vehicle maintenance and service and lower 

expenses, has created a perfect storm of profitability for 

dealerships, far surpassing 2020 levels. Judging by the 

publicly listed dealership group’s results for the first half 

of 2021 as well as all time high cash flow multiples and 

stock prices, it remains a very good time to be a car 

dealer. 

The Presidio Group is as busy as we have ever been, helping our clients generate over $3.5 billion in proceeds from the sale of 

over 110 dealership franchises since March 2020, with several more closings slated over the coming months. 
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A primary driver of the industry’s overall robust transaction levels is the record number of sellers in the market. Some 
want to sell for purely financial reasons, while others are concerned about looming tax increases from the new 
administration. Disruptive forces have others questioning if they want to remain in the auto retail business. The 
acceleration of digital retail is one such force. Consumers now demand an end-to-end online experience and a 
seamless transaction. That requires investment in technology. Another disruptor, electrification, may decimate fixed 
operations profits. And autonomous vehicles, while far in the future, are still a looming threat. Familiar burdens such as 
facility upgrades remain. And a great many dealerships are family-owned, and dealers are finding the next generation 
is not always keen on running the family business.  
 
We expect the transaction environment to remain favorable for the 
remainder of 2021 and likely into 2022. However, dealerships 
valuations are currently priced for perfection and, in addition to the 
disruptive forces discussed above, face several looming headwinds. 
Already, analysts and some dealership groups are predicting that 
inventory supply will begin to normalize later this year. According to 
Cox Auto, used car prices have already peaked. Consumer sentiment 
is weakening due to flare ups of new Covid variants and inflation, the 
threat of which has caused the Federal Reserve to pull forward its 
time frame for hiking interest rates. Tax increases are another 
potential headwind.   
 
The current extraordinary dealership profitability levels are not sustainable and the gap between seller and buyer 
expectations regarding value are also growing. Marrying buyer and seller expectations in this environment is more 
challenging than ever, and may result in a slowdown in transaction closings, even before the impact of the 
aforementioned headwinds.  Each dealership franchise’s value is unique and driven by many factors. Though applying a 
multiple to determine a dealership franchise’s value is popular in concept and retrospectively convenient, we believe 
there is no cookie cutter approach to valuation. There is so much more to the art and science of dealership valuations 
than simply applying such multiples to any given dealership’s earnings stream. Historical trends, geography, location, 
brand share, sales efficiency and facility requirements are among the considerations that drive overall franchise values. 
The record level of recent dealership franchises Presidio has sold, including two of the largest strategic transactions in 
the history of the industry, demonstrates the experts at Presidio have a proven, unmatched skill set and process to 
ensure the best possible outcome for our clients from a pricing, timing, and execution perspective.    
 
For those considering selling, don’t wait, and be realistic. Markets can turn at a moment’s notice and once that occurs 
it is usually too late.   
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The retail auto industry is heading in the same direction as the rest of the world – towards 
the online two-sided marketplace. This is a digital marketplace with the consumer on one 
side and the dealer on the other side.  Perhaps the easiest way to think about it is the 
demand side is the consumer and the supply side is the dealer who supplies auto retail new 
and used inventory as well other products and services.  

The New York Stock Exchange is an early example of a two-sided marketplace, with global 
investors, the buyers, on one side and listed companies, the sellers, on the other. Those 
transactions took place by phone in earlier times. Now they occur digitally. There are many 
two-sided marketplaces we use in our everyday lives. We plan our vacations with AirBnB, we 
schedule our home services with Angi, and we even manage our love life with Match! But the 
most familiar and largest example is Amazon, an online two-sided marketplace where 
millions of buyers search many suppliers for goods and services. We believe the time is right 
for an Amazon in the retail auto industry.  

Why now? Because consumers are now comfortable buying almost anything online and with 
hundreds of millions of problem-free transactions completed they trust the technology. 
Moreover, it is how the consumer wants to do business. In fact, while an auto is the second-
largest purchase most consumers will make in their lifetime, a growing number of consumers 
are willing to buy a car wholly online. In Cox Automotive’ s 2021 Digitization of End-to-End 
Retail study, 76% of shoppers were open to the idea of buying completely online.  

Despite the strong digital trend which accelerated in the past year, the dealership community 
has been slow to react to consumers shopping preferences. This is partly because the 
dealership community is so large and fragmented, with insufficient consolidation to drive 
large scale innovation. Another reason is that the industry has outperformed during COVID-
19 so most dealers do not feel the urgency to change. In the end, though, consumers will 
demand how, when and where they buy a vehicle. A two-sided marketplace provides dealers 
with a unique opportunity to provide a shopping experience that consumers have become 
accustomed to in other marketplaces. But is this better or worse for dealers? The initial 
dealer reaction is typically ‘worse’. Dealers respond that they are losing control of the 
customer, resulting in lower gross profit on each vehicle sale. Instead, just like the thousands 
of suppliers on Amazon, we would encourage the dealer to rethink the business model. While 
the gross profit per unit may decline in a competitive marketplace, the net profit per unit has 
the potential to actually increase by driving productivity and efficiency gains. For example, 
with the customer driving the entire sales process without human intervention, the 
traditional ‘road to the sale’ can be reduced to three simple steps for the dealer – set the 
price, accept the order, and deliver the vehicle.  Preliminary studies show that salesperson  

THE NEW LANDSCAPE:  
TWO-SIDED MARKETPLACE 
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productivity increases up to 300% in a marketplace environment. We are certain that further 
benefits will be realized as the automotive two-sided marketplace matures and dealers 
reimagine the traditional cost structure of the dealer model. 

Today, there is no national two-sided marketplace serving the auto retail channel. There is, 
however, an interesting and fast-growing company called Rodo that has established a two-
sided marketplace in some large auto retail markets in the U.S. Leveraging technology, 
Rodo’s marketplace provides customers with an extensive selection of inventory, 
transparent pricing to quickly compare monthly payments for comparable vehicles, and the 
ability to secure their order with the dealer.  Rodo customers are empowered to buy or lease 
a vehicle within minutes from the convenience of their mobile device.  In partnership with 
dealers, and fueled by dealer inventory, Rodo has its eye on national expansion.  So, fasten 
your seatbelts and get ready to go for a marketplace ride! 

THE NEW LANDSCAPE:  
TWO-SIDED MARKETPLACE (CONT’D) 

In July of 2021, The Presidio Group served as exclusive financial advisor to two-
sided marketplace pioneer Rodo in a Series B financing round that secured an 
additional $18 million in growth capital. Holman Enterprises and Evolution 
Partners led the round. Existing investor IAC/Interactive Corp and Kevin Hart’s 
HartBeat Ventures also participated, along with auto industry veterans Mack 
McLarty, Vice Chairman of RML Automotive; Franklin McLarty, Chairman and 
CEO of McLarty Diversified Holdings; and Ken Schnitzer, former Chairman of 
Park Place Dealerships.   
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NOTABLE AUTOMOTIVE RETAIL SERVICES TRANSACTIONS 

Automotive Retail Services (ARS) is an expanding business area for The Presidio Group and shares our 

collective mission to relentlessly put our clients’ needs first.  Our ARS team has established relationships 

with technology and service companies that support the automotive retail channel today and that are 

well positioned for growth as the industry evolves.  

Fundamentally we are an investment bank, hired by our clients to assist in raising capital and securing 

strategic acquisitions.  Inside of that process, we have the opportunity to provide significant value to 

our clients in honing their company’s strategy.  The depth and breadth of our team, combined with the 

experience of the strategic investors we bring to our clients, has proven to be a successful combination 

for our clients’ success.   

Ultimately, the goal of our ARS team is to foster “win-win” partnerships in the auto retail industry.  

WHAT IS AUTOMOTIVE RETAIL SERVICES? 

AUTOMOTIVE RETAIL SERVICES CORNER 
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Q&A with Keith Style 

Q: Can you tell me about Presidio’s Auto 
Retail Services (ARS) business? What services 
does it provide and what kind of companies 
does it work with?   

First of all, ARS has the same mission as the 
broader Presidio team and that is to relentlessly 
put our clients’ needs first. That is critical as we 
partner with our clients to assist in the 
development of their strategic direction. As part 
of that objective, we work with clients on a range 
of strategies from assisting on the sale of a 
company or assets to raising capital. It is 
important to recognize that all investment dollars 
are not created equal. We pride ourselves on 
bringing strategic investors that are able to lend 
their expertise to the future growth of our 
client’s organization.  

The foundation of our company is auto retail, so 
at its core ARS focuses on businesses either 
directly involved with or adjacent to the 
automotive industry.  

Q: What role do dealerships play in this 
process?  

The dealer body knows they need to continue to 
improve the efficiency and productivity of their 
business over the long term. Just as importantly, 

they need to meet evolving demands on how 
customers want to do business.  

Even if the buying experience moves largely 
online, dealerships have a role to play in 
expediting and making the car buying experience 
more convenient for the customer. Cars are 
becoming commoditized. The old need for 
someone to come and kick the tires just isn’t 
there anymore. The larger dealership groups are 
focused on bringing the process fully online and 
allowing the customer to complete the process 
without coming into the store. Many retailers 
have also introduced money back guarantees to 
provide customers with assurance that they will 
be satisfied with the online purchase.  

Ultimately, dealerships that commit to meeting 
customers when, how, and where they want to 
do business will be the winners. 

Q: What are some of the opportunities for 
Presidio in the ARS business?   

The retail auto industry is the world’s largest 
business going through the greatest amount of 
change. That is creating opportunities to partner 
with companies and management teams that are 
driving that change. It’s a very exciting time in 
our industry.  

Keith Style | Managing Director 
Keith joined The Presidio Group  in 2019. He is focused on M&A, corporate      
finance, and principal investing.  Keith has 15 years of experience in the  
automotive industry, including Chief Financial Officer of Asbury Automotive 
Group, Inc. (NYSE: ABG), the Fortune 500 Automotive Retailer where he spent 
the majority of his career.  He also served as Chief Financial Officer of OneWater 
Marine Holdings LLC, now a publicly traded boat retailer operating in the U.S. 
(NASDAQ: ONEW), where he continues to serve on the board. Earlier in his ca-
reer he was part of the initial team that brought Sirius Satellite Radio to market. 

AUTOMOTIVE RETAIL SERVICES CORNER 
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 ABOUT THE PRESIDIO GROUP 
The Presidio Group is an independent merchant banking firm focused on investment banking and 
principal investing primarily, but not exclusively, in the automotive retail and consumer mobility 
sectors.  We work with clients on mergers and acquisitions, private capital raising, and investing in 
dealerships and companies servicing the auto retail services and consumer mobility sector both 
today and in the future. Our team has an unmatched breadth and depth of experience in the auto 
retail and technologies sectors as well as deep relationships in the broader corporate and financial 
communities.   
 
Founded by current CEO Brodie Cobb in 1998, Presidio has the simple mission to relentlessly put 
our clients’ needs first.  By 2016 Presidio’s three business segments had grown and developed 
unique needs. Accordingly, Presidio spun out its private equity division and merged its investment 
advisory subsidiary with Tiedemann Advisors.  We retained ownership of our merchant bank and 
continue to focus on the auto retail sector.    
 
In 2019, George Karolis joined the firm as its president, partner, and the head of our Atlanta office.  
George brings vast M&A experience on both the sell-side and buy-side of auto retail businesses 
along with extensive knowledge about automotive real property. 
 
Collectively in their careers, the professionals at The Presidio Group have closed over 200 auto 
transactions valued at more than $13.7 billion, and our firm remains a leader in the automotive 
sector.  
 
The Presidio Group offers investment banking services through its Dealership Group and Auto 
Retail Services team. We offer: 
 
• Corporate advisory with an emphasis on M&A and private capital raising. 
• Focus on the auto retail sector including dealerships and service companies to retail channel. 
• Deep relationships with the broader strategic and financial communities. 
 
The Presidio Group’s principal investment team primarily invests in cash-flowing companies in the 
auto retail sector. Presidio’s competitive advantage is superior deal flow, the deepest relationships 
in the industry and unsurpassed operational and transaction experience allowing us to be an 
excellent investor and partner with our portfolio companies. We provide: 
 
• Equity investments between $5-25 million in companies which meet both current and future 

needs in the auto retail services and consumer mobility sectors. We also will consider larger 
investments.  

• Partnering with leading private dealers and leading automotive-related families and businesses 
in consumer mobility investing.  
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We hope you have enjoyed our 2021 Annual Market Profile. As the leading  

investment bank in the auto dealer sector, we would be pleased to discuss any of 

the subjects in our report or other questions you may have. Just call us, and we will 

give you our view points on Where the Rubber Meets the Road! 

 

(720) 844-3159 

auto@thepresidiogroup.com 

CONTACT US 


