
MONRO’S ACQUISITION 
PROGRAM

INVESTORS

When you decide to sell your business, you want to make sure you choose a highly regarded buyer who has expert knowledge and 
experience in the Tire and Automotive Service industry, along with a proven track record of successful acquisitions.

For more than 60 years, Monro has been that choice for 100+ great companies, like yours. We are proud to say that Monro has the 
financial breadth, seasoned industry professionals and national geographic presence, along with the marketing and logistic advantages 
as one of the nation’s oldest and largest Tire and Automotive Service providers, to be the ideal choice when you’re ready to sell 
your business.

Associates/Teammates
Like America, Monro is the aggregate of its great people from 
diverse backgrounds and talents. A significant number of our 
nearly 8,500 Teammates have come to us through 
acquisitions, and we look forward to welcoming your team 
into the Monro family. Not only will we honor their tenure with 
your company as time with Monro, but they will be eligible for 
these industry-leading benefits and opportunities:

• Nationwide career advancement opportunities

• Competitive health benefits

• 401(k) retirement program

• Monro stock purchase program

•  Outstanding development programs, including
Monro University Learning Management System

• Leadership training opportunities

• Flexibility to move nationwide

•  Business Intelligence—KPI dashboards for stores
and management

• Cloud-Based Car Inspection Scanning Tool

• And so much more

Monro’s acquisition process is based on confidentiality, fair 
valuation, and putting your customers and employees first.

Confidentiality 
As a professional organization that is publicly traded (MNRO) 
on NASDAQ, confidentiality is an integral part of our creed. 
Our process begins with a very neutral non-disclosure 
agreement that protects the information being shared by 
both parties.

Valuation 
As one of America’s largest Tire and Automotive Service 
companies, we have the resources, expertise and experience 
to look at your business in unique ways, providing 
opportunities for maximizing your valuation in ways others 
simply can’t. With more than 100 successful acquisitions in 
our sector, our financial strength becomes your asset.

Guests/Customers 
You can be assured that your #1 asset will be in good hands, 
based on Monro’s tradition of excellence in products and 
services. With online reviews at an all-time high of 4.6 stars, 
our network of Monro locations will continue to honor your 
customers’ warranties at nearly 1,300 locations nationwide.

A PROVEN PROCESS FOR SUCCESS



LET’S GET STARTED!

1.  Getting to know one another
We like to start with an informal phone conversation where we can get to know each other and answer each other’s initial questions.

2.  Non-disclosure agreement
At Monro, we pride ourselves on having the utmost discretion during the entire process, and we back it up with a very neutral non-disclosure
confidentiality agreement that protects both of us equally.

3.  Sharing information
To fully evaluate your business and to reward you with the largest possible valuation, we will ask you to fill out an “Initial Information Request”
providing details on your volume, margins, expenses and assets. This will include annual financial statements for the past two years, as well as
a year-to-date report that includes balance sheets, income statements, statements of cash flow (with comparatives) and footnotes. We will
never ask for information that individually identifies your customers or employees.

4.  Business valuation
We go out of our way to give you the best, most fair and complete valuation possible of your business. In addition, we won’t just hand you
a number; we’ll do our best to explain how we came to the valuation and how you might be able to help us refine it.

5.  Deal structure
 Whether you’re a C corporation, S corporation, LLC or sole proprietor, our team will structure a deal to benefit your tax situation that is neutral to
Monro. Together, working with your accountants or advisors, we will identify the deal structure that will yield you the most after-tax dollars.

6.  Letter of intent
The letter of intent signifies your acceptance of our offer to move on to the next steps, which include our due diligence and creation of the
Asset Purchase Agreement. This letter also specifies a period of time when both parties agree to the exclusiveness of the deal.

7.  Due diligence
During our due diligence, we will work with you to validate and confirm the financial and business information provided to us that our
offer was based upon.

8.  Transitioning and closing
Just prior to closing, we will jointly sign the Asset Purchase Agreement. On the day of closing, we will verify the inventory and assets. In the
weeks leading up to this, we will work with you to make sure the transaction process goes smoothly for both employees and customers.

WHAT MONRO LOOKS FOR IN A COMPANY

Our ideal candidates are high-quality, customer-focused retail Automotive Tire, Automotive Service and Tire & Service companies. We will also 
consider retail companies with wholesale, commercial and retread operations as part of their overall business.

Consistent volume and margins 
Obviously, we prefer companies that come with a long track record of profitable operations and have a bright future for growth potential. However, 
we understand the uncertainties of the business world, especially in this day and age. We are confident that, no matter your current situation, we 
can craft a deal that will work to our mutual interests.

Good-quality assets 
Well-maintained buildings and equipment, along with staying current with today’s automotive technology, show how much you’ve re-invested in 
your business. We know what it takes and your efforts will not go unnoticed.

We are a strong, long-term tenant 
We are comfortable entering into direct lease agreements for properties owned by your business or assuming lease agreements for properties 
leased by your business. In each case, we prefer lease terms of at least 10 years (with respect to assumed leases, this term can include 
exercisable lease options). Business-owned properties are a plus, since lease terms can be adjusted to meet our mutual requirements. You can 
hold the lease as landlord and enjoy a long-term, dependable income stream or sell to other investors. With Monro as your tenant, your property 
instantly becomes more valuable. In fact, we’re what the real estate industry calls a “credit tenant.” Our financial stability and $2 billion market 
capitalization make Monro leases highly attractive to real estate investors. Or, profit from the investment yourself. History shows that we don’t buy 
companies to flip them in three to seven years, but to expand our footprint and operate auto service and tire outlets. We’re buyers, not sellers!  
A lot of acquirers flip the companies they purchase within three to seven years. Who ends up with your leases then? Will they be a “credit tenant” 
like Monro? This could be a roll of the dice that you have no control over going forward, especially in uncertain times. We’re also flexible. In 
instances that fit common interest, we can purchase the owner’s real estate investment in a separate transaction.



A LETTER FROM
OUR CEO

The Auto Service and Retail Tire industry continues to rapidly evolve in a dynamic business environment, presenting opportunities for 
independent owners who look toward the future.

Over the past 17 years, more than 100 tire and/or auto service companies have become part of the Monro family, with more to join 
this year.

We pride ourselves on evaluating each opportunity innovatively, fairly, and with the highest discretion and confidentiality. Time and again, 
we have worked diligently to meet our sellers’ needs. Monro’s approach of working closely and considerately with sellers has proven to 
be an attractive proposition to owners in more than 30 states.

We recognize that deciding whether to sell your company and who to sell it to is a difficult decision. However, with Monro’s resources  
as one of America’s largest operators of tire and auto service locations, we believe we are strongly positioned to be your optimal choice.

We will

• Deliver a fair value for your business
• Introduce expanded and trusted product and service offerings to your customers
• Provide opportunities and career advancement for your employees
• Offer security and appreciated value on real estate leased to Monro

We look forward to engaging with you in a mutually beneficial conversation about the sale of your business, with a conclusion that 
is satisfactory to both parties.

Sincerely,

Mike Broderick 
President and Chief Executive Officer



JOE TOMARCHIO, JR.
Special Advisor-Acquisitions 
Joseph (Joe T) Tomarchio, Jr. was named Special Advisor–Acquisitions in April 2017. Prior to his current 
position, Mr. Tomarchio held several executive positions at Monro, including Executive Vice President from April 
2014 to March 2017, Executive Vice President of Store Operations from October 2006 through March 2014, 
President of Monro’s Tire Group from May 2006 to October 2006 and Division Vice President of Tire Stores 
from March 2004 to May 2006. Prior to joining Monro, Mr. Tomarchio was the Executive Vice President and 
Chief Operating Officer of Mr. Tire Auto Service Centers in the Baltimore–Washington metro areas of Maryland 
and Virginia, which he co-founded with his brother in the early ’70s and expanded from one location to 26 tire 
and auto service centers with over $51 million (2004 dollars) in revenue. Mr. Tomarchio joined Monro after the 
sale of Mr. Tire to Monro in March 2004. He has been directly involved in over 60 sizable acquisitions during 
his tenure at Monro, with the unique perspective, understanding and empathy of sitting on both sides of a 
transaction as both a buyer and a seller.

Email Address: Joe.Tomarchio@monro.com 
Phone Number: 443.452.7228

JACK HEISMAN
Vice President-Business Development and Real Estate 
Jack Heisman was appointed Vice President of Business Development and Real Estate in September 2018, 
with responsibility for leading greenfield projects and acquisition strategy. Mr. Heisman joined Monro as 
corporate counsel in June 2016. Prior to that, he was an associate with the law firms Underberg & Kessler, LLP, 
from May 2013 to June 2016 and White & Case from September 2009 to May 2013

Email Address: Jack.Heisman@monro.com 
Phone Number: 585.784.3384

RYAN GAGE 
Manager of Real Estate 
Ryan Gage joined Monro in 2019 as Manager of Real Estate with a focus on site selection, lease renewals, 
greenfield projects and in-depth real estate analysis for company-wide projects. Prior to joining Monro, he 
worked as a Commercial Real Estate Consultant specializing in tenant representation with an expertise in site 
selection for national retailers. Ryan volunteers as a District Coordinator for USA Hockey Development Camps 
and is a member of the Executive Board for a Rochester-based nonprofit youth hockey organization.

Email Address: Ryan.Gage@monro.com 
Phone Number: 585.978.3920

CHRISTIAN SNYDER 
Director-Tax, Treasury and External Financial Reporting 
Christian Snyder was appointed Director-Tax, Treasury and External Financial Reporting in March 2018,  
with responsibility for leading the tax and treasury function, as well as external financial reporting to the SEC. 
Mr. Snyder joined Monro in November 2016. Previously, he was a Tax Manager with PricewaterhouseCoopers, 
LLP, in Rochester, New York.

Email Address: Christian.Snyder@monro.com 
Phone Number: 585.784.3414

MEET OUR ACQUISITION TEAM
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