OFFICIAL DEMOGRAPHIC BRIEFING // SEASON ONE

Suburban Mobility & Automotive Buying Power

An Empirical Analysis of New Vehicle Demand Across Arlington, Grand Prairie & Mansfield

Primary Demographic Authorities:

* North Central Texas Council of Governments (May 2026 Population Estimates)

» U.S. Census Bureau American Community Survey (5-Year Data & Travel Characteristics)
 Texas Department of Transportation (Motor Vehicle Registration Records)

» Texas Comptroller of Public Accounts (Mixed Beverage Gross Receipts Tax Records)

1. Executive Summary: Corridor In-Migration & Active Drivers

Over the past 24 months, the southern suburban spine of the Dallas-Fort Worth metroplex—specifically connecting
Arlington, Grand Prairie, and Mansfield along Interstate 20 and Highway 360—has experienced aggressive domestic
in-migration. Driven by corporate expansions, trade and logistics growth, and high-income family residential
developments, this corridor represents the single most concentrated cluster of automotive buying power in North
Texas.

Metric Indicator Verified Figure Data Authority & Significance

American Community Survey multi-zip aggregate across 18

Active Car-Driving Black Adults 118,450 Drivers : .
regional postal corridors.

24-Month Net In-Migration +34,700 Residents North Central Texas _Councn of Governments May 2026
Regional Growth Estimates.

Vehicle Ownership Rate 94.2% (62.8% Multi-Car) Suburban layout necessitates daily private vehicle transit for
work and school commutes.

Average Household Income $104,057 Benchmark C'orn'dor purchasing power exceeds regional medians,
yielding a $25.06B local economy.

Newcomer Households (No Families relocated within the last 18 months with zero

) 7,200+ Households . .
Dealer Ties) established local dealership loyalty.

2. The Mansfield Strategic Reality: 100% Automotive Sales L eakage

A critical geographic reality uncovered in this investigation is that Mansfield, Texas has zero franchise new-car
dealerships. Mansfield has grown to over 81,400 residents with a median household income of $112,400. Because
municipal zoning restricts auto rows within city boundaries, 100% of new vehicle purchases, leases, manufacturer
warranty claims, and service intervals are conducted outside city limits. Dealerships situated along Arlington's
Interstate 20 Auto Row and Grand Prairie's Highway 360 sit directly at the mouth of Mansfield's daily commuter flow.

rridor . . .
2 _|d_0 . Population Median Income Franchise Stores Market Impact
Municipality

100% vehicle purchases leak into Arlington

Mansfield 81,400 $112,400 0 Rooftops & Grand Prairie.
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Primary northern catchment corridor along

Arlington 398,200 $78,900 18 Franchises 1-20 and Cooper St.

Eastern commuter connector along

Grand Prairie 204,500 $81,200 9 Franchises Highway 360 and 1-20.
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3. The 7,200 Newcomer Household Window (Zero Dealership Ties)

Traditional customer acquisition in automotive retail depends heavily on generational habit or family loyalty. When an
executive or business family moves into Arlington, Grand Prairie, or Mansfield from outside the Dallas-Fort Worth
metroplex, they enter an immediate 90-to-180-day transition window: they must register their vehicles under Texas
law, transfer warranty maintenance, and establish a relationship with a local service drive.

Our demographic research identifies over 7,200 newly relocated Black adult drivers currently inside this
unattached window. Because they have no generational roots in North Texas, their decision of which showroom to
visit is dictated entirely by which dealership makes them feel recognized, welcomed, and respected before they ever
set foot on a lot. The dealership that steps into community visibility first captures not only the initial sale, but a decade
of recurring service maintenance and trade-in cycles.

4. Commercial Contractors & Trade Fleet Purchasing Power

Beyond retail family sedans and luxury SUVs, the Arlington-Grand Prairie corridor serves as the industrial, trade, and
logistics engine of North Texas. Over 20,700 registered commercial contractors, trade specialists, and logistics
subcontractors operate within our immediate footprint. These business owners require recurring commercial fleet
vehicles—heavy-duty pickups (F-250/350, Silverado 2500/3500, Ram 2500/3500) and commercial high-roof transit
vans.

. Acti i . . .
Commercial Trade Category Eﬁ::;/izsComdor Primary Fleet Demand Dealer Gross Profit Profile

Trade Contractors (HVAC, 8,450 Entities Heavy-duty pickups, service

Electrical, Plumbing) vans $3,800 — $5,200 per unit

High-roof cargo vans, dually

Logistics & Subcontract Freight 6,100 Entities
trucks

$4,200 — $6,000 per unit

Sole Proprietors & Professional 6,150 Entities Premium crew-cab trucks, luxury

Services SUVs $3,500 — $4,800 per unit

5. Community Hospitality & Social Spending Power ($588,700/Month)

Texas Comptroller gross receipts records confirm that over $588,700 per month flows through corridor dining and
hospitality hubs where community business leaders, trades, and families gather. Season One of ArlingtonBlack
centers on celebrating food business leaders across Arlington, Grand Prairie, and Mansfield. By aligning your
dealership with this leadership series, your sales team and inventory are showcased directly inside the cultural and
commercial gatherings where high-earning local consumers spend time.

6. Strict Single-Dealer ship Manufacturer Category L ockout

To ensure uncompromising competitive advantage for our title partner, ArlingtonBlack operates under a strict
Single-Dealership Brand Policy: only one dealership per automotive manufacturer is accepted for Season One.
Once a brand partnership is finalized, every competing dealership representing that manufacturer is locked out
across Arlington, Grand Prairie, and Mansfield for the entire 8-week broadcast.
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Executive Orientation & Category Reservation:

To review specific territory demographics or place a 48-hour category lockout for your brand, contact executive
leadership directly:

Rico Brown, Publisher  Direct Desk: (682) 349-0077 « Email: rico@arlingtonblack.com

Digital Portal: https://autos.arlingtonblack.com/autos « Side Deck: https://autos.arlingtonblack.com/deck
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