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High-Quality Data Is The Foundation
of Accurate Insights & Better Decision-making

Real  & engaged people, ready 
to share trusted insights

Rich recruitment sources & 
fully-verified panelists 

Data privacy and 
security

All with the peace of mind that Dynata employs proprietary identity verification controls and the 
highest, most compliant levels of data management and data protection
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In-depth, Real-Time Understanding of People with Connected Data
Integrating first-party data with other data sources to create a holistic view of your customer and activate 
research decisions
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BAGS

LEATHER

WHAT WE MAKE

SMARTWATCHES

LEATHER

JEWELRY

TRADITIONAL WATCHES
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Our Owned and Licensor Brands
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30k
POINT OF DISTRIBUTION

150
COUNTRIES OF BUSINESS 
AND OPERATIONS

450 COMPANY OWNED 
STORES GLOBALLY

Where We Are



9

$32.1
$24.9 $27.4 $28.7 $31.5 $33.2 $34.9 $36.3 $37.8

$23.2
$26.7

$30.2
$34.1

$39.0
$44.0

$49.6
$55.7

$62.8

$55.3
$51.6

$57.6
$62.8

$70.5

$77.2

$84.5

$92.0

$100.6

2019 2020 2021 2022 2023 2024 2025 2026 2027

Source: Euromonitor: Global Addressable Market Growth (US $B); <$1000 Traditional watches

Key market driver #1: 
Keep leadership position in 
traditional watches

Global Watches Addressable Market Growth (US $B)

CAGR: -2.3%

CAGR: +7%

Source: Euromonitor
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Key market driver #2: 
Capitalize direct-to-consumer shopping for 
accessories

6x
Compared to Walmart.com (#2)

Top 16 Retail Ecommerce Sales, by Company
US, 2022, billions

AMAZON
80%

20%

2026 US RETAIL SALES: 
$8.04 TRILLIONS

Source: eMarketer, November 2022
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ANALYTICS TEAM VISION

Align the Analytics Strategy with the Company Strategy  

G OA L

Improve ROI by making smarter decisions based on 
intellectual honesty & analytical rigor
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US
GLOBAL

From US Centric to Global
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Business Domains to Customer Centric
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CUSTOMER GET-TO-KNOW

CUSTOMER LIFETIME VALUE

CUSTOMER VALUE 
PROPOSITION

CUSTOMER JOURNEY

CUSTOMER 
ENGAGEMENT

Product 
Development

Competitive
Landscape

Channel

Assortment

Supply
Chain

Brand
DNA

Consumer

Marketing
ANALYTICS 
INSIGHTS
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Market 
Research

Consumer Data 
Architecture

Digital 
Analytics

Data 
Science 

Competitive 
Analytics

CUSTOMER VALUE PROPOSITION

Seamless integration 
of Analytics functions 
to Support Customer 
Centric Foundation
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CUSTOMER GET-TO-KNOW

CUSTOMER JOURNEY

CUSTOMER ENGAGEMENT

CUSTOMER LIFETIME VALUE
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A business case

Market 
Research

Consumer Data 
Architecture

Digital 
Analytics

Data 
Science 

Competitive 
Analytics
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CUSTOMER GET-TO-KNOW

CUSTOMER VALUE PROPOSITION

CUSTOMER JOURNEY

CUSTOMER ENGAGEMENT

CUSTOMER LIFETIME VALUE



161
6

Traditional way to retail

MARKETING

BACON
AROMA

GLITZ

DATE
WINDOW

PAST
SALES

GLOBAL
SALES

TRENDS
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An integrated customer-led approach to retail

MARKETING

TEXTURED 
DIAL

GLITZ

DATE
WINDOW

PAST
SALES

GLOBAL
SALES

TRENDS
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Richer, Faster, Global Insights 
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Grow Adoption and Influence Key Decisions 

Foster exploration and 
expansion into new key 
business decisions 

Tools and resources on 
our team and others

Focus on changing 
behavior: evangelize, 
train, process, scorecard

Senior executives buy-in. 
Prediction vs. actuals. 
Decisions recorded & 
compared with 
recommendations

ENCOURAGE 
INNOVATION

INVEST IN 
NEW 

CAPABILITIES

GROW 
OPPORTUNITIES 

ACCOUNTABILITY
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From actionable insights to execution

STORYTELLINGTIME TO MARKET NEW CHANNELTOP SELLERS
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The more willing a brand is to 
adopt a data strategy, the more 
successful they will be at creating 
direct consumer relationships 
and brand value for long 
term growth.
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Questions?

Fossil Group

VP and Head of Research Science

Dynata

Nancy BrighamDeepa Iyer

Director and Head of Data Science & 
Market Research
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THANK YOU!

diyer@fossil.com

Nancy.Brigham@Dynata.com
Dynata.com


