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Case study:  DXL Leverages 
DynamicAction to Lead Retail 
Industry in Customer-Centric and 
Digital-)irst Transformation

With DynamicAction, DáÕ
was able to:

v

v

Pinpoint how to grow

Customer Lifetime Value

Acquire profitable

customers

Quickly take action and

analyze results

Destination XL Group, Inc. is the largest omnichannel specialty 
retailer of big & tall men's apparel. The Company currently has 
225 DXL retail and outlet stores in operation across every major 
metropolitan market in the continental United States, with two 
stores located in Canada. Through the expansion of this new 
destination concept along with the growth of its e-commerce 
platform t and more than 2,000 private label and name-brand 
styles to choose from t big & tall customers are provided with a 
unique blend of wardrobe solutions and home products not 
available at traditional retailers. 
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It is not feasible for a retailer to have 
enough people on payroll to turn the 
mountains of data from every part of 
the organization into insight, to turn 
that insight into action and to make 
that action replicable and profitable.  
The answer in modern and future 
retailing will be a combination of data 
clarity, advanced technology solutions 
and human oversight that allows for 
fast, accurate and business driving 
decision making. The reality is: that 
future is here, and we are utilizing 
DynamicAction to elevate our team 
and our tech stack to transition to this 
customer-centric, digital and data-
first retail model.

- Sahal Laher, Former Chief Digital Officer 
and CIO at DXL

BUSINESS CHALLENGE
To grow sales and profit, DXL knew it needed to shift to a customer-
centric environment and develop a deep understanding of which 
customers, categories, products and brands were driving profitable 
customer acquisition and retention. Additionally, DXL needed to maximize 
the financial return on upgrading e-commerce and email marketing 
platforms as quickly as possible. To do this, DXL identified four initiatives:

1. 8nderVtand Zhere tR fRcXV tR driYe PRre SrRfitaEle ValeV TXicNl\
2. $chieYe ���� YiViEilit\ intR cXVtRPer lifetiPe YalXe
3. $cTXire neZ cXVtRPerV that generate PRre ValeV and SrRfit than the 

cXrrent trend
4. 7aNe faVt actiRn and cRntinXRXVl\ PeaVXre the iPSact 

DXL îneú that their data úaö eööential in ðaîing thiö haóóen, åøt theü 
needed a úaü tò cònnect it acròöö the òrganiýatiòn and analüýe it úith a 
fòcøö òn the cøötòðer and óròfitaåilitü�

Ïørtherðòre, theü needed tò haùe the data ønderötanding and 
òrganiýatiònal alignðent in ólace tò taîe actiòn òn thiö cònnected data 
aö ôøicîlü aö óòööiåle� Ýheü øöed the DünaðicÊctiòn öüöteð tò achieùe 
theöe òåíectiùeö�

SOLUTION
Ýò öøcceööføllü öhift tò lòòîing at their åøöineöö thròøgh a cøötòðer 
lenö, DXL iö leùeraging DünaðicÊctiòn inöightö that are aøtòðaticallü 
deliùered and åaöed òn retail-åøilt, óròórietarü and còntinøallü-rønning 
algòrithðö� DXL�ö òóóòrtønitü tò increaöe óròfitaåilitü óer cøötòðer and 
óròfitaåle cøötòðer-åaöe gròúth còðes fròð fòør categòrieö�
Ìustomer: Ýhe DünaðicÊctiòn öüöteð analüýeö DXL�ö cøötòðerö� 
öhòóóing óatternö and identifieö úhich còðåinatiòn òf óròdøctö, 
óròðòtiònö and cøötòðer óròfileö freôøentlü driùe increaöed óørchaöeö� 
Ýhiö createö ðòre òóóòrtønitieö fòr øóöelling and increaöeö cøötòðer 
lifetiðe ùaløe and óròfitaåilitü� 

Ùroduct: DXL iö úòrîing tòúardö driùing ðòre føll-órice öaleö åü 
acceööing a hòliötic ùieú òf óròdøct eûóòöøre, óròfitaåilitü, 
fragðentatiòn and cònùeröiòn� àith öøch a ùieú, DXL can åetter 
ønderötand inùentòrü aùailaåilitü and identifü areaö òf óròfit òóóòrtønitü� 

Inventory: àithin the DünaðicÊctiòn aóólicatiòn, DXL gainö a ønified 
ùieú òf inùentòrü and retørnö� DünaðicÊctiòn flagö ønderötòcîed and 
òùerötòcîed iteðö, and thòöe úith high óròåaåilitü òf åeing òùer òr 
ønderötòcîed, and allòúö the retailer tò åreaî dòún inùentòrü óòöitiònö 
and aùailaåilitü thròøghòøt itö digital channelö� 

Ùrofitability: DXL can nòú leùerage a data-driùen ùieú òf óròfitaåilitü 
and óròfit infløenceö, helóing itö teað tò óriòritiýe and taîe actiònö that 
driùe tòúardö åøöineöö gòalö� 
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Learn more

Ýò learn ðòre aåòøt  hòú 

DünaðicÊctiòn iö enaåling 

retailerö acròöö the glòåe tò 
ðaîe accørate deciöiònö and 
get tò faöt óròfitaåle actiòn òn 
ðòre than z!%Ë òf cònöøðer 

tranöactiònö each üear,
cònnect úith øö at 

DynamicAction.com.

:e donot have to go through pages 
and tables worth of data and try to 
make sense of what is happening 
with our business and with our 
customers. )or e[ample, literally 
every day, thereos a list of 
recommendations that will surface 
based on connected marketing, 
merchandising, inventory, sales and 
customer data from the day before. 
8ltimately, there are still trade-offs 
in what your team prioritizes, but 
with the power of connected data 
and prescriptive analytics with 
DynamicAction, those priorities 
create more profound business 
success more Tuickly.

- 6ahal Laher, Former &hief Digital 
2fficer and &,2 at DXL

RESULTS
In the firöt three ðònthö, the DünaðicÊctiòn öüöteð óinóòinted úhere 
DXL öhòøld fòcøö tò ôøicîlü gròú cørrent cøötòðer lifetiðe ùaløe and hòú 
tò acôøire higher lifetiðe ùaløe cøötòðerö� 

Ëü cònnecting DXLđö data fròð diöóarate öüöteðö and tranöfòrðing it intò 
ùaløaåle ðetricö, the DünaðicÊctiòn öüöteð aøtò-detected a óattern that 
öhòúed óørchaöeö in the öóòrtöúear categòrü úere ðòre liîelü tò åe ðade 
åü eûiöting cøötòðerö, úhò alöò öóent ðòre, óørchaöed ðòre iteðö óer 
òrder, and óørchaöed ðòre òften� Ýhe DünaðicÊctiòn öüöteð öhòúed 
that theöe cøötòðerö óørchaöed additiònal, higher dòllar öóòrtöúear iteðö 
in the öaðe öeööiòn !$] ðòre than theü  óørchaöed in anü òther categòrü, 
and  óòinted òøt three ôøicî úinö fòr DXL� 

1)Öaûiðiýe òn the öóòrtöúear cøötòðeröđ úillingneöö tò åøü high -dòllar
öóòrtöúear óròdøctö,
2) Încòørage eûiöting cøötòðerö nòt cørrentlü óørchaöing in the
öóòrtöúear categòrü tò engage in that categòrü
3)Êttract neú cøötòðerö tò the öóòrtöúear categòrü

DXL ðòdified óròdøct recòððendatiònö and öite öearch, enöøring that 
cøötòðerö óørchaöing öóòrtöúear óròdøctö úere eûóòöed tò óròdøctö 
fròð the ēåetterĔ and ēåeötĔ còllectiònö døring their öhòóóing eûóerience� 
Êdditiònallü, DXL øöed the DünaðicÊctiòn öüöteð tò eaöilü create
targeted eðail liötö òf öóòrtöúear óørchaöerö fòr caðóaignö highlighting 
óròdøctö and årandö fròð their ēåetterĔ and ēåeötĔ còllectiònö� 

Ýhe DünaðicÊctiòn öüöteð öhòúed that neú cøötòðerö úhò ðade initial 
óørchaöeö in the öóòrtöúear categòrü úòøld liîelü haùe a higher than 
aùerage lifetiðe ùaløe, öò DXL åegan teöting neú cøötòðer acôøiöitiòn 
órògraðö öóecificallü aròønd the categòrü� DXL øöed the Êctiòn Iðóact 
featøre in DünaðicÊctiòn, úhich aøtòðaticallü detectö and alertö tò 
changeö tò órice, eûóòöøre and inùentòrü aùailaåilitü and then reóòrtö the 
iðóact òn óròfitaåilitü and öaleö, tò ðeaöøre the reöøltö� Ýhiö allòúö DXL 
tò öee the reöøltö òf eùen the ðòöt öørgical adíøötðentö and  taîe actiòn 
accòrdinglü� 

DXL haö öeen öignificant gainö úithin three ðònthö and eûóectö tò gròú 
reùenøe driven by óròdøct recòððendatiònö and eðail åü òùer !  ] in 
öiû ðònthö, and generate ! ] ðòre óròfit driven fròð neú cøötòðerö
úithin !" ðònthö� Ýhe còntinøallü eùòlùing retail cliðate iö eûerting neú 
óreööøreö òn eötaåliöhed årandö tò find úaüö tò ötaü releùant and create 
frictiònleöö and eûeðólarü eûóerienceö fòr cøötòðerö, and DXL haö åeen 
at the fòrefrònt òf tranöfòrðatiònal retail thinîing öhifting tò a cøötòðer-
centric and a digital-firöt  ðindöet� Ýhe DünaðicÊctiòn öüöteð haö 
åecòðe DXL�ö 
òne öòørce òf trøth
 aö the còðóanü öeeîö tò eðóòúer 
öòðe òf the ðòöt eûóerienced retail ðindö in the indøötrü úith the data 
ønderötanding and óreöcriótiùe analüticö tò eleùate their gøt feelingö and 
eûóertiöe tò ønórecedented öøcceöö�



About DynamicAction

DynamicAction is a retail analytics guidance system that leverages 

cloud software and a proven success program to catalyze the new 

customer-first operating mindset in retail. DynamicAction 

empowers retailers with a clear path to navigate their 

transformational journeys with AI-powered metrics. It enables 

faster, better decisions to deliver profit, analytics and 

visualizations for immediate insights, prioritized opportunities and 

prescribed actions to take online and in-store. 

Forward thinking retailers across the globe rely on 

DynamicAction’s advanced analytics and retail-built practices to 

holistically run more efficient organizations and formulate laser 

target strategies to uncover their most profitable customers. 

Forrester Research recommended DynamicAction as the key 

prescriptive analytics technology to replace predictive analytics in 

retail, and the National Retail Federation awarded DynamicAction 

for its ability to "significantly improve or radically alter how retailing 

is done."

Headquartered in Silicon Valley, DynamicAction has offices in 

London, Sofia and Dallas. 

Connect with us at 

www.DynamicAction.com 

Twitter

 @DynamicAction

LinkedIn

DynamicAction


