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

With DynamicAction, D
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  and more than 2,000 private label and name-brand 
styles to choose from  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. nder tand here t  f c  t  dri e re r fita le ale  ic l
2. chie e  i i ilit  int  c t er lifeti e al e
3. c ire ne  c t er  that generate re ale  and r fit than the 

c rrent trend
4. a e fa t acti n and c ntin l  ea re the i act 

DXL ne  that their data a  e ential in a ing thi  ha en, t the  
needed a a  t  c nnect it acr  the rgani ati n and anal e it ith a 
f c  n the c t er and r fita ilit

rther re, the  needed t  ha e the data nder tanding and 
rgani ati nal align ent in lace t  ta e acti n n thi  c nnected data 

a  ic l  a  i le  he  ed the D na ic cti n te  t  achie e 
the e ecti e

SOLUTION
 cce f ll  hift t  l ing at their ine  thr gh a c t er 

len , DXL i  le eraging D na ic cti n in ight  that are a t aticall  
deli ered and a ed n retail- ilt, r rietar  and c ntin all -r nning 
alg rith  DXL  rt nit  t  increa e r fita ilit  er c t er and 

r fita le c t er- a e gr th c es fr  f r categ rie
ustomer: he D na ic cti n te  anal e  DXL  c t er  

h ing attern  and identifie  hich c inati n f r d ct , 
r ti n  and c t er r file  fre entl  dri e increa ed rcha e  
hi  create  re rt nitie  f r elling and increa e  c t er 

lifeti e al e and r fita ilit  

roduct: DXL i  r ing t ard  dri ing re f ll- rice ale   
acce ing a h li tic ie  f r d ct e re, r fita ilit , 
frag entati n and c n er i n  ith ch a ie , DXL can etter 

nder tand in ent r  a aila ilit  and identif  area  f r fit rt nit  

Inventory: ithin the D na ic cti n a licati n, DXL gain  a nified 
ie  f in ent r  and ret rn  D na ic cti n flag  nder t c ed and 

er t c ed ite , and th e ith high r a ilit  f eing er r 
nder t c ed, and all  the retailer t  rea  d n in ent r  iti n  

and a aila ilit  thr gh t it  digital channel  

rofitability: DXL can n  le erage a data-dri en ie  f r fita ilit  
and r fit infl ence , hel ing it  tea  t  ri riti e and ta e acti n  that 
dri e t ard  ine  g al  
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Learn more

 learn re a t  h  

D na ic cti n i  ena ling 

retailer  acr  the gl e t  
a e acc rate deci i n  and 

get t  fa t r fita le acti n n 
re than  f c n er 

tran acti n  each ear,
c nnect ith  at 

DynamicAction.com.

e don t 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, there s a list of 
recommendations that will surface 
based on connected marketing, 
merchandising, inventory, sales and 
customer data from the day before. 

ltimately, 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 uickly.

- ahal Laher, Former hief Digital 
fficer and  at DXL

RESULTS
In the fir t three nth , the D na ic cti n te  in inted here 
DXL h ld f c  t  ic l  gr  c rrent c t er lifeti e al e and h  
t  ac ire higher lifeti e al e c t er  

 c nnecting DXL  data fr  di arate te  and tran f r ing it int  
al a le etric , the D na ic cti n te  a t -detected a attern that 
h ed rcha e  in the rt ear categ r  ere re li el  t  e ade 

 e i ting c t er , h  al  ent re, rcha ed re ite  er 
rder, and rcha ed re ften  he D na ic cti n te  h ed 

that the e c t er  rcha ed additi nal, higher d llar rt ear ite  
in the a e e i n  re than the   rcha ed in an  ther categ r , 
and  inted t three ic  in  f r DXL  

1) a i i e n the rt ear c t er  illingne  t   high -d llar
rt ear r d ct ,

2) nc rage e i ting c t er  n t c rrentl  rcha ing in the
rt ear categ r  t  engage in that categ r

3) ttract ne  c t er  t  the rt ear categ r

DXL dified r d ct rec endati n  and ite earch, en ring that 
c t er  rcha ing rt ear r d ct  ere e ed t  r d ct  
fr  the etter  and e t  c llecti n  d ring their h ing e erience  

dditi nall , DXL ed the D na ic cti n te  t  ea il  create
targeted e ail li t  f rt ear rcha er  f r ca aign  highlighting 

r d ct  and rand  fr  their etter  and e t  c llecti n  

he D na ic cti n te  h ed that ne  c t er  h  ade initial 
rcha e  in the rt ear categ r  ld li el  ha e a higher than 

a erage lifeti e al e,  DXL egan te ting ne  c t er ac i iti n 
r gra  ecificall  ar nd the categ r  DXL ed the cti n I act 

feat re in D na ic cti n, hich a t aticall  detect  and alert  t  
change  t  rice, e re and in ent r  a aila ilit  and then re rt  the 
i act n r fita ilit  and ale , t  ea re the re lt  hi  all  DXL 
t  ee the re lt  f e en the t rgical ad t ent  and  ta e acti n 
acc rdingl  

DXL ha  een ignificant gain  ithin three nth  and e ect  t  gr  
re en e driven by r d ct rec endati n  and e ail  er  in 

i  nth , and generate  re r fit driven fr  ne  c t er
ithin  nth  he c ntin all  e l ing retail cli ate i  e erting ne  
re re  n e ta li hed rand  t  find a  t  ta  rele ant and create 

fricti nle  and e e lar  e erience  f r c t er , and DXL ha  een 
at the f refr nt f tran f r ati nal retail thin ing hifting t  a c t er-
centric and a digital-fir t  ind et  he D na ic cti n te  ha  

ec e DXL  ne rce f tr th  a  the c an  ee  t  e er 
e f the t e erienced retail ind  in the ind tr  ith the data 

nder tanding and re cri ti e anal tic  t  ele ate their g t feeling  and 
e erti e t  n recedented cce



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 
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