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GLOBAL EYEWEAR MARKET VALUED 70/
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U S $ 1 0 0 Compound
B I L L I O N ?;:r;ual growth

IN 2015 (2.7 BILLION UNIT SALES).
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SET TO GROW TO US$180 BILLION

BY THE END OF 2024 (COMPOUND Projected
ANNUAL GROWTH RATE OF 7%
FROM 2017-2024) [2]
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POOR FITTING EYEWEAR IS
COSTING RETAILERS USS$26
BILLION IN UNCAPTURED
REVENUE
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UGGLE TO

FIND EYEWEAR THAT FITS

I (289%) = 49.8 MILLI

ON ADULTS

IN THE UK AND USA.

FIT IS MORE IMPORTANT TO
CONSUMERS WHEN BUYING
GLASSES OR SUNGLASSES

THAN STYLE OR PRICE:

As a result, over half (55%) of customers have left an eyewear
store empty handed = USS$26 billion uncaptured revenue for

! Ll B Fit/comfort
retailers, opticians and brands.

- Price
B soe

Nearly half (4996) have had to return eyewear or have it adjusted
due to poor fit, resulting in further financial loss.

FIT IMPACTS BUYER
EXPERIENCE:

4 1IN 3 (339%) ADULTS

I DON'T LIKE VISITING THE
OPTICIAN OR SHOPPING FOR
SUNGLASSES.

THE BIGGEST BUGBEARS WHEN
BUYING EYEWEAR:

i )
® 1IN 5 (209%) DON'T LIKE 64% don't like.... waiting for their
I HAVING TO TRY ON DIFFERENT glasses/sunglasses to be produced
FRAMES.

59% don't like.... having to revisit the
optician to collect or check the fit
3IN & (78%) WOULD BUY
THEIR EYEWEAR FROM HOME
INSTEAD IF THEY COULD BE
GUARANTEED THE PERFECT

FIT. \_ _J

58% don't like.... having to take their
prescription to another store

FIT IMPACTS BRAND LOYALTY
AND PURCHASING DECISIONS

37%

of consumers
always seek out the
same styles or
brands when they
buy eyewear

88%

would be more

66%

would buy frames
more frequently if
shown designs that
actually fit their
face

likely to buy a
different brand or
style if they could

find the right fit

A BETTER FIT AND A BETTER CUSTOMER
EXPERIENCE CAN BE DELIVERED WITH
PERFECTLY MEASURED 3D FITTING:

3IN & PEOPLE (77%) ARE COMFORTABLE WITH
THE IDEA OF AN EYEWEAR SERVICE WHICH
INVOLVES TAKING A 3D FACIAL SCAN.

CONSUMER BENEFITS FOR RETAILERS,
BENEFITS OPTICIANS AND BRANDS
Find the perfect fit Improve customer experience

See how new fashions and different
styles suit you

Ability to offer best-fit or custom-fit service

Simpler, faster shopping Reduce choice complexity

Fewer returns and adjustments
More sales: More chance of customer finding frames they
like that fit and increased purchase frequency

More enjoyable experience

HOW CONSUMERS FEEL
WHEN THEY FIND THE
PERFECT FIT:
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To produce this report, an independent online survey was carried out amongst 4,536 adults, across
the UK and USA. Individuals were all wearers of glasses or sunglasses and were recruited through an

independent research panel and surveyed during January 2019, using Fuel3D’s chatbot, Fitz.
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