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2022 REVIEW 

2022 Trends in Investing 
 
PREDICTING THE PRESENT WITH PRECISION   By our estimate, more than 75% of sold alt-
data is coincident sales indicators such as location and credit card transactions.  This guides our 
motivation to unearth data that provides unique insights into changes in future demand as 
opposed to the present.  Management already provides revenue guidance well into the quarter, 
so we focus on uncovering potential inflections.  Unlike bulge bracket analysts who are 
incentivized to avoid estimates that don’t cluster around the mean, Random Walk can focus 
solely on providing data driven insights with implications about future organic growth. 
 

 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 

 

COINBASE (COIN)  Jan 20,2022       $221.62 
callout: Bullish 
 
“Coinbase a significant outperformer” 
 
Trading volume prediction vs actual:    
$540mm vs  $547mm 
Precise: Yes within 2% 
Accurate: No - 80% losses! 

COINBASE (COIN) Jan 16, 2022         $220.0 
callout: Negative Inflection 
  
“Welcome emails declined the most in 
3 years we are adding to slowing” 
 
Precise: Nope 
Revenue Prediction: None 
Accurate: Yes  80% returns!  
 
 
 
 

SCIENCE: Precision projections for 
current Q trading volumes, revenues, 
but poor accuracy for share price 
direction. 

RW:  Accurate, shares declined 84%, 
No attempt at chasing precision 

THEIR PROCESS:   
PRECISE & EXPENSIVE 

OUR PROCESS: 
ACCURACY & ALPHA 

VS. 
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2022 REVIEW 

 
CREDIT CARD DATA ISN’T ORGANIC DEMAND Through larger panel sizes, consolidation, 
and hiring highly paid statisticians to overfit, alt-data has made impressive gains in precision for 
immediate term revenues.  However, fewer resources are dedicated to anticipating future 
demand. When transaction driven alt data firms are rewarded by investors with annual 
subscriptions now into high 6 and 7 figures, why would the focus shift?  Expectations of 
sustainable demand for products and services drive share prices, not coincident revenues. 
While growth irrespective of cost was king in the historic- low interest rate and stimulus driven 
bubble, credit card data does not reveal the quality, profitability, or sustainability of the sale. 
 
PUSH THE SEND BUTTON  Email marketing is the cheapest and fastest modern day tool for 
brands to “push” low quality sales and stale inventory to their customers.  However, there is a 
substantial cost to ramping up email campaign frequency.  First, brands are training customers 
to expect steep discounts like those offered by recent death spiral Bed Bath and Beyond 
(BBBY). The ability to sell full price product is diminished as even the best customers are trained 
to “wait for the sale.”   
 

 
BBBY: 2016-present.  Total promotional volumes, steep discounts hit all-time highs as bankruptcy looms. 

 
SPAM Worse yet, the spam impact is poorly understood by Wall Steet. Even companies with 
premium brands such as Lululemon and Restoration Hardware purport on earnings calls that 
they “don’t discount.” However, behind the scenes, they are blasting 300% more emails with a 
growing percentage unopened or deleted. Soon, deliverability to inbox drops and messages end 
up in spam.  Will they end up like WISH? Probably not, but we included the chart below to show 
the cost of constantly knocking on your leads/customers doors with no answer. 
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2022 REVIEW 

 
WISH Email Volumes: Pestering your leads and customers with too many emails comes at a cost 

HOMOGONOUS SOURCING and EXTREME GRANULARITY 
Over-capitalized data providers such as YipitData drew a whopping $475 million dollar 
investment from Carlyle in the most notable news a year ago. These big data firms with scores 
of employees and massive customer bases have created an arena where big dollar buy-side 
players are herded into the same conclusions. Extreme daily granularity has funds unknowingly 
getting whipsawed by transient noise such as rainfall at Six Flags or if it was cold at Children’s 
Place Stores. 
 
Again, this seems to create very poor investing risk reward, with a focus on being “precise” in 
the near-term while missing the long-term picture.  Investors have inadvertently become 
traders gyrating shares wildly on earnings from the insatiable thirst for instant gratification and 
the desire to be “right.” 
 
THE ART OF INVESTING TURNING INTO ‘DATA SCIENCE?   
The shift away from hiring investment experts or industry practitioners in lieu of data scientists 
has accelerated.  My trips to visit investor clients 5-10 years ago typically involved discussions of 
products, services, and potential threats.  Would the Peloton Bike prove to be a fad? Were the 
new Lululemon pants of lower quality?  Would the mania for GoPro continue or would Iphones 
eliminate the need?  How would Oprah help with Weight Watchers branding?  Would GNC get 
Amazon’d? These Porter’s 5 Forces type qualitative inquires seems to help predict future 
growth more accurately.  More recently, the conversation appears more related to a statistic 
competition about predicting the present, with chatter along the lines of “what is the credit 
card data showing?”,  “Does the transaction data show a miss?”, “ What is the r2 for SeaWorld 
attendance for the location data”. 
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2022 REVIEW 

GOVERNMENT POLICY CREATES NEVER-BEFORE-SEEN INCENTIVES TO SPECULATE 
Again, the structure of Wall Street creates an inherit conflict and opportunity.  Analysts must 
create overly detailed models and constantly update their current quarter estimates. The focus 
of counting grains of dry sand on the beach, before an expected, all-time historic, and transient 
tidal wave of consumer incentives hit seems misguided.   Luckily, as independents, we do not 
need to model the grains of sand as part our methodology. We don’t get a big salary to herd 
around the mean. 

 
Unprecedented stimulus and direct payments rendered this “data science” style of precision 
astoundingly inaccurate.  As seen below, consensus estimates for inflections we identified less 
than a year out ending up missing consensus by more than 40%! But as a consolation, the 
detailed modeling will help forecast, when no forecasting is needed, in a static world. 
 

 
 
 

Symbol  Inflection Date Inflection RW Summary
FY2  Rev. 

Consensus at 
Inflection Date*

Current   
Rev. 

Consensus*

Concensus 
Error (%)

Price at 
Inflection

 Current 
Price Return %

RBLX 1/23/22 Slowing Slowing registration email 
confirms $4,130 $3,240 -21.5% $70.74 $28.46 -60%

CVNA 4/10/22 Slowing Record volumes of "your 
price dropped" $21,345 $14,000 -34.4% $106.01 $4.74 -96%

PTON 3/13/22 Slowing Promotiona email volume 
explosion $4,810 $2,930 -39.1% $20.20 $7.94 -61%

COIN 1/16/22 Slowing Welcome & Ready to Invest 
emails collapse $8,040 $3,380 -58.0% $222.00 $35.39 -84%

VMEO 1/1/22 Slowing
Evaporation "welcome" and 
"your video is live" email 
confirms

$620 $454 -26.7% $17.89 $3.43 -81%

WISH 1/1/22 Slowing
Order confirmation emails 
collapse, promotions 
explode

$2,400 $646 -73.1% $3.22 $0.49 -85%

ROKU 5/15/22 Slowing Activation, welcome, new 
subscriber emails decline $4,790 $3,250 -32.2% $93.26 $40.70 -56%

* Millions

HOW ACCURATE IS  STREET CONSENSUS VS. RW INFLECTIONS ?
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2022 REVIEW 

SPAC, IPOs TOO MANY .PPTX BUSINESSES  
Cheap capital and clever decks created too many businesses with limited proven history. After 
record breaking IPOs in 2020 and 2021 there were too many businesses competing for the 
same dollars. In those two years, a total of nearly two trillion dollars of day one market 
capitalization was dumped on the public, near identical to total from the entire prior decade. 
 
Had something changed so that consumers could wear more shoes on their feet all the sudden? 
Do we need Allbirds? Is another lifestyle shoe really ‘disruptive’?  We noticed the effectiveness 
of massive advertising spending buoying sales long enough for insiders to cash out.  Then once 
the public owns shares, advertising and marketing budgets slow as companies need to show a 
trend towards profits.  As revenue growth slows, weak brand awareness and lack of product 
differentiation soon results in a collapse in sales growth. Allbirds are not Uggs.  Newegg is not 
Amazon. Casper is not Tempur-Pedic. Purely advertising driven sales growth is not organic or 
sustainable. 

 
2021: IPO bubble created too many brands selling with unlimited substitutes. 

PROMOS REQURED FOR UNPROVEN BRANDS 

 The mattress industry stands out in this regard with “innovation” snake-oil claims such as space 
fabrics, magic sleep numbers, sleep cooler and rejuvenate your health.  IPOs such as Casper 
(CSPR) and Purple (PRPL) grew for a while, but once they were forced to slow advertising, sales 
imploded due to low awareness and infinite substitutes. These were successful at tricking 
investors into believing “innovation” was the cause of growth instead of the biggest temporary 
tailwind in home related goods of all-time.  Investors with our promotional ensemble were 
quickly warned that these brands growth was driven solely by massive advertising and 
promotional blasts. 
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2022 REVIEW 

 
Rising Promotions:  Heading into the IPO Casper was already ramping promotional emails 
Investing In Our Process 
Last year, we accelerated our investment in technology infrastructure. Led by Google Cloud 
Data Scientist Xiaojian Jin, we improved our classification and categorization engines.  We hired 
University of Cal Berkeley PHD candidate Jack Li to improve our NLP and machine learning 
which resulted in the rollout our ‘storewide’ discounting metric.  Our industry leading 
repository of processed and classified email promotions now dates by 7 years for almost 400 
brands. 
 
Our weekly indices quantifying promotional activity are now available on Thursday before 
market open, shortening the lag to just 3 days. 
 
Tableau Master Professor Klaus Schulte has spearheaded our efforts to create data 
visualizations with upgrades to our promotional ensemble. We rolled out an internal system to 
allow faster historical aggregation for new email series. 
 
We also added Denise Aptekar to our advisory board to help us navigate the fast-moving alt 
data and fin tech space. Denise is a Stanford graduate who worked along with Peter Thiel at 
PayPal in the early days.  She also was part of the Upwork team prior to going public and 
advised Wise. 
 

Inflections in 2022 
We identified just over 140 inflections in our weekly report, with an average time on list of 94 
days and all-time best average return of 16% and a directionally correct success rate of 65%.  
For the entire log, please contact us. Below, we have highlighted a few select winners and 
losers noting the key data-driven metrics that led to inclusion. 
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2022 REVIEW 

2022 Inflections: Winners   

COINBASE (COIN) 84%    INFLECTION: NEGATIVE  
date identified: 1.16.22  $222    
date removed: 12.30.22  $35 
 
KEY METRIC: Welcome email volume growth turned negative and “your’e ready to 
invest” related confirmation emails rapidly decelerated. Proxies for new customers 
declined. 
 
 

STITCH FIX (SFIX) 69%    INFLECTION: NEGATIVE  
date identified: 1.1.22  $19.3    
date removed: 7.30.22  $5.97 
 
KEY METRIC: Explosive growth in total promotional email volumes during new 
product launch of “freestyle”. 
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2022 REVIEW 

 

2022 Inflections: Winners  
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

ROBLOX (RBLX) 65%    INFLECTION: NEGATIVE  
date identified: 1.23.22  $70.74    
date removed: 5.8.22   $24.61 
 
KEY METRIC: Declining new user registrations and decelerating user login 
confirmations 
 
 

DOORDASH (DASH) 45%   INFLECTION: NEGATIVE  
date identified: 11.22   $145.34    
date removed: 3.6.22   $79.86 
 
KEY METRIC: As DoorDash expanded its offering, we captured higher volumes and 
email promotional incentives falling in our steep discount category of over 40% 
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2022 REVIEW 

 

2022 Inflections: Losers  
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 

PVH (PVH) -51%     INFLECTION: NEGATIVE  
date identified: 10.9.22  $46.8    
date removed: 12.30.22  $70.59 
 
KEY METRIC: Explosive growth in total promotional volumes, significant discount 
campaigns, storewide discounts, and steep discounts for both CK and Tommy. 
 
 

UBER (UBER) -15%    INFLECTION: NEGATIVE  
date identified: 1.1.22  $43.95    
date removed: 2.9.22  $37.54 
 
KEY METRIC: No deceleration in ride confirmation growth email volumes. 
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2022 REVIEW 

2022 Inflections: Losers  
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 

DRAFTKINGS (DKNG) -28%   INFLECTION: NEGATIVE  
date identified: 9.4.22   $15.68   
date removed: 12.30.22 $11.39 
 
KEY METRIC: Accelerating growth in new user email proxies such as “new deposit” 
as well as robust “login confirmations.”. 

CROCS (CROX) -13%    INFLECTION: NEGATIVE  
date identified: 12.11.22  $96    
date removed: 12.30.22  $108.43 
 
KEY METRIC: Rising total promotional volumes and steep discounts. We also 
uncovered previously unseen promotional campaigns at retail partners. 
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2022 REVIEW 

Looking to 2023 
 
Our goal for 2023 is to continue providing differentiated data-driven insights that don’t mimic 
overpriced, overfitted transactional data.  We will bring you fact-driven analysis that indicates a 
possible business inflection rather than noisy information like a bad weekend due to a storm. 
 
We are increasing the velocity of our content delivery by adding a Monday update of the 
newest and most interesting changes in promotional email activity.   
 
We plan to continue complimenting the expertise of our clients instead of attempt to substitute 
by ignoring the narrative entirely to remain unbiased. 
 
We have added to our quality assurance team in India.   This group has been invaluable in 
ensuring we accurately characterize promotional trends. For example, we don’t want “you’re 
going to be happy 100% of the time” to be classified as a steep discount! Our technology team 
has put in place robust front-end tools that allow the team to quickly correct and create rules, 
again with the goal of accurate comparisons vs prior periods. 
 
We hired a junior analyst Matt Gordon to bridge the gap between our promotional and other 
email data and key operating growth metrics.   
 
We know you have vast choices for research dollars and we are extraordinary grateful for your 
trust in us as a small but hopefully critical part of your investment methodology. 
 
Please let me know if I can be of service in any way and wishing everyone a healthy and 
prosperous 23! 
 
 
Best, 
 
 
 
 
Greg Robin 


