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Methodology

Sample Size

n = 2,140 respondents
Field Dates

Feb 3 – 18, 2026
Geographic Scope

United States + Canada

Method

Online panel + 24 in-depth interviews

Quotas balanced to U.S. Census and Statistics Canada distributions for age, gender, region, and household income. Margin of error
±2.1% at 95% confidence; full methodological appendix available on request.

North America Wearable Health Market — TAM ($B)

Sources: Northbeacon panel weighting, Statista 2025, IDC Wearables Tracker Q4-2025; 2026 figure is an interpolated estimate based on Q1
shipment data.

SECTION 01        

Key Findings

01 Active wearable ownership reached 47% of adults — a 9-point climb from 2024.
Smartwatch and fitness-band penetration in North America hit a new high, driven primarily by Apple Watch (22%
household share) and a rebounding Fitbit line. Growth is now coming from the 45–64 cohort rather than the early-
adopter under-35 segment that saturated in 2022.

02 Sleep tracking has overtaken step counting as the most-cited reason to keep wearing the device
daily.
63% of active wearers cited sleep insights as a "must-have" feature, up from 41% in 2023. Continuous SpO₂ and heart-
rate variability ranked second. Pure step counting fell to fifth place — a signal that table-stakes metrics no longer drive
retention.

TAM trajectory — USD billions
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03 Subscription fatigue is real: Whoop and Oura now compete on perceived value, not novelty.
Among non-Apple wearers paying a monthly fee, 38% described their subscription as "borderline worth it" and 14%
planned to cancel within six months. Oura's introduction of advanced metabolic features in late 2025 measurably
softened churn intent in the female 30–49 segment.

04 Purchase intent for the next 12 months is strongest for ring-form factors (Oura, Samsung Galaxy
Ring, RingConn).
17% of non-owners and 11% of existing wrist-wearable owners indicated they were "very likely" to buy a smart ring
before March 2027. Ring buyers skew female (58/42), younger-adult (median age 34), and report jewelry-aversion to
bulky watches as the leading driver.

05 Trust in clinical-grade health features remains the single biggest unlock for premium pricing.
Respondents would pay an average of $84 more for a wearable advertising "FDA-cleared" or "Health Canada-licensed"
features versus an otherwise-identical device. Garmin and Apple capture the largest share of this trust premium today;
Whoop and Fitbit lag despite comparable sensor specs.

SECTION 02        

Demographics Breakdown

Dimension Distribution Notable Insight

Age groups 18–29: 21% · 30–44: 32% · 45–59: 28% · 60+: 19% 45–59 is the fastest-growing
wearable buyer segment.

Gender Female: 51% · Male: 47% · Non-binary / other: 2% Smart ring intent skews
female (58%).

Household
income

<$50K: 24% · $50–99K: 36% · $100–149K: 23% · $150K+: 17% Premium-tier ($150K+) drives
41% of subscription revenue.

Region Northeast: 19% · South: 32% · Midwest: 18% · West: 22% ·
Canada: 9%

West-coast adoption leads at
56% of adults.

Tech-adoption
persona

Innovators: 8% · Early adopters: 21% · Early majority: 38% · Late
majority: 25% · Laggards: 8%

Crossing-the-chasm has
clearly happened — early
majority now dominant.

Wearable Adoption by Region (% of adults)

Source: Northbeacon Q1-2026 panel (n = 2,140); regional cuts weighted to U.S. Census and Statistics Canada distributions.

Active wearable ownership by region — 2026
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SECTION 03        

Competitive Landscape

Brand Share Strengths Weaknesses

Apple Watch 34.2% Ecosystem lock-in, ECG/AFib clearance,
robust developer base.

iPhone-only; 18–36h battery; Ultra-line
price ceiling.

Garmin 14.6% Multi-week battery, GPS accuracy,
endurance-athlete loyalty.

UI feels dated; weak iOS health-data
integration.

Fitbit
(Google)

12.1% Affordable, strong sleep-stage tracking,
Pixel Watch halo.

Google account migration friction;
Premium paywall churn.

Oura 3.9% Ring-form leadership; female-skewed
affinity; metabolic add-ons.

Limited workout tracking; Samsung Galaxy
Ring undercutting.

North America Wearable Market Share — 2026

Source: Northbeacon panel (n = 2,140) cross-referenced with IDC shipment data Q4-2025; "Others" includes Samsung, Amazfit, Polar, Suunto,
Withings, and long-tail brands.

Wearable-Segment Revenue by Vendor — FY2025 ($B)

Sources: Vendor 10-K filings (Apple, Garmin), Alphabet segment disclosures (Fitbit), Samsung DX division reports; Whoop & Oura figures are
Northbeacon estimates from private-round disclosures.

Active-device share — % of installed base

Apple Watch 34.2

Garmin 14.6

Fitbit (Google) 12.1

Whoop 4.8

Oura 3.9

Others 30.4

Wearable-segment revenue — FY2025
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SECTION 04        

Recommendations

Four strategic moves consumer brands and challengers should consider in calendar 2026:

1. Reframe positioning around sleep and recovery, not activity.
Sleep insights now top the retention driver list. Brands still leading with daily-step messaging are stuck in 2018 narratives.
Reallocate creative budget toward HRV, sleep stages, and recovery scores.

2. Invest in clinical-grade certification for at least one flagship sensor.
The $84 average willingness-to-pay premium for FDA-cleared / Health Canada–licensed features is the clearest pricing-
power signal in the data. Garmin and Apple already capitalize on it; the rest of the field has runway.

3. Ship a smart-ring SKU (or partner-build one) before Q4 2026.
Ring intent is the fastest-growing form-factor signal we have measured in five years. Female buyers, jewelry-aversion
among watch holdouts, and the Samsung Galaxy Ring shelf presence are all converging into a real category.

4. Re-architect subscriptions around outcomes — not paywalled features.
Subscription fatigue is now measurable. Tier subscriptions by user goal (e.g. "Sleep+", "Metabolic+") rather than by
feature gates. Whoop and Oura's outcome-anchored bundles are showing measurably softer churn.

Quick-reference summary:

• Lead with sleep, recovery, and HRV in marketing creative — step counting no longer drives retention.

• Pursue FDA / Health Canada clearance for at least one differentiating sensor; the trust premium is ~$84
per unit.

• Build a ring-form factor SKU (or partnership) in 2026 to capture the fastest-growing intent segment.

• Re-price subscription tiers around outcomes (sleep coaching, metabolic insights) rather than feature
paywalls.
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