
Bakker.com: From Traditional Mail Order 
Business to Multi-Channel Retailer

About Bakker.com 
With 70 years’ experience as a garden 
mail order company, Bakker.com is a 
well-established and reliable company 
that prides itself on having exciting 
new ideas to share with its gardening 
friends. 
Bakker’s expert knowledge in getting 
top quality flower bulbs, plants and 
garden accessories directly to their 
customers’ door has made the 
Company become market leader 
in Europe.
www.bakker.com

To fulfil its ongoing mission to ‘bring more green into 
people’s lives’ the Company has undergone a signifi-
cant transformation. In just a few months Bakker.com 
has gone from being a traditional mail order business 
to an online pure-play vendor. In fact, it now aims to 
become the leading pan-European multi-channel gar-
den company.

Paul Geraeds, Managing Director at Bakker.com ex-
plains, “You notice that more and more categories of 
products are being sold online. It began with books 
and CDs, then clothing, and now even fresh produce is 
available via web platforms. So, we decided it was bet-
ter not to wait and watch.”

Digital Transformation
This digital transformation has helped Bakker.com to 
cut down on the costs of printing catalogs and mail 
shots, but has required a major shift of focus. Whereas 
the customer journey once started with the arrival of 
a catalog through the post, it now starts online with 
inspiration and information. Whilst Bakker.com had al-
ways enjoyed a reputation of expertise, the Company 
needed to translate that knowledge and know-how to 
an online audience, with easily consumable resources. 
From tips on growing herbs to knowing when to prune 
a privet hedge, the insights needed to be easy to find 
and use.

It was a huge undertaking. Privately owned Bakker.com 
delivers to consumers in 19 European markets through 
11 local sales offices with more than 575 members of 
staff. Its portfolio of products stretches to 4,000 items 
every season, which generate around 3.4 million orders 
and a turnover of € 130 million per year.

Success Factor Intershop
Bakker.com turned to Intershop as the supplier of its 
new e-commerce platform. It was chosen for the sta-
bility and performance of the system, as well as for the 
simplicity and ease with which it is possible to serve 
and manage all countries from a single place.

“We really wanted to be able to make changes easily 
and rapidly via the Intershop content management 
system, both centrally and regionally,“ continues Ger-
aeds. “We have to deal with a lot of botanical legisla-
tion, which often means we need to amend content, 
such as a flowering calendar.”

Working seamlessly with Fredhopper, Bakker.com has 
been able to take personalization into account in the 
architecture and structure of the platform. This makes 
dynamic recommendations based on previous pur-
chases possible via inspiring content. Bakker.com plans 
to soon offer people appropriate plant care tips, as well 
as additional content including recipes for jam. 

By going digital, Bakker.com has elevated its sales strat-
egy from creating promotions to an existing customer 
base, to increasing its penetration of all target audienc-
es against competing propositions.  
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New Shop Window
Intershop’s business partner Eperium, a Salmon com-
pany, helped Bakker.com to create a completely new 
website based on the feedback from focus groups, 
which the Company used to determine the correlation 
between things like age and a customer’s ‘understand-
ing’ of gardening. This blueprint was used to build an 
online presence that could serve its customer base 
with inspiration, advice and products.

A content structure was not only designed to be SEO, 
mobile and tablet friendly, but it features around 1,000 
new pages per language and more than 800 new im-
ages.  All content was reviewed for relevance, and the 
site now features more than 800 garden advice articles 
and 30 videos. 

The revamped layout is already delivering results. The 
average number of items per order, e.g., has seen a sig-
nificant growth. Thanks to its ability to cater to all de-
vices, the share of sales from mobile devices has been 
surprisingly high already.

The powerful search and merchandising tool Fredhop-
per helps Bakker.com to cross- and upsell while en-
suring more relevance across the website. It also helps 
to automatically adapt product suggestions to actual 
sales volume per country. 

Going Social
Bakker.com is literally putting its money where its strat-
egy is. It is shifting away from lower value customer 
segments and frequent direct mail towards online cus-
tomer acquisition and content creation.

Social media plays an important role and Bakker.com is 
using Facebook as a major online acquisition channel. 
It is proving to be the perfect platform for the Compa-
ny’s in-house botanist to create inspirational posts and 
how-to guides while linking visitors back to the main 
website. Email campaigns are aligned with the social 
media posts and also include links to products.

Procurement and Logistics
Underpinning all of these new features, resources and 
opportunities has been a new procurement policy. 
Whilst many of its peers restrict themselves to their 
local market, Bakker.com ships between 25,000 and 
35,000 orders per day across Europe in high season. It 
is the only company in Europe that operates on such 
a large scale. From a logistics point of view, this means 
that Bakker.com not only sells the hardiest strains of 
plants that are suitable for shipping but has over 180 
packaging options in place to ensure the safe arrival of 
its huge gardening range.

ABOUT INTERSHOP

Intershop is the leading independent provider 
of innovative and comprehensive omni-channel 
commerce solutions.

How do you achieve ambitious goals in times of 
change? All you need is a partner who can help make 
complexity simple.

Unlock your potential with the exciting possibilities of 
Intershop’s unrivaled technology and extensive market 
knowledge.

For more information on our solutions and services, 
visit www.intershop.com.
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