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CASE STUDY 

POWERFUL MERCHANDISING 
AS UNIQUE AS YOUR CUSTOMERS  

 
 

Menkind Boost Revenue by 15.51% 
with New Merchandising Solution 

 

By using The Filter to intelligently merchandise pages and 
product feeds, the gadget retailer has seen a marked 
improvement in the number of units sold and revenue 
earned. 
 
  



 

 
The Filter improves uplift, customer retention and average lifetime value. We’re focused on your KPIs. 
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Project Background 
 
Menkind was founded in 2001 by men who love their 
gadgets. They have 54 stores up and down the country 
as well as an online presence, selling a wide range of 
gifts for the man who has everything.  
  
Management of Menkind’s eCommerce platform is 
handled by London-based agency The Glasshouse 
Project (TGHP) who recently re-platformed the store to 
Magento 2. 
 
Being a heavily gift-based site, most shoppers don’t 
have a fully-formed idea of what to purchase when 
they visit; so effectively merchandised pages and 
product feeds are key to product discovery and 
conversion.  
 
Magento’s standard offering provided no more 
functionality than ordering products by popularity, 
price or the date the product was added to the 
catalogue. This made it incredibly difficult to tailor 
merchandising in line with the brand’s product range 
and business objectives. 
 
TGHP created custom pages for each category and 
subcategory, and manually merchandised them so 
Menkind could prioritise products in a more intelligent 
way.  Although a viable solution to the issue, keeping 
up with catalogue changes over so many subcategories 
would be impossible with the resources at hand. They 
needed a lower-maintenance solution that enabled 
them to automate these more strategic merchandising 
decisions. 

Our Approach 
 
The Filter spent time with the Menkind merchandisers, 
asking them how and why they made product priority 
decisions to better understand their needs.   
 
Key factors included price points, margins, stock levels, 
supplier deals, upcoming events such as Christmas and 
Valentine’s day, and new product launches.  
 
By capturing this logic into The Filter’s highly 
configurable recipes, the two teams could collaborate 
on a set of category pages that properly reflected the 
priorities of the Menkind merchandising team. 

The Solution 
 
The Filter gave Menkind the ability to automate 
editorialisation across the site, using their business 
rules and live customer behaviour to influence key 
merchandising decisions. 
 
Menkind’s category pages now display products in a 
way that’s more conducive to business growth. 
Cheaper products that sell in high numbers are still 
placed appropriately, but priorities are now weighted 
to account for more complex sales strategies. 
 
The logic behind the recipes is reviewed regularly in 
our service review workshops, but even left untouched; 
the recipes continue to program and re-program 
product priorities in a way that really works for the 
business. 
 
As a result, the number of units Menkind sold within a 
3-month period was up compared with the previous 
year, and this translated into 15.51% uplift in overall 
revenue. 
 
Kate Sprague, director of TGHP attributes this to being 
finally able to display the right products at the right 
time. Something that, without The Filter, would have 
needed an army of merchandisers. 

What Next? 
 
The Menkind team are expanding their strategies with 
The Filter, including the implementation of our Product 
Finder and the cross-promotion of content and 
products. 
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“We wanted something that would move 
the needle on revenue as well as allow us 
to spend our time more efficiently. The 
Filter has delivered.” 
Kate Sprague 
Director, The Glasshouse Project 




