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I t is apparent good to glance over the occurrences of this year events even as it 
draws to an end. To many it has been a year of coping with the economic mess, 
whereby they have found themselves back to the drawing boards rethinking 

on how to cut costs, how to produce and manage more efficiently, how to sell 
better, and how to provide the items in demand. But with the announcement of 
3.5 per cent growth of US economy in the third quarter of the year we can only 
be optimistic that the mess will be over soon. 

The Valentine’s Day; a period when most of flowers are sold was very low. It was 
followed by President Kibaki assenting to Bio-safety bill, which to some it was 
a panacea to low yields while to others it was a threat to human and animal 
health.
Mother’s Day on May, the second most important day in the flower sales calendar 
recorded slight improvement as compared to Valentine while the annual field 
day event saw flower farms showcase better flower varieties. Soko la Maua a 
local flowers promotion event by vendors took place in May it was opened by 
Nairobi Metropolitan Minister Njeru Githae, who pledged that a flower market 
with facilities such as cold rooms would be set up within the City. 

The month of budget saw some of exporters supplies being zero rated and handed 
a life line through tax concessions to help improve their cash flow. Duty on 
refrigerated tracks and production machines for use in the horticulture industry 
were also zero-rated. 
The eighth annual African Growth and Opportunity Act (AGOA) Forum was held 
in early August and it offered an inspiration to accelerate growth in the sector. 
In the same month and extending to early September, Kenya hosted the 1st All 
Africa Horticulture Congress where a unique and regular opportunity for deep 
and direct exchanges between the diverse partners was realized.  
Horticultural Crops Development Authority launched 2009-2013 strategic plan 
in September. Through implementation of this strategic plan, stakeholders will be 
empowered to create wealth and reduce poverty while promoting and developing 
a vibrant horticulture industry. Following closely was Naivasha Horticultural fair 
which has become the East Africa region face of horticulture industry and a 
paramount business fair. 

The last and not the least was the launch of Kenya Flower Council (KFC) 
certification body status, an event that was witnessed by the Assistant Minister for 
Trade, Hon. Omingo Magara.
The financial crisis has dealt a blow to the industry, but even though, the year has 
been a bee hive of activities. We wish you the best the remaining part of the year 
even as we wish you happy festive season.

Dorothy Rwaro
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Flower farmers close to getting tax breaks 

Flower exporters have unsuccessfully lobbied for years 
to get the government includes them in Special 
Economic Zones (SEZs), but now the plans seems 

to be at an advanced stage. 

Trade Assistant Minister Omingo Magara said that the fact 
that horticulture creates employment opportunities in rural 
areas calls for Government support to the sector in order 
to stem rural-urban migration and help alleviate poverty. 
He said these during Kenya Flower Council annual general 

meeting held in mid September this year. He asked the flower 
exporters to follow up with the government to include them 
in SEZs policy document being prepared. 

When the move succeed, the growers within the Export 
Processing Zones (EPZs) that will convert to SEZs will make 
massive savings from being exempted from over 20 taxes and 
levies, like Value Added Tax on electricity. 

“We should be accorded special incentives such as export tax 
breaks and compounded tax systems that are easy to manage,” 
Kenya Flower Council chief executive officer Ms. Jane Ngige, 
had earlier urged Agriculture PS Romano Kiome. 

The sector is also asking for Ksh150 million ($1.8 million) 
per year as a stabilisation and marketing fund. Growers are 
owed close to Ksh1.9 billion ($23.5 million) in VAT refunds, 
money that if paid will stabilise their cash flow. 

KFC chairman Kabuya Mwito said the flower industry has 
so far succeeded on its own but with stiff competition and 
shrinking demand, Kenya needs to embark on specialised 
marketing to stay afloat.  “We can no longer survive on 
comparative advantage,” he said, adding that despite the high 
cost of doing business, Kenya is one country in the world 
where a flower farm can be set up and run in the shortest 
time possible.

Despite the sector earning the country over 40 billion Shillings 
in foreign exchange last year, it faces numerous challenges 
like poor roads and insecurity in the flower growing regions.

•  Do adequate preparation and carry out market 
research. Half of the research can be done at 
home by using secondary data available from 
trade libraries, other companies, company 
contacts, surfing the web, etc. The information 
gathered will very much influence the quality of 
the company’s export plan.

•  Analyse the market. Visit target market and 
discuss with people to understand the market. If 
you are to use agents and distributors, select them 
from a knowledge point of view after having met 
them and done due diligence, etc.

•  Adapt your product or service to suit market 
conditions. Consumer products cannot escape 
this fundamental requirement. Often the exporter 
will have to adapt to sizes, packaging, labelling, standards, etc

•  Commit enough time and allocate adequate resources to exploit export markets. Is the management team committed to 
exporting? Exports should not be a part-time or fringe activity, but should be part of the company’s mainstream business.

•  Do not neglect/put export marketing in second place. Having someone within the company who speaks the language of the 
target market is a big asset. Export managers should be able to communicate in at least two business languages

•  Start nearer home. This is good advice for starters (inexperienced exporters). Neighbouring markets are easier to visit and 
business practices are similar in many respects.

Hot Exporting Tips
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T he headline is the most important 
part of any print advertisement. 
It must inspire action. It is what 

will convince the reader to read more. 
Take your time and get it right. Experts 
says that if you spend 10 hours creating 
an ad, 9 of those hours should be used 
creating the headline. 

Headlines should either convey an 
idea, or intrigue the reader to learn 
more. If your headline is in the form of 
a question...ARE YOU UNDERPAID?...
make sure that the answer will always 
be YES!!! 

When possible, use color. The response 
rate to color ads is significantly higher 
than that for black & white. 

The length of your ad text should be 
appropriate to your product or message. 
Long ad text looks informative, and may 
be useful for technical products. Short text 
leaves plenty of room for graphics and is 
a quicker read; use it if you’re putting an 
image. 

Keep your message concise. You can’t 
expect a reader to spend a lot of time 
with your advert. Keep it simple. Stress 
benefits. Emphasize your unique selling 
proposition. Don’t beat around the bush 
or be too cute. Get to the point. And be 
very careful with humor. Not every reader 
will get your joke. 

Don’t use complicated language or jargon. 
To prevent yourself from slipping into 
the jargon habit, think of this...if you’re 
advertising in a journal with a circulation 
of 10,000, and just 5% of the readers don’t 
understand a word in your advert; you’ve 
alienated 500 potential customers. 

Your ad should talk to your potential 
customer, so don’t forget about them. 
Use “you” instead of “we” in your text. 
Think about what specific needs you 
fulfill for them. In addition, many experts 
recommend that you think of your advert 
as speaking to your potential customers 
“one at a time.” In other words, the advert 

should inspire the reader on a personal 
level. 

Remember the call to action. What do 
you want the reader to do once he/she 
finishes reading the advert? Don’t let them 
guess...spell it out - Write or call for more 
information; Come in for a free training; 
Come in today, Sale ends Saturday. Think 
of this as how you close the sale. 

Strong graphics make a strong statement. 
Keep them focused on your message. 
Some ad experts recommend advertisers 
follow the “rule of thirds” - one third of an 
ad should be a graphic element, one third 
should be text, and one third should be 
white space (no copy, no graphic). 

Too much in your ad makes it look too 
busy. You will appear unfocused. Readers 
will avoid your message. Very often, less 
is more. 

Keep the look of your ads consistent. If 
you change the text on a regular basis, 
don’t change the look. You can create an 
effective image by providing continuity 
and consistency to the reader. 

Whatever you do, don’t let your ads look 
like your competitors’ ads. You need to 
create a distinct personality for your 
company. If your ad looks like one from 
your competitor, whose ad do you think 
the reader will think he/she is reading?

Having an advert that 

look & feel 
professional
When advertising in a 
journal, your advert should 
look and feel professional. 
Use strong text and 
eye-catching graphics 
to focus the reader on 
what sets your product 
or service apart from the 
competition - your Unique 
Selling Proposition (USP). 
The message should get 
across effectively.
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Structures approved by the engineers of the Israeli Ministry 
of Agriculture.  General Properties

• Sizes 10x20 200sqm ,10x30 300sqm or 8x30 240 
sqm

• Tunnel design is of economic green house  
• All tunnel components are prefabricated and completely 

galvanized.  There is no need for soldering in order to 
assemble the tunnel.

• Each tunnel module is composed of a series of 6 
arches, interconnected by means of a vertex pipe and 
1 line of pips 1” around the tunnel perimeter.

• The width of each opening is 10.0 meters AMD 8.0, 
and the overall length is: 15  or 20 or 30 meters.

• The height at the vertex is 4.0 meters:  this enables a 
larger volume of air so as to achieve greater thermal 
inertia (prevent drastic temperature changes) and 
better ventilation.

• The window, whose height is 1.80 meters, provides 
excellent ventilation and is covered by  an insect-proof 
screen with a mesh of 25X50 threads per square inch 
(50 mesh)

• The tunnel design is certified by the construction 
Engineer to withstand wind gusts up to 50 KPH, crop 
load 7.5 kg/sqm (per meter).   

 

Structure Materials 
• Galvanized steel arches: 1.25”, thickness 1.5 mm.
• Auxiliary supports of galvanized steel pipes: diameter 

1” thickness 1.5 mm.
• One lines of Supports around the structure perimeter 

of 1” thickness 1.5 mm galvanized.
• Entry and exit poles of C-profile 80/40 for supporting 

the facades.
• Cables 5 mm for supports at the side.
• Galvanized bolts.                                                   

Tunnels for Growing Vegetables

Covering Solarig and Anti-insect Net 

• Solarig for roof - UV   μ 140 SUNSELECTOR with the 
following properties: anti-dust, anti-dripping, diffusion of 
75%, three-year guarantee against UV radiation.

• Anti-insect Net with mesh of 25X50 wires per square          
inch (50 mesh) in the side windows, and in the front, five-
year guarantee against UV radiation.
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ANSA... the answer to Getting 
Fresh Food on your Table

Ansa Horticultural Contractors is a fresh produce grower and exporter that gives 
a brand to the freshness of Kenyan produce. They strictly control freshness and 

product quality throughout - during cultivation, harvesting, transportation, storage, 
processing and distribution up to the superstore’s shelves.

 

The company has invested in cooling and 
advanced technology in food handling 
techniques. They have developed new product 

lines and explored untapped potential within the 
fresh produce industry, creating a niche for itself in 
fresh produce exporting business.

They work in collaboration with the farmers, 
through providing inputs and all technical support 
guaranteeing growth of superior, quality produce. 

Appropriate pricing and on-time deliveries have 
helped the company to stay ahead of competition. 
Constant communication, strict quality control and 
analysis and continuous review of their products have 
resulted in long term customers even at time when 
the business is low. Their experience in production, 
marketing and distribution has continually enabled 
them to offer a strong and expanding partnership 
with their clients.

They market their products under three broad 
categories; Asian vegetables (Karella, Green chillies, 
Okra, Dudhi, Valoor, Raw Mango, Ravaya, Curry 
leaves, Saragwa, Raw Papaya, Guwar, Scotch 
Bonnet), Fruits (Passion fruits, Mangoes, Avocadoes, 
Bananas, Pineaples) and Vegetables such as Mange 
tout (snow peas), Haricot verts (fine and extra fine), 
Sugar snaps and Garden peas among others.  

From the farms the products are labeled as ANSA brand 
deliveries, packaged in accordance to customers’ requirements 
using strong, attractive recyclable materials at the company’s 
premises at Nairobi, off North Airport Road just behind the SDV 
Transami building, before being airlifted to European and Asian 
market. 

Originating from Africa, the firm manager Mr. Kang’ethe 
says their products face high freight charges amongst strict 
and unbalanced trade regimens, which he wished that the 
government would come up and regulate. 

To meet the market requirements, Ansa Horticultural Ltd has 
implemented all the requisite food safety standards and has 
received certification from GlobalGAP, HACCP and BRC. They 
are currently working with the Pesticides Initiative Program and 
the Committee for the promotion of ACP Horticultural exports 
PIP/COLEACP in strengthening their competitiveness. The 
company is also a member of the Fresh Produce Exporters 
Association of Kenya.  

Concerning proper environmental maintenance, and quality 
assurance in the growing of horticultural crops, Mr. Kang’ethe 
said that they always have a technical team on the grounds that 
ensure proper chemical applications.

Their vision is to be a leading producer and exporter of Kenya’s 
finest produce at competitive prices in strict compliance with all 
the requisite food safety standards
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The Kenya Flower Council (KFC) 

recently officially launched the 

certification body status at a city 

hotel, an event that was witnessed 

by the Assistant Minister for 

Trade, Hon. Omingo Magara. 

Global recognition

During the colourful occasion that was 
attended by other industry players including 
its members and key stakeholders the CEO, 
Mrs. Jane Ngige informed the participants 
that the attainment of the certification body 
(CB) status of the Council involved a through  
audit by the South African Accrediting 
Authority (SANAS). 

The KFC CEO pointed out that the 
accreditation meant that the Council had 
met the set minimum requirements of 
a certification body and thus it has the 
credibility to conduct third party audits on 
cut flowers and ornamentals against the KFC 
bench marked Code of Practice (COP) to 
Global GAP standards. This implies that KFC 
has an equivalent status and credibility like 
any other certification body worldwide, as per 
ISO Guide 65.

The achievement makes the council to 
be among the first few local organizations 
to achieve the certification body status. 
Indeed, it is the only local CB of its kind 
that has the mandate to certify flowers 

and ornamentals against 
the above mentioned 
standard. This means that 
organizations intending to 
be carried against the same 
will thus reduce the huge 
cost expenses incurred to 
get experts of other external 
certification bodies from 
outside the country.

Hon. Omingo Magara 
commended the flower 
industry for what it 
contributes to the national economy. He singled out the curbing of urban rural 
migration and source of employment the industry contribute to. 

However he challenged the council to evaluate whether it has unleashed its 
full potential and has touched the “real nerves” in order to tap the benefits and 
support it could receive from the Government.

Certification versus Accreditation: 
What’s the difference?

Simply put, certification refers to the documented and objective evidence that an 
organization’s quality management system meets the requirements of a particular 
standard. For instance, once an organization, e.g. a flower farm is subjected to 
an audited by a CB, it will have to meet the minimum requirements of the given 
standard before it is certified. Thus, if successful, it achieves certification, which 
is valid for a prescribed period. At a given interval, surveillance audits are usually 
done to maintain the certification. Thereafter, a re-certification process is done. 
Thus the organizations that conduct third party audits with a view to ensure that 
they meet the set criteria in a given standard are thus referred to as certification 
bodies.
Accreditation on the other hand implies that an organization has been externally 
assed and found to have recognized competence to conduct audits on prescribed 
standards. This means that for an organization to be a certification body, it has to 
undergo a rigorous audit on its management system to be endorsed as a CB.
 Locally, The Kenya Accreditation Service (KENAS) is the only accreditation body. 
However, SANAS from South Africa and UKAS from UK are other examples of 
accreditation bodies.
Source: Muraguri Julius Author of ISO 9000 Secret: Unlocking World Markets

KFC Achieves Certification 
Body Status
KFC Achieves Certification 
Body Status
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Flower Celler AD 1/8
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Rain harvesting

R elatively few African countries 
have an average annual rainfall 
exceeding 1,000 mm. More 

countries receive an average annual 
rainfall below 500 mm, and are thus 
considered to be dry lands. However, 
despite a history of drought and floods, 
rainwater has the potential to supply safe 
water and enhance food security through 
effective rain-fed agriculture. 

Many Kenyans living in Central and 
Western provinces may not realise that 
their annual rainfall is, in fact, pretty much 
the same as the wettest parts of the UK or 
Ireland, areas of the world with no water 
shortfall. The difference is that there, it 
rains on many days a year whereas in 
Kenya the rain comes in two great dollops 
each year, and most just runs into the 
ground or down the rivers and into the 
ocean.

Ever seen water runs off after a rainfall and 
wondered why doesn’t someone harvest this stuff? If you weigh the cost and risk of drilling a well against 

the cost of a rainwater-harvesting system, it seems obvious worthy 
to harvest the rainfall and use the water when it is not raining. 
Rainwater collection is any method that brings and unites into a 
body or unit of rainwater in an organized fashion.

Traditionally, collection of rainwater for drinking, livestock and 
domestic use is an established practice in Africa. However, 
techniques used have become inadequate due to population 
growth and reduced rainfall. New methods of rainwater harvesting 
are taking root; for example, roof catchment and collection in tanks 
are particularly popular. Plastic or concrete tanks are preferred over 
metal tanks, as the latter corrode. 

There is growing acknowledgement of the value of rainwater 
harvesting in rural areas. In Kenya, for example, road runoff 
catchment, water and farm ponds, sand and sub-surface dams, 
and conservation tillage are being adopted to increase agricultural 
production.  

With the use of appropriate technologies, rainwater could play a bigger 
role in irrigation and combating the effects of drought. Investment 
in research and development to produce new irrigation systems that 
use water effectively should be encouraged. Widespread adoption 
of low-cost tube irrigation can contribute to poverty alleviation and 
improve food security and protect against famine. 

The rains as predicted by the Meteorological Department have 
finally started falling. The question that begs asking is this: “Are 
we ready to harvest any of the rain water, or we‘ll let it all drain to 
the oceans, carrying with it all our top soil?” Learn, live and do the 
needful, harvest rain water and this water shortage problem will 
be solved easily, instead of expecting that someone else will fix the 
problems for us. 

...the only way out
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Ethiopian Horticultural exporters 
considering Sea Shipping

A new transportation approach 
is being considered by Ethiopia 
horticulture producers and 
exporters. Messina Line of Italy 
and Mersk Line of Denmark 
are working out a deal with 
exporters to give them 
refrigerated container service 
for shipping their products. 
This alternative when fully 
successful will relieve exporters 
from using the costly air freight 
at a time when global crisis is 

beating.

The new product is a special plastic bag that works by removing ethylene gas, which 
is released by most fruits and vegetables after harvest; the exposure to this very gas 
accelerates aging and ultimate deterioration.

The new bags use an organic mineral to remove ethylene gas and prolong the life 
and freshness of the produce. The bags also have pores through which the damaged 
gases produced by the fresh produce escapes. 

The technology will allow exporters to keep the flowers and vegetables fresh for 
up to 21 days, enabling them to use cheaper transport by sea thereby cutting 
transportation cost by 40 percent or more, after adding the 0.70 dollar cents cost 
of the plastic bag. The exporters pay 1.85 dollars per kilogram of flowers using air 
transport. Ian Fairlie, Maersk’s Area Manager for Sub Saharan Africa was quoted 
saying “This will enable the exporters to reduce transportation costs by shortening 
the chain between the producers and final destinations,”

Due to the expense of air freight and its high carbon emissions, many 
countries are now choosing refrigerated marine transport. Currently, 
South American countries such as Ecuador and Costa Rica are regularly 
sending containers of flowers and foliage to the US market through sea 
freight. South Africa and Israel also export these products to Europe 
using reefer ships with temperature controlled facilities. Mersk had 
already made a trial voyage from Djibouti and Rotterdam carrying frozen 
strawberries.

Ethiopian Horticulture Producers and Exporters Association (EHPEA) 
President Mr. Tsegaye Abebe said they will first use the marine freight 
to transport fruits and vegetables, and then they will come to the flower 
shipments. He however said it is too early to comment on the future 
arrangement as they are still on planning.]

The plastic bags can be used for even the very sensitive flowers types and 
the long trip will not affect the quality. Tsegaye noted that environment 
friendly customers would appreciate the new product.
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In many countries 
of developing world, 
vegetables which are more 
nutritious than modern 
foods are neglected. 
Asian and some European 
countries have realized 
the gold in consuming 
vegetables to a point that 
they value them more than 
meat.  

Mboga Tuu, a limited company is well 
specialized in growing and exporting of 
vegetables such as Augergies, Chillis, 
Karella, Okra, Valoor, Papdi, Patra, Gunda, 
Dudhi, French beans, Eggplant and many 
more food products. They have been 
in this business for more than 40 years 
having started under trade name Veg Air 
which later changed to Mboga Tuu Ltd in 
the year 1987.

They have five farms, the largest being 
in Yatta covering an area of 200 acres, 
90 acres being under vegetables and 90 
acres under forest while the remaining 
area is occupied by dams, buildings and 
roads. The other three farms are located 
at Isinya while the fifth one which they 
have recently acquired is at Kitengela. 
The company has its own packhouse fully 
equipped with cold store and packing 
machines.

The name Mboga is a Kiswahili word for 
vegetables while tuu is a stressing word 
which means in plenty. When combined 
the name Mboga Tuu will literally mean 
vegetables in plenty. The 75 acres land 
at Kitengela is all planted with several 
vegetables and each year they export a 
big number of vegetables, a situation that 
matches their name.

Their markets are mainly United 
Kingdom- London & Manchester, 
Norway- Oslo, Germany- Frankfurt and 
Belgium- Brussels. At the moment they 
are exporting over 100 tonnes a month to 
United Kingdom and Norway.

Chilli and Eggplant

Mboga Tuu grows three types of chillis 
peppers; the long chillis, the short chillis 
(bullet), thin hot chillis and different 
types of eggplants such as black beauty.  
Their crops are propagated from seeds 
by Naivasha Longonot farm. The crops 
take four weeks in nursery; they are 
transplanted and within eight weeks the 
harvesting begins which goes on to 36-
42 weeks. A hectare of chillis produces on 
average 35 tonnes.

The spacing of eggplant differs from that 
of chillis, with chillis being spaced 30”x40” 
and eggplant being spaced 60x60 inches 
since they grow into a big bush, knee 
height high.

According to Mr. Agawo, Mboga Tuu 
General Manager the diseases common 
with the two are powdery mildew, bacteria 
wilt and verticillium wilt.  Bacteria wilt and 
verticillium wilt are controlled by crop 
rotation which is done after two seasons, 
while powdery mildew is controlled by use 
of chemicals which are readily available at 
agro-chemicals. Red spider mites are the 
most common pests of eggplants while 
thrips are common for chillis. 
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Generally both crops are heavy feeders 
and depending on the soil moisture level 
they require watering ranging between 15 
to 30cm cubes per hectare per day. The 
hot weather condition favours the crops 
as it enhances fast growth.

Currently, at Kitengela farm they have 
planted bigger leaved eggplants with an 
aim of getting bigger sized fruits and an 
increase in production, said Mr. Agawo.

To manage the soil, they grow other 
crops such as runners beans, brocholi, 
baby corns and French beans which 
are different crop family from chillis and 
eggplant.

The ethnic line determines the crops they grow with their 
main target being the Asian market where the demand is 
inexhaustible. 

In conclusion, Mr. Agawo said that their future plans are to 
advance in their area of specialization and acquiring more 
market mainly the international supermarkets. 
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The bubble that is the world’s economy 
has burst is no longer news. What many 
want to hear is how to prevail over this 
monster which has dealt a major blow 
to countries foreign earnings, horticulture 
exports. Governments and players in 
the horticulture industry are crafting new 
interventions to help the sector stay afloat. 

Many have been asking whether there are ways to protect their 
businesses from this ongoing crisis. The real solutions to the credit 
crunch will have to be found where the problem began. The capacity 
of national (local) financial institutions to resolve this is severely 
inadequate. The protection that exporters can have will largely come 
from their own prudent ways than from government guarantees or 
assurances of the national financial institutions.
Some of Prudent ways to protect ourselves from the crisis are:

• Anticipate many risks and hedge the businesses against them. 
These may range from payment failures, shipment risks and 
fraud practices. One may fairly argue that hedging finance 
is also affected by the crunch. But it is also not true that all 
insurance companies have closed all the windows.

• Not every business opportunity is a deal in these times. This 
calls for well informed business decisions that are adequately 
mirrored against the markets.

• Be less inclined towards Open Account Forms of payment. 
Forms that have stronger inbuilt mechanisms of guaranteeing 
payments are important during these crisis times. Letters of 
credit are an example.

• Seek for business opportunities in low cost and less risky 
markets. COMESA is expanding for example and the risks are 
much less compared to distant and complex markets of the 
EU and Americas.

• Be better negotiators; cause your business partners to 
appreciate the circumstances and together manage the supply 
or contract relationship.

• Go for contractual terms that reduce the level of risk. 

• Segment markets and operate in niches where you are able 
to build or posses some degree of bargaining power.

• On credit, the alternatives aren’t many. However credit 
guarantees extended to financially viable borrowers (exporters 
in this case) with good collateral is an option.

• Review your cost structures with a view of cutting/
reducing the cost of doing business.

• The credit crunch is twin to global food shortage. A 
discerning exporter can diversify to moblising food 
production, processing and trade to markets, where 
demand for food is projected to be vibrant for a 
while.

In conclusion, these are not cost free options. However the 
cost of operating business as usual might be far much higher 
and catastrophic.

Authored By: Naturinda Ben, Deputy Executive Director, 
UEPB

Some of Prudent ways 
to protect business from 
economic crisis
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The Moby Dick Flower 
growing for Business 

 Factors to be considered

1.  Season timing
2.  Quantity
3.  Quality
4.  Market availability/Market information
5.  Distance to the airport,
6.  Ability to ascertain the likely to be FOB per stem.
7.  Value addition.

Season timing
- The crop should be timed in the sense that the sowing 

should be done so that the production time should 
be when the prices are high. One aspect of doing it is 
by checking the previous prices for one year i.e. from 
week 1 to 52. This will show one what time to come 
the market. Many a times trials for growing should be 
done before going commercial as this will enable one 
to know the exact growing period of the crop and this 
differs from place to place.

- For many small scale farmers who lack enough 
knowledge do a mistake on this aspect hence they 
end up making huge losses.

Quantity
- For one to achieve the economies of scale then 

there is need to have reasonable quantity of stems 
(exportable) , thus farmers of Moby should also put it 
consideration, I will put a minimum of about 6000-
7000 stems per week export reasonable. With this 
even if the prices are under pressure the farmer is 
likely to make some money.

- Area to be planted, spacing and pinching practices 
are the aspects to bring about quantities. Wider 
spacing should be discouraged as this leads to area 
wasting as well producing very thick stems which in 
any case are heavy hence one ends up paying a lot 
of freight charges and infact it will affect the packing 
rate i.e. few stems will fill the box.

 
Market availability /market information
- It very necessary to know the trends of the market 

and the market requirement right before planting, 
the variety and quality required by the should be 
the driving force for the grower. Most farmers lack 
the access of the market therefore they should try as 
much as possible to liase with their marketing agents 
so that they can get the information. This is not easy 
therefore if necessary advice from experienced people 
is required.

- Most farmers rely on agents who consolidate the 
flowers and afterwards ship them, take their share 

and the proceeds given to the farmer, I would suggest that 
the business to be done in a win win situation where all the 
information should be shared with all parties i.e. the grower and 
the agent.

The mathematical aspect/ ability to ascertain the likely FOB price 
per a stem     
- As I mentioned earlier it is very crucial for the farmer to carry 

out some calculations so as to know the likely revenue for the 
crop, this should be done based on some factors i.e. the previous 
year weekly statistics of the price factoring in the other costs 
e.g. road transport, packaging, airfreight, commission of his/her 
marketing agent plus all other costs incurred at the marketing 
point.

At this point if my reader is keenly following then he/she can agree 
with me that the grower needs a lot of information, some of the 
information may include the following:

1. Incase hiring a vehicle for transport from the farm to airport, 
what is the cost of Transport? How many boxes can the vehicle 
carry? Is the farmer able to fill the vehicle to its capacity?  Having 
these information will enable the farmer to establish the cost of 
transport per stem.

2. What is the weight in kilos per box and what is the proper 
packing rate per box?- this will enable the farmer establish  the 
airfreight cost per stem per size- this eventually will enable him 
to know the most profitable size to ship
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Example           

  

   

From the above example imagine the airfreight per kg is 1.00 
Euro then all other factors held constant it will be economical 
to ship size 60 cm i.e.

For size 70 cm ------ Sales less airfreight (25.5-15) = 10.5 
Euros
For size 60cm-------- Sales less airfreight (32.0-14) = 18.0 
Euros
In this case the farmer will be advised to downsize size 70 
cm to size 60 cm.

3. The farmer also needs market in formations some markets  
deduct less commissions and other charges so the farmer 
should go the cost effective markets where transparency is 
the subject of the business

Information on payment terms of each market is also very 
necessary and we have some markets called direct markets hence 
the farmer also needs to know the advantages of them compared 
to others.

Generally speaking I must mention that marketing and market in 
formations is very very crucial for the success of the any business 
and it should be noted that there is very good returns from flowers 
if all the factors are well addressed. 

Distance to the airport
- This is not a limiting factor as fars as the grower can meet 

the quantities and quality and so long as the place is fertile 
enough for the crop to grow, regarding the same I want you 
my reader to compare two farmers one a Mr. Kilonzo growing 
his flowers in Machakos on irrigation and a Mr. Ogega growing 
his flowers in Kisii.

- Kilonzo is likely to incur more expenses on the growing 
aspect for irrigation purposes and a bit less for transport to 
the airport.

- Ogega may not spend even a singe cent for irrigation but he 
is likely to spend more on transport when the crop is ready.

- These two spending aspects are not supposed to deter 
any one from going into it as long as proper information is 
gathered first.

Value addition
This is a very important aspect especially in the flowers industry, 
I will deeply discuss about it on the next issue and this going to 
bring in some types selection of more than one type of a flower. 

Size Packing  Weight  Weight per  CIF price  Sales
  rate per box stem per stem

70cm 150 stems 15 kgs 0.1kg 0.17 Euros 25.5 Eur

60 cm 200 stems 14 kgs 0.07 kg 0.16 Euros 32.0 Eur.

Greenhouses 
Could Help 
Farmers Extend 
Growing Season 

Low-technology plastic greenhouses also called High 
tunnels may not give you more hours in a day but 
they will give you months of extra hours in a growing 
season. Neither rain, sleet nor snow shall prevent you 
from tending your appointed ground. 

Buying fresh local tomatoes in all seasons and 
cultivating spinach and other leafy greens year-round 
could become a reality if farmers adopt high tunnels 
low-cost, low-tech, high-quality and high-yield plastic 
technology. 

High tunnels can be used as a side enterprise to a larger 
farm operation, or you could start a large operation 
using four to six commercial-size high tunnels. They 
can be used for tomatoes or specialty crops, or for 
organic farming. They can even be used to put small 
fruit trees such as figs inside the structures.

High tunnels are single-car garage-size structures 
covered with clear plastic sheeting to manipulate soil 
and air temperatures using the energy of the sun. The 
structures are built by stretching plastic sheeting over a 
tubular frame. Three separate sheets of plastic form the 
roof and sidewalls of the tunnel. Farmers can raise the 
sidewalls to ventilate the structure. The end walls are 
constructed so the one-piece section has a doorway, but 
it also is designed so that two people can lift the section 
and place support poles under it so that a tractor with 
attachments can be used inside. 

As temperatures drop, farmers can use other plastic 
technologies inside the structure such as low tunnels 
(small plastic-covered frames shaped like a Quonset 
hut), floating row covers made from various plastic 
polymers, and thermal covers, which use reflective 
surfaces to trap heat around the plants at night. 

The high tunnel reduces your work, increases your 
harvest, helps you beat out your competition, and gives 
you the time to enjoy the work you love. While the 
high tunnel can be a boon to a large producer, it is a 
Godsend for the farmers market grower. 



20
Keeps you in Touch

November - December 2009

Conquering Global warming 
through Sustainability

The activities of mankind have 
elevated the levels of greenhouse 
gases in the atmosphere. These 
greenhouse gases have led to 
warming of the planet. The main 
greenhouse gas is carbon dioxide.

 
Carbon dioxide is termed as greenhouse 
gas. This means that it absorbs long wave 
radiation more efficiently than short wave 
radiation. Short wavelengths predominate 
in sunlight and penetrate the atmosphere 
warming the Earth. The Earth then returns 
longwave radiation. This longwave energy 
is absorbed by greenhouse gases such as 
carbon dixoide which, in turn, radiate part 
of the energy (in long wavelengths) back to 
the Earth so warming it. 
In the last 50 years, the atmospheric 
concentration of carbon dioxide has 
increased by 30% over pre-industrial levels. 
The main reasons for this carbon dioxide 
enrichment have been the burning of 
fossil fuels and the clearing of vegetation 
from land particularly tropical forests. This 
is resulting in phenomena such as: 

• Changes in climate and rainfall pattern. 
• Changes in ecosystem composition. 
• More extreme weather.
• Increasing severity of ‘urban heat islands’. 

Scientific projected climatic changes for 
Africa suggest a future of increasingly 
scarce water, falling agricultural yields, 
encroaching deserts, sea level rise and 
coastal erosion, and glacier melt. Already 
we can see a lot of changes in weather 
patterns that fit to the predictions. 

In1997 after rigorous negotiations, the 
world came up with the Kyoto Protocol, 
which laid down binding targets for 
reducing greenhouse gas emissions. This 
treaty ends in 2012 and that is why world 
leaders will be meeting in Copenhagen 
in December for the UN climate change 
conference that is expected to negotiate a 
new treaty to replace the former.

The concept of Sustainable development is 
a philosophical stance or ideal solution to 
global warming. It is based upon our looking 
back at the damage that our interaction 
with the environment has caused and a 
striving forward to ensure that our actions 
today do not adversely affect the world for 
generations to come.

It has to be accepted that protection of 
the environment must go hand in hand 
with allowing both society and business 
to support itself and develop. If protection 
of the environment ignores society and 
business, then society and business will 
ultimately exclude environmental concerns.

An integral part of the drive for good 
sustainable practice, particularly in the 
commercial sector, is accountability for the 
production of the major greenhouse gas 
responsible for global warming- carbon 
dioxide.

Good sustainable practice in itself can only 
reduce the production of carbon dioxide. 
The only universal process that removes 
carbon dioxide from the atmosphere is 
photosynthesis. Photosynthesis is the 
chemical reaction by which plants use the 
sun’s energy to combine water and carbon 
dioxide to make sugars for growth. Thus 
the only process that can claim to remove 
carbon dioxide is the utilisation of plants. 
For this reason roof planting on a large scale 
and collectively driven at the legislative level, 
could play a crucial role in the sustainable 
development practices of the future.
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It is estimated that the global trade 
in aloe vera raw material and derived 
products is worth about $110 million. 

The crop, which grows wild and is also 
commercially cultivated for its gel, has 
gained popularity with the USA being the 
major producer followed by Venezuela 
and Mexico. 

Africa is well endowed with a wide range 
of indigenous aloe vera species, among 
them scabrifolia, secundiflora, cadilophila, 
rivae, and turkanensis, which produce sap 
that is processed into gum and traded as 
bitter gum for use in the pharmaceutical 
and cosmetics industry.

On the international market, South 
Africa is the largest source of the bitter 
gum, followed by Kenya. Due to lack of 
an official policy framework, say experts, 
the trade in the crop has been vaguely 
regulated under the Convention on 
International Trade in Endangered 
Species (CITES), an instrument that has 
failed to stop smuggling of the commodity 
at low prices.

A recent aloe vera resource mapping 
exercise in Kenya indicated that commercial 
farming has already taken root in 19 
districts in the Rift Valley, Eastern, North 
Eastern and Coast provinces. Farmers in 
Western and Nyanza provinces, where 
the plant grows naturally, are yet to try 
their hand at commercial exploitation 
of the crop. While international prices 
have been ranging between $5 and $8 
per kilogramme of gum, Kenya’s aloe vera 
is often smuggled out of the country by 
middlemen at $2 a kilo for farmers.

The newly published Aloe Utilisation 
Guidelines and Strategy seeks to 
remove middlemen from the crop’s 
distribution chain altogether and provide 
opportunities for better market access 
to both producers and processors.It 
will also push for the domestication of 
regional and international agreements, 
treaties and conventions in respect to 
the crop’s utilisation, improvement of 
stakeholders’ capacity through education 
and awareness campaigns, and facilitate 
transfer of appropriate technologies to 
traders and farmers.

But unlike Kenya, which has taken too long 
to draft a national policy on commercial 
exploitation of the crop, Uganda had long 
recognised the role that the dry land crop 
can play in transforming lives in marginal 
areas. Uganda has since set up a Sh30 
million aloe vera processing plant. 

Kenya is looking unto Uganda for a role 
model for its infant aloe vera commercial 
farming. The two Countries have a very 

high potential of producing 
aloe sap which, if fully 
exploited, could see the two 
dominate world markets.

The Kenya Aloe Growers 
Association is optimistic 
that the government will 
fight unauthorised imports 
of aloe products that 
have, over the years, tilted 

competition against local manufacturers. 
The association Chairman Sospeter 
Njenga, who is also the technical director 
of Herbal Garden — an aloe products 
manufacturer —added that it is expected 
that the government will cut duty on 
importation of aloe vera juice extraction 
equipment.

It costs manufacturers around Sh20 
million to bring such equipment into the 
country. At the moment, the only aloe 
vera processing facility that the country 
has is the four million shillings Baringo 
Bio Enterprise Factory, constructed in 
2004 by money advanced to Kenya by the 
European Union.

However, as matters stand now, the 
government has its duty well cut out if 
it has to persuade more people to begin 
planting aloe vera on a commercial scale. 
Among immediate tasks is to ensure 
that farmers get good returns on their 
investments.

For instance, the Baringo factory is yet 
to make any significant impact on the 
way farmers look at the crop as it only 
pays Sh35 (US 50 cents) per kilo of 
aloe gum, only Sh15 more that what 
middlemen used to offer before the plant 
was constructed. Farmers have been 
calling for the factory’s privatisation to 
make management responsive to market 
dynamics and their needs.

Aloe Vera gel 
gaining popularity
Aloe Vera gel 
gaining popularity
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SENSIPLANT
The horticultural greenhouse industry 
is increasingly using sensors. Growers 
are looking for additional information to 
further optimise their crops, and wireless 
communications are in great demand. 
Measuring the humidity content of 
different types of substrates is an 
almost unknown activity in greenhouse 
horticulture. Growers currently often 
determine how much water to give 
based on their gut feeling - something 
which cannot be expressed in figures, so 
that irrigation is never consistent. This 
negatively affects plant quality whenever 
too much or too little water is supplied to 
the net, resulting in reduced quality and 
losses.
In cooperation with TNO, Hoogendoorn 
has now developed Sensiplant, a wireless 
measuring system to easily determine soil 
humidity in different types of substrate.
 
Sensiplant allows you to monitor and 
anticipate irrigation needs. By connecting 
this system to your PC, you are not just 
able to see current measurements, but 
also how humidity content changes 
over a period of time.  You therefore 
know how much water disappears 
through absorption, evaporation or 
flushing, saving time and providing you 
as a grower with a tool to optimise your 
irrigation strategy. In turn, you can keep 
your water and fertiliser consumption 
under control, without negatively affecting 
the quality of your plants.
Sensiplant communicates with an access 
point connected to your computer 
across a wireless network. This wireless 
network can be expanded by placing 
additional routers in your greenhouse to 
create an expanded network for humidity 
content sensors to communicate across. 
Sensiplant can therefore function 
perfectly both on concrete floors and in 
roller containers.
Sensiplant is available as a basic package 
containing 5 sensors. In addition, this 
system can be expanded with further 
sensors, depending on the area you 
wish to monitor. The system does not 
depend on any specific brand of climate 
computer either. 

More insights, courtesy of 
LetsGrow!

By linking the system to LetsGrow, you 
can combine data from your climate 
computer with those obtained via 
Sensiplant.  That’s how you achieve a 
perfect overview of the different factors 
influencing the humidity content of your 
substrate, as this link enables you to 
combine information about radiation, 
outside temperature and greenhouse 
temperature with the substrate water 
content.
Sensiplant provides you with information 
about the actual soil humidity and about 
how humidity content changes over a 
period of time.
• You can control water and fertiliser 

consumption without negatively 
affecting your plants. 

• Sensiplant is wireless, so it can be 
used with both roller containers and 
concrete floors.

• The system does not depend on any 
specific brand of climate computer.

• A link to LetsGrow enables you to 
combine Sensiplant and climate 
data.

• Humidity measurements allow you 
to establish an optimum, consistent 
irrigation regime for your crops.

Sensiplant provides you with more 
information about your irrigation 

and promotes the quality of your 
plants!

“The risk of water deficiency is highest 
when plants are flowering.  There are 
some 4000 plants in one section. The 
moment these are dry for one day, this 
negatively affects quality. Greenhouses 
are growing ever bigger, with more and 
more crop sections, so you have to 
keep overall control of the situation. 
Sensiplant helps you to save time and 
avoid risks!”
Dion Ten Have, of Gebr. Ten Have C.V., 
who grow bellflowers at their site in the 
spring and cyclamen in the winter.

Sensiplant at Strijbisverbeek

Strijbisverbeek was created in 2006 when 
the ‘Strijbis Potplanten’ and ‘Sander 
Verbeek’ organisations joined forces. 
Strijbisverbeek is a company operating 
at 3 sites, in De Lier (2) and Maasdijk. 
They are growing Pot Chrysanthemums, 
Kalanchoes and Poinsettias on 12 ha. 
This grower has blossomed into the 
market leader in the pot chrysanthemum 
growing sector in the Netherlands in 
recent years.
Strijbisverbeek started measuring soil 
humidity using the Sensiplant on site 
at their Oranjepolderweg operation in 
Maasdijk at the end of September. We 
spoke to their crop supervisor Jeroen who 
grow pot chrysanthemums, kalanchoes 
and poinsettias at three locations in De 
Lier and Maasdijk..

What was the reason for your 
purchase of this system?

“As in our organisation, the decision 
about the correct irrigation is decided 
by different people, there was some 
discussion about whether the plant was 
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okay, or not wet or dry. We have a large 
number of different plants, so that this 
is somewhat difficult to determine. The 
Sensiplant system now offers us more 
insight into this, so that we can follow 
fixed guidelines for irrigation. We have 
a Priva climate computer, but as the 
system does not depend on any one 
brand of climate computer to work, it is a 
suitable product for us to use.” 
“There are 110 rolling tables with 
different varieties and colours of 
Poinsettia. These tables are all watered 
at the same time, which has varying 
consequences for the different varieties, 
as one type produces roots more quickly 
and therefore also evaporates and 
absorbs more water than another. It 
therefore sometimes occurred that one 
variety was dry while the other was still 
very wet. Sensiplant makes any such 
differences quickly visible. The system 
is currently used in 6 cm pots, as the 
substrate (potting compost) in such small 
pots dries out quickly.”
How do you use the Sensiplant 
system?
  
“The Sensiplant system is used to 
support the crop supervisors’ thoughts. 
Whenever I see in the greenhouse 
that the plants need water, I have this 
confirmed by the Sensiplant system, and 
vice versa. “
“The Sensiplant system enables us to 
prevent quality impairments, as the 

Dijk van Dijk started to measure the 
substrate humidity content using 
Sensiplant at de Hooflaan 17 in De Lier 
in mid-September. We spoke to Leen 
van Dijk about this.    
         
What was the most important 
reason for you to start working with 
the Sensiplant?

“The idea behind this was to obtain 
reliable information about the condition 
of the soil humidity and water absorption 
- a system enabling you to frequently 
check the plants’ soil humidity in 
different substrates which could be done 
using sensors”. Eventually, Leen van Dijk 
would really like to link these sensors 
to the irrigation computer to be able to 
automatically start irrigation using the 
measurements obtained.

What additional value does 
Sensiplant offer when growing 
Hydrangeas? 

“Hydrangeas are plants which are very 
difficult to grow in the winter period.  In 
our experience, the biggest contributor 
to this problem is the humidity content 
in the pot. Sensiplant offers a solution 
to this. It offers us a much more reliable 
picture of the humidity situation. We 
should be able to prevent problems such 
as leaf curl this way,” says Leen van Dijk.

uniform measurements make differences 
(between varieties) better visible, and the 
correct moment for irrigation is much 
easier to determine,” says Jeroen.
“The Sensiplant system allows us to 
prevent deteriorations in quality, as 
the consistent measurements make 
differences between species more 
visible. In addition, it is always easier 
to determine the correct moment for 
irrigation”.

Sensiplant at Dijk van Dijk 

Dijk van Dijk are growing Hydrangeas on 
5 hectares of glasshouse and 4 hectares 
of field containers. The van Dijk brothers 
started their site together in 1980. At 
the moment, they are growing different 
types of pot plants, according to Leen 
van Dijk on an area of 7300 m2 in size. 
Since 2001, his son Robin van Dijk 
has also been working in the company. 
The site has exclusively been growing 
Hydrangeas since 2000 now, with Ficus 
in the warmer part of the site to fill the 
winter gap.
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14 Flowers
Mr. Albert Vrolijk
Tel:0722589294
Email:14flowers@eikmail.com

Agriflora (K) Ltd
Mr.Kiriga Gitari
Tel: 051-61542
Fax: 051-61121
Email: agriflor@africaonline.co.ke

Alora Farm
Ms. Irene Limo / Mr Ketter
Tel:  020 217769/ 067 218444
Fax: 020 217770,067-52041
Email: ketter@africaonline.co.ke

Aquilla  Development Company Ltd 
Mr. Kuki Amrit.
Tel: 020-4442100/2-050-50609/10  
Fax: 0204443231 
Email: info@aquilaflowers.com
   
Bawan Roses Ltd 
Ms. Mbugua/Joe / Mboche
Tel: 020-724843/724912
 Fax 020-716768
 Email: bawan@africaonline.co.ke

Bekya Floriculture 
Mr. Yaacov Maimon 
Tel: 066-76244/38
Fax:066-76254/22945 
Email: bfl@bekya.com

Beverly Flowers  
Mr  Mwariki 
Tel: 020 862186/ 862296/ 512410
Fax: 020-862296
E-mail: beverly@spacenetonline.com

Bila Shaka Flowers 
Ms. Judith Zuuroier
Tel: 050-20742 
Fax:066-76006
Email: bilashakaflowers@africaonline.co.ke
 
Birds of Paradise
Mr. B. Baffer
Tel: 020-4440053 
Email:
 
Bobs Harries Ltd
Mr.Mike harries
Tel: 067-47250
Fax: 067-47233/067-21180
Email: bobs@africaonline.co.ke

Buds & Blooms (K) Ltd  
Tel: 051-212080/1
Fax: 212082/40791/020-721132 
E-mail: 

Buds of Paradise
Mr. Jawad Jaffer
Tel: 020-4440053/4444768
Fax: 020-4449605, 053-63138

Carnations Plants
Mr. Evi. Fieldman
Tel: 045-22301-020-4448934  
Fax: 22225 020-4448937 
Email: evi@exoticfields.com

Carzan Limited
Ms. Marie/ Zane/ Carol 
Tel:05020-20438/39/21222
Fax:05020-21032/051-61121/217770
Email:caarzan@net2000ke.com

Celinico Flowers Mr. Chris Shaw
Tel:066-72170/71163
Fax:72075 
Email: celinico@nbet.co.ke   

Charm Flowers 
Mr. Ashok Kumar  
Tel: 020 222433/337676
Cell: 0722-527242 
Email:ashki@charmflowers.com

Charmy Investment Ltd
Mr. Peter Wafula
Tel:0733-807432

Colour Crops
Mr.Stuart/Gina/Steve Scott
Tel: 051-52071
Fax: 065-72112

Enkasiti Flowers 
Tel: 067-44222/3, 067 340557
Fax: 067-44027 
E-mail: enkasiti@form-net.com

Equator Flowers
Mr. Clement Ngetich
Tel: 053-63138
Fax: 053-63138

Eustoma Kenya Ltd 
Mr Julius Mugutha
Tel: 067 520008
Fax: 067 52011/053 32684
E-mail:

Everflora Ltd. 
Mr. Khilan  Patel  
Tel: 067-54624/ 50624 
Fax: 020 230405/05020 21063 
Email: everflora@dmbgroup.com 

Extropica (K) Ltd.
Mr. William Angatia
Tel: 020 535929/31 
Fax: 020 335933/ 067 44266
Email:extropica@swiftkenya.com

Finlay Flowers Ltd
Mr. Harry/ Rory
Tel: 052 30471/ 30142/ 30247/ 30474 
Fax: 052 21181 052 30474 020 823344
E-mail:flowers@finlays.co.ke

Floricult (K) Ltd.
Mr. Knowles
Tel: 020 4446782 
Fax: 020 4446781
E-mail:

Gatoka Farm
Tel: 067 44001/235/242 
Fax: 067 44001/54017
E-mail:gatoka@swiftkenya.com

Gichuru Farm
Mr. Zachary Gichuru
Tel: 067 54010/ 2/3 
Fax: 067 54101

Harvest (K) Ltd 
Mr. Farai Madara/ John Williams  
Tel:  020 567712 
Fax: 045-22226 
Email: farai@harvestflowers.com  

Highlands Plants
Mr. Henry Flaton
Tel:065 72112
Fax:065 72112

Homegrown- Kingfisher 
Ms. Sue Nicolson
Tel:050 21132/20515
Fax:05020-21112 Email: 

Isinya Roses 
Mr. Rajesh P. Dave 
Tel: 045 552873/544826
Email: isinya@nbi.ispkenya.com 

Jet Flowers
Mr. Mohammed Mubarak
Tel:020 824740
Fax:020-442195
E-mail: info@jetflw.com

Karen Roses 
Mr. Daniel Kisongwo 
Tel: 020 884429/882064/29 
E-mail: dkisongwo@karenroses.com   

Kipipiri Flowers
Mrs. Sabeen
Tel: 0154-73182
Fax:0154-73237/051-32387

Kisima Farm
Mr. Martin Dyre
Tel: 062-41309 
Fax: 062-41424

Kordes Roses Eas Africa
Bas Smit
Tel: 020-892042 
Fax:020-890434
E-mail: info@kordesroses-ea.com 

Lake Flowers 
Mr. Mohamud/Emily 
Tel: 05020-21418/020-532939
Email: lakeflwr@africaonline.co.ke  

Lex  +
Mr. Steve Outram
Cell:0733609863 
Fax: 050-2020612
E-mail: lex@africaonline.co.ke

Lissen Roses
Mr. Haico Backer
Tel: 0733-621449 
Fax: 05020-41035 
Email: lissenroses@swiftkenya.com

Lobelia Ltd 
Mr. Peter Viljoen 
Tel: 062-41060
 Fax: 062-41278 
Email: psviljoen@afrcaonline.co.ke

Locland Ltd
Mr. V.J Patel
Tel 020-444297 /0502021271
 Fax:050-30336/32365

Longonot Farm Ltd
Jay Roffey
Tel:05020-30160/21257
Fax:05020-21084/241216

Magana Flowers
Mr. Mwangi 
Tel: 020-631440/1612
Fax: 020-631611 
Email: maganaflowesrs@saamnet.com

Maridadi Flowers  
Mr. Richard Kneppers 
Tel:05020 50430/29/ 
Email: farm@maridadiflowers.com  

Maua Agritech Ltd 
Mr. Sharad Pati 
Tel: 020 2700204  
Emailsharad@mauagritech.com  

May Flowers Ltd 
Mr. James Athika
Tel: 05020 21174 
Fax: 05020 21429

Mt. Elgon Orchards 
Mr. R.A Anderson 
Tel: 054- 31458/ 5431460 Fax: 054-31459
E-mail: bob@mtelgon.com  

Mweiga blooms 
Mr. Aggrey Wahome 
Tel: 020 229615/330027 
Fax: 020 211174  
Email: mweigablooms@wananchi.com    

Ngong Roses 
Mr. Charles Maina 
Tel; 045 41010/ 41052 Fax: 067 44266
E-mail: maina@africaonline.co.ke  

Nini Ltd.
Ms. Ruth Vaugman 
Tel: 05020-21165/20022
Fax: 05020 21112/020 4443231
E-mail: niniltd@africaonline.co.ke

Ol Njorowa Ltd.
Mr. Nassos/Issaias
Tel: 050 21112-3/020 /722500
Fax: 020 722584 
E-mail: olnjorwa@iconnet.co.ke

Olij Rozen 
Mr. maarten piet
Tel: 050-51018
Fax: 050 50189
E-mail: sales@olijkenya.com

Oserian Development Co.
Mr. Ruddy Benjamin
Tel: 05020 21036
Fax: 05020- 41035/  066-73015
E-mail: sean@oserianflowers.com

Pem Cultural Afrique
Tel: Julius/ Owiti
Tel: 020 605690/05020 32578
Fax: 062-41278

P.J Davey Flowers
Mr. Hitesh/ P.J Davey
Tel: 045- 21380-1/ 020 581750
Fax: 020 716768
E-mail: pjdavey@wananchi.com
 pjdaveflowers@wananchi.com 

 Panacol  International Ltd.
Mr. Wekesa/ Bonfance
Tel: 054-30916 Fax: 054-30917
E-mail: panacolinter@swiftkenya.com

Panda Flowers 
Mr. Richard/ Igal/ Duncan
Tel: 050 50046 
Fax: 050 2021083
E-mail: richard@ pandaflowers.co.ke  

Penta Flowers 
Mr. Tom Ochieng
Tel: 52136/52144 
Email: Penta@form-net.com 

Penta Tancom Ltd
D.M Kontos
Tel: 06752136 
Fax 06752041
Email: penta@kenyaweb.com

Pollen Sygenta Ltd. 
Mr. Iain Morell
Mobile: 0733-603575

Preesman International
Mr. Ron  preesman
Cell: 0737 260040
E-mail: preesman@accesskenya.com

Primarosa Roses
Mr Vilas Amodkar
Tel: 020 3540659
Fax: 020 2088351
E-mail:vilas@primarosa.com

Quality Roses (K) Ltd 
Mrs. Otieno
Tel: 066-22945 Fax: -066 22945

Ravine Roses Ltd. 
Mr. Emeritus Kasse
Tel: 051- 52281
Fax:020  862296
E-mail: ravineroses@ravine.karenroses.com

Redhill Flowers 
Ms. Ndungi/ Omwera
Tel: 066-76044/5 
Fax: 020 721132
Email: limuru@africaonline.co.ke 

Redlands Roses 
Ms. Isabelle Spindler 
Tel: 067-54017  205467
Mobile: 0733-609795 
Email: rlr@africaonline.co.ke  

Sharlimar Farm 
Tel: 050-2—5064230074 
Fax: 054-30917
Email: sharlimar@africaonline.co.ke -

Sher Karituri

Tel: 050-2020410/ 2020411
Email: shernaiv@africaonline.co.ke
 
 Sian Roses 
Mr. Jos van der Venne
Tel: 020 891089/891036 
Fax: 020 891095 
Email: jos@sianrose.co.ke  

Flower Exporters (Kenya) 
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AAA Growers
Mr. Ariff/Diaz
Tel: 020 821300-4
Fax: ̀ 020-821305
Mobile: 0722 702861
E-mail: aaa@growers.co.ke

Agrifresh Ltd. 
Mr. W. A. Dolleman
Tel:020 8560650

Ansa Horticultural Consultants 
Mr. Sam Wangai 
Tel: 3750348/821884 Fax: 020-3750044 
Email: ansa@icnnect.co.ke  

Avenue Fresh Produce 
Mr. C. Muchiri  
Tel: 020 825342/820015  
Fax: 020-825288 
Email: avenue@avenue.co.ke
avenue@net2000ke.com
 
Brandon Enterprises
Ms Grace Nyokabi
Tel: 020 242090
Fax: 020 248012
E-mail: Brandon@springs.com
  
Delmonte (K) Ltd
Tel: 0151 21601/ 21600
Fax: 0151 21414/ 30350
 
Doralco (K) Ltd.
Ms Christina Chenet
Tel:  020 521833
Fax: 020-521833
Mobile: 0733 262150
E-mail: doralco@samnet.com

Dominion Vegfruits Ltd 
Mr. John Mairura 
Tel: 020-823356 Fax: 020-823005 
Email: vegfruits@wananchi.com

Dr. Nicklin
Mr. & Mrs Nicklin
Tel: 050-20-20899
Email: nicknack@africaonline.co.ke
 

East African Growers 
Mr. P. Mahajan 
Tel: 020-822017/25  Fax: 020 822155 
Email: info@eaga.co.ke
Everest Enterprise Ltd 
Mr. J. Karuga/ Ms. Monicah Ndungu
Tel: 020-824141/823333 Fax: 020-824195 
Email: jkaruga@everest.coke/ everest@
africaonline.co.ke

Farmland Express
Mr. Ali Rashid
Tel: 020 749314 Fax: 020 743914
E-mail: Rashid@arcc.or.ke

Fishier Industries Ltd
Mr. Kahara
Cell: 0722983304

Frigoken Ltd 
Mr. Nasoor Verjee/ Grace Lubalo 
Tel: 020-860096/802642/3 
Fax 020-802643 Cell 0722 522945 
Email: frigoken@africaonline.co.ke    

G.N Farm
Mr. Joseph Mungai
Cell: 0733949696

Gekins Exporters
Mr. Geoffrey Kingau
Tel: 020-240715/ 250916 Fax: 020218238

Greenlands Agro Producers 
Mr. Peter Mwita  
Tel: 020-827079-82 Fax: 020-827078 
Email:marketing@greenlands.co.ke

Green Ventures
Tel:020-728724/725739 Fax: 020-710563

Homegrown Kenya Ltd 
Mr. R. Evans 
Tel: 020-3873800/387800/3874940 
Email: hgkadmin.nbohq@f-h.biz  

Jakal Services Ltd 
Mr. Bandali 
Tel: 020-223360 Fax: 020-315550

Fruits & Vegetables Exporters (Kenya)
Kakuzi Ltd 
Mr. R. Collins 
Tel: (060) 33012/31393 Fax: 067-64433 
Email: rcollins@kakuzi.co.ke 

Kenana Farm
Tel: 051-343034/0722725002
Email: pkenana@africaonline.co.ke

Kenya Fresh Exporters Ltd 
Priscilla W. King’angi 
Tel: 020-826267/8 Fax: 020-826268 
E-mail kenyafresh@swiftkenya.com  

Kenya Horticultural Exporters Ltd 
Mr. Manu Dhanani 
Tel: 020-650300/1/2  Fax: 020-559115 
Email: khe@khekenya.com

Krin Agribio (K) 
Mr. Karima/ Fransisco
Tel: 0161-30776 Fax: 0161-30776 
Email: krinken@africaonline.co.ke

La Pieve
Mr. Peter Zwager
Tel: 30210/12/2103 Fax: 21035/65

Makindu Growers & Packers Ltd 
Mr. Kamal Bij
Tel: 020-822812  Fax: 020-822813 
Email: info@makindugrowers.co.ke  

Mboga tuu Ltd 
Mr. J.Kent 
Tel: 020- 566497 Fax: 020 564467 
Email: mtl@wananchi.com  

Myner Exporters 
Mr. S. Maina Tel: 020-607997 Fax: 020 
607997 
E-mail: myner@todays.co.ke
maner@spacenetonline.com

Sunripe (1976) Ltd 
Mr. Hasit Shah/ Rashid/ Rashma
Tel: 020 822518/ 822879 Fax: 020 822709 
E-mail: info@sunripe.co.ke 
 
Super Veg Ltd 
Mr. R. Kachela 
Tel: 020-63820 Fax: 020-823236
Email: superveg@net2000ke.com

Veg Afric Ltd
Mr. Chawdry
P.o Box 1987,Naivasha
Tel:0733-747859
Cell:0733272233

Vegmon Agencies
Mr. Ndungu
P.o Box 27669, Nairobi
Tel:020-247420
Fax:020-253860
Email:vegmon@insight.com

Vert Fresh Ltd
General Manager
P.o Box 10132, Nairobi
Tel:576217
Fax:576217    

Vegpro Group 
Mr. Piet Van dan Berg 
050-50439/50440/0721 868312 
E-mail: piet@vegpro-group.com

W.M.C
Mr. Daniel Kibe
P.O Box 615,Naivasha
Cell:0722-924638

Wamu Investments Ltd
Peris Muriuki
P.o Box26026,Nairobi
Tel:020-823441/82499
Cell:0722-522869
Fax:020-824991
Email:wamu@form-net.com
 
Wesyways Ltd
Dr. Solomon Karanja
P.O Box 183, Naivasha
Cell:0722341968
Email:skaranja@yahoo.com

Woni Veg-fru Exporters
Mr. Mutiso/Jane Mutiso
Tel:020-545303
Fax:020-650350
Email:woni@swiftkenya.com  
 
Value Pak Foods Ltd 
Mr. Roy 
Tel: 020-020- 823438/39 
E-mail: value@wananchi.com  

Sian Maji Mazuri 
Mr. Raphael Mulinge 
Tel: 020- 2047800 
E-mail: mmfl@africaonline.co.ke  

Sian Winchester  
Mr. Wilfred Munyao 
Tel:020 891036 
E-mail: wmunyao@sianroses.co.ke
  
Simbi Roses 
Mr. Jefferson K. Karue  
Tel: 067 44292
E-mail: simbi@sansora.co.ke 

Soloplant K Ltd
Mr. Levi Aviv
Tel: 020 2017448
Fax: 020 2017449
E-mail: viv@soloplant.co.ke

Sote Flowers 
Mrs A Chesire 
Tel:054-72120  Fax: 054-72120-0721 668573 
Email: sote@muiltitechweb.com  

Star Flowers 
Tel: 050 50067
Cell: 0722 589294 
E-mail: starflowers@swiftkenya.com 
   

Suera Flowers Ltd.
Mr.  Muriithi
Tel: 065-32000/0724-210765 
Fax: 065 32309
E-mail: suerafarm@suerafarm.sgc.
co.ke  

Sunrose Nurseries 
Mr. Nehmiah Abraham 
020- 3586939/ 2014606 Fax 020 
2725798 
E-mail: Info@sunrosenurseries.co.ke 

Stockman Rozen Kenya Ltd. 
Mr James Hutchings 
Tel: 050 50625/6 Fax 050 50625/6
E-mail: info@srk.co.ke 

Tambuzi Ltd. 
Mr. Tim Hobbs
Tel:0176-31019
Fax:0176-31018 Cell:0722-881707
Email:tim@eastafrica.com  

Terra Nigra
Mr. Peter Van der meer/ Christian
Cell: 0722 926588/ 0723 288122
Fax: 050 50453
E-mail: kenya@terranigra.com

Terrasol 
Mr. sjaak Nannes
Tel: 066 76004
E-mail: terrasol@formnet.com

Tsara Rozen Kenya Ltd.
Ms. Cynthia Domifici
P.O Box 63543, Nairobi
Tel: 066-76282/76488 
Fax: 066-76006
E-mail office@tsararozen.com
 
Valentine Growers
Mr. Suzan Maina
P.O Box 1846,Kiambu
Tel: 066-22520/ 40108/ 51045 
Fax: 066 22531
E-mail info@valentine-flowers.com

Van kleef
Ms Judith Zuudier
Tel: 0722 364943/0728995932
E-mail: roses@vankleef.nl

Vegpro Group
Mr. Piet Van dan Berg
050-50439/50440/0721 868312
E-mail: piet@vegpro-group.com

Waridi Ltd
Mr. P Kadlag
P.O  Box 202,Athi River
Tel: 045-22873
E-mail kadlag@africaonline.co.ke

Windsor Flowers
Mr. Pardeep V. Kumar
tel: 067-44022/44279
E-mail:windsorflowers@africaonline.
co.ke

Wilmar Agro
Mr. W Kimani
P.O Box 1682, Thika
Tel: 067-30176 
Fax: 30176/22324
E-mail wilmar@bidii.com

Zena Roses
Mr. Mohan Choudery 
Tel: 067-4404/44620
E-mail: flowers@zenaroses.com
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African Agro Industries
Mr Pandya Kashyap
Tel: 0712 160030, 041 256875
Fax: 041 256870
Email: xpressions@utlonline.co.ug

Aurum Roses
Mr.Kunal Lodhia
Tel: 041 510200, 0712 333999
Fax: 041 533570
E-mail: kunal@aurumroses.com

Bedflowers
Mr.Toby Madison 
Tel: 041-266874
Fax: 041-280733

Belflowers
Mr.Mark graves
Tel: 0772 740101/ 0392 740112
Fax: 0392 251113
E-mail: mark@belflowers.com

Fiduga
Mr. John Rutten
Tel: 0772 722037, 0392 722032
Fax: 0392 280806
E-mail: john@fiduga.co.ug

Gomba Estates
Mr. Chris Febrey
Tel: 744572088
Email: chris@gel.co.tz

Jambo Roses
Mr.Daniel Kiryango
Tel: 041 258018, 0752 748077/ 0752 
784551
Fax: 041 344532
E-mail: jambo@infocom.co.ug

Kajjansi Roses
Mr. Bhat
Tel:041 200959, 0752 722128
Fax: 041 200314
E-mail: uday@kajjansi-roses.com

Magic Flowers
Mr. Jan krul
Tel: 0772 950670/ 041 220710
Fax: 041 223880

Mairye Estates
Mr. Mahamood Hudda
Tel: 041 344916/ 077 744620
Fax: 041 231 856
E-mail: mahamood@mairye.co.ug

Melissa Flowers
Mr. Toby Maddison
Tel: 0772 722262, 0392 722270
Fax 0312 250123
toby.maddison@melissa-flowers.com

MK Flora 
E.B Mweisiga
Tel: 075 231318
Fax:077408190

Oasis Nurseries
Vincent Senyonjo
Tel: 0712 286534, 0782 449928, 0312 263 
263444
Fax: 041 233444
E-mail: vincent@oasisnursery.co.ug

Pearl Flowers
Mr. Raghbir Sandhu
Tel: 041- 232578/ 0772 725567
Fax: 041- 344519
E-mail:pearl@utlonline.co.ug

Rosebud I&II
Sudhir Ruparelia, Peter Mwangi
Tel: 0772 777743, 0392 733029
Fax: 0392 280371
sudhir@rosebudlimited.com

Royal Van Zanten Ltd
Anja De Feijter
Tel: 031 234100/ 077725555
Fax: 031234210

Sai Farms Ltd
Shyam Sundar
Tel: 0772 604498, 041 577061
Fax: 041 448194
saifarms2006@yahoo.com

Uganda Hortec
Carlos W. Odoro
Tel: 0772 748217, 041 448279
Fax: 041 448130
E-mail: washcarlos@yahoo.com

UgaRose
Stanley Mulumba
Tel: 041 221244 0772 498216
Fax: 041 223808
E-mail: ugarose@infocom.co.ug

Royal Van Zanten (U) Ltd
Jacques Schrier
Tel: 0772 765555, 0312 234100
Fax: 0312 234210
E-mail: j.schrier@royalvanzanten.com

Venus Farm (U) Ltd.
S .N Kapoor
Tel: 041 349062/ 0772 709894
Fax: 041 349063
E-mail: midlandgroup@africaonline.co.ug

Victoria Flowers (U) Ltd.
Rene Bartoli
Tel: 041 320255 0712 730066
Fax: 041 321438
E-mail: victoriaflwr@one2netmail.co.ug

Wagagai Agriom Combination int.
Mr. Pim de Witte
Tel: 041 321222, 0712 727372, 0712 727377
Fax: 041321221
E-mail: pim@wagagai.com

Horticulture Exporters (Tanzania) Horticulture Exporters (Uganda) 

Allure Flowers LTD

Zummi A. Cardoso 

Tel: 255 752 190900

E-mail: allure@allureflowers.com

 

Arusha Blooms Ltd

Greyson Mrema

Tel: 255 27 255 3211 

Fax: 255 27 255 3212

fda@ars.bol.co.tz

 

Dekker Bruins (T) Ltd

Mr. Jan Huisman 

Tel: 255 27 2553138 , +255 744 458888

Cell: 255 784 458 888

Fax: 255 27 255 3116

Enza Zaden Africa

Jan Harm Beukema 

Tel: 255 255 3454

Fax: 255 355 3017

E-mail: manager@enzazaden.co.tz

Fides TZ LTD

Bert Kuyper 

Tel: 255 27 2553148 

Cell: 255 756 44 5500

Fax: 255 27 2553126

fides@habari.co.tz

Hortanzia Ltd

Mr. Joseph Giovianazzo

Tel: 255 784 200827

Cell: 255 754 200 827

E-mail: hortanziagm@cybernet.co.tz

Kiliflora Limited

Nick Stubbs

Tel: 255 27 255 3633

Cell: 0748 200801

Fax: 255 27 255 3827

E-mail: nick@kiliflora.com

KiliHortex Ltd

Erik Koster

Tel: 255 754 598158 

E-mail: kilihortex@habari.co.tz

Kilimanjaro Flair Ltd

Greg Emmanuel 

Tel: 255 784 392716

E-mail: greg@kilimanjaroflair.com

Manyara Estates

Mr. Leon/ Martien

Tel:2503597/ 748321542

Email: manyara@habari.co.tz

Mount Meru Flowers

Heike

Tel: 255 27 2553041 

Fax: 255 27 2553179

E-mail: ht@mount-meru-flowers.com

Multiflower Ltd

Tjerk Scheltema

Tel: 255 27 2501791 

Cell: 255 784 449 707

Fax: 255 27 250 1990

info@arushacutting.com

Q-SEM Ltd

Stephan De Bock 

Tel: 255 27 255 3444 

Fax: 255 27 255 3319

E-mail: info@q-sem.com

Shira Flowers Ltd

Ms. Belinda Van Vuuren

Tel: 0754 295514

admin@shiraflowers.com

Serengeti Fresh

Mital Shah 

Tel: 255 27 250 2129 

Fax: 255 27 250 9113

E-mail: mital@serengetifresh.co.tz

 

Tanzania Flowers

Bas Bruin 

Tel: 255 277 2553138, 255 255 3116

Cell: 255 754 508 891 

Fax: 255 27 255 3116

Tengeru Flowers Ltd

Mark Colman Ngalo

Tel: 27 253834, 754 858588 

Fax: 250 8092

E-mail: teflo@africaonline.co.tz

             teflo@habari.co.tx
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Horticulture Exporters (Ethiopia) 
“A” flower  
Ato. Anwar A  
011 5534697  
mekiya@ethionet.et

Abyssinia flowers 
Gerald   
Fax: 011 6631402  
Email: ggh_link@ethionet.et

Addis floracon plc 
Ketema   
Fax: 011 3206413  
Email: tasfaw@addisflora.com

Agri flora plc  
Mr. Pradeepan  
011 2513008  
flowers@ethione.et

Alliance Flowers plc 
Fax: Mr. Reddy   
E-mail: allianceflowers@rediff.com

Almeta Impex Plc 
Yonas Alemu 
Fax: 011 5515552  
Email: almeta.impex@ethionet.et

Aq rose plc  
Mr. Frank Ammerlaan 
Fax: 046 4414271  
Email: ethiopia@aqroses.com

Arsi agricultural  
Mr. Kebir H Wako
Fax: 011 4404716  
Email: arsiflowers@ethionet.et

Avon flowers plc   
Fax: 011 4169946  
Email:  info@olijethiopia.com
 
Awassa greenwoods plc    
Fax: 011 5528808 
Email: awassagreenwood@ethionet.et

Beauty green plc  
Yonas Tsegaye  
Fax: 011 5544604  
Email: seidlert@ethionet.et 

Blen flowers plc  
Mr. Tenage  
011 6627298  
blenflowers@ethionet.et

Chibo Flowers  
Ato H Gesesse  
011 6624546  
expincor@ethionet.et

Dandi bour floralia  plc    
Fax: 011 5522999  
Email: dbuc@ethionet.et

Dire highland flower plc
Mr. Seifu Bedada 
Fax: 011 5156888  
Email: dhf@ethionet.et

Dream flowers plc 
Mr. E. Ravi Chandran
Fax: 011 4160098  
Email: eravi@lycos.com

Dugda floriculture    
Fax: 011 2752464  
Email: dugdaagri@ethionet.et

DYR   
Yoseph Beyene  
Fax: 011 6623178  
Email: dyr@ethionet.et

Eden Roses  
Tshaye   
Fax: 011 6461446  
Email: edenroseplc@ethionet.et

Enyi Ethio rose  
Mr. Endare Yirga 
fax: 011 3482000 
Email: enyi@telecom.net

Et-highland flora plc 
Tim Harrap  
Fax: 011 4660980  
bnfetf@ethionet.et

Ethioagri-ceft  
Birru Abede  
Fax: 011 6615573  
Email: ethioagriceft@ethionet.et

Ethio dream plc  
Salek Albert  
Fax: 011 1674544  
Email: ethiodream@ethionet.et

Ethio plants plc  
Mr.Robert Pol  
Fax: 011 3871278  
Email:  info@ethioplant.com

Ethiopian Cuttings
Mr. Claudio Katz 011 6624655  
ethiopiacuttings@ethionet.et

Ethiopia magical farm
Mr.Daniel Bentora 
Fax: 011 624854  
emf@ethionet.et

Euro Flora plc  
Mr.Shiranda Pia  
011 6293093  
euroflora@ethionet.et
  
Florensis Ethiopia plc 
Ronald vijverberg 
Fax: 011 6525559     
Email:  florensis@ethionet.et

G arad highlands flowers 
Salhadin Abubakar 
Fax: 011 6540120  
Email:  gaflower@ethionet.et

Golden rose agro farm ltd 
 Mr. Ryaz Shamji 
Fax: 011 4169946  
Email: gomba@ethionet.et

Herburg Roses Plc
Mr. Adrianus Gerardus 
Fax: 011 4414284  
Email:  herburgj@ethionet.et

Holeta rose plc  
Mrs Hadia Mohammed 
Fax: 011 4671794  
Email:  holroses@ethionet.et

Ilan tot plc 
Mr. Ilan Iliyhu  
Fax: 011 656 9092  
Email: ilantot@walla.com

J.J Kothari plc  
Mr. Mukesh Meta 
Fax: 011 4661122  
Email: jjkothari@ethionet.et

Joe flowers plc  
Mr. Wondirad Firdu  
Fax: 011 1551574  
Email: joeflowersplc@yahoo.com

Jordan River herbs plc 
Mrs. Anat Harari Degani  
Fax: 011 6540210  
Email:  flower_herb@yahoo.com

Joytech    
Mr.Arenon Carmel 
Fax: 011 6620206  
Email:  arenon@joytechplc.com

Karuturi Sai Ramarkrishna 
Mr. Anil Tumu 
Fax: 011 6183171  
Email:  aniltumu@yahoo.com

Linssen rose   
Mr. Peter  Linssen 
Fax: 011 3205669  
Email: linssenroseset@ethionet.et

Lafto Roses   
Gerad Van Der Deijl 
Fax:011 5541470   
Email: laftoroses@ethionet.et 

Lucy Ethiopia flowers plc
Mr. GWM Gerurts 
Fax:011 3200477  
Email: ger@lucyflowers.com

MAM Trading plc  
Ato Mussema Aman 
Fax: 011 4402081  
Email: mamtrading@ethionet.et

Maranque Plants Plc  
Mr. Marc Driessen 
Fax:011 372401  
Email: maranqueplants@hotmail.com

Marginpar Ethiopia Pvt. Ltd 
Arjan Van Roessel 
Fax: 011 5517453  
Email: marginpar@ethionet.et

Menangesha Flowers Plc 
Mr Solomon Sibehatu 
Fax: 011 5512414  
Email: menaflow@ethionet.et

Metrolux Flowers  
Mr. Daniel Gad  
Fax: 011 4663701   
Email: Meskel Flowers Plc

Minaye Flowersplc  
Ato Yidnekachew 
Fax: 0113710627  
Email: minaye@ethionet.et

Mullo Farm Plc   
Ato Gezachew  Belay 
Fax: 011 6631402  
Email: gglink@ethionet.et

Noa Flora Plc  
Mr. David Klein  
Fax: 0116186096  
Email: noaflora@gmail.com

Oda Flower Plc   
Dr. LemLem Sisay 
Fax: 011 1561547  
Email: odalem@ethionet.et

Omega Flower Plc  
Ato Daniel Gad   
Fax: 011 4663701  
Email: dgad@comcast.net

Oromia Wonders  
Mr. Siva  
Fax: 011 6181223  
Email: oromiawonders@yahoo.com

Rainbow Colours plc  
Ato Makonnen    
Email: mchekore@yahoo.com

Rose Ethiopia Plc  
Mr. Emanuel  
Fax: 011 6625416  
Email: roseethiopia@ethionet.et

Roshnara Roses Plc 
Mr. Bhanu Prasad  
Email: roshanararoses@gmail.com

Sathya Sai Farm (E) Ltd Plc 
 N.L. Shyam Sundar  
Email: saifarm2006@gmail.com

Saron Rose Agrofarm Plc   
 Ato Nigusse G. Miriam   
Email: saronfarm@ethionet.et

Sheba Flowers Plc 
Mr. Roterm Yessef  
Fax: 011 618329  
Email: roterm@shebaflowers.com

Siet Agro Plc  
Mr. Ermias Tedesse  
Fax: 011 5533685  
Email: sietagro@ethionet.et

Spirit  Plc  
Mr. Michael Asres  
Fax: 011 6628377  
Email: spirit@ethionet.et

Sammit Plc  
Mr. Michael Asres  
Fax: 011 6604862  
Email: summit@ethionet.et

Super Arsity Flowers Plc   
Fax: 011 553469
  
Supra Flowers Plc 
V.Mahesh Babu   
Fax: 011 6613880  
Email: suprafloritechplc@yahoo.com

Tabor Herbs  
Solomon Sebehatu  
Fax: 011 5512014  
Email: taborherb@ethionet.et

TAL Flowers Plc  
Mr. Gil Peleg   
Fax: 01161899700  
Email: tal@ethionet.et

Tepo Agricyultural Plc 
Mr. Kebrabe Abebe  
Fax: 0115515145  
Email: teppo@ethionet.et

Tinaw  Business S.C 
Ato Tesfaye   
Fax: 0113720113  
Email: bap@ethionet.et

Top Flower Plc  
Ato Kamil Abdulkader  
011 5534297  
mekiya@ethionet.et

Johnson Flower Farm 
Ato Yassin legesse  
Fax: 011 4390129  
Email: yassinj@yahoo.com

Ziway Roses  Plc  
Mr. Peter G.D Van   
Email: heukelom@ethionet.et

Zaguwe Flora Plc 
Ato Adiam Eyasu  
Email: adiam.eyasu@gmail.com
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Agro Irrigation & Pump Services Ltd
Mr. Mahesh Halai
Tel: 020 6751042
Fax: 823708
Email: info@agroirrigation.com

Amiran Kenya Ltd
Mr: Wilfred Kinoti/ Moskovich
Tel: 020 824860/1/2/3
Email: amiran@amirankenya.com

Agrichem & Tools Ltd
Mr. Shiaz Karmali/ Kalpesh
Tel: 020 82049516-7
Fax: 020 820498
Email: kalpesh@agrichemandtools.com

Bio Medica Laboratories Ltd
MS. Julia
Tel: 020 535867/68
Fax: 020 535869
Email: biomedical@wananchi.com/
            biomedical@africaonline.co.ke

Bayer Cropscience
Mr. Tuni/ Karanja
Tel: 020 8560667-69
Email: info@bayerea.com

Elgon Kenya Ltd
Mr. Kumar Santosh
Tel: 020 534410, 534810
Fax: 020 534807
Email: sales@elgonkenya.com

Farmchem Ltd
Mr. Charles Mulinge/ Muli
Tel: 020 550448/9, 552711/8
Fax: 020 551207, 652434
Email:farmchem@farmchemafrica.com

Highchem Essentials Ltd
Mr. Nelson Gachuiri
Tel: 020 557744, 530774/83
Fax: 020 652573, 534727
Email: essentials@highchem.co.ke

Hygrotech E.A Ltd
Mr. George Miruka
Tel: 050 50064/ 50500
Fax: 050 2021277
Email: sales@hygrotech.co.ke

Juanco SPS Ltd
Mr. Mwai
Tel: 020 2088754/ 23400097
Fax: 020 2088783
Email:info@juancogroup.com

Lachlan Kenya Ltd
Angus Ker
Tel: 020 2073914
Fax: 020 2060260
Email: lachlan@agriculture.co.ke

Ocean Agriculture (EA) Ltd
Trevor Shrewin
Tel: 020 6750758/743
Fax 020 2049857
Email: trevor@oceanagea.com

Orion (EA) Ltd
Mr. Naptali Mureithi/ Ruo Maina
Tel: 020 785414/ 786320
Fax: 020 786700
Email: orion@orioneastafrica.com

Osho Chemical Industries Ltd
Mr. Kennedy Okech
Tel: 020 2386253/ 533621/3
Fax: 020 531429, 650197
Email: oshochem@oshochem.com

Sygenta (EA) Ltd
Mr. Kassim Owino
Tel: 020 3228000
Fax: 020 535456, 532753
Email: kassim.owino@sygenta.com

Twiga Chemicals Industries
Mr. Patrick Amunyunzu
Tel: 020 3942000/ 3942300
Fax: 020 3942405
Email: info@twiga-chem.com

Agrochemicals  Co.(Kenya) 
Afa Pack Ltd
Mr. Aleem Fazal
Tel: 020 4451398, 3005615,2052520
Email: afapack@africaonline.co.ke

Allpack Industries Ltd
Ms. Edith Oyoo
Tel: 020 20512255
Fax: 020 20553717
email: info@allpack.co.ke

Betatrad Kenya Ltd
Ms. Priscilla 
Tel: 020 821328/ 2012272
Fax: 020 821329/ 2034239
Email: info@betatrad.com/ betatrad@
nbnet.co.ke

Carton Manufacturers
Mr: Amish
Tel: 020 530687/8, 540844
Email: iinfo@carton.co,ke

Dilpack Kenya Ltd
Lesley Barnes
Tel: 020 821379/ 80
Fax: 020 821379
Email: info@dilpack.co.ke

Dodhia Packaging Ltd.
Mr. Raju
Tel: 020 531020, 531021, 531022
E-mail: sales@dplkenya.com

East Africa Packaging Industries Ltd
Mr. Meshak Dwallow
Tel: 020 3955600
Fax: 3955601
Email: mod@eapi.co.ke

Packaging Co.(Kenya) 
Packaging Industries Ltd
Mr, Visram
Tel: 020 3745614
Fax: 020 3745395
Email: pacmat2002@yahoo.com

Techpak Industries Ltd
Mr. Nelson
Tel: 020 554834/ 556133
Fax: 020 542608

Thermopack Kenya Ltd
Amit Shah/ Purity Muthama
Tel: 020 550486/7
Fax: 020 550488
Email: sales@thermopakkenya.com

Signode Packaging
Mr. Paul
Tel:020 2135002 /3
E-mail: info@signodekenya.co.ke

Silpack Industries Ltd.
Mr. Biren Shah
Tel: 020 350300/ 1, 552063/ 7
Fax: 020 555255/ 556239
Email: info@silpack.com

Statpack Industries Ltd
Ms. Violet
Tel:020 821404/5/6, 820575
Fax: 020 820877, 820277
Email: info@statpack.co.ke

Quotes and a little Laughter
•  True compassion is more than flinging a coin to a beggar. It comes 

to see that an edifice which produces beggars needs restructuring.” 
Dr. Martin Luther King Jr.

•  “I know of no safe depository of the ultimate powers of the society 
but the people themselves; and if we think them not enlightened 
enough to exercise their control with a wholesome discretion, the 
remedy is not to take it from them but to inform their discretion.” 
-Thomas Jefferson

• It is not the coritirc who countess; not the man who points out how 
the strong man stumbles, or where the doer of deeds could have 
done them better. The credit belongs to the man who is actually in 
the arena, whose face is marred by dust and sweat and blood; who 
stories valiantly … who knows great enthusiasms, the great devotions; 
who spends himself in a worthy cause; who at the best knows in the 
end the triumph of high achievement, and who at the worst, if he 
fails, at least fails while daring greatly, so that his place shall never be 
with those cold and timid souls who neither know victory nor defeat.” 
A Full Life is a life lived in Trust.

 The most beautiful things in the world must be seen from the heart 
- - - 

• You cannot find fulfillment by observing others from the sidelines. 
Work together toward shared goals with a group of people you care 
about. Being passionate about helping other people or righting 
wrongs. Failing and then regrouping to learn from your mistakes. 
Making a difference in the world through your combined efforts.

Boost your productivity with a little office laughter and banter

EAGER TO IMPRESS THE BOSS
A young executive was leaving the office late one evening when he 
found the CEO standing in front of a shredder with a piece of paper 
in his hand.

“Listen,” said the CEO, “this is a very sensitive and important document 
here, and my secretary has gone for the night. Can you make this thing 
work?”

“Certainly,” said the young executive. He turned the machine on, 
inserted the paper, and pressed the start button.

“Excellent, excellent!” said the CEO as his paper disappeared inside 
the machine. “I just need one copy.”
“A good belly laugh is worth two cups of coffee and one trip to your 
therapist.”  (Paul McGhee).


