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My name is Sukhin Chawla, from India. I am currently pursuing my studies in Masters of  

Agribusiness in Kansas State University, U.S.A. Before that I worked in Australia as a field officer in 

Minnipa Agriculture Research Centre, South Australia, where I gained a lot of knowledge in how 

Australian agriculture works and how important the research is in the country for feeding millions  

of people each day. One day when I finish my studies, I would like to run my own organic retail shop.  

I also have a passion for writing, which led to my connection with Australian Flower Industry 

magazine, and now I have this wonderful opportunity to share my thoughts whilst working in  

the agriculture field. 

I would like to tell the story of Soex Flora, one of the largest growers and exporters of fresh cut, 

premium-quality flowers from India. My aim is to give readers a perspective from the other side of the 

flower trade, from the point-of-view a flower export business that has supplied products to Australia  

for the last five years.

to the exacting standards and parameters set by Soex  

Flora. The farms are all located in close proximity to the  

base farms and technical teams of Soex Flora, who visit  

them on a regular basis and provide technical know-how  

to make sure the �nal product is on par with international 

standards. 

Soex Flora is highly committed to the business of exporting 

�owers worldwide, including visiting and exhibiting in 

international exhibitions and conferences. The quali�ed 

marketing team is regularly engaged in the analysis of the 

demand and trends in various markets and the identi�cation 

of potential new markets. Since Australia is one of their most 

important markets, the team has approached a number of 

companies in the country. Initially, they started with small 

exported quantities, and using feedback they collected on 

customer preferences, they started to grow the business  

in Australia. 

The company has been supplying �owers to the Australian 

market for the last �ve years. While there is at yet no regional 

o�ce in Australia, the company has been gradually 

expanding its export trade with Australia. On average, 75 to 

80 per cent of their total produce is exported to various parts 

of world, and of this, the Australian market receives 30 to  

35 per cent. There are plans to add further �owers to their 

existing product range, as explained by Mr Narendra Patil, 

Vice President of Soex Flora. 

Insights into  
�oriculture in India

“Recently there has been a sudden boom of the !ower 

industry in India...”

“The business includes some contract farming, with all 

!owers grown according to the exacting standards and 

parameters set by Soex Flora.”
W

alter Hagen said it so well all those years ago: “You’re only 

here for a short visit. Don’t hurry, don’t worry. And be sure 

to smell the �owers along the way.”  It remains timeless 

advice. Flowers have always played an important part of 

every walk of life in Indian culture, from o!erings to God to 

accompanying us during periods of joy, sorrow and celebration 

ever since the day that life was created. It is very interesting to 

see how di!erent types of �owers have been associated with 

di!erent feelings and emotions. 

Recently there has been a sudden boom of the �ower 

industry in India, a country where the industry does not rely 

only on exports but where domestic demand is equally 

important. Over the last few years, demand has been  

growing substantially. 

The �ourishing �ower industry in India has given a new 

outlook to companies like Soex Flora. Soex Flora is a 

renowned name in the cut �ower industry and is dedicated 

to serving global markets such as Australia, the U.S.A.,  

New Zealand, the Middle East and Europe. The company 

grows a wide range of roses in greenhouses that cover an 

area of over 30 hectares, as part of a sprawling farm over a 

massive area of 100 hectares in Maharashtra. Premium-quality 

roses are maintained with the assistance of an ideal climate 

and fertile soils, as well as the input of highly-quali�ed 

�oriculturists and plant technologists who ensure strict 

compliance of processes, from growing the �owers  

through to packing for dispatch. The business includes  

some contract farming, with all �owers grown according  
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“There are certain constraints in the exporting business to 

Australia. The major constraint from an exporter’s perspective 

is the restricted availability of �ights from India to Australia, 

which leads to very high freight, and also, the transit time is 

huge. That adds an extra cost and delays in the delivery 

sometimes,” said Mr Patil.

in Holland. He recognised the need for e�cient systems for 

the advancement of �oriculture in India and began to 

implement new ideas to help Soex Flora become a leader in 

the market. He has now been a part of the Soex Flora family 

for almost 20 years, during which time he has engaged in 

international trade fairs and visits and has worked not only in 

the production �eld but also in the �elds of marketing, 

packaging and innovative technologies.

From India’s perspective, Mr Patil feels that the cut �ower 

industry is mounting, as demand in exports as well as the 

domestic market have both been expanding. However, the 

industry still needs a stronger push to become more 

organised and to improve its recognition on a global level. 

“The business overall is anticipated to grow in future. In 

particular, export of �owers to Australia is promising, as we 

have a good understanding of the market trends and 

preferences, and we will continue to ship products of the 

utmost quality that are on par with market standards”,  

he said. 

“He recognised the need for e"cient systems for the 

advancement of !oriculture in India...”

Narendra Patil started working as a �nance professional in 

1994, but he was always inclined to do something in the 

agribusiness industry. He got his chance in 1995 to work with 

a team on a Soex Flora project to determine the best 

techniques for growing roses and for exporting them to 

various parts of the world from India. He thoroughly 

researched the subject, spending countless days on the farm 

and later �ying to Holland to attend the largest �ower auction 

Narendra Patil, Vice President of Soex Flora
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The company is in favour of following the very strict 

standards that Australia places on imported products, as  

only genuine growers following good agricultural practices 

and cultivating quality products can sustain a business  

in the export market. Being highly perishable in nature,  

it can be di�cult to maintain such a high standard of  

quality in cut �ower products. Despite this, Soex Flora has 

attained a level of 97 to 98 per cent of successful 

consignments. The changing trends from season to  

season and year to year are the leading force that compels 

the company to continue to innovate. It is well set up  

to tap into the market with new colours and new varieties  

on a regular basis, making sure that their �oral basket  

always looks stunning and attractive to the dealers and  

the customers. 

Managing Director at Soex Flora, Mr. Arif Fazlani, 

acknowledged the contribution of each member of the team 

and the extensive support that they provide to the company. 

He was proud to say, “Today, we are one of the largest 

exporters of �owers from India”. 

www.soex!ora.com

“The changing trends from season to season and year 

to year are the leading force that compels the company 

to continue to innovate.”


