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Being at the India-Australia 
World Cup match at the Oval 
is an experience that is quite 
surreal. And more so when I 

had this invite from La Fleur CEO 
Hariharan Subramaniam (photo) to 
discuss his plans for the Indian market 
through its new Indian venture La Fleur. 
The concept of the new venture is simple 
— to make quality fresh flowers 
accessible to the Indian consumers. This 
is primarily being done through 
supermarkets which will be the main 
point of sale. Considering that the model 
of selling flowers at super markets work 
well abroad and the parent company, 
Indifresh has been doing business in the 
United Kingdom for 15 years and exports 
roses from India, the floriculture market 
in India is all set to get a swanky new 
makeover. The brand, born and bred in 
the UK, will introduce the culture of 
hand bouquets to India by bringing their 
high quality, sustainably packaged 
flowers to leading supermarkets at 
attractive price points all this while 
supporting only local growers for 
sourcing flowers. Interestingly the 
model in India is the set bouquet route 
rather than loose stems. Subramaniam 
tells us more in this exclusive tête-à-tête.

What is spurring the demand for 
flowers in India?
I think the Indian market is growing 
very fast and there is already a big 
demand for flowers. Traditionally we 
have been using it for weddings and 
events. With super markets coming in, 
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and everything works in India. So I 
think what works worldwide will 
work in India and flowers that do well 
are roses, chrysanthemums, gerberas, 
lilies and carnations as these sell in big 
numbers. In India there is also a 
demand for exotic flowers that of 
course need to be imported as they are  
not grown in India. But as we have just 
started we kept it simple and we use 
only flowers that grow in India.

What are the other distribution 
channels that you propose to use?
We have a big wish list and for the 
financial year 2019-2020 we are 
focusing on supermarkets and we are 
in 36 outlets in Mumbai, Pune and 
Bangalore which we want to take to 

there is a market that needs to be 
created as the consumer in India is 
very similar to a consumer in the West. 
Of course India is a varied country and 
the middle class and above is very 
aspirational and a lot of people are 
buying flowers for personal use and 
that market is growing. Convenience, 
lifestyle and economy are the three 
reasons why people shop in 
supermarkets and we believe with 
flowers we will find that the market 
will grow as we find new consumers 
and new buying habits.

What can La Fleur do to make its 
presence felt in the market?
What we want to do is bring in some 
structure into the market as currently 
how it is marketed in India is very 
unstructured as you buy from hawkers 
or florists. As we are experienced in 
exports to UK from India we have 
systems in place that have helped us to 
grow the market here. And that will 
help us to create awareness with 
consumer on quality. We have the 
same system for both as we have our 
export sector well established. We use 
the same post-harvest technique for 
exports. Quality, vase life and value 
for money is what we have added to 
the flower spectrum in India.

What are the key kinds of flowers that 
do well in the Indian market?
All flowers do well in India as there 
are various segments in the market 
and each segment has a different taste 
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