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At this year’s Rhino charge a new record was set with KES 108,617,802 raised towards the efforts of conservation.
Seen here is the local community receiving a Cheque for KES 4,190,145.  
Story on page 5 
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Interview with Karsandas Tribhovan Padia.

Karsandas Tribhovan Padia is son to the founder of Highlands 
Mineral Water Co. Ltd. He has held many roles in the 
company over time from being a driver and a salesman to 
being the Managing Director and later the Chairman of the 
company, a role which he stepped down in 2011. He joins us 
today to give us insights on how Highlands came to being 
and how he views the changes the company has made.

Mr. Padia, it is an honor having you with 
us today. You are one of the milestones of 
Highlands. Tell us how it all began. 

The company was started in 1947 as Padia Stores by my 
father, the late Tribhovan Padia in a very small facility with 
a hand operated machine in Nyeri. In 1954, we built a new 

factory with an automatic plant and the company name changed 
to Highlands. Later in 1977, we built a second factory and this is 
where the company’s plant has been till date. 

I joined the business in 1948 with my brother the late Jamnadas 
Tribhovan Padia.  We had all kinds of roles in the company 
including drivers, salesmen, helpers and we would deliver product 
from door to door.  The roads were dry weather roads and during 
the rainy season, it was impossible to navigate through.  

What was your Vision for Highlands back then

Our vision back then was to develop the business and 
put up various plants in different areas.  The vision has of 
course changed with time and  right now we’re focusing on 

becoming a total beverage company that is the first choice for all 
refreshment needs in East Africa through innovative products that 
deliver a great taste and quality experience.

Q

A

Please share with us the key memories from 
these early years? Any key achievements or major 
challenges?

My fondest memory was driving my truck and getting stuck in 
the mud during the rainy season.  We persisted through these 
difficulties and that was how we actually created and developed 

the Highlands brand name.
The key achievement is having built a truly Kenyan company that 
produces high quality soft drinks. This was accomplished with the help 
of my family.
In terms of challenges, competition was tough even back then but we 
survived by adapting and developing new products through Innovation 
which is very critical to satisfying the changing customer needs and 
wants. 

Over the recent years, the Company has greatly 
evolved as one of the top beverage companies in 
East Africa. How do you see these changes?

The changes are very positive and I feel proud to see the company 
succeed despite all the difficulties. It is a good legacy to leave behind. 

Any Final Words to share with our readers?

I’m happy and proud of our new range, Club Sodas and its 
continued success in penetrating the market. It is amazing that after 
all these years our customers are still loyal and we are constantly 

getting new customers.  It reaffirms our presence in the market and  I 
would like truly to thank our customers for their continued support.  
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My fondest memory was 
driving my truck and getting 
stuck in the mud during the 
rainy season.  We persisted 
through these difficulties and 
that was how we actually 
created and developed the 
Highlands brand name.
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The 2015 Rhino Charge

The Rhino Charge is an annual off-road motorsport competition 
that has been held in Kenya since 1989. The event is organised 

to raise funds to support the activities of the Charitable Trust Rhino 
Ark. The Charge is a unique and exciting competition that requires 
bravery and a high level of skill in off-road driving and navigation. 
Entrants are required to visit 13 points (guard posts) scattered over 
approximately 100 km² of rough terrain within a 10 hour period. 
In the interest of conserving the Aberdare Range, Highlands Mineral 
Water Company Limited has been continuously supporting the 
Rhino Charge for the past 19 years. Through the noble Rhino Ark 
Charitable Trust, the Aberdare has remained one of Kenya’s biggest 
water catchment areas, supplying more than half of the water that 
keeps Nairobi and its environs alive and energized.
It’s also thanks to the teeming streams of the Aberdare rainforest, 
that our products have become part and parcel of Kenyan history. 
Ashwin Padia, Highlands CEO told us; “As part of our long lasting 
relationship with this popular event, Highlands collects and recycles 
all the PET bottles used in the course of the weekend. It’s the least 
we can do to keep the environment clean.”

The Rhino Charge 2015 was held on May 31st in Kalepo 
(Namunyak Conservancy), Samburu County. This year a new 
record was set with KES 108,617,802 raised. This beats last year’s 
figure of KES 102 million and the previous year’s figure of KES 90 
million. The top three fundraisers for this year were Car 5 - Alan 
McKittrick (KES 7,595,979), Car 23 - Peter Kinyua (KES 5,620,000), 
and Car 35 - Mark Tilbury (KES 4,546,925). The winner of the 
Rhino Charge 2015 was Car 48 – Mark Glen having visited all the 
guard posts in 32.051km (shortest distance).
In this year’s Rhino Charge, we had a surprise competition dubbed 
Spot & Win where we put up a big banner with a collage of pictures 
from the 2014 Rhino Charge of chargers enjoying Highlands 
products. This steered a lot of excitement as the chargers saw 
their pictures and claimed their prizes.
Additionally, this year a film on Rhino Charge and Highlands was 
shot and aired on EuroSport globally. 
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The 16th Safaricom Lewa Marathon
Highlands Mineral Water Company is proud to be supporting 
the Safaricom Lewa Marathon since its inception, 16 years ago. 
The Safaricom Lewa Marathon has a reputation of being one of 
the ten “must do” marathons in the world, hosting 1,200 runners 
from over 20 different countries. As a truly Kenyan company, 
we are aiming to improve the well-being of the citizens and 
hence by supporting this event we are helping in the community 
development of the people of Lewa.
Through the partnership of Safaricom Ltd, Tusk Trust and the 
Lewa Wildlife Conservancy, money raised is used to build schools, 
hospitals, as well as fostering community and conservation 
projects. 
One of the more notable characteristics of the Lewa Marathon 
is the setting in which it takes place. The race takes place on the 
Lewa wildlife conservancy, a game park that is home to a variety 
of large African wildlife including lions, elephants, rhinoceros, and 
the greatly feared cape buffalo. 

There are no physical barriers separating the runners from 
the wildlife, making Lewa a unique experience in the running 
world. As a result, the Lewa Marathon has developed into 
one of the country’s major sporting events with a reputation 
for being one of the ten “must do” marathons in the world.
The Lewa Marathon 2015 was held on 27th June at the Lewa 
Wildlife Conservancy. The event has three races: The full 
marathon, the half marathon and the Kids race. The winners 
of the races were as follows: Full Marathon - Elijah Mbogo in 
2hrs 20min 18secs, Half marathon - Robert Wambua Mbithi 
in 1hr 4mins 59secs and the Kids Race – Daniel Kaunga in 
20mins 35secs. This year, we were proud to have a Highlands 
team participating in the marathon.
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Key Accounts team training
We continuously invest in training our employees as it helps 
them grow and evolve to professional excellence. On June 24th 
2015, the key accounts team attended a training session and 
plant visit in Nyeri. The training was aimed to equip the team with 
skills that will help them execute their duties more effectively 
and efficiently, including account management, merchandising 
guidelines and others. 

Audit Training
In an aim to improve the efficiency of our processes, associates 
from all departments attended an internal auditors training. The 
training was facilitated by Bureau Veritas, a company that is a 
global leader in Testing, Inspection and Certification. The training 
is geared towards empowering our employees to continuously 
audit our processes under ISO 9001:2008, a quality management 
system (QMS). This will ensure that all our processes are 
continuously kept in check.
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Lipala Performing Arts
Lipala Performing Arts Festival is an event created by the 
students at Greensteds International School with the sole 
purpose of celebrating the performing arts in all their splendor. 
The event appreciated Art, Drama, Music, Literature, Media and 
Fashion created and presented by students. It provided a unique 
opportunity to reflect on the future of the performing arts in 
Kenya.
Highlands was honoured to sponsor this inaugural event that 
was held at Greensteds International School in Nakuru on 20th 
June 2015. Supporting young adults develop and showcase 
their talents is key to supporting the growth and development 
of the country. Additionally, Highlands inspired the students to 
create art in form of Paintings. This event is set to be taking place 
annually.
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We asked Neki Mbaga how he was inspired by 
Highlands Mission, Vision, Values and Products to 
translate his interpretation into a painting.  
The image above and the meaning below are his 
interpretation.

“The colours of the three hands facing down represent 
your products.
Blue - water 
The right hand side - juices and cordials 
The left hand side - sodas 
The hands represent Highlands Mineral Water Co.” 

“They reflect the mission & vision for your 
consumers and dedication & integrity towards 
satisfying your consumers and making yourselves the 
brand leaders in the beverage industry.
“The people’s first choice.!”
They show a sign of help to people and a sign of 
readiness to do all that is possible just to satisfy the 
people.
“The hands facing upwards represent your 
consumers. They are brown toned to represent the 
people and how dry they are without Highlands to 
quench their thirst. Some hands are now receiving 
your help (three hands from middle to the right) 
and are being quenched as a result of your helping 
hands.”

An Artist’s Interpretation of 
Highlands Mineral Water Co. Ltd

“You will also notice that the brown hand on the left 
side is also eagerly about receive a helping hand 
from Highlands company. That should show a sign of 
high demand for your products because the people 
need them and are ready to have them. When your 
consumers look at that painting, they should feel like 
you are there because they need you to.”

“There is a another hand by the background which 
is completely dry and is not about to receive any of 
your helping hand’s support.” “The hand is raised in 
such a manner to show that it is anxiously asking and 
waiting to be the next in line for the help you provide. 
It also represents the potential consumers who 
have not yet tried out your products. 
That should give them a feeling that echoes, 
“You are really missing out a lot on this one.!” That will 
give your consumers a desire to know what exactly 
they are missing out and most likely raise their 
hands in their own manner just for a taste of your 
products.”
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Quenching the thirst of 
Nyeri residents.
In line with our commitment to create sustainable 
communities, Highlands Mineral Water Co. has been 
providing safe drinking water for free to the Nyeri 
Community since 1992. The tap with the clean 
drinking water is located just outside the company’s 
gate and is accessible to the passers-by.

Agricultural Society of Kenya Shows
This year we have teamed up with the team that has continually 
provided entertainment during the ASK shows for over 20 years 
to refresh the people who attend the shows. This continues to 
be a great opportunity to interact with our consumers in the 
different regions that this event occurs. 

The calendar of the remaining of the year is:
MOMBASA  AUG 26 - AUG 30
NYERI  SEP 9 - SEP 12
GARISSA  SEP17 - SEP 19
NBI   SEP 28 - OCT 4
MIGORI  OCT 8 - OCT 10
KABARNET  OCT 15 - OCT 17
KITALE  OCT 28 -  OCT 31
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Excellence in execution is one of our key growth pillars.  we have 
managed to increase our cooler and cooler box penetration 
within the outlets to ensure that consumers enjoy our products 
chilled. 
We have also activated several eateries with Combo meals and 
activated supermarkets with category branding and branded 
gondolas.

Our Execution in the Market
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Inventory Management

As indicated in the first issue of Highlands Times, every 
publication will contain a general article on best commercial 
practices from around the world. In this issue, we are focusing 
on inventory management, a  very important element for 
business for all our customers and everyone in business in 
general.
Managing inventory and orders is a very important part of 
business that should be taken very seriously. 
Inventory or stock refers to the goods and materials that a 
business holds for the ultimate purpose of sale. Inventory 
management involves a retailer seeking to acquire and maintain 
a proper merchandise assortment while ordering, shipping, 
handling, and related costs are kept in check.
Why is inventory management so important to a small 
business owner? When you consider the facts that employee 
theft accounts for more than $40 billion in loss for retailers 
each year and stale or unsellable inventory accounts for many 
more billions of dollars wasted, you can begin to see why it’s 
necessary to understand the basics of inventory and have a 
good system in place to manage it. Additionally, not properly 
tracking inventory and orders can lead to mistakes such as lost 
orders, delayed orders, or even potentially losing a customer.

The following inventory management concepts can help you 
better understand the flow of your inventory from ordering 
through shipping and returns.

Ordering Products
How you choose to purchase your merchandise will define your 
ordering method and quantities you will need to reorder. This 
should be based on your return on investment. Large retailers 
have the benefit of using distribution warehouses and complex 
systems that break each item into smaller units to ship and to 
store as items are ordered.
Smaller businesses need to watch ordering even closer because 
of space and financial limitations. Thus, monitoring sales trends 
and specific products to determine the needed replenishment 
amounts is absolutely essential.
Start by acquiring an inventory book where you can record all 
items, as well as changes to them. Make note of fast and slow 
moving products and compare your revenue against carrying 
costs to figure out which products are the most profitable 
for you.
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Receiving a Shipment
A key point of loss is at the time of receiving inventory. 
Closely reviewing delivery notes to catalog shipments is 
necessary for inventory management. You will also want to 
carefully inspect items before the shipping company leaves in 
case you need to file a damage claim. Each shipment should 
be closely checked, and this should include counting products 
and comparing them to the delivery notes. Variances need to 
be noted, and if need be, a claim will have to be filed with the 
vendor responsible for the shipment. 

Storing Inventory
After receiving your products, you will need to decide where 
they should be placed and develop a systematic way to be 
able to find your products. For example, a supplier of buttons 
might use bins with numbers to map out what she has in 
stock. Once this system is in place, you will not only simplify 
for yourself the picking process when there is an order but 
also for any staff that you might hire to help you.
Minimizing Loss
Most of us think of loss as theft. However, a substantial amount 
of loss simply occurs due to clerical mistakes. 

These mistakes can occur at any point during the inventory cycle. 
Incorporating loss prevention techniques can help prevent these 
costly problems.  Managing your inventory effectively may require 
implementing a variety of loss prevention techniques including 
utilizing security cameras to reduce customer and employee 
theft, using security tags, limiting access to inventory, and carefully 
monitoring customer returns.

Taking Regular Inventory
Taking regular Inventory helps you better understand loss 
trends and the amount of unsold merchandise. Consider having 
scheduled inventory days when employees check inventory for 
quality and age. This is the time to weed out old products by 
having clearance sales or special promos to liquidate merchandise.
Inventory Management Solutions
If you sell products, an inventory management solution is 
something that you definitely need to consider. There are many 
to choose from that are designed specifically for small businesses. 
Most inventory systems currently available will help you oversee 
the flow of your products, create invoices and purchase orders, 
generate receipts, and control inventory-related accounting for 
you.
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Here are six tips on managing inventory and orders to allow 
any inventory-based business to grow without operational 
headaches.

Tip 1: Understand the differences between 
product types
There are generally four different product types that businesses 
use to account for inventory:
1. Item – a simple product that gets delivered to the warehouse. 

There is no packaging or assembling effort and the product 
is ready to be sold to your customers.

2. Assembly – an item that needs to be assembled together 
by smaller item parts within the warehouse. For example, 
a bicycle is comprised of a frame, wheels, chains etc. and 
putting all the parts together results in a finished “assembly.”

3. Family – a group of similar items or variants of a parent item. 
For example, if you have a t-shirt item and it comes in 3 
different sizes and 4 different colors…then there will be 12 
different variants a part of one family named “t-shirt.”

4. Case Pack – also known as a “bundle,” usually a multiple 
of an item bundled together into one. For example, a case 
pack of 12 sunglasses would get shipped to the wholesale 
customer and then sold individually. The difference between 
an assembly and a case pack is that an assembly stays intact 
(as in it does not get broken down) whereas a case pack is 
bundled together for efficiency purposes and then can later 
be broken into single items again.

Tip 2: Always have SKU numbers, barcodes 
and product specifications
Similar to a driver’s license, every product needs to have a 
unique ID number known as a SKU (Stock Keeping Unit). 
A SKU is vital for internal use as there will be instances 
where a particular product needs to be found quickly and 
having an SKU will make it easy to find. Additionally, having 
a SKU is imperative because another company could have 
a similar product and resellers are dealing with multiple 
vendors, thus creating a need to differentiate between the 
products.
Second, it is always good to have a system for listing all 
your products specifications. Those specifications should 
have at least the following: Product Name, SKU Number, 
Barcode Number, Description, Color, Size, Price, Weight 
and Dimensions (depending on product).

Tip 3: Track what you sell and to who
There is a vast amount of data related to a company’s 
products and who the consumer is. 
There are certain questions you should be trying to answer 
on a daily/weekly/seasonal basis to drive core business 
decisions. 
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For example:
•  Which products are top-sellers?
• Which customers are buying the most?
• Which months are our slow months when people rarely buy?
• How many repeat customers do we have?
Not having the tools to track this information is like driving with a 
blindfold…it is just not a smart business decision.
The best companies rigorously measure key metrics to drive an 
increase in sales, customer lifetime value and purchase size. For 
example, if you want to run a profitable business, you need to analyze 
how much money it costs to get a customer (in terms of sales and 
marketing) and figure out how much that customer will spend with 
you over the next two to five years. If their lifetime value is typically 
three times or more than the cost of sales and marketing for that 
one customer, then you will have a profitable business.

Tip 4: Create a system for processing and fulfilling 
orders within your company
Number of orders is the most important factor for a business 
because it represents revenue. But many companies do not have 
proper systems to handle, process and fulfill these orders. The best 
thing to do is create a list of tasks that need to be completed to fully 
process and fulfill an order.
Additionally, if you have other sales channels where you manage 
inventory separately or you have an inventory spreadsheet, adjust 
it. It is important that inventory remains the same across the entire 
system to avoid confusion.
There are many systems that completely automate this process so 
you don’t have to do all the manual work like managing inventory, 
customers, accounting, shipping processes and analytics. If you do 
not create a system, orders can get lost, delayed or configured 
incorrectly. This is an easy and common way to frustrate customers 
and potentially lose them.

Tip 5: Have monthly audits of your inventory
Even with the greatest technology around, we still need 
to reconcile the numbers in our books with real numbers. 
Inventory can get misplaced, stolen, damaged and thrown 
away. Doing a monthly or at the very least, quarterly 
audits of your inventory is a great practice. It’s an easy 
process that, with a well-kept system, will prevent major 
roadblocks in the future.
Here’s an easy way to perform a monthly audit:
Print out a sheet with the name of the product, the SKU 
number and the inventory number you have in the books. 
Leave an extra blank space next to the product so that 
you can quickly write in the counted inventory number 
and see if your system matches what you actually have in 
stock.

Tip 6: Perform daily audits of new and 
existing orders
Always do a daily audit of all the orders. If you start 
getting a large number of orders each day, it is essential 
that you check the status of each order and not delay 
them longer than they need to be. The faster you can get 
an order out to a customer, the more likely they will have 
a good experience and return to buy more from you in 
the future.
The most successful small businesses take inventory 
management seriously because it can have such a profound 
impact on the bottom line. By putting the right inventory 
management systems in place early in the development 
of your business, you can help set a foundation for success 
as you grow, and you can substantially minimize costly 
loss due to theft and errors.
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Highlands Mineral Water Co. Ltd.
Ihururu Road,
P.O. Box 1517, 10100 Nyeri, Kenya.
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