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Hello and Welcome!
Some of you may know us well, and some of you may have only heard of us. 
For those of you who work with us regularly, thanks for all the great work you do.

For those of you who are getting to know us, We are a below The Line (BTL) 
Marketing Agency that provides marketing solutions for all businesses.
We currently operate within East Africa with various offices established in
Kenya, Uganda, Tanzania and Rwanda. Since 2012, We have been on our mission 
to be the most trusted partner in marketing by offering exemplary growth to 
clients brands, excellent working conditions to our staff and being a role model to 
other marketing firms in East Africa and Africa at Large.

The Goal of this newsletter is to connect with all our staff, Partners and Clients. 
We aim to atleast share quartery  relevant news and information, as well as a list 
of important milestones that we achieve as a team.

We welcome all feedback, comments and questions you may have on anything 
about the information provided, and suggestions of topics you’d like to see in 
future newsletters.

You can also reach us on our Social Media Platforms on:
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Message from
the Director
Year 2022 is here with us and we have a reason to thank God for this opportunity. 
Just like any other business in the world, we have come from the most challenging 
time due to Covid 19 pandemic and despite this challenge we are still copping with 
its effects and the future looks bright for our business.

We have been resilient in the past two years, thanks to our clients who stood with 
us during that period. We have started on a new foot, signing in a couple of projects 
across all the four countries where we operate from. 

We have lined various activities in 2022 which are geared towards improving 
capability, professionalism and teamwork of our staff in order to further grow our 
client’s businesses. We are focusing on more innovative ways to offer exemplary 
services to our clients in a cost-effective way. 

The 2022 five pillars that each staff is championing will definitely keep pushing 
Treasure to being one of the most valuable marketing agencies in East Africa. We 
are offering amazing training every week that each staff should take advantage of 
and grow own capability.

Let me take this opportunity to welcome new members to Treasure where we 
nurture brands. Am hopeful that their experience will be a great asset to us as 
business and to our new clients.

Francis Mworia

A Note from the
Human Resource Desk
“Great Things in Business are never done by one person; they are done by a 
team of people” - Steve Jobs

No matter how talented or passionate we are, our success depends on our ability 
to build a team and be a great team player. For the HR department Team work is 
like a bond which promotes Strength, Unity and Support. And a properly managed 
teamwork maximizes strengths, bringing out the best in each team member. Like 
cricket, winning or losing is contributed equally to all members of the team, there 
are no individual champions. It always takes a collaborative effort to compete with 
the opponent and win. Trophy goes to the team.

A real team player is someone who puts aside his personal goals/ egos and works 
well with others, doing what he needs to do to strive for a common goal. Success 
of individuals is important but success of organization is a necessity. The success 
mantra of a successful and healthy organization is the STAFF within that 
organization who need to work well together and understands the strengths and 
weaknesses of each other. 

Keep your team network intact. Actively invest in building a strong team network 
and you will be pleasantly surprised with the support and counsel you get at work. 

Treasure Communication Limited foundation is laid on Integrity, Teamwork, 
Professionalism, Respect and ….It's the responsibility of each one of us to protect 
our core values. Together we need to make Treasure continue “Nurturing Brands” 
and one of the “Greatest Company” to work for.

From the HR Desk, I would like to sincerely show my appreciation for all the 
motivation and dedication that you have all displayed during the Covid-19 
pandemic period. Your support was vital during the hectic period. Keep Safe. 
Thank you for being there. 

Francis Mworia
Managing Director

Salome Andere
Human Resources Manager



January 2022 at a glance
BIC BTS Promotion
The BIC Back to school Promotion happened at the end of 2021 
to the begining to 2022 with Roadshows across Nairobi, Lower 
eastern and Coastal Region. coupled together with activations in 
over 200 outlets across the country, we ensured every student 
goiung back to school had a Bic.

Mini Bakeries, Kula Supa, Kaa Supa Promotion
Mini Bakeries, Superloaf is the most successfull brand across 
East africa, the bread is sold in over 10,000 retail outlets within 
Kenya, Uganda and Tanzania, January saw Team Treasure 
emback on a vibrant roadshow within Nairobi and the Mountain 
region, selling supaloaf of the shelfs while also giving out 
merchandise to its every day customers along the way.



THE

THAT WAS

Valentine’s Day o�ers the perfect chance to show your sta� how much you appreciate them and use this holiday 
as an opportunity to increase employee engagement, boost employee morale, and share some positivity.

This Valentine's Day Gents in the o�ce decide to suprise our ladies in the o�ce with a hearty breakfast and a 
valentine treat to kick start the day, This is how this years Valentine day went down in pictures at Treasure 
communications o�ce grounds.





Project Highlights
Imperial Blue/ Royal Stag
Sales /Activations

Imperial Blue / Royal Stag whiskey sampling is a long-term project that 
has been running since 2018, with over 30 Merchandisers under Treasure 
Communications Limited, Managed by Sam Gichia as the Project Lead , 
Dennis Oludhe and Janet Kizengwa as Projects Supervisors, the project is 
active in Wines & Spirits and mainstream bars within Nairobi, Mombasa, 
Kisumu, Nakuru and Eldoret.

The main objective of the project is to push sales, promote brand 
awareness, Enhance visibility and  list new outlets within the areas of 
operations. (done to introduce the product to new outlets). 
The projects focuses on the 2 brands listed below:

1. Imperial Blue
It’s also known as Seagram’s Imperial Blue an Indian Whisky owned by 
Pernod Ricard launched in1997.It’s one of the best-selling whisky due to 
its character and smoothness; it’s a scotch malt whisky with 3 SKUs 
namely: 750ml, 375ml and 250ml. 

2. Royal Stag
It is also known as Seagram’s Royal Stag, launched in 1995; It is a blend of 
grain spirits and imported Scotch malts. It is commonly available in 750 
Ml and 375 Ml SKUs. The brand is named after a species of deer famous 
for its antlers, that is also featured in its logo. 



Get to know your Colleague

Promotions

THOMAS MUOKA
OPERATIONS MANAGER
TREASURE COMMUNICATIONS,
RWANDA

Thomas Muoka is our Operations Manager 
in Rwanda. He is a Professional  marketer 
with over 10 years’ experience in various 
market leaders in both service and product 
based industries. He is well versed in the art 
of Field operations, Management and busi-
ness development, He manages the entire 
Treasure, Business Operation in Rwanda.

Thomas is a guy who believe teamwork 
makes the dream work.

Grain Industries Limited (Ajab) Project
Felister Gatwiri  Form FMR Nairobi to TL Nairobi
Joyce Njoroge From FMR Nairobi to TL Mountain

Mini Bakeries MT Project 
Michael Masiga  From FMR to TL Nairobi 

KAPA MT
Evangeline Wanja From FMR to Sales Rep. (Mountain Region)
Holidah Mkamachi From FMR to Sales Rep. (Coastal Region)



New Staff Alert
We are delighted to announce that Eric Mutua has been appointed 
as a Project Manager at treasure communications.
Eric is a result oriented season marketer with a demonstrated 
track record in sales and Project Management,

He has over six years experience managing various brands within 
multinational and local organizations. He is also substantially 
experienced in leading, coordinating and managing high 
performing teams, channels and individuals.

It is our belief that Eric will champion Treasure’s vision of having 
Vibrant and Efficient Project management team.
Please join us in welcoming Eric to Treasure communications 
Family. We wish him  a pleasant working experience.

Welcome onboard Faith

We are delighted to announce that Cecilia Mutuku
has been appointed  as a Project Manager at Treasure 
Communications

Prior to this, Cecilia held various Project Management roles for the 
past 6 years for major brands across East Africa, She is focused, 
hardworking and self motivated with a believe In attaining the best 
at everything she does.

It is our belief that Cecilia will champion Treasure 
Communication’s vision of  having a Vibrant Mordern Trade (MT)  
Marketing Department. Please join us in welcoming Cecilia to the 
Treasure Family, we wish her a pleasant working experience. 

Welcome onboard Cecilia

We are delighted to announce that Corazon Aquino has been 
appointed  as a Project Manager at Treasure Communications

Corazon is a top performing, multi-skilled professional in the field 
of Project Management, sales and marketing. She has over 12 
years’ experience as a Project Manager for several brands within 
the region. 

She is a talented leader with the ability to direct highly skilled team 
members to support the achievement of overall organizational 
goals 
and objectives. 

We look forward to utilizing  her existing  skills to champion 
Treasure Communication’s vision of having a Vibrant General 
Trade (GT) Marketing Department.

Welcome onboard Corazon

ERIC MUTUA
PROJECT MANAGER

CECILIA MUTUKU
PROJECT MANAGER

CORAZON AQUINO
PROJECT MANAGER



How-To Guide

 HOW TO LEAD LOGGING
Lead logging is basically feeding/keying in different 
client details. Lead logging is basically done once for 
Clients

From the home page select client’s icon.
Once you click on it, it shows up the different clients 
you have lead logged or assigned to. The figure 
below is an example of a sample of lead logged 
client.a given outlet/client.

To do this, from the home page click on lead logging 
icon. Once clicked it opens up a form from where 
you are required to key in the different client details. 
This form is as shown below.

All the details with an asteric (*) are required to be 
filled. Once you click on the placeholders for 
different fields you can be able to key in the required 
data. This fields includes(Client Name,Email,Phone 
Number,Phone Number,Physical Address,Area and 
website)

All the remaining details have a dropdown menu 
that requires one to select an option from the 
provided options. This field includes (Industry type, 

Client Category, Client Type, Country and size).When 
the above is filled, you can save your typed details by 
clicking save. Once saved, it should give a message 
that “client saved successfully.”

 In Summary
How to lead log a client
From the home page, click on lead logging icon. 
Once clicked, it opens up a form from where you 
feed in different.

 client’s  details against the fields provided. You 
should key in the correct clients details then save. 
Once saved, it gives a message of client saved 
successfully. If not so it will tell you to input any 
missing information

HOW TO ADD CLIENTS
From the home page select client’s icon.
Once you click on it, it shows up the different clients 
you have lead logged or assigned to. The figure 
below is an example of a sample of lead logged 
client.

From the search by Name option you are able to 
search the name of a specific client. You can refresh 
the same page by clicking on the two circular arrows 
which reloads all your clients. You can go back to 
the home page by clicking the home icon.

You can perform different activities for a particular 
client by clicking on the client of interest. Once you 
click on the client you get a page as shown below:
The first activity is Geo Location, it is below client 
histroy .

Geo location is basically mapping the location of an 
outlet as it is on the map. Once you click on 
Geo-Location it updates the current location to a 
radius of up to 20 meters from where your location. 
Remember that this is only done once.
Once you set that, you can view your location under 

View Clients Directions. When a new client has been 
assigned to you; from view clients direction option 
can help you know the exact location of a client of 
interest.

Under contacts
in the client options, you can add any other related information 
about a given client that was not previously captured in the 
actual lead logging of the client in question.

Client history shows all related information about a client.

Sales Orders 
from this option, you can be able to make an order/any sales.In 
this option, you are expected to fill all descriptions of the order 
that you wish to make.This can be done at different places.You 
are actually not required to be at the outlet.

Submit client Report
.From this option you can actually submit all the clients 
feedbacks and remarks.For you to do so you have to be at the 
outlet pysically.

In Summary
How to do a geo location From the home page select 
clients.When this is clicked, it opens up a page from where you 
can see all the clients that you either lead logged or you are 
assigned to. To geo locate click on the specific client, this opens 
a page that has diffferent client options , select on geo location. 
Once selected, it updates your location to an accuracy of 20 
meters.

How to to Leadlog and add clients on the Efisales Platform using the Android based application



Happy Birthday to our 
February Babies

Today is your day. Wishing 
you a day, week, month, 

and year of endless 
possibilities and infinite 
happiness. Here's to all 

the moments yet to come. 
Happy Birthday  to all our 

February Babies !
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outlet pysically.
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NAIROBI | HEAD OFFICE
Kingdom Gardens, Opp. Oilibya Plaza, Muthaiga.

P. O. Box 21802 - 00100 Nairobi, Kenya.   
T:+254 020 600 8678 / 020 528 5468

    +254 708 777 787 / +254 786 894 958 
E: info@treasurecomms.com 

UGANDA | BRANCH
Kampala Office Located at: Plot 2244 Kigowa Rd.

Opp. St. Francis Day & Boarding Pri. School, Kampala.
T: +256 786 176 791 | +256 786 176 791

E: info@treasurecomms.com

TANZANIA | BRANCH
The Office Park- Amani Place, 

Opposite Serena Hotel, Ohio Street.
7th Floor, Rm702    

T: +255 22 2196813 | +255 22 2196813 
E: info@treasurecomms.com 

RWANDA | BRANCH
Kigali City, Kacyiru – Gasabo District

Street No. KG 684, Plot No. 21A
+250 784 070 983

E: info@treasurecomms.com
W: www.treasurecomms.com
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