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Crafting the finest Fragrances, Flavours
and Olfactory Experience since 1983
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Sachee’s Curated fragrances for men's
grooming are designed to invigorate
and refersh, transforming daily routines
into luxurious rituals.

Aromas crafted for the modern man
Beard Qil | Beard Serum | After Shave
Shaving Creams | Shaving Gel

SACHEE FRAGRANCES & CHEMICALS LTD.
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Hari Darshan Sevashram Pvt. Ltd.
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Ocean’s Deep Printers®

FOR FAST & ACCURATE PRINTING

"EXCELLENCE IN EVERY PRINT,

PERFECTION IN EVERY PACKAGE.”

FOLDING CARTONS | CORRUGATED CARTONS | LUXURY BOXES
CANISTER TUBE PACKAGING | PAPER BAGS | FLEXIBLE PACKAGING
PET BOTTLES | STICKERS | LABELS | CATALOGUE | BROCHURE
HANG TAGS | STATIONARY PRINTING | PERFUME GLASS BOTTLES

©

C-1, Chinaibaug Estate, Nr. Union Bank, Nr. Torrent Power,
Dudheshwar, Ahmedabad - 380004. (Gujarat) INDIA.
Email : design@oceansdeepprinters.com, info@oceansdeepprinters
Customer Care : + 91 75758 00978
SHRIPAL R. PATEL : +91 93270 08607, +91 92652 68451
VRUND S. PATEL : +91 99797 46422 | SHUBH S. PATEL : +91 82384 9137
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Declining Product quality:
A Concern in the industry

oncerns have been expressed about the quality of
products in the entire fragrance industry including

incense for a long time. From local producers to the
heads and managers of big pan India brand companies
are also concerned about this. According to market
experts, there is a tremendous upheaval in the incense
and fragrance industry regarding quality and rates. Due
to increasing competition in the market, the prices of
products are decreasing. Due to this, the quality is also
falling day by day. In this context, while talking to Sugandh
India, many major manufacturers as well as super stockists
and distributors have been expressing concern for a long
time. People say that somewhere this needs to stop in
terms of quality and rates. How low can the quality and
rate of the product be brought down due to indiscriminate
competition? If this continues, people will start selling
garbage. In such a situation, the trust of customers will
end and the entire industry will go into crisis. It is not
that all the producers are just in a race to provide cheap
goods. Majority of brands are trying to provide the best
quality to the customers. The falling prices and quality of
products in the market is emerging as a big problem which
is affecting the entire industry.

What should the people associated with the trade do in
these situations? This has been a topic of discussion and
contemplation for a long time. Many manufacturers believe
that the Agarbatti Association and big branded companies
should organize seminars, symposia and conferences across
the country on this issue. This will increase awareness among
the people, because this is a matter that people will have to
become aware of themselves and they will have to decide with
their moral strength. It is true that the association cannot issue
any rules or instructions in this regard. All the manufacturers
will have to form a consensus on this themselves. Anyway, there
is no strong mechanism for quality control of many consumer
food items in the country, whether it is packed food items or
items sold openly in shops. This is the reason why the export of
many food items is stopped due to poor quality. The Agarbatti
and fragrance industry is an ancient business of India and it
has its branches all over the world. In such a situation, Indian
producers can export on a large scale by providing the best
quality products. Leaving this matter to the government is
also not good for the industry. Awareness among the people
is needed more than making laws on the initiative of the
government regarding quality, and for this, everyone in the
trade will have to sit together and discuss. Only then can the

problem be solved.
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THE THAKRAL GROUP: CELEBRATING 75 YEARS OF
TRADITION, INNOVATION, AND GROWTH IN THE
AGARBATTI INDUSTRY

KALIM KHAN APPOINTED AS PRESIDENT OF NAGPUR
AGARBATTI WELFARE ASSOCIATION

NAGMANI AGARBATTI
KNOWN FOR ITS QUALITY IN VIDARBHA

BRAND NEWS

NAGPUR: A MIXED MARKET FOR LOCAL & PAN-
INDIA BRANDED COMPANIES — CHANDRASHEKHAR

LARGE-SCALE LOOSE PRODUCTION
DRIVES NAGPUR'’S INCENSE INDUSTRY: RAJESH SHAH

BIG SAFARI AMONG THE TOP SELLERS:
NARAYAN KHEMCHAND AGARWAL

MARKET REPORT: NAGPUR

SHRAVANI SUGANDH BHANDAR : THE JOURNEY
FROM A SALESMAN TO A DISTRIBUTOR:
JITENDRA IRATKAR

40-60% MARKET FOR PREMIUM AND LOOSE IN
NAGPUR: GIRISH LAKSHMANDAS SHAMBHUWANI,
SHRIRAM AGENCY

SUGANDH INDIA JANUARY-2025 13



AII kmds of
Raw Agarbattl

Manufacturer
&

For More Details

Mohd. Shakir © +91-9454207853, +91-9839163146, +91-8858587100
BAZARIYA, SHEKHANA , KANNAUJ, E-mail : shakirali05749@gmail.com




Balaji®

Since 1957

Balaji Agarbatti Company
No. 48/D - 156/2, 5th Main Prakashnagar, Bangalore 560010

Email: sales@balajiincense.com | Visit us: www.balajiincense.com
Customer Care: +91 85888 08914

balajiincense f » 4



THE THAKRAL GROUP

Celebrating 75 YEARS of Tradition, Innovation,
and Growth in the Agarbatti Industry

Nagpur-based Shree Sawaram Agarbatti Bhandar gears up for the Diamond Jubilee
of their iconic incense business, with an ambitious vision for the future.

Left to Right: Mr. Samarth Thakral, Mr. Hasmukh Thakral and Mr. Bharat Thakral
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Nagpur-based entrepreneur Mr Hasmukh Ratilal Thakral, owner of Shree Sawaram Agarbatti Bhandar, has
announced plans to celebrate the Diamond Jubilee of their incense business next year. Operating under the
‘Safari Big’ brand since 1981, the company is part of the Thakral Group, which traces its roots back to 1951.
Speaking to Sugandh India magazine, Mr Thakral revealed that he represents the fourth generation of the family
business. The Thakral family relocated from Gujarat to Nagpur in 1940, where his parents began their journey in
the incense industry. A decade later, his father registered their first incense brand, ‘Parasmani’. Reflecting on their
business journey, Mr Thakral highlighted the steady growth of their agarbatti business. Plans are already
underway to mark the 75-year milestone with special celebrations.

Expansion and Innovation:
The Thakral Group’s Next Chapter

Looking ahead, Mr. Thakral stated that the company will
launch new incense brands and fragrances as part of its
expansion strategy. These products will feature innovative
packaging, including zipper packs and boxes, and will be
priced at ¥50 to attract a broader customer base. The Thakral
Group’s commitment to innovation and legacy underscores
its enduring position in the Indian incense industry.

Mr Thakral highlighted a significant transformation in their
production process. Initially focused on traditional blending
techniques, Mr Thakral introduced research and development
(R&D) into the blending process, combining innovation with
craftsmanship to create signature incense products. Blending,
the process of mixing raw materials to achieve the desired
fragrance and texture, is critical to incense production. By
integrating R&D, the company has elevated this process,
ensuring superior quality and unique aromatic profiles in their
products. “Our R&D team continues experimenting with
blending techniques, mixing and matching reserves to curate
fragrances that align with market demands,” Mr Thakral
explained.

Pioneering Change in Production and
Logistics

He credited his younger brother, Bharat Bhai— for providing
essential support and technical know-how in this innovative
journey. Mr Thakral revealed that their efforts are paying off,
crefinements and will be ready for launch by the end of the
year. Starting this year, the company plans to release at least
two signature agarbatti products per month, showcasing its
commitment to continuous innovation and market leadership.
The Thakral Group’s focus on blending tradition with modern
R&D reinforces its position as a pioneer in the Indian incense
industry.

Mr Thakral shared insights on evolving trends in the
incense industry and the strategic expansion plans.
Highlighting a novel market development, he remarked on
the introduction of agarbatti-scented sprays, which offer an
alternative to traditional incense sticks by delivering the
same aromatic effect through a spray, similar to room
fresheners. Discussing the brand’s market presence— Mr
Thakral noted that Maharashtra has been its core market for
over five decades. However, Shree Sawaram Agarbatti
Bhandar has steadily expanded its footprint into neighbouring

states, including Gujarat, Madhya Pradesh, Chhattisgarh,
Telangana, and Goa. Additionally, the company is
strengthening its presence in emerging markets such as Bihar,
Karnataka, and parts of Delhi and Punjab. Sharing his thoughts
about Punjab, Mr Thakral expressed confidence that their
products will reach all districts within the next decade. “We
have a detailed three-year plan, and my vision is to gain
access to every untapped agarbatti market across India. Our
team is putting in maximum effort to achieve this goal,” he
stated. With a focus on innovation and nationwide expansion,
the Thakral Group is poised to capitalise on emerging
opportunities and cement its leadership in the incense
industry.

When asked about his approach to establishing depots
outside Maharashtra, Mr Hasmukh Ratilal Thakral of Shree
Sawaram Agarbatti Bhandar explained that the introduction
of GST (Goods and Services Tax) reshaped his logistics

| Despite being in the agarbatti business

for 75 years, Mr Thakral humbly remarked
that it might take another 25 years to
fully master the craft of creating truly
“good and lovable” incense. It reflects his
humility and dedication to continuous
learning in a challenging yet rewarding
industry.
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strategy. “While transportation within Maharashtra, such as
from Nagpur to Mumbai, is manageable due to local
distributors and transporters, the challenge lies in covering
similar distances outside the state,” he said. Mr Thakral praised
the improved logistics efficiency brought by the Samruddhi
Highway (Hindu Hrudaysamrat Balasaheb Thackeray
Maharashtra Samruddhi Mahamarg), which has significantly
reduced travel time between Nagpur and Mumbai. “Earlier, it
took 24 hours to transport goods over 800 kilometres; now, it
takes half that time. The shorter route saves approximately
200 kilometres, cutting costs and improving delivery
timelines,” he explained. Discussing Nagpur’s strategic
potential, Mr Thakral highlighted its emergence as a logistics
hub for industries and commerce. “Nagpur’s location is ideal,
with National Highways 6, 7, and 69 intersecting here.

It is also a critical junction for Asian Highways AH43 (Agra
to Matara, Sri Lanka) and AH46 (Kharagpur to Dhule). Being
the Zero Mile City of India further strengthens its logistical
advantages,” he remarked. With these strategic benefits,
Nagpur is poised to play a pivotal role in the Thakral Group’s
efforts to expand its market reach and streamline its supply
chain operations across India.

Diversified Product Portfolio and
Sustainable Practices

Mr Thakral shared insights into their diversified product
portfolio beyond agarbattis. The range includes traditional
wet and dry dhoop, bamboo-less agarbattis, and dry dhoop
sticks. However, he emphasised that these products primarily
support his business ecosystem, with his core focus remaining
on manufacturing high-quality agarbattis. Despite being in
the agarbatti business for 75 years, Mr Thakral humbly
remarked that it might take another 25 years to fully master
the craft of creating truly “good and lovable” incense. While
the comment may appear sarcastic, it reflects his humility and
dedication to continuous learning in a challenging yet
rewarding industry.

Highlighting the accessibility of the incense business,
Mr Thakral observed, “This is such a beautiful business. One
can start with just ¥25,000. Conversely, those investing crores
risk significant losses if not managed wisely.” He pointed out
the role of global exposure, citing the World Perfumery
Congress (held in Geneva this year) as a platform where
manufacturers explore cutting-edge technologies, concepts,
and fragrances to bring innovation back to India. In a
light-hearted conclusion, Mr Thakral praised Sugandh
India magazine for its impactful work in the fragrance industry.
He acknowledged the publication as one of the top three
most preferred magazines in the incense domain and
congratulated its team for supporting new players. “If you
continue supporting risk-taking entrepreneurs evolving as
incense manufacturers, it will be a win-win situation for both,”
he stated. Thakral Group’s commitment to innovation,
humility, and collaboration reinforces its position as a leader
in the domestic incense industry.

Mr Thakral revealed their innovative approach to agarbatti
manufacturing by incorporating cow dung into the production
process. Explaining the rationale behind this alternative trend,
he noted that cow dung has natural antibiotic properties and
its smoke serves as an excellent mosquito repellent. By
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integrating limited amounts of cow dung into agarbattis, the
final product (agarbatti) offers dual benefits: it effectively
repels mosquitoes while producing a pleasant, enduring
fragrance. Highlighting this innovation, Mr Thakral introduced
a new product line under the brand name ‘Do Not Disturb’,
marketed as a “cow dung batti” rather than explicitly as a
mosquito repellent. The product has been well-received in
the market, with positive feedback and repeat sales reflecting
its growing popularity. “Cow dung-infused agarbattis have a
bright future,” remarked Mr Thakral, underscoring the
potential of this eco-friendly and health-conscious innovation
in the incense industry. With initiatives like this, the Thakral
Group continues to position itself as a forward-thinking
player in the Indian incense market, blending tradition with
sustainability to cater to evolving consumer preferences.

Overcoming Challenges and Seizing
Opportunities

Mr Thakral reflected on the challenges faced by the agarbatti
industry and the resilience of manufacturers during a period
of upheaval. He pointed to the (government) ban onimporting
raw agarbattis as a significant challenge that disrupted the
market. “We didn’t know what to do. Everything shut, and the
two years were practically lost,” he recalled. However, he
acknowledged that this disruption also proved to be a
blessing in disquise, pushing the industry to adapt and
innovate. “To overcome such dependencies, we changed our
methods and increased production,” Mr Thakral explained.
This shift resulted in numerous improvements, including the
domestic availability of raw materials. Today, India holds the
distinction of being the World’s largest agarbatti manufacturer,
a feat made possible through advanced agarbatti-making
machinery and technology that ensures efficient processing
and superior product quality. On the future of bamboo stick
agarbattis— Mr Thakral noted that limited production is
currently dictated by the import of bamboo from China and
Vietnam. However, he expressed optimism, stating, “Once
India develops quality bamboo plantations at scale, the
dependency on imported bamboo will end, brightening the
future of this segment.” Packaging also remains a critical
challenge. Mr Thakral highlighted the difficulty of moving
away from plastic packaging and lamination due to a lack of
viable alternatives. His company has experimented with
paper-based packaging for some products, but it remains in
the trial phase. One of their recent innovations, Camouflage,
is anincense product packaged in an eco-friendly, plastic-free
design, which will soon be introduced to the market.

Acknowledging feedback from Sugandh India about their
wooden box-packaged incense, Mr Thakral reiterated his
commitment to sustainable packaging solutions. He also
revealed that the company has begun producing masala
agarbattis and is awaiting market feedback. Despite these
challenges, Mr Thakral expressed pride in being part of an
environmentally safe and adaptable industry. “Unlike cement
or other large-scale industries, the agarbatti business, as an
MSME, can be scaled up or down with relative ease,” he
remarked. With innovations in packaging, sustainable
practices, and technology, Shree Sawaram Agarbatti Bhandar
is poised to lead the agarbatti industry into a greener and
more efficient future.



Bharat Thakral’s Vision:

The Power of Innovation

Bharat Thakral, the younger brother of Mr Hasmukh Ratilal Thakral,
shared his enthusiasm for the achievements of Shree Sawaram
Agarbatti Bhandar during discussions with Sugandh India. He expressed
particular joy over the success of the Sugandh India Expo 24 held in
Varanasi, a key market for the agarbatti industry. Highlighting Uttar
Pradesh as a strategic region, Bharat Bhai remarked, “As the most
populous state, UP. is a hotspot for agarbatti manufacturers.
Additionally, the Purvanchal region, being the gateway to the
northeast, makes it logistically significant.” The company has seen
impressive sales from oriental fragrances like Oud, Chandan, and Kesar
which are especially popular.

Bharat Bhai also spotlighted their flagship product, the Maha Jumbo
Agarbatti, a five-foot-long incense stick known for its rich fragrance.
“This product has created waves in various markets, especially in
Gujarat and Maharashtra, and sold over 2,000 packets in Telangana
alone,” he noted. Describing it as their USP, Bharat Bhai mentioned the
steady stream of distributor queries for this product. Another standout product is the High-Class dry dhoop stick, a six-inch,
slow-burning incense stick with a signature fragrance capable of filling large halls. This registered brand has been a
consistent performer for three years. Japan collection, a premium incense line targeting high-end and export markets,
has also received positive feedback. Among other popular offerings are the Big Supreme and Big Safari series, which are
best-sellers in Chhattisgarh and Maharashtra. For cost-conscious customers, 4-in-1and 5-in-1zipper pack agarbattis, priced
at 2100, offer a sustainable variety of quality fragrances and have been generating generous revenues nationwide. Bharat
Bhai's comments underscored their organisation’s commitment to innovation and market responsiveness, ensuring that
Shree Sawaram Agarbatti Bhandar remains a leader in the competitive incense industry.

Social Media and Digital Engagement

Social media has emerged as a key driver for the success of Shree
Sawaram Agarbatti Bhandar’s product line, according to Bharat
Thakral and Samarth Thakral, who discussed its impact during a
conversation with Sugandh India. Bharat Bhai highlighted the
effectiveness of campaigns centred on themes like good family
life, which resonate positively with users, while also boosting
brand awareness and product sales. Samarth Bhai elaborated on
the shifting dynamics of digital engagement. “The attention span
of social media users has decreased significantly over the last five
to seven years. With platforms like WhatsApp, Instagram, YouTube,
and Facebook flooded with reels, stories, and short videos, the
only way to engage effectively is to flash our brands repeatedly
by showing engaging and good content he explained”.

He noted that social influencers— play a crucial role in connecting
users to their brands. To maximise reach, the company shares
promotional videos with distributors, who then post them as social
media statuses and share them further with local retailers and
consumers. This networked sharing strategy has proven highly
effective, generating up to 25-30% additional sales without
incurring extra costs.

Samarth Bhai also emphasised the importance of adapting to
new technologies. “With the advent of Al, content creation and
user behaviour have changed dramatically. We are optimistic
about keeping pace with these fast-changing technologies,” he
said. By strategically leveraging social media platforms and
incorporating Al-driven insights, the Thakral Group is seamlessly
connecting with consumers while driving significant growth in the
competitive incense market.®
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Kalim Khan appointed as president of Nagpur
Agarbatti Welfare Assaciation

Mr Kaleem Khan has been appointed the President
of the Nagpur Agarbatti and Fragrance Associa-
tion. Sugandh India congratulates him and in an
exclusive interview discusses his plans for welfare
of the industry under his leadership. In response
to a question by Sugandh India, Mr Khan clarified
misconceptions about the role of an association,
stating that while some expect it to provide finan-
cial and business support, this is not feasible. He
explained that the association primarily focuses
on welfare initiatives, which include raising aware-
ness, addressing industry challenges with the gov-
ernment, and advocating for concessions. Mr Khan
acknowledged that the association’s magazine has
not been published for the past year but assured
that efforts are underway to resume publication.
He stressed the importance of transparency in the
organisation’s operations and decision-making
processes. When asked about the possibility of
future expos, Mr Khan expressed optimism, not-
ing that with collective efforts, organising another
expo would certainly be achievable.

r Kaleem Khan, revealed plans to accelerate

welfare initiatives under the organisation.

Mr Khan, who also heads Rocket Agarbatti

and Perfume Private Limited, Nagpur, was

recently elected President of the association
after serving as vice president for a decade. He noted that
the association has a long-standing history of impactful
programmes, citing an expo organised eight years ago under
the stewardship of Mr Deepak Thakral (the first president)
as a landmark success. Mr Khan emphasised that the core
mission remains centred on welfare activities. It also seeks
to address challenges faced by the incense stick industry by
advocating with the central government for better facilities
and support to resolve business difficulties.

Mr Kaleem Khan, has called on the central government
to lower the 27.5% customs duty on bamboo imports.
Speaking to Sugandh India, Mr Khan highlighted that while
bamboo cultivation under the Bamboo Mission began five
years ago to support incense stick production and other
industries, it has not delivered the desired results. Union
Minister Nitin Gadkari made significant efforts to promote
self-reliance in bamboo production, but these initiatives
have yet to yield tangible outcomes. Consequently, no
companies have ventured into bamboo-related businesses.
Importing bamboo from China is crucial for agarbatti
manufacturing. Mr Khan pointed out that high import duties
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on bamboo are a bottleneck. He emphasised the need for
immediate government intervention. The association is
working to build consensus among stakeholders and plans
to advocate for reduced customs duties with the government.
Efforts are currently underway to address this pressing
issue.

Mr Kaleem Khan, highlighted the need for targeted
efforts to spport small-scale producers in the incense and
dhoop industry who face financial constraints. Addressing a
query from Sugandh India regarding the association’s role
in resolving disputes over quality and pricing in the incense
stick industry, Mr Khan clarified that the association cannot
regulate these aspects. He stressed that quality and pricing
are matters that industry stakeholders must address
independently through their initiatives. Mr Khan reflected
on the industry’s transition from handmade production,
which employed a large workforce, to mechanised

production.

This shift has significantly reduced labour opportunities
and created challenges for many, particularly small
manufacturers. He noted that some cities were once key
hubs for incense stick production during the handmade era.
He also emphasised the importance of ensuring a steady
supply of raw incense sticks, stating that their availability is
scented incense stick

critical for the success of

manufacturers.l
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NAGMANI AGARBATTI
Known for its quality in Vidarbha

We Ensure Quality and Purity in our products for Temples and
Spirituality: Bholenath Ghatakhaye

Nagmani Agarbatti Bhandar, a leading incense brand in the Vidarbha region, has built its
reputation on quality and purity. Bholenath Govind Rao Ghatakhaye, the founder and head,
highlighted his commitment to ensuring that his products meet consumers’ spiritual and cultural
expectations. “In producing incense used for religious offerings, | avoid any raw materials that could
desecrate temple sanctity,” he stated during a conversation with Sugandh India. Founded in 1984, the
company prioritises strict quality control over its 26 product ranges. Mr Ghatakhaye explained that he
oversees the sourcing and processing of raw materials and fragrances to maintain high standards. “I pay
close attention to the grinding and quality of raw materials,” he said, attributing this dedication to the
brand’s enduring popularity. While the company has developed around 50 fragrances over the last four
decades, not all have been launched. Mr Ghatakhaye prefers a selective approach, releasing only
thoroughly tested and refined products. “I take my time and launch only the best quality products after
thorough preparation,” he added, underscoring his long-term focus on quality over quantity.
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r Ghatakhaye ’s journey into the agarbatti
industry reflects his entrepreneurial spirit
and personal dedication. Despite being a
top performer in school, he chose not to

pursue a conventional job, instead focusing
on creating his business ventures. From a young age, he was
drawn to business, influenced by his close friends from the
Gujarati, Marwari, and Bohra communities. “When [ was 9
years old, my mother passed away. My father raised me and
worked very hard for it,” he shared. “In such a situation,
taking a job would have required me to leave the city, and I
could not accept that. If I worked outside the city, I would
only be able to return home after weeks or months, like a
guest. I always wanted to stay with my father.” Societal
expectations at the time placed significant importance on
securing government jobs, especially when it came to
marriage prospects. Yielding briefly to this pressure, Mr
Ghatakhaye attempted employment twice. However, he
resigned both times on the same day, unable to commit to a
path that took him away from his home and family. Instead,
he ventured into business. He initially started with a bicycle-
shop and later ran a grocery shop with a partner. Though
these early efforts generated some profit, his ambition and
vision ultimately led him to establish Nagmani Agarbatti
Bhandar, a brand now synonymous with quality and
tradition in Vidarbha.

In response to a question, Mr Ghatakhaye shared the
challenges he faced in his early business journey, including
a betrayal by his business partner. “My partner betrayed me.
He primarily handled collections in the market but started
pocketing the money. Eventually, the partnership broke, and
I suffered significant losses,” he revealed. Determined to
rebuild, Mr Ghatakhayevborrowed X150 from his father to
restart his business. “These X150 came from the 144
scholarship I had earned for being on the merit list. The
business I run today began with just X150, he said. When
asked about the brand name, he explained, “The name
[Nagmani] was always there. I disassociated my partner and
continued the firm on my own.” Nagmani Agarbatti
Bhandar’s initial products, Zarina and Charlie, quickly
gained popularity. “These products were so famous that
they spread from Nagpur to Vidarbha and eventually to
Madhya Pradesh,” Mr Ghatakhaye recalled. The high-
quality fragrances and raw materials used in these agarbattis
made a significant impact on the market. “The fragrance and
quality created quite a stir in the agarbatti industry. People
began inspecting the quality and raw materials because the
raw materials [ used were damn expensive. Other companies
could not offer such quality at such affordable prices,” he
added, highlighting the foundation of the company’s
success.

Mr Ghatakhaye, the visionary behind Nagmani Agarbatti
Bhandar, continues to redefine the agarbatti market with his
unwavering focus on quality and affordability. Speaking
about one of his groundbreaking launches, he shared, “We

introduced Gold Sandal agarbatti, weighing 17 grams and
priced at just 2. This created a stir as people wondered how
such high-quality products could be offered at such a low
price.” Over the years, Mr Ghatakhaye has expanded the
company portfolio to include 26 varieties of agarbattis, each
maintaining the highest quality standards. “I have never
compromised on quality. While others look for cheaper
alternatives, I use imported raw materials from Vietnam,”
he explained. Mr Ghatakhaye’s commitment to sourcing
the best materials has earned the trust of his customers.
“When people asked how I could deliver the best products
at such affordable prices, I clearly stated that I prioritise the
quality of raw materials above everything else. Eventually,
people understood this.” Today, popular offerings such as
Sansar, Mogra, Ganesh, Chandan, and Gulab, priced at an
MRP 0f %10, dominate the market due to their high demand.
The company has also ventured into dhoop products.
“Nagmani produces dhoop, which is currently sold loose,
but we will soon start their branded packaging,” Mr
Ghatakhaye revealed. He further highlighted the uniqueness
of their dhoop cones, stating, “No other company offers
dhoop cones of this quality.” With its consistent focus on
quality and Bhandar
continues to set benchmarks in the incense industry.

innovation, Nagmani Agarbatti

Mr Ghatakhaye, outlined his plans for the future,
focusing on innovation and maintaining high standards. “I
have the best formula for producing high-quality masala
agarbatti. Our masala agarbatti, priced at 3360, burns for
one and a half hours,” he revealed. The company is also
preparing to launch sambrani cups, while its musk fragrance
product continues to perform exceptionally well. Nagmani
Agarbatti Bhandar’s reach extends beyond Nagpur to key
markets across Vidarbha, including Balaghat, Chhindwara,
and Akola. Mr Ghatakhaye attributed this success to his
deliberate and controlled expansion strategy. “I only expand
the business to the extent that I can maintain complete
control over it,” he explained. A skilled perfumer, Mr
Ghatakhaye has developed around 50 unique fragrances,
which are used in loose incense sticks. Among the standout
offerings is Pakeezah, priced at ¥125, which has garnered
widespread appreciation. “Nagmani is known for its quality,
which is why I do not rush to launch products. I care deeply
about my customers and their temples, ensuring I provide
them with the best products to maintain their trust,” he said.
In addition to running his business, Mr Ghatakhayehas
played a significant role in the industry, serving as Vice
President and Secretary of the Nagpur Agarbatti Association.
He highlighted the importance of collective action among
manufacturers, stating, “The association can work towards
building consensus among manufacturers to introduce only
the best quality products in the market. This will help secure
a brighter future for the agarbatti industry.” With a focus on
innovation, quality, and ethical manufacturing, Nagmani
Agarbatti Bhandar continues to strengthen its position in the
market while setting standards for the incense industry.®
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PRAYER DHOOP AGARBATTI PVT [TD.

Committed To Building Brands
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BRAND NEWS

Balaji's Jumbo Dhoop Sticks:
A Fragrant Legacy of Quality

The “Balaji” brand, renowned for its high-end quality products,
has been a cornerstone of the fragrance industry for over six decades.
Known for its commitment to innovation and excellence, Balaji con-
tinues to lead the way with its premium bamboo-less range of dry
jumbo dhoop sticks, catering to the ever-growing demand in this seg-
ment. This exceptional range features 10 thick, colorful jumbo dhoop
sticks, available at an affordable MRP of 125/-. With five captivating
variants—Sandal, Rose, Lavender, Garden, and Saffron—Balaji en-
sures a fragrant option for every preference. The vibrant colors and
rich aromas of these dhoop sticks make them a standout choice for
consumers seeking quality and elegance in their spiritual and aromat-
ic experiences. Having firmly established itself as one of the most
sought-after ranges in the
bambooless dhoop catego-
ry, Balaji’s products have
received widespread appre-
ciation across markets, fur-
ther solidifying the brand’s
position as a trusted leader
in the industry. ®

RKT Rangoli Jumbo Family Pack: Perfect for Festive Celebrations

diverse preferences, offering five enchanting scents:
Kewda, Rose, Chandan, Mogra, and Rajnigandha.
Each fragrance complements the spirit of India’s
cherished festivals, adding an aromatic touch to
celebrations.

New Year: Start afresh with the uplifting floral notes
of Rose, symbolizing new beginnings and optimism.
Pongal: Enrich harvest festivities with the calming
aroma of Chandan, embodying tradition and serenity.

Kumbh Mela: Immerse in spiritual harmony with
the divine fragrance of Kewda, ideal for holy

9 gy gatherings.
—ee Lohri: Brighten winter nights with the warm and

Available in 400g and 500g

The 5-in-1 Jumbo Family Pack Agarbatti has become
a seasonal favorite, especially during festivals,
thanks to its versatile range of fragrances. Available
in 400g and 500g packs, this bestseller caters to
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sweet essence of Mogra, bringing comfort and joy.

Makar Sankranti: Celebrate the festival of kites
with the refreshing scent of Rajnigandha,
representing positivity and growth.

This festive season, the Jumbo Family Pack is the
perfect companion to elevate every moment of joy
and tradition. ®
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DevDarshan Unveils Exclusive Premium Incense Sticks

Fragrances - Firdous, Rose, Sandalwood & Lavender, 35¢

DevDarshan, the No. 1 brand in the dhoop and agarbatti
business since 1954, has launched an exclusive product that
embodies the essence of tradition and sophistication. The new
DevDarshan Premium Incense Sticks are available in a
convenient 35g PACK, with a delightful range of fragrances
including FIRDOUS, ROSE, SANDALWOOD, AND
LAVENDER. Priced affordably at just Rs. 40/-, this product is
designed to elevate the aromatic experience for discerning
customers.

Renowned for its legacy of crafting premium-quality
incense, DevDarshan has once again set a benchmark with this
launch. These incense sticks bring together the finest
ingredients to deliver rich and long-lasting fragrances, creating
an ambiance of serenity and spirituality. Whether it’s for
religious rituals, meditation, or simply enhancing the
atmosphere of a space, the Premium Incense Sticks promise to
cater to a wide spectrum of consumer needs.

For shopkeepers, this new product is an opportunity to
offer customers an exclusive item that stands out in the market.

With the established trust and popularity of the DevDarshan

brand, retailers can expect strong demand. The attractive
pricing and packaging ensure competitive advantages,
while the good margins on this product make it an excellent
addition to store shelves. To learn more about DevDarshan
Premium Incense Sticks and other offerings, visit official
website www.devdarshandhoop.com. B

Rocket Wet Dhoop: Consumer’s choice in Hyderabad

Rocket Agarbatti Company, based in Nagpur, stands tall as a leader in India’s incense
industry, boasting a heritage that dates back to the 1970s. With over five decades of experience,
the brand has consistently delivered high-quality products, cementing its reputation across

diverse consumer markets. Its extensive portfolio spans various product segments, including
incense sticks, metallic incense in vibrant colors, and the widely loved wet dhoop. Among its
top-performing markets are Maharashtra, Bihar, West Bengal, Madhya Pradesh, and the
southern states, where Rocket Agarbatti has become a household name.In a recent market
survey by Sugandh India, Rocket brands wet dhoop was among the top demanded products
in the Hyderabad’s wet dhoop segment market. The brand’s enduring commitment to quality
and innovation has ensured its relevance in an ever-evolving market, making it a trusted

choice for consumers nationwide.l
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Live Touch flooding the market with innovative Bamboo-less products

Rajkot has emerged as a powerhouse
in  Gujarat’s  growing  incense
manufacturing industry, rivaling the
prominence of Ahmedabad. Among the
city’s numerous successful brands, Live
Touch by Balmukund Industries has
distinguished itself as a leader in
innovation and quality. Known for its
creative fragrance offerings and eye-
catching packaging, Live Touch appeals
to consumers across India. Among its
most celebrated products, Mithdi and
fusion fragrances, showcase the brand’s ability to cater to diverse tastes. Mithdi, a unique sweet-smelling incense, and fusion
fragrances are a sophisticated blend of complementary aromas, have set new benchmarks in the market. Building on this success, the
brand recently launched a range of bambooless incense products, in 8-inch length priced at T110 MRP in four distinctive fragrances:
Bella Vitara, Boss Tattoo, Polo Woods, and Aqua London. Moreover, in December, Live Touch further introduced the innovative Tini
Mini collection—compact 5-inch sticks in six delightful fragrance variants— Mithdi, Aqua London, Prabhu, Ringtone, Pineapple
Rose, and Z Basanti. Packaged in stylish small boxes priced at 315 MRP for 10 sticks, this range offers consumers an affordable and
convenient way to enjoy premium fragrances. Live Touch’s commitment to creativity and accessibility has solidified its place as a

favorite among incense enthusiasts. l

Asma Roll-0n Attars: The Essence of Elegance

Roll-on attars have long been cherished as a sophisticated and alcohol-free
alternative to traditional spray perfumes. These have traditionally been available in
Natural fragrance notes but with the popularity of fine fragrance and french notes,
Attar roll ons now come in new and trendy fragrance notes as well. As consumer
interest in this category surges, Chennai-based Dawood Fragrances has positioned its
Asma brand as a leading name in roll-on attars.

The Asma range offers an impressive array of variants, including Afnaan, Sanabil,
Ajmah,, Arafath, Attarful, Haneen, Mafaas, Majlis, Manazil, Markaz, Safa Marwa
and Sunthis, catering to a wide spectrum of fragrance preferences. These roll-ons are
available in convenient 3 ml and 8 ml sizes, ensuring portability and ease of use.
Popular across markets, Asma attars appeal to both traditionalists and modern
consumers, combining timeless scents with contemporary packaging. By maintaining
a commitment to quality and variety, the brand continues to win over fragrance
enthusiasts seeking elegance and sophistication. ™

Metro Maratha Kewda: A Timeless Fragrance

Hyderabad has established itself as a key consumer market for incense and fragrance products, attracting brands from across the
country. However, amidst the influx of external names, a homegrown brand—Metro Agarbatti Co.’s Maratha Kewda—has carved out
a unique legacy. Known for its exceptional quality, this iconic fragrance
has retained its loyal customer base over the decades.

Maratha Kewda continues to enjoy high demand, particularly for its
150-gram zipper pouch variant, priced at an accessible 372 MRP.
Consumers praise the product for its enduring aroma and consistent
quality, making it a trusted name among traditional fragrance aficionados.
Metro Agarbatti Co.’s ability to uphold its heritage while remaining
relevant in an evolving market has ensured the brand’s place as a
beloved staple in Hyderabad and beyond..®
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A RAVIRAG CHANDAN:
Excellence in Every Stick, Dhoop, & Cup

Bengaluru-based A Ravirag Industries has become synonymous
with excellence in the incense and fragrance sector. Widely
recognized for its premium KrishnaKala brand, the company has
cultivated a reputation for delivering superior products that appeal
to consumers who prioritize quality over cost. Its diverse portfolio
includes incense sticks, wet dhoop, dry sticks, roll-ons, soaps, and
hawan samagri, ensuring a complete fragrance experience for its
discerning clientele.

A standout offering within the Krishnakala series is the

Chandan product line, which features incense sticks, dhoop, and cups. Packaged in elegant golden designs, these products
epitomize luxury and craftsmanship. The Chandan series has earned a loyal following, reflecting A Ravirag Industries’
dedication to creating premium offerings that resonate with consumers seeking sophistication and authenticity. The brand
continues to expand its reach, solidifying its status as a leader in the high-end incense market.®

Shree Ghantalkarna Dhoop: Excellence in Every Stick

Manufacturing
Perfumes for Agarbatti,
Gutkha Supari, Toilet & Detergent Soap
Natural Qils, Essential Oils &
All Indian Attars.
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As Gujarat cements its place as a hub for quality incense

manufacturing at consumer friendly prices, Shree Ghantakarna
Mahaveer Dhoop Products from Deesa(Gujarat) has emerged as
a trusted name among consumers. Specializing in dry dhoop
sticks, the brand caters to the growing demand for sustainable,
bamboo-free alternatives. Its Real Kesar Chandan and Gulab
variants are especially popular, celebrated for their rich, long-
lasting fragrances.

Packaged in convenient 100-gram packs priced at an
affordable R60 MRP, these dhoop sticks combine traditional
craftsmanship with modern packaging standards. By consistently
delivering products that balance quality and affordability, Shree
Ghantakarna has earned its place as a favorite among incense
enthusiasts, not just in Gujarat but across the country.®
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Nagpur: A mixed market for local & pan-india
branded companies — Chandrashekhar

‘ ‘ Chandrashekhar Lande, owner of the leading incense and dhoop products super stockist firm “Aai Agency,”
highlighted the strong presence of branded products from Ahmedabad, Indore, Pune, and Bengaluru in
Nagpur and the Vidarbha region. According to Chandrashekhar, Nagpur is home to several major companies
whose products perform well locally, creating a diverse market for premium, economy, and mid-range
offerings from local and external brands. Chandrashekhar has been in the incense business since 2018. Over
the years, he has established a robust supply network across Vidarbha and Chhattisgarh. Beginning his
venture with “Laxmi Agarbatti,” he expanded to include prominent brands such as Khara Sona, Denim, Goyal
Agarbatti, Dali Agarbatti, First Choice, Nimbalkar Group, and the Agra-based Navin. He currently operates as
a super stockist and distributor for these companies, ensuring their products reach a wide audience. In
addition, Chandrashekhar has been serving as a super stockist for “Param” for the past two years, further
solidifying his presence in the regional market. , ,

Chandrashekhar Lande, speaking to Sugandh India,
revealed that his distribution network includes around 450
distributors, with operations extending to Chhattisgarh.
Within Vidarbha, he manages markets in Chandrapur,
Gadchiroli, Gondia, Bhandara, Amravati, Akola and
Buldhana, in addition to Nagpur. Chandrashekhar noted
that Maharashtra’s market dynamics vary significantly
across regions. Economy and mid-range products dominate
Vidarbha, while premium products are more popular in
Nagpur. Urban and rural areas outside Nagpur prefer the
economy and loose incense products. In affluent regions
like Marathwada, 70% of the market comprises premium

36 SUGANDH INDIA JANUARY-2025

products, and in western Maharashtra, premium products
account for 60% of the market share. Conversely, the
Vidarbha region sees robust sales of products priced at 10,
%15, and %20, particularly in rural areas where dhoop and
incense sticks have a strong demand. A 400-gram zipper
pack, categorised as a loose product, is especially popular.
National brands such as Cycle, Zed Black, and ITC also
maintain a significant presence in Nagpur, reflecting the
city’s diverse market preferences.

Shri Chandrashekhar highlighted that Nagpur is home
to prominent local brands like Rocket and Thakral, whose
products enjoy high demand and are sold pan-India.
Additionally, brands such as Balaji, Shreeji, Amrutha, Param,
Denim, Bansi, and Big Safari hold a monopoly share in the
region. In the loban segment, loose incense sticks dominate
preferences. Chandrashekhar noted that
Bengaluru-based products, which previously had a significant
hold in Nagpur, continue to be in demand. Masala incense
sticks from brands like Arihant and Vasant are particularly
well-received. He described Nagpur as a mixed market where
premium and budget products sell effectively, with jumbo
packs weighing 300 to 400 grams gaining popularity. In
the dry dhoop segment, brands such as Param, Khara Sona,
and Pooja Path’s zipper packs perform strongly. Bansi has
established a monopoly in the dhoop category. He observed a
shift in consumer preferences, with dry dhoop now favoured
over wet dhoop, which was more popular. Although several
companies produce well-performing wet dhoop in zipper
packs, with loose incense products being more prevalent,
branded sambrani cups have limited demand. In the camphor
segment, Mayur and local products dominate the market,
while brands such as Gayatri, Pooja Path, Param, Saraswati,
Three Pine, Hem, and Geeta Products also maintain a
presence. Chandrashekhar firmly stated that Maharashtra
is a robust market. Vidarbha (region) demonstrates a mix
of demand patterns with premium products predominantly
targeted at urban areas.

consumer
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Large-scale |oose production
Drives Nagpur’s incense industry: Rajesh Shah

(Heyinir)

Nagpur has established itself as a significant hub for agarbatti production in Central India, with over 200
registered manufacturers and numerous unregistered producers. This thriving market has positioned itself as a
centre for both established brands and smaller players. Rajesh Shah, the head of Ajay Agarbatti Works, highlight-
ed in a conversation with Sugandh India that demand in Vidarbha leans towards economy and mid-range prod-
ucts rather than high-end premium incense. “The local market prefers low-priced products with higher weight,”
Shah explained. Packs weighing between 200 and 500 grams, priced from 100 to ¥150, dominate sales. This
demand has pushed the “loose agarbatti” market, where unpackaged products are particularly popular. Ajay
Agarbatti Works has expanded its operations to include the production of its own branded products, sold under
the Ajay Agarbatti name. The company also trades incense products from established brands like Rajkamal
Indore, Shalimar bengaluru and Oswal Company Pune, further diversifying its market reach.

jay Agarbatti Works, led by Rajesh Shah, offers 30 to

40 types of agarbattis, cones, and dhoop products.

The company has also diversified into other

devotional materials, such as sandalwood paste and
coloured powders, catering to a growing market for puja
essentials. Shah revealed that the business initially focused on
trading products for other companies before transitioning to
manufacturing under its brand name. He highlighted
partnerships with major firms, including Indo Divine Spiritual
Solution Private Limited, and noted that the company now
manages a broad distribution portfolio for devotional
materials. Ajay Agarbatti serves two to three incense brands
across Vidarbha and exclusively handles Rajkamal’s distribution
in Nagpur. The distribution network extends beyond
Maharashtra to Madhya Pradesh and Chhattisgarh, supported
by a robust team of 35 to 40 distributors under its SS
operations. Nagpur has solidified its position as a leading
market for incense products, with top brands like Zed Black,
Bansi and Param from Rajkot dominating sales. According to
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Rajesh Shah, head of Ajay Agarbatti Works, the city records
the highest sales of agarbattis, while the market for dhoop
sticks has grown significantly in recent years. Shah credited
the central government’s recognition of Nagpur as an incense
production cluster for driving growth, prompting numerous
established traders to shift their focus to manufacturing. The
city now boasts over 200 registered producers, alongside a
substantial number of unregistered ones. He highlighted the
rapid expansion of the agarbatti industry, citing the rise of
brands like Safari and Rocket as pan-India names and the swift
growth of Nagmani’s products as well. Zed Black remains a
market leader, driven by effective marketing strategies,
innovative product launches, and attractive promotional
offers. Its sandalwood paste products have also seen strong
sales, alongside popular items from Hari Darshan. Shah
mentioned that “Spiritual” company that he deals in offers
sandalwood paste in six colours, including black, white, red,
and yellow, which has gained significant popularity among
customers. |
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BIG SAFARI AMONG THE TOP SELLERS:
NARAYAN KHEMCHAND AGARWAL

Mr Narayan Khemchand Agarwal, owner of Murli Wala Stores in Pune, has been a prominent figure in
the agarbatti and dhoop industry since 1956. In an exclusive interview with Sugandh India, he likened the
industry to a circus, asserting, “The one who performs the best, sustains the most.” Agarwal began his
career with a grocery store but transitioned into the incense business in 1998 with Thakral group and got

distribution rights for their products. His success in the field led to further opportunities.

e revealed that his distribution network spans Pune,
H catering to approximately 350 counters. He

highlighted the strength of the Pune market, describing
it as highly promising. “Big Safari is the top-selling brand
here,” he stated during his interview with Sugandh India.
Other notable brands in the local market include ITC, ZED
Black, and Cycle Pure. Agarwal noted a significant demand
for zipper packaging, with 15-gram premium-quality agarbatti
packs gaining traction. However, the 100-gram pack remains
the most popular choice among consumers.

Mr Agarwal emphasized Big Safari’s leading position in
Pune’s agarbatti market, along with the local Oswal brands.
The 100-gram zipper pack of Big Safari sells at I50, with a
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maximum retail price (MRP) of ¥70-80. Similarly, the
Miracle brand is priced between 360-70, with an MRP of
%100. He also noted strong demand for 12 pouches, which
appeal to budget-conscious consumers. He sells 8-10 product
variants of Big Safari and 2-3 variants of RKT. Jalaram’s
masala agarbattis, priced at X180 for 200 grams, continue to
enjoy strong demand in Pune. Shri Narayan Khemchand
Agarwal noted that consumers prefer dry sticks over wet
dhoop. However, RKT, Sacche Sai, and ZED Black remain
notable choices in the wet dhoop segment. He also highlighted
a preference for loose sambrani cups over packaged versions
in the local market. Additionally, the 111 brand of camphor
stands out as a favoured option among buyers.
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MARKET REPORT

Cluster manufacturing positions Nagpur as incense industry hub

Nagpur, strategically located at the Zero Mile Centre of India, holds a historic legacy as an ancient city famed for its wildlife sanctuaries
and orange cultivation. Despite being the third-largest metropolitan city in Maharashtra, Nagpur has lagged in industrial development.
However, its economy benefits significantly from agriculture, with oranges, cotton, and sugarcane as key contributors. Nagpur has
established itself as a key hub for the incense industry, bolstered by its cluster manufacturing of agarbattis. The city thrives on its
proximity to Vidarbha’s forested regions, offering ample raw materials like Loban and guggal— crucial for producing agarbattis and
dhoop products. Recognising this potential, Union Minister Nitin Gadkari officially designated Nagpur as an agarbatti cluster. The
move has accelerated the growth, with over 200 registered manufacturers and numerous small-scale producers now operating in the
city, cementing its role as a significant player in the incense sector.

Nagpur has carved a distinct identity nationwide for its loban-based agarbattis, with several dhoop and agarbatti companies operating
pan-India. This reputation has elevated Nagpur into a prominent hub for the incense industry in the recent past. In addition to
supplying incense products in Maharashtra, local manufacturers mobilise their goods to Madhya Pradesh, Chhattisgarh, Gujarat, and
the southern part of India. Meanwhile, premium brands have also recognised and tapped into (Nagpur) market potential, further
solidifying theirs in the industry. Branded products from cities like Ahmedabad, Pune, Bengaluru, and Indore enjoy robust demand in
the Nagpur market, showcasing its growing prominence as a key player in the domestic incense sector.

Nag&pur drives demand for mid-range
products while balancing premium and loose

incense markets

A recent survey by Sugandh India has highlighted that slow
industrial development in Nagpur has constrained economic
growth in the region. While the city remains a hub for education
and government operations... agriculture continues to serve as the
main livelihood for surrounding areas. As Maharashtra’s sub-
capital, Nagpur houses numerous government offices, with a large
mix of population dependent on salaried jobs.

Compared to Marathwada and Western Maharashtra, Vidarbha
displays lower consumer purchasing power, leading to a dominance
of economy and mid-range products. Loose incense products have
emerged as the most preferred category, driven by a demand for
heavier packages at competitive prices. This trend has encouraged
agarbatti companies to introduce jumbo packs tailored to the
region’s cost-sensitive consumers. In specific areas of Nagpur,
premium products capture 40% of the incense market, while loose
products dominate with a 60% share. Loose incense packs available
in quarter-kilo, half-kilo, and one-kilo cater extensively to budget-
conscious buyers. As a major producer and supplier of dhoop and
agarbattis in Vidarbha, Nagpur plays a pivotal role in the national
incense industry. Its loose agarbattis, particularly those made with
loban, remain highly sought after across various states, reinforcing
the city’s prominence in the sector.

Vidarbha'’s agarbatti market shows robust
growth across segments

A market survey by Sugandh India has highlighted the strong
demand for agarbattis in Vidarbha. While scented agarbattis once
dominated the region, the preference for loose products has risen
sharply in recent years. This shift spans economy-grade items and
high-quality loose incense, which has secured a significant share of
the market. Popular packaging sizes include 100g, 200g, 400g, and
500g zipper packs, supplied by both local and branded
manufacturers. Packs with an MRP of ¥70-80 are commonly sold at
%50, while economy-grade options weighing 120g to 200g are also
popular in the same price range. Premium products, however, see
peak demand during festivals. Nagpur serves as both a stronghold
for premium agarbattis and a supply hub for surrounding regions
like Chandrapur, Gadchiroli, Gondia, Bhandara, Amravati, and
Buldhana.

In other parts of Maharashtra, such as Western Maharashtra
and Marathwada, premium products dominate 60-70% of the
market, compared to Nagpur’s 40%. National brands like Zed Black,
Cycle Pure, and ITC hold a strong presence in Nagpur, alongside
mid-range and premium labels such as Balaji, Parimal Mandir,
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Padmini, Forest, Hem, BIC, Moksh, Janak, Floris, Krishna Kala,
Param, Orkay, Feelings, Lakshmi, Denim, First Choice, Oswal,
Rajkamal, Shalimar, Shreeji, and Amrita. Additionally— Rocket,
Nagmani, and Thakral Group agarbattis maintain visibility in the
city and are distributed to other regions, reflecting the steady
expansion of the agarbatti market.

Nagpur dhoop market shifts towards
health-conscious alternatives

Arecent report by Sugandh India highlights the evolving trends
in the dhoop market. The city, a crucial hub, sees significant demand
for wet dhoop among street vendors and small-scale sellers.
However, rising health awareness has driven a growing preference
for dry products such as sticks, cones, bamboo-less incense, and
sambrani. While bamboo-less incense is gaining traction, the
demand for agarbattis remains steady. Wet dhoop continues to
dominate with a 60% market share, while dry dhoop contributes
40%, as health-conscious customers increasingly favour products
with lower smoke emissions. Medium-range products dominate
the market, with 350 packs containing 120-200 grams being the
most sought-after. Local producers maintain a strong presence
selling loose products in the dry dhoop segment. Wet dhoop zipper
packs from brands like Hari Darshan are generally popular, while
Zed Black, Bansi and Cycle Pure retain steady demand. Bansi is
popular particularly for loban and guggul-based products, along
with fragrances from Krishna Kala and First Choice. Among wet
dhoop packs, 320 options are the most popular, while premium
brands like Balaji and Devdarshan perform exceptionally well,
further diversifying Nagpur’s robust dhoop market.

Nagpur’s dry stick segment sees strong demand for 50 packs
from brands like Balaji, Flourish, and Devdarshan, which dominate
consumer preferences. Sambrani products, particularly box packs,
are highly popular, although loose sambrani products lead to overall
consumption. Prominent sambrani brands include Padma,
Flourish, Lakshmi, Panchajanya, Balaji, and Cycle Pure. Balaji’s
products hold a commanding share in premium roll-on products,
while Charminar and Aero Chem enjoy significant demand in the
general incense category. Local producers enjoy a monopoly in the
camphor market. However, brands such as Mayur, Gayatri, Pooja
Path, Saraswati, Three Pine, Geeta, and Mangalam continue to
attract a growing customer base. Chandan tika powder and paste,
with an average price of 330, are widely bought and include notable
brands like Manohar, Hari Darshan, Mauli, Jai Bhavani, and Topsi.
Despite an average monthly consumer spend of 3200 on incense
products, only 20-30% of purchases are influenced by brand names.
This highlights the cost-sensitive nature of the market and the
continued dominance of local producers in Nagpur’s incense

industry. B
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Loose products are a challenge for Brands:
Guishan Manwani, Devansh Agency

Mr Gulshan Manwani, head of
Devansh Agency, brings 25 years of
experience in the incense and dhoop
industry. In a recent conversation
with Sugandh India, he discussed
the role of Nagpur as a hub for
incense production and
consumption. However, Manwani
noted that the expected sales figures
have not materialised as anticipated.
Despite large-scale production in the
district, incense prices remain lower
than expected due to fierce
competition. While branded incense
packs are priced at ¥70-80,
customers in Nagpur often prefer
purchasing 1 kilogram of loose
incense for the same price. Similarly,
Sambrani cups, sold by companies
for 50 for a dozen, are available for
%100-150 per kilogram (in loose).
Manwani attributed the dominance
of local producers as a key element
hindering branded companies from
Bengaluru, Ahmedabad, Indore,
Mumbai, and other states from
expanding in Nagpur. He further
stated that markets in Wardha and
Gondia offer better opportunities,
adding, “If I sell 5 cartons of goods
here, I can sell 15-20 cartons in
Wardha and Gondia.”
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Mr Gulshan Manwani, shared that he has
been in the incense business since 1999.
Initially, he worked under Raju Bhai, dealing
with Denim Dhoop and Shashi products. In
2004, he established his venture, and by
2006, he partnered with brands such as
Bansi, Denim, Feelings, Narmada
(Bengaluru), Shalimar, and Orkay. Today, he
handles brands like Bansi, Nishan, Forest,
Vasant and Lakshmi Loban. He is also a
distributor for Param for Nagpur. Mr
Manwani explained that his supply network
covers approximately 50 kilometres around
Nagpur. In response to a question, he
identified Bansi as the top-performing brand
in Nagpur, with its dhoop regarded as the
best. Devansh Agency’s supply network
includes over 700 retail counters and 70-80
wholesalers. He also revealed that he has
granted agency rights to several of his former
employees, who now operate their businesses
independently.

Speaking with Sugandh India, Mr
Manwani highlighted payment issues as a
significant challenge in Nagpur. While the
region is a key hub for loban incense
production, local consumption remains
relatively low. Instead, products made from
loban are distributed nationwide from
Nagpur. Manwani noted that approximately
80% of the Nagpur market consists of loose
incense products, with branded products
making up just 20%. The pressure from the
loose market is so intense that even major
companies offering 200- and 500-gram packs

struggle to compete with local products.
Agarbattis dominate the Nagpur market,
accounting for around 50% of total sales,
while the remaining market share is split
between dhoop products. Manwani pointed
out that the demand for wet dhoop is
gradually declining, with dry sticks gaining
preference. Within the 50% dhoop market,
dry dhoop sticks now account for 40%,
while wet dhoop still holds a 60% share.
Due to the dominance of the loose market,
zipper packs have become the most
sought-after packaging option.

Mr Gulshan Manwani shared insights
into the best-selling incense brands in
Nagpur. He identified Zed Black as the most
popular brand in the incense sticks segment,
with products from Bengaluru and
Ahmedabad based brands—such as Nishan,
Forest, Padmini, Balaji, Cycle Pure, Denim,
and Anant—widely used for rituals. Bansi,
Denim, and Zed Black lead the demand in
the dhoop segment. Balaji and Vasant are
popular in the premium masala dhoop
category alongside Krishna Kala. Manwani
revealed that zipper packs priced at 350 are
commonly sold, with a market retail price
(MRP) of 270-80 for 120-200 gram packs.
Products priced between 310-20 have
limited demand. He noted that dry dhoop has
a higher sales volume, with Sambrani cups
performing well, typically priced at 50 and
3100 MRP. Among dry dhoop products,
zipper packs with a ¥70 MRP are the most
popular. While %10 dry dhoop packs are
available, they see lower sales and packs
priced between X35-70 for 100 grams sold
are more common. The market for wet
dhoop is on the decline, with wet dhoop
priced at 235 MRP now selling for 20-25,
reflecting reduced demand.

Shri Gulshan Manwani shared with
Sugandh India that loose sambrani cups
from local producers are popular in Nagpur.
While branded companies offer 12
Sambhrani cups for 50, loose products
weighing 1.5 kilograms are sold locally for
%200. Despite this, premium-quality
products such as Bansi’s Loban and Guggul
continue in demand. Additionally, Krishna
Kala’s 8-10 fragrance range and the First
Choice brand, which offers Sambrani cups in
all its fragrances, are also popular. However,
Cycle Naivedya has minimal demand in the
region. In the sandalwood tika segment,
Spiritual and Hari Darshan are the leading
brands, with Hari Darshan still recognised
for its superior quality. Manohar’s tika
products also perform well. In the camphor
market, local Nagpur producers dominate,
but adulterated products remain a significant
issue, making authentic camphor rare. Mr
Gulshan pointed out that in Nagpur, brand
value plays a minor role, with affordability
being the primary driver of sales. Only 2-3
out of every 10 customers specifically
request products by brand name.®
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Shravani Sugandh Bhandar : The journey from a Salesman to a Distributor: Jitendra Iratkar

Shravani Sugandh Bhandar, led by Jitendra Iratkar, has established itself
as a major distributor in Nagpur, representing around thirteen agarbatti
companies, including prominent names like Parimal Mandir, Padmini, and

Hari Darshan, over the past decade. Mr. Iratkar began his career as a
salesman in the fragrance industry, working for a dozen years with a
distributor managing Bharatvasi Parimal Mandir brand . When the
distributor ceased operations, he opened a retail shop... marking the
beginning of his entrepreneurial journey. Recognising his potential,
Parimal Mandir appointed him as a distributor, followed by direct
appointments from companies such as Padmini, Hem, Safari Big, Hari
Darshan, Topsi, and SL Agarbatti Company. Shravani Sugandh Bhandar
(company) is not just a distributor, it also retails products from well-
various incense and perfume brands, solidifying its footprint in Nagpur’s
fragrance market. This success highlights the transformative journey of
Mr Igatkar, who transitioned from a salesman to a key player in the
distribution network of branded incense products.

Jitendra Iratkar supplies products to approximately 450 retail shops and
wholesale markets, supermarkets, kirana shops, and dairy stores in Nagpur. Over
thirty businesses source wholesale products from them. The distribution network
extends beyond Nagpur, covering regions like Wardha and Amravati
(Maharashtra). Mr Igatkar highlighted Nagpur as a lucrative market for incense
products, with an equal 50-50% share between loose and branded offerings.
Loose products, largely driven by local producers, continue to hold significant
demand. Among the most popular brands distributed are ZED Black, Parimal
Mandir, Padmini, Hari Darshan, Cycle, Hem, Krishna Kala Agarbatti, Rajkot’s
Janak, and Ahmedabad’s Flourish. Monthly sales reportedly reach ¥14-15 lakh,
with ¥8-9 lakh generated from branded products and X7-8 lakh from loose
offerings. Shravani Sugandh Bhandar’s consistent growth underscores its pivotal
role in supplying high-demand fragrance products across Nagpur and surrounding
regions.

Mr Jitendra Igatkar revealed that in Nagpur, incense products priced between
%10 and %50 enjoy the highest demand, with zipper packaging being particularly

46 SUGANDH INDIA JANUARY-2025

popular among consumers. ZED Black’s Manthan
and Topsi’s Wet Dhoop, sold in zipper packs
alongside Hari Darshan, maintain a strong presence
and are market leaders in the dhoop category.
Products in the 325 to 330 price range are the best-
sellers. Premium products like Balaji and Krishna
Kala, priced at 370 MRP, have a niche audience,
while demand for dry sticks remains low. Wet
dhoop, which is more affordable, dominates sales,
whereas dry dhoop of decent quality sells at T70 and
more. Dhoop and agarbatti share the market equally,
each holding a 50% share. Mid-range dhoop-
agarbatti in zipper packaging, weighing between
120 and 200 grams, are the most sought-after.
Economy packs of 100 grams are also popular, with
products priced at ¥50 having the largest market
share. Mr Irgatkar noted that premium products,
such as packs of 10 agarbattis priced at X100 or
more, account for only 5-10% of the market and are
primarily purchased during festivals. Nagpur’s
incense market is largely driven by economy and
medium-quality products, catering to the price-
sensitive preferences of local consumers.

Jitendra highlighted that Lakshmi is the leading
brand in the sambrani stick segment— followed by
loose local products. The sambrani market has an
even 50-50% split between branded and loose
products, with popular price points at 340, 350, and
260. Notably, Lakshmi offers a pack of 20 sticks for
%14. Panchjanya, Naivedya, and Parimal Mandir
Mangal Puja (in the Sambrani Cup category) are in
high demand. Manohar Ashtagandha is particularly
popular sandalwood tika— while Hari Darshan
continues to hold a substantial market share. Other
brands like Mouli, Jai Bhavani, and Topsi have a
strong presence in the Ashtagandh category. The
average price for sandalwood tika stands at %30,
with both powder and paste versions being widely
used, and yellow sandalwood being the preferred
choice among customers. In the camphor segment,
leading brands include Nagpur based Maurya, Jai
Kapoor and from other cities, Mangalam, and
Gayatri. Among perfumes and roll-ons, Aerochem
and Al Nuaim are the most popular, priced between
330 and 340. JB fragrances also perform
exceptionally well in retail, with four to five varieties
consistently in demand.

Discussing customer behaviour, Mr Igatkar
noted that a typical customer purchases about a
quarter kilogram of agarbattis, priced at 340-50,
and spends approximately ¥200-3300 per month.
However, in retail, only 20-30% of customers opt
for branded products, with the majority favouring
local or loose options. This preference for cost-
effective, non-branded products highlights the
value-conscious nature of Nagpur’s fragrance
market, while premium segments remain niche and
festival-driven. ®
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40-60% market for premium and loose in Nagpur:
Girish Lakshmandas Shambhuwani, Shriram Agency
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Girish Laxman Das Somani, head of Shriram Agency, CNF, super stockist and distributor of
many agarbatti companies, believes that Vidarbha is a very good market for agarbatti
products. The trend of loose products has increased a lot in the last few years, but there are
a large number of people who want quality premium products in Nagpur and all the districts
around it. In a conversation with Sugandh India, he said that premium products have a 40%
market here and loose is in trend at 60%. Loose is very popular here in zipper and big packs.
In such a situation, many branded companies like Balaji and Flourish are also giving 100 and
200 gram packs in zipper and they have a good market here. Alot of branded companies have
launched 450 gram zipper packs too. He said that the notion has been created that loose
products are very cheap, whereas it is not so. Branded companies are also giving tough fight
to loose products. Also with brand comes trust for quality.

irish Laxman Das, head of Shri Ram Agency,
said that he is the CNF of Balaji, Flourish,
Orange Aroma, Sun Temple. Apart from this,
he is the super stockist of companies like
Devdarshan, Aromatic, Geeta and Good
Luck. Apart from this, he has his own

Balaji and became CNF agencts for entire Maharashtra.
Shriram agencies is the super stockist of Vidarbha for
many companies and there are more than 1000 sales
counters in its marketing network with products being
supplied through salesmen as well. Mr Girish told that
distributors have been appointed for the rest of

manufacturing, which he supplies in selected areas. In
response to a question, he said that he has been working
in the Agarbatti Dhoop industry since 1998. We started
with Hari Darshan 25 years ago. Followed by Padma and
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Maharashtra and Vidarbha. Right now he has a network
of more than 200 distributors. His nephew looks after the
work in Kolhapur and its surrounding areas. He has a
separate network. He told that apart from Maharashtra,



he looks after the distribution of Orange Aroma up to
Madhya Pradesh and Chhattisgarh. We are also supplying
in Karnataka. Orange Aroma is a subsidiary of Flourish.

Mr Girish told Sugandh India that he keeps monitoring
his network from time to time and spends 6 hours every
day in the Nagpur market, visiting the big counters and
taking orders.

Apart from this, he also monitors the market by going
out of Nagpur two-three times a month. The result of this
is that we get information about what is happening in the
market, what is the status of our own products, what new
is coming in the market? All these things are known. In
response to a question regarding the heavy trend of loose
products in Nagpur, he said that this is not the case. Big
companies are also giving packs of higher weight.
Flourish too has provided 100-200 gram pack in zipper
and recently they have introduced 450 gram zipper pack.
He shared that the price of 100 gram pack here in zipper
is *50. The trend of dry stick cone and cup in agarbatti
and dhoop has increased but still agarbatti sells the most.
If he is selling 100 boxes of agarbatti in a month, then
only 5 to 10 boxes of dhoop are sold. Mr. Girish told that
wet dhoop is more in demand at hawkers, street shops
and food outlets. Customers other than that prefer dry
stick over wet incense.

He told Sugandh India that the top five brands of
agarbatti are Balaji, Flourish, Amrutha and Z Black.

Apart from this, products of all other branded companies
are also sold. While, one company’s agarbatti sells more
another’s dhoop, one has more sales in dry stick, another
sells zipper more. Some have more sales in roll on and
some sell chandan tika more. Wet dhoop is mostly sold at
MRP of 220. Balaji and Devdarshan’s dhoop is premium.
Apart from Devdarshan’s dhoop, chandan tika is also
sold here. He said that quality products are sold here a
lot, it is not that this is only a market for loose. Balaji,
Flourish and Dev Darshan have a strong market in dhoop.
Products with MRP of 250 are sold more and they are
also of quality.

In response to a question, he said that Sambrani in
box pack is sold more. Brands have a tough fight with
loose cups. Sambrani cup is expensive for companies,
because logistics and other charges. Products of many
companies like Padma, Flourish, Balaji, Cycle etc. are
sold more in Sambrani cup segment. Cycle has alot of
products under prayer products segment.

Balaji dominates the premium attar roll on segment.
Apart from this, there are products like Charminar and
Aerocam Ratlam that are in demand. In response to a
question, he shared that an average customer buys incense
stick products worth around X 200 per month. It is not
right to say that Nagpur is only a market for loose
products. There are also a large number of customers
here who like premium branded products.®

CHAUDHARY SALTPETER INDUSTRIES

Mgf. of Pottasium Nitrate (Saltpetre)

Material Used in Agarbatti and Dhoopbatti for Burning
Factory: Saraswati kund, Masani, Mathura (U.P.)
Email: chaudharysaltmtr@gmail.com

OUR SISTERN COUCERN

1. JAGAN PRASAD PRITHI RAJ

2. MUKUND TRADERS
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SHREE YOGI SUPER
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INDIA’S OLDEST & ONLY CARBON FREE

Sambrani Dhoop Manufacturer Since 1991
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(V) Peace of Mind (V) 100% Satisfaction

(V) Natural product (V) Trusted Company

Made from Natural Aromatic resin Non - Synthetic

For Trade Enquiry
Mfg. & Exported by :

+91 93 34 315252 | +9187 89 377137

or mail us at DX nilima.2014a@gmail.com

NILIMA HERBS PVT. LTD.

Harni Chak, Anishabad, Patna - 800 002 (BIHAR)
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Sambrani Choop Cup
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We are Manufacturer and Exporter of
Premium Incense Sticks, Flora Incense Sticks,
Sambrani Dhoop, Sambrani Dhoop Cup,
Wet Dhoop, Loban, Bakhoor, Perfume etc.

PRODUCTS

FIRST CHOICE FRAGRANCE Customer Care No.:

H.0.: 793, Budhwar Peth, Moti Chowk, Pune - 411 002, +91 96370 86086 | +91 95522 26850
Maharashtra. (INDIA) Email : firstchoice.fragrance@gmail.com

WE ALSO DO JOB WORK
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Premium Aluminium Bottles & Drums by

M.S. CAN

M.S. CAN proudly stands as a top manufacturer of high-quality aluminium bottles and
drums, offering capacities from 1 litre to 25 litres. Our products are trusted by
businessesinover 30 countries for their durability, safety, and versatility. Our aluminium
containers are perfect for storing and transporting a wide variety of products, including:

Used in flavours, fragrances and essential oils.

? g A

Mohd. Samran

T
,._.

>

Choose M.S. CAN for reliable, eco-friendly packaging solutions that meet the highest industry standards.
Whether you're in the fragrance, cosmetic, or food industry, our aluminium bottles and drums provide the ideal

solution for preserving the integrity and quality of your products.

GLOBAL REACH: VERSATILE USE: HIGH-QUALITY MANUFACTURING:

Why Choose Trusted by clients in Ideal for a wide Robust and safe

M ,S_ CAN? over 30 countries. range of industries. packaging solutions

Elevate your product packaging with M.S. CAN's aluminium bottles and drums.

Contact us today to learn more!

Corporate Office: A-19, 2™ Floor, Habib Complex, Bharat Nagar, New Delhi-110065
Factory: Nazrapur Patti, Tirwa Road, Kannauj-209725 (U.P.)
Mob: +91 9999948609 | Email: Samran1012@gmail.com
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Qudb mber:

LARGEST WET DHOOP MANUFACTUER IN INDIA

WE ALSO DO JOB WORK

DHOOP WE MANUFACTURE
* Golden Dhoop « Pure Kassa * Sandal Base * Floral Dhoop « T1Base * Halmadi Dhoop

Mfg. & Mktd. By:
HIMALAYA DHOOP AGARBATTI INDUSTRIES

< Customer Care : +91 98032 12828 (© +91 24171 00094 / +91 94173 14040
@ www.himalayodhoop.com & Jalandhar, Punjab India - 144001,

| estbiz | +91 70967 00707
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AGARBATTI & DHOOP

FRAGRANCES
CREATINtGE SOMETHING MAGICAL

kta Aromatics Ltd.

he creator of AROMA Jewels
~7 N &

A unit of \:’ .L:,
SOM VARSHNEY GROUP

SOM VARSHNEY GROUP

Ph: 011-42141579, 42141574
Email:info@iktaaromatics.in | rnd@iktaaromatics.in
www.iktaaromatics.com
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"Your Industrial Drying Best Friend In Any Season."

0 rmw” _' m

32 kg Dryer 250 kg dryer Dhoop stick dryer

AGARBATTI & &Y POINy¢
DHOOP STICK DRYER !

High performance & low drying cost

2
Agarbatti: 3 - 4 Hours Drying Time Fast drying even in monsoon season
Dhoop : 5 - 6 Hours Drying Time S
Minimize bending issues
Running successfully since 8 Years 4

Reduces breakages of the sticks

S
No fungal development

- 6
Dhoop Dhoop Dhoop Computer Agarbatti/
Stick Cone Cup Sambrani  Incense Stick i i i i i
D o Drver Brver orl Maintains an even dipping ratio
100 to 100 to 100 to 100 to 250 to 7
20,000 20,000 20,000 20,000 50,000
Kgs/Day Kgs/Day Kgs/Day Kgs/Day Kgs/Day

Ensures uniform drying

Steamtech Innovative Machinery Pvt. Ltd.

Steam@h
611, Aalap- B, Limda Chowk, CONTACT D o ative Machinery Pve Led

Rajkot - 360001, +91 85111 46990 hello@simpldryers.com

Gujarat, India. www.simpldryers.com




APTYR & 98} U1 & A=]thaaw B &
ofs1 MSdQM: 120 2ME

(weriniidy)

ta

A WRd H APTQR 3PRE 311 o USRI T Udh 9181 g6l & bl &, Filfcs gl PTIT200 A
31fEreh TRATHII 3IAMTGeh hufaa g, 51 Aes &, STafcs SHA SATET 31 AFReS 3PREr IdIgeh SH AR A 2l
35T 3PREI aeRi & U@ 2ft A5120 2T A Pier Sf5a1 A vep ardiia H et fob fag # 818 aenfaidt ara
tiff 3PRe 31R gu UisdacH B sATGT 918t Aiche Ael &1 SehIATHT 3R Hifsaw 351 & Uisde Hed sAT6T Iaid &
Ui b1 23 & b BH BIHd H TSI I51 dTel 31 &t Iold &1 200 A 500 HTH I died Ueb 100 A 150 1T
@Y 351 H SATGT TAd & SH1 Bl of31 PR oh HIdbe hed & 8 e T8l of31 Msdc &l sTal aaid 8l 3151
IPREII TeRT 31514 3PREIIL S8 o ATH A 310+ Uisdcd Hl STl 81 2ft A121 21E A5THAE S8R,
QAMAHR NHTAR 3R 3T bUHl GoT i 3PRE dhufeil & Uisacd i ofed1 Hl Bd §|

o} TSI Mg A Y Sfean 1 aaman foh 39 SWRat JiE &
319 30 ¥ 40 ¥ & Wieoe & | §H TR, I 3R U S ¢ |
U ST ST UTS <l 311 WTATET <ree et figy, FaeH 3R
3T 3MfE T oY BTH XA ¢ | Teh FaTed o StaTel | I=gi- srardn foh
& # g1 Otk gudt shufat & fore e o=a & | ag # s siie
AT Y AR aT it s ol | i S fo g feare= fafgera
iege wrgae feifiee o e gust It shuf-al o Gueh # 7 o1 |
feefegem o qot-urs Wt 3 Sgd IR W €, RSkt s ag o
R ¢ | I8 Fam % S-de WRei shufrai w1 1 ag faged &
AT W HA ¢ | TSTRHA ol T halel AR § & T § | SHh
arerTen fediere # gl afed aer vrwr 3R S<iTe as% TS
¥ | 3ok UTE TEed o oft o §, Foreeh ded 35 W 40 Refisre
IS |

Teh aTel o STaTe § 351 srara o6 ArTgR Y Arehe § 2ty siie
H s =ik, ST 3R TSTehie ol URH TeidT ¢ | ANTYR § SRa &t

68 Jiw fear | sa - 2025

& e forht et © | grerifer gu fees it Aidhe i o ot #
STt A 92 © | IEi shet T AR H Sga SATeT SRS, 99 3R
ST UTS AR 3 3cTe Bl T & | SHeh! 9ol WG g GXhR
BT ANTYR h SRS Fereex o &9 B =iy fohar S § | 2t fora=
I 3R WA TR ¥ | 31 I Foft A=gtherer 1 MU € | $H g AT
oreS IATEeh! St AT 200 T AfAF B, Sefeh rRfoRes an
TR ot e SATRT € | 3R T foh ATTIR H STRarht 3e ot forshre
g aSit A 3N ¢ | AL R ¢ FoF TR o1 HRY 3R Wehe O
$fean site o= 7Y € | AT 3 tieee oft sgd dsh AIE W E | TH
HATel & STaTe § S gl foh SIS sieh b Golgall ¢, Fal(eh SeTeh!
HISHTET IO, ieae Sf=rT o1 alie 3R 37U Uieded & a1y
TG T ThHIF I % HROT 98 Tgd SATET T TGT © | SToh TIa eleh
1 oft et g AT § 3R T A+t FHThY 3Tt T § | I
ST foh AR shut R ster” i wra et seieh, g1ge, e, e
g 6 ot | § TR IGeh! AT Ikl TIES R ¢ W



= ) JNIToTET, BYE, DI ToGel, Yl Hoael, EdeT AT
- SIGAIE TS, B0l Ao 3TA & Feps! va aefl suar saafe [m

USTOMER CARE NUMBER +91 9651001942 ©9820931942 )

C

LEHESS Mahmoorganj, Varanasi, U.P.-221009 (India) Follow Us
iy © info@onlinepanditjii.com ) www.onlinepanditjii.com ﬂ 0 ;’j




Hre frdre
IPRET TR &I & BRUT APTRR &1 §d

e H SIRY A1eer Hex H fRId AR =i WeR €, S 379+ STaRudl 7R Gk ht [l o fore g .’ & ufeg 71
HERTY 3T T ST HETATR ANTYR ST firen faehre & fergrst & shTtht W |1 ST @, Aifehet Fast, ure, = onfe i

IS IR T H W TN &d ¢ | et 8551 % STTeft sareh! 3 oidieh g7 o hRUT T8l ella, TTeT o STATaT
SRS - YT ST} H TS T Sgd g o U Hefkaew off Suered § | I8! sRT ¢ foh AR &1 Shear w=it e resdt
SRS e & AR U AT foma o, foraes TiRums @ey 31T 59 e § SRe SciTe] & Yehel 3T & | Iai 200
q 31fereR e Agthaed € | A STRe o dR IR ANTQR i oo ug=n= T I9 & § | Jgi Y s g9 ot shaf-rai
7 a1 FRITR R I ¢ | 39 oreTS F AR SRS SN o Ueh oIS ohg; o R UR gTeT o 981 § S¥RT ¢ | TST oh SR
T AERTY & STATAT HET TR, SIS, TSN TR &1 9IRS Tk TEATs L ¢ | T8t gt 37R ST &t Siee shuf-ra
WY IR W TEHSATE, oI, AT 3R SER o +ff Hieae Jgi shrhl Terd € |

TG AT BH Bl B BRUT [T I el

Ty A o e € = TR 3 A=TtheeRd, g Wi,
feiered, diard 3R e @ =mues gush forar iR 39 gRM
@ fo 3franfires forerra <fiam @19 & shRor Tgi it srderaen
g <fivt 2 | fren o %o 5 g B4 o STelTaT Jgi o ST
% TeTeh! | Y & T YR § | HgRTY 1 3T AT g o
THROT ToT TR o 3T S 3R e Tgi | ¢ | Saferw
T qgT AR YR AT TG E | HERIY F I Ao
TRISATST 3R ufgm & gern | fage ® ol <t @l
&THT TR A ¢ | T HROT & 36 a5t Sehm 3fR Wifeam o
& I SATET T ¢ | FoIg SATET WU SRS o o7 SedTal
2 | ST T T 3R HH HiEd | 31feh aoi & A i
HITT SATET B9 % HROT ST ehl shaf=ai Wt agi et Ok | &1
3T Tiedke TeTcl € | $9h JTElE AN Ul & F5 @9
TSI H 40% HTehe ST Searal 3 § 37K 60% X oSt Mesed
foreha € | 1ot o It uTa, 31el fohelt 37K 1 foedt 3 ek oft SToR
¥ forepal foas 3 € | forast o1 v ek AR et Sare)
T ST IATEH B o 3TN I8 I W H Twears ot ar ¢ |
g1 Y oIS SRSt g@R Toal B oft STeft § | W W At
fffa seae i ged AT A g |

3PRET! Y § SATST 7T

Ty Sfean Arche wd o SR g H sTRe i 3Tt
HTehe ¢ | ok UHA Ig1 Ao SWRe sigd Ferdt oY, wfer gret
% FS Ul B ST T T Igd SIS 9¢ AT ¢ | T § haed
THRITH UISere gt Tg1 ferehd ¢, Sifeeh 3151 aralforc & Uieae ot
T © | 981100, 200, 400 3R 500 UTH 3 SR Ueh shThY TTetd
2, e eliener @ et sTigs shuf=i it 3791 ATel el @ | o
ol SA1ET 70-80 FUY ehl THITRYT oTet SR Tek 150 H ferehat
2 | fam diede 1 7 9o SA1e) ARl % 90T gt ¢ |
Arhe RO % SER AR WX # HiEw e €1 6
3reran foaef & SgWR, Teferien, M, TerT, et iR
Fereron & +ff thfaw veae 6 awrs TR 9 gt ¢ | 7Ry
& TR Ao ufem "Rty o wrsaret # hiffaw Weded &t
60 W 70% < AThe §, STelfeh TRTIR | g SAfeIeha ™ 40% ¢ | T8

70 i gfEan | saRt - 2025

e =ieh, ATSfeper, 3R TSI ST A h <Y sies shuf-ai &
IHh! HIhe ¢ | SHeh 3TeTTel HifedH 37X 3R fiftaw & srerst,
uftmer afer, ufSE, e, e, wRE, fFRm gd, S,
TRATIET, 0T e, 3Tk, Wl ™, WTElHR, e, TSI TS i
2w, Wy, L disd, Hard, TS, #fisht 37 3T &t
TS| W AThe ¢ | ohe, ANTHOT 37 SeRTTel g ot STRart
Tgh off Terdl! g 3R Il gt W TS ¢ |

e[ & 37$ Msaed Hl § SI1e1 7T

T Sfean @t KU o STTHR ANTYY ST WK g oh HRIT
Tl (eel, Tt TR WIHD aTelt o st et € <l 7T SameT € |
S o TN A AT TR i A SIS U ¢ | 56 HRIT S
ek, o, 9 o, WS 1 e SAET T ¢ | 9 oF
Heaed ! AN TUE R T@ &, AT 5T STasIg STRET i
HITT g STaT hH g1 g5 @ | Tl 99 & T 60% 37X 318
¥ Sl 40% AT § | Tgd ST UTgeh YU ot aorg A el g
& T TS TS ol ST F R ¢ | g0 H oft gt difeaw
IS % Uisee A€ AT 8, Si 350 i THITRYT | 120 ¥ 200
o F U o 21 g feeh, &, it § off agi & el
TG o ot Igare SATET IelTd ¢ | SiiuR Tieft o & g g
g s U=l ol Tei § | SIS seieh & ot G & =erd ¢ |
S T A & TA o STATAT FT Hell F Hie AISH o g
TR 3T Terd ¢ | Teft gu # 220 Tt Samey Jord § | ifaam
T STerrSit 3R e ! Terdl ¢ | S5 & § ettt
AT 3R o1 &9 & | S8 350 hi Ufehtr areft ot foreht Samer
& | STt Sfer Uk <At oft Tt Igd | ], AT ot At et
TATd € | WS H USHT, FATRE, A&, Uieas=, sest,
rsfeRet, TSI TS =IetdT ¢ | et 311 H Hiffem sreferdt & sermsit
ST TeIdT ¢ | SRS Hiohe H IREMR 3R T H &1 9e= ¢ |
FYR H AR, TR, ST UTe, TR, ot ufes, T iR e
% TeTd €, AAfch lichel ScATaeh! chl HTdhe SATT ¢ | e Sl
Y | HeY, gR <9, Hieell, STeEl & =etd ¢ | TSt 330
1 THSTRUT STelT Sg iehT 3T U3 & UL Qi1 =retdl @ | Tgi
3G Teh UTgeh 3200 1 TieHTg TS ar g 10 H F

2-3 UTEeh &1 SIS & AH Y Mieae @lea g | 1|




ELEVATE YOUR

CREATION WITH
H.R.A. ESSENTIAL OIL FACTORY

WHY CHOOSE
HRA ESSENTIAL OILS?

Tailored Excelence: From fragrence to
cosmetics, aromatherapy & pharmaceutical
industries, ourdiverse range of oils caters to S
unique need of your industry. Partner with us °
to discover custom solutions that elevate
your formulations to extraordinary heights

TRANSFORM YOUR
PRODUCTS TODAY!

Join the ranks of discerning
manufacturers who frust

HRA Essential Oils fo infuse their
creations with nature's finest
offerings. Elevate your brand,
captivate your audience, and
unlock the full potential of your
products with HRA Essential Oils.

Sandalwood Cypriol (Nagarmotha) Lovender Eucalyptus Peppermint
Essential Oil Essential Qil Essential Qil Essential Oil Essential Oil

Rose Vetiver Lemongrass Citronella
Essential Qil Essential Oil Essential Oil Essential Oil

Dive into a world where nature's essence intertwines with your creations, elevating
them to new heights of excellence. Welcome to HRA Essential Oil Factory, where
craftfsmanship meets innovation, and every drop felis a story of purity and passion

For Inquiries CONTACTUSAT

And Collaborations ®) info@hraessentialoi.com  ®@hareem@hraessentialoil.com
Address: i

Head Office § Factory; Haij Ganj, Kannauij 209 725(UP) India | & www.hraessentialoilcom &) +91 9935327008, 9807307779
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PREMIUM INCENSE STICKS
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MFG. R.P. FRAGRANCES
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Bag & Accessories
Company

Starting
Price From t

OFFICE BAG

AT _ooman_

Discover affordable luxury: introducing our new & customisable bag collection.

GOBLIN INDIA LTD.
CONTACT US : +91 99099 61224 / +91 9879056471

1st Floor, Camex House, Stadium-Commerce Road, Navrangpura, Ahmedabad - 380009. India
E-mail : info@goblinindia.com

@ www.goblinindia.com @goblinluggage Goblin India

WE ARE AVAILABLE ON:  Flipkart ¢ ®Jiomart amazon
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visit us at :
www.rajkamalbdk.in
www.rajkamalbdk.com
Customer Care : 09212698545
e-mail : enquiry@rajkamalbdk.com
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BEC, NESCD, GOREGAON (EAST)
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SUPPORTED BY PUNE AGARBATTI MANUFACTURERS AND DEALERS ASSOCIATION
@ SugandhindiaM ® Sugandhindia @ sugandhindia

@ ContactUs e - @ Official Email SRR @_Official Website :
+91 7838312431 B spgandhindiam@gmail’.com e ~ www.sugandhindia.in :
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Manufactured & Marketed by : For any complaints or feedback contact
our customer care head at manufacturing

v Factory : DEEDARGANJ, KANNAUJ - 209725 U.P.INDIA | < www.rathorebrothers.com
ESTEEI802 Customer Care No. : 9044689506 Ei fb.com/deepsagar.in

E-mail : info @ rathorebrothers.com REGD. NO. 891969
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Anusthan Blossom White

EXCLUSIVE QUALITY EXCLUSIVE QUALITY :\ l[ l{l(

TREMIM DHDCESTICR EXCLUSIVE QUALITY

Sl 5:

Kabira B Owmkara

EXCLUSIVE QUALITY

facebook.com/dpb.divyastra

DPB PRODUCTS _ f o X

Unit 1 ; Unit 2
CALL FOR BUSINESS ENQUIRY :

+91 7228847474

13, GLD.C, Nr. Jupiter Chokadi, Makarpura, Vadodara { A/7 site -1 Panki Industrial Area,

Customer Care No. +91 7228847474 / Panki Kanpur Nagar, Ultar Pradesh - 208020

E-Mail : feedback@divyastra.store “% X~ Website : www.divyastra.store




