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YOUR PRODUCTS

First Impression Starts Here

Best Rate | Best Design | Fast Delivery
ALL TYPE OF PRINTING & PACKAGING SOLUTION

All Type of Boxes
Premium Boxes | Outer Box | Corrugated Box | Rigid Boxes | Zipper Pouch
Poly Pouch | Sample Pouch | Without Cylinder Zipper Pouch
Paper Pouch | Premium Canister (Metal Tint/Plastic or Paper)
Plastic Jar | Stickers | Labels | Catalogue | Premium Stationery

(-1, Chinaibaug Estate, Nr. Union Bank, Nr. Torrent Power, Dhudheshwar, Ahmedabad - 380004. (Gujarat) India.
Email : design@oceansdeepprinters.com, info@oceansdeepprinters
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+91 93270 08607 Customer Care : +91 75758 00978 @ © € @oceansdeepprinters
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The importance of Local Sales team

The success of any product is not because of its quality,

I attractive packaging, or extensive advertising. Its true potential
lies in its ability to reach the retailer, the critical link to the end
consumer. While this principle applies to all FMCG products, the
incense stick and dhoop industry exemplifies this dynamic, relying
heavily on small vendors and shopkeepers. Without their support,
even the finest products struggle to make an impact. To bridge the
gap between producers and retailers— A strong marketing team
comprising supervisors and salesmen is essential. Local salesmen
play the most pivotal role in the supply chain. Their regular visits
to small shops and general stores—often once or twice a week—
foster trust and encourage retailers to stock and promote products.
These consistent interactions build relationships that no advertising
campaign can replicate. Their responsibilities extend far beyond
delivery. They communicate company schemes and benefits directly
to retailers, ensuring they know of any incentives or promotions.
Moreover, they address complaints and replacement of damaged
goods, strengthening the retailer’s confidence in the product and its
reliability. This level of personal engagement motivates shopkeepers
to prioritise the product, boosting its visibility and sales. These local
salesmen bring an unmatched advantage. Their familiarity with the
area, the vernacular,and community dynamics allows them to navigate
markets effectively. Retailers, in turn, trust them, knowing they can
rely on their support whenever needed. This trust and accessibility
make these local salesmen indispensable in the supply chain.

In the competitive world of FMCG, ensuring products reach the
market efficiently is a cornerstone of success. Companies appoint
distributors and wholesalers to streamline this process, who employ
these salesmen to manage last-mile deliveries using rickshaws,
trolleys, or vehicles. The impetus of a product depends on the
strength of the supply chain and the productiveness of the sales team.
Many companies even deploy supervisors and salesmen to bolster this
distribution network, creating a dual marketing team with significant
advantages. However, the involvement of alocal salesman is what truly
amplifies the effectiveness of this strategy. They bring an unmatched
edge to the table. Unlike their non-local counterparts, who may
face interruptions in market visits for various reasons— The local
salesman maintains consistent communication with retailers. This
regularity ensures that even when challenges arise, the retailer feels
supported, minimising the risk of disengagement with the product.

To maximise efficiency... companies typically assign one local
salesman to 250 to 300 shops. These salesmen ensure a weekly
market. They carefully plan each visit according to a designated
locality for comprehensive coverage. Larger markets might warrant
two-day visits— while rural areas managed once a fortnight. Visiting
approximately fifty shops daily— Salesmen can easily reach 300 shops
in a month (a formula embraced by most FMCG companies.) What
makes local salesmen indispensable is— their deep familiarity with
the area. They understand the lingo, culture, routes, and market
dynamics. This local knowledge fosters trust among shopkeepers,
who feel reassured by the salesman’s accessibility and responsiveness.
Beyond profit and promotional schemes, retailers demand reliable
service, regular stock replenishment, and provisions for handling
damaged goods— These needs can only be met consistently when
a local salesman is active. The role of a local salesman goes beyond
simply delivering products. The salesforce is a vital link between the
company and the retailer, ensuring that the retailer feels supported
and valued. Their efforts not only sustain a product’s presence in the
market but also enhance its credibility and trust among retailers. In
essence, local salesmen are not just a part of the supply chain—they
are the driving force behind the success of FMCG products.®

M. A. Farooqui
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LABOUR SHORTAGE, A MAJOR CHALLENGE IN THE
INCENSE INDUSTRY: GUNSHEKHAR CHETTIYAR

THE INCENSE INDUSTRY HAS BECOME PRICE
CENTRIC, NOT QUALITY-CENTRIC: PRATEEK BATAVIA

MARKET VISIBILITY IS KEY TO SUCCESS,
SAYS SIDDHANT JAIN

ANAND ORGANIC PRODUCT’S PERFUME POWDERS
A BOON TO THE INCENSE INDUSTRY: ANURAG GUPTA

VINOD KHAKHKHAR EXPERT IN
FUSION FRAGRANCES

BRAND NEWS

MARKET REPORT: GONDIA MARKET REPORT

SAFARI BIG, A MARKET LEADER IN SOLAPUR:
ABDUL KADEER

THE FUTURE OF INCENSE INDUSTRY IS BRIGHT WITH
CHANGING MARKET TRENDS: VAKIL JAJAM

LADDHARAM & SONS, GONDIA LEADERS IN
CONNECTING INCENSE BRANDS TO THE MARKET

RISE IN DEMAND FOR COLOURFUL TIKAS DRIVEN
BY RECOMMENDATIONS BY SPIRITUAL LEADERS :
RAKESH BHAI PATEL
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LARGEST

WET DHOOP
MANUFACTURERS

IN NORTH INDIA

Committed to Building Brands
Since 2005

Explore Our Dhoop Range

C Pure Kassa Dhoop ) ( Golden Dhoop ) ( Flora Dhoop ) (Sqndal Base Dhoop)
( T1 Powder Dhoop ) CGoIden Flora Dhoop) ( Cow Dung Dhoop ) ( & many more )

Trusted by @ Industry Leaders
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Manufactured by & Consumer Care Address :
BINDU INCENSE CRAFT LLP +9189043 11022
Sy. No. 160, Kumbalgodu Village, Kengeri Hobl, contact@panchavati.com

Chickellur Road, Off Mysore Road, .
Bangalore, South Taluk - 560 074 - Karnataka, INDIA www.panchavati.com




JANAK PERFUMERS

FRAGRANCE SPREADS
GLOBALLY -

Timeless Products Exported to 18 Countries, six decades. Its wide range of incense

products and fragrances is now
Sa\IS Aala p Da I'Igar available across India and in
eighteen countries globally. In an
exclusive interview with Sugandh
India, Mr. Aalap Dangar, a third-
generation member of the family-run
business, revealed that their journey
began with his grandfather in
Porbandar. Starting locally on a
small scale, his grandfather traded
incense products for several
companies. After a few years, he set
up their first factory on the lower
floor of their home in Porbandar,
with the family living on the upper
floor. After two decades in Porbandar,
the Dangar family relocated
operations to Rajkot. They
established a dedicated
manufacturing unit, marking the
start of large-scale production.

r. Aalap Dangar shared

that after 1980, Janak

Perfumers set up a

large-scale unit that

allowed the company to
handle incense manufacturing,
fragrance production, raw materials,
packaging, and research and
development all under one roof.
Reflecting on the company’s history, he
emphasized their pioneering role in
developing masala incense in the
Gujarat region. He also highlighted the
long-standing success of their flagship
products. “One of our heritage
products, Janak Flora, has been in the
market for 35 years, while 555
(agarbatti brand) has been available for
25 years,” he said. “These classic

16 SUGANDH INDIA FEBRUARY-2025



products continue to be popular due
to their consistent quality.”

Janak Perfumers’ Kesar Chandan
(saffron sandalwood) is particularly
popular in the western states of
India, including Maharashtra, which
remains a key market. Beyond this,
their products have gained
significant popularity in West
Bengal, Goa, Rajasthan, Uttar
Pradesh, and Madhya Pradesh. The
company offers a diverse product
range priced between Z10 and
%1000, catering to various customer
segments domestically and

Mr. Aalap Dangar shared that
after 1980, Janak Perfumers set
up a large-scale unit that
allowed the company to handle
incense manufacturing,

fragrance production, raw
materials, packaging, and
research and development all
under one roof. Reflecting on
the company's history, he
emphasized their pioneering
role in developing masala
incense in the Gujarat region.

internationally.

The company has diversified its
product portfolio significantly. They
now offer over 500 products,
including bamboo-less incense,
dhoop, cones, roll-ons, attar, fine
fragrances, and perfumes. Mr. Aalap
Dangar added, “Our end-to-end
manufacturing unit is unique. With
in-house research and development,
blending units, raw material
processing units, quality control
machines, incense stick rolling,
drying, and packaging—all under
one premise—we maintain
exceptional quality control. This
comprehensive setup allows us to
stand apart in the market.”

Discussing global exports, Mr.
Dangar elaborated on the

complexities of catering to
international markets. “Each country
has a unique fragrance preference,”
he explained. “In Africa, people
prefer strong fragrances, while in
Japan, lighter and more natural
scents dominate. In Europe, fine
fragrances are the most sought
after.” Historically, incense products
were popular among NRIs, but
today, non-Indian consumers are
increasingly embracing incense for
uses beyond traditional practices.
“People now use incense as a mood
freshener, air freshener, or for

meditation, appreciating both
traditional and modern fragrances
from India,” he added.

Mr. Dangar emphasized the vital
role of his family in managing the
business. “My father oversees the
domestic market and stock. My
uncle focuses on research and
development as well as production.
My wife manages the digital sector,
and I oversee exports,” he shared.

Reflecting on industry challenges,
Mr. Dangar noted a shortage of
skilled manpower and rising costs of
aroma chemicals and raw materials
as key obstacles. However, he
remained optimistic, citing their
robust infrastructure and operational
efficiency as key strengths.

Looking ahead, Janak Perfumers has
ambitious plans to expand its reach.
The company is researching new
fragrances, introducing specialty
masala incense, and enhancing its
quality further. “We are preparing to
open additional depots across India
to streamline supply and meet
growing demand,” he said.

Mr. Dangar highlighted the evolving
nature of the incense industry, noting
the constant changes in fragrances
and consumer preferences. “While
price wars may occur, customers
ultimately expect quality. To satisfy

.

Fpaier. -

them, we must offer the best

product,” he explained. He also
stressed the importance of
maintaining strong relationships in
the business. “The trade thrives on
relationships. While FMCG plays a
role, promoting cash transactions is
crucial to avoid credit issues that can
strain these bonds,” he added.

As both domestic and export
markets continue to boom, Janak
Perfumers remains a leader in the
fragrance industry. “With a legacy of
innovation, originality, and
excellence, we are confident that
people will continue using incense
products in the future. India itself
offers a vast and rapidly expanding
market for exports,” Mr. Dangar
concluded. m
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No. 48/D - 156/2, 5th Main Prakashnagar, Bangalore 560010

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

ha[ajiincense@ f o

MAX




Labour shortage, a major challenge in the incense industry:

From Gondia, the fragrance of Gayatri Industries spreads Pan India

UG | GROSEICY COouch:

Demand uphill for “Attack” in mosquito coil sticks segment

The MSME sector, particularly the agarbatti and dhoop industry, is grappling with numerous challenges,
including a severe labour shortage. This issue is especially significant for handmade agarbatti products. Mr
Gunshekhar Chettiyar, head of Gayatri Agarbatti Works and Industries, Gondia, shared in a conversation with
Sugandh India that his ancestors were originally from Tamil Nadu and he was born and raised in Ahmedabad. He
used to produce masala agarbattis for the ashram of Asaram Bapu in Ahmedabad through a company. However,
due to business difficulties and a shortage of workers, he relocated his business to Gondia. He emphasised that
cottage and small-scale industries strengthen the nation. He also urged the government
to play its part by providing affordable electricity, water and gas to the underprivileged
and labourers, helping to ease their daily hardships

Ithough Gayatri Agarbatti Works and

Industries was established in 2006 and

registered Gayatri Agarbatti Works as the

brand, Mr Chettiyar had been in the agarbatti
business for nearly three decades. He started in
Ahmedabad, and he used to visit Gondia for
procurement. After facing several instances of fraud in
business dealings, he moved operations to Gondia in
2004, officially launching the Gayatri Agarbatti brand in
2006. When asked why he moved to Gondia despite
Ahmedabad being a hub for agarbatti producers, he
explained that earlier, they used to supply Masala
agarbattis to Asaram Bapu’s ashram. However,
Ahmedabad faced a significant labour shortage for

20 SUGANDH INDIA FEBRUARY-2025

handmade production. During this time, he noticed
that Gondia had higher production levels and an easier
availability of workers, prompting him to relocate the
business. He further shared that they initially produced
raw handmade agarbattis, which were in such high
demand that customers paid three months in advance to
secure their orders.

In response to a question from Sugandh India, Mr
Chettiyar shared that there was a challenging phase
when agarbatti production via machines faced
significant issues. While everyone in the market
demanded the best quality, they were unwilling to pay
its price. This led them to venture into mosquito-
repellent agarbatti production, introducing a product



under the brand name Attack, which has now become
their best-selling product and is performing
exceptionally well. He mentioned that they registered
under the Chettiar name in 2019. Currently, they have
also expanded into the production of scented agarbattis
and supply non-branded ones as well. Their Aalishaan
brand of Loban incense has gained immense popularity.
Moreover, Gayatri and Jamuna loban products are well-
received in the market. He further revealed that they are
developing a unique product called Honey Loban, which

B o
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features a sweet fragrance combining the essence of
loban with honey. This product shall launch soon.

In response to a question, Mr Chettiyar stated that
the company has always aimed to deliver the best quality
products. This commitment to quality is why, when he
introduced Attack, he used the finest mosquito-repellent
chemicals. Unlike other products, Attack does not cause
any suffocation when burned. Chemicals used comply
strictly with government guidelines. He explained that
while regular mosquito-repellent agarbattis typically
burn for 8 to 12 hours, Attack works effectively after just
50 minutes of use, protecting throughout the night.
People can sleep with their windows and doors open
without any issues. He mentioned that Attack has a
significant market presence in Chhattisgarh, Madhya
Pradesh, Uttar Pradesh, South Indian states, and local
areas within Maharashtra.

Mr Chettiyar stated that the company is all set to
establish Attack as a nationwide brand. While mosquito-
repellent agarbattis typically attract 5% GST, their
product attracts 18% GST due to the usage of premium-
quality chemicals. Despite this, Attack remains
affordable compared to other premium products within
a thousand-kilometer radius. He explained that the
higher GST reflects their commitment to superior
quality, which has led to a surge in repeat orders for

Attack. He emphasised that the company is steadfast in
building brand identity through ‘Attack’ (their flagship
product.) They are also working on scented perfumes,
he remarked. Their (natural) fruity series of pineapple,
muskmelon, and apple fragrances are getting an
overwhelming repeat order. He highlighted their Epic
Collection, which includes products from the Sudha
Pavitra and Adi Anant ranges. These products are made
entirely from natural ingredients. The Adi Anant
fragrance is sambrani-based (dhoop), while Sudha

Pavitra carries the scent of hawan samagri. Both are
chemical-free. In response to a question, Mr Chettiyar
shared that they have over 50 products, including 10 to
12 luxury items in loose packaging. Moreover, they also
do all types of repacking as per the customer needs.
Their sambrani range includes four varieties: sandal,
loban, natural, and herbal. Additionally, they have
several products in dhoop sticks, dhoop cones, and their
premium luxury collection of agarbattis, with ten to
twelve products classified as premium quality. Regarding
the brand’s market presence, he explained that their
products are sold in Mumbai and Pune in 100g packs
priced at %100 and %200. They are also planning to
introduce new fragrances soon. Their retail products are
available in Mumbai, Pune, and Nashik, and many
customers from Canada, London, and the UK are
placing orders as well. He noted that their loose products
are also performing well, with Dhuna Chandan being
their oldest and most popular product in Central India.
When asked about marketing, he revealed that they do
not engage in active marketing. Instead, their long-
standing relationships and contacts effectively promote
their products. Praising the contribution of Sugandh
India magazine to the incense industry, he remarked
that it is a leading Bilingual (Hindi and English)
publication that provides comprehensive trade-related
information.®
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THE INCENSE INDUSTRY HAS BECOME PRICE CENTRIC,
NOT QUALITY-CENTRIC: PRATEEK BATAVIA

tsav Agarbatti, a prominent manufacturer based in

Rajkot, has broadened its product portfolio, moving

beyond premium offerings to include a wide range of

products for the mass market. In an exclusive
interview, the owner, Prateek Batavia, highlighted a key challenge
facing the agarbatti industry: a shift from quality to price-driven
market dynamics. Prateek explained that while competition is not
the primary concern, there is a growing fear within the industry
“ that has resulted in the trade, which was once quality-centric,
increasingly becoming price-centric over the past two years. As a
result—unprincipled and unstandardised practices are now
widespread, leaving customers dissatisfied.” Elucidating it
further, he said that customers are no longer getting products
that match the price they pay. This trend inevitably will continue,
making it harder for them to obtain quality products at reasonable
prices. One of Utsav’s innovations in agarbatti, the Zip Pack, has
rapidly gained traction in the market. Initially priced at 32 per
pack for distributors, the price has dropped to 28 and 227,
despite demands, continue to grow. Prateek warned that if this
trend continues, customers could receive only 90 grams of the
product instead of (the usual) 100 grams in agarbatti and incense
stick packs. Addressing the root cause of the issue, Prateek noted
that the agarbatti sector remains cluttered, with smaller, local

-

producers having more influence than the more established
players. Despite their dominance in numbers, these smaller
producers lack unity, which has allowed the market to exploit the
situation to their advantage.

Utsav diversifying to all product segments

The company has introduced a hundred new products in the last six
months as part of its expansion drive. Shri Prateek, head of Utsav
Agarbatti, revealed in an interview that the new products include
400-gram jars, zip packs, 200-gram economy pouches, and a
variety of incense products such as dry sticks, dry incense, and
masala wet incense. In addition, over 50 more products are
currently in the pipeline. Prateek stated, “At present, we are
focusing primarily on incense sticks while also working on both
wet and dry incense segments. Shortly, we plan to introduce
Sambrani cups and masala agarbattis, making Utsav a company
that manufactures across all segments of the agarbatti industry.”
The company is dedicated to in-house production, with Prateek
stating that all current and future products will be made on-site. He
added that Utsav’s operational structure is divided into specialised
departments for production, packaging, and R&D, with dedicated
teams managing each function. Prateek personally oversees
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purchasing and sales, ensuring a streamlined approach to
distribution. Their business strategy is to enforce complete control
over its manufacturing processes, ensuring product quality and
consistency across all market segments.

Utsav producing mass market products

along with premium

Utsav has been a prominent player in the premium market for 15
years, establishing a strong reputation for high-quality products.
Prateek explained that until now, most of Utsav’s products have
been positioned in the premium segment. “We make everything in-
house, from semi-finished materials to the final product. By
overseeing the entire production process ourselves, we maintain full
control over both quality and quantity,” said Prateek, attributing
much of the brand’s success to this approach. However, the company
has recently started focusing on the mass market due to lower
volumes in the premium sector. “The mass-market products have
received a good response from the outset,” Prateek added.
Addressing the challenges of mass production, he noted that
producing bamboo-less products is particularly difficult. “If 5 tons
of incense can be produced in a day, producing even 1 ton of
bamboo-less incense is a challenging task,” he explained. He also
commented on the growing popularity of bamboo-less products,
attributing the trend to companies that initiated the shift. “What we
show to customers is what they buy, and that becomes the market
trend,” he said. While acknowledging the rise of bamboo-less
products, Prateek pointed out that the traditional agarbatti market
continues to expand.

The graph for Bambooless will remain uphill

Prateek recently addressed the challenges facing the agarbatti trade
during an interview with Sugandh India. He highlighted the growing
fragmentation within the industry, stating, “Where only five players
are needed, there are now 25 operating. The business is getting
divided, which creates the impression that demand is decreasing,
even though the market is rapidly growing.” Prateek also discussed
the rapid growth of bamboo-less products, emphasising that this
segment would continue to expand.

“This is why Utsav has broadened its portfolio. We are now entering
all segments, including incense sticks, dry sticks, cups, and cones,”
he said. Their commitment to in-house manufacturing remains
central to its operations. “It’s my determination and passion that
whatever manufacturing we do, it should be in-house,” Prateek
explained. Coming from a marketing and trading background, he
added, “I don’t like outsourcing our products. We manufacture
everything in-house only after thorough research and development.”
Prateek also touched upon the growing demand for Sambirani cups,
a product that Utsav plans to launch soon. “The popularity of
Sambirani cups has been growing for the past 3-4 years, which is
why we haven’t launched them yet. This delay has set us back a bit,
but now we have sorted it out. We have the space and the complete
setup,” he stated. Utsav will soon launch masala agarbattis and
Sambirani cups, all manufactured in-house.

Utsav produces its Wet-dhoop in-house

Utsav Agarbatti, known for its commitment to in-house production,
has raised the bar by manufacturing wet incense internally— a
practice many of its competitors outsource. Shri Prateek, head of the
company, highlighted Utsav’s unique position in Rajkot, stating,

“We are the only manufacturer in Rajkot that can confidently say we
produce wet incense.” Prateek further explained that Utsav produces
the best quality wet incense compared to North India-made
alternatives. “Making wet incense is a very complicated process.
We prepare the raw materials every day while factoring in the
weather conditions. We need to identify the markets for our products
and assess the local weather conditions,” he remarked. In response
to the growing demand for wet incense, Utsav Agarbatti has
introduced zip packs for the mass market. The company has
launched six varieties of masala incense in the premium segment,
which are already available. Prateek also revealed that Maharashtra
is currently the largest market for Utsav Agarbatti, with the brand
being supplied across various states, including Gujarat, Rajasthan,
Madhya Pradesh, Chhattisgarh, Andhra Pradesh, Telangana,
Karnataka, Tamil Nadu, Odisha, Jharkhand, West Bengal, Bihar,
and Uttar Pradesh.

Highly advanced production unit

Utsav Agarbatti is making significant strides in both its manufacturing
capabilities and marketing strategies. Prateek explained the careful
approach Utsav takes when entering new markets. “Before
launching marketing in a new state, we ensure that we have a
representative in every district. Additionally, we appoint a party
every 50 kilometres. Only then do we begin marketing,” he said.
Regarding distribution, Prateek clarified that Utsav does not
currently plan to set up depots. “I am not in favour of that at the
moment. We supply directly from our factory,” he stated, reinforcing
the company’s commitment to maintaining tight control over its
distribution channels. Utsav Agarbatti’s manufacturing facility is
expanding to meet growing demand. “The Utsav factory spreads
across 45,000 square feet where all our products can be manufactured
at the same location. We will soon begin producing cups and masala
agarbatti there next month,” Prateek confirmed. Utsav has
consistently used advanced manufacturing technology. “Even our
five-year-old machines are still advanced by today’s market
standards. We have state-of-the-art machinery for dry production,
cutting, and packing,” Prateek added, highlighting the company’s
investment in cutting-edge equipment to ensure product quality and
efficiency.

Everything depends on market demand & trends

Prateek also discussed the challenges in the market, stating, “It
doesn’t matter what technique or strategy a manufacturer adopts; it
doesn’t make a significant difference. The market operates according
to its own rules. It takes whatever it wants, in whatever quantity it
wants. All our strategies fail in this context. So, we have to move
forward with a price-centric approach.” While Utsav Agarbatti is
currently available only in the offline market, Prateek revealed that
the company plans to expand its reach th rough online marketing
soon. “We will soon begin online marketing as well,” he confirmed.
Evolving customer preferences enabled Utsav to introduce a new
product concept. The company has launched a 400-gram zip pack
featuring a ‘Two-in-One’ range, including Rose, Mogra, Sandal,
and Kevda. Prateek explained the reasoning behind this innovation,
saying, “Manufacturers often produce the best products, but
sometimes they don’t appeal to customers. In such cases, we have
kept two different fragrances within the same fragrance category.
For example, there are two variations of the Rose fragrance, and one
of them will appeal to the customer. Both are roses, but with a slight
difference.” M
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MARKET VISIBILITY IS KEY TO SUCCESS,
SAYS SIDDHANT JAIN

Safal Industries, a manufacturer of agarbattis and
prayer materials, currently offers over 650 popular
products in the market. These include agarbatti,
dhoop sticks, wet and dry dhoop, bamboo-less
agarbatti, Ashtagandha sandalwood tilak,
perfumes (itra), camphor (Kapoor), Loban, cotton
wicks, havan materials, ubtan, mosquito-repellent
agarbatti, and other herbal products. The Safal
brand alone boasts 450 different agarbatti
varieties. In an interview with *Sugandh India*, one
of the company’s leaders, Shri Siddhant Sunil
Kumar Jain, confirmed that all products are
manufactured in-house. The company’s key
markets include Maharashtra, Madhya Pradesh,
Chhattisgarh, and Telangana, with additional
presence in Tatanagar, Cuttack, and other major
cities. Safal products are also exported to Dubai
and three to four different countries through third-
party distributors. Having successfully operated in
the agarbatti industry for nearly two decades,
Safal’s journey into this business has been marked
by numerous challenges.
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From Nagpur to all across Maharashtra

Siddhant Sunil Kumar Jain revealed in an interview that his family
hails from Hoshangabad district in Madhya Pradesh, where his
father worked in the FMCG sector. After receiving an offer from
Rajkamal Industries in Indore, his father decided to take the
opportunity and began collaborating with the company. Later, Shri
Prakash Ji from Zed Black suggested his father enter the agarbatti
business in Vidarbha. Siddhant’s mother was from Nagpur, and to
expand the business, his father considered relocating to either
Bhopal or Indore. However, following advice from relatives and
acquaintances, the family moved to Nagpur, marking their shift
from FMCG to the agarbatti industry. At that time, there were few
distributors in the agarbatti market, but this rapidly changed as the
market grew, along with the increase in manufacturers and
distributors. In addition to the agarbatti business, his father launched
a camphor product, *Shrifal*, under SK Traders in 1998, named
after his mother. They were also supplying Zed Black products in
Vidarbha. By 2002-03, their business expanded beyond Nagpur to
the entire Vidarbha region and other parts of Maharashtra, as Zed
Black offered them the opportunity to operate across the state. Over
the following years, they took on the distribution of 35-40 other
companies, while continuing to grow the camphor business.
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From Camphor to Prayer Essentials

In response to a question from *Sugandh India*, Mr Jain shared the
story behind the start of their camphor (Kapoor) production. He
explained that a bank had seized camphor manufacturing machines,
and knowing that his father was involved in the agarbatti business,
the bank manager offered them for purchase. His father bought three
machines and began production. From 2005 onwards, their company
expanded into manufacturing prayer materials, including
Ashtagandha sandalwood tilak, cotton wicks (rui batti), havan
materials, perfumes (itr), and more. Siddhant joined the business
after completing his studies in 2011. He noticed the rapid growth of
the agarbatti market, with Bengaluru emerging as a major hub for
premium products and Ahmedabad also expanding quickly.
Recognising these trends, the company ventured into agarbatti
manufacturing. Before this, their camphor supply had already
grown significantly in Gujarat, Telangana, and Andhra Pradesh.
Siddhant’s younger brother, Safal, an engineering graduate, chose to
join the manufacturing side instead of pursuing a job. He conducted
in-depth research in manufacturing, and together, the brothers
explored innovations, drawing inspiration from the Amrutha

Aromatic as their role model.

Expanding into Aroma Chemical supply

Mr Jain explained that extensive research into the agarbatti industry
was not necessary for their company, as they had already been
providing research services on new products, quality, and marketing
to other manufacturers. They had built strong relationships with
customers and companies, often offering product suggestions and
new ideas. When his brother, Safal, began production, they
encountered a well-known agarbatti company in Nagpur under the
Bhutal Pandya brand. The owner, relocating to Canada, proposed
selling his entire business. After careful consideration, they decided
to purchase the company. They then registered their trademark and
acquired a new registration. During this time, they continued
researching fragrances and chemicals, even learning how to create
perfumes themselves. For the past six to seven years, they have been
manufacturing Aroma chemicals and are planning to start supplying
to the industry soon. They are specifically focused on developing
the compounds used in fragrance production. Mr Jain also mentioned
that at the time, raw agarbatti were imported from Vietnam.
However, a ban on these imports disrupted their production for
several months. Eventually, local vendors began supplying raw
sticks, but quality issues arose in the market. This led them to start
manufacturing raw agarbattis in-house.

Safal brand has global presence

In response to a question about the quality of the Safal brand, Mr
Jain revealed that they ventured into producing hand-made masala
agarbattis, a product typically made in Bengaluru, and launched it
within their premium range. They also manufacture base agarbattis,
which, according to him, are of superior quality compared to those
from Bengaluru. He credited his brother, Safal, for this achievement,
acknowledging his extensive work in chemicals, fragrances, and
compounds. Their products have even gained recognition abroad.
Mr Jain shared an anecdote from 2019 when their family visited

Dubai and discovered their brand being sold in a shop, supplied by
distributors they were unaware of. This prompted them to establish
connections with export companies, and today they export their
products to three or four countries. In response to another question,
Mr Jain stated that Safal agarbattis are available in a price range
starting from 10, extending to premium offerings. He emphasised
that all their products are of the highest quality. While it is common
for some products in a company’s portfolio to perform better than
others, he asserted that all their products are equally popular due to
the consistent focus on quality across their entire range.

The demand of Safal exceeds its supply

In response to Sugandh India’s question about why only a few
products tend to sell the most for most companies, Sunil Kumar Jain
explained that their perfumes, such as Lavender, Musk, Sugandh,
3-in-1, Artiv and Ek Tara, feature unique, in-house developed
compounds. These proprietary compounds are unmatched by any
other company’s products. Two years ago, fragrances like Gulab Ki
Kali, Varsha Yog, Safal Oud, and Jungle Wood were launched, and
they have been selling exceptionally well. Mr Jain mentioned that
they discontinued trading long ago as their own business grew
significantly. The demand for their products has been increasing
rapidly, and at times, they struggle to meet supply deadlines. He also
shared an interesting incident where their products were being sold
in places where they do not officially supply. Recently, his father’s
friend visited Ayodhya and brought back a packet of their product,
despite the fact they don’t distribute it in that region. He believes
this incident reflects the widespread popularity of their brand.

Market visibility leads to sales

In response to a question from Sugandh India about the challenges
in the industry, Sunil Kumar Jain acknowledged that every business
comes with its own set of challenges. For their company, production
must align with market demands, which vary significantly by state
and region due to differing consumer preferences. He highlighted
that there are constant innovations in the perfume segment, while
quality, pricing, and packaging are rapidly evolving. He noted the
growing trend of gift pack boxes in the market and explained that
when premium agarbattis are priced at 1,000 for 50 grams,
maintaining the highest quality is crucial. Without this, customers
will not repurchase the product. Mr Jain also pointed out that the
“Arabic mode” is gaining popularity in India. Once preferred in
Saudi Arabia and Dubai, these strong fragrances are now becoming
increasingly popular domestically. Furthermore, he observed that
the demand for Sambrani cups and bamboo-less products is rising
swiftly. Despite these new trends, traditional agarbattis continue to
maintain their market position and will remain relevant. Both
affordable and premium products are performing well and will
continue to do so. Looking ahead, Mr Jain expressed optimism
about the industry’s future.

He stated that success depends on consistent visibility in the
market. A brand can only succeed if it has a strong presence, with
manufacturers maintaining direct contact with the market. Without
this visibility, even the best-quality products will struggle to sustain
or gain traction. M
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Anand Organic Product’s Perfume Powders
A boon to the incense industry: Anurag Gupta

Anand Organic Products has introduced specialised raw materials and fragrances tailored for the incense and dhoop
industry. These innovations enable producing high-quality products such as incense sticks, dhoop, cones, dry sticks,
sambrani cups, and bamboo-less products. Their business advancements ensure product quality remains consistent
while maintaining cost efficiency. The flagship powder perfume addresses a critical challenge faced by manufactur-
ers—fragrance loss during the drying process, which often reduces quality by 40 to 50%. Company-manufactured
powder perfume guarantees 100% fragrance retention, providing a significant advantage for manufacturers. For sam-
brani cups, the company has developed aromatic filling materials using natural raw materials. These premixes sim-
plify the filling process while enhancing the final product quality. By resolving key manufacturing challenges, Anand
Organic Products continues to set new standards in the incense industry.

nand Organic Products, a supplier of specialised raw materials
and fragrances for the agarbatti and dhoop industry, also produces
its range of agarbatti products under the Anand brand. Founded in
2015-16 by Anurag Gupta and Ajitesh Gupta, the company has
grown steadily by leveraging its homegrown business experience

and diversifying into new ventures. In an exclusive interview with
Sugandh India, Anurag Gupta revealed that their father was in the oil mill business,
which inspired him and his brother to explore a different industry. They launched their
raw materials business for agarbatti in 2015 and expanded into chemicals and
fragrances by 2017—18. Currently, the company offers a comprehensive range of raw
materials and premixes for various products, including masala and scented agarbatti
manufactured under their brand. Anurag highlighted that most raw materials are
imported from China and Vietnam, supplemented by domestically sourced materials,
ensuring a diverse and reliable supply chain.

Anand Organic Products continues diversifying its portfolio, expanding beyond
the agarbatti industry into detergents, cosmetics, and essential oils. Speaking with
Sugandh India, Anurag Gupta credited his younger brother, Aiitesh Gupta, a chemical
engineer with a passion for fragrances, for driving their entry into the aromatic
chemical sector. The company began manufacturing scented agarbatti under its brand
to meet rising market demand, leveraging expertise in raw materials and fragrances.
Anurag noted that their primary business remains the supply of raw materials and
fragrances, but the Anand brand now offers agarbatti products in zipper and pouch
packs. They have around 20-25 products in Rs.10 and Rs. 20 segments. Looking
ahead, Anand Organic Products plans to expand into high-quality masala agarbatti
production. The company has also tapped into the significant demand for loose
agarbatti, which constitutes 60% of the market in regions like Nagpur, compared
to 40% for packaged products. The company aims to meet the growing demand
by supplying loose agarbatti nationwide.

Sharing with Sugandh India, Anurag Gupta, highlighted their
innovative approach to raw materials and fragrances. Founded in 2015—
16, Anand Organic Products operates on a pan-India level, with
Maharashtra as a primary market and a significant presence in
Madhya Pradesh, Chhattisgarh, Telangana, and Odisha, among other
states. Anurag detailed their development of specialised perfumes
tailored for products such as scented agarbatti, masala agarbatti,
dhoop, sambrani cups, and cones. Offering approximately 250
fragrance profiles—including floral, oriental, Aldehyde, and fancy
notes—the company caters to diverse preferences across regions
and individual customers. He explained that fragrance retention
poses a critical challenge in raw agarbatti, where 30-50% of the
scent often evaporates during drying, leading to inconsistent quality.
In contrast, masala agarbatti achieves precise formulation and consistent
results. Putting these complications to task, Anand Organic Products
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developed a perfume that has gained significant demand. This
innovation ensures 100% fragrance retention, even when dried in
sunlight, making it ideal for agarbatti, dhoop, cones, and other
products. Although the company offers liquid perfumes as well,
Anurag highlighted that these [perfumes] can lose as much as 40—
50% of their quality during the drying process, especially in dhoop
products— By offering a superior alternative, Anand Organic Products
continues to set a benchmark in the fragrance and raw materials
industry.

Anand Organic Products has emerged as an
industry pioneer with the development of perfume
powder, a groundbreaking innovation in the
fragrance sector. Anurag Gupta revealed to
Sugandh India, that no other company
introduced similar products to date. The
perfume powder was launched a year ago
following 18 months of intensive research,
which began in 2022. Anurag highlighted Q
the product’s effectiveness in addressing G 1
key challenges faced by manufacturers of -%-
scented sticks, dhoop sticks, and cones. ”
Traditional dip technology often leads to a loss
of fragrance during the drying process,
compromising product quality. By contrast, perfume
powder is integrated directly into the manufacturing process,
ensuring consistent fragrance retention in the final product. This
innovation has gained widespread adoption across the industry for
agarbatti, masala agarbatti, cones, dhoop, dry dhoop, and sambrani
cups. The launched perfume powder marks a significant advancement,
setting new standards for quality and consistency in the incense and

dhoop market.

Anurag Gupta, elaborated on the unique advantages of perfume
powder over traditional dipping technology. Unlike the dipping
process, which applies fragrance post-production, powder perfume is
integrated directly into the manufacturing process, ensuring consistent
fragrance retention throughout. The company has developed around
100 powder fragrances and offers tailored recommendations to its
clients on optimal dosage levels. Depending on the desired product
grade—economy, medium, or premium—the quantity of powder
perfume is adjusted to achieve the required fragrance quality. For
premium-grade products, the formula involves dilution in a 3:4:20
ratio, delivering superior fragrance results. Economy-grade products,
on the other hand, use dilution ratios such as 4:2:8, 4:2:10, 1:2:10,
1:2:15, and even up to 1:2:20. Anurag explained that the principle is
straightforward: a higher dose of perfume powder results in premium-
quality products, while a reduced dosage yields economy-grade
offerings. This innovative approach has allowed manufacturers to
achieve precise control over fragrance quality, setting new benchmarks
for consistency and product differentiation in the agarbatti and dhoop
industry.

The company has addressed a key manufacturing challenge in the
sambrani cup segment with the development of specialised filling
materials. Talking to Sugandh India, Anurag Gupta revealed that these
raw materials are curated to simplify production while significantly
enhancing product quality. The filling materials are available in two
variants: water-based and oven-based. The water-based variant is
ideal for smaller manufacturers who do not have access to ovens. The
water-based variant can be filled into sambrani cups and dried in
sunlight for three to four hours, delivering a high-quality product.
Contrastingly, the oven-based is tailored for manufacturers with oven
facilities, allowing the cups to be filled, placed on trays, and cured in
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an oven for optimal results. Anand Organic Products has developed
these filling materials in ten fragrances, including loban, guggal, and
bakhoor (post-extensive research.) The formulations are curated from
over 20 natural ingredients, which are often difficult for individual
manufacturers to source and utilise effectively. By offering this
innovative solution, Anand Organic Products has streamlined the
production process, enabling sambrani cup manufacturers to produce
superior products with ease and consistency.

Anand Organic Products has distinguished itself by addressing
key challenges in the agarbatti and dhoop industry
through innovative raw material solutions. In an
TM interview, co-founder Anurag Gupta shared that
their business approach focuses on solving
manufacturing issues rather than merely trading
raw materials. Powder perfume addressed
in producing flora and masala
in the

scented products.

problems
= agarbattis and the inconsistencies

* | |~ fragrance retention of
i:' Similarly, they resolved the time-intensive and
% costly process of filling materials for sambrani
Q, cups by creating an efficient and user-friendly
solution. Gupta highlighted that their raw material
offerings include premixed formulations containing
essential ingredients such as joss powder, guar gum,
wood powder, and charcoal. These premixes are curated to
simplify the manufacturing process, saving time and effort while
enhancing the quality of the final product. By prioritising innovation
and customer needs, Anand Organic Products continues to set new

benchmarks in the industry.

Anand Organic Products continues to innovate in the agarbatti
industry with its unique range of premixes. Co-founder Anurag Gupta
shared that Nagpur, known for its renowned loban agarbattis, supplies
approximately 80% of the loban agarbatti in the country. Recognising
interest from manufacturers across India in replicating Nagpur’s
quality, Anand Organic Products developed Loban premixes. These
are offered in economy, medium, premium, and extra premium ranges
to suit diverse market needs. The company has also created premixes
for other popular agarbattis, including Guggal, Bakhoor, and Oud
varieties. Their extensive catalogue includes 50 top-selling raw
materials with a variety of fragrances. To cater to custom requirements,
Anand Organic Products allows manufacturers to modify their
premixes. Whether clients choose to enhance the premixes themselves
or seek tailored assistance, the company provides support.
Additionally, they offer solutions for customising powders, ensuring
clients achieve the desired product quality. This customer-centric
approach solidifies Anand Organic Product’s position as a leading

innovator in the industry.

In the end Anurag Gupta, shared insights into the company’s
plans to introduce innovative products that address market needs. The
aim, he stated, is to simplify processes and enhance the “ease of doing
business” for agarbatti manufacturers. Anurag revealed that the
company has begun research on perfume paste, a highly fixative
material that enhances fragrance, making it more appealing and long-
lasting. Anand Organic Products is also exploring ways to integrate
powdered paste into manufacturing processes for greater efficiency. In
addition, the company is focused on developing premium-quality
masala agarbattis, aiming to match the standards of top incense
brands. These products are intended for a nationwide launch. With
in-house raw materials, perfumes, and research capabilities, Anurag
expressed confidence in Anand Organic Product’s ability to deliver
superior products and maintain its leadership in the industry.®
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VINOD KHAKHKHAR

EXPERT IN FUSION FRAGRANCES

LIVE TOUCH INCENSE PRODUCTS GAIN POPULARITY ACROSS 13 STATES

Rajkot, Gujarat: Vinod Khakhkhar, the founder and head of Balmukund Industries, is a renowned name in the incense
and fragrance industry. Specialising in fusion fragrances, mr.Khakhkhar has driven the success of his Live Touch
brand, which includes a wide range of agarbattis, incense products, and premium fusion fragrances. These products
have quickly gained traction thanks to their unique blends and high-quality standards. In an exclusive interview
with Sugandh India, Mr Khakhkhar shared that he has spent 35 years in the fragrance industry. He also highlighted
that Balmukund Industries, founded in 2015 in Rajkot, Gujarat, is known for its commitment to quality manufacturing.
Balmukund Industries flagship Live Touch brand boasts more than hundred products, ranging from scented agarbattis
and incense cones to bamboo-less agarbattis, dry sticks, masala-flora agarbattis, and sambrani cups. The product
line caters to a much larger market, with items priced from ¥10 to more premium offerings. Not just Gujarat, Live
Touch products sell across 13 other states, including Maharashtra, Rajasthan, Chhattisgarh, Madhya Pradesh, Uttar
Pradesh, Bihar, Jharkhand, West Bengal, and Assam.

Left to Right: Bhavik Khakhkhar, Vinod Khakhkhar
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e revealed the [Khas Fantasy] (brand of fragrance)

is his prodigy, which is unmatched and most loved.

With a deep passion for creating fusion fragrances,

Mr.Khakhkhar has made it his mission to ensure

that every product the company offers is of the

highest quality. “Incense and agarbattis are meant
for God, and therefore, they must be of the finest quality,” he
said. This thought moved Khakhkhar to enter the fragrance
market with a pledge to preserve public faith through superior
products. Before founding Balmukund Industries, he gained
valuable experience in distribution and later became a C&F
(Carrying and Forwarding) agent. In 2015, he launched Live
Touch. Through determination and hard work, he successfully
established it in the market. Khakhkhar attributes the growth of
his brand to the unwavering quality of its products. “I am in the
market because of the quality of my products,” he stated. He
chose not to rely on a dedicated sales team initially, despite it
being a common practice in the industry, which posed
significant challenges. However, the company gained a major
boost when his son, Bhavik Khakhkhar, joined the business
after completing his studies in 2018-19. He provided crucial
support to the growing venture.

Mr Khakhkhar announced plans to launch a new line of fusion
perfumes and sprays under the Topper range post-Diwali
celebrations. “From the very beginning, I've been focused on
introducing innovative products,” he said. His first experiment
in fusion fragrances involved a pineapple blend. The pineapple
rose flavour was hugely in demand. However, Khakhkhar added
a twist by incorporating rose into the pineapple, which received
an overwhelmingly positive response from his customers.
Following the success of this launch, he created a new product
by blending henna with musk, which also gained positive
feedback. “We will soon be launching fusion fragrances in three
or four different varieties,” he revealed. In addition, the Khas
Fantasia fragrance has already been introduced, with plans for
more variants in the pipeline. Khakhkhar also shared that mixing
fragrances is a delicate process. “Blending different scents is not
an easy task. You must be careful because sometimes the
combination may not work as expected, and the fragrance can
become less pleasant. In such cases, you need to add another
fragrance to enhance it; and that requires significant effort.” On
the marketing aspect, Khakhkhar explained that, as a former
distributor, he had a well-established network, particularly in
the Saurashtra region of Gujarat. “While | knew every block in
the region, the initial challenge was that people would take the
product because of old contacts, but they often just set it aside.
Until the product reaches the customer and is used, its value is
zero. This is one of the major hurdles | faced in the market,” he
added.

To ignite excitement and draw new customers, the brand
decided to roll out a creative strategy: offering two-stick
samples. This approach aims to captivate potential buyers and
spark their interest. However, challenges arose when
distributors, while accepting the products, did not actively sell
them. The company introduced a guarantee that customers can
return opened packets if unsatisfied. In response to a query by
Sugandh India, Khakhkhar confirmed that it has appointed
super stockists and distributors across 13 states, who are
responsible for managing regional issues and customer
complaints. He also highlighted that each state exhibits unique
fragrance preferences. As for the possibility of offering unique
fragrances pan-India, he stated that they have opted not to
pursue this approach. He remarked, “For building a pan-India
brand, it is essential to maintain a consistent fragrance across
the product range.” While acknowledging that tailoring
fragrances to specific states could boost short-term sales, the
company stressed that doing so would hinder the development

of a cohesive brand identity. However, if a region demonstrates
a distinct fragrance preference, the company is willing to create
a separate product to cater to that demand.

Mr. Khakhkhar stated that he bases his product development
approach on his personal experiences. He noted that while
these experiences guide the process, true market success is
ultimately determined by a product’s ability to resonate with
consumers and gain popularity. The company currently offers
over 100 products and is preparing for the large-scale launch of
air fresheners and perfumes. Live Touch is also capitalising on
the growing market trend for bamboo-less and dry sticks. In
response to consumer concerns about bamboo sticks his
company is exploring alternative options. The 6-inch bamboo-
less agarbatti is currently a market favourite, and Live Touch
has recently introduced a new 8-inch variant, which differs
significantly from other offerings. Available in four distinct
varieties—Boss Tattoo, Bella Vitara, Polo Woods, and Aqua
London—the new range boasts unique names, packaging,
fragrance, and quality, setting it apart from competitors. The
90-gram box is priced at an MRP of #110, and the premium range
has already begun to attract repeat orders, signalling early
success in the market.

Khakhkhar explained that their air freshener products fall under
the Topper brand, a decision influenced by his background in
the FMCG sector. Entering the air freshener market has always
been the key to his business strategic vision. Live Touch incense
offerings are priced across a range of options. The products are
available in pouches with MRP prices ranging from 10 to ¥50,
with some larger packs priced at ¥80. The 100-gram box pack,
priced at 390, retails for ¥50 to ¥60, while masala-flora
agarbattis are priced between 105 and ¥165. The company has
also introduced innovative products in the Sambrani Cup
segment, becoming the first manufacturer in India to offer a
pack of nine cups for %110, when the standard offering is
typically just six cups. Additionally, Live Touch has launched a
Sambrani Cup made from cow dung, priced at ¥110. Another
new addition is the Ram Raksha Mandir, available for ¥135.
Looking ahead, the founder expressed confidence in the
continued growth of the incense industry, citing its deep-
rooted connection to consumer faith. “This is a very old industry,
and it will continue to thrive because it is linked to tradition,”
he stated. However, he emphasised that as consumer
expectations for quality rise, manufacturers will need to focus
on continuously improving their products to meet these
demands.

Mr Bhavik Khakhkhar, the son of Mr Vinod Khakhkhar, revealed
that after completing his studies, he has fully committed
himself to the incense and fragrance industry. “I am trying to
work in line with the times and the needs of the market,” he
explained. His primary focus is on delivering high-quality
products, a goal that extends to their perfume range as well.
“We are committed to offering the best quality in perfumes and
aim to create export-quality products,” he added. This emphasis
on quality has enabled the company to expand its reach
internationally. Their incense products are now being exported
to several countries, including multiple European nations, as
well as Malaysia, Mauritius, Indonesia, and Uganda, among
others. In response to a query about packaging preferences, Mr
Khakhkhar noted that zipper pouches are particularly popular in
export markets. He further highlighted that, in comparison to
the domestic market, export products are of an even higher
standard. Fruity, synthetic, and modern fragrances are in high
demand in these international markets. “We are also focused on
innovating our packaging,” Mr Khakhkhar said. “Along with
product quality, packaging and design need to be top-notch,
and that is a direction | am actively pursuing.”.m
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BRAND NEWS

Hari DarshanMaa |

. : | M A
Collection: Inspired ﬁ_"?’ .
by Goddesses = =

Hari Darshan brand has recently introduced an exceptional col-

lection of agarbattis and dhoop inspired by Maa Saraswati, Maa ¢

Lakshmi, and Maa Durga. This range is deeply rooted in Hindu

traditions, reflecting the divine attributes of these revered god-

desses. Each product is meticulously crafted to evoke their
unique qualities and help devotees establish a spiritual connec-
tion.

Maa Saraswati: A gentle, soothing scent that helps with con-

centration and inspiration. Some common scents are:

e Sandalwood is known for helping to concentrate and feel
calm. It can help in thinking clearly and learn better.

e Jasmine is linked to purity and creativity. Its gentle scent
can lift the mood and make the mind more active.

e Lotus represents enlightenment and spiritual development. ¢
Its soft, sweet smell can make one feel peaceful and calm,
perfect for meditation and artistic activities.

Maa Lakshmi has cozy scents that make the surroundings feel ¢

luxurious and lucky. They often contain warm notes like

«  Saffron is called the king of spices and its strong smell rep-
resents wealth and the blessings of Maa Lakshmi. .

¢ Kewda is linked to wealth and purity, and its sweet, gentle
fragrance brings feeling of peace and well-being, attracting

Maa Durga has powerful,
refreshing scents that make
one feel strong and safe.
They often have common
notes like...

positive energy.
Cardamom has an up-
lifting and slightly cit- L
rusy smell, symboliz-
ing
stimulating the mind,
promoting focus and
determination.

abundance and

Camphor is famous for its ability to cleanse the air and
get rid of negative energy, making room for positive
vibes to thrive.

Nag Champa is linked to feelings of protection and
positivity, as its sweet, woody scent helps boost strength
and resilience.

Clove has a stimulating smell that can uplift the mind and
soul, fostering bravery & perseverance when dealing with
obstacles.®

Gangotrri Incense: Crafting Superior quality luxury incense

Bengaluru, world-famous for its superior-quality incense
sticks, has earned customer trust through its legacy of
excellence. Among the prominent names in this industry
is Gangotrri Incense, a brand that has captured the hearts
of fragrance lovers. The brand’s diverse product portfolio
includes incense sticks, bakhoor, perfumes, dhoop sticks,
roll-ons, car and air fresheners, javadhu powder, cone
dhoop, and more. Its widespread presence in premium
markets is a testament to its popularity and quality.
Gangotrri’s Chandan (sandalwood) fragrance products are

iconic, reflecting a timeless tradition. The brand’s premium e

Chandan incense sticks are priced at 550 for a pack of 10
sticks! while the exclusive “Classic Chandan,” costing
%5,000 for a single stick! offers unmatched luxury.
Gangotrri Incense continues to be a top choice for
fragrance lovers seeking premium-quality products.®
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DevDarshan Gel Air Freshener: Fresh Air, Effortlessly

Available in Berry Blast, Lemon, and Misty Meadow, 10¢

DevDarshan, a trusted name in the dhoop and agarbatti
industry since 1954, has expanded its offerings with the launch
of the DevDarshan Gel Air Freshener Sachets. Available in
three invigorating fragrances—Berry Blast, Lemon, and Misty
Meadow—these sachets are designed to deliver a refreshing
and long-lasting aroma to any environment. Each sachet is
available in a convenient 10g pack, priced affordably at an
MRP of just 75.

The Gel Air Freshener Sachets are crafted to complement
DevDarshan’s legacy of offering premium-quality products
that elevate everyday experiences. Compact and easy to use,
these gel-based sachets are perfect for placement in wardrobes,
drawers, cars, or small rooms, providing a discreet yet effective
way to keep spaces smelling fresh. The Berry Blast variant
offers a sweet and fruity fragrance that energizes the senses,
while Lemon delivers a zesty and vibrant aroma to invigorate
any setting. Misty Meadow, on the other hand, brings a calming
and earthy touch, making it perfect for those seeking a serene
atmosphere.

For over seven decades, DevDarshan has been synonymous
with trust, innovation, and excellence in fragrance-based
products. The launch of the Gel Air Freshener Sachets marks
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another step forward in bringing convenient, high-quality
solutions to customers. This new product aligns with
DevDarshan’s mission to enrich lives with soothing and
uplifting aromas.

For more information, visit www.devdarshandhoop.com
and explore the full range of DevDarshan products designed to

make every moment more fragrant and memorable. B

Gayatri Attack Mosquito Repellent Coil Sticks

Revolutionizing the market

Gondia-based Gayatri Industries has been making waves in the incense -

MO MORE

market with its Attack mosquito-repellent coil sticks. Designed to provide
highly effective protection against mosquitoes, Attack coil sticks are a step
ahead of traditional mosquito repellents. Unlike regular mosquito-repellent
agarbattis, which typically burn for 8 to 12 hours, Attack offers lasting
protection after just 50 minutes of use, ensuring uninterrupted sleep
throughout the night. The product adheres to strict government guidelines
and uses non-suffocating chemicals, making it safe for households. Popular
in regions such as Chhattisgarh, Madhya Pradesh, Uttar Pradesh, South
Indian states, and parts of Maharashtra, Attack enables customers to sleep
comfortably with open doors and windows, creating a healthier and more
breathable environment. Gayatri Industries continues to redefine the
standards for mosquito-repellent incense products..®
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Secret Potion Special White 5in 1 = -

Incense by Parasmani Agarbatti

kilo) pack offers an unbeatable combination of powerful fruity fragrances that

promise to transform your space.

The pack contains five distinct fragrances, each in a 50-gram segment, providing
variety and value in one compact premium white zipper. Selected white sticks have
been used to create this masterpiece product! It has received a very positive
feedback from markets where kilo packs are popular (especially central and south

India).®

SPECIAL WHITE

Parasmani Agarbatti Nagpur has unveiled its latest innovation: the “Secret I Five - in - One Agarbatti |
Potion Special White 5-in-1 Incense”! Priced at just Rs. 135, this quarter-kilo (paav |

Perfume Collection
PREMIUM

DRY DHOOP STICKS

Inch Long

Minutes
Burming
Time

Bansi: A Popular choice in
dhoop sticks

The Bansi brand by Jaipur-based Siddhi Vinayak
Fragrances, has established itself as a leader in the dhoop
product category. It is widely recognized across all major
markets in India for its expertise in crafting wet dhoop, dry
sticks, and cones. The brand’s Perfume Collection premium
dry dhoop sticks have gained significant traction due to their
innovative fragrance options. Available in four modern
varieties—Intimate, Azaro, Magnet, and CW-—these
fragrances cater to the growing demand for “fine fragrance”
type notes. Each 6-inch dhoop stick burns for an impressive
60 minutes, delivering a long-lasting aromatic experience.
The wholesale pack, priced at 3840 MRP, includes 12 boxes
of 80g sticks, with each box retailing at T70 MRP. Bansi’s
innovative approach to fragrance development continues to
serve the needs of modern consumers, solidifying its place
in the incense industry.®

Arham Fragrances: Redefining Luxurv with Oudh

Maharashtra is known as the prime market for
premium incense brands, and Thane-based Arham
Fragrances is one such brand that excels in crafting
high-quality products. Catering to fragrance enthusiasts
and discerning consumers who prioritize quality over
cost, Arham offers a wide range of premium and luxury
incense products. For those who seek unique aromatic
experiences, Arham also produces attar roll-ons,
enhancing its portfolio. Among its most notable offerings
is the “Luxury Oudh” incense, a product that signifies
exclusivity and elegance. Priced at ¥450 for a box of just

LUXURY

OUDH

PURE LUXLUIRY OUDH STICKS

25 sticks! It is designed for customers who appreciate fine fragrances. The popularity of Oudh, a symbol of luxury in itself, has been
steadily rising, and Arham Fragrances has successfully positioned itself in this niche with its sophisticated products...H
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FOVY MAHAKUMBH P0OOJA BOX:
Bringing the Essence of Mahakumbh Home

FOV (Fragrance of Virtue) Mahakumbh Pooja Box is a thoughtfully curated
product designed to bring the spiritual experience of the Mahakumbh Mela into the

homes of devotees. Perfect for those unable to travel to Prayagraj, the kit contains all
essentials for performing a complete Mahakumbh pooja. It includes sacred items
required for Mahakumbh pooja - Gangajal, Prayagraj Sand, Vishnu Yantra, Time
Capsule, Tulsi Dhoop Sticks, Floral Masala Agarbatti,
Mogra Havan Cups, Naivedyam Cones, Bhimseni Camphor,
Sambrani Dhoop Powder, Empty Cups (for bhimseni and
sambrani powder), Yellow Mustard. Eco-friendly and
charcoal-free, the box also provides a Pooja Vidhi that is a
comprehensive guide for performing the pooja and rituals.
With its unique offerings the Mahakumbh Pooja Box
transforms any home into a sanctuary of peace, harmony,
and divine blessings, allowing devotees to connect with the
spiritual essence of the Mahakumbh Mela..®

Ocean’s Deep Printers: Expanding to new horizons

Complete packaging solutions for Glass bottle Perfume Packaging
Gearing up to increase production capacity to three times

- Introduction of new technologies like roll-form stickers

- Use of scodix machine on zipper pouches( first of its kind)

- Complete printing and packaging solutions for glass bottle
perfumes. Company now offers decorated glass bottles
complete with outer boxes, spray pumps, and DTF stickers,
enabling customers to receive a ready-to-fill perfume
packaging solution.

Specializing in premium and regular packaging for the incense
that includes Boxes, Zippers, Pouches, Pouches without cylinder,
Sample Pouches, Canister packaging, Rigid Packaging, Jar
Packaging and catering to other sectors like garment, food, pharma,
and liquor sectors, Ocean’s Deep Printers continues to lead with
innovative and efficient solutions. With its focus on service and

quality, the company is poised to reshape packaging standards in
2025.m

Ahmedabad based Ocean’s Deep Printers, is

revolutionizing the packaging industry, particularly for
the incense sector. As the company celebrates its 30th
anniversary, it is implementing significant
infrastructure expansions:

- Upgrading to a three-floor unit tripling the
production capacity

- Procuring advanced machines from Japan.
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MARKET REPORT

The border district of the three states is the centre for incense products

Vidarbha, particularly in regions like Nagpur.

A thriving trading hub with rich resources

Gondia, located in Maharashtra, holds historical significance as the ancient kingdom of the Gond rulers. Known for
abundant natural resources... The region has long been a source of dense forests, gum, lac, tendu leaves, and various rare
herbs. The district derives its name from the Gond rulers and gum and lac in abundance. Gondia, which was in the Bhandara
district (Maharashtra), became a district in 1999. The census, recorded at 1,32,000 in 2011, has grown to over 2,00,000. Its
rich natural beauty, including wildlife sanctuaries, mountains, and caves, makes it a notable tourist destination. Strategically
positioned near the borders of Madhya Pradesh and Chhattisgarh, Gondia lies approximately 150 kilometres from Nagpur—
The second capital of Maharashtra. This location has established itself as a key trading hub for decades. During British rule,
Gondia became a centre for lac factories, and its tobacco and beedi industries have thrived for over a century. The (Gondia)
district has gained prominence as an agarbatti industry in recent years due to the availability of natural herbs, frankincense,
myrrh, and other aromatic plants. Gondia now plays a vital role in supplying raw materials for incense manufacturing in

A key supply hub for agarbattis and dhoop in
Central India

Located at the trisection of Maharashtra, Chhattisgarh, and
Madhya Pradesh— Gondia has emerged as a prominent supply
centre for leading branded agarbattis and dhoop products in India.
According to the Sugandh India market report, Gondia’s influence
extends beyond Vidarbha districts such as Nagpur, Bhandara, and
Gadchiroli to the border districts of Madhya Pradesh and
Chhattisgarh.

Several major companies operate through C&F agents and large
suppliers in Gondia, ensuring seamless distribution across
Vidarbha, Chhattisgarh, and Madhya Pradesh. Many of these
companies supply products at factory rates, facilitating efficient
distribution to districts in neighbouring states. This supply chain
activity [cutting] is a two-way process observed across state borders,
benefiting the regional market. Gondia’s agarbatti market
commands an estimated 70% share, while dhoop accounts for the
remaining 30%. Wet dhoop, once the most popular category, is
gradually replaced by increasing demand for bamboo-less products.
Prominent suppliers in Gondjia cater for distributors across Madhya
Pradesh and Chhattisgarh, solidifying their reputation as a vital
trading hub for incense products.

Loose products hold a 15-20% market share

Albeit being a limited market, Gondia has a surprisingly high
consumption of incense products. Loose agarbattis account for 15-
20% of the market, while 80% of the supply originates from major
cities such as Bengaluru, Pune, Mumbai, Nagpur, Ahmedabad,
Indore, and Delhi. Products priced at %10 and %20 in box packaging
and %50 in zipper packaging dominate year-round sales in Gondia.
During festive seasons, premium products priced up to 3200
experience a surge in demand.

The preference for 10-20 box and zipper packaging is also
growing in rural areas. Recently, a 400-gram jumbo zipper pack
priced at 100 has become popular due to its affordability and larger
quantity. Major retail outlets in Gondia report strong sales for
brands like Balaji, Bharat Darshan, Bharatvasi, Forest, Karnataka
Fragrance, and Alaukik. Medium to premium range products from
Cycle Pure and ZED Black are particularly well-received.

Regular market favourites include aromatic brands from
Bengaluru, such as Sacche Sai, Srinivas Sugandhalaya, Nirali
Products, Siddhi Fragrance, Satya, and Nagpur-based Rocket
(brand), alongside Shree Trading Company, Forest, Shankar
Perfumery, and ITC, which perform well in supermarkets.
Also in the market are brands including BIC, Raj, Misbah, Oriental,
Parimal Mandir, Rathnam, AKP, Alaukik, Vasant, Vijay, Omega,
Abhiman, etc.
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Growing trend of bamboo-less products

According to the market report, dhoop products hold a 30%
share of the incense market— wet dhoop leading in popularity. Dry
dhoop products also enjoy considerable demand, catering to a
broad customer base. Regularly sold dhoop items are priced at 10
and %20, with significant sales also seen in products priced at 350 or
higher. Previously, Mysore Dhoop and Sugandh (company)
Lakshmi Dhoop dominated the market. Today, wet dhoop brands
such as Balaji, Real, Manthan (ZED Black), and Hari Darshan are
highly preferred. For dry dhoop, brands including Balaji, Satya,
Amrutha, Pioneer, Grah Shanti, and Raunak Fragrance remain
popular, especially in the ¥25-50 price range. Commonly sold packs
include 90 grams for 350 and Amrutha’s 80g cone pack for the same
price. Products like Pandya’s Sambrani from Chennai and Shripal
(ZED Black) also maintain strong demand. In the premium wet
dhoop segment, 100-gram packs priced at 350 from brands like
Balaji, Raunak, and Forest are widely purchased. Zipper packs
priced at 320 and premium offerings at 50 are especially popular,
with Manthan being the best-selling brand in the 320 range. For dry
stick dhoop, brands such as Forest and Karnataka Fragrance
dominate the market, with 350 packs being the most sought-after.
Cup formats from brands like Karnataka Fragrance, Forest, and
Raunak enjoy steady sales. Being of exceptional quality, Naivedya
(Cycle Pure) is present at a higher price point.

Rising demand for sandalwood tilak and puja
essentials in Gondia

Gondia is witnessing a growing demand for sandalwood tilak in
various colours, extending beyond the city to neighbouring
districts. This trend is driven by increased awareness of tilak’s
cultural and spiritual significance, often highlighted in sermons by
saints and spiritual leaders. As a result, tilaks in white, black, yellow,
orange, and red are gaining popularity. Hari Darshan and Manohar
are the leading brands in the sandalwood tilak segment, followed by
Krishna Murari and Dev Darshan. Customers prefer both paste and
powder forms, with Hari Darshan maintaining dominance as the
pioneer in this market. These tilaks are commonly sold at an MRP
of %25. Gondia houses several major camphor manufacturers,
including Swami, Ganesh, Maurya. Due to this local production,
branded camphor from outside the region has a limited presence in
the market. For premium roll-ons and perfumes, Balaji remains a
top choice, alongside popular options such as Arochem from
Ratlam, Saba Fragrance, Majmua, and Magnet. Market reports
reveal that an average customer in Gondia spends ¥100-200 per
month on agarbattis, with expenditures increasing significantly
during festivals. Brand loyalty in the region is evenly split, with 50%

of customers selecting products based on brand names. ®
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SAFARI BIG, A MARKET LEADER IN SOLAPUR: ABDUL ICADEER

S .

Solapur-based Parveen Sales Corporation has emerged as the

leading distributor of Safari Big and Thakral Group products in South

Western Maharashtra. The company also serves as a key wholesale

supplier and retailer for all products from Safari Big and Jalaram

Fragrance brands. In an exclusive interview with Sugandh India, arveen Sales Corp continues to
Abdul Kadeer Ahmed Ismail Jakaler, head of Parveen Sales Corpora- strengthen its supply network,
tion, revealed that his father entered the agarbatti business in 1975, focusing  primarily on a
initially selling products door-to-door. By 1989, Parveen Sales 300-kilometre radius
Corporation was established, along with a retail outlet, marking the encompassing Solapur, Bijapur,
beginning of its growth. The business began by working with and Bagalkote. In addition to
Maratha Kevda before acquiring Safari Big as a major brand. Over catering to local markets, the company also
the years, the firm expanded its operations, managing products for serves retail customers from the USA, UK,
several Bengaluru-based companies. Currently, its portfolio features Dubai, and Mumbai, ensuring a diversified
arange of prominent brands, including Jalaram Fragrance, Oswal, client base. Mr Kadeer highlighted that their
Real, Arihant, Amrutha, Cycle Pure, Vasu, Forest, Dhanalakshmi, core business centres around the Safari Big
Karnataka Fragrance, and others from Ahmedabad and Madurai. [brand] dominating both ends of the supply
Parveen Sales Corporation handles the distribution of numerous and retail chain. Jalaram Fragrance products
companies including major names such as Pavanraj, Goodluck, First also contribute significantly to their
Choice, AK Products, Misbah, AR Industries, Sridhan, Parimal Mandir, operations. Their extensive supply network
Mahalaxmi, Devdarshan, Shri Trading Company, Roshan Agarbatti, covers nearly 1,300 counters, delivering
and Saba Fragrance. With its robust supply network, the company products to cosmetic stores, grocery shops,
continues to dominate the regional market while expanding its supermarkets, general stores, and pan

reach to newer territories. [betel] shops. Their expertise in perfumes
has allowed it to expand its reach into
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| Abdul Kadeer shared insights into the Solapur market, where ¥10 packaging dominates
sales. The demand for zipper packaging has shown marked growth, with supermarkets

and door-to-door vendors being the primary buyers. Festival seasons further drive the

sales of premium-quality products, reflecting a shift towards higher-value items during

these periods. The market composition includes 80% agarbattis and 20% dhoop
products. Dev Darshan (Chandigarh), Manthan (Zed Black), Misbah, and Sridhan are
popular choices in the dhoop segment. Wet dhoop, in particular, has a higher demand,

with Dev Darshan and Manthan leading the category.

cosmetic shops, while even door-to-door vendors rely on
Parveen Sales Corp for their goods. Speaking about the
regional market for agarbattis, Kadeer bhai noted that
Safari Big remains the top-performing brand in Solapur,
followed by Dhanlakshmi, Jalaram, First Choice, GoodLuck,
Amrutha, Amber and Forest. Among these, Safari Big and
Jalaram products lead in wholesale supply and retail sales.
Other notable brands in the market include Cycle Pure,
Zed Black, Balaji, and Real, reflecting a strong demand for
premium products. With a broad network and a strategic
focus on popular brands, Parveen Sales Corporation
continues to dominate the agarbatti and fragrance market
in the region while extending its
influence internationally.

premium products with an MRP of ¥50-60 also perform
well, with brands like Misbah and AR seeing significant
traction. Their business ability to adapt to market trends
and cater to diverse customer needs continues to
strengthen its position in the competitive Solapur market.

The camphormarketin Solapurisintensely competitive,
fueled by local factories that produce affordable and high-
quality products. Abdul asserts “, Despite this fierce
competition, brands like Mangalam have established a
solid presence in the market, while Jalaram and OK have
emerged as the leading sellers.” In the sambrani cup
segment, products like Mahalaxmi and Good Luck [brand]
Chintan enjoy significant demand.

Additionally, Cycle Pure Naivedya

Abdul Kadeer shared insights
into the Solapur market, where ¥10
packaging dominates sales. The
demand for zipper packaging has
shown marked growth, with
supermarkets and door-to-door
vendors being the primary buyers.
Festival seasons further drive the
sales of premium-quality products,
reflecting a shift towards higher-
value items during these periods.
The market composition includes
80% agarbattis and 20% dhoop

a retail customer spends ¥500
on purchases, whereas premi-
um product buyers spend
between ¥4,000 and 35,000,
reflecting a diverse customer
base with varying preferences

and budgets. Parveen Sales’
ability to balance affordability
and quality through a mix of
local and branded products has
positioned it as a key player in
the regional market.

has a niche market, though its higher
price point makes it less accessible
to cost-conscious customers. First
Choice’s Chirantan is also popular.
Addressing the perfume market,
Kadeer shared that products from
Ratlam-based Aerochem and S H
Kelkar perform locally well. Perfumes
are in high demand in the region,
with Bakhoor particularly popular
during Ramadan. Typically, the price
range for perfumes falls between
40 and ¥50. While the company

products. Dev Darshan (Chandigarh),
Manthan (Zed Black), Misbah, and
Sridhan are popular choices in the dhoop segment. Wet
dhoop, in particular, has a higher demand, with Dev
Darshan and Manthan leading the category. For dry
dhoop, brands like Mahalaxmi, Misbah, Amrutha, and
Safari Big in jar packaging are the top sellers. Abdul Kadeer
noted that Dev Darshan stands out in the wet dhoop
market due to its 60-year history and reputation for being
made with desi ghee, which customers perceive as adding
authenticity. Its exceptional fragrance further solidifies its
popularity. In the dhoop segment, products priced at 10,
%15, and %20 enjoy strong demand. During festivals,

does not deal in sandalwood tilak,
Kadeer noted the popularity of
brands such as Topsi. He also highlighted a strong
preference for branded products among retail customers,
with eight to nine out of ten buyers choosing branded
options, led by the Big Safari brand. On average, a retail
customer spends 500 on purchases, whereas premium
product buyers spend between ¥4,000 and 5,000,
reflecting a diverse customer base with varying
preferences and budgets. Parveen Sales’ ability to balance
affordability and quality through a mix of local and
branded products has positioned it as a key player in the
regional market..m
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The future of incense industry is bright with
changing market trends: Vakil Jajam

New Maharashtra Agency supplies Zed Black products in Gondia

i Il:: R d
i“ J . i
‘--“-" lg:l..i .

i

The agarbatti industry holds a promising future and is poised for steady growth. However, the
marketing and supply chain landscape has experienced significant shifts over the past few
decades. Mr Vakil Jajam, owner of New Maharashtra Agency, Gondia, revealed in an exclusive
interview with Sugandh India that the relevance of agencies is declining. He attributed this
change to the dominance of large retail chains like D-Mart and other major players. “Large stores,
malls, and dedicated product counters are weakening the traditional distribution network,” he
said, predicting its eventual disappearance. Mr Jajam highlighted that many leading companies
now operate through depots, reducing the need for intermediaries like agencies and distributors.
He questioned why companies would continue relying on agencies when direct distribution offers
greater efficiency. The surge in online sales further complicates the situation for traditional
agencies. New generation increasingly prefer modern marketing channels, eroding the relevance
of older models. Established in 1998, the ‘New Maharashtra Agency’ in Gondia (Maharashtra)
supplies for over twenty companies, including Bajaj, Dabur, Lijjat Papad, branded tea, and Zed
Black. Several [of these] brands belong to the fast-moving consumer goods (FMCG) sector. The
adaptability of the agency in this evolving market remains to be seen.

r Vakil Jajam stated in an
with Sugandh

India that his agency handles

FMCG products for multiple
companies. Hestarted dealingin agarbattis
in 2003, partnering with Zed Black. The
agency sources products directly from

interview

the Zed Black depot and supplies them
across most of Gondia, except for a few
regions. Discussing market dominance,
Mr Jajam revealed that Zed Black holds
a 70% share in the agarbatti, dhoop, and
puja materials market in Gondia, with the
remaining 30% shared by other brands.
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He noted that annual sales of Zed Black
products through his agency generated
revenues of approximately one crore.
The brand offers 200 to 250 products, all
available at the New Maharashtra Agency.
Manthan pouch is the top seller, followed
by the 3-in-1, sandalwood, mogra, and rose
fragrances, which are also highly popular.
Other well-performing products include
Ashtagandh Chandan Tika, flaxseed oil,
ghee, rose water, attar, camphor, and
havan materials, indicating a diverse and
robust product range.

Mr Vakil Jajam shared insights into

Zed Black’s extensive product range,
which includes items priced between 10
and 1,500 per dozen. He highlighted that
premium products experience a surge in
demand during festivals. Popular offerings
include Mishti Dhoop, Wonderful, Sandal,
3-in-1, and Arij, which dominate the local
market. Mr Jajam noted that the agarbatti
market in Gondia is expanding rapidly,
with Zed Black holding a significant
share. Sambrani and dry dhoop products,
especially Shriphal
bamboo-less incense products, are in high
demand. The Zed Black agarbatti range
performs consistently well, with dhoop
products priced at %10, 320, and 100
being particularly popular. He further

Sambrani and

observed that the market for Bamboo-less
products is growing swiftly, with dhoop
accounting for 60% of sales and agarbattis
for 40%. Among Zed Black’s offerings, 310
and %20 zippers are bestsellers. Mr Jajam
explained that boxed products have a
lower preference in Gondia, as consumers
favour zippers for their higher weight and
better value. Mr Vakil Jajam highlighted
the presence of several competing brands
in Gondia, including Balaji, Cycle Pure,
Big Bell’s Kaccha Bela, Amrutha, and
Lakshmi. These brands hold a strong
market share and directly compete with
Zed Black. He noted that his agency caters
to super bazaars and local markets to
paan stalls, as agarbattis sell consistently
well across all these channels. Despite
Gondia being a relatively small market,
its proximity to Madhya Pradesh (30 km)
and Chhattisgarh (50 km) significantly
influences its trade dynamics. Mr Jajam
explained that this strategic location
Gondia-based products to
penetrate neighbouring states, where
goods are distributed widely. Gondia

enables

serves as a central hub for these two states,
offering factory-rate products that attract
buyers from border areas. While goods
from Madhya Pradesh and Chhattisgarh
also reach Gondia, its unique geographic
advantage positions it as a key player in
the agarbatti market..H




SVAR

FRAGRANCES & FLAVORS PRIVATE LIMITED

Mr. Shailesh Rao won the award for
“Best Innovative Idea in Perfumery Marketing”
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Mr. Shailesh Rao's innovative concept, "Make Your Own Exclusive Agarbatti Compound,”
earned him the prestigious "Best Innovative Idea in Perfumery Marketing" award at
Hyderabad, presented by Mr.Sushant of Zee Media.With 27 years of experience in the industry,
his unique idea stood out for its creativity and impact on the perfumery sector in India.
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LADDHARAM & SONS, GONDIA

LEADERS IN CONNECTING INCENSE BRANDS TO THE MARKET
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The incense and dhoop industry is steadily advancing beyond its traditional MSME
framework, accompanied by significant growth in marketing strategies. This sector
featured prominent companies producing incense and agencies managing supply chains
even a century ago. Laddharam & Sons, based in Gondia, plays a dual role as a Clearing and
Forwarding (CNF) agent and retailer for six major incense brands. Mr Ashok Laddharam
Thakrani, owner of Laddharam & Sons, revealed in an exclusive interview with Sugandh
India that his great-grandfather migrated to India after the Partition. After that they
started supplying products from leading firms such as Mysore Agarbatti Company in
Mumbai, KK & Sons in Nagpur, and other Bengaluru-based brands. Their core business is
centred around distributing incense. Since 1984, Laddharam & Sons has been a leading
supplier of incense, dhoop, and ritual materials in Gondia serving as a C&F agent and
operating retail outlets for various brands.
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r Thakrani shared with Sugandh India that his
M firm has served as a CNF agent for over 20 years

for leading companies, including Ashok Trading

Company, Shankar Perfumery, Forest Fragrance,
Karnataka Fragrance, AK Products, Saba Products, and Raj
Fragrance. Their operations cover regions in Madhya Pradesh,
Chbhattisgarh, and Vidarbha. The firm also runs a retail shop in
Gondia, stocking products from 80 to 90 branded companies
such as Oriental, Alaukik, BIC, Balaji, Parimal Mandir,
Mangalam, Jayant, Vijay, and Wala Perfumery. In addition to
serving Maharashtra-based brands, their primary markets
include Gondia, Gadchiroli, and Bhandara, along with
distributor networks in various districts of Madhya Pradesh
and Chhattisgarh. Thakranani acknowledged that the incense
industry has become less profitable over the past three to four
years due to rising competition from established and local
producers, which has fragmented the market. Although demand
has increased, the proliferation of players has diluted market
share. Despite these challenges, Laddharam & Sons continues
to thrive. The Gondia market, though modest in size, remains
crucial due to the firm’s four-decade-long presence and its
expanding business across neighbouring states and districts.

Mr Thakrani highlighted a surge in demand for dhoop,
noting that while wet dhoop has long been a staple, new
markets have emerged for dry sticks and bamboo-less dhoop.
Previously, the market was dominated by suppliers like Mysore
Dhoop Sugandh Company and Lakshmi Company. However,
the entry of Hari Darshan significantly boosted the popularity
of traditional wet dhoop. Thakrani pointed out that traditional
wet dhoop products remain highly sought after, countering the
misconception that it is used solely by street vendors and small
shopkeepers. He confirmed its widespread use in households
as well. Regarding agarbattis, Thakrani reported a strong
demand for premium products, particularly during festivals
and religious ceremonies, when 3200 packets are sold easily.
Throughout the year, budget-friendly choices like *10 and 320
boxes and %50 zipper packs tend to take the lead in the market.
In rural areas, while smaller boxes initially had the upper hand,
zipper packs are now gaining popularity. The most preferred
option is the jumbo zipper pack, which provides greater value.
A 400g pack, priced at X100, can last a family one to two
months and sells consistently.

Mr Thakrani highlighted the high demand for products like
Sona-Chandi, Balaji, Bharat Darshan, Bharatvasi, Forest,
Karnataka Fragrance, Shankar, and Alaukik at their counter.
Zed Black and Cycle Pure also maintain steady sales. Mr
Thakrani noted that customers frequently seek new fragrances
and recently launched products, with Cycle Pure, a proven
choice due to its quality. He stated that their sales are divided
into 70% from agarbatti and 30% from dhoop products, which
include wet dhoop, dry sticks, bamboo-less dhoop, and
sambrani. Among wet dhoop, brands like Zed Black, Cycle
Pure, Pioneer, Grah Shanti, Raunak Fragrance, and Hari
Darshan perform well, with most packs priced between 10
and 220. In the premium wet dhoop category, brands such as
Balaji, Raunak AR Products, and Forest offer 100g packs

priced at ¥50. Thakrani also mentioned that 320 zipper packs
and 350 premium dhoop products are popular among
customers. Notably, the 220 pack from Manthan remains their
top-selling product.

Mr Ashok Laddharam Thakranani reported strong
performance for dry sticks from brands such as Forest and
Karnataka Fragrance. He noted that product sales often hinge
on shopkeepers’ recommendations, as customers trust their
advice on superior brands. Among dry sticks, products priced
at ¥50 are the most popular. For sambrani sticks, Lakshmi and
Shriphal are in high demand, while in sambrani cups, Karnataka
Fragrance, Forest, Raunak, and Cycle Pure’s Naivedya are
customer favourites. In the camphor category, Mangalam

Thakrani reported a strong demand
for premium products, particularly
during festivals and religious
ceremonies, when ¥200 packets are
sold easily. Throughout the year,
budget-friendly choices like ¥10 and
%20 boxes and ¥50 zipper packs
tend to take the lead in the market.
In rural areas, while smaller boxes
initially had the upper hand, zipper
packs are now gaining popularity.
The most preferred option is the
jumbo zipper pack, which provides
greater value. A 400g pack, priced

at ¥100, can last a family one to two
months and sells consistently.

leads, but brands like 555, 505, 333, and Saraswati also
perform well, driven by the presence of local producers
such as Swami and Ganesh. In the sandalwood tilak
segment, Hari Darshan dominates as a pioneer, with its
paste tilak, priced at %25, being the top seller. Popular
brands for Ashtagandh include Krishna Murari, Dev
Darshan, and Manohar. In perfumes and roll-ons, Wala
Bhavnagar and Saba Fragrance show steady sales, but
Aerochem remains the best-selling brand due to its superior
quality and competitive pricing. Nemat’s Majmua and
Magnet are also popular choices. Thakrani noted that the
average customer spends 2100 to R200 monthly on these
products, with only 30-40% of customers making purchases
based on brand names.®
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Rise in Demand for Colourful Tikas Driven by .
recommendations by Spiritual leaders : Rakesh Bhai Patel

Han Darshan and Manohar dominate the Ashtagandh
and Chandan Tika market in Gondia

The post-COVID-19 era has witnessed a marked increase in religious faith and de-
votion to rituals and worship. This shift has led to rapid growth in worship-related
products, including agarbattis and dhoop. Additionally, the influence of spiritual
discourses by religious leaders has popularised the practice of applying sandalwood
paste on the forehead. Rakesh Bhai Patel, head of JK Brothers Gondia, revealed to
Sugandh India that the number of people using chandan tika has risen significantly.
While yellow chandan was once common, there is now increased demand for white,
black, orange, red, and other coloured tikas. Rakesh Bhai highlighted that in Gondia,
Hari Darshan and Manohar brands are the most sought-after for chandan tika. Both
paste and powder variants are widely sold. He also pointed out that spiritual leaders
frequently recommend specific colours of Chandan to their followers, either as reme-
dies for certain issues or as part of their spiritual guidance. Consumers, in turn, tend
to buy tikas based on these recommendations.

Gondia to Gadchiroli. Rakesh Bhai
highlighted that products from branded
companies based in Bengaluru,

akesh Bhai Patel shared
with Sugandh India that he
began his journey 44 years

ago with Bengaluru-based

agarbatti company, Anant.

He later collaborated with
companies such as Jayanti, Balaji and “AS
Agarbatti”, along with several others. JK
Brothers has maintained its presence in
Gondia’s agarbatti market for over four
decades and currently supplies products of
10-11 companies, including AS Agarbatti
Bengaluru, Real Fragrance Pune, Balaji,
Amrutha Aromatics, Sacche Sai, Shrinivas
Sugandhalaya Satya, Nirali Products,
Siddhi Fragrance, and Rocket. The
company’s supply chain extends from

Ahmedabad, Pune, Nagpur, and Indore are
in high demand. Local producers also
enjoy a significant market share. He noted
a rising preference for loose products,
which, although less popular than in
Nagpur, are priced between X160 and
%300 per kilogram. These products attract
customers due to their affordability, larger
quantities, and satisfactory fragrances.
Rakesh Bhai stated that loose products
account for 15-20% of the market, while
branded companies retain an 80% share.

Rakesh Bhai Patel highlighted the
strong demand for agarbattis in the region,

with top-selling brands including Shree
Trading Company, Forest, Shankar
Perfumery, Amrutha Aromatic, and Balaji.
Zed Black and Cycle also hold a
significant share of the market. Rakesh
Bhai noted that ITC’s incense products
are primarily distributed through
supermarkets. While 210 packs previously
dominated the market, there’s a growing
demand for 320 packs. However, products
with an MRP of *70-75 remain the best
sellers. Commenting on the rise of dhoop,
Rakesh Bhai explained that its market
share has grown to 30%, while agarbattis
continue to hold a 70% share. He noted
that wet dhoop is currently the most
popular, although dry dhoop is rapidly
gaining popularity, and those priced at I50
are favoured especially for their pleasant
fragrance. Balaji and Real lead the market
in the wet dhoop category, with popular
products priced at 10, 220, and %50. Zed
Black’s 220 product dominates its price
segment. For dry dhoop, brands such as
Balaji, Satya, and Amrutha are highly
preferred. Amrutha offers 25 and %50
packs, with the latter providing 90 grams.
Additionally, Amrutha’s 80g cone pack
sells at I50.

In a discussion with Sugandh India,
Rakesh Bhai Patel highlighted the
growing demand in the sambrani category,
with Pandyas from Chennai and Zed
Black’s Shriphal being the top choices.
While the market for sambrani cups
remains relatively small, Real (brand)
cups are in demand, alongside minor sales
of other brands. Discussing camphor,
Rakesh Bhai noted that local Gondia
based brands produce well-performing
products.

Although regional brands dominate, a
few camphor brands outside the area also
maintain a foothold, catering to customers
who prefer quality products. Rakesh Bhai
further remarked on the growing
popularity of Chandan tika, with Hari
Darshan and Manohar leading the market.
Remarking on customer spending habits,
he shared that an average customer spends
approximately X100, often opting for
affordable, lightly scented products in
larger quantities. Customers seeking
premium products, however, spend
between 3200 and %¥250. He concluded
that only half of the customers purchase
based on brand names, while the rest
prioritise affordability and volume.®
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C 350, AHWC Complex, Vidya Alankar Rd, Wadala (E), Mumbai- 400037 || 1
Tel no: +91 9899881184 www.fragranceofvirtue.com

) Fragrance Of Virtue Pvt. Ltd.!|

BAMBOOLESS
INCEENSE

Welcome to Fragrance of Virtue, where we
; specialize in engineering a wide range of
incense products, including Agarbatti, Dhoap Sticks,
Dhoop Cone & Havan Cups, Natural Resins, Dhuna
powder, Camphor & puja-related items.

Our carefully crafted incense is designed for use
in puja rituals, meditation, healing, aromatherapy
and creating a fragrant environment. Fragrance

of Virtue is built on Singapuraship's legacy of
guality and expertise since 1961,
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Order nowon: Website: Product Characteristics: QOur Commitment:




SINGAPURASHIP PRODUCE (I) PVT. LTD.

MANUFACTURERS, IMPORTERS &
EXPORTERS OF HIGH QUALITY PURE
RAW MATERIAL & FINISHED GOODS FOR
INCENSE INDUSTRY WITH MORE THAN
1000+ CLIENTS
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Gum copal

Gum Damar
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Ral Superfine Ral Kani Gum Benzoin
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Chamdan Pramix Flora Pramiby
Raw Incense DEP Premix

We specialise in WHITE LABELLING, FMCG

~L Pramix Loban P

PACKAGING for various brands & exporters

°+91 90920120171 @sales@singapuraship.com

C 350, AHWC Complex, Vidya Alankar College Road, Wadala East, Mumbai- 400037
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asdsan developing premium-quality masala agarbattis,

aiming to match the standards of top incense brands. These
products are intended for a nationwide launch. With in-
house raw materials, perfumes, and research capabilities,
Anurag expressed confidence in Anand Organic Product’s
ability to deliver superior products and maintain its
leadership in the industry.®
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Premium Aluminium Bottles & Drums by

Mohd. Samran

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
businesses in over 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.

S| [1]
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Choose M.5. 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.

wh ch GLOBAL REACH: VERSATILE USE: HIGH-QUALITY MANUFACTURING:
v Oose 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, 27 Floor, Habib Complex, Bharat Nagar, New Delhi-110065
Factory: Nazrapur Patti, Tirwa Road, Kannauj-209725 (LR}
Maob: +91 9999948609 | Email: Samran1012@gmail.com
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TIME IN | LOBAN & BAKHOOR LOBAN
INDIA | BAKHOOR DHOOP 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




ST o TSTehle ol Scdd SRR shu=il 31

W FaTferd! o Hieaed o 919 & A9 Hlohe

o) % foTT Sigd TR 3aTE o1 W ] | o9 STRait
SO o T off Tcites derferd = ey gfean |
STereil B ohgl foh 31TST 28 | Selst 7Tel, sifesh @t

H ST ¢ | Ugl Ig ¢S aaere! Al o, difeh siid 2 a9 &
I FEATOIS! T TS H Hiceh Bl T @ | HWiehe H Rgia &
o g fea AR e STOTY ST 3R € | SHH U Uk Tt
% | HEETR ol IR HTd % 3TTET Missed el (At T |
& 3R M oft 3q o7t v & e FaTferel fHeT
Hi%heT ¢ | Toh TaTeT o STaTel H I+ oI foh SfioR ek
Y& 3T 3R 31T I8 ¢ ol G dofl | gl YTHe § |
Y[ERTd H gH fexdiered o 332 & T 39 3d 9 | 3
FHA AT 28 3N 27 FqU H agl Yk AT B © | 9! FRAfa @
o arel il # oTReh- U Meded &t 3ifaw et
YTgeh okl 100 T T 90 UTH ITE &I et T | 9 qu=n
% GHTIE TR Sgi- el foh Joid: 98 319 N HISss el
2, o o3-92 W Teh TH ¢, Ak Seh1 Hohe T

68 Wiy gfsar | B - 2025

ST TTe § | S99 el TR I SR B ScdTeeh
1 g, ST S ¢ | STH TehdT el @, STeifeh Seeh! LT
3R Hrehe § IR T ST ¢ | SHhT HraQT Hlehe o
w@El

qaft IaTg E9TE A Ut e 2ET & Iaa
[ ST o 3T FaTal W ok ST ST AT 147 B & 82

oY uriter 3 et o 6 ATE ® gHA 100 T3 Meaed {7 €,
T {ER 3R T IATE ¢ | TTH 400 UTH T SR 3R SWR
21200 UTH & SHIFTH IS & 31T g8 ek, IT$ 4,
T el 97 ST s 397 ¢ | $Hh TeTaT 50 9 31fereh
ey UTsuars | € | Sl s o sreft g7 4u e
TR SITET Hishd o 1@ ¢ | Tielt 3TR ST$ 99 Sl UR ShiH o
TR ¢ | STeg gl gH HisiT=t oh T 3R ATl TR AT ST 1
2 | 20 e SE Ul SRex AT | gt Aide A
A OheRI T YA ATeT! SR & STTQEY | Ueh FATe oh STaTe
B 354 gl 5 BH 99 9 3 g1oT USRI & ¢ 3R
ufosr & off gAR 9N Meae 39 g8y gl Al | 3=




AT R SOt § AR S T SIS ¢ | T
Yo T HH T TS B ¢ 3R TISHI, YR {SHT STRUAST

STelfep STTETAR AT SEeh! STSCHITHT hd ¢ | TSTehle H gH
THATA ST ¢, Sl g Tohd & (9 GH el g7 T ¢ |

S 37 o1 o forq e feurde g, Sraen forg srer-stem
& e fRT o € 17

tfifRaar & a1 drel 39 AT AThe & ST oft It

ot TR = AT foh 319t qe AR Uisaed Wfaaw saferct
T & ST A 1 15 Nt A I 3RE MHaH Arehe # €
3R AR Tk W UgH ¢ | i€ &l hHdmet &l aoig
AT gU Sei- sl o Wel o W 9 gIsd o1 § |
TeRTTe HeRaeT A ?ieht Ue %o Te S@d € | T8 hRuT R R
FATferet 3R Fifeet W gHRT T =0T Tgar € | 3=
ST foh SR st gH | ATehe o g Tieerr & foran
2, iifer iy 6t Arhe # dogw SaTer =gt fHerar | 9/
Tieae i YR A & o<1 g ffer § | T 9o &
ST H Il FdrT ok ATche H 99 @ UiSaed T dO9
Y™ TR TSI AT i g | SR afe Ueh R # 5
= 9 Gohell ©, Al 51 i 1 &7 | 1 21 i ot shfea g
9 AF I At A 5 W Alehe TR Igi hgl foh ST
QRT HUT-I = 1 <t | TR BH heeHR ol i G €,
g Il AT @ 3R R gt Tet oTaT § | 91 o Weaed
SHufeal = € g foram 3R urgent = +ft uwig foma | g st
oTq ¢ fop erRerR ensft st e W 2 |

Goq & Bl agdt 22of e

iy sfean it T | gHifat Gorht U o1 e % S
T I I foh STgi Iie @IER hi ST8Y ¢ | g 31T 25
TN B X 7@ ¢ | fororia fearss 21 a1 © | 369 &l &t
AT & o6 HiTT ovH 1 1 &, STefeh Hiohe doil Ao W@ ¢ |
IgI AT o I8 A ST AT ¥ el g5 HIehe § 37X 98
ST ot St Wi | JEt HROT ¢ o6 o 4 Y st
TRt SIErT ¢ 3R g 49, IT5 &k, 0 1R i goft
JirHe § 31 @ & | SHH THY o7 1 IoTg SaTd gU S=i-
T 35 71 S 37R =iten & f36 g STt oft Agthemaion o8, 3
I =1 g9 BT Ty, i & HTehfe J 31T § 3R
ofeT Fear o1 | SHfel g9t o7uA Higee o foig ey
FHEAT UGE G ¢ | oF REd US Saeude & 91 & o
Heaed 3 889 Agtha=R d ¢ | Toh FaTel o SiaTd &
IR o o Hisi=t g T = 3-4 91 § 9@7 ¢ 3%
T HROT ¢ foh g0 39 it qek 8t fHepet ok | STeh! Aol
Y gH AT T Wl Bid €, Wi 379 gH- SHeh! 3ieh fohaT © |
THR U ST0TE @ 3R X0 T BiT ¢ | 59 X6 g 3 gred
2 ATeT SRR 3R WSl Y ST e TEHI § Hldhe
AR e

341 €13 Foldt § Icad ol Mt gu

oft Trciter J ST 36 e g of 39 =9 geE & a9

Sgi saran foF AT Sfear § S g9 I | SE9 9w
FATTET ST BH I ¢ | Tl 99 ST g &f UiiaT b1
21 AST IGehT T HERTA I gSaT ¢ 3R HiEH i off
ET TSAT 2 | TG 2 ag foRd Arehe | SITQm 3R &gl @t
HIGH HET BN | I +ft @1 Ut @ | et 90 A-gthe i
B a7oft g O 3 forg SToR Ok & g% foran © | 590k 3tetman
e % fore off g7 6 SRTaet 1 T9Ten YU o ) €, Bl
AR Al o feam g | I s fof Ioua sfig h gl
ISt ATHT HERTY € | ST 3TATal [T, TSI, HEA
TR, DTG, MY TW, ASHTHT, heiiceh, qHes,
IS, SRS, YW &, ﬁgr{aﬁ?wu%;wﬁma
el

Y e o U W H ATkt PE HA G T ok
ST H Sgi= S fob U ©e O S 4 Ugd gH ad i @
for g gl e ot # ues ufafafer g =g | sues
AT Tk 50 forerriex WX Ueh utet fgerd ohea ¢ | st
Y Y Ve H HTeh{edT Y& i ¢ | fEut s Gereft gamar
I el T & oroft suek uey o 7L g1 89 et A A
TS o ¢ | oI oI o Soda hueil ehi therdl ohl
R 21 WM 8 | 316 98 45000 TR Hie # 59 T €,
Sra 9e o U € STTe A=gthaa T st ST Aehet § | 89
I H Y SR HHTCAT SRS 3Tl HgHT B e W@ E |
Igin I foh 3T Ugel ot Igd € USaiE A=IthaiaT
Teh=Teh ST STIHTCT YT 8T ¢ | BT 5 ad QR wefi oft
3TST Y HTehe o f@ETe ¥ Uiy g | e H gE, e
37R Gfeht o forg Teeta wefi € |

AThe fRaATs Uz & Ia fAefe

ot TIcieh ¥ Ueh FATel & STaTsl H ohel foh Agtharer his oft
Teheileh 37X YT 3TTT & ST W Bk gl ISl | ATehe
T 37T LRt § 3T a8 3794 feare 4 <erdl ¢ | "The &
gg 3R fenie W g« faRk 2rar 7 1 g9t 9t o Tt
el 81 STt @ | foR gret oft ured Afeer gert & 31 =ret
TSl ¢ | S2iA sara fop 31eft Scaa Afharre & Arehe o
IUCTST 8, Tk STog Bl SIS HIeh{eT ehl YH3TTT i |
IR sara fop 219 #Y Teh 4T iy Al fRar g 1 a8
400 ITH SR U &, fS/ad € 39 3 T[ore, € 39 99 |1RRT,
T I Yo 3R T S I hargl fHeTer § | Sei- s/t fh
A=Tthaard Sigd A Uieae fHehTerd €, dfeh seft-shaft 38
FHECHR ol TS gl 7T | U H gHA Jelrdl, haret 3fe goft
B ek & GO B < e TR Tl § | 31t et T g
3 TE 1 ¢ | STH A Teh ol UTgeh ohl TS &1 ST | =1
TS § TifehT 39H SR ¢ I1W

ie gf3an | wyadt - 2025 69



dfiche & Msae feedy aail feaw:

3T 3itE Yot uTs ATty & farafdr dusft
B ITS HIE & 31191 650 & 3Hfekehs Wisaed
AThe A BofIa g, fAad sereadt, gu few, sftet
¢, AT U, §§ SH 39T, reeIiel et o,
HTBE IS 9 3 B3 3TE £ TAB §is A

Fd spTeafadl Hi & 450 201 21 Ul b HogE A

A Toh St faeia Hoftes Hatre viat A e sfeara
gTadia & el fds JoTab Ug At visaed 5ol g13d
Aghaae gd &1 Ul dhl & AThE AT,
AL Y el, BEIS 3712 AHITeT g1 Seb BIal
SIS & TIeTalIe, 3ETe A dhedb 3¢ gare
AIuifesest ergel & 81 Hb s & Msaed Ueb gEdt
Sf3 Byt & wifee gue afdd 3-4 def A faafa &
22 &1 3UTEE! JET A BITHIT & gelhl & AB S
Pl A D BIel B Tel 8, Sfdbet 5
HIRIETE A ufedre & 3iTet 3i1e RNfud giat &l Heref!
dauld ardt 21

70 pier $f3a1 | BT - 2025

STRTYE & Y2 AZTETSE dh

ot TR A gAY Sfear w samn fh 9 1999 | 39
Wﬁ%m@ﬁ%mmﬁ%mﬁﬁmﬁ%m
%ﬁnwaﬁ?w&rwwmuomﬁﬁﬁmmw
fapaT 12006 T, 2, feRfer, iTTer® 3t =T, AT,
3Tek T A foharT | 50 90 W O 94, fem, v,
TG, ALH AT T BT ¢ | SHR ST TH hT AR
TAIohet T hTH & | g ST foh AT 3 20-25 fhetiHiex
& RN | ITehT T=ATS Acaeh ¢ | Teh TaTdl o Sarel |
IgidsfdsHe et o fafigare 3R gl g gerar g 1 gt
YA Y FaTferel oeft oft S § | Sk 3TelTe "I i
EYenT TTaT ¢ | BT H oft TR % ket SeaTaehi oht gerg
2| 3uH gwfiod! agd Samer § | e NRfSHa R el
et | 3R et foh 7l sifs oo &l 8, ST 9w ¢ el
forepa @ | S=giv arama fo Igi 10 § A 2-3 Ue &l sis &
A W MiSee AT

PYE A g3 2[&3HTd
ot forgia = gy S 3 Uk WaTe o Sfare | aar o
FHYR T MSRIT TH T Y& gaT b e & R o= Y




Tefi ot off | sk 3 ARoR ST & foh forarsht s e
T hTH A ¢ | Sa1 AT fea fop o ag A e et |
39 GHT I 14 AL T 3R 319 e E
X f&ar | a9 2005 § AR TG IS 918 WIHRRET @ ot
IATEH g+ o, fored 31eTy, =g Sent, &% o<l go
I, 3 71fe & | SgiA o foh a9 2011 § UG A
% 1 A off BT g foRa 31X 3T Y SRed 2 dsht
Y 9% @ ¢ | g% MiHam Uisde & 581 g9 o 3R
srguareTg off ISt @ 9 T AT g A8 TS @A
RO TG 1 H1H Y& AT | SHY U5 IR I
TS ORI, derTHT 31 3TieT WeeT | 1kl 5/ gehl
oft | ] IS WIS Ao forgiv ST &y off | Tl
A F I T AGhHTT 9 MW S
Agtherafon & skl e foran ofR g9 1 wreat 3
WIS oh | 37T TIHTeeh gHRT IeT Hige T |

TR BIADBS AW beal bl & ATt

IR ST foh STREI ERT W gHen! sigd e
Tt T U, iR TU-Y Wieaed 3eh! Faforet 3Tk
ATh{cTT YLt RO &1 hH gHRI Shu=l Ugel T g
ATthareRd o ohteh Sl ot | e STR hufwil @ gHRT
WW'&T Fifen shufe=it i € g9 9T uiseed 3R
wﬁw@aw&%%ﬁ%wﬁwﬁmﬁw
Qﬁ%maﬁwwwﬁww@nmﬁw
Y 3RS ShU=T o ATfeieh ST shTel T gl g |
IR U G U A T v e | gw we A
TR e foaR ek 3kt U=l ol WIS form | 39
e 7T Tt foram 3R =T IRRERH #REn| 39
SR BH ThTRE 3R TUHT hifehed WX R odd 3@ 3R
WS WHH ST 9T | 6-7 Ju1 § gH AT dhiHdhed
w@%sﬁim‘eﬁﬁqsﬁmwﬁwa&m
TH 3 HiHehed T A L ] 2, 5 uTSE A 3
3gi= ST foh 39 THT foaa=y @ T 3REIT 37 <,
AfehT 39 W o9 &7 1| $9 g s HIg deh AN
MR qTfera 18T | fRR dieher deX 31T 399 1 o=t
WY, wAfehT HTehe Q FTferc! ol dert fRshraa o1 il
3R TT ARE WS gH I SRS ST Y {6 |

f32el & oft 3ufea & ah e & 3T

THA SIS ohl saTferet Yot Teh GaTal o Stare A
Igi AT 3R STTeTe B S HHTeT STREA g8 e Sl
2, 39 off gae s o hiftaw 31 # @t forarm | gard
I FRe ot § IR I8 Wieded U €, Sl S &
TeRTe! STET Sga ¢ | ST 9 3 HTE Hohel I 2
g T {3 § oTR gUR iedre faer & oft o udig o
TR S | Teh ATehdT Svgi Il foh 2019 H g1 T« IRaR &
1Y g U ¥ | gt < foh gantel R gHRT stis foreh 1@t
T | UAT AT foh e TER AT SHeh! T o 38 o | gH
I9eh! ST a1 ot | SHeh oS A TeraUTe i arelt

HYf Q Gaeh foraT 3T 37k STRT 31 g7 dI9-91 901
H frafd % @ € | Tk Farel o Stare § Igi= s fo
et ehl STREIET 310 | Aokt MifAaw IS deh H Sueis
2 3R THER 9 Hicae 9% ¢ | ST ooig I8 ¢ foh gH
319 T Higaed # Se Faferdt 3 ¢ | forelt oft shuet
% R Mg Ueh SRTeR | folehd, cifeh gHR Tt Misere
Teh AT AR €, srifen 39 G bl S ST T

21

SIS & TG & AB bl 38

gy fear & 9 A W A W dR W goft
HUEl & D & Aede Jag STl foehd § 1 39 W
fergia =1 3 arman {6 eidey, 7eh, giry, 3391, 3MRfe,
T AR STE H agd IR T WoRH ¢, Sreht shursfem
T Y ¢ 3R g gt ferddt oft shut 3 g 9 a7t
I | §HA STUAT ShUTSS ST ¢ | SHIeTY o | IHehT
o1 81 & Tt Wehell | ) g T i e, A A,
TR B¢ 3R ST I HTehe § 31T 3 37K Jg 9gd foh
@ 8 | SR oI foh e oh1 T agd vl € g R
< e o, iR HRT & 319 S agd o T g |
TR Uiy ol HiTT dsil 9 95 T ¢ 37K gH SHeh! 90
T 3Mafet el X U1 @ & | SIS fof aga Sig Qe
oft €, STei forT AR ¥ gu At forek w1 7 | fUred it
fOraTSTt % SIed 3TATSAT U 9 3R ogf & o8 Teh Yohe gART
AR 37T, STefeh ST | gH TATS gl ohid | 98 AR
1S chl AR TSIAT SYTAT S |

Al feaarg a fdware

RN Rt gt el gy Sfean 3 ware & Sare
H 3= et fok Toft B & I | | gHHT Hidhe
ERT TSI {1 il ¢ | Feleh! 3TelT-37eTT eS¢ |
TR TS 31 & T ST ohl U STeTT &1 SATelt ¢ | IRuH
H oft TU-TT 9GNT Gl @ ¢ | FeATferet, Y 3R feh H o
Y AT B @I § | Hiehe | 7T 8 311 ¢, fora® firee Oen
SR T T g il & ¢ @7 ¢ | Toh gl TUU A 50
UTH hl e foreh Tt &1, df WirTfaes ¢ fon srerferc!
S g TR, T8 Y Ueh oIR foiehe o 911, 31Tt Misae
ORI Tl hig WU | Si- ST ok Hiehe H g1 &A1
S e T SATET I ¢ | Hhdl 3R 31K s H aRfereh
e gde forar ST o7 | 379 ag <X | oft T 99 R G
€ | I8 TS Y ¢ | I8i- Jara foF Qis s SR e
G i ol Tt dst & 9 W&l ¢ | gTefifeh SWRei &t
3T Hdhe I g8 ¢ 3fX ot WM | STeIR o TEm 31%
G A fores W@ € 31 S o) forehd W | ST
Wfrer 9ga S=ad g, afeh 319 qt A g, S
3T 37U WSae o 1Y AT A ST JHT Hlehe |
IR T 3R e &0, qft 19ehT ST =l | ’iche
Y =Ry 1 HieT Yueh g =gy | Aidhe ® afg
aﬂUﬁﬁWﬁT@‘@Tﬁ A Igd S FATfere o JTaSg
STTIERT SIS T TN 3% 7 & 3T | m

Tie Ef3an | wvadt - 2025 71



3Taic 3IPifeid MSaT & TR UBse
o ePTTHI

31TE 31D disaed A 3PRe 3R U 32T & foie IR Afed R 0 3 AeRTeT R U g, 5 3pRer,
&[U, 318 &Cep, AATAT & IS 3PRe, DI, HSTHT BU 3R TR 377 g oI 311 b TSR P AHT HIthereRA 3
3 HeRTeT 31R T5IRH BT SHAATA ek 31U UISded g8 ddTfaic] ol o1 Hebd & 1R f31R7eh! I0Terd Hi el TH ddb
ST I8t g1 AT € 38 39ht ApTd Ml A @0t 31 3iDiAG dsust a1 u13ER WRWRIH U U1 Wisde &, 5
HRIh a1 & HAY SToid A AIR YISTe il PieT FRR B AAT HI BH F&l it §HP HaTdT bud! o HislHl BU &
I &R IR WIS 3 AR BT STTHTA Bch (Ui HeRI R fhaT &, {5 U H HR & HislTH1 ol Fearnfeict sk
&t 5T Wl g1 e[Uer! 32T H Argthaary Bt e 81 THWIT 37U WSae & FRR B0 THT eIl 8| 30 GRIF Joier &t
FEfeict 40 A 50% T HH &) STt 7, fch UI3eR IRWRIA WIRT Y 100 Ufcerd JRfETd Radr 1 33t @vg aiemt &
fOsfoiaT bt e BT Hi TATE dout « fosa & 3iR gRaT I HeRae & fUifieT &1 & H ¥R1 511 Iebal &

IS ATk Hiedew feifiiee eRexl o 99 ST &l
T forer o T HRTed 3TR IRE HeATS i arell sha- g |
STk ITEATAT 3G TS oh A7 H IHH Ta o SR HISTe
T | ShU=t AT H3TA IR T 37 fSTaer et 3 o 2015-
16 H oY ot | =t TR T[T A gy Sfean | Ush @ sraeid
o srara foh 3eh T o1 31Tae fiel FRISR ¢ | g1 WrSal ot
N o6 TH TS T HTH € Y | THITT §AF 2015 H SRS o U ASRIeH
ST ShTH E f3RAT | 3T IS 2017-18 H ik 3TR IR W HH 3 ol | gH
SRERIT o A HeRTer 3R IR TR h{ o @ ¢ | 91 & 7T 3R 42
SRR O GHRT 39T H1 hTH § | Teh HalTel o STl H 3o+ ST foh @AR g
Tt e & I AR REed 3R tieae & fifte oft § | SR O fefaea s g
forga=a @ EUIE ohtd ¢ 3R 31 H e ot 3 defaes N @ g |
THTRE 37X hifenet & 371 <t oot ST gU off STIRNT et 3 ST foh Ieeht
BT WIS TSI HHehel SR § 3TR SThT T2 P& O ITRT H T | SHY
T WAeeh hifeher SS&1 | 31 bl hdelr fopam TR &t 7 e e fo
TR B 0 Y | STREN TS o 3rarar nft ot # feesie wid@fes 3R
THRE 31Tae 9 TH Bl W@ ¢ | §H 3794 slie H SEfe1y 31T s:iifen 3 Aefaed
3TR TRTRY T STYAT 1 B, T TS SRS <hl T Hohe T g8, ol g7 39 off
T T | Teh AT oh STeTel H I=gi ST foh U AR 3R TR H @l T=11s
1 R TH ¢, A1 G 3TE SIS o T A SIuY Uk 31K U1se Ueh # STREat
TS | W dR W Ig 20-25 35T & Higee ¢ 31K I8 91 10 371 320 o TH3mRdt
T Uk & | WIS H g g FaTferet shl HHTAT SRS ShT ShTH Y& hiT ATed
¥ 1 380 et o T 2 I vt o W ot SRt it wgd Wi § | gferg
TAR TS ot | oft 8 | ANTR & 60% TS 3R 40% UfehTT SRt
el g |
T ST T SIFRNT T[T = FaraT foh 3k I Fefaed 3R ke
I ST TR § | 3Tg 3= 2015-16 ¥ & §3T | §HRT SIS
B 3fear 8| 99 HeRIY F STcTen WA RN, DG, doermen, £
IIAT G Hiehe § | STkt oft T B hH-SATeT Ills eI i g | 40
Yok FATe o STaTd H Sgi- ST foh TRorRgH H gH- 9 € TRe,
AT SRE, Yo g, s w4, = gt & forg wegm @
feste= forg € 1| Wik, 3iiftted, Tadess, %t Aeg sS4
foRelt oft uRoRTH Y /T Bt §, O 89 38 3d & | T @18 |t
IRE gH ST fohT ¢ | Ueh HelTel & STl § 351 ohgl foh
R H Ueh TS 3R Uceh SAfoRT hl 3TElT-3TelT UUg gicil
2 | YT TORIH T I SR H SEIHTE BIdT §, AfehT 394 30
Y 50% B AT feehelt B, iR o8 SRR & 0T 3 AT § | 9
SHRUT IHeh] AT Tl gl (-eherd! | SHoh i AdTeT STReRil
H goft =i Toit-qeft gt €, o Faferdt ® st el el 37 shifeeT
TR Bidil © | 59 THET & FHTLT % oY g7 3WReI, 4, =, TETeT,

7 2 pier 3331 | BT - 2025



e, gE 3R FIRT SRR & foly I Hefaer & dR oY ur8e
R fesmea foran, S sga Sarer w7 @) greife gn
forfeare wrf & oft TR Suersy Id €, Afehe JueRit Hieded
S 7ef # grR fORT ST €, At 3R TRRIA 40 ¥ 50% FH &
ST &, TSR GHRT UTSEX URWIH o1 ShRY Sa-il g1 FaTferel s
ST TET ¢ | IR S9 YIS <ht A= F oft 5=t =1 g =g |
QI Sfear sl it ST 1 A Jard foF Ireet R S+
Tl TS AT 1eh Teh TTATER shu=il g 3T A STepl / 319t
eh fordlt 3R shueil o SHeh! Q! ST © | SEehT g9 2022 ¥
2T R T A 3R 31 Tk 9 Ul 59 gHA
At fopa | 2 o ek 39 W R forar, @t
T U foR guesi digae H desY

IAR FEE BIAT AT | SHCT A ITesY WHRIH a1 | SHT a8
His T H foafert Aefae s gwE ot | SEehT Uisae o=,
Rk SHERT AR X W AR T shUTI sl SATET THA 37X
AN Tl 8, Ol gHa etw fear 81 s saran 6 3f
Tefed & g9 e oIS Siwr IeeR, @R T, g8 Ui,
TRkl 3T a1 N A g |
ST T 3 ST fob Tfaera & oft gae st o fraT ? |
I ANTR A SRE HEE g1 ¥ R | 80% e
SRS Tl & AT & | T hY 31T huf=il bl /T ot {36 ARTgR
& A RE g8 YS9 | gHA e
tifgam, ity ik verer Hifaay IS sAman

TRIH T SKIATA i § G FHe & 21 3 e A, T, I Y RS *
AT g ST | deE Sxfl, g9 S, forg oft thffers doR foru € | g0 Hol Samer
I I feu gptarstt & ST ot G o forere ol W HeREew & 50 Wieee ¢, fSrad
SRR A W A Bl AT, wAfeh q8eT I, / '.:,: -3 WA § 1 FHH ST
WEH Y A=haeRyd =R & T8 - A=TthaeRd af gaR Wi I mefaa o
- N e e — IS oo o ot te we e 3, 4 o od o
T | IS TEHT AT SWREH, -{/ < 9§ 91 9% TS FRAT TR &, A e I
YT SR, I, 99, Y@ 4, Fisi=t "’)}‘ O“' gorrg ft A | gAR IS | oft o S W
o & 1S Ao g T | /S U?-\ U HRA § | 96 o1 oft g I T i §
Tk el 3 SIS § Sl ST foh urSeX O A1 SR I 3 SITET AL A E |

TR T SEIATE (ST Thiattslt St Tl @ | S9!
TreeRI % 0 fHe=r # & STerd € | Ut 3 UTSet WWRH &t
T 100 TFRH IR R § | §H e Shuf-=l i gea
2 for form arseR a1 fopam ufcrera @er SWHTe Y | 3TTgeh! afe
I, Ay srerar Wity Medey ST 8, o W &
STIUTA | UTSEX TRRIH hl | ST ST & | Gt Tieered o form
STETT- ST HIAT Bt @, STt SaTat A= ST, ey ot uioms
IAT EF 7T BT ST | Sl sraran ok hiftam & forg 3: 4:
20 HTHA H S STSTIE i © | SehIATHT 3 T 4:2:8 31k 4:2:10
H SSTIE Y € | 1:2:10 3R 1:2 :15 3R 20 T # ff svege
A & | SHRT e ®He § 57 31uH tieee # Ureet WeH &1
SIS ST ST SITaa SHeh! FTferet 3a-t gt Sifaae geit St
TR FSTa=TT SISt A hid ST, ol 98 WS Sohi-HT gial SITaT |
QY Sfear il Swgi+ S foh o7+t ga= Wismt oy | fRferT
BRIl daR T3 § | 98 Y Agthaed &l Ush o<t 0@ off |
TH g THA SHehT I HRTer daR forar @ | g # gAR fefer
FfIer ot W ST, dF 39et digae Sgar a1 S | fowferT
RRTA Y TG F ¢ | Th A1l 9 ¢ 3 oy AT aE g 1 B
IcaTeeh fSTeh OT 3N oI <hl GIHT 9T SHIE -8l ¢ | 98 afeX
I I HY H W (-9 U g9 § F@ET S, O Weee 39t
FATTIE! o T AR BY ST | 37a a1 fhfeit #Hefae arer g |
Y H W SEehT ¢ H Wad g 3R 3fiee | ewmar Sian @ | ga
AT, T, SER Algd T 10 THIRE H HIsH! Y 1 OhferT
Fefaew duR fu 2 | a8 1ht Rad % a1e aar frar T g
TR foRfei e faed SeRer 1 3@l @ J9R fohu U € | 59 20
@ a1feren I geiaed gsd g, S &y f=aiar & forg ara= disti &
ST Hi¥heT BIT ¢ | 81 Sk foTT I8 GITe o 3Ty ¢ |
SR 0 ITNT Y FIfern ereft Tarrer 3 Srare § ST9RET
AT A ST foh SXITHA 5o g U AeRAA o hid H 31T al I8
g R MU A fF g0 Y Uisae ST, STt &8 o ANl el
FHETR ohT GHTETT | Y | T AT o1 gHA TLURITd aileh
Y HRER 7! forar @ for 3eR @ J1er Wlier 3R 3R Avel o= feam |
TH IR A ¢ o6 T2 Y Agthaa i & ST gieehet €, ST
T ot g7 3709 Mg &% SIRT T | S TRl SRS S
3R AHTEAT SR o= # {Zerehd g | He aTell ohi e |

Y AT F Uk G o ST H I hel fh
7fersT & g 3R ot 1Y fore & Hieae ™ o @ € 3R fAf3a ar
ITH oft AThe HI ST & ITEY F© 747 & | qIfeh et
IS “TST 3MH TS foIe=19” Y Heh | Ao hl A8l WX
I ST foh TR g9 W U & forg o g& fran g1
IT | HIS HUAT U T R S W ¢ | ITHA WRH e
e fherife e 2iaT € | S99 ITeh! Gy 31X SaTer TSt 3K o
THY ok o1 Tgdl ¢ | Ir3eX U o fomiar sifted s "ehan g |
THeh 3TCEl gH Wiy | WfHaH sarferet bl HETell SWRE
TN R T A HTH F R | §F TTed ¢ 196 %0 hl o) Shufral
T AT o AT gH Hieaed a-1Y, S gn 3ifar sfean aiae
TR AT T 3R ok gHR I T HeRaed, TR 3R e a9
FS RIS 8, Al gHeh! AT § o 81 I8 SR &7 9 oY Tahl |

TRERA ST H ft He=Ter 3 371 Rl et gl ¢ | Thet
QTS H 9g SIW ) &, AfhT 3ol Aol gl bl | & F & 3t
T STUAT HRIGR A T AT | Ik TR S o} TR,
ARATE 3R el THE™ & ATHIRREN | ¥ 9 | S5 Iamr f&
S B 9 o T ar aoft A |i b1 e g e an | W a3 g9
TTET O 3R 39 forg S aga aiism

In the end Anurag Gupta, shared insights into the company’s
plans to introduce innovative products that address market
needs. The aim, he stated, is to simplify processes and enhance
the “ease of doing business” for agarbatti manufacturers.
Anurag revealed that the company has begun research on
perfume paste, a highly fixative material that enhances
fragrance, making it more appealing and long-lasting. Anand
Organic Products is also exploring ways to integrate powdered
paste into manufacturing processes for greater efficiency. In
addition, the company is focused on developing premium-
quality masala agarbattis, aiming to match the standards of top
incense brands. These products are intended for a nationwide
launch. With in-house raw materials, perfumes, and research
capabilities, Anurag expressed confidence in Anand Organic
Product’s ability to deliver superior products and maintain its
leadership in the industry.®
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SHREE YOGI SUPER

Sugandhlf

HREE YOGI

INDIA’S OLDEST & ONLY CARBON FREE

Sambrani Dhoop Manufacturer Since 1991

Our Products

 Panshiatv _

D’ Dt

(V) Peace of Mind (] 100% Satisfaction

(V) Natural product (V) Trusted Company

Made from Natural Aromatic resin Non - Synthetic
Mfg. & Exported by :

NILIMA HERBS PVT.LTD.

Harni Chak, Anishabad, Patna - 800 002 (BIHAR)

| For Trade Enquiry
®©) +9193 34 315252 | +9187 89 377137

or mail us at I nilima.2014a@gmuii.com
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"Your Industrlal Drylng Best Friend In Any Seasun
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32 kg Dryer 250 kg dryer Dhoop stick dryer

AGARBATTI & &Y POIN7g
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

Maintains an even dipping ratio

Agarbattif
Incense Stick
Dryer

Dryer Dryer Dryer

100 to 100 to 100 to 250 to 7
20,000 20,000 20,000 50,000
Kgs/Day Kgs/Day Kgs/Day Kgs/Day

Ensures uniform drying
Steamtech Innovative Machinery Pvt. Ltd.

‘»Ie amtec °h

611, Aalap- B, Limda Chowk, CONTACT tnnavasive Machinery s Ld
Rajkot - 360001, +91 85111 46990 hello@simpldryers.com

Gujarat, India. www.simpldryers.com
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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
unigue 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 trust

HRA Essential Qils to infuse their
creations with nature’s finest
offerings. Elevate your brand,
captivate your audience, and
uniock the full potential of your
products with HRA Essential Qils.

v

Sandahwood Cypricd (Mogarmmotha) Lavandar Eucalyptus Peppermint
Essendial Ol Esseantial Cil Essential O Essentiol Cil Essantiol Cd

JE

Rosze Viathoer Lemongrass Citronesa
Essantial Cil Essential Oil Essential O Essantiol O

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
craftsmanship meets innovation, and every drop felis a story of purity and passion

For Incuiries CONTACTUSAT

And Collaborations (@) info@hraessentioloilcom  (@hareem@hraessentialoil.com
Address: e, R

Head Office & Foctory; Haji Ganj, Kannauj 209 725 (UP), India & www.hraessentialoil.com @ +371 9935327008, 9807307772



RADIOBRAND

PREMIUM INCENSE STICKS

Jalaaate raho...
—@aan  Bajaaate rano...

Premium

Dhoop Sticks

Lighter 4
and
Stand

MFG. R.P. FRAGRANCES

For Distributor Queries: 9628078000
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TN y B ag & Accessories
GOBLIN " Company

Starting |
Price From {

HAND BAG OFFICE BAG MESSENGER BAG

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 g OJiomart amazon
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\ FESTIVAL SEASON 2026

4th & 5th
April 2026
Kolkata

‘_! Call: +91783831243]
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SUGANDHINDIA , =¥
INTERNATIONAL -
Incense & Fragrance

4th - 5th April 2026

/5 KOLKATA

» Sugandhindia

B8 sugandhindiamegmail.com @ sugandhindia
www.sugandhindia.in .Sugondhlndio/\/\



visit us at :
Mfd.by : BHARTIYA DHOOP KARYALAYA PVT. LTD. www.rajkamalbdk.in
H.0. 409, KATRA MAIDGRAN KHARI BAOLI, DELHI 110006 www.rajkamalbdk.com
B.O. H-72, SECTOR-63, NOIDA - 201301, DISTT - GB. NAGAR (UP) Customer Care : 09212698545
e-mail : enquiry@rajkamalbdk.com
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arr 7200/- & ot '
30 Attack 60 Peti Attack 90 Fe=ti Attack FRR 120 Peti Atta:k

iz |

32inch LG Smart TV Free 43 inch LG Smart TV Free S0 inch LG Samart TV Free 85 Inch Saresung Smart TV Free
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MOSQUITO COIL STICKS Las L - Se Aazadi
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¥ 100% tiic sreata
¥/ wiitzar & 1000 . . e feferdt

GAYATRI AGARBATTI WORKS & INDUSTRIES =

@ Plot No.62/A, Sardar Bhagat Singh Ward, Ward No.5, Marartoli, Gondia - 441614
© Office No. +91 8208352406 / 9371639924 @ gayatriagarbatti.g@gmail.com
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Manufactured & Markeled by :

RATHORE POOJA PRODUCTS (P.) LTD.
Factory : DEEDARGAN, KANNAUJ - 209725 LLP. INDIA

Customer Care No. | 5044889606
E-mnail : info & rathorebrothers,com

A ==
g By

Beipatra

For any complaints or feedback contact
our cusiomar cane hasd al rmanulaciuring
Address Phone No,

‘& www. rathorebrothers.com

Kl fb.comidespsagarin
REGD. NO. 881868
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facabook.comidpb.divyastra

DPB PRODUCTS 3 f o X

Unit 1

13, GLDGC M. '|1|;|-|:rr Clig ".-t.lln._,np-e_a.-_L Vacdkhdara ¥ A /7 e -1 Panki Indestrin] Area,

CALL FOR BUSINESS ENQUIRY :

+91 7228847474

& 5hop Haw

Customwr Cane S, 91 722 74 \ ! Panki Kanpur- Nagar, Uttar Pradesh - 205020

E-Mail : feedback@divyastra.store 'o———~  Website : www.divyastra.store




