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SACHEE

Crafting the finest Fragrances, Flavours
and Olfactory Experience since 1983
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Fine
fragrances

At Sachee, we value the emotions
unlocked by fragrances and
practice mindful creation of
personalized and meaningful . -
scents and aromas. ' |
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Our luxurious perfumes and:
deodorants are formulated w
quality ingredients by train
professionals, who understand #l
art of perfumery.

Perfumes | Deodorants

SACHEE FRAGRANCES & CHEMICALS LTD.

D-11 & D-12, Sector 2, Noida - 201301 T: (0120) 2538611 | 253622
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Perfumer
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| 2546643 © +91-8851951516 Sam e Ok 0
2S.cOm M info@sacheefragrances.com IFRA CERTIFIED .



Hari Darshan

Mehke Mann, Hoke Prasann

Holi ke rang,
Nature ke sang!
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Organic Gulal

100%

Natural & Joyful

Hari Darshan Sevashram Pvt. Ltd. Shop Now at

www.haridarshan.com

For Trade Enquiry: 9891089000 | admin@haridarshan.com
@ : HariDarshanlIndia | : @haridarshanindia
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Best Rate | Best Design | Fast Delivery
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LL TYPE OF PRINTING & PACKAGING SOLUTION

=
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
SHRIPAL R. PATEL

+91 93270 08607
+91 92652 68451

(-1, Chinaibaug Estate, Nr. Union Bank, Nr. Torrent Power, Dhudheshwar, Ahmedabad - 380004. (Gujarat) India.
Email : design@oceansdeepprinters.com, info@oceansdeepprinters
Customer Care : +91 75758 00978 @ © € @oceansdeepprinters
VRUND S. PATEL : +91 99797 46422 | SHUBH S. PATEL : +91 82384 91327
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3 ™ JYOTI PRODUCTS FOR TRADE INQUIRY

% 1TO 5, SHREEJI INDUSTRIAL ESTATE, +91 63 57 11 99 99
GIDC, CHHATRAL (N.GUJARAT) - 382729, INDIA
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INTERNATIONAL
Incense & Fragrance

1ZTH 13TH APRIL 2025
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® Contact Us @ Official Email @ Official Website
+91 78383 12431 sugandhindiam@gmail.com www.sugandhindia.in



GROW WITH CHARU

Premium Incense Sticks

Net Contents : 250 g roll packing
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CHARU PERFUMERY HOUSE

#6031/1,10th Main Road, 4th ‘E’ Block, Rajajinagar, Bengaluru- 560 010,
Customer Care : Email : info@charuincense.com
91 80 41222660 Web : www.charuincense.com
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Sugandh India Expo Mumbai 2025
12 to 13 April 2025

ugandh India Magazine is set to organise the
second Sugandh India Expo in Mumbai on 12 and

13 April 2025. The expo, held in Mumbai, aims
to establish Maharashtra’s premium incense market
nationally. Scheduled just before the onset of the 2025
festival season, the Sugandh India E xpo will feature
leading manufacturers, perfumers, chemical suppliers,
raw material suppliers and numerous other essence
manufacturers, distributors, exporters and retailers
from the incense and fragrance industry—not only
from Maharashtra but also from Karnataka, Gujarat,
Tamil Nadu, Madhya Pradesh, Rajasthan and Delhi.
Additionally, companies that manufacture and supply...
packaging, printing and manufacturing machinery
related to the incense industry will be attending. Sugandh
India Patrika organised the first Expo in 2024 in Varanasi,
which saw participation from producers to sellers across
the country in the incense industry. Stalls were set up by
companies from all over the nation, achieving significant
business success. Expos related to any industry or
product hold considerable commercial importance.

Mumbai, Pune, and Nagpur are home to manufacturers
of premium incense products. The goal of “Sugandh
India Expo” is to help proliferate Maharashtra’s incense
market pan-India. Conversely, this expo also aims to open
business opportunities for incense manufacturers and
suppliers from outside. Therefore, the focus is primarily
on Maharashtra’s products and market. This presents
an excellent opportunity for the industry, as business
professionals will meet people from other states. They
can also set up stalls to showcase their products, with the
expo taking place a few months before the onset of the
2025 festival season, providing companies— the chance
to launch their products or demonstrate their quality.
With distributors from across the country participating—
manufacturers from all segments of the incense industry
willbeabletosecuredistributorship. Companiesattending
the expo can observe the quality of each other’s products,
which may lead to improvements in their offerings. This
will be a significant opportunity for business people
to gain insight into the latest products and trends in
the market and industry. At the Sugandh India Expo,
companies will have a golden opportunity to expand
their market by meeting numerous manufacturers, brand
makers, perfumers, raw material suppliers, distributors,
exporters, and innovators in printing and packaging,
thereby forging new business relationships.®
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For More Details

Mohd. Shakir (€) +91-9454207853, +91-9839163146, +91-8858587100
BAZARIYA, SHEKHANA , KANNAUJ, E-mail : shakirali05749@gmail.com
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Balaji Agarbatti Company

MNo. 48/D - 156/2, 5th Main Prakashnagar, Bangalore 560010
Email: sales@balajiincense.com | www.balajiincense.com
Customer Care; +91 85888 08914
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FROM FARMER TO AGARBATTI BRAND THE JOURNEY
OF NIMBALKAR AGARBATTI

PURNIMA PERFUMERY BOASTS A
300-400-YEAR LEGACY

PRASHANT BAMBOO MACHINE:
A LEADING NAME IN BAMBOO PROCESSING

M A BAIG AGARBATTI
EXPANDING LEGACY FROM KANNAUJ TO NAGPUR

WE LEARNED ABOUT LOBAN AGARBATTI BUSINESS
FROM NAGPUR EXPO : MOHAMMAD TALIB

RATE AND AQUALITY, A CHALLENGE IN AGARBATTI
INDUSTRY: OM SAWLANI

THE FRAGRANCE JOURNEY OF THREE
GENERATIONS: HANSRAJ AGARBATTI

KOREGAON AND RURAL MARKETS EMERGE AS KEY
HUBS FOR PREMIUM INCENSE SALES: PARAG MEHTA

AHMEDABAD-BENGALURU QUALITY DRIVES SATARA'S
PREMIUM INCENSE MARKET SATISH AGASHE, SATEJ
HOMELINKS

SANGLI: A KEY MARKET FOR INCENSE, EMERGING
AS A CAMPHOR HUB HEMANT PRAKASH SHAH
DIPALI TRADERS

THAKRAL GROUP PARTICIPATES IN ADVANTAGE VIDARBHA 2025

BRAND NEWS

SANT KUMAR SANGANERIA HONORED WITH
“SHIKSHA UTTHAN SHIROMANI” AWARD AT HINDU
COLLEGE
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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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L AGARBATTIS
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@ Block G, Unit number 50,Sector 6, Noida-201301 (U.P)
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NOW INTRODUCING

MASCULINE | FEMININE
AROMAS IN 20 ML GIFT BOX

FOR HIM | FOR HER
EAU DE PARFUM - 20ML SET OF 4

For Trade Enquiries

[] +918095 00 22 77
> contact@scentsual.in




FROM FARMER TO AGARBATTI BRAND
THE JOURNEY OF NIMBALKAR AGARBATTI

AIMING FOR THE TOP 10 IN INDIA: PINTU NIMBALKAR

Ashish Nimbalkar, popularly known as
Pintu, started as a farmer but has now
made Nimbalkar Agarbatti Industries
a well-known name in Nagpur and the
Vidarbha region. Coming from a
farming family, Pintu himself was
involved in agriculture before stepping
into the incense industry in 2018. Within
just a few years, the Nimbalkar brand
has gained remarkable popularity. He
also encourages young entrepreneurs
to start their own businesses and
explore opportunities in the agarbatti
sector. In an exclusive conversation
with Sugandh India, Pintu Nimbalkar
shared that his brand is currently
among the top 10 agarbatti brands in
Vidarbha. His ambitious goal is to rank
among the top 10 agarbatti brands in
India by 2030. He began his incense
business in 2018 with a modest
investment of 5,000, purchasing raw
agarbatti sticks, dipping them in
fragrance, and packaging them for
sale. His first sales earned him 28,000,
which he reinvested, doubling his
revenue multiple times. Today, his
business has grown into a multi-lakh
enterprise.

418 SUGANDH INDIA MARCH-2025



THE JOURNEY OF BRAND CREATION

When asked about his journey, he explained:

“I was a farmer, and my father is the village head. People in my
village believed that I was entirely dependent on my father’s
earnings and couldn’t do anything on my own. I struggled with
various jobs but faced repeated failures. Then, I came across
YouTube videos explaining how to start an agarbatti business with
minimal investment. The religious aspect of incense also attracted
me—incense sticks will always be in demand as long as people
worship. I started buying raw sticks, dipping them, packaging, and
selling them. Soon, the demand for raw agarbatti sticks surged.”

When the COVID-19 pandemic struck, he devised a unique
business model.

“I noticed many people around me wanted to start their own
ventures. During the pandemic, I provided a project where those
who joined us received machines, raw materials, and a guarantee
that we would buy back their finished products. This helped us
overcome the shortage of raw incense sticks. During COVID-19, 1
sold over 300 machines across Maharashtra and provided raw
materials to many entrepreneurs. While some failed, those who
worked hard are still running successful businesses today.”

A Wide Range of Products and Affordable Pricing

Today, Nimbalkar Agarbatti offers over 50 product varieties. Pintu
shared,

“People approach us for agency partnerships worth 250,000, but we
advise them to start with just 5,000. We have provided agencies in
multiple villages, and I encourage people to buy loose incense
sticks, pack them under their own brand, and sell them. Our
agarbattis range from 70 to 1,000 per kg, covering categories like

masala agarbatti, metallic, loban, and scented varieties.”
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His company manages manufacturing, wholesale distribution,
trading, and retailing. The first product under the Nimbalkar brand,
Shubh Muhurat, became a bestseller in Bihar. Another product, Big
Magic, gained popularity in Odisha, while Kadambari dominates
the market in Dina Nagar, Punjab. His brand has a market across
Mabharashtra, Chhattisgarh, and West Bengal.

The company has launched several successful products, including
Ayodhya, Sarvanya, Shubh Labh, Ramayan, Black Gold X,
Big Magic Purple, Big Magic Pink, and Big Magic Black.
zipper
and Festival-have gained rapid popularity. Additionally, Nimbalkar

Recently, three new products—Kedarnath, Oscar,
has introduced the Varanasi Range, offering different packaging
sizes such as 200g Kadambari and Shri Ram Ramayan, 120g
Zipper, and 400g Sarvanya, Ayodhya, and Shubh Labh. Small 20g
packs include rose, mogra, sandalwood, bela, pineapple, and an all-

in-one variety.

A Unique Business Model for Success

When asked about the secret behind his rapid success, Pintu
explained:

“Big companies operate at a 25% profit margin, but I work on just
5% profit. Being from a farming background, my goal is to create
employment opportunities on a large scale. My marketing strategy
ensures that customers see our incense sticks as a self-employment
product rather than a commercial brand. Major companies sell 10
incense sticks for %10, but I offer 30 sticks for the same price. Our
aim is to provide the best quality at affordable rates, making
Nimbalkar the go-to brand for value and excellence.”

Future Plans: Expanding into New Product

Categories & Exports

Looking ahead, Nimbalkar Agarbatti is set to launch new products
like wet dhoop, dry incense sticks, cones, and sambrani cups. The
company is also focusing on exports.

“We have designed a special masala incense stick called Oudh
Agarbatti, which provides fragrance for up to 24 hours with just one
stick. It will be priced at 500 per kg and will target the international
market.”

Challenges in the Industry

When discussing industry challenges, Pintu pointed out issues like

credit sales and the lack of reliable distributors.

“I come from a farming background and the Maratha community.
No one in my family had ever run a business before. I want to prove
that even a farmer’s son can create a successful company while
offering top-quality products at affordable prices. I am confident
that by 2030, Nimbalkar will be among India’s top 10 incense
brands.”

Today, Nimbalkar Agarbatti is already recognized as one of the top
10 incense brands in Vidarbha, and its journey towards national
success continues.H
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NIMBALKAR AGARBATTI INDUSTRIES

¢, +91 9579051416 | +91 9922341071
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Address:

#24, Gangadhar nagar, 3rd main sarakki gate, E-mail: info@forestfragrance.com
Kanakapura main road, Banashankari, Customer care no: 08026712538, 6362-547943
Bangalore-560078. Website: www.Forestfragrance.com
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PURNIMA PERFUMERY BOASTS
A 300-400-YEAR LEGACY

Rehmat Baig pioneered the first loban incense: Shahid Baig

The use of incense, agarbatti, loban, and guggal to create a divine feeling during rituals and
prayershasdeeprootsinIndian history. Regions such as Kannauj, Mysore, Bengaluru, Hyderabad,
Nagpur, and Pune have historically been centres of the incense industry. These areas, once royal
capitals, are home to the families who have worked in the incense and fragrance business for
generations. These families hold centuries-old expertise in crafting agarbattis and fragrances.
They have inherited the secret knowledge of fragrant plants, herbs, and blending techniques.
However, much of this ancestral knowledge still needs to be utilised in modern times. One
prominent example is the family of Rehmat Baig from Nagpur, who have been in the incense
business for several generations. Speaking exclusively to Sugandh India, Shahid Baig, a partner
at Purnima Perfumery Works in Nagpur, revealed that his family has engaged in the incense and
fragrance trade for 300-400 years. He noted that his grandmother’s shop operated in Itwari’s
Mahal as far back as 104 years ago.

1

annauj, Uttar Pradesh, often referred to

as the “fragrance capital of India,” boasts

a long-standing history of producing
perfumes and incense. Centuries ago,
fragrance traders from this region migrated
to other parts of the country. Shahid Baig,
a partner at Purnima Perfumery Works,

7

Kannauj, a prominent town during the pre-colonial era.
Shahid shared that their family’s earliest brand, “Ujala
Sugandh,” established a significant market presence in

its time. Later, his father, Rehmat Baig, introduced the
“Purnima” brand nearly four decades ago, carving out a
distinctive identity for their products. The Purnima brand
further elevated the legacy established by Ujala Sugandh,
achieving even greater recognition in the market. Shahid
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highlighted that incense and perfume manufacturing remains
a cherished family legacy. Today, their offerings include a
wide range of products, such as black incense, white incense,
metallic incense, loban, masala agarbattis, scented agarbattis,
and sambrani cups. In addition to incense, the family also
produces perfumes, continuing their multi-generational
tradition in the fragrance industry.

Shahid Baig, a partner at Purnima Perfumery Works,
shared with Sugandh India that the company offers a
wide range of fragrances catering to both traditional and
modern preferences. Their products are sold primarily
across Maharashtra and key states like West Bengal and
Uttar Pradesh. He highlighted the popularity of their loban
(frankincense) products, with Nagpur emerging as a major
centre for large-scale production of loban incense and
sticks. Among their offerings, the 35 MRP product under the
Purnima brand remains their top seller. Discussing premium

22 SUGANDH INDIA MARCH-2025



products, Shahid emphasised their range of high-end
zipper packs available at various price points. He noted
that their selection of fragrances is diverse in terms

of traditional, trendy and exotic. Their incense range
includes ten varieties with popular fragrances like
rose, sandalwood, mogra, fantasy, and lavender, priced
at 350 MRP. With a portfolio of over fifty products,
Purnima Perfumery Works continues to strengthen

its position in the competitive incense and fragrance
market.

Shahid remarked: while demand for zipper
(premium pack) incense was once on the rise— now
the trend shows a significant surge in the demand for
loose incense products. He explained that selling loose
incense has long been a tradition in Maharashtra:
zipper packaging was introduced as a trade-off to
increase profit margins. The shift towards selling loose
incense products is largely driven by their affordability
and the wider variety available to consumers compared
to premium packs. Discussing market dynamics,
Shahid highlighted Nagpur as a strong hub for incense
production. A bulk of incense, agarbattis, and sambrani
products manufactured in Nagpur find their way to
Bengaluru— a centre for premium-quality incense.
While scented agarbattis remain popular, Loban-
based agarbattis continues to be the highest-demand
product in the region. The incense business is deeply
rooted in Shahid’s family tradition, with all members
actively involved in different aspects of the enterprise.
His father, Rahmat Baig, oversees operations in the
carpet business, while his elder brother, Shabbir Baig,
manages other areas of the family enterprise. Shahid
and his younger brothers, Wasim and Farhan, focus on
the incense sector, with Wasim and Farhan handling
mosquito-repellent and loban incense production—
expanding their family business portfolio.

Shahid told Sugandh India that his father, Rahmat
Baig, pioneered loban incense production in India.
The family began manufacturing loban incense in
2010, introducing a unique process to the market.
During a visit to Jaipur, Rahmat Baig sourced guar
gum, a key ingredient in the production process, that

e R Ll ]

is combined with a special powder. They also procured
benzoin material from Ahmedabad to craft agarbattis
using natural loban. Shahid explained that producing
incense from Loban is particularly challenging due to
its sticky nature, which requires a specialised method.
However, the effort yields a superior product. Unlike
chemically treated incense, loban incense improves in
fragrance as it ages, offering a natural and enduring
quality. While many companies have since ventured
into manufacturing loban incense, Shahid stated

that none have been able to match the quality of

their products. Despite increasing competition— the
long-standing legacy of their brand has enabled the
family to maintain a strong foothold in the market.
Their products enjoy a distinct identity not only in
Mabharashtra but also in other states. Addressing plans,
Shahid clarified that the company has no intentions

to export its products. Instead, their focus remains
firmly on strengthening their presence in the domestic
market, ensuring continued growth and recognition
within India. ®
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Prashant Bamboo Machine:
A Leadlng Name in Bamboo Processing

The agarbatti industry’s reliance on China and
Vietnam for raw materials is declining as domestic
production gains momentum under the Make in
India initiative. Nagpur-based Prashant Bamboo
Machinery Private Limited is playing a key role in
this shift by manufacturing machines that produce
essential raw materials such as bamboo sticks and
powder. The company, established in 1999, supplies
machinery to firms that provide these materials to
agarbatti manufacturers. Speaking exclusively to
Sugandh India, Ved Prakash Soni, the company’s
head, highlighted how domestic production is
strengthening. Till some years ago, China was
the major source of bamboo sticks for domestic
agarbatti manufacturers: Today, bamboo produced
locally compensates for the bulk of the demand.
Furthermore, the nation exports bamboo stick
manufacturing machines to countries such as South
Africa and Vietnam. Mr Soni also emphasised that
Indian-manufactured bamboo sticks offer superior
quality to Chinese imports while remaining
competitively priced. He explained that domestic
production benefits from lower transportation costs
and faster supply chains, making it a more viable
and sustainable alternative to Chinese imports.

agarbatti industry, with demand shifting towards
higher-quality production. Ved Prakash Soni,
head of Prashant Babu Machinery Private Limited,
highlighted how the industry has evolved from handcrafted,
square-shaped bamboo sticks with visible fibres to the
increasing preference for smooth, round sticks. This
shift has driven the development of advanced machinery,
enabling many Indian companies to manufacture bamboo

B amboo sticks remain a critical raw material in the
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sticks domestically. Since 2006, India has been producing
both square and round bamboo sticks. Previously, the
industryrelied heavily onimports from China, but domestic
production is now rapidly expanding across multiple
regions, supported by government initiatives and enhanced
technical expertise. The demand for bamboo stick-making
machines has surged, according to Mr Soni. Most large
agarbatti manufacturers get bamboo sticks outsourced.
He noted that earlier, Indian manufacturers struggled with
quality due to the lack of high-grade raw materials, but
this issue has largely been resolved. Automation requires
specialised techniques. The processing of bamboo plays a
crucial role in improving output quality. Mr Soni pointed
out that India now has access to premium bamboo varieties,
such as Tulda bamboo from Assam, among others, making
high-quality production more feasible.

Bamboo stick manufacturing involves a detailed, multi-
step process that ensures high-quality production for the
agarbatti industry. Ved Prakash Soni, head of Prashant Babu
Machinery Private Limited, explained that the process
begins with splitting bamboo into six, eight, or ten sections.
The material is then cut to size, with knots removed and
slides prepared. To produce 1.3mm sticks, manufacturers
use 2mm slides, which are then processed into smooth,
round sticks of 8, 9, or 12 inches. A specialised polishing
machine ensures a refined finish, as agarbatti production
requires exceptionally smooth bamboo material. The
manufacturing process also generates by products that
contribute to other industries. Bamboo dust, a key residue,
is used as a raw material in agarbatti manufacturing, while
small bamboo pieces and knots are burned to produce
charcoal, which has various industrial applications. Mr
Soni highlighted the importance of a complete machinery
setup for bamboo stick production, adding that their
company provides comprehensive solutions to streamline
operations. Besides manufacturing agarbattis, bamboo is
used in various industries, including furniture, household
decor, toothpicks, toothbrushes, fabrics, and kitchenware.
Mr Soni expects bamboo usage to rise significantly,
particularly as industries seek alternatives to plastic in
response to climate change concerns. The government
encourages bamboo cultivation, recognising its potential
as a sustainable resource. Bamboo trees mature within
two to three years, offering significant economic benefits
to farmers while supporting the shift toward eco-friendly
manufacturing.

The fibre-based bamboo, behaves differently from
wood when processed, making it ideal for manufacturing
bamboo sticks and other products. Mr Soni explained that
when split, bamboo produces continuous strips, unlike
wood, which does not exhibit the same characteristics.
He highlighted that the basic machinery setup for
bamboo stick production costs approximately 7 to I8
lakh. This setup includes machines for bamboo cutting,
manual splitting, slicing, sizing, rounding, and polishing.
Additional machines can be integrated later to enhance
production and improve quality. With high-quality
bamboo, manufacturers can also produce longer sticks,
increasing efficiency. For a more advanced production
facility, an investment of around 10 to 11 lakh is required.



~

This setup empowers the production of a wider range of
bamboo-based products, including toothpicks, agarbatti
sticks, bamboo brooms, earbuds, and spoons. Soni also
pointed out that major agarbatti manufacturers typically do
not purchase machinery directly. Instead, companies that
supply bamboo sticks to these manufacturers invest in the
equipment. Discussing market expansion, he noted that
their machines are now installed across multiple regions,
including Maharashtra, Assam, and Tripura, indicating
growing demand for domestic bamboo processing
solutions.

The agarbatti and bamboo industries
operate as distinct sectors, with bamboo
sticks serving as a raw material for agarbatti
production while catering to multiple other
industries. Mr Soni emphasised that Indian
manufacturers are increasingly shifting away
from reliance on Chinese imports due to
cost advantages and supply chain concerns.
Comparing pricing and logistics, he noted
that Indian bamboo sticks are more cost-
effective than their Chinese counterparts.
Importing from China requires businesses
to place orders at least two months in
advance, leading to potential delays and
logistical challenges. Additionally, trade
uncertainties between India and China
have raised concerns among major business
owners regarding supply security. As a result, both the
government and entrepreneurs are actively developing
domestic alternatives to ensure a stable supply chain.

Looking ahead, Soni revealed that his company is
working on solar-powered machines to facilitate bamboo
stick production in rural areas. At present, their machines
operate on three-phase electricity, but they are developing
smaller, single-phase machines to support installations
in remote locations where bamboo is naturally available.
Establishing production facilities in villages and small

Regardless of faith,
people will persist in
worship, shop owners
will light an incense stick
everyday, reinforcing the
industry’s long-term
viability. Given these
factors, he predicted
consistent growth and
stability in the agarbatti
sector.

towns will help streamline manufacturing, reduce
transportation costs, and lower labour expenses. He
pointed out that labour costs have become a significant
factor in all industries, and decentralising production
will help control raw material expenses. By implementing
such measures, the industry can further reduce reliance
on Chinese imports while strengthening India’s self-
sufficiency in bamboo-based manufacturing.

The Agarbatti Association should collaborate under the
Make in India initiative to leverage the rapid advancements
in the bamboo sector, according to Mr Soni. He highlighted
that the government is actively developing
bamboo clusters, urging agarbatti
manufacturersto engage in these initiatives
for collective growth. Explaining the

cluster model— Soni stated that it focuses
on regional industrial development. He
cited Nagpur as an example, where an
agarbatti cluster has already generated
significant employment opportunities.
The government supports such clusters
by offering businesses subsidised land
and easy access to loans, providing a
strong foundation for expansion. He
recommended integrating bamboo stick
production with agarbatti clusters to
create a mutually beneficial ecosystem.
Recognising this synergy, the government
has taken steps to improve the quality, pricing, production,
and availability of bamboo sticks. Discussing the future
of the agarbatti industry, Soni expressed confidence in
its sustained demand. He explained that spiritual and
religious practices will continue, ensuring a steady market
for agarbattis. Regardless of faith, people will persist in
worship, shop owners will light an incense stick everyday,
reinforcing the industry’s long-term viability. Given these
factors, he predicted consistent growth and stability in the

agarbatti sector.®
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M A BAIG AGARBATTI

Expanding Legacy from Kannauj to Nagpur

Nagpur-based M A Baig Agarbatti Gruh Udyog, which
originated from Kannauj (U.P), is actively enhancing its
presence in the incense market. With a commitment to

quality and tradition, the company is poised for further n fzal Beg detailed the

growth and impact in this industry. Afzal Beg, the growing demand for Loban
owner, revealed in an exclusive interview with Sugandh incense in Nagpur. He
India (magazine) that their family has a long-standing explained thatits popularity
connection to Kannauj- historically known as the surged as black agarbatti declined.
. . . u “Loban has gained recognition and
Fragrance capital in India. “Our ancestors settled - .
. . . ) appreciation from people in all
in Nagpur while trading in attar,” he explained. communities” he asserted. The
Established in 1982, the company specialises in loose company uses natural raw materials
incense. Afzal Beg highlighted that their products are and edible spices for their loban
available outside Maharashtra, including Madhya products. Initially, they focused
Pradesh, Gujarat, Delhi, and Karnataka. M A Baig solely on black agarbatti but later
Agarbatti focuses on natural fragrances such as Guggal, expanded to loban production.
Loban, and Chandan (sandalwood) while exploring Afzal informed Sugandh India
innovative alternatives. “We are introducing 8-10 new that Sufiyan Baig (his son) runs the

varieties, which will soon hit the market,” added Beg. business now. He shared that
incense products are made using
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“Loban now accounts for 25-30% of Guggal products,”
he noted, adding that its demand has significantly
increased. The company also enhances loban products

by blending them with musk and oud, further

boosting their appeal in the market.

entirely natural materials. With two
factories operating in Nagpur, production
is ramping up to meet increasing demand.
The company offers 10 to 12 different
fragrances, alongside natural agarbatti
and dhoop sticks, supplying to both

“Sufiyan Baig highlighted their
diverse product range, which
includes incense sticks, dhoop
sticks, sambrani cups, and dhuna
sticks(These are popular in
Bengal). He underscored the
importance of continuous
innovation to stay competitive.
“Loban now accounts for 25-30%
of Guggal products,” he noted,
adding that its demand has
significantly increased. The
company also enhances loban
products by blending them with
musk and oud, further boosting
their appeal in the market.”

branded and trading firms. Despite their
success, the company faces significant
challenges, particularly in maintaining
product quality and navigating fierce
price competition in the market.

Sufiyan Baig, head of operations at M
A Baig Agarbatti Gruh Udyog, revealed
that most raw materials for Loban

agarbatti are locally sourced. Key
components, such as damar batu and
gum benzoin, are imported from
Indonesia. He stressed that their products
remain natural, with no added chemicals
or synthetic fragrances. “We maintain a
stock of raw materials to ensure a steady
supply,” he explained. While damar batu
is predominantly sourced from Indonesia,
small quantities are available in India.

Sufiyan Baig highlighted their diverse
product range, which includes incense
sticks, dhoop sticks, sambrani cups, and
dhuna sticks (These are popular in
Bengal). He underscored the importance
of continuous innovation to stay
competitive. “Loban now accounts for
25-30% of Guggal products,” he noted,
adding that its demand has significantly
increased. The company also enhances
loban products by blending them with
musk and oud, further boosting their
appeal in the market.

M A Baig Agarbatti Gruh Udyog is
actively developing new fragrances to
expand its Loban product line. When
asked about the possibility of a rose-
scented loban, Sufiyan Baig explained
that it would require a powder base,
increasing production costs. “Despite
this, Loban’s natural fragrance remains
outstanding and enjoys widespread
popularity across the country,” he stated,
highlighting the strong market demand
for their products. Their focus on
innovation continues to drive its growth
and market presence.l
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WE LEARNED ABOUT LOBAN
AGARBATTI BUSINESS FROM
NAGPUR EXPO: MOHAMMAD TALIB

Mohammad Talib, the owner of D Royal Agarbatti Company (Nagpur), in an exclusive
interview with Sugandh India shared that his business has operated since 2009. Initially,

the company focused on producing black agarbatti for the loose market. However, as

demand for black agarbatti declined, the company ceased production.

n 2012, Talib shifted focus to manufacturing white, and metallic agarbatti due to their growing market
demand. Recognising the emerging trend for loban agarbatti, the company entered production after
participating in a Nagpur expo dedicated to the product. The expo offered valuable insights into the
potential of Loban Agarbatti, prompting the company to expand its offerings. D Royal Agarbatti Company

formally registered its operations in 2013, gaining widespread appreciation for its products. Talib
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“He emphasised that their brand specialises in loban

agarbatti, offering 18 to 20 fragrances and product ranges

priced between ¥70 and ¥180 per kilogram for loban agarbatti

and dhoop sticks. Their flagship product, Bullet Tukda(piece),

is a 12 to 2-inch piece of dry dhoop, also known as Dhoop

Stick or Sambrani Dhoop, which enjoys strong customer

appreciation. Additionally, the company produces agarbatti in

sizes ranging from 4 to 6 inches.”

highlighted the importance of
expos, confirming plans to
participate in the upcoming

Sugandh India expo in Mumbai.

Mohammad Talib shared that D
Royal is their brand. He and his
brothers Mohammad Taufiq, and
Mohammad Danish manage it
together. Talib explained that
Danish runs the manufacturing
side of the business. His older
brother manages the dhoop stick
business, and Talib is responsible
for marketing. They all work
under one brand. He emphasised
that their brand specialises in
loban agarbatti, offering 18 to 20
fragrances and product ranges
priced between X70 and X180 per
kilogram for loban agarbatti and
dhoop sticks. Their flagship
product, Bullet Tukda(piece), is a
1'5 to 2-inch piece of dry dhoop,

also known as Dhoop Stick or

Sambrani Dhoop, which enjoys
strong customer appreciation.
Additionally, the company
produces agarbatti in sizes
ranging from 4 to 6 inches. To
enhance production efficiency,
they installed a hydraulic
machine in 2022, used in the
manufacturing of bamboo-less

incense products.

Mohammad Talib revealed that
their products are distributed
nationwide, including in Gujarat,
Bengaluru, Mumbai, Chennai,
and Hyderabad. He noted that
before 2008, scented agarbatti
dominated the market, and loban
production was virtually non-
existent. However, Amravati is
famous for loban production and
has been manufacturing it for a
long time. Over time, members
of the Kannauj community in the

region began producing Loban-

based products, leveraging their
expertise and formulas. This shift
contributed to Nagpur’s
emergence as a significant hub
for loban production, while
Amravati’s industry continued to
thrive. Talib explained that
Loban production initially
stemmed from attar (perfume)
manufacturers and involved both
natural and chemical raw
materials. Addressing challenges
in the agarbatti industry, he
identified maintaining quality as
the primary concern. “If we are
charging customers, we must
deliver high-quality products.
This commitment is why we
have retained long-standing
customers,” he said. Talib
expressed optimism about the
industry’s future, stressing that
hard work remains the key to
success, as results are directly

proportional to effort.H
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Rate and quality, a challenge in Agarbatti industry:
Om Sawlani

Shriraj Agarbatti is in business for three generations

Om Sawlani, the head of Shri Raj Agarbatti Gruh Udyog, Nagpur, a family-run firm engaged in
the agarbatti business for three generations, expressed optimism about the future of the
industry inaconversation with Sugandh India. Mr Sawlani highlighted that the tradeis expanding
rapidly, but the growth comes with increasing challenges. He noted that larger companies often
undermine smaller firms by pressuring them on pricing and quality. Additionally, alot of
companies fail to innovate— they copy products from established brands. Sawlani stressed
that only high-quality products can be sustained in the market, as substandard offerings erode
customer trust and damage the reputation of quality providers. He believes that resilience and
commitment to quality are key to survival in this competitive market. To address these
challenges, Salwani called for collective decision-making within the industry. He emphasised
that collaboration and adherence to quality standards are essential for maintaining a thriving
and sustainable market.
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Sawlani detailed the evolution of his family

r business during a conversation with Sugandh

India. Sawlani said that his grandfather started
selling raw agarbattis. He operated a grocery
shop before venturing into the agarbatti business. His father
expanded the business further. Approximately two decades
ago, Sawlani introduced a diversified product range, including
scented agarbattis, masala agarbattis, flora agarbattis, sambrani

cups, cones, and dhoop sticks. Since 1980, the company has
marketed its products under the Shri Raj Agarbatti brand,
earning strong recognition in the market. Sawlani attributed
their success to an established setup, which eliminated the need
for extensive marketing efforts. Most of their produce is sold
[loose] directly to customers and distributors. The company
manufactures unique 1.5-inch dhoop sticks, available in five
fragrances, along with in-house production of sambrani cups.
Their masala agarbatti range includes over 20 varieties, while
the flora agarbatti line offers approximately 25 fragrances. Shri
Raj Agarbatti offers a wide range of scented agarbattis with over
50 fragrances, available in various colours and price segments,
including black, brown, and other shades. By prioritising
unparalleled quality and an expansive product variety Shri Raj
Agarbatti is decisively securing its dominance in the competitive
market. This strategy not only bolsters its reputation but also
positions it as a formidable leader in the industry.

Mr Sawlani revealed that their products are tailor-made to
meet market demands. The company primarily focuses on bulk
production and wholesale distribution. A strong emphasis is
always on quality. This commitment has helped them establish
a nationwide presence. Sawlani credited their association
with IndiaMART for a significant portion of their business,

allowing them to supply products across India. Their primary
markets include Vidarbha, Maharashtra, Madhya Pradesh, and
Chhattisgarh, with additional distribution to South Indian
states and Rajasthan through the platform. He emphasised

“Mr Sawlani revealed that their
products are tailor-made to
meet market demands. The
company primarily focuses on
bulk production and wholesale
distribution. A strong emphasis
is always on quality. This

commitment has helped them
establish a nationwide presence.
Sawlani credited their
association with IndiaMART for
a significant portion of their
business, allowing them to
supply products across India.”

that regional preferences vary, with some states favouring
low-cost products and others, particularly in South India,
preferring premium offerings. The company produces both
economical and high-end products to meet these diverse
demands. While Sawlani highlighted the consistent success
of their new products due to their quality, he acknowledged
pricing challenges. Unlike competitors who compromise on
quality to sell products cheaper, he maintains high standards.
“I prefer to sell at 5 higher than reduce quality,” he stated,
reinforcing the company’s commitment to excellence.

Mr Sawlani shared that in response to changing market
trends, the company is developing innovative products,
such as dhoop sticks made from cow dung and bamboo-less
products in sizes of 4, 6, and 8 inches. Sawlani shared that
they are actively conducting research and development to
bring these products to market, with additional innovations
in the pipeline. While acknowledging market challenges,
Sawlani emphasised that businesses delivering quality
and excelling in their operations are growing rapidly. He
reaffirmed his commitment, maintaining high standards
and noted their steady progress despite market difficulties.
He expressed optimism about the future of the agarbatti
industry. He remarked that, while some individuals may hold
a negative outlook, he believes such perspectives will not
significantly impact growth. According to Sawlani, the trade
remains poised for continued expansion.H
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THE FRAGRANCE JOURNEY

OF THREE GENERATIONS:
HANSRAJ AGARBATT!

The agarbatti industry in Nagpur, particularly among local producers, has strong ties to Kannauj—

the perfume capital of India. For centuries, perfume traders from Kannauj have been relocating to

Nagpur. Dawood Baig, the owner of Hansraj Agarbatti Company , is one such example. He is the

third generation in his family agarbatti business. Speaking to Sugandh India, Dawood Baig revealed

that his grandfather started this business in Kannauj, while his father later established operations

in Nagpur. Founded in 1984, Hansraj Agarbatti began producing branded and roll-pack agarbattis.

Over time, the company modernised its production processes. The company focuses entirely on

Loban products, including agarbattis, dhoop, and scented sticks

M Baig, in an interview with Sugandh India,
highlighted that their branded products

cater to both loose and packaged
segments. The company produces pouches,
zipper packs, white agarbattis, scented sticks,

and roll packs. They initially started with roll
packs. Since 2000, they have

added single pouches...
followed by zippers and
various other packaging

“To meet the growing demands
of the incense market, they are

products ranging from 10 to X600, with the 70
zipper pack being their best-seller.

Dawood Baig announced that their
agarbattis enjoy good markets all over India and
specifically in Maharashtra, Hyderabad,
Karnataka, Madhya Pradesh and Chhattisgarh.
Their premium Loban [%150
per kilogram] remains a top-
selling product with high
demand. Currently, they

formats by 2008. Launching
their Loban-based incense
products in 2015-Hansraj
Agarbatti Company gained
considerable market share
rapidly. Dawood Baig noted
that Loban was initially

increasing their production
capacity. Presently, four

factories produce two tonnes
daily, with a separate unit
producing 1.5 tonnes of white
agarbattis— the production
capacity shall increase shortly.”

produce 200 tonnes per
month. However, demand is
approaching 400 tonnes.
The product enjoys
nationwide distribution.

Discussing plans, Dawood
Baig announced that the

popular in black agarbattis,
but white agarbattis later
gained traction. The
company now offers avariety of Loban products,
including zipper packs, pouches, boxes, and
jumbo packs. Additionally, they manufacture
dhoop sticks and are preparing to launch
sambrani cups soon. The Hansraj brand offers
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company intends to enter
the export market soon.
They are also preparing to launch new variants,
including dhoop sticks, bamboo-less incense,
and additional incense products. To meet the
growing demands of the incense market, they
are increasing their production capacity.



Presently, four factories produce two tonnes
daily, with a separate unit producing 1.5 tonnes
of white agarbattis— the production capacity
shall increase shortly.

The company offers premium products in the
%100 to %200 range, with some priced above
%200, available in both incense and dhoop stick
categories.

Dawood Baig discussed the growing trend of
introducing new fragrances in Loban, such as
sandalwood, rose, and other scents. However,
he noted that the distinct natural aroma of
Loban makes it challenging to blend with other
fragrances, despite ongoing experimentation.
He highlighted that his Loban stands out as the
best in the country due to the stringent focus on
sourcing high-quality raw materials.

Addressing industry challenges, Dawood Beg

pointed to labour shortages and fluctuating raw
material prices. Bamboo sticks imported from
China experience significant price volatility.
“Six months ago, they cost %100, then rose to
%140, and now stand at %125,” he explained,
adding that these changes drive up production
costs, forcing price adjustments.

While other raw materials, like wood powder,
remain relatively stable, the increasing demand
for Loban agarbattis presents opportunities and
challenges. He described Loban as unique,
noting that its natural fragrance can transform
the vibe indoors and even outdoors. With its
growing popularity, Dawood Beg believes the
future of Loban is promising but emphasises the
critical need to maintain product quality. “We
remain especially vigilant about this,” he
concluded.®
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KOREGAON AND RURAL MARKETS EMERGE AS KEY
HUBS FOR PREMIUM INCENSE SALES: PARAG MEHTA

MR 5.

Koregaon, located 18 kilometres from Satara in Maharashtra, has developed into a potential

market for incense and pooja related products, particularly in rural areas. Parag Mehta, head of

RV Trading Company, stated that he has been a part of the industry for 30 years. His firm,

established five years ago, operates an extensive distribution network across the Satara district.

Mehta manages the distribution for GoodLuck brand and N-joy Division of Thakral group (Nagpur)

in Satara along with Shri jay (Nagpur) and Dhanlakshmi (Ahmedabad).

is company also supplies Shri jay and Royal Brand

in the camphor segment and distributes local loose

products to Sangli, Kolhapur, and Sawantwadi.

Speaking about market trends, Mehta highlighted

a shift from budget-friendly products to premium-
quality offerings, driven by increasing consumer demand for
higher standards. He noted that while affordability influenced past
sales, the market now prioritises superior quality and brand
recognition.

The market for incense products remains strong, with rural
areas and small towns witnessing significantly higher sales than
cities, remarked Parag Mehta. Speaking to Sugandh India, he
noted that demand is high in Dev Wadi Tulsi Gaon, Khatav,
Valsad, and Paltan, a major urban centre. Mehta’s distribution
network covers a 200-kilometre radius, supplying approximately
350 retail counters. Outlining the market share, Mr Mehta stated
that agarbattis account for 60%. Whereas, dry incense, sticks, and
fragrance cups are 25%. Wet dhoop holds around 15-20% of the

market share. Among budget-friendly products, the Big Pack with
45 gticks, priced at %10, remains the most popular choice.

Premium incense products are witnesing increased demand,
with Good Luck selling due to its superior quality, acknowledged
Mr Mehta. He stated that the Zipper variant, with an MRP of 70—
75, sells widely at *50. The wet incense segment at T30 MRP sells
for 220. Mehta identified Shri jay as the company’s best-selling
product. In the dry stick category, the Thakral’s N-joy, priced at
15, adds value in both quality and quantity. The 120-gram Zipper
pack, priced at %70, is also popular among customers. Discussing
rural market trends, Mehta noted that Chandan tika has limited
demand and is sold exclusively in Satara. In the cup incense
segment, economy-range products dominate, with MRPs ranging
between X30-35. The Shri jay variant is priced at X35, while
GoodLuck is at ¥70. Brand loyalty remains a key factor in
consumer behaviour, with 67 out of every 10 customers choosing
products based on brand names. A customer averagely spends
approximately 2200 per month on these products. B
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Ahmedabad-Bengaluru quality drives
Satara’s premium incense market:
Satish Agashe, Satej Homelinks

™

ounded in 2009, Satej Home Link has steadily
expanded its operations. Before launching the
firm, Agashe used to sell incense products on
bicycle. His business journey began with brands
like Ullas and Big Safari, gradually incorporating
35 to 40 companies into the distribution
portfolio. Some of the notable brands now handled by Satej Home
Link include Nikhil, Rocket, Forest, Acharya, Jhinal, Oswal
(Pune), Live Touch (Ahmedabad), arsi, First Choice, Samiksha’s
Yogeshwari, and Dhanlakshmi. The firm has also expanded into
dhoop and sandalwood products, managing well-known brands
such as Pandyas and Lakshmi in dhoop and Manohar Sugandhi’s
Ashtagandha in sandalwood. Additionally, it distributes incense
products from Bengaluru’s Kaveri, Punjab’s Cone, Mumbeai’s Leo,
and Pune’s Mabhi, reinforcing its diverse portfolio across multiple
regions. With a strong presence in wholesale and retail, Satej
Home Link continues to cater to premium buyers, capitalising on
the growing demand for high-quality incense and fragrance
products.

Satej Home Link has extended its distribution network beyond
Satara to include Ahmednagar and Sangli, according to the
company’s head, Satish Agashe. He stated that most of their
customers are street vendors who purchase products in bulk.
Speaking to Sugandh India, Agashe highlighted that the Satara
market remains a strong hub for incense, dhoop, and religious
worship materials. Incense sticks accounts for 60 per cent of total
sales, while the remaining 40 per cent consists of wet dhoop, dry
sticks, and sambrani cups. While all brands perform well in the
region, Oswal, First Choice, Nikhil, and Forest are the highest-
selling products in his market. Premium-quality incense remains
in higher demand, with 100 premium brands leading sales.
However, 50 zipper packs sell the most. He also noted that ¥10
packets are no longer in demand, while some 220 products still see
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Satara, Maharashtra: Satej Home Links, a key supply

chain firm specialising in incense and fragrance products,
continues to power its wholesale and retail distribution
network. The company, led by Satish Dattatreya Agashe, has
established itself as a major player in the premium segment
of the incense market. Speaking to Sugandh India, Agashe
highlighted that high-quality products dominate consumer

demand in Satara, particularly zipper-packed incense

sticks from Ahmedabad and black incense products from
Bengaluru. He noted that Bengaluru remains the leading
supplier of masala-based incense sticks, further reinforcing
its stronghold in the segment. Despite the presence of major
national brands, products from Bengaluru and Ahmedabad
continue to command a significant share of the market.

moderate sales. The demand for wet dhoop remains strong in the
region, with brands such as Forest, ZED Black, Vidhan, and Rocket
leading sales, according to Satish Agashe of Satej Home Link.
Products with an MRP of 220 and %30 perform well in this segment.
In the dry stick category, brands priced at 40 dominate the market,
with Oswal being the top-selling brand. Agashe stated that despite
Satara being just two hours from Pune— The Pune market does not
impact economy products. The market leans towards premium
products, whereas demand in Satara is relatively lower. However,
premium products continue to perform well in retail and wholesale
sales. He further explained that in the dry dhoop category, 6-inch
products priced at 50 are in higher demand. A pack of 20 kaadi is
available for ¥50. Larger-sized variants, known as bamboo-less
products, present a challenge in the market since some consumers
prefer not to burn bamboo. However, he reassures customers that
bamboo is considered sacred and is traditionally used in
construction.

The dhoop and agarbatti market remains strong in Satara, with
branded products driving sales. According to Satish Agashe, apart
from Oswal, First Choice, Nikhil, Forest, and other brands offering
quality products enjoy good sales. Additionally, there is steady
demand for Cycle Pure, ZED Black, and ITC’s Mangaldeep.
Agashe noted that the primary sales period for incense products
runs from July to January, after which demand declines significantly.
In the camphor segment, OK, Mahi, and Leo are the top-selling
brands, while Bhimseni remains the most preferred despite the
availability of cheaper alternatives. Manohar’s Ashtagandha and
Hari Darshan continue to see high demand in the Chandan Tika
segment. He further stated that six out of ten customers specifically
request products by brand name. At their retail shop, Oswal and
Forest are the most sought-after brands. On average, a customer
spends around 1,000 on dhoop and agarbatti products, while
premium buyers make purchases ranging from 3,000 to 34,000.H



DEVD INDIA’s ‘ : ' %

sHOUL
“;fu.ll':t_i_{if f

frs
B
*'u-'-'ﬂr

Devdarshan Overseas
314, Industrial Area, Phase-Il, Chandigarh - 160002
Contact: +91-94642 15979, 0172-4645925

shop ontine : WWW.devdarshandhoop.com




SANGLI: A KEY MARKET FOR INCENSE,
EMERGING AS A CAMPHOR HUB

HEMANT PRAKASH SHAH DIPALI TRADERS

Sangli district in Maharashtra has become a key
market for incense products. It is also emerging as a
hub for camphor production. Hemant Prakash Shah,
the owner of Dipali Traders, situated in Islampur,
Sangliinformed Sugandh India that his company
has been involved in the marketing and distribution
of incense sticks since 1992. Initially run by his
parents, the business saw his entry in 1996 after he
completed his studies. Since 2001, he has been
managing operations independently. Shah
highlighted that Dipali Traders began its journey
with the Big Safari brand from the Thakral Group
based in Nagpur, which pioneered pouch packaging
in the industry.

ipali Traders played a key role in their distribution. Over
time, the company expanded its operations to include
leading brands such as Hem Corporation, Padmini, Madura
and Mehta from Ahmedabad, Ambika Perfume and Shankar
Perfumery, and Janak from Rajkot. Today, Dipali Traders
works with 8 to 10 major companies. While its distribution network is
primarily in Sangli, its reach has expanded further. Companies from
Ahmedabad and Sabarkantha have entrusted Dipali Traders with supply
operations across five to six districts, including Satara and Kolhapur.
Despite the growing demand, Shah stated that he does not intend to
expand the business significantly at this stage, as his son has pursued a
medical career, making it difficult for him to manage operations alone.

Informing Sugandh India, Mr Shah stated that Sangli district has
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emerged as a hub for camphor manufacturing, similar to how Nagpur
established itself in the incense industry. Over the years, the region has
developed a structured pattern of camphor production. Recognising this
opportunity, Dipali Traders ventured into camphor manufacturing in
2019 under the Giri brand. Shah noted that several businesses have
been in camphor production in Sangli for decades. Vani Camphor has
been operating for 50 years, Sagar Trading for 35 years, Salauddin for
25 years, and Parvez for nearly 20 years. Kolhapur has also become a
significant centre for camphor production. He highlighted that camphor
packs priced at %10, 220, %50, and %90 see strong sales, along with
substantial demand in bulk trading. Even small-scale manufacturers in
the region are maintaining high-quality standards. Dipali Traders’ own
Giri brand has achieved sales of approximately six tonnes, reflecting the
steady growth of the camphor market.

He said that Sangli has a well-established market for incense
products. With a population of approximately 2.6 million— the incense
industry in the region generates an annual turnover of 2200 crore. He
noted that Kolhapur, with a population of 3.2 million, Satara, with 2.6
million, and Pune, with nearly 15 million, contribute significantly to the
overall demand for incense products. Shah explained that while smaller
%10 incense packs were once popular, manufacturers have gradually
reduced their size and weight. As a result, consumer preference has
shifted towards larger packs. The best-selling options now include 50-
and 100-stick packs priced between I50 and 260. Additionally, the
demand for jumbo packs with a higher stick count continues to grow.
He added that 10 packs have almost disappeared from the market, as
customers increasingly prefer products priced at 50 or more, reflecting
changing buying trends and an evolving incense market.

According to Mr Shah, Big Safari is the best-selling incense brand
in Sangli. Other popular brands include Ullas, Maratha Kewda, and
several products from Ahmedabad. The region primarily favours dry
incense products, with brands from Bengaluru, Ahmedabad, and
Nagpur leading the market. The Jain community represents the largest
customer base for dry incense sticks and related products. Shah
highlighted that wet incense products have a stronger demand in
Nagpur, whereas their market in Sangli remains relatively small.
Several companies operate in the dhoop segment. Sambrani cups hold a
notable share of the market. The agarbatti market dominates the region.
Around 90% of the population prefers buying agarbatti. Dhoop accounts
for only 10% of sales due to the wide variety of fragrances, quality, and
pricing available in agarbattis. He further explained that masala
agarbatti, flora agarbatti, and scented agarbatti are available at price
points ranging from 10 to several hundred rupees. The premium
segment holds approximately 20% of the market, catering to customers
willing to invest in high-quality products. Discussing market trends,
Shah emphasised that incense products priced at *50 remain the most
sustainable and stay as top sellers. He noted that only three out of ten
customers in Sangli specifically request a product by brand name, while
most rely on shopkeepers’ recommendations. On average, customers
spend ¥500-600 per month on incense products, with some premium
buyers making purchases worth several thousand rupees. H
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Thakral Group Participates in Advantage Vidarbha 2025

Nagpur-based top incense brand Safari Big (Thakral Group)
participated as an exhibitor in the Advantage Vidarbha 2025
Expo, held from 7th to 9th February 2025 at RTMNU Campus
Ground, Amravati Road, Nagpur, Maharashtra. Organized by
the Association for Industrial Development (AID), a non-profit
founded in 2023 and conceptualized by Shri Nitin Gadkari, the
expo serves as a platform for showcasing Vidarbha’s industrial
strengths, fostering business opportunities, and attracting
investments.

At Thakral Group’s stall, special discounts were offered to
retailers and consumers, and visitors were given insights into
the incense industry, including guidance for those interested in
starting their own business.The event held under the Khasdar

Audyogik Mahotsav, featured an expo highlighting industries,
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products, and machinery, along with a business conclave
comprising expert discussions, B2B and B2G meetings, and
policy advocacy. A special session was also held for the bamboo
industry for its upliftment. This was esssential as bamboo
sticks are the backbone of the incense stick industry. Shri Nitin
Gadkari has been tirelessly working to uplift the bamboo
industry, farmers and MSMEs and his efforts are clearly
reflected in this expo. The growing focus on bamboo-based
enterprises and the increasing support for local industries
highlight his commitment to sustainable growth and economic
development.With 11 districts rich in natural resources and a
GDP of Rs. 132,750 Crore ($21.9 Billion), Vidarbha is
emerging as a key hub for business,

innovation, and

sustainability in Maharashtra.®
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BRAND NEWS
Elevate your prayers with Forest Havan & Kirtan

Bengaluru-based Forest Fragrances, a

leading incense company, is widely
recognized for its high-quality and
premium products. Its zipper pouch
incense sticks are among the bestsellers,
along with its luxury range, such as
Forest Chandan. Expanding its portfolio
and aligning with the growing trend of
family pack incense, Forest Fragrances
recently launched Havan and Kirtan
incense sticks in jumbo packs.
Introduced during the last festive
season, the products instantly attracted
customers with their superior quality,
packaging, and brand appeal. These
375-gram jumbo family packs are
available at an MRP of Rs. 150..1

DevDarshan Brings Vibrant Colors to Holi with
Navrangi Herbal Gulaal

DevDarshan, India’s leading brand in the dhoop
and agarbatti manufacturing industry since 1954,
has introduced its latest product just in time for the
vibrant Holi season — the Navrangi Herbal Gulaal.
This exciting launch features a colorful assortment
of four enchanting shades: Green, Red, Yellow, and
Pink, with each color packed in 100g units, making
a total of 400g per pack. Priced at an affordable
MRP of Rs 200, the Navrangi Herbal Gulaal
promises to add a splash of natural joy to Holi
celebrations.

True to DevDarshan’s commitment to quality
and tradition, the Navrangi Herbal Gulaal is crafted
with a focus on purity and safety. Holi is a festival of

colors and happiness, and DevDarshan understands
the importance of using products that not only
enhance the experience but are also gentle on the skin and the environment. This herbal gulaal is made with carefully selected
natural ingredients, offering a safe and delightful alternative for everyone, including families with young children. As DevDarshan
continues to lead the market with its renowned dhoop and agarbatti offerings, the launch of the Navrangi Herbal Gulaal underscores
the brand’s commitment to diversifying its product range while maintaining the highest standards of excellence.DevDarshan
invites retailers and distributors to embrace the colorful joy of Holi by stocking the Navrangi Herbal Gulaal. With its attractive
price point and premium quality, this product is poised to become a customer favorite for the upcoming festival season. For more
information about the Navrangi Herbal Gulaal and other DevDarshan products, please visit www.devdarshandhoop.com.®
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Topsi Bakhoor & Future:

Nagpur’'s Customer Favorites

Bengaluru-based Topsi, one of the leading incense brands synonymous with
quality, has a strong presence in premium markets and is a customer favorite. In the
Nagpur market, Topsi has several popular products, with Topsi Bakhoor and Topsi
Future leading in sales. Bakhoor, a highly sought-after fragrance in current market
trends, has contributed to the success of these premium incense products. Priced at
Rs. 150 for a 50-gram box, these products continue to enjoy high demand. .|

Shree Siddhi Fragrance: Expanding the Jumbo Pack Segment

Ahmedabad-based Shree Siddhi Fragrance, a
leading incense brand with a strong presence in
Gujarat, Maharashtra, Madhya Pradesh, Chhattisgarh,
Uttar Pradesh, and Bihar, is well known for its
signature red incense sticks and high-quality products
at competitive prices. The brand continuously
innovates to keep up with evolving market trends.
With the rising demand for jumbo family packs, Shree
Siddhi Fragrance recently launched Banaras Dham
4-in-1 and Garden 4-in-1 Premium Incense Sticks,
each in 300-gram jumbo packs priced at Rs. 150 MRP.
These new products received instant acceptance from

customers, reinforcing the brand’s reputation for

offering the best quality incense across India.®

Neev Vintage Vibe:
For the nostalgia trip

Ahmedabad-based Neev International, a leading
manufacturer of incense and camphor products, is known for
its innovative approach. The Neev Camphor Burner is one of
its top-selling and unique products. The brand has consistently
diversified its product line to match market trends and customer
demands. Among its latest introductions is the Vintage Vibe
Collection, designed to evoke nostalgia. The packaging is
inspired by the aesthetics of the 1960s, 70s, and 80s, and the
fragrances are reminiscent of customer favorites from that era.
The four variants in this collection are Heritage World, Blue
Denim, Aroma Firdous, and Shringar Vatika, available at an
MRP of Rs. 75 for a 90-gram box..H
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Sant Kumar Sanganeria Honored with
“Shiksha Utthan Shiromani” Award at Hindu College
Ultra International Ltd. Chairman Attends JNU Convocation

Shri Sant Kumar Sanganeria, Founder
Chairman and Managing Director of Ultra
International Ltd., who has played a key role in
promoting Indian flavors and fragrances on
national and international platforms, was
honored with the prestigious “Shiksha Utthan
Shiromani” award by Hindu College,
University of Delhi, on its 126th Foundation
Day. The award was presented to him by the
Union Minister of Education, Shri Dharmendra
Pradhan, who was also the chief guest at the
event.

Additionally, 8th

the convocation
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ceremony of the globally renowned Jawaharlal
Nehru University (JNU) was held on February
6, 2025, where Shri Sant Sanganeria, Chairman
of Ultra International Ltd. and Managing
Trustee of the Sanganeria Foundation, shared
his insights. On this occasion, he emphasized
the vital role of education and intellectual
development in shaping India’s future.

Shri Sanganeria has been instrumental in
establishing Ultra International Ltd. as a
globally recognized name in the flavors and
fragrance industry. Beyond business, he is a
dedicated philanthropist and social worker.
The JNU convocation ceremony took place at
Pragyan Bhavan, AICTE, Vasant Kunj, New
Delhi. This significant event highlighted the
university’s strong commitment to academic
excellence and leadership.

The ceremony was attended by several
distinguished personalities, including former
ISRO Chairman Dr. S. Somanath, former
Ambassador and Foreign Secretary Shri
Kanwal Sibal, JNU Vice-Chancellor Professor
Shantishree D. Pandit, and Shri Sant
Sanganeria himself.

Shri Sant Sanganeria is the founder of the
Sant Sanganeria Foundation for Health and
Education, which focuses on providing
education and healthcare services to
underprivileged  communities. He  has
contributed financially to infrastructure

development at Hindu College, JNU, Banaras
Hindu University, and Maharani Lakshmibai
College. Additionally, he has extended his
support and financial aid to St. Stephen’s
Hospital and Shri Raghunath Hospital in
Delhi, as well as Shri Raghunath Balika
Vidyalaya in Rajasthan. Committed to social
and environmental welfare, he has actively
supported organizations such as the Kimmis
Club in New Delhi, the Missionaries of
Charity in Kolkata, vocational training centers
in Sahibabad, and the Earth Saviours
Foundation. He has also contributed to biogas
projects in Rajasthan and played a key role in
the Aroma Mission led by CSIR and CIMAP.
His efforts in promoting sustainable
cultivation of aromatic crops have been
widely recognized. In recognition of his
lifelong dedication to education, healthcare,
and community service, he has received
numerous global awards.®



SVAR

FRAGRANCES & FLAVORS PRIVATE LIMITED

Mr. Shailesh Rao won the award for
“Best Innovative Idea in Perfumery Marketing”

=TT

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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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,

S RUDRAKSH. A PR

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

PP ot

LRy -*

-

Gum copal

Gum Damar

" l.l ::’i'.I

Ral Superfine Ral Kani Gum Benzoin

25 @y 2°
oz

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



di9 Jifeal bl Hab

hl HHR

RIS 3P R

APTYR & 3PRET J&PT @R dR TR I8 & LA SAGHI
&1 Hdel 321 I 3 AU HAlST A @1 &1 R FHA A FAT A
S B PRIAR P I dlel 20 W A FAd U1 331 69 H 9gd AR
ORER APTR & Y §¥9d 3701 3= # A U &I 3PRadl Y]
APTYR & G136 o1 € Sil 3193 AT B A A & |

Ty S Q@ @WE dra<a § S S A

Saran {3 2015 T g1 A Hieded H 31T 3R §EST

AT foh 3ok A& A FHHiSt | A FE
foram & | foR W AT 3 AT # e
&) wmi 1984 H FuRST STRERA e
I 3R W w9 | Fige R qa dfehr

H GHRT M YE 8l AT AT |
IR Tamr S9SN
YRR giaT AT gH ot
37T SR H FSead hld
MY 3TR $9 Fekd hu-t dAla
TR R HIhd o TG ¢ | e
IFRE, U, few ik W
STREIT ST HI IATEA shu=t
FA B |

QY Sfean o U ot &
SEIE R RN IRIRED
Fiee Meded | 98 ool 3R
AfchT 1 H & HE A € |
Ik IS, SR Ueh, e

SIS AT AT dSil ° ShIHIATS gidl T | Ush ot o
SaTe H I I foh S Ugel sieh 3Re! H
T AT | TR BT T T ST | H AT ohl s

37} 4 oot H 2 e ufafed &1
UISaeM 8T e c&Tec e Bl sg
o I YIS o1 YfAc H gl
B! TG 57T &1 3ain I

fd5 2100, 120 31R 140 BUT A WB
3200 ¥ 31feids ot hiAd & WATH
Wsded 3PRe 3R &U 1 &t
RRICTHTg I 81"

AT H AR &id ¢ | siee # ST, 9189 31}

ST AT STell Yok g | gt
qu e oft a1 W 8 3R
IS Y WX 1A 31 T ©,
Sra Steg, €t o1 forar ST |
TEOS S o Wieae 310 9
AT I600 Y THIRAT H g |
oY TSN 370 ohl THITRGT o
SR =TT g |

Ut hr Hehe  Gaeh
gaTel o STdTs H Sgi- adTa
5 gat AThe R R H @
WEHR  HERTY , BeIEg,
FHiceh, W UW 3R
TS | | SHY=T AT Ty

ail, W 3T et Ueh o1 Y 1 ¢ | YEATT AT Yok Ao <17 Jel A g 37 IHeh! R /I BIeit § | 59 o
g gs off | I 2000 F et ureT iR AT 2008 §  gH 200 = UiHTE e o R €, STelfoh T o1
SR ure=r 3R |t ag <kt UfehTT &3 ol | I/I9 400 e <kl g | I8 150 TUT Ufd shoil g 3R SHeh! O

74 e Efean | A - 2025



SfeaT IS € | Uk TaTe & STad H S=gi+ o
31+t BF W H & WS W AT IR €, AR SIek at
TeEaE | oft STaw | wiesy i el | SeiE
IamT fk o I 9 # g9 few, 99 a9 iR
STRERIT o g ARUE Al=T i ohl dIRI § | ST forg
TSR S ol aarl 81 Wi ¢ | 3nnft 4 et W 2 &
uffes st TiseR giaT § | sgTSe [&eh T 3¢ & oAl

TIEaR ST If-ic | § | SHh! S@1T ST ¢ | 31
samEn fo 100, 120 3R 140 FUT & AR 3200 A
a1fereR <t hrAa & St Mesed sRex iR ¥
AN NI AT ITNRE |

e fear il I5iA S o6 A H s aXg o
THTRE o1 Tei- P goTl ¢ | WEdR TR Ie, Jis,
ST 3R AR oY &7 &7 3@ €, AferT e by 3Ta=it
WY G ¢ | S GO HIRY 7L =et T, AfehT
R Y T AT TR © | Teh HelTed oh STaTe | Sl
AT foh THRT Ao 9 & Told SR ¢ | SHeh! aoig

Tgefr g U RRTa REm A a e |

SRS I hl FIferall Gerelt qarer o Stars &
A IAR-TETE ¥ Hiehe TATfET ST ¢ | 99 e S 4
3Tl § 3TR STeh! hiFd B Igd SISl SAR-TeTd gl
2 1 6118 Ugal a8 100 oY, fohY 140 ¥UT Y 7T TR 31
125 39T WX ¢ | SHH WIS AN gl @, af gHeh!
oft T T TSt § | TR A TR Y g uIse
3nTf off STeR | 3114 &, wAfeheT IRt HAal H 9gd SAR-
TTd el aidl | =8I ahgl foh e SRS ekl 3T
WA ¢, Fifoh STH el G gt @ | e afe
Teh hHR AT foRdt TR O STt e ST &t S9eht Ageh
R FTATERYT T & It @ | AT 1 97 H asit I
T T ¢ | ST IGehT Vo Sgek ¢ | 39H fora
FaTferdt siga ST @ | $9o foll gH WY R WX ¥dlch
TGN

i §f3an | ar - 2025 75



. TeROT e el ) e TP ey

HERTY & AART H 18 fBeiIHIcR g BRI & HTHURT & ATHIUT Sellbl A 3PRa!, £,

31R g1 uTe AR & 31t @Rl Ardhe 1 37RdY 21391 HUt & U wReT Agar A i 3

Pl Ia1AT 5 30 9 A 98 PR 38PT H B B 3¢ &1 BH B M1 i a9 ggal 61 I1s 2ft

IEA® 3R B YU (APTR) & U4 i1 f3fAST FT a8 TaRT & R1 & dEd &

ok STATEl ANTR & o S/ 3R SrgHeEE &
YTeT&HT 1 ot 39Tk IT I ¢ | Soi4 s foh
TH T Jedd TR FaRT o a6 € | §9 STeran
FR Aieeed # ot 571 o Wt Siie 3R T B oAlehet
IATE! T I FTet FiegTR R FAdaTe! a Twlls
FAE | SRR SYNT | 37 ohl aroig Yerel} Harrer o Stars
H %A Jar 5 a8 IS ue o diede § 3R g@
SR I H Rried SATET @ | R ST o 95 disae
2t forera &, wiferT 31el Ig Hiehe HifHaH &l &9 T2 § 3R
IUNTERAT At SFATTIET STl STl ol HITT Sl @ |
TRRT HEgdT A G a1 o Toh |are o STard | aard
for g TRt i TS Ahe §, Ao ¥TeR hl Jor &
TG UTHOT FerTeh! 3R sheai § Sare forshl @ | Wk W ad
FTE Jordt T, WeTd, TAdTS 3TR Uete S 98T ¥ek ¢ |
TG 200 foReiTHIeX o AR | ITehT TEATS cde® ¢ | 98
T 350 HTSSH doh TATS hid © | Teh FaTe o STelrel §
I T foh Tgi IR hl AT 60% HIhe g 3R

25% B TS U, e 3R [is T Terdm g 3R ieft g
& ATRE 15 ¥ 20% © | Sei- aqmT {6 T8l gad Sarer
RIFTHT IST H fSTT BT 45 TS aTett ek weran @, S 10 o
IEETIEA

IR sarn o e Wiftaw Faferdt & g 1 39w
STOR 70 | 75 TUT hl THITRGT | ¢, ST 50 H Sh1h! ferehar
21 7fieht g & 330 A THIIR arer Yk 320 H fowar g |
I sdrn foh Ieh T8l oft ST el STe werdn g 3R
g1e T o 15 o forT o1 S91Ta e sanferd! 3R aaifed o
3731 ¢ | 120 UTH H SR ek 370 H AN hTeh! Wled ¢ |
Teh TATA o STATS 31 STt foh UTHIOT &A1 ht ATehe o
<G EYehT o1 T T A ¢ | Tg TaRT H TeIdT ¢ | Y
9 H SHHTH € =eTd €, ST 30-35 FIY T THIRAT A € |
oY ST =T 335 3TR TTSeleh T 370 i THITRYT & <efan € |
Igi Farar fo Jgi 10 § ¥ 6-7 UTgek slie & A0 q s
e g | 3T Ueh UTgeh UTaHTE 3200 ook ehl Tiearl
FAdTS | W

76 g gfean | A - 2025




HART H sliedcll & 3TEHGTEIG-SITe]®
Jelt21 3P, a1 8 feis

q g Tgi T[N F 2 o1 & Aieawed o

bl crelfedcl

“AART B AT g1 feieh 3PRa, g,

1E R, Tie 3R YR Misded 6 7q@ dwils

I %A &, 3t el A gieide 31k Reat A1 &
& B B 81 HIN B T A1l GO 3P 3
Teiel $f3ar A W deiid # el fb TdRT &
e Farfad) aret Misde sATeT Iadd €1 95T w9
A R B A 3rgncErg i 9139 37 (arge awit) Hi
PR a6t Tetd! &1 5 avE PTTS H Bt
3PRE aTel 3Gl BT WY HidT 8| HATeTT 3PRaw! &
o} SIS AR TH 17

3R 30 TUY Tl THIR ATt TS U H 7= TAd & | S5
& o 40 Y forh ot siig 6t e g 3R o e o

SISl HIhe ¢ | Sl o fo gast am
foieh & 2009 ¥ TH &< I ¢ | S99 Tgat
T grefere TR STRER 3] hl T&ATs 3R
forsht =Rt o | gend B Seard 3R o
T T T Y€ FRAT | TH 1S Teh-Teh Fleh AT 35
A 40 SHuf~rdl o1 ST 31TST 3k U1 @, fSras i, Wehe,
RIS, ST, ST, oI T STHaTe, B, gHAES
T ATST T 3R ET, BEe Tied, THIET 1 TR 3T-
YTeT&H o ST STeh dgi WISfehel Sie seteh bt oY efe
1 T ¢ | §9 o HH o UTF g7 H Uiean o deH, IeT |
TG Gt 1 ST, ST T HIAL, UST Hl i
HTS o1 fordT TR ot 3 HIg hT HTH ¢ |

QY ST ol TAT=T STTRY = ST {6 3ent feeism=
TR GART & STATAT FGHETR TR FTelt T ¢ | 3k I
T §9 J %t ITel SATET A6l SO € | Teh FaTel o Star &
I AT {3 FarT i Arhe SERERM, YU 3R IS 91
T o foq 3r=sd) Hiehe ¢ | IgT SWRER 60% Tefa g 31
40% ¥ et gu, gr€ e, Qs &Y =erd 8 | S Fel
foF =er Bt Goft SRR I YU & | TAd @, Ak 3
Tl G SO AT, B disd, Ffee 3R wRe
T @ | 3Re § iffem Fenferdt & Wisee Sarer forehd
21 "o Sgrer foshl 1100 aTer WfEaH sie 6 g, wfer
ey o forgTst ¥ 350 Y forshT et SiuR e Ferd SaTet
TeAdT § | 3T 10 T Uohe his el HITAT, STelfeh 320 hT
forhT 9T 5 iede ST I € |

SEETA & T ST TeAdT @ | Ueh FATeA oh STeltel H I=gi
AT {3 JUT ShT Hche o1 AgT Sigd SATET 3TER -IEI ¢ | gTetifeh
AT ATE 2R R A W

YOI Y HTehe METH Mieded i STeT ¢ | S9eh! JoiT
T ATST Y TdT ©, AfehT gAR eer 3R oven fercht #
T € SaTeT Tt € | Sl SardT ok gt g9 § 350
foreht & 6 591 aTel Higere ohi SUTET AT © | 350 | 20 it
fAeTeht B | S99 91 WSSt ATel ol Al 99 9 hgd ¢ | 32l
gl {5 99 AT Mieded AThe § ¥ AT €, Fiteh i
G e ST =Tgd, Afeh g1 3¢ THSTd ¢ foh e afers
AT g IR STA W TAATR |

TAN o Gad ST Iei I Uiedae ot gare &
StaTe ® 394 Far ok agl e, B Ited, A
3R ®RE & e Gt siee sufal & sarferd! are
Tieded TeTd € | FTSfohet, Sie ok 3T ST 3 FTerea
1 oft 7T Tt § | S Iar foh SHAR W T8l S 9
TR STEt ek g1 SRl shi J3 Hihe derdt ¢ | fR
TATET 9T TgdT ¢ | Toh FaTel oh Jae § 351 oIdqma foh QR
H gt 3fich, ATEl SR fordt -oR Ush W € | 9% &R &1 ot
AT g, AfohT gAR Tl HHA- Tod ST TeAdl ¢ | Ta
EYehT | HIGT AT STTIY 3R g4 S ohl ATl ATl Tgdl ¢ |
Teh FaTA & SaTs H 3gi4 ST 6 agi 10 § ¥ 6 UTgeh
SOEIR S & A1H 9 Wieeae Afd ¢ | gan Rear vy
W ATl 3R BRE i g SAE AT 2 | MHAR TR
Tl Tk UTgeh 1000 % 4 o RS Higere Tledr g,

off =T SRR A S for g # et o1 Tt STt e
2 | SHH B SIS =i, T 3R Wehe SATET TIe1d § | 20

AR TfHTH | 3-4 BSIR $UT dek hl WA a1t off w1t
G I N

ier $f3an | ar - 2025 77



A - R

R R

HERTY &1 IPTel fSeT 3PRar 317 &9 3dTEl &6 e 931 ATdbe &,
A I8 FR WisaeH $1 ot &6 9 TR &1 SRAWYR, TPTell RAd
Surefl 233 & v gHA Tl 2ME A Pie 3T v aradia A
Pl fos diareft 22 1992 & 3PRed i ATHLT 3R fexdi=A A 81
B3 # A 3R FAdTs 98 FRIGR vd 2 31R 1996 & 9gTE T8 H=A
& a1q # off S 37 5T 3R 2001 G ARG A BRITR HUTe 38T |
U HdTel & STdTd J 3819 Id1T fds YBATA APTYR P SBRIcA THg &b
o1 IR 518 & g8 N 9ad 9gal Ui AT B B3N SHRIA
T A @ 6 2R 3R &9 37HT B WA A1 TP 16 8H PRURLM,
af3rfl, 3EHerEe ST AgRT 3R Agar duT 3ifder WRRE, 2B
R 3R ASTBIE & S Aled 3 It 8 A 10 HUMAT &1 B
dureht 353 3 SIRT & e &1 Gurch 25 1 Aead gEAT TRl
o & &, Afpa 3reucEE 3R ANMRSST HI HUAl T FdRT,
PICETRR 3 5-6 Sl Ao TS H FgRt & & 813217 a1 i
H 3135et el &I SATET 78! &F Wbl

THA TehTS TS A Y ST & Ueh HaATKt o STl | hgl
for fSrer o TR STREIRI ARItharI (T ohT g1 oI 1T § | 36t
TE iTTelt St oft FHuX A=gthar i & B9 o AR TR ST ¢ |
TG U USRI T Yok Yt IT 5 7T ¢ | IgT HROT § fob o
2019 ¥ gH ft FIR F=Foharr T hl waTTd ) siie St oft |

78 i gfgan | A - 2025

I T o agt Sd 50 N1 & TS Huf-aT FHUR T USRI
Y T € | TN FW 50 I F, AR ST 35 61 9, AL
25 9 ¥ 3R WA Ht T 20 T § HIR F AISHIT A ¢ |
IR sara foF WRTelt A T FHiegTR # off 5 THE W FR
T WIS BT ¢ | S=i ST {36 QR & 10, 20, 50 3R 90
Y hl THITRYT a1t Yok hTtht folehal @ | ek 3TeTTal Aleh ohl
ff HFRIAR § | 32 Fel foF FR dewm & ol Sid-srd
- +ff Sga Tt Fafeiet S Bt § STR 3kt 3o it sife
T YT ot 6 = forsh FaT g |

QY AT o T WAt o STaTd H Igi+ gardr fok wivTedt
ST h1 375 HIHE § | TgT oRTHIT 26 T ohl 3TTeE) @ 3R
T SR ol SHRISKR 20 TS ATk b1 gl ST ¢ | S
ST {3 SiegTR Shl STTETET 32 TR, TR ht 26 AR 3R gor
1 ST IS Y AT B | TS o forgst A 2 SRexit &Y
WU T ITH T R I 3TieheT THST H 71T ¢ | Th Farel
& ST | Il JamaT foh ggel It 310 Y SEReR i oft
Hrehe oY, AferT 31e aoi, Arss |l shuf-al o e frar g |
TG hROT ¢ fob oIS Ueh ohT =et=T ogT @ 37X 50 o 100 ST oA
SRR Uk 50 T 60 TUA H Tl AT forehd € | STeT 3nReit
Il Stel Yok kT ot Wow 9€ @I g S S
310 =Y YT oTel Tieere 31 <TE1 & STeR =eld @ | 317 UTgeh
oft 50 AT ITY 31 S HHT AT TISTeH Hl gl ST THE
FEREI

et ht SRR 37} 7 Y Hiche Yareht Tarret o STar &
F2i o for 396 Tgi fanT Tl ht Hiehe T TS 2 |
THF ICTE] SeeATH, HUST HaST 3R HTETE & Y 3 e
T & | Gt 49 T TeT AT SATeT @ 3R ATAR, STgHSEE
3R AR & Fie & Ta9 A 9Hg fopy S € 1 Fet oA
TS E T ST 1% ek a1 49 % Wieded ®Hied ¢ |
T &9 SRl ATehe ARTYR H SATaT €, STeifh a8 Il % € | 99
¥ sgd WY shuf=El 3 Mieee Terd ¢ | SRi- el o Fisi sy
w1 W TgT 3BT WIAT T 2 | Hiehe H Iqgi 90% TSI
SRS TYE HAT § | U Rl HAehe 10% B §, Flfeh STRER
B R, FTferet, Ye 3R IS H agd SRt § | HETelt SRe,
TART STReRI 3R g TR ST 10 H Ak Yehel TUU ahl
THITRH! H SUAST § | Sai= i fob Tgi sifead o1 sheewx ofY
HTHT g | TN 20% WETH hl Hiehe ¢ | Teh Hellel o STalsl §
I Farn foh ReER 28 | 350 Y forcht arel Meae &1 &
WfersT ol STt § | 31T oY o) e S forek W@ @ | WivTedt
T 10 H ¥ 9 UTges & sfi€ & A1 A Higere AN &, SISl
YTk TSR o YoITd W & WUGRI ST ¢ | JgT STHAR TR
Teh UTgeh 5 & 6 | ¥UY UHTg SWRERI ehl ©RIE il g,
Srarfer TifEr o e VX oft UTeeh €, S S g9k $UT i @l
FAE 1M



INTERNATIONAL

Incense & Fragrance

PO

12T!-I 13TH APRIL ZﬂZS
BEC, NESCO, GOREGADN (EAST)

b MUMBAI

You are Invited

. b e T T ey
e .t'::ri i, 8 F‘i@ﬁ ? GROW WITH CHARU

‘P‘:‘ :'I L b2 i L
4.-:4 » a
gt o TR g e 3 puaete
R R P R R
Skt P o
'y R o R M=) llmwu h }
“gﬁfrﬂ:h "1‘::‘.331‘ ] L 4

L] -ﬁ . LN N a ‘-: I-nl‘-l:r\ .I [, I.ill:l:.l.\u _|| 11‘{
- X ] 4 » Wi b
e o R R ey
a8, Steliile o 1 ot S B 3
ssal .o - o q.:;. ) &"h " % L
T e --_E_qnu}i t.:ru-:u ":.E : ; :!-I H
Dheasily

[ 2-E3 [ 14 'D-.-

I.. :. :-:..“-.:‘:.-'I‘..“ﬂ.'
:’if";.:i.' ode® 23000 V18, % e

SCAN FOR
VISITOR REGISTRATION

oA
| s
|VEEANA|

SUPPORTED BY PUNE AGARBATTI MANUFACTURERS AND DEALERS ASSOCIATION

i Facebook: supandhindiahl & YouTube: suganchindia & Instagram: sugandhindia

® Contact Us @ Official Email ® Official Website
+91 78383 12431 sugandhindiam@gmail.com www.sugandhindia.in
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ELEVATE YOUR 6
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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



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]
T : . . v

[Afi

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



SUGANDH INDIA

INTERNATIONAL
Incense & Fragrance

6TH, TTH :7
AND 8TH "
FEBRUARY 2026
FOR BOOKING
’-A Yo u T CALL: +917838312431

RELEASED!

» Sugandhindia

B8 sugandhindiamegmail.com ' @ sugandhindia
&) www.sugandhindia.in . SugandhindiaM




Ig

ioec 2daf 3i1e didol b arel et yrefarmait o 3ite aft dede geme

JATeTE I wikee TR, Teh
T SWRERI Ul §, S 3797
I TUTET SR WfEEE IS
foTT =aTUes €9 9 S S B
3! TR ITee ReRIT, B
TS S SHeh! TR 3o, Tord
SaTe] forehe arelt sRE~al | |
Teh ¢ | 37T GISwhiferdl ol fofd R
A g 3R ThfAelt Uk SRt
% TG A o 9T AT foraTd
TU, R TFTRY A gref &t § e
Yep | o 31 ehid= e
At 1 2 | fose digrl Sie = &
SR Ut fo T 3 Saardl A
37U ST T[UTarT, UahforT
aﬁwmanﬁa%mam%ﬁaﬁ
XA 3R foRaT 1 3 375 TTH
STl thifel Yok 150 B9 Y
THIRG & ST ¢ ||

E\cil ®F gev edrel, Sacefe siaerit ede eTe & o

g 3R PR T % & # 1954
T IHY T S el TR 1 FiE
YA | AT Biet o TTER X 3190
TAT I G AT goret [T At
foram g1 I8 400 UM & Uk | UG g,
TS =, wret, e 31K Tersit weieh 31
100 UTH 7 ek @ T ¢ | SHeR hiwa
3200 T TS ¢ |

et S YT I W @R | TRl ok
fore wes qRfera SR gelet forshed were
& Ugel <l § | 3T TeATel B SEIHTE fohT MY
goff wresh Il aRE 9 TR IR giRfed
€, fore 7rg 3taeht ceren o ferw gRfard <gan
% | Sieft o i <R aIg UeTeher TRTeRoT & ufd
SINTEehal 3R Ygal & Ufd age &t
TG ST ST § | 3SR A 39 IS

Y I ST Y STECAN bl LT B ek TR FoRaT @ ST 310 ufkaR 31 fErrsT=ii 3 |rer wer GRgr ik @ gieft

AT AR ¢ |

1954 | TS = 7 el YU 3R SR o & H Teh A I 911 ], Sfesh 79 TRl 3R 3ehy SATl
%quma%wwﬂmvﬂsﬂm%lmﬁgﬁawsﬁmaﬂwwam% S SR H Ueh 73 Yge = a1 @I ¢ |

I 3119 39 Bieft W GRI& 3R UTehfareh Tl o AT ATER T TS =T TTed @, A Jage o geiet Teltel 31deh forg
Teh 3H foehed g | 31f8es Seh it & forw www.devdarshandhoop.com W fafSe % | m

84 iw fEan | A - 2025



T N

ATTere fRrd efudt, S T[urardT & Uate o €9 W U siiel § 9 T ¢,
B ST & Toteld SufRf Wt § 37R ATgehl sl UE<ier § | TR
% ISR #, SOt & 8 AT IS ¢, ForH fae s iR efusdt
wreR foeht & 3ol € | 39 el it 3= Faferel iR SR gAY *
TS 28 o HRUT A SUTE hTUh! AT & | 50 UTH 3 fs &l hid 150

gl U erdie & faeare oe eer sit fafs hiow

ere AT

1311 teal & feiv oild facsr aigq

IEHETATE TR 9 SR, SRERT 3iR R IaTal &1 Ueh T Forar &,
S 3 e effeRior o forg ST St g 1 e
forehe ATt 37 313 IUTEH B ¥ Ueh § | 517S A STTR 3 A1 31X UTgehl <l AT

o Gor T

srgrarETg R ot fafg i, TTord, WerTy, e
TR, BETE, 3T UW 3R fogR & Aotea Sufifa
Tl Ueh TR SWRe sfie @, St wfoeadf St ©
3ot fafRry et et 3R 3= T[urar Aol STl o
oI ST ST @ | S17S TR S3Rd SieTR 28 31R fewis
F STIR SO T Tgal ¢ | STeil hifedt U i
! T & 91, o Fafg o= 3 g1t & § IRy 9™
4-399-1 3R A 4-399-1 NfGTH SRE @i 1 ¢ |
Tk Ucdeh 300 UTH STell Ueh ehl shI Al 150 U3 THITRUT
2 1 391 71U SRl ol UTgehi O i ithfer fieft, Srea @Y
TR H HATTH T[Ure STelt STREH ohl RIS i o
forq siie ot wfrgT ASTed g5 .

% STIET U IATE AT | eIAR e o § | 39k Feii-ay Saamal
st arse wnfie &, S/ qRr=it At <l are v o forg fesmme= fram w21
THH! YHSHT 1960, 70 3T 80 3 Wk T ARG § 7R 398 Gy off ot § S 39
THM ¥ il ot | I 3are 9R aftue & ¢ - et e, =1 sfm, srmn
foReEie ofR SR arfeht, St 90 UTH & sife & folT 75 93 ehl THITRG &

YA E | |

iy gf3an | ar - 2025 85




f&¢ Bicist & &d perre ePralfean

“fereiT ITel fREIAfUl” Yeede & Hd

|Iﬁ'ﬂ'

3oyl Sceoielole] feifdics & Wd[ed NeoTy Giefid Saele d eNfdict

o e e e il

Tga e ® ug@ gfie 9 e
HTET SR (ATAES ok YT STeey
3R e PR ot G HR SARar
fRreett fraremers 3 fig atorst ¥ 3T 126
3 =T g w ufafyd g “fRrem
I R0 YRR & g foran |
I I8 TR 9RA LR o o st oft
g qu A ueH f&an, St 56 wrw §
T A ot 41 SHH Iraan fag
forema Saetee e fafomme™
(SIT=R) T 8 &t <reiid WHRIG 6 HEst

86 i fEar | arf - 2025

szﬁwaﬁfﬁ%g%maﬂ?wﬁ&m
HISE % TS A o G G 3
oft 3o foaR =ae foFU | 39 3TaR W
3= AU feid TURE § WRd &
frsr @ SR 3T F e iR Afgw
foreRTa St HgeaquT JfHeRT IR ehTST STe |

TRA @ 3R e 3gnT & swyoft
ﬂﬁwﬁwﬁmﬁaﬁwﬁﬁm% 3TeeT
e H ARE TgaH Ras §
T & STATT 98 Uk AU GIIhRY
3R TuTe At =fFa €1 Sy eria
quRIE 7€ Reeh ool WA qerieh!
fﬁrwrﬁqa(wé@ﬂs‘)ww%m
o= § afoia foRar T e 98 Uk
I IER o, fSEa arepTeH
3R %w%%r%ﬁmmaazg
HAUUT ] ISR fordT ¢ | 36 GARIG H e
TUTHTY SAford SUTerd &, ForeH gal o d
31eTeT S T WY, Ud Teted 3R fogwr
e oft shoret foreet, SIog & perufet
GieEr Wi 9 afed SR wd Ea
T SufRE A |

oft Td TARAT B3V BR o TS
TSThY o YRS §, Sl i< 9ol &
fore e 3R T Yaneli W e ea
HIAT § | S (65 i, ST, TARY
fég fufraem ok werr aerferg

Hierer § Firarct g & o & anfdfew
TR IR | 5 e oot H Yo @itk
3TEATel off TAT ST 3R AT
ﬁ%ﬁwaaﬁaﬂﬁmmaﬁﬂﬂa{:
ST U 7 3T e 33 © ¥
ISR 3R afe)or wedmor & forg
uferg, a8 % feeelt & fhu-ie or,
SHicTehraT | fAT 3w =R, Fifgarsie
H STerETiIeh Uy shel 31K o7 Aferad
WS B oft githr wffe Faa ® €
IR ST § TR aRE T 3R
HTHIMEAHR 3R HETHTG & 3RAT
faem & oft drreE fear R 1 ag golea
EGA! S feehTS Wl I TS AR |
ey, e Qe 3R qHeies dar &
T 3Tk STTSia Ao & 3 gU 3
a%ﬁ%%ﬁmﬁ@%ﬂwﬁaﬁww
TS| W



& i {g
/)cmdlt LL it '

e Npr
Helldsl GO & sxofa o aon
hﬁﬂﬁﬂﬂ&gﬁﬂuﬁﬁuﬁwg

T
,_Wmmwmmwwmwm%wwm

YROVE UG | WA W | TR [
oo wrnll foe | oo et foe | e amnft foe | ngmfe | gom i e )

€SETD Of:w]0)

SIGAIE TRES1, B0 a6 3T @1 el va aefl IusT sefe
{ cusTOMER CARE NUMBER +919651001942 ©9820931942

LEHIE & Mahmoorganj, Varanasi, U.P.-221009 (India) Follow Us
58 & 50 &) © info@onlinepanditjii.com ) www.onlinepanditjii.com ﬂ @ d




"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

oot o e -
ncense

Devat e Drat Dee i Maintains an even dipping ratio
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 amtech
611, Aalap- B, Limda Chowk, CONTACT tinavarive Machinery I Ll

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

Gujarat, India. www.simpldryers.com




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



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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BIG WHOLE SA| F SCHEME
arw 7200/- & vt N

30 Pt Attack 60 PetiAttack 90 et Attac R 120Pei Attac

Al

32inch LG Smart TV Free 43 inch LG Smart TV Free S0 inch LG Samart TV Free 85 Inch Saresung Smart TV Free

famire)

o DISTRIBUTORS o

®
2L O
@

A B

ATTAGK I(H_II__EHT RIDER (5 et

MOSQUITO COIL STICKS ¢

¥ 100% diic 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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Blossom

ESCLUVAIVE OLALTTY
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DPB PRODUCTS
Unit 1

13, G, M Jupiter Cholkeadi, Makarpura, Viadodirm
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Glignat

Kabira

facebook. com/dpb divyastra
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CALL FOR BUSINESS ENQUIRY :
+91 7228847474

Unit 2
T abe -1 Pankl Enduserial Amea

Pamki Banpor Mizar, Littar Pradesh - 208030

Website : www.divyastra.store



