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®  Crafting the finest Fragrances, Flavours
and Olfactory Experience since 1983

SACHEE

Hair Fragrances

The Essence
Behind Every
Perfect Stra

At Sachee Fragrances, we craft
exquisite base fragrances specially
for hair care products. Our blends
enhance every formula  with
captivating aromas that define luxury
and care. Partner with us to elevate
your brand with scents that leave a
lasting impression

Shampoo | Hair Gel | Hair Cream
Hair Serum | Hair Qil | Conditioner

SACHEE FRAGRANCES & CHEMICALS LTD.

D-1 & D-12, Sector 2, Noida - 201301 T: (0120) 2536111 | 253622,
E: sales@sacheefragrances.com W: www.sacheefragranc
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: www.haridarshan.com

Hari Darshan Sevashram Pvt. Ltd.

For Trade Enquiry: 9891089000 | admin@haridarshan.com
O : HariDarshanIndia | ® : @haridarshanindia
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Ocean’s Deep Printers

FOR FAST & ACCURATE PRINTING
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EXCELLENCE IN EVERY PRINT
PERFECTION IN EVERY PACKAGE

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

C-1, Chinaibaug Estate, Nr. Union Bank, Nr. Torrent Power,
Dudheshwar, Ahmedabad - 380004. (Gujarat) INDIA.
Email : design@oceansdeepprinters.com, info@oceansdeepprinters

Customer Care : + 91 75758 00978

SHRIPAL R. PATEL : +91 93270 08607, +91 92652 68451
VRUND S. PATEL : +91 99797 46422 | SHUBH S. PATEL : +91 82384 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

EMAIL: inft::'n-\Lﬁ_}j:l,nr:ttill'ur;n::rl'.iuf.‘ts.«f:t:ar'r'iI +91 98 24 55 03 61

WWW. JYOTIPRODUCTS.COM
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+91 98 24 55 03 61
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| [3vor EMAIL: info@jyotiproducts.com
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FRAGRANCE
EXPO!

Incense & Fragranr.E
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FEBRUARY2026 -
KOLKATA

#WhereFragranceMeetsTheMarket

For Bookings : +91 7838312431
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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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NISHAN'’s

PREMIUM DRY DHOOP STICK

100 Grams | Rs. 125.00
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Manufactured & Marketed By : E-mail ; info@nishanproducts.com

BHAGAT Nishan Products Pvt. Ltd. Web : www.nishanproducts.com

www.nishanproducts.in
305, 306, 307, 3rd Floor, Madhusudhan Business Park, Customer Care :

Near Man Petrol Pump, Naroda, Ahmedabad - 382 330, Gujarat, INDIA. 4 91 . 79- 2282 3418 / 84019 33418
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Packaging Speaks
for the Brand

ecent reports from market research agencies like
R‘Nielsen and Kantar confirm that nearly 70% of
onsumers in India purchase a product for the

first time solely based on its packaging. In categories
like incense sticks (agarbatti) and home fragrances,
packaging has become the first and most impactful

form of communication, even before the fragrance
itself.

According to a 2024 report, India’s home fragrance
packaging sector is growing at a rate of 9-10% annually,
and this trend is expected to continue until at least 2027.
The reasons behind this growth include rising consumer
aesthetic awareness, influential brand imaging on social
media, and increased export demand.

Today, good packaging is not just about branding or
beauty - it has evolved into a powerful marketing tool, a
medium for building trust, and a weapon to win in a
competitive market. From premium incense sticks to
everyday dhoop, consumers now expect better
packaging and presentation in every segment.

This shift isn’t limited to aesthetics alone. The
demand for sustainable and innovative packaging is
also rising rapidly. For brand manufacturers, this has
become a necessity, as international buyers are now
seeking eco-friendly and recyclable materials.
Additionally, innovations like airtight and moisture-
proof packaging are helping improve product quality
and shelf life.

However, care must be taken to ensure that small
and rural manufacturers don’t get left behind in this
race for change. The industry must work together to
provide themaccesstodesign, materials,and technology
- through solutions like common packaging centers,
bulk printing facilities, and design workshops.

We believe that when fragrance is sealed in a bottle
or packet, it becomes more than just a scent - it becomes
an identity. And this identity determines whether a
consumer will try the product or ignore it. Today,
packaging speaks - the question is, is your packet saying
what your brand truly wants to communicate?

M. A. Farooqui
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For More Details

Mohd. Shakir (€) +91-9454207853, +91-9839163146, +91-8858587100

BAZARIYA, SHEKHANA , KANNAUJ, E-mail : shakirali05749@gmail.com



@ f X

balajiincense

Balay

Since 1957

Q«_"

hﬁ'ﬂ'l‘f{[{ i

P

P oo o
i e o £
Wkl L KX i

| HOLIDAY
[.]
o iy

‘n. .

| 2
- e
T F_SEn o

‘ '; Balayi® |
“f‘ \HOLIDAY 2 4
\._,_,__ P

Balaji Agarbattl Company

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

Customer Care: +91 85888 08914 Email: sales@balagjiincense.com Visit us: www.balagjiincense.com
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A LEGACY OF FRAGRANCE & TRUST:
JYOTI PRODUCTS

BUILDING A BRAND, STICK BY STICK
THE KARNATAKA FRAGRANCE JOURNEY

SCENTING SUCCESS ACROSS INDIA
SHREE JALARAM FRAGRANCE’S MULTI-PRODUCT
EXPANSION

ORKAY FRAGRANCE SNAKE BRAND REDEFINING
LUXURY IN THE INCENSE INDUSTRY

TAWAF SPECIALIZES IN LOBAN BASED
AGARBATTI PRODUCTS

BRAND NEWS

BIG SAFARI CARES FROM DISTRIBUTOR TO
CONSUMER: SUSHIL UTTAMCHAND LAHOTI, LAHOTI
AGENCIES, JALNA

DOOR-TO-DOOR SUPPLY OF INCENSE PRODUCTS
ALSO DONE BY WOMEN IN SANGLI:
PARTH GANESH TAKATE

SANGLI IS THE TREND SETTER FOR WESTERN
MAHARASHTRA: PARVEZ

MARKET REPORT: SANGLI
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START YOUR OWN
DHOOP BRAND

Committed to Building B_l;ggg\s Since 2005
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® COMPREHENSIVE
YEARS oF OPERATIONS
/ EXPERIENCE |

IN CONTRACT/THIRD PARTY * SUPPURSSRIVERSE
MANUFACTURING PRODUCT RANGE
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BIGGEST WET DHOOP MANUFACTURER IN NORTH INDIA

Explore Our Dhoop Range

Pure Kassa Dhoop

® 1919315690511 @ info@prayergroup.in
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A LEGACY OF FRAGRANCE & TRUST

Jyoti Products has established itself as a trusted
name in the incense industry, known for its
premium quality agarbatti that captivates the
senses. Hardik Brahmbhatt, the head of Jyoti
Products, recently spoke with Sugandh India about
the company’s journey, its commitment to quality,
and its plans for the future. Founded decades ago,
Jyoti Products has grown from a local manufacturer
into a leading player in the agarbatti sector. Hardik
shared that the company offers a wide range of
incense sticks, catering to diverse customer
preferences. Their products range from affordable
options priced as low as ¥15 MRP to premium
varieties priced up to ¥150 MRP.

418 SUGANDH INDIA JUNE-2025

Hardik emphasized that Jyoti Products
places utmost importance on quality and
customer satisfaction. “Our customers’

trust motivates us to constantly innovate
and expand our product portfolio,” he
explained. The company is focused on
maintaining high standards while offering
competitive pricing, ensuring value for
both small retailers and large buyers. Jyoti
Products is also preparing to launch
several new and exciting products in the
coming months to meet evolving market
demands.



Beyond manufacturing, Jyoti Products plays a
pivotal role as a major importer and supplier of
raw materials essential for agarbatti production.
Hardik noted that the company supplies raw
materials to many prominent brands across India,
strengthening its position asa dependable partner
in the industry.

Jyoti  Products operates from a modern
manufacturing facility that spans over 20,000

square feet. Equipped with cutting-edge
infrastructure, the facility houses multiple
automated production lines. Hardik
highlighted the company’s capabilities,
which include precision manufacturing of
raw agarbatti sticks, in-house production
of dry dhoop sticks, and advanced drying
systems that ensure optimal fragrance and
texture. The company also uses
sophisticated packing machines to
guarantee efficient and damage-free
packaging.

Under Hardik’s leadership, Jyoti Products
has built a robust distribution network
with super stockists, dealers, and
distributors across various states. He
extended an invitation to enthusiastic
partners who wish to join this growing
network. “We offer premium products,
competitive pricing, dedicated support,
and marketing assistance to our partners,’
Hardik shared. He encouraged those
looking to build a successful business in
the incense industry to connect with Jyoti
Products.

As the incense market evolves, Jyoti
Products continues to uphold its legacy of
fragrance and trust while embracing
innovation. With Hardik Brahmbhatt at
the helm, the company is well poised for
sustained growth and deeper market
penetration. ®

SUGANDH INDIA JUNE-2025 19



symrise % A
BIOLANDES

LANYESS  (t2) SYNAROME
x
Energizing Chemistry

|||||||||||||||||||||||||



FOREST
KEWDA

Incense Sticks

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




BUILDING A BRAND,
STICK BY STICK

The Karnataka Fragrance Journey

Bengaluru-based Karnataka Fragrance is gaining traction in Indian and international markets as
demand for agarbatti continues to rise. The company has played a key role in boosting exports,
contributing to the nation’s expanding footprint in the global fragrance industry. Company head
Mr Ibrahim Khalander revealed in an exclusive interview with Sugandh India that he inherited the
business from his father, who had been engaged in the agarbatti and raw materials trade since
1970. His father specialised in supplying Halmadi, a widely used forest product, across India. After
completing his studies in perfumery, Khalander launched his
agarbatti venture in Bengaluru, officially establishing
Karnataka Fragrance in 2010. Following their marriage,
Shehnaz Begum, his wife, took charge of fragrance and
product quality. Currently studying perfumery, she is
actively involved in perfumery research and the
development of new products. Looking ahead—

Karnataka Fragrance plans to expand into perfumes,
candles, cosmetics, and attar. Shehnaz Begum is
spearheading efforts to ensure the company maintains
high-quality standards as it diversifies its product range.

BLUE MUSK IS OUR BEST SELLER BRAND: IBRAHIM KHALANDER

22 SUGANDH INDIA JUNE-2025



he company has strengthened its
position in domestic and international
markets with a diverse range of over 50
products. The company caters to local
consumers while maintaining a
separate portfolio of export-quality
products, according to Khalander. The
company manufactures products
across medium to high-end segments, with prices
ranging from 3,000 to 6,000 per kg. It also offers
loose products, priced between 3250 and 1,000 per kg,
ensuring abroad marketreach. Domestically, Karnataka
Fragrance sees its highest demand in West Bengal, the
North East, and Maharashtra while also holding a
strong presence in Tamil Nadu, Andhra Pradesh, and
Kerala. The brand is further expanding in Gujarat and
Rajasthan. On the global front, Karnataka Fragrance
has built a robust export network across the United
States, Latin America, Africa, and the Middle East.
Additionally, it supplies products to Chile, Panama,
and Argentina and engages in job work for exports,
includingshipmentsto Malaysiaand otherinternational
markets. With its expanding footprint, the company
continues to scale operations, catering to evolving
market demands worldwide.

The company is tailoring its product range to meet
diverse consumer preferences across international
markets. Ibrahim Kalandar highlighted that fragrance
trends vary significantly by region, though demand for
high-quality products remains universal. A high
demand for 20-stick packs is seen in the overseas
business, especially for flora sticks. However,
international consumers purchase a variety of
fragrances. The company has observed a higher
demand for affordable bulk products in African

countries, whereas Arab markets favour only premium-
quality offerings. In the Middle East and other regions,
the Indian diaspora remains the primary consumer base
for these products. Karnataka Fragrance also supplies job
work to the Philippines, Malaysia, and Indonesia, where
agarbatti is widely used as a gift item. Premium gift packs
are in high demand, particularly in the Middle East, Saudi
Arabia and Gulf countries. Khalander further noted a
shift in Arab consumers towards oudh, bakhoor, and
similar fragrance products over traditional offerings. By
adapting to regional market trends, Karnataka Fragrance
continues to bolster its global presence and expand its
product reach.

The company is witnessing a growing preference for
high-quality and naturally scented products in domestic
and international markets. Khalander, stated that
consumers are increasingly looking for superior quality,
natural fragrances, and appealing product packaging in
products. The demand for traditional fragrances,
including sandalwood, rose, jasmine, and fruit-based
notes, isincreasing steadily. However, maintaining quality
while managing production costs remains a critical
challenge for manufacturers. Khalander also noted that
the market for high-quality and premium products,
currently comprising 10-15% of total sales, is expanding.
His observations during market visits indicate that 80% of
consumers prioritise quality when purchasing fragrance
products. Despite this trend, the largest market share
(60-70%) is dominated by medium-quality products,
while economy-range offerings account for only about
20%. Recognising these market dynamics— the company
continues to make a diverse range of products to cater to
all price segments. The company is aligning with ever-
evolving consumer preferences, which contributes to
cementing its position in both domestic and global
markets.

SUGANDH INDIA JUNE-2025 23



Khalander also
noted that the
market for high-
quality and
premium
products,
currently
comprising 10-15%
of total sales, is
expanding. His
observations
during market
visits indicate that
80% of consumers
prioritise quality

when purchasing fragrance products. Despite this trend, the largest market share
(60-70%) is dominated by medium-quality products, while economy-range
offerings account for only about 20%. Recognising these market dynamics— the
company continues to make a diverse range of products to cater to all price
segments. The company is alighing with ever-evolving consumer preferences,
which contributes to cementing its position in both domestic and global markets.
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They continue to expand their operations, with a
new production facility underway on a one-acre site.
Ibrahim Khalander shared insights into their growth
and challenges. Mr Khalander, who has been involved in
his family business of supplying raw materials since
2004, credited his industry connections and professional
support for the company’s progress. He acknowledged
the contributions of key industry figures, including his
mentor and brother-in-law Mr Ahmad of Forest
Fragrance, Siraj Bhai of Misbah, Rizwan Bhai of Oriental
Agarbatti, and Mumtaz Bhai of Best Agarbatti. Initially,
the company operated from a small factory, focusing on
loose agarbatti production. Over time, Khalander shifted
his focus towards brand-building, launching Mysore
Chandanam, a market favourite for nearly five to six
years. Following its success, the company introduced
Blue Musk, which remains its best-selling product today.

Khalander, who has been involved in his
family business of supplying raw
materials since 2004, credited his
industry connections and professional
support for the company’s progress. He
acknowledged the contributions of key
industry figures, including his mentor
and brother-in-law Mr Ahmad of Forest
Fragrances, Siraj Bhai of Misbah, Rizwan
Bhai of Oriental Agarbatti, and Mumtaz
Bhai of Best Agarbatti.

Karnataka Fragrance now manufactures over 50 product
ranges, catering to medium to high-end market
segments. The company tailors its export products to
meet the fragrance preferences of different international
markets, ensuring a balanced focus on domestic and
global consumers. With its continued expansion and
commitment to quality, Karnataka Fragrance is
solidifying its position as a key player in the fragrance
industry worldwide.

Karnataka Fragrance is diversifying its product
offerings to align with evolving market demands.
Ibrahim Kalandar revealed that the company primarily
focuses on brown and white-scented products; as they
have the highest market demand. Khalander noted that
when flora products saw a decline in demand, the
company pivoted towards scented variants, introducing
white-scented products as part of its strategy. Today,
Karnataka Fragrance is proactive in scented and masala
variants to cater to diverse consumer preferences.
Beyond its core offerings, the company has expanded
into dry variants and sambrani cups, with its Shuddh
Cup brand gaining significant popularity. Looking
ahead— Karnataka Fragrance is preparing to launch wet
variants, having previously concentrated on dry
products. Khalander highlighted that quality control
remains a key challenge in wet product manufacturing,
given the high level of competition in this segment.
Despite this, the company is committed to delivering
premium wet variants to strengthen its market position.
He further noted that demand for dry variants surpasses
that of traditional products in North Indian states.
However, on a national and international scale,
traditional products dominate consumer preferences.
By expanding its portfolio and maintaining a strong
focus on quality— Karnataka Fragrance aims to reinforce
its leadership in the fragrance and wellness industry. B
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The Pure and Auspicious Incense Products of

Pa rivaa I’ Elevates the Atmosphere,
Uplifting and Purifying the Surroundings
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Manufactured by :

INCENSE PARIVAAR PVT. LTD.

Beside Radhe Krishna Industrial Park, Zak-Jalundra Road, Mota Jalundra, Dist. Gandhinagar-382305
Ph.: 9898000948 | parivaaragarbatti@gmail.com | www.parivaargroup.com
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A Star Export House Recognised by Government of India

NOREX FLAVOURS PRIVATE LIMITED

GCajroula Chandpur Road, MANDI DHANAURA - 244231 Distt Amroha, LLP, INDIA

Tel: +91-5924-273095 / 273241 Fax: +91-5924-273328/275318 Member of
email : sales@norexin visil us at ; www.norex.in
Contact Sales @ «91-7060297400
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SCENTING SUCCESS ACROSS INDIA

Shree Jalaram Fragrance's Multi-Product Expansion
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Pushing Innovation in the fragrance industry with Herbal Incense,
Camphor Pods, Watercooler Perfume and many more: Vivek Tharkal

Shree Jalaram Fragrance Private Limited, based in Nagpur, is a family-owned
business specialising in incense products. The company was established in 1959.
Vivek Thakral, who joined the company in 1991, now leads Shree Jalaram
Fragrance. In an exclusive interview with Sugandh India, Vivek Tharkal shared
how Over the years, the company has diversified its product line, manufacturing
agarbattis (incense sticks), traditional wet dhoop, camphor, and other
puja-related products. The company boasts a catalogue of over 1,000 incense
products, including popular brands such as 4-in-1 Classic Fragrances Forever,
Shreejai Mogra, Abhinandan, and the relatively newer but best-selling Kedarnath
Loban. The latter has quickly gained traction, while the older brands have
maintained a strong market presence for 15 to 20 years.

ost agarbatti packets are

priced affordably at 10

each. Recently, the company

introduced zipper-pack
agarbattis, priced at 25, 350, and 100
per zipper, catering to evolving consumer
preferences. Maharashtra, Gujarat,
Rajasthan, Uttar Pradesh, Telangana,
and Karnataka are their primary markets.
Bihar hasemerged as the mostresponsive
market, according to Vivek Thakral. The
company also maintains a small but
growing export market. With its
commitment to quality and innovation,
Shree Jalaram Fragrance continues to
strengthen its presence in both domestic
and international markets.
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Vivek shared an optimistic outlook on
the agarbatti industry, noting its promising
future driven by constant innovation.
According to him, a segment of the
industry is evolving to incorporate
applications aligned with medical science.
Thakral highlighted the emergence of
incense products curated to offer
therapeutic benefits, such as relieving
headaches, promoting relaxation, and
enhancing mood. “Our company already
produces some of these innovative incense
products,” he stated, adding that with
further research and development, such
products have the potential to function as
natural healers. This intersection of
traditional incense manufacturing with

health and  wellness applications
underscores the industry’s shift towards
catering to modern consumer needs,
ensuring continued growth and relevance.
Vivek Thakral, an engineer with a
management degree, revealed that joining
the agarbatti industry was not his original
plan. Recalling a pivotal conversation with
his father in 1992, he shared, “It was my
father’s words that convinced me to enter
this business.” At the time, he started with
just two workmen. Today, the company has
grown significantly, employing 350
workers—a transformation he attributes to
the grace of God.

Having spent over three decades in the
industry, Thakral expressed his deep sense
of fulfilment. “I cherish every moment of
this journey,” he said, highlighting the joy
it has brought him. In 2000, this sense of
gratitude inspired him to organise an
informal  three-day  gathering for
distributors and their families. This strictly
non-business trip included children and
aimed to foster camaraderie and build a
larger sense of family among stakeholders.
This unique initiative proved to be both a
morale booster and beneficial for business
relationships.

In 2006, Thakral took another
innovative step by launching a franchise
system called Sugandh Shoppe. These
retail outlets, operating under the tagline
“Something for very near to God,” offer a
wide range of puja and fragrance-related
products. Currently, 55 to 60 stores operate
under this brand in Nagpur and other cities
in Maharashtra and Karnataka. Thakral
clarified that Sugandh Shoppe serves as the
marketing and retail arm for Jalaram
Fragrance’s products, with the franchise
managed by his younger brother, who is
now spearheading its expansion. This
strategic venture continues to strengthen
its foothold in the incense and puja
products market.

Vivek shared insights with Sugandh
India about the company’s ongoing focus
on developing incense products with
medicinal benefits. One such product
under development aims to provide relief
from cough and cold when inhaled. In line
with their commitment to natural and
sustainable products, the company is also
working on Loban-based herbal incense
sticks. These sticks will be free from
chemicals and synthetic materials, relying
entirely on natural components. Thakral
highlighted the use of resinoids, aromatic
substances extracted from resinous
materials such as gums, balsams, or
oleoresins from plants. Commonly used
resinoids include Benzoin, Frankincense,



Myrrh, Labdanum, and Storax. These
concentrated extracts retain the fragrant
essence of the original plant material,
making them ideal for crafting herbal
agarbattis.

The company is further innovating
with flora-infused herbal incense sticks
and pure herbal agarbattis made exclusively
from natural herbs and essential oils.
Unlike traditional incense products, these
variants do not use synthetic perfumes or
chemicals. “The pure herbal agarbattis we
are developing create a soothing and long-
lasting effect for our customers,” Thakral
stated. These advancements reflect Jalaram
Fragrance’s commitment to blending
tradition with modern wellness trends,
paving the way for natural, eco-friendly
incense products in the market. Vivek
explained the concept of pre-perfume, a
critical step in incense production. Pre-
perfume serves as a base layer applied to
raw incense sticks, enhancing fragrance
adhesion, longevity, and burning quality. It
balances scent profiles, reduces the reliance
on top-layer perfumes, and creates a
harmonious aroma. Vivek highlighted that
his company also manufactures raw-batti
(raw incense sticks), which are typically
sourced by most manufacturers from
external suppliers. These raw sticks
undergo further processing to achieve the
desired fragrance tone, texture, and body.
However, Jalaram Fragrance’s proprietary
method for converting raw-batti to scented
agarbattis is highly efficient, requiring 80%
less perfume than traditional processes.
This innovation not only results in a
soothing scent but also ensures that the
final product is environmentally friendly.

Looking to diversify... the company is
planning to venture into the room
freshener and perfumed candle markets.
Expressing his pride, Vivek shared that this
initiative is being spearheaded by his
daughter, who joined the business 18
months ago. “She came up with the idea
and has been working hard to develop
unique perfumed candles,” he said. With
her expertise in creating a variety of
perfumes, the project has become her
dedicated focus. These developments
underscore Jalaram Fragrance’s
commitment to sustainability, innovation,
and exploring new market opportunities,
strengthening its position as a leader in the
incense and fragrance industry. Shree
Jalaram Fragrance Private Limited has
expanded its portfolio to include room
fresheners, with a unique focus on water
cooler perfumes. These concentrated
perfumes require only a few drops in a
water cooler to fill large spaces with
fragrance, making them both efficient and
effective. When asked if this was a new
trend, Vivek clarified, “No! But we brought
it back.” He explained that water cooler
perfumes, particularly those scented with
Khas and Kevra, were highly popular in the
1990s. However, their demand waned after
the rise of traditional room fresheners and

electronic air fresheners post-2006.
Despite this shift, Thakral noted that a
significant portion of the population still
relies on water coolers, especially in regions
with extreme heat. Highlighting the local
market, he said, “Our primary market was
the Vidarbha region, including Nagpur,
where summers are notoriously harsh.”

Thakral attributed the renewed
relevance of water cooler perfumes to
global warming, rapid industrialisation,
and urbanisation, which have intensified
heat across the country. In response to
these changing dynamics, the company

plans to relaunch water cooler perfumes
with a Pan-India rollout next year. This

initiative reflects Jalaram Fragrance’s
strategy to revitalise a nostalgic product
while addressing contemporary needs,
tapping into both urban and rural markets
affected by rising temperatures. Vivek
highlighted the surging popularity of
camphor pods, which he described as the
next big trend in the fragrance market. The
company  produces  perfume-based
camphor pods under the Aqua brand,
which has already gained strong traction.
“These portable aromatic pods can be used
in bathrooms, almirahs, cars, and more,”
Thakral explained. A unique feature of

camphor pods is their enhanced freshness
with rising temperatures, making them
especially effective in warmer climates.
Building on the success of Aqua, the
company plans tolaunch a Rose-fragranced
camphor pod soon. Currently, three
variants are available in the market, with
plans to introduce 25 new options shortly.

Thakral also  underscored the
increasing demand for bamboo-less
incense sticks, another innovative product
from the company. These sticks, available
in sizes ranging from 3 to 8 inches, cater to
varied customer preferences. Among them,

6-inch bamboo-less sticks are the most
popular, with sizes 6 and 8 priced at %50
and above, while smaller sizes like 3 and 4
inches retail at 210. “The future of bamboo-
less incense sticks is very bright,” Thakral
remarked, noting the versatility and
sustainability of this product line. With
eight to ten variants already on offer, the
company is well-positioned to capitalise on
this growing trend. These developments
reflect Jalaram Fragrance’s focus on
innovation and adaptability, catering to
evolving customer preferences while
expanding its footprint in the fragrance
industry. B
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ORKAY
FRAGRANCE
SNAKE BRAND
REDEFINING LUXURY
IN THE INCENSE
INDUSTRY

ATHI BY ORKAY

CONNECTING LUXURY TO DEVOTION: THE ¥ 1LAKH AGARE

Bengaluru-based Orkay Fragrance - Snake Brand— a pioneer in premium and luxury Signature
High Premium incense manufacturing, continues to shape the market with its legacy spanning
four generations. Orkay Fragrance has been a torchbearer in enhancing atmospheres with purity,
positive energy, and devotional rituals. Legacy since 1956— Orkay has built a 75-year-old reputation
for producing high-quality fragrances, with several brands gaining widespread recognition. Now,
Orkay is preparing to relaunch multiple brands, reinforcing its market leadership. One of its flagship
products, Centenary Chandan, has gained traction in domestic and international markets. Priced
between ¥550.00 for a 10-sticks pack and ¥1,00,000.00 for a single stick, this incense line offers seven
distinct variants and was introduced to the market last year in Mumbai. P J Ravi Kumar highlighted
the company’s focus on Signature high-quality premium products. He emphasised that Centenary
Chandan is designed to meet customer demand, offering superior quality and extended burning time
based on the investment made. This ultra-premium variant is available at ¥ 1,100.00, ¥ 6,250.00, ¥
12,500.00, ¥ 25,000.00, ¥ 50,000.00 and ¥ 1,00,000.00, positioning itself as a high-end luxury offering
in the incense industry.

mesmerising aroma, and foster positive energy. The
incense is particularly favoured during grand cele-
brations like marriages, donations to the temple and
religious ceremonies. Many devotees burn Centenary
Chandan in temples as part of their vows, similar to
traditional offerings. At Tirupati Balaji, devotees of-
ten burn agarbattis of high value as an act similar to
monetary donations or prasadam offerings. Illustrat-

Luxury That Lasts: Centenary Chandan and the
Power of Premium Scent

Centenary Chandan continues to gain traction
among consumers seeking premium aromatic
experiences. In conversation with Sugandh India, P
J Ravi Kumar, the owner of Orkay Fragrance, high-
lighted his product’s ability to purify the air, create a
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ing its exclusivity, Ravi recalled an instance

in Aurangabad, where a company lit their %
25,000.00 Silver Chandan agarbatti during
inauguration of their showroom. Attendees
reported that its fragrance spread up to a
kilometre away, underscoring the product’s
potency and market appeal. Among Orkay’s
incense offerings, the ¥ 550.00 a pack (10
sticks) remains the best-selling product. Mar-
ket reports indicate that a single agarbatti
can retain its fragrance in a home or office for
up to a week. Expanding its premium range,
Orkay offers Roll-On fragrances in eight
variants, including Chandan. These fragranc-
es are designed for long-lasting application,
with scents remaining intact on clothing for
up to three washes.

Innovation with Tradition: Relaunching
Aparna and Expanding the Product Line

Informing Sugandh India, P J Ravi Kumar
said Orkay Fragrance is set to expand its
agarbatti range from the current eighteen
variants to fifty, covering all categories

and quality levels. Among the company’s
best-selling products, Chandan remains the
most popular. P j Ravi kumar highlighted
that in 1985, Orkay’s sister concern, Balaji,
launched Aparna— a product that played a

= Fhenfocl

key role in establishing the company’s brand
identity. Now, Orkay is preparing to relaunch
Aparna, positioning it as a unique blend of
five fragrances. Initially launched as a fancy
perfume, Aparna entered the market when
woody, floral, and oriental fragrances were
trending. The new variant will be available in
four versions and is expected to launch soon.
The rebranded Aparna as Abarna incense

"‘\\/"
=

SUGANDH INDIA JUNE-2025 33



will feature white sticks dipped in perfume,
catering to premium customers. The product
will retail at  90.00 for a 100g box. Beyond
agarbattis, Orkay has expanded its incense
portfolio, introducing a wet dhoop that is oil
and carbon-free, designed to produce min-
imal smoke. Ravi noted that while incense
remains a daily ritual for many consumers,
the market is full of products that contain oil
and carbon, which can have harmful effects.
In response, Orkay developed an oil-free,
carbon-free incense priced between % 65.00
to X 550.00. The company also offers an
extensive dry incense range, including dry
sticks, dry scented sticks, dry masala sticks,
and high-premium masala sticks. In the sam-
brani category, Orkay introduced a premium
masala cup available in two price segments: X
275.00 for a pack of 12 cups and % 550.00

for a premium-quality 12-cup pack. These
products have gained significant traction in
the market, reinforcing Orkay’s position as a
leader in premium incense manufacturing.

Mystic Mantra: Orkay’s Natural, Carbon-
Free Incense for Global Markets

Orkay Fragrance has launched its natu-
ral-based smudge incense under the “Mystic
Mantra” brand, targeting the export market
with 18 variants, remarked Ravi. The com-
pany is planning to introduce multiple new
variants in its masala series. Orkay’s natural
smudge agarbattis are crafted entirely from
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natural ingredients, including a perfume
blend of palo santo, lemongrass, and laven-
der, which is coated onto the sticks. These
agarbattis also feature a sparkling colour,
adding a distinctive aesthetic appeal. While
these products have primarily been exported,
Orkay is now preparing to launch them in the
domestic market. Discussing product quality,
P ] Ravi Kumar highlighted that high-qual-
ity premium agarbattis contain natural oil
fragrances with high molecule products,
which dipped agarbattis cannot replicate. He
described the process of transforming raw
materials and fragrance top notes into burn-
able form as a complex art, one that Orkay
has mastered through decades of expertise
and heritage. The smudge incense range

is crafted using natural essential oils and
ingredients, without charcoal, making them
carbon-free and low-smoke. This formula-
tion ensures that even asthma patients can
safely use them. Market reports indicate a
shift in consumer behaviour, with individuals
who previously avoided incense due to asth-
ma-related concerns now choosing Orkay’s
low-smoke, carbon-free agarbattis.

Incense Worth ¥ 1 Lakh: Orkay’s Bold
Move in the Global Luxury Market

Orkay Fragrance has redefined the incense
industry by introducing luxury segment agar-
battis priced up to X 1lakh— A concept no
company in India or globally has explored. P
J Ravi Kumar explained the rationale behind
this innovation. Ravi highlighted that the lux-
ury segment exists across all consumer prod-
ucts, including clothing, footwear, watches,
and mobile phones, where products range
from thousands to crores. He argued that
agarbattis should also offer premium prices
and quality options, catering to customers
who seek the finest products. This demand
inspired Orkay to develop agarbattis using
cent per cent natural raw materials, appeal-
ing to a growing consumer base that values
authenticity and exclusivity. According to
Ravi, no other company worldwide currently
produces incense of such exceptional quality.
Orkay has expanded its premium portfolio
with high-grade bakhoor, available in 50g
packs priced at % 2,750.00 and % 5,000.00.
These products have gained significant trac-
tion in both domestic and international mar-




kets. Ravi Kumar stressed the importance of
educating consumers on premium products,
noting that customers who truly understand
their value have shown strong demand. With
this ultra-premium incense line, Orkay con-
tinues to set new benchmarks in the luxury
fragrance segment.

Beyond Incense: Premium Turmeric,
Kumkum, Soaps, and Bath Crystals

Orkay Fragrance is set to expand its premium
product portfolio, introducing high-end vari-
ants of Turmeric, Kumkum, Bhasm, Chan-
danam powder and Ashtagandha. Mr P ] Ravi
Kumar said these products are expected to
launch soon, further solidifying the brand’s
presence in the premium fragrance and
personal care segment. Additionally, Orkay
has launch a premium soap series, priced
between % 100.00 and % 550.00 for a 100g
pack. The company is also reintroducing bath
crystals, a product that had previously per-
formed well in the market, marking another
step in its expansion strategy. Highlighting
his brand’s market presence, Kumar stated
that Orkay is a pan-India brand with a strong
foothold in Maharashtra and Delhi. The
company also supplies its products to sever-
al other states, leveraging regional incense
market trends to tailor its offerings. He out-
lined the regional demand variations, stating
that Maharashtra sees 75% of incense sales in
the premium segment. South India has 70%
of sales in the medium-price range. North
India maintains a balanced demand for both

economy and premium products. Given these
dynamics, Maharashtra and Delhi remain key
markets for Orkay’s premium incense and
fragrance products.

From India to the World: Orkay’s Snake
Brand International Expansion and
Domestic Reach

Orkay Fragrance is expanding its internation-
al footprint, with exports already reaching
the UAE, Malaysia, Singapore, Australia, and
Indonesia, said Ravi. The company is now de-
veloping new products tailored for European
markets, which are expected to launch next
year. Ravi explained that exported products
typically come from a limited range, as fra-
grance preferences vary across regions. While
Rose, mogra, and Chandan dominate the
Indian market, international consumers have
different demands, requiring region-specific
product adaptations. Most of Orkay’s export
offerings fall within the % 100.00 to X 550.00
price range, ensuring accessibility while
maintaining premium quality. Discussing
Orkay’s commitment to craftsmanship, Ravi
emphasised that producing high-quality
premium incense is an art form refined over
generations within his family. He proudly
shared that his two daughters and his wife
are now joining the industry, ensuring that
this legacy continues. Looking ahead, Orkay
remains focused on developing even more
high-end premium products, pushing the
boundaries of quality and excellence in the
global incense market. ®
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TAWAF SPECIALIZES IN LOBAN
BASED AGARBATTI PRODUCTS

Tawaf Products Are Popular in India and Abroad: Zubair Hussain

Nagpur-based Tawaf Agarbatti and Perfumers Company specializes in
manufacturing loban-based agarbatti (incense sticks) and dhoop products.
Their loban-based products are popular not only in Maharashtra but also in

West Bengal, Tamil Nadu, Ahmedabad, Karnataka, Chennai, Jharkhand,

Madhya Pradesh, Chhattisgarh, and other states. In addition, the company

also exports to international markets including Dubai, Singapore,
Indonesia, and Malaysia. Apart from their own branded products, the
company also undertakes loose production of incense and dhoop items,
which are supplied both within India and abroad.
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awaf Agarbatti and Perfumers

was founded in 2016, but its head,

Mr. Zubair Hussain, shared in a

conversation with Sugandh India

that incense manufacturing has

been a family business. His father
was also involved in the same trade. In response to
a question, he mentioned that it is their traditional
business, and in earlier times, incense sticks were
handmade.

Answering another question from Sugandh
India, Zubair said, “After completing my studies,
I established the firm and started branding our
products, obtained a GST number, and completed
the registration process.” Before starting the business
formally, he learned the intricacies of production,
marketing, and trade. Being a family business, he
already had knowledge of
raw materials and quality,

per kilogram, while scented agarbattis are 3200, and
masala agarbattis range from X600 and above. Zubair
mentioned that masala agarbattis are made only on
order.

Highlighting the uniqueness of their loban
products, Zubair shared that “80% of the raw
materials used are natural, and only 20% are synthetic
or perfume-based compounds.” Their sambrani cup
range is priced at %130, X140, and 150. Loban in
cups is priced at ¥170/kg and the black cups at 150.
Tawaf’s zipper packs come in five variants, with a
“3 in 1” offering loban fragrance. Their economy
pack has eight fragrances, including loban, guggal,
kasturi, camphor, and saffron. The 310 MRP pack
includes a mix of fragrances, while the 325 MRP
pack offers eight different scents. In Maharashtra,
their roll muttha product is especially popular and is
supplied in 250g and 500g packs.

Explaining why their loban

which helped him shape the
business according to market
demands.

Zubair  further said
that all current products

Highlighting the uniqueness of
their loban products, Zubair
shared that “80% of the raw

materials used are natural,

and only 20% are synthetic or
perfume - based compounds.”

products have strong export
demand in Indonesia, Dubai,
Singapore, and Malaysia, Zubair
said, “Whether in India or
abroad, everyone wants high-

from Tawaf Agarbatti and
Perfumers are of top-notch
quality. “We primarily work
on premium product ranges,
and our loban incense under
the Tawaf brand is the best
and of highest quality. Tawaf Loban comes in five
fragrance variants — Kesari, Sambrani, Sweet,
Woody, etc., all belonging to the premium segment,”
he added.

When asked about customer feedback, Zubair
said, “The key feature of our products is that
whoever uses them once, surely comes back to buy
them again.” Revealing the secret to their success, he
stated that their products are premium in quality but
priced significantly lower than competing brands.
This pricing strategy makes them popular among
distributors, retailers, and customers alike. He
added that while they sell branded products, they
also supply in bulk to the loose market.

Apart from loban agarbatti, the company also
produces dhoop sticks in eight different fragrances.
They have two ranges in sambrani cups and also
manufacture dipped incense sticks. Their loban-
based agarbatti products are priced between 150 to
%160 per kilogram, dhoop sticks are priced at X140

Before starting the business formally,
he learned the intricacies of
production, marketing, and trade.

quality products. People prefer
natural and superior products
everywhere.”

He further said, “We offer
products with the same quality as
high-priced items in the market,
but at much more affordable rates, which is why they
are in demand everywhere.” Being a family business,
his younger brother, Junaid Hussain, is also involved.
Zubair looks after marketing, while Junaid handles
production and material quality.

Due to the use of natural raw materials, their
daily production is limited to around 600-700 kg.
Production is done both manually and with machines.
On challenges in the incense industry, Zubair said,
“There are many. The biggest challenge is pricing —
when you enter the market with your product at a
certain rate, distributors often say another company
is offering a lower price. This makes the pricing
competition intense. The only way to sustain is by
relying on quality.”

He concluded, “There will always be both
expensive and cheap products in the market, but at
the end of the day, customers choose quality. This is
why the market for Tawaf Agarbatti and Perfumers is
continuously growing.”®
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BRAND NEWS Rising demand for Radio
Bin Suleman Bakhoor

Kannauj-based Radio Brand has become a household name
for incense lovers seeking premium fragrances at competitive
prices. With a strong market presence in Uttar Pradesh and
neighboring states, the brand offers an impressive range of
incense sticks and dhoop products. What truly sets Radio apart
is its luxury bakhoor line under the name “Bin Suleman.” From
flake to ball to coin shapes, these bakhoors deliver a rich
aromatic experience in fragrances like Bakhoor Oudh Al
Zaffran, Bakhoor Mukhallat in flakes, Bakhoor Arabian Oudh
and Bakhoor Al Amber in ball shape and Dakhoon Parwana
bakhoor, Dakhoon Ruh Al Gulab Bakhoor and Dakhoon Zaara
Bakhoor in Coin shape. With
prices ranging from 3999
to %1299, these premium

offerings are winning
hearts not just in India,
but also internationally.
Radio Bakhoor is
becoming a must-have
for bakhoor
connoisseurs seeking
indulgence in every
whiff. B

V.JAl Kesar Chandan:
Winning Premium Shelf Space

Mumbai-based V.Jai
Agarbatti  continues  to
dominate the incense space
with a spectacular range of
nearly 200 unique fragrances.

CHANDAN
W B e

; "-I Exclusive Fragrance for Divine Prayers

@ Khushbu ja dil he ches jage S
From evergreen favorites like
Heena, Natsamrat, 8 Wonders
and Top Mogra to devotional
hits like Hare Krishna and

Samarthan, the brand has
something for every mood

and moment.

But the true crown jewel is
the V.Jai Kesar Chandan Premium Masala Agarbatti — a luxurious blend that has carved its niche among fragrance
purists. Priced at 400 for a 250g pack, it is especially favored at high-end incense outlets.

With a strong distribution network across Maharashtra including key regions like Mumbai, Nashik, Pune,
Aurangabad, Ahmednagar, and Marathwada and exports to Dubai, Kenya, Uganda, Tanzania, and Mauritius, V.Jai is
spreading the essence of Indian tradition across the globe—one divine stick at a time. B
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VAASTU MAGIC - AROMA MEETS INNOVATION

Vaastu Enterprise from Palghar
is redefining home fragrance with
its bestselling Vaastu Magic
Sarthak Aroma Burner. This
electric burner is designed for
effortless use with camphor,
essential oils, and bakhoor—no
charcoal, no smoke, just pure
fragrance. Functioning as both
aroma diffusers and ambient night
lights, this burner has become a
trusted and stylish choice for
modern homes. Vaastu Magic is
setting new standards in both
convenience and quality in the

aroma accessory space. B
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ORKAY FRAGRANCE
Setting New Standards in Luxury Incense

Bengaluru-based Orkay Fragrance -
Snake Brand, is a true pioneer in the
world of premium and luxury incense.
The company has carved a niche for
itself in the Signature High Premium
incense segment, consistently delivering
products that blend tradition with
sophistication.

One of the brand’s flagship offerings,
Centenary Chandan, has become a
standout success both in domestic and
international markets. This iconic
product reflects Orkay’s commitment to
quality and exclusivity. The luxury
incense range from Orkay starts at 3550
for a 10-stick pack, and goes up to an
astonishing %1,00,000 for a single stick,
showcasing the brand’s craftsmanship

Gajakesart

falREAT

and elite positioning. Beyond Centenary Chandan, Orkay’s other premium brands - Dwarkamai and Gajakesari - have also made
astrong mark in the high-end incense segment. These variants are made from pure Mattipal sticks, specially crafted for incense
connoisseurs who demand nothing less than perfection.Both Dwarkamai and Gajakesari cater to a loyal customer base that
values purity, richness, and superior fragrance performance. Their popularity peaks during festive seasons, when customers
look for the finest quality incense for prayers and rituals.

B Dwarkamai is elegantly packaged in a luxurious format and is priced at 3650 MRP for 100 grams.

B Gajakesari, with its premium formulation and upscale presentation, is available at 1,251 MRP for 100 grams.
Whether it’s for personal devotion or gifting, Orkay Fragrance continues to set benchmarks in premium incense, winning

hearts across India and beyond. B
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Agarbatti, Dhoop, Hawan Samagri, Roli, Sindoor, Kalawa,
Camphor, Chandan Tika, Jyot Batti and other Pooja Samagri
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DevDarshan Leads the Market
with Premium Bambooless Incense Sticks

Premium Bambooless Incense - Available in 20 & 40 Stick Packs

DevDarshan, India’s No.1 brand in Dhoop and Agarbatti
manufacturingsince1954, continues tosetnewbenchmarks
in the fragrance industry with its premium range of
bambooless incense sticks. With growing demand among
consumers, DevDarshan’s bambooless incense sticks have
emerged as a top choice, offering a cleaner and more refined
aromatic experience. These sticks are available in two
convenient pack sizes; a 20-stick pack priced at ¥75 and a

R.K.T. Expands Its
Popular Loban Jar
Collection with

New 300g Pack
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40-stick pack at %150. Each stick is crafted to deliver a
premium aromatic experience, making the product suitable
for a variety of settings, including homes, meditation
centers, and spiritual gatherings.

Unlike traditional incense that includes a bamboo core,
these sticks are made entirely of fragrant material, allowing
for a consistent and longer-lasting burn. Each stick offers a
smooth and even burn, leaving behind minimal residue
and ash. The slow-burning nature of the product allows the
fragrance to linger in the air for hours, creating a calming
and welcoming ambiance. As customer preferences
continue to shift toward eco-friendly and aesthetically
refined products, DevDarshan’s bambooless incense sticks
stand out as a forward-thinking solution that combines
tradition with innovation. Retailers and distributors are
reporting a sharp rise in demand, reflecting the product’s
growing appeal in both domestic and international
markets. With its strong legacy, trusted name, and
unmatched product quality, DevDarshan remains a leading
presence in the incense industry. For details, visit www.
devdarshandhoop.com. ®

Nagpur-based R.K.T., one of the top players in the
incense industry with a strong presence across India,
has added a new product to its successful Loban range.
After receiving a tremendous response for its 400g and
500g Loban jars, R.K.T. has now launched an attractive
300g jar pack.

This new 300g variant is not only more visually
appealing but also maintains the same high-quality
fragrance that customers have come to trust. With eye-
catching packaging and superior aroma, the 300g
Loban jar is expected to strengthen R.K.T.’s presence
even further in the market.

The company invites all dealers and distributors to
place trial ordersand experience the product’s premium

quality.

Product Lineup:
B Royal Loban - %130/- | 300g | 4 Doz. | 8” Loban
B White Loban - 150/- | 400g | 4 Doz. | 8” Loban
B Shahi Loban - %180/- | 500g | 4 Doz. | 8” Loban

Now your favorite Loban is available in three
convenient sizes — 300g, 400g, and 500g to suit every
need!®
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GT PRODUCTS AND SUGAM
A Journey of Devotion and Trust

In the intricate world of spiritual products, where devotion
meets tradition, few partnerships stand out like the journey of
GT Products and Sugam. This isn’t just a tale of business
evolution, it’s a narrative rooted in trust, vision, and an

enduring commitment to excellence. From humble
beginnings in 1995 to becoming a benchmark in the industry,
Sugam has been a name synonymous with quality and

innovation.

And in 2014, that legacy found new momentum under our
stewardship.Back in 1995, Sugam made a bold move that set it
apart in a traditional market. It became the first brand to
introduce multi-colour pooja cups, a move that didn’t just add
visual appeal—it brought a new vibrancy to prayer rituals
across homes and temples in India.

At the time, GT Products had a different role, we were
supplying raw materials, supporting Sugam’s vision from
behind the scenes. But what began as a transactional
relationship soon evolved into something deeper: a shared
belief in the power of innovation rooted in tradition. In an
industry where brand ownership is rarely transferred, the
year 2014 marked a turning point. In a gesture that spoke
volumes of trust and faith, Sugam’s original founders handed
over the brand to GT Products.

This was not merely a business deal, it was the passing of
the torch. Guided by the visionary leadership of Jithendar
Kumar and Sankar, we embraced Sugam with the reverence it
deserved. Their guidance wasn’t just about numbers, it was
about understanding the soul of the brand and preserving its
emotional connection with millions of devotees. With a
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renewed vision, strategic planning, and deep-rooted market
understanding, GT Products was able to achieve Sugam’s
previous one-year sales in just a single month. This wasn’t a
stroke of luck—it was the outcome of thoughtful rebranding,
efficient distribution, and a strong network built on decades
of trust in the industry. Our approach combined modern
marketing sensibilities with traditional value systems. From
packaging upgrades to expanding SKU categories while
maintaining the brand’s essence, every move was made with
care and clarity. Today, Sugam stands as a flagship brand
under GT Products, revered for its authenticity and
innovation. Yet, we remain grounded in the legacy that shaped
it. Our success is not measured merely in sales, but in the
countless homes where Sugam products are an inseparable
part of daily rituals.

We see ourselves not just as brand custodians, but as
storytellers, ensuring that the spirit of Sugam continues to
inspire devotion and trust across generations. As we share this
journey with the readers of Sugadha India, we extend our
heartfelt gratitude to the original visionaries of Sugam and to
our teams who have worked tirelessly behind the scenes. Most
importantly, we thank the consumers and retailers who
continue to place their trust in Sugam, making it not just a
brand, but a symbol of tradition, quality, and faith. In the
ever-evolving world of pooja products, some brands rise to
become household names. But only a few, like Sugam, evolve
into timeless companions in our spiritual journey. At GT
Products, we are proud to carry forward this legacy, faithfully,
passionately, and purposefully. n
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Big Safari Cares from Distributor to Consumer:
Sushil Uttamchand Lahati, Lahoti Agencies, Jalna

Lahoti Agencies, a leading distributor-wholesaler firm of over a dozen branded

agarbatti (incense stick) and puja materials from cities like Ahmedabad, Bangalore,

Nagpur,Indore—now hubs of theagarbattiindustry—is headed by Sushil Uttamchand

Lahoti in Jalna. According to him, marketing and distribution in this industry is

challenging, but if the manufacturing company is cooperative, there are no issues. In

a special conversation with Sugandh India, he said, “Big Safari is the number one

company in this regard, which is why even our third generation is working with

them.” His son Yash Sushil Lahoti is also involved in the distribution business.

n response to a question, he shared, “Big
Safari always resolves our problems promptly.
Other companies, especially newer ones in
production, don’t pay attention to such issues,
so distributors like us avoid working with them.” He
praised Big Safari’s reliability, saying, “They supply
goods on time, deliver exactly as per order, and don’t
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engage in dumping. Their sales team visits two to
three times a month, which keeps our supply
network strong. They also run schemes from time to
time for dealers, retailers, and consumers, helping
us achieve sales targets on time.”

Sushil told Sugandh India that his father and el-
der brother began the distribution business in 1985,
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In a special conversation with
Sugandh India, he said, “Big Sa-
fari is the number one company
in this regard, which is why even
our third generation is working
with them.” His son Yash Sushil

Lahoti is also involved in the

distribution business.

initially dealing in Bakeman biscuits. In

1987, they started in the agarbatti business

with Big Safari and Parasmani as their
first brands. Now, after almost 40 years,
Lahoti Agencies also handles brands like
Shree]Jai, RKT, Bimal from Rajkot, Mad-
ura Fragrance from Ahmedabad, Arihant
from Indore, and others like Jhinal, Pari-
mal Mandir, Bharatvasi, Janak, J] Kapoor,
Vastu Magic, Vaidik Kapoor Dani, etc.

When asked about their market, he
said they cover the entire Jalna region,
including both urban and rural areas, and
some parts of neighbouring districts like
Buldhana and Deulgaon. They supply
to nearly 1200 counters within a 100-km
radius of Jalna, including grocery and
general stores. In Jalna, 350 packs sell the
most, while 10 MRP packs are limited to
only a few companies like Big Safari.

He further added that in the Jalna
market, brands like Zed Black, Balaji,
Aalok, Sona-Chandi, Cycle, and ITC
also have a good presence. However, the
market here is stable—new companies
entering typically only take up space from
existing products. He said Zed Black’s
“Manthan” and Aalok’s “Radha Krishna”

do well in the 10 price segment. In jumbo

packs, 400-
500 grams
of agarbat-
ti priced

at %100 is
becoming
increasingly
popular. The
agarbatti
market here
comprises
about 80%,
with dhoop
(incense)
account-
ing for the
remaining 20%. Dry dhoop is growing
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rapidly and now equally matches wet
dhoop, with brands like Zed Black,
Shree Jai’s Gold, and Arihant doing well.
Other popular dhoop brands include
Sacche Sai, Hari Darshan, Dev Dar-
shan, Rocket, Utsav, Nishan, etc. In the
premium segment, Balaji and BIC have
good presence. In dry sticks, brands
like Balaji, Madhura, Arihant, and RKT
are popular, especially in jar packs with
MRP around 360-70, sold at 350. RKT
offers affordable products.

In response to a question, Sushil
said that products from Ahmedabad are
the most popular in Jalna, followed by
Nagpur-based brands with about a 30%
market share. Products from Bengaluru,
Indore, and Pune are also have market.
Jalna is a strong and growing market
for agarbatti. In sambrani cups, pop-
ular brands include Cycle’s Naivedya,
Madhura, Shri Jai, Laxmi Cup Dhoop,
Forest, Hem, Oswal, Satya, Misbah, and
Shalimar. In camphor, loose products
sell more than branded ones due to low-
er prices and bulk availability.

Only a few branded companies like
Mangalam do well, with about 80% of
camphor sold loose and 20% as branded
(Mangalam, Shri Hari, Hari Darshan).
In sandalwood tilak, Manohar and Hari
Darshan are popular. On average, a
customer in Jalna spends ¥150-3500 per
month on agarbatti, dhoop, and other
puja items. Only 3 out of 10 customers
ask for products by brand name.

In conclusion, he mentioned that
Big Safari currently has a running
scheme: on purchase of goods worth
312,500 in 3 months, dealers receive 6
branded bags; for 225,000, ear buds;
and for 350,000, a travel bag. Such
schemes are offered several times a year.
He said, “Big Safari maintains a friendly
relationship with everyone—from dis-
tributor to consumer.” B
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Door-to-Door Supply of Incense Products Also Done
by Women in Sangli: Parth Ganesh Talkate

 —
L

-

Parth Ganesh Takate, head of Parth Marketing and Arvind Dev Pooja Company—
two prominent incense trading firms in Sangli, Maharashtra—believes the
incense industry has a bright and evolving future. However, he stressed that
leading manufacturers must end the ongoing price war and focus on consistent
product quality. Speaking to Sugandh India, Parth noted that Sangli had already
established itself as a major hub for incense trade even before the COVID-19
pandemic. The city serves as a distribution centre for various brands, with
companies like Forest and Welcome maintaining their Super Stockists here. As a
result, supply extends beyond Maharashtrainto neighbouring states.Herevealed
that the family business began in 1978, founded by his grandfather, who initially
manufactured agarbattis and sold them door-to-door on a bicycle. After his
grandfather’s passing, the family transitioned fully into trading. Today, the third
generation continues to lead the business.
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peaking to Sugandh India, Parth
revealed that his incense journey
began with his first brand, Ganesh
Krupa. They started trading business
with Bengaluru-based Danka Agarbatti,
followed by Ullas for some time, growing his
brand portfolio. Today, he trades for 10 to 12
incense brands, including Real Fragrance,
Manohar, Good Luck, Jayant Agarbatti,
Aagaz, Satya, and Zebra. Operating through
his two firms—Parth Marketing and Arvind
Dev Pooja—he has built a strong supply chain
spanning nearly 26 talukas within a
100-kilometre radius of Sangli. Parth supplies
around 2,000 retail counters, which include
stationery shops, paan stalls, supermarkets,
and general grocery stores. He also noted a
unique aspect of the Sangli incense market—
an extensive network of women engaged in
door-to-door sales of dhoopbatti products.

Parth identified Cycle Pure as the top-selling
incense brand in Sangli, with Balaji and Zed
Black following closely. Among other popular
products are Forest, Orange Aroma, Zebra,
Satya, and Real Fragrance. Parth highlighted a
growing preference for zipper packs with an
MRP of ¥70-%75, typically sold at ¥50. Lower-
priced products with 10 or 320 MRP see
relatively less demand. Larger zipper packs
weighing 400-500 grams have recently gained
momentum, with sales rising steadily. He stated
that agarbatti and dhoop enjoy strong year-
round demand in the region. Agarbatti
contributes around 70% of total sales, while
dhoop accounts for the rest. During Ganpati
and other festivals, sales volumes of both
segments tend to balance each other. In the
dhoop segment, he noted that 25% of sales
come from wet dhoop, with Real Fragrance
leading this category. Most wet dhoop products
sell at ¥75 MRP and retail at ¥50. Balaji and
Forest [dry dhoop brands] sold at 10 are among
the top sellers. He added that BIC products are
also present in the Sangli market.

Parth stated that TPRG Tapasya and Chintan
are among the most popular names in Sangli’s
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Sambrani Cup segment. TPRG Tapasya is
considered premium products, typically
retailing between ¥50-360. Speaking on
camphor sales, he noted that branded options
like Mangalam and OK continue to perform
well. However, 90% of the camphor market in
Sangli is dominated by unbranded local
manufacturers. OK, which once dominated the
market, now faces stiff competition from these
regional players. Parth also shed light on
consumer spending trends. On average, a
customer in Sangli spends up to 3200 per month
on incense-related products. Premium buyers,
however, spend between %700 and 1,000
monthly. During festivals—individual purchases
often rise sharply, reaching 36,000 to ¥7,000. He
added that 5 to 6 out of every 10 customers in
the region actively choose products based on
brand names, underlining the growing
importance of branding in the incense market.m
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Premium Aluminium Bottles & Drums by

Mohd. Samran

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

Used in flavours, fragrances and essential oils.
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Choose M.5. CAN for reliable, eco-friendly packaging solutions that meet the highest industry standards.
Whether you're in the fragrance, cosmetic, or foad industry, our aluminium bottles and drums provide the ideal
solution for preserving the integrity and quality of your products.

Whv 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, 2" Floor, Habib Complex, Bharat Nagar, New Delhi-110065
Factory: Nazrapur Patti, Tirwa Road, Kannauj-209725 (LR}
Mob: +91 9995948605 | Email: Samranl012@gmail.com
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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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SANGLI IS THE TREND SETTER FOR WESTERN
MAHARASHTRA: PARVEZ
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Hailing from Sangli district in
Maharashtra, Mr. Parvez began
his journey in the incense
industry during college days.

A family acquaintance who was
in the business gave him 16
dozen incense sticks to sell.
That small beginning led to the
foundation of a remarkable
career. Today, Mr. Parvez is a
well-known name in Sangli
through his ventures — Janata
Camphor Company and Janata
Enterprises — which are
involved in camphor
production, incense trading,

- and retailing.
P

n an exclusive conversation with Sugandh ~nd supplies toovera .dozen meense and
India. Mr. Parvez shared that he started dhoop brands in a radius of 150 kilometers.
? ° . .

Even traders from nearby districts of

Karnataka purchase products from him.

his incense business in 1999. In 2002, he
ventured into camphor production, and

his brand “Janata Camphor 504” is now very When asked about his first incense

popular, His camphor products are supp]ied distribution opportunity, Mr. Parvez recalled
not just in Sangli, but also in districts like receiving his first major order in 2002 from
Kolhapur and Satara. Besides, he handles Maratha Agarbatti, Hyderabad. During a visit to
incense stick distribution and retail in Sangli =~ Hyderabad, he met the owners Ghaffar Seth and
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Aslam Seth. He suggested producing Maratha
Agarbatti Black in 40-gram pouch packing
instead of the traditional hexagonal packaging.
They agreed on the condition that if the
product failed, he would bear the loss. The
product succeeded and remains popular today.
Later, he added Roshan Agarbatti (Mysuru),
Vinayak (Mysuru), Peshwa, Shah Fragrance
(Gujarat), Utsav, Gajanan Industries, and
many more to his portfolio. Currently, he
works with 15-20 companies. He also noted
that the Sangli market is similar to Solapur
and Kolhapur, but has its own identity.
Products that perform well in Sangli often
become trends across West Maharashtra.
Sangli is a strong market for incense, with
products worth 32 to 2.5 crore sold every
month.

Mr. Parvez shared that his younger brother
is also in the trading business, and handles
another counter. Together, they handle brands
like Metro, Roshan, Mysore Agarbatti Works,
Shah Fragrance, Misbah, Karnataka Fragrance,
Utsav, Shreyas, Vinayak Agarbatti (Indore),
Amrutha, Alaukik, MPW Works, Shreedhan,
AR Industries, and more. Brands from Jaipur
like Vidhan, Pioneer, Geetashree, Vedanshi,
Oswal Industries, TPRG, Mitra, Vignesh,
Saraswati, and Indira Max are also sold at their
retail counters. They also sell some brands in
retail which they purchase from local
distributors.

He explained that Sangli prefers quality
products — nearly 60% of the incense market
is premium, priced between 50 to X100. The
remaining 40% comprises economy and mid-
range products priced at 10 to 320. Pouch
packing is most popular, especially the newer
400 to 450-gram packs which are in high
demand.

In terms of reach, he supplies to around 200
retail outlets including paan shops, kirana
stores, stationery shops, marts, and malls.
Interestingly, incense is also sold in stationery
stores in Sangli because of better profit
margins. Brands from Hyderabad, Telangana,
Karnataka, and Gujarat are most popular here.
The market consists of 75% incense and 25%
dhoop products. During festival seasons,
demand for dhoop rises significantly, with a
50-50 split between wet and dry dhoop.

Wet dhoop is widely used by juice shops
and street food vendors. Pioneer and Shreeji
are the top-selling wet dhoop brands at his
counters, priced between 320 to ¥50. Sambrani
cups are less popular, but Pioneer, Tapasya,
Shreeji, and Shah brands sell well.

Mr. Parvez noted that customers often seek
new brands or products each month. The most
popular incense brands at his store include
Maratha Kewda, Peshwa, Roshan, Welcome,
Shah Loban, Utsav (7-8 products), Misbah,
Indira Max, and several Balaji products. Other
strong brands in Sangli include Forest, Zed
Black, First Choice, Good Luck, and Cycle
— with Cycle leading the market.

Regarding the camphor business, he said
their 504 and 505 brands are top sellers, along
with brands from OK and Mangalam. In
camphor, local brands dominate over national
ones. Earlier, camphor came from Mumbai
and nearby areas, but over time, Sangli became
a hub for camphor production with many local
manufacturers. In comparison, incense
production in Sangli is relatively low.

He concluded by stating that an average
customer spends around X500 per month, and
about 3-4 out of every 10 customers buy based
on brand names. ®
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MARKET REPORT

Sangli is a hub for camphor manufacturing Incense sticks have higher demand

Sangli district in Maharashtra is a major hub for agricultural products and agro-based industries. Located on
the banks of the Krishna River and along the Pune-Bengaluru National Highway, Sangli is known for the
large-scale production of jowar, wheat, pulses, sugarcane, and turmeric. In fact, it is the largest supplier of
turmeric in all of Iandia. Due to the abundance of sugarcane, the region has numerous sugar mills. Apart
from agriculture, Sangli also has a strong presence in cotton textiles, oil mills, and the production of brass
and copper items. According to the 2011 census, the population of Sangli was around 2.8 million, which is
now estimated to have grown beyond 3.5 million. With a strong industrial and educational foundation, San-
gli is a relatively prosperous area. This prosperity has fueled the growth of a large market for incense sticks
and fragrance products. Moreover, Sangli has become a prominent center for camphor manufacturing, with
more than a dozen companies producing camphor locally for several decades. Earlier, camphor was primari-
ly sourced from cities like Mumbai, but now both branded and local companies manufacture it in Sangli,
making the city a major hub for camphor production.

B Annual average sales distribution:
-  90% incense sticks
- 10% dhoop and other products
B Within dhoop, 25% is wet dhoop.
- %20-%25 wet dhoop packs are most popular.
- Dry dhoop is more in demand than wet
dhoop.

Market Survey and Consumption Overview

B Sangliis a prosperous region with high
consumption of incense sticks, dhoop, and
fragrance products.

B Estimated monthly sales exceed %2 crore for
incense and dhoop products.

B Sangli supplies to nearby districts, increasing its
regional significance.

B Several big companies SS (super stockists) are In camphor, local brands outsell branded ones.
present here, supplying even to neighboring
states.

B Market composition:
~ 60% Premium-quality products
~ 40% Medium and economy-range products

B Aunique feature: Incense products are sold in
stationery shops—uncommon in other markets.

B Women also sell dhoopbatti products through
door-to-door sales.

Major Incense and Dhoop Stick

Brands in Sangli

B Big Safari, Hem Corporation, Cycle, Zed Black,
Balaji, Forest, Padmini, Orange Aroma, Zebra,
Satya, Real

B Madura, Ambika Perfume, Shankar Perfumery,
Janak, Ullas, Maratha Kevda, Roshan Agarbatti,
Vinayak, Mysore Agarbatti

B Peshwa, Shah Fragrance, Utsav, Gajanan
Industries, Metro, Misbah, Karnataka Fragrance

B Shreyas, OK, First Choice, Jayant, Amrita,
Alaukik, MPW Works

B Sridhan, Vidhan, Pioneer, Geetashree, Vedanshi,
Oswal Industries, TPRG, Saraswati, Indira Max,
Manohar, Good Luck, Aagaaz

Local production is limited, but products from
Bengaluru, Ahmedabad, Indore, Nagpur, Pune, and
Mumbai sell in large volumes.

Customer Behavior and Product Demand

B Low demand for 310 MRP products.

B Zipper packs of 100g priced at 50 are top
sellers.

B Jumbo/family packs (400-450g) are also
witnessing rising demand.

B Onaverage, a customer spends I500-3600

Popular Wet Dhoop, Sambrani Cups,

and Camphor Brands in Sangli

B Wet Dhoop: Zed Black, Hari Darshan, Balaji,
BIC, Pioneer,

B Sambrani Cups: Cycle (Naivedya), TPRG,

per month. . - »
B Premium customers spend 1,000 or more Chintan, Pioneer, Tapasya, Shreeji, Shah
monthly. Fragrance

B Sales spike significantly during festivals. " Camphor: Giri, Mangalam, OK, 505, 504, etc.l
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ELEVATE YOUR

CREATION WITH
H.R.A. ESSENTIAL OIL FACTORY

WHY CHOOSE
HRA ESSENTIAL OILS?

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

TRANSFORM YOUR
PRODUCTS TODAY!

Join the ranks of discerning
manufacturers who trust

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

W

Sandolwood Cypriol (Nogamatha) Lawender Eucalyptus
Essantial Ol Essential Gil Essantial Oil Essential O

Rose
Essential Cil Exsential Oil Essentiol Off

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

For Incuirfies CONTACTUSAT
And Collaborations @ info@hraessentialoilcom  (@hareem@hraessentialoil.com
Address ey bl Py

) www.hraessenfialoilcom (%) +81 9835327008, 9807307779

Head Office & Foctory; Haji Ganj, Kannaouj 209 725 (UP), India
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SINGAPURASHIP PRODUCE (I) PVT. LTD.

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

Gum Damar

" l.l ::’i'.I

Ral Superfine Ral Kani Gum Benzoin

25 @y 2°
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Chamdan Pramix Flora Pramiby
Raw Incense DEP Premix

We specialise in WHITE LABELLING, FMCG

~L Pramix Loban P

PACKAGING for various brands & exporters

°+91 9920120171 gsales@singapuraship.com

C 350, AHWC Complex, Vidya Alankar College Road, Wadala East, Mumbai- 400037
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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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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:




Follow Sugandh India on Social Media
For regular updates!
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Xz Maccharo Y]
\"%F“‘/ » Se Aazadi

Fag. No. 8147003

TM NO 4243654

o DISTRIBUTORS o

SZTRN
SISO

%
9001:2015

VOCAL FOR LOCAL o

Reg. No.: CIR-165893/2019-Transfluthrin
(Mosquito coil sticks) (402)-245
F. No. 90809-F/9(4)/2019

currently providing to re-packers of uttar pradesh, madhya pradesh & bihar

Distributorship is to be given at all India level,
You can also build your brand by using our license number.

By typing an agreement, the work of re-packing is also given but

there the name of your company will be Manufacturing of Gayatri
Industries and Marketed by

2,‘{,: 2

| :-I'VIanufactured & Marketed By:

{GAYATRI AGARBATTI WORKS & INDUSTRIES

@ Plot No.62/A, Sardar Bhagat Singh Ward, Ward No.5, Marartoli, Gondia - 441614
© 7588770217 / 9371639924 & gayatriagarbatti.g@gmail.com
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Beipatra

Manufactured & Markeled by : For any complaints or feedback contact
our cusiomar cang hasd al rmanulaciuring

RATHORE POOJA PRODUCTS (P.) LTD. | Aguress Phone ho,
Factory : DEEDARGANY, KANNALL - 209725 LR INDIA | & www.rathorebrothers.com
Custormer Care Mo, | S044685606 Kl b.comidespsagar.in

E-mnail : info & rathorebrothers,com REGD. NO. 891969
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ESCLUVAIVE OLALTTY

Musk

NN E (ALY

DPB PRODUCTS
Unit 1

13, G, M Jupiter Cholkeadi, Makarpura, Viadodirm
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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



