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Pet Care &
Grooming

Fragrance artistry
for pet wellness

Our pets are more than companions
— they're family. That's why we've
developed safe, soothing fragrances
for shampoos, conditioners, and
body oils tailored specially for them.
In a thriving pet care market, ou
scents stand out — winning hearts of
pet parents and groomers alike.

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

Shampoos | Conditioners | Body Oi

SACHEE FRAGRANCES & CHEMICALS LTD.

SACHEE

D-11 & D-12, Sector 2, Noida - 201301 T: (0120) 2536111 | 2536222
E: sales@sacheefragrances.com W: www.sacheefragrance
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Distributors Enquiries Welcome

Hari Darshan Sevashram Pvt. Ltd. Shop Now at

For Trade Enquiry: 9891089000 | admin@haridarshan.com Y ﬂ:'__ www.haridarshan.com
@ : HariDarshanIndia | ® : @haridarshanindia
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Ocean’s Deep Printers .
FOR FAST & ACCURATE PRINTING ‘.
® o0

Av Innovative ::.
Printing
for
Unique

* Products.

EXCELLENCE IN EVERY PRINT
. PERFECTION IN EVERY PACKAGE

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

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

@ ® @ @oceansdeepprinters
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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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FRAGRANCE
EXPO!

Incense & Fragranr.E
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FEBRUARY2026 -
BISWA BANGLA
KOLKATA

#WhereFragranceMeetsTheMarket

For Bookings : +91 9711766786
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Premium Lohg Dhoop Sticks

Net Contents :
250 g

—— cHARU
WHITE oLD

CHANDAN
FLOWER

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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Manufactured & Marketed By :
BHAGAT NISHAN PRODUCTS PVT LTD. FOR TRADE INQUIRY

Naroda - 382330, Ahmedabad, Gujarat. +91 91042 15004
Web : www.nishanproducts.com www.nishanproducts.in +91 84019 33418
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Fragrance Beyond
Formula in the FMCG Era

n the saturated and highly fragmented fragrance
Isegment of Indian FMCG, real growth doesn’t

come from routine marketing—it comes from
differentiated execution, data-backed decisions, and
sharp market intuition. While emotional branding
and mass-market distribution are textbook principles,
mature manufacturers must now shift their focus
to smarter levers: micro-market behavior, evolving
consumer expectations, and platform-specific content
dynamics.

Today’s consumer isn’t just buying scent—they’re
buying identity, experience, and alignment with
personal values. A key trend is the merging of wellness
and fragrance—consumers are gravitating toward
products that promise not just aroma but mood
enhancement, stress relief, or spiritual value. This
presents a chance to innovate not just on smell, but on
positioning. Product descriptors like “calming,”
“energizing,” or “purifying” now perform better than
generic scent names.

At the retail level, shelf visibility is no longer
enough. What matters is share of attention, not just
share of shelf. QR-code integration for storytelling,
short-form video marketing for demos, and localized
digital campaigns are outperforming static displays.
Meanwhile, WhatsApp commerce, regional influencer
marketing, and vernacular ad creatives are driving sales
in Tier 2-3 cities at a fraction of the cost of traditional
marketing and promotion campaigns.

Festivals continue to be strong triggers, but the
smarter players are moving beyond the usual Diwali or
Rakhi push. They’re tapping into micro-occasions—
housewarming, baby naming ceremonies, or even
astrology-driven dates—to create niche campaigns and
limited-edition packs. The question is no longer “how
to market” fragrance, but how to stay relevant in a
market where everyone knows the playbook. The edge
lies in combining insights with innovation, listening
more than broadcasting, and designing products that

not only smell good but mean something.

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
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FRAGRANCE WITH PURPOSE ITC MANGALDEEP’S
SUSTAINABILITY VISION

INSIDE THE SUCCESS OF CHAMUNDI AGARBATTI A
JOURNEY BUILT ON QUALITY KANTILAL PARMAR SPEAKS

BRAND NEWS

MARKET REPORT: KOLHAPUR MARKET

BIG SAFARI WINS HEARTS WITH
‘ZYADA SUGANDH, ZYADA BATTI’

OK CAMPHOR A TRUSTED NAME IN PURITY
SINCE 1967

RAJKALA: A TRUSTED NAME IN INCENSE &
CAMPHOR ACROSS MAHARASHTRA

STRONG FRAGRANCES IN DEMAND IN KOLHAPUR:
SHIVKUMAR SUDESH CHAUHAN

MAHALAXMI TRADERS REDEFINES INCENSE RETAIL
WITH AC SHOWROOM IN KOLHAPUR
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INTRODUCING & NEW FRAGRANCES OF DHOOP STICKS
PATCHOULI WOOD | FLORAL MAGIC | PURE KAPUR | WHITE MUSK | SWEET MUSKAN | ROSE OUDH

arpin, Manufactured & Marketed By, i Sl Siggestione
i‘:ﬁ? Prayar Ensemble Pvt. Ltd. Customer Care Mo.: +91-9315690511
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FRAGRANCE WITH PURPOSE

ITC Mangaldeep’s Sustainability Vision

At ITC Mangaldeep, every incense stick carries the fragrance
of responsibility — Gaurav Tayal

In today’s evolving incense
industry, sustainability is no
longer just a trend—it's a
necessity. At the forefront of
this shift is ITC Mangaldeep, a
brand that has reimagined
the way incense can be made,
marketed, and consumed—
with responsibility at its
core. In this exclusive
conversation with Sugandh
India Magazine, Mr. Gaurav
Tayal, Divisional CEO -
Matches & Agarbatti Division,
ITC Ltd., delves into the
brand’s holistic sustainability
journey.

rom empowering women
through self-help groups to
launching bamboo-less and

charcoal-free incense sticks,
Mangaldeep’s initiatives are a
reflection of ITC’s larger vision for
social and environmental stewardship.
Mr. Tayal shares how the brand
balances innovation, community
impact, and market relevance —while
navigating the complexities of
building a sustainable supply chain in
a traditional industry. Whether it’s

18 SUGANDH INDIA JULY-2025



We believe the future of
incense lies not just in
how it smells, but in how
it's made, sourced, and
shared. Mangaldeep is
committed to crafting

"II‘LI---A.A

products that carry both ¥ 0 &1 & T
fragrance and purpose. ,’ s I :

- Gaurav Tayal
transforming temple flowers into  evolved into a comprehensive, bamboo-less and charcoal-free
meaningful products or integrated strategy that combines incense sticks and launching
pioneering recyclable packaging environmental stewardship with temple-inspired product lines that
solutions, Mangaldeep continues  socio-economic empowerment. incorporate dried temple flowers.
to set benchmarks for a greener, Over the years, Mangaldeep has This multi-faceted approach reflects
more inclusive future. actively partnered with women’s Mangaldeep’s endeavor to

self-help groups (SHGs), supported  harmonize consumer needs,

small-scale vendors, and promoted ~ community welfare, and

fair trade practices, ensuring thatits ~ environmental responsibility.

value chain benefits marginalized
ITC Mangaldeep has been deeply ~communities. More recently, the

aligned with ITC’s commitment to brand has demonstrated leadership

sustainability, which is embedded in  in innovation by introducing

How has ITC Mangaldeep’s
sustainability focus evolved over
the years?

What is the main challenge ITC
Mangaldeep faces in maintaining
its sustainability standards?

every aspect of its diversified eco-friendly variants, such as Sustainability for ITC
businesses. What began as a Mangaldeep is a dynamic journey
compliance-oriented approach has that requires continuous innovation

and adaptation. Operating within an
agri- and forestry-based value chain
offers unique opportunities to create
meaningful social and
environmental impact, but it also
demands careful stewardship to
ensure consistent quality and ethical
sourcing across a diverse supplier
network. Balancing the dual
objectives of empowering
communities, particularly women
and marginalized groups, while
advancing environmental goals
requires thoughtful interventions
that are both inclusive and scalable.
As consumer expectations evolve
and regulatory frameworks advance,
Mangaldeep remains committed to
proactively refining its processes,

ey

e e e
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Mangaldeep has incorporated 20% Post-Consumer Resin (PCR)
content into its laminates, making it one of the first in the

category to adopt PCR in its packaging.

building resilient supply chains, and
investing in responsible innovations
that enable the brand to deliver
high-quality, sustainable products
while creating shared value for all
stakeholders.

How does ITC Mangaldeep’s
sustainability performance
influence its market positioning?

Mangaldeep’s steadfast focus on
sustainability and inclusive growth
provides a strong differentiator in a
highly competitive marketplace of

SANDAL K VITTIVIE
LANTENDIR & SACH
SAMBEA ] & LAY
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the incense industry. Its
commitment to ethical sourcing,
livelihood creation, and eco-friendly
innovation resonates with a growing
segment of consumers who
prioritize responsible consumption.
By offering premium, natural, and
socially responsible products,
Mangaldeep has successfully
elevated its brand equity and
strengthened its presence in the
premium segment. Furthermore, its
participation in fair trade networks
and adoption of globally recognized
certifications, such as the FTO
mark, have enhanced its credibility
and appeal in both domestic and
international markets, reinforcing
ITC’s reputation as a responsible
and future-ready enterprise.

]
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What specific materials does ITC
Mangaldeep use in its products to
promote sustainability?

ITC Mangaldeep integrates
sustainability at the material level
through the thoughtful selection of
eco-friendly and natural
components. The brand has
introduced bamboo-less and
charcoal-free variants, significantly
reducing the reliance on forest
resources and minimizing emissions
during usage. Natural binders and
fragrances are employed to ensure a
safe and environmentally sensitive
product experience. Notably,
Mangaldeep’s temple-inspired range
incorporates dried flowers collected
from major temples, transforming
sacred floral offerings into
meaningful products while
simultaneously supporting local
communities engaged in flower



Empowering
women through
self-help groups

is hot CSR-
it's a core part of
our supply chain.

collection and processing. While specifics on
packaging are continually being enhanced,
ITC’s larger commitment to recyclable and
sustainable packaging solutions extends to
Mangaldeep’s portfolio, further reinforcing
its holistic approach to sustainability.

How does ITC Mangaldeep measure the
success of its sustainability initiatives?

Success for
Mangaldeep is
measured through a
comprehensive set of
impact-driven
metrics that reflect
both social and
environmental
progress. On the
social front, the
brand evaluates the
scale of livelihood
generation, including
the number of
women and small-
scale entrepreneurs
empowered and the
income opportunities created across its value
chain. Environmentally, Mangaldeep assesses
its reductions in carbon emissions, waste
minimization, and decreased usage of
non-renewable materials, in alignment with
ITC’s corporate-wide sustainability

parameters. Market response, consumer
adoption of sustainable product lines, and
recognition through certifications and awards
also serve as key indicators of the brand’s
sustainability performance and consumer
trust.

How does ITC Mangaldeep's ‘fragrance-lock’
packaging contribute to sustainability?

The fragrance-lock packaging reflects
Mangaldeep’s ongoing commitment to
combining product excellence with
responsible innovation. In a pioneering move
within the agarbatti industry, Mangaldeep
has incorporated 20% Post-Consumer Resin
(PCR) content into its laminates, making it
one of the first in the category to adopt PCR
in its packaging. Additionally, the shift from a
PET/PE structure to more recyclable
materials has further enhanced the
packaging’s sustainability profile. While
ensuring that the aroma and quality of the
incense sticks are preserved over extended
periods, reducing spoilage and wastage, these
advancements also significantly lower the
environmental footprint by optimizing
material usage and promoting circularity.
This integrated approach not only elevates
consumer satisfaction but also reinforces
Mangaldeep’s broader commitment to
sustainable packaging and responsible
consumption.®
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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



INSIDE THE SUCCESS OF CHAMUNDI AGARBATTI

OURNEY BUILT ON QUALITY

ICANTILAL PARMAR SPEAKS

Breaking Boundaries: How Balaji Darshan Expanded into Online and
Export Markets — Gautam Parmar’s Insight

Bengaluru-based Chamundi Agarbatti India Private Ltd has successfully expanded
its brand Pan-India, establishing itself as a leading player in the incense sector. The
business started growing regionally in Karnataka. Their flagship brand has gained a
strong foothold in Andhra Pradesh, Kerala, Telangana, Maharashtra, Odisha, West
Bengal, Assam, Bihar, Jharkhand, and Uttar Pradesh.

antilal Parmar, the head of Chamundi
Agarbatti Company, has overcome
significant challenges in the

industry. Speaking to Sugandh

India, he shared how he

transitioned from working in
printing and packaging to

supplying raw materials and eventually
establishing his manufacturing operations. His
unwavering focus on quality, integrity,

and innovation has been instrumental

in the growth of his business. Now,
his son Gautam Parmar is leading
efforts to position the brand as a
market leader in e-commerce and
exports. After completing his
studies, he joined the company to
grow the digital footprint of their
product portfolio globally. Looking
ahead— the company plans to
enhance its product portfolio with
premium offerings, including new
fragrances and coloured variants
for the export market.
Additionally, it aims to diversify
into roll-ons, detergents,
perfumes, soaps, and other
consumer products to strengthen e ————— .
its presence in the industry. Mr ' Balaji Daxshan| 2 ‘@"- "
Parmar, founder of Chamundi | L— e ey
Agarbatti Company Private e ) . T !
Limited, has built a thriving O LTRITT AR 4
business from humble beginnings.

(© LEADER
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Speaking to Sugandh India, he shared his journey from
Rajasthan to Bengaluru, where he established the company
in 2003. His entrepreneurial journey began in 1985 when
his elder brother, employed in Bengaluru, started working
with printing and packaging materials for the agarbatti
industry. Seeing an opportunity, Mr Parmar joined the
business, supplying PP bags and pouches to the trade.
In 2000, he launched Pooja Agency, a retail shop on
Cottonpet Road, a key marketplace for raw
materials used in the agarbatti industry. This
venture helped him build strong industry
connections, leading him to expand into raw
material supply. Recognising the potential for
manufacturing, Mr Parmar founded Chamundi
Agarbatti in 2003, initially operating from a
900-square-foot facility near his shop. As

demands grew, the company expanded its
operations, constructing a four-storey factory

on one acre of land. Today, Chamundi

Agarbatti manufactures a comprehensive range of
products in-house, including raw agarbatti, white
agarbatti and masala agarbatti, as well as base
agarbatti, dhoop, dry sticks, and cones. Their growth
highlights its strategic expansion and commitment to
quality manufacturing in the incense sector.

Chamundi Agarbatti Company has strategically
expanded its production and marketing network to cater to
increasing demand across India. Mr Parmar, highlighted
the growth from a 900-square-foot facility to a
25,000-square-foot production unit, ensuring a steady
supply of high-quality products. Initially focusing on local
market demand in Karnataka, the company established a
robust marketing network in 2009. Today, its distribution
network includes over 750 distributors and a 75-member
sales team. The company operates its supply chain in
multiple states, including Andhra Pradesh, Telangana,
Tamil Nadu, Kerala, West Bengal, Odisha, Assam, Bihar,
Jharkhand, Maharashtra, and Uttar Pradesh. Each state has
a dedicated sales team of 8 to 10 members, with over
80-100 distributors per region.

Leading the digital and export strategy— Mr Parmar’s
son, Gautam Parmar fulfils business strategy in the online
digital space. To tap global demand opportunities:
Chamundi Agarbatti has introduced premium handrolled
halmaddi based products and is developing premium-
coloured variants for exports. He emphasised that global
demand for high-quality Indian agarbattis is rising, and
innovation is key to staying ahead in the competitive
export market. With this vision, the company is actively
expanding its digital presence and export operations to
strengthen its foothold in international markets.

Chamundi Agarbatti Company initially launched its
products under its original brand name but later rebranded
following personal inspiration. Mr Parmar, shared in a
conversation with Sugandh India that during a visit to
Balaji Tirupati Nath, he decided to rename the brand Balaji
Darshan in honour of his devotion. This strategic move
helped the brand gain rapid popularity across Karnataka.
Following this success, the company consolidated its
branding, ensuring products carried the Balaji Darshan
name. Today, Chamundi Agarbatti offers 150+ product

agarbatti variants, including premium quality flora, base
and masala agarbattis and dhoop and dry dhoop cones.
These products are available in pouches, boxes, and zipper
packaging, catering to diverse consumer preferences.

The company has strategically priced its products to
appeal to a broad market, with MRPs ranging from 10 to
¥250. Among these, the 350 pack is the top-selling product.
Additionally, the 50g, 100g, 150g, and 200g packs, priced at
%70, %80, %100, 125, %150, and 3250, continue to see strong
demand. By leveraging strategic branding and a diversified
product range, Chamundi Agarbatti has positioned itself as
aleading player in the industry, catering to domestic and
international markets.

The agarbatti industry is witnessing intensifying
competition, with numerous manufacturers introducing
innovative and differentiated products. Mr Parmar
highlighted the importance of closely tracking; quality,
quantity, and pricing to maintain a competitive edge. He
stressed that market engagement is crucial for brand
success, as staying informed about current and emerging
trends has been instrumental in his journey—from
printing, packaging, and raw material supply to full-scale
manufacturing.

Chamundi Agarbatti also expanded its export
operations, supplying zipper and pouch-packed cups and
dhoop products to several international markets.
Discussing future growth plans— Mr Parmar revealed that
the company has introduced Deepam oil, commonly used
in religious rituals, particularly in South India, where it has
gained popularity due to its jasmine-infused fragrance.

Furthermore— the company has launched its camphor
brand to cater to the growing market demand. Looking
ahead: Chamundi Agarbatti is expanding its product range
and boosting its presence in (both) domestic and
international markets— the company is positioning itself
as a leading industry player. 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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IN 2025, THE AGARBATTI
INDUSTRY IS MOVING TOWARDS

Becoming an Organised Sector: Sandip Patel

t Nishan, a key player in the agarbatti and dhoop segment, is witnessing a .

Z= transformation in the industry. According to Sandip Patel [company head], the
agarbatti sector is predominantly unorganised. However, by the end of the present
financial year, it is set to move towards an organised sector. Speaking exclusively
to Sugandh India, he noted a significant rise in the incense trade this year
compared to 2024, benefiting the brand’s growth. As Nishan expands its presence
from Tier-1to Tier-2 cities, it is refining its strategies to align with market demand.
The surge in demand for dhoop sticks is a key industry trend. Mr Patel highlighted
two major shifts—dhoop sticks are outpacing agarbattis in growth, and premium
products are witnessing higher demand. In response, Nishan plans to introduce an
expanded range of dhoop sticks this year. The brand is already established in the
Sambrani Cup segment and is now gearing up to launch the Masala Cup and
additional dhoop stick variants. Additionally, it is working on Sambrani Stick in
two- to three-inch sizes to strengthen its product portfolio.
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Nishan stays out of the price war and focuses on quality
and sustainable growth: PRATIK PATEL
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r Patel told Sugandh India

that several of their new

products will be

introduced in zipper

packs this year—yielding
value for money. The company aims to
maintain its quality and pricing standards
while adapting to market trends.
Commenting on the rising demand for
jumbo packs, he stated that Zipper Packs
already offers 200g and 400g variants but has
no plans to introduce larger sizes due to
quality challenges.

He believes the jumbo pack trend will not be
sustainable in the long run—as quality
concerns persist. Distributors and retailers
have also noted that customers who
purchase jumbo packs tend to delay repeat
purchases, impacting sales cycles. In
response, the company is focussed on quality
enhancement in its 400g Zipper Pack
segment. Meanwhile, Nishan continues to
expand its market footprint beyond Gujarat,
recording strong performance in Rajasthan,
Maharashtra, and Madhya Pradesh.

Speaking to Sugandh India, Sandip
stated that high transportation costs had
previously restricted the company from
supplying to distant states. However, this
year, it has expanded its distribution
network to Uttar Pradesh and Jharkhand,
marking a strategic shift. While the company
already has a strong distributor presence in
Tier-1 cities, it is now focusing on Tier-2
markets to strengthen its reach. The brand
primarily targets incense dealers and retail
shops, but its products are also available in
retail outlets, grocery stores, religious
speciality shops, and FMCG stores. Looking
ahead to 2025, the company plans to
enhance product quality, introduce new
offerings, and optimise its supply chain
services.

Commenting on the declining product
quality in the industry, Sandip pointed out

that manufacturers are struggling with cost
pressures, often leading to compromises in
quality.

He noted that intense market competition
has driven companies to push 200g packs at
lower prices, in an attempt to capture market
share. However, he dismissed this approach,
emphasising that long-term brand
sustainability depends on consistent quality
standards rather than price wars.

Joining in the conversation Pratik Patel
addressed the ongoing price war in the incense
industry. Manufacturers are offering larger
quantities at lower prices to capture market
share. However, he emphasised that Nishan
has never engaged in this strategy, prioritising
quality over volume despite having a limited
product range.

Discussing credit transactions in the trade,
he explained that payment issues arise when
products fail to perform well in the market.
When a product sells successfully, payments
flow consistently; otherwise, outstanding
credit builds up, leading to financial strain.
Prateek Bhai remarked that credit should only
be given to borrowers after carefully assessing
their financial stability and the market
potential of the product to ensure timely
repayment and reduce financial risk. Prateek
Bhai further stated that when a company
appoints a dealer, it expects them to stock
higher quantities, which is only feasible if the
quality and weight of the product align with
market demand.

This, he noted, is essential for a brand’s
long-term sustainability and growth. Advising
new manufacturers, he underscored the
importance of patience and persistent effort in
building a successful brand. He urged
newcomers to focus on product quality rather
than criticising competitors or engaging in
direct competition. Understanding market
trends is crucial, he said, but blindly copying
another brand’s name or quality will not lead
to long-term success. B
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FRAGRANCES & FLAVORS PRIVATE LIMITED

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

o M= VAT S

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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A LEGACY OF 60+ YEARS OF MUSKS
AND UNFORGETTABLE SCENTS
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Agarbatti, Dhoop, Potpourri, Car Fragrances.

‘\"_'-u.

| INDIA | GER

\ e
S

s




UDNEEE  DeyDarshan Unveiled
New Masala Dhoop Range

cleaner, more authentic aromatic experience ideal for
daily worship and meditation.

A standout feature of DevDarshan’s Masala Dhoop
Cones is their bamboo-free composition. By removing
the bamboo core, the cones deliver a concentrated
fragrance with improved purity and intensity—
enhancing the overall sensory experience.

The jar packaging is designed for logistical ease—
compact, easy to stock, and highly suitable for modern
retail formats. This not only benefits retailers and
distributors but also ensures visibility and freshness at
DevDarshan, India’s leading Dhoop and Agarbatti the point of sale.

manufacturer since 1954, has introduced a premium As consumers increasingly shift towards natural
collection of Masala Dhoop Cones that blends incense alternatives, DevDarshan’s new range appeals to
traditional craftsmanship with modern appeal. The new  a wide demographic—from traditional households to
variants—Ved Mantra, Dharmik, and Lotus—are wellness-oriented urban users. The company’s

available in space-efficient 80g jar packs, attractively commitment to quality and purity remains at the heart
priced at MRP 150. These cones offer long-lasting, of its innovations, upholding its legacy while staying
pious fragrances crafted for both spiritual and wellness-  attuned to changing market preferences. With this
focused consumers. Made using natural ingredients latest launch, DevDarshan continues to set benchmarks
such as herbs, spices, and essential oils, they are free in the incense category—delivering products that are as
from artificial binders or fillers, ensuring a slow, meaningful as they are market-ready. For more

consistent burn without smoke irritation. The resultisa  jnformation, visit www.devdarshandhoop.com. ™

RKT Kingdom Collection Celebrates
1 Year of Fragrant Success

The RKT Kingdom Collection
completes a successful year, earning
strong traction across the Deccan region
of India. Known for its value-for-money
pricing and generous gramage, the
collection has become a favorite among
incense buyers. A key highlight is
its extra-thick white stick, which delivers
awider fragrance spread and leaves a
noticeable presence in the room—even
after burning is complete! ; : ikl Y [oolo

The collection’s retail trial pack, > RE =L
priced at 80 for 4 pieces of 80g each, has
received anamazing response on
e-commerce platforms. The attractive price point and compact format make it an easy-sell for both trial and repeat
customers. Each of the four fragrances is inspired by a global city—Kyoto, London, New York, and Paris—adding
aspirational flair to the everyday incense experience. With high repeat rates, strong offline demand, and rising online

traction, RKT Kingdom is building a loyal kingdom of its own.H®
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Krishnkala Wild Serles Untamed Luxurv |n Everv Stlck

Bengaluru-based A Ravirag
Industries, the powerhouse
behind the premium Krishnkala
brand, has struck gold with its
latest launch: the Wild Series.

With six intoxicating
variants—Wild Life, Wild Wood,
Wild Rose, Wild Opium, Wild
Oudh, and Wild Amber—this line
is crafted for those who crave bold |
and sophisticated aromas. Priced
at 550 for 100 grams, these sticks
are gaining popularity in
premium fragrance stores across
India.

With world-class packaging and top-tier quality, Krishnkala Wild Series is redefining how premium incense is

experienced.®

Lohana Zippers - Trendy, Fragrant, and in Demand

Ahmedabad-based Lohana Industries Pvt.
Ltd. is quickly emerging as a fan-favorite
with its trendy 100g zipper pouches,
offering modern fragrances and
unbeatable variety.

One standout is the Lohana Gold 4-in-
1, combining Jordic, Luxury, Awesom, and
Spray variants in a single convenient
pack—hugely popular in regions like
Kolhapur.

Tuned into the latest market demands,
Lohana is positioning itself as a brand that
delivers trendy fragrances in formats
today’s incense users love.H

GP Industries - The Scent of Sophistication

Shimoga’s GP Industries has become a go-
to name for premium perfumed incense
sticks, especially across Maharashtra’s
discerning markets.

Recentlylaunched variants like Majmua,
Heena, Lavender Musk, and Chandan
Woods are making waves for their elegant
aroma profiles. Among these, Majmua
stands out as a top-seller for its complex,
soothing notes.

"
-
y
-

Packaged in attractive boxes and priced at X175 for 50 grams, GP’s range continues to set high standards for what

refined incense should smell like.®
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Manohar Sugandhi
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Manohar Special Keshar Gandharaj Manohar Chandan Pooja Manohar Special
Ashtagandha Powder Kasturi Gandha

Ready Paste

.

Manohar Chandan Manohar Chandan Manohar Chandan Manohar Kumkum Tika
(Kesar tika) (Red tika) (Yellow tika) (Roli)

Manohar Sugandhi & Co.

185, Shukrawar Peth, Akara Maruti Kopara, ‘Harivansh' Building,
Pune 411002, Maharashtra. Ph.: +91 70586 01375
For business enquiry contact : Pranav Ganu +91 9730202255

3 Manufactures of:
*:l_., Sp. Keshar Ashtagandha | Manohar Chandan (tika) | Kasturi Gandha | Incence Sticks | Dhoop



Charu 5 Star Relaunches in Stylish New Packaging

Bengaluru: Known as
the incense capital of
India, Bengaluru has given
rise to many iconic
agarbatti brands, and one
of the most loved among
them is Charu Perfumery
House. With a legacy of
delivering  high-quality
incense, Charu  has
captivated global markets
with its premium
offerings.

One of its timeless bestsellers, Charu 5 Star, has been a staple in the market for years—so much so that retailers
once considered their incense range incomplete without it. Now, Charu 5 Star returns in fresh new packaging,
maintaining the same trusted quality with a modern look. This classic incense stick is available in five all-time favorite
fragrances: Rose, Mogra, Kewda, Sandal, and Firdaus. The new packaging has been well-received, with strong market

feedback, reinforcing Charu’s enduring appeal. B

Jyoti Products Strengthening its market
presence with Premium Zipper Range

Gujarat: Renowned for
supplying top-tier raw —
materials to the agarbatti
industry, Jyoti Products is
now building its own w B T
incense brand under the L &
Jyoti label. With a strong '
focus on quality,
innovation, and customer
satisfaction, the brand is

rapidly  expanding its FOREST L. b

Yo Jﬂ‘f@_]‘]ﬁ

product footprint.
Jyoti Products incense g
. . :31:'}
range includes incense C}_.
sticks in various formats— '

pouches, zipper packs, E& ' 4 AR
jumbo zippers, premium i S Purston rucinaa suih
boxes, and dry dhoop jars.

For the top selling
zipper pouch segment, jyoti
has 120g packs (MRP %70),
in six premium fragrances:

Blossom, Flower Forest, Harmony, Paradise, Kasturi, and Ramesht. Each fragrance offers a unique sensory experience,
making them highly sought after by discerning customers.

Jyoti Products is actively seeking passionate distributors and sellers. The company is open to offering customized solutions

tailored to regional markets and specific retailer needs.H
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We are Manufacturer and Exporter of
Premium Incense Sticks, Flora Incense Sticks,
Sambrani Dhoop, Sambrani Dhoop Cup,
Wet Dhoop, Loban, Bakhoor, Perfume etc.

PRODUCTS

FIRST CHOICE FRAGRANCE Customer Care No.:

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

WE ALSO DO JOB WORK




NIRALI PERFUMERY A POPULAR CHOICE
in Maharashtra for Premium Masala Incense

Ahmedabad: Long recognized for manufacturing
high-quality yet affordable incense, Ahmedabad is
now also home to rising premium brands. One
standout is Nirali Perfumery Products, specializing in
premium masala agarbatti that blends traditional
craftsmanship with elegant presentation. With a
stronghold across Maharashtra’s key districts, a state
known for its premium incense consumption, Nirali’s
top offerings include:

P
T
¥

Mysore Prince, Woodamber, Natural Woods, and
Vatrika. These products are elegantly packed in boxes
and retail at 3325 for 250 grams, striking a fine balance
between quality and value. Nirali’s success lies in
catering to buyers who appreciate traditional
fragrances with refined quality. The brand continues
to grow in markets that demand excellence without
compromise.®

B Prm—

Hari Darshan’s Temple Collection Elevates Devotion with

Handcrafted Masala Agarbatti

Delhi: A household name in the pooja
product industry, Hari Darshan has been
synonymous with quality incense, dhoop,
chandan tika, and spiritual products for
decades. With a reputation built on trust and
tradition, the brand continues to innovate
while honoring its heritage.

One of its standout offerings is the /_f"“__"'- -
Temple Collection - a range of handmade ( Iﬁt;?‘:icl-f
Masala Agarbatti crafted from an exquisite b
blend of natural herbs, spices, resins, ==
flowers, and essential oils. Designed to e A L)

elevate spiritual and meditative practices,
these incense sticks create a soothing and
sacred ambiance.

The Temple Collection is available in .
three captivating fragrances:

Temple Rose, Temple Gold, and Temple
Sandal. These incense sticks are eco-friendly,
charcoal-free, and safe for children, making
them ideal for both home and temple use.
Beyond spiritual purposes, the incense also
offers aromatherapy benefits, helping reduce
stress, enhance focus, and refresh the air

with their lingering, therapeutic aroma.®
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MARKET REPORT

Kolhapur is recognized as one of Maharashtra’s most vibrant incense markets—rich in tradition, culture, and con-
sumption. The region not only serves as a strong consumption base but has also evolved into a hub for camphor pro-
duction, incense trading, and innovative retail formats, supplying surrounding regions including Goa and Karnataka.

Market Composition

B Incense sticks (agarbatti) dominate with 70% market
share, while dhoop products make up 30%, equally split
between wet and dry dhoop.

B The shift toward bamboo-less products like dry dhoop
and sticks is noticeable, especially among consumers
with specific ritual preferences.

B Zipper packs priced at ¥350-360 (100-120 grams) are the
most sold pack sizes.

Consumer Segmentation

B Economy segment (¥10-320): Makes up 50% of the
volume; mostly for daily rituals and temple use.

[ ] Medium segment (X30-370): 25% market share;
preferred for regular home use.

B Premium segment (100 and above): 25% of the market,
with a surge in demand during festivals, sometimes
comprising up to 80% of seasonal sales.

Fragrance & Format Preferences

B Over 70% of consumers prefer strong, perfume-based
fragrances. Kewda, mogra, black musk, ashwa gandha,
and other bold scents are in high demand.

B Milder variants like rose have relatively lower
preference.

B Jumbo packs (400g) and long-burn dry sticks priced at
¥70-1105 are popular, especially in rural areas.

Top-Running Brands in the Market

B Kolhapur’s incense counters and wholesale racks
prominently feature the following high-demand and
fast-moving brands:

Incense Sticks (Agarbatti)

B Balaji, BIC, Big Bell. Alaukik, Amrutha, Geeta, Manohar,
Zed Black, Forest, Cycle, Nikhil, Geetanjali, Swaraj,
Ullas, Flourish, Pioneer (Jaipur), Shree Trading,
Misbah, Danka, Swaraj, GT, Real, Nishan, Utsav, Jesal,
Moksh, Somnath, Anubhav, Satya, AS Agarbatti, Good
Luck, Zebra, Parimal Mandir, A Ravi Raag (Krishna
Kala), Pandian, Deshpande, TPRG, Shreejee, Haria, D.
Shankar, Tathe.

Dhoop (Wet & Dry) and Sambrani

B Top Wet Dhoop Brands: BIC, Balaji, Forest, Real,
Nishan, Krishna Kala, Shridhan, Zed Black (Manthan),
Topsi.

B DryDhoop Popular SKUs: 100g zipper packs at 70
MREP. Flourish and GT are also gaining traction.

B Sambrani Cups & Sticks: High demand during festivals.
Leading brands include Manohar, Balaji, Good Luck
(Chintan), Nikhil, Pandian (Mahalaxmi), TPRG
(Tapasya), and OK.
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Camphor Market Insights

B Kol hapur and Sangli are key hubs for camphor
production and distribution. Camphor use has grown
post-COVID with added emphasis on scented camphor
for electric burners.

Top Brands in Camphor:
B OK Camphor u
B Shree Dev Pooja L
Prices range around ¥650-%700 per kg, with packs available
from 1 to 1000 depending on size and format.

Rajkala
Mangalam

Other High-Demand Product Categories

Sandalwood Tilak (Paste & Powder)

Manohar, Hari Darshan, Mauli

B Preferred colors: Orange and Yellow with real
sandalwood content.

Attars & Roll-Ons

B Arome (Ratlam), Nikhil, Kelkar, A A Attarwala
Scents with long-lasting and bold notes are preferred by
Kolhapur buyers.

Retail & Consumer Behavior

B Brand awareness is strong: 6 to 8 out of 10 customers
shop by brand name.

B Monthly customer spend:
- Economy:3200-3600 - Mid-range: 21000+
- Premium consumers: Up to 35000/month

B Organized incense retail—air-conditioned showrooms
with guided fragrance selection—is transforming buyer
behavior. Consumers are becoming more informed and
open to exploring premium ranges.

Distribution Reach

| Distribution networks extend to 1,000+ counters
including provision stores, incense outlets,
supermarkets, and pooja stores across Kolhapur and
nearby regions like Konkan, Western Maharashtra,
Sangli, parts of Karnataka and Goa.

B In Goa, although economy products dominate,
premium incense sees strong demand due to tourist
influence.

Conclusion

Kolhapur stands out as both a production and consumption
powerhouse in India’s incense and camphor industry. With
evolving retail models, a strong preference for branded and
bold-scented products, and robust distribution systems, the
market continues to grow steadily across all consumer seg-
ments.®
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... MORE THAN 300+ PRODUCTS

&9 www.paramfragrance.com Find us on:

A Quality Product Manufactured By :
PARAM AGARBATTI WORKS = paramagarbattiworks@gmail.com
Rajkot - 360110, (Gujarat) - INDIA & +91 98751 50743




Big Safari Wins
Hearts with ‘Zyada Sugandh, Zyada Batti’

Bajrang Soni Shares the Scented Journey of Soni Trading Co., Latur

In the heart of Latur, Maharashtra, stands a company built not just on commerce, but

on values, trust, and a vision rooted in tradition—Soni Trading Co. For over three

decades, the company has served as a key distributor for agarbatti and FMCG products

in the Marathwada region. At the helm is Mr. Bajrang Soni, who has carried forward

the legacy started by his father and uncle, adding new dimensions while staying

grounded in ethics and service. In an engaging conversation with Sugandh India, Mr.

Soni reflected on his journey, shared insights into the incense trade, and revealed the

principles that have kept his business growing.
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r. Bajrang Soni shared
with Sugandh India that
Soni Trading Co. was
founded in 1989, initially
focused on trading coconuts. However,
the perishable nature of the product
led the family to reconsider. “We
realized coconut stock couldn’t be
stored for long, which made it a risky
business,” Mr. Soni told Sugandh

India. “That’s when we shifted to the
matchbox business and started
sourcing directly from South India.”
He further shared that their
journey into the incense segment
began in 1992, when they got an
opportunity to distribute Nashik based
brand Nandini Mogra agarbatti. The
brand quickly gained popularity in
Latur, Osmanabad, Beed, and Bidar.
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1. RANGOLI JUMBO 200g POUCH

2. HI-KLASS 400g ZIPPER

3. ROYAL LOBAN 300g

4. ULTIMATE PUNCH 3509 ZIPPER (B&B)
5. RANGOLI JUMBO 200g ZIPPER
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Mr. Soni mentioned that the fragrance and
packaging were appealing, and their efforts to
build retailer relationships helped the brand
gain strong traction in the region. In 1994-95,
we were approached by the Thakral Group for
their then-new launch, Big Safari. Mr. Soni told
Sugandh India, “The tagline ‘Zyada Sugandh,
Zyada Batti’ and the product’s value-for-money
proposition struck a chord with the market.”
He added that though it took effort to initially
introduce it to retailers, the quality eventually
won them over, making Big Safari a flagship
product for the company.

Mr. Soni mentioned that over the years,
Soni Trading Co. took on the distribution
of many well-known brands, including
Real Fragrances (Pune),, Shri jai brand, AR
Industries, AR Incense, Abhimaan, Mangalam
Camphor, Parimal Mandir , Oswal , S OSWAL,
Mahalakshmi Dhoop (Chennai), Utsav (Rajkot),
Vijay Agarbatti (Ahmedabad), Shastri and Delta.
Among them, the long-standing association with
the Thakral Group remains close to Mr. Soni’s
heart. “Thakral group is clear in communication,
quick in decision-making, and strong on ethics,”

Mr. Soni mentioned that over the years,
Soni Trading Co. took on the distribution
of many well-known brands, including
Real Fragrances (Pune),, Shri jai brand,
AR Industries, AR Incense, Abhimaan,
Mangalam Camphor, Parimal Mandir ,
Oswal , S OSWAL, Mahalakshmi Dhoop
(Chennai), Utsav (Rajkot), Vijay Agarbatti
(Ahmedabad), Shastri and Delta. Among
them, the long-standing association
with the Thakral Group remains close to
Mr. Soni's heart. “Thakral group is clear
in communication, quick in decision-
making, and strong on ethics,” he told
Sugandh India.

he told Sugandh India. “They understand the
challenges of distributors and always support
us.”

A pivotal shift occurred under the spiritual
guidance of Saint Haribappa, Mr. Soni shared.
“We were in the tobacco and gutkha business,
but gave it up completely,” he told Sugandh
India. “We then entered the rice business, which
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ran well till the COVID-19 pandemic. After the
lockdown, we chose to focus entirely on incense
and FMCG distribution.”

Today, Soni Trading Co. operates across four
districts—Latur, Osmanabad, Beed, and Bidar—
supported by 10-12 sub-stockists and over 800
to 1,000 retail counters. Mr. Soni shared with
Sugandh India that around 60% of the incense
market is of Rs 10 packs, 25% is of Rs. 50 packs,
and just 5-8% is of premium segment. He noted
that “value-for-money” continues to be the top
priority for customers, even though demand for
good fragrance and packaging is increasing.

On current market dynamics, Mr. Soni told
Sugandh India that Big Safari still dominates
incense sales in the region, followed by
Balaji, Z Black and local brands. Cycle, Ullas,
Forest, Peshwa and BIC are also present in
the market. Agarbatti has 80% market share,
while dhoop products are 20%. In wet dhoop,
Sri jai, Haridarshan and Manthan are leading
performers, Utsav and a lot of other agarbatti
companies are also present in the market
which are producing wet dhoop. Mahalaxmi
leads in Sambrani stick market. In cup dhoop,
Delta, Nakshatra, and Real are popular. Mr.
Soni mentioned that the camphor segment
has also evolved. “Earlier people used to buy
camphor in loose form,” he said. “Now, brands
like Mangalam, OK Kapoor, and 333 are well-
established.” Hari Darshan and Manohar
dominate the Chandan Tika Ashtagandh Market.

Mr. Soni informed that a typical retail
customer spends around Rs200 per month
on Incense and Pooja items and out of 10, 6
customers are loyal to brands.

Mr. Soni emphasized that for a brand
to succeed, it must offer consistent quality,
attractive packaging, and strong dealer support.
“You can’t expect a retailer to
push your product just because it looks good,” he
explained. “Retailers need solid reasons—good
margins, marketing support, and reliability.” He
also added with conviction, “A product is like
your own child. You must present it well, take
care of it, and nurture it for the market to respect
it.” Mr. Soni told Sugandh India that building
and maintaining relationships with both brands
and retailers has been the key to their sustained
success.

As Soni Trading Co. looks toward the future,
its foundation in honesty, service, and spiritual
values continues to guide every decision. “We
are not just selling agarbatti,” Mr. Soni said
with pride. “We are building trust, one stick at a
time.” ®
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0K CAMPHOR A TRUSTED NAME IN PURITY SINCE 1967

Nishikant Traders: Powering Maharashtra’s Incense Market

“Good Camphor Leaves Nothing Behind”: Rahul Halade

The hallmark of a good camphor is
that it burns completely, leaving no
residue behind. That is considered the
sign of pure camphor. Rahul
Babasaheb Halade, the head of OK
Camphor manufactured in Kolhapur,
shared in a conversation with
Sugandh India that aside from the
fact that pure camphor burns

completely, the belief that pure

camphor doesn’'t emit black smoke is
a misconception. Camphor does emit
smoke while burning.
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e informed that raw materials for

camphor come from Indonesia and

China. About 4-5 companies, such

as Saptagiri Camphor Company,
process these into camphor powder, which is
then blended with other materials to make
tablets and other products.

In response to a question about why Kolhapur
and Sangli have become hubs for camphor
production, he said the region has had a long-
standing tradition of high camphor consumption.
As demand grew, local production increased.

Alongside manufacturing the popular OK brand
of camphor, Nishikant Traders also produces
incense sticks, dhoop, and dry sticks. Additionally,
they are super stockists for well-known brands such
as Hem, Moksh, Nishan, Jesal, Dhanlaxmi, and
Utsav Fragrances, and distributors for over 30 other
agarbatti and dhoop manufacturers including Balaji
in the Kolhapur region.

Rahul Halade, in response to a question from

Sugandh India, stated that production of OK
Camphor began in 1967 with his father, Mr.



Babasaheb Halade. Initially, they operated from home,
but as business grew, they established a factory. Today,
OK Camphor offers nearly 100 packaging varieties, with
tablet sizes and pack formats ranging from 1 to 31000.
The company also produces Bhimseni camphor.

OK Camphor is not only sold in Maharashtra but
also in Karnataka, Gujarat, Tamil Nadu, Kerala,
Rajasthan, and other states. Kolhapur and Sangli have
now become hubs for both production and consumption
of camphor, widely used in rituals and havans across
India. Recently, camphor with added fragrance for use
in electric burners has also become popular. The
demand for camphor has surged post-COVID, especially
for scented variants. This increasing market interest has
prompted major companies to enter the camphor
segment. OK too is planning to scale up production and
introduce new fragrance-based camphor products.

Apart from camphor, Nishikant Traders is a well-
known name in Maharashtra—especially Kolhapur—as
a super stockist and distributor of branded products.
Speaking on how they entered incense and dhoop
trading, Rahul said that 8-10 years after camphor
production began, they ventured into incense trading,
starting with Hem Agarbatti as their first distribution
partner. Today, Nishikant Traders handles many major
brands including Balaji, Nishan, Dhanlaxmi, Moksh,
Jesal, Utsav, Karnataka Fragrance, Bansi, Manohar,
Goodluck, Amrutha, Somnath, Real, Parimal Mandir,
Anubhav, AS, Zebra, Satya, Pandian, Krishnakala,
Haria, D. Shankar, Deshpande, Tathe, Shreejee,
Gajanan, and TPRG. As a super stockist, their network
spans across Kolhapur and Western Maharashtra,
Konkan, and Goa, connecting to nearly 4,000
distributors and retail counters.

On the Kolhapur market, he mentioned that incense
stick sales are strong and growing rapidly. Zipper packs
weighing 100-120 grams and priced between 350-360
are top sellers. Regarding the Goa market, he said it is
mainly driven by economy products priced at %10, but
due to foreign tourists, there is demand for premium
products as well.
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He noted that in Kolhapur, demand for dhoop is
rising, though incense still dominates with 70% market
share. Dhoop holds 30%, evenly split between wet and
dry varieties. In wet dhoop, zipper packs are most
popular. Brands like Nishan (zipper pack) and Real
(premium) have strong demand, along with Balaji and
Krishna Kala by A Ravi Raag. Packs priced at 320 and
%50 are most in demand. A Ravi Raag’s premium wet
dhoop also performs well.

Balaji’s premium incense sticks are top-sellers, with
small packs at 50 and large packs going up to 32000.
The dry stick segment is also expanding, with 50 packs
leading in popularity. During festivals, Panchjanya,
Balaji, and Good Luck’s Chintan Sambrani
cups sell well. In Sambrani sticks,
Pandian’s Mahalaxmi, TPRG’s Tapasya,
and OK’s own products are in high
demand.

Responding to a question about puja
oils, he said that Cycle was the pioneer in
Kolhapur, and now both Cycle and OK are
popular. In camphor, OK holds the No. 1
position, followed by Mangalam. In

sandalwood tilak, Manohar’s
Ashwagandha variant is in demand. In
attars and roll-ons, SRS and Kelkar brands
are top choices.

He concluded by stating that the
average monthly purchase by a customer is
around 3200, but premium customers may
spend up to ¥5000. About 5 out of 10
customers make their purchase decisions
based on brand names.®

SUGANDH INDIA JULY-2025 47



. SOURCED DIRECTLY FROM
P INDONESIAN FARMS

EPERIENCE THE FINEST PATCHOULI 0ILS B8
PATCHOULI O1L 30 LIGHT/DARK N

PATGHOULI OIL 32 LIGHT/DARK
PATCHOULI OIL (TIRON FREE)
PATGHOULI SELECT
€ PATGHOULI STANDARD LIGHT/DARK

PATGHOULI TERPENES

L % ’
m tq lkta romatlcs Ltd
The creator of AT A\ Jewels

aaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaaa | Flavors | Aroma Chemicals

Ph: 011- 42141579/574

Email:sales@iktaaromatics.in | rnd@iktaaromatics.in
www.iktaaromatics.com



SINCE 1970

Kastt] g Josmine 3akhoor  Looban
=i ~vlogrie mber:

LEADING WET DHOOP MANUFACTUER IN INDIA
WE ALSO DO JOB WORK

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

Mfg. & Mktd. By
HIMALAYA DHOOP AGARBATTI INDUSTRIES

(2 Customer Care ; +91 98032 12828 & +91 Q4171 00094 £ +91 94173 14040

@ www.himaloyadhoop.com @ Jalandhar, Punjab India - 144001

@3 | a&mtbiz | +21 70967 00707



Rajkala: A Trusted Name in Incense &
camphor Across Maharashtra

The incense sticks and camphor products of the Rajkala brand, owned
by Samarth Industries in Kolhapur, are quite popular across
Maharashtra and neighboring states. In a conversation with Sugandh
India, Mr. Rohit Kulkarni, head of Samarth Industries, said that the
demand and consumption of camphor are very high in Kolhapur. As a
result, production has also increased significantly here. He shared that
his father founded Samarth Industries in 1985 and began camphor
production under the name Rajkala. In 1986, they started producing
premium quality incense sticks under the same brand name.
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esides its own products, Samarth
Industries also distributes
incense sticks of several other
companies in Kolhapur, such as
Big Bell, Alaukik, Aradhya,
Geeta, Manohar, Jain Products,
Aalok, Jai Bhavani, and
Vakratund.

Responding to a question from Sugandh India,
Mr. Kulkarni said they produce around 20 types of
camphor under the Rajkala brand, including
camphor cones, Bhimseni camphor, and tablets of
various sizes. When asked about scented camphor,
he said although such fragrances are trending in
the market, they are currently not working on
them. Rajkala camphor products are sold at
around 650 per kilogram, though the price
fluctuates with the market.

Rajkala also produces premium masala incense
sticks, which are supplied not only across
Maharashtra but also to Gujarat, Madhya Pradesh,
and a few other states. He mentioned that Rajkala
products are known for their quality. Throughout
the year, about 70% of the market is for medium-
quality products, 20% for economy, and 10% for
premium. However, during festivals, the demand
for premium products rises to around 80%.

Mr. Kulkarni also said that besides distributing
incense, camphor, and
dhoop products, they have a retail outlet that sells
all brands related to dhoop and fragrances. Their
distribution journey began with the brand Shreejai
from Nagpur. Today, they work with nearly two
dozen companies and have a large supply network
in Kolhapur that reaches around 1,000 counters
including grocery stores, malls, pan shops, and
dedicated incense outlets.

According to him, Kolhapur is a very good
market for incense products, especially for
premium quality items.
Products priced at
%100 with

10-15 sticks are in demand, but the 50 zipper pack is
the highest-selling. People here prefer strong perfume-
based fragrances.

On market trends, he mentioned that almost all
brands perform well, but relationships play a key role in
sales. At his counters, Aradhya, Alaukik, and Big Bell
are the top-selling brands. He noted a growing demand
for 400-gram jumbo packs, while the 10 product
segment is declining. In Kolhapur, demand for
bamboo-less products like dry dhoop and dhoop sticks
is rising, currently making up about 30% of the market,
while 70% still prefer incense sticks. Wet dhoop sells
more during winter and monsoon seasons, with Geeta
and Big Bell being top sellers in that segment.

He added that products with better margins and
promotional schemes tend to sell more. In the dhoop
category, 20-stick packs priced at 320 sell the most,
while premium dhoop sells less. For dry dhoop, the
brands that sell well as incense also do well. A 370 MRP
pack containing 100 grams is in high demand.

In cup dhoop, brands like Manohar, Big Bell, Aradhya,
and Vakratund, priced between ¥50-360, are popular.

Regarding sandalwood tilak, Manohar is the most
in-demand brand, along with products from
Haridarshan and Mauli. Both wet and powder forms of
sandalwood are sold, with orange and yellow being the
preferred colors. In attars and roll-ons, Manohar, SL,
and A Attarwala are leading brands. In
camphor, apart from their

own Rajkala brand, OK
Campbhor also has high
demand, followed by
other brands. He stated
that customers in Kolhapur
mostly prefer branded
camphor. On average, a
customer buys products
worth ¥400-3500 per
month. While many rely on
the shopkeeper’s
recommendation, 5-6 out
of 10 customers specifically
ask for a brand by name.| B
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Strong Fragrances in Demand in Kolhapur:
Shivkumar Sudesh Chauhan

Geetanjali Earns Distinct Identity in Both
Manufacturing & Trading

Sudesh Perfumery Works and Geetanjali Agarbatti Company have carved a
hiche in both manufacturing and trading of incense, dhoop, camphor, and
related products in Kolhapur. Under Sudesh Perfumery Works, the company
produces agarbatti under the Geetanjali brand along with dhoop, dry sticks,
cones, and camphor. Meanwhile, Geetanjali Agarbatti Company handles
trading for around 40 brands across Kolhapur.
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In an exclusive conversation with Sugandh
India, Mr. Shivkumar Sudesh Chauhan, the
head of the company, shared, “My grandfather
started the incense business in 1972. He used
to bring agarbattis from Bengaluru and supply
them to shops in towns and villages using a
bicycle. Eventually, we felt the need to start
our own production, and the first product
launched under the name Geetanjali became
highly popular—even gaining recognition in
Bengaluru.”

On advice from family and
business associates, they
officially registered Geetanjali
Agarbatti in 1982, making

it the first incense brand in
Maharashtra to receive
corporate registration.

In response to questions from Sugandh

India, Shivkumar explained that their incense
products range from 5 to 100 in the premium
segment. The company manufactures agarbatti,
dhoop, dry sticks, cones, and camphor. Their
products are widely distributed across Kolhapur
and the Konkan region. While Geetanjali
remains their flagship brand, Swaraj agarbatti is
also quite popular

He observed that Kolhapur consumers have

a preference for strong fragrances—just like
their love for spicy food. Mild fragrances like
rose aren’t as popular, but kewda and mogra,
regardless of the brand, sell very well. Their
brand Charlie, which has a strong aroma, is also
alocal favorite. The Shree Dev Pooja Camphor
brand by the company is widely used across
Kolhapur and other districts in Maharashtra.
He added that among the top three camphor
brands in the Kolhapur market are OK, Rajkala,
and their own Shree Dev Pooja.

On the incense market in Kolhapur,

Shivkumar noted that 70% is dominated by
agarbatti and 30% by dhoop, with dry sticks
gaining popularity—particularly among Jain
consumers. While the use of bamboo in incense
has been a point of debate, more traditional
consumers are now accepting it, leading to a
resurgence in agarbatti usage.

When asked about the company’s trading
operations, Shivkumar said their first trading
partnerships were with Cycle and Danka
agarbatti. They now hold distribution for Shree
Trading Company, Misbah, Topsi, and multiple
brands from AR Industries. In total, they hold
agency rights for 40 brands, some exclusive

to Kolhapur and others covering the entire
district.

Kolhapur has 40 talukas, and Geetanjali’s
supply network reaches around 1,000 outlets
including agarbatti counters, provision stores,
supermarkets, and general stores. The market,
he said, consists of 50% economy products,
with the remaining 50% split evenly between
medium and premium categories. For temple
use, consumers typically buy ¥5-310 packs,
while for home use, the same customers prefer
%50 and higher zipper packs.

In terms of bestsellers, Shivkumar listed Shree
Trading, Misbah, Balaji, Forest, Ullas, and Zed
Black as the most popular incense brands. 10
and %50 packs are the top sellers in agarbatti. In
wet dhoop, Shridhan, Topsi, Pioneer (Jaipur),
and Zed Black Manthan are in high demand.
Premium product demand is growing quickly.
In dry sticks, the GT brand leads. Sambrani
cups of incense brands are all over the market.

He added that in the camphor category, the top
brands are OK, Rajkala, and Shree Dev Pooja.
In sandalwood tilak, Manohar is the top choice,
especially in yellow and orange paste forms. On
average, a customer in Kolhapur spends 3500 to
%600 per month, and 6 out of 10 customers ask
specifically by brand name.®
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MAHALAXMI TRADERS REDEFINES INCENSE
RETAIL WITH AC SHOWROOM IN KOLHAPUR

“We Educate Customers Before Selling Products”: Prathamesh Daware

Just like malls, supermarkets, and modern retail stores that feature neatly displayed grocery and

consumer goods in air-conditioned environments, the trend of organized retail is growing. Mahalaxmi

Traders in Kolhapur is one such prominent retail centre where top Indian brands of agarbatti, dhoop,

and pooja items are displayed attractively, offering customers a pleasant shopping experience.

t this exclusive store, customers are
educated about the product quality,
fragrance types, and raw materials of
incense and other aromatic products.
They are encouraged to browse at
their leisure, understand the details,
and then make informed purchases.
As a result, consumers become more aware and brand-
conscious. Today, 8 out of 10 customers here choose
branded products. Mahalaxmi Traders’ owner, Mr.
Prathamesh Daware, told Sugandh India in a special
interview that they launched this fully air-conditioned
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showroom three years ago with a fresh retail concept,
which quickly proved successful. Customers began
buying premium incense and related products in greater
quantities.

Prathamesh shared that his father, Mr. Raj Daware,
started the business 10 years ago. Though the family is
involved in other businesses as well, three years ago they
launched this wholesale and retail counter dedicated to
agarbatti, dhoop, and pooja materials. Initially operating
from a small counter, Prathamesh envisioned a space
where customers could comfortably enter the store,
explore products based on their preferences and needs,



and receive product information from the staff. Buying
from outside the shop, he believed, didn’t allow for the
same experience—hence the birth of the AC showroom.

Within a year, the results were promising. Today,
the store carries over 1,000 products from more than
20 major brands. The nearby temple also contributes
to heavy footfall. The retail model also helped them
better understand product quality and consumer
preferences, resulting in higher customer satisfaction
and acceptance.

Responding to Sugandh India’s query, he explained
that customers visiting the store can view a wide display
of products and buy according to daily needs, special
occasions, or fragrance preferences. “Just as everyone
has unique tastes in food and lifestyle, people also have
different sensitivities to fragrance. A scent that feels
mild to one person may feel strong to another,” he said.
They help guide customers to products that suit their
taste. From retail experience, he learned that over 70%
of Kolhapur’s consumers prefer strong fragrances.

Prathamesh believes that the future of India’s
agarbatti industry depends on creating more consumer
awareness. He emphasized that companies must
educate buyers about quality, burning time, and
fragrance notes. “Until brands inform consumers about
premium products, people won’t fully understand or
appreciate them,” he added. Because of his informative
selling approach, even economy buyers are now buying
premium products without hesitation.

He shared that Big Bell and Balaji are their top-
selling brands. Balaji products often fly off the shelves
by themselves. Other popular brands include Nikhil,
BIC, and in masala agarbatti, Flourish. Agarbatti
products costing over Rs. 1000 also are in demand.
Among customer favorites are Balaji’s Botanical Garden
(k500) and Nikhil’s 250g pack priced at 1075—both
have loyal buyers. In Kolhapur, incense sticks dominate
the market with a 70% share, followed by wet dhoop,
dry sticks, and sambrani cups. Wet and dry dhoop have
roughly equal customer bases. The 50 zipper pack is
the highest-selling incense product. In jumbo packs,
the White Stick by Orange Aroma in four fragrances
(400g) is popular—he sold 60-65 packs in the last 5-6
months.

He noted that large packs also sell well in rural
areas. Mahalaxmi Traders supplies across Kolhapur
district, including its rural zones and parts of Konkan.
Their distribution network reaches over 100 stores

within an 80 km radius—general stores, pooja product

stores, supermarkets, and stationery shops.

In wet dhoop, BIC, Balaji, and Forest are the top
sellers. Wet Dhoop products priced between %20 and
%70 sell the most. In dry sticks, products priced at ¥70
and %105 with burn times of 1-2 hours are popular,
particularly from Balaji and Big Bell. In dry stick, BIC
is also a popular choice with Himalayan and Black
Musk (60) being highly demanded. In sambrani cups,
Manohar, Nikhil, and Shri are well-received. For scented
camphor, Mangalam is a customer favorite.

The store stocks only Manohar for sandalwood tilak,
which is preferred by 80% of customers, along with Hari
Darshan. There is high demand for sandalwood powder,
especially in orange color with real sandalwood. In roll-
ons and attars, Arome (Ratlam) and Nikhil are the most
preferred brand. According to him, individual customers
spend between 1000 to 1500 per month on agarbattis,
and most of them shop by brand name. B
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SHREE YOGI SUPER

Sugandhl

INDIA'S OLDEST & ONLY CARBON FREE

Sambrani Dhoop Manufacturer Since 1991

Our Products

V7 Peace of Mind (V] 100% Satisfaction

) Natural product (V) Trusted Company

T T A T W O e o Pt s ot
@ CERTIFIED CARBON NEUTRAL COMPARY

Made from Natural Aromatic resin Non - Synthetic - ;
For Trade Enquiry
Mfg. & Exported by :

, ®) +9193 34 315252 | +9187 89 377137
NILIMA HERBS PVT.LTD.

i ' il t nilima.2014a@gmail.com
Harni Chak, Anishabad, Patna - 800 002 (BIHAR) | o0 > 9 &< @g




Established: 1935
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RAJALAKSHMI PERFUMERY WORKS
No. 247, 3rd Main Road, Chamarajpet, Bangalore - 560 018

Ph: 080 41206464
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Vigvan Bhawan Science City,
Divine Rd, Sola, Ahmedabad
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MSM.ONLINE

NAYA BHARAT
# WHERE BUSINESS MEETS CONVENIENCE
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L "“INDIN'S UNIQUE CLOSED COMMUNITY
B2B ONLINE PLATFORM
BRANDS ASSOCIATED WITH US
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POLICE NAUTICA

MMMMMMM

U.S. POLO ASSN.

SINCE 1890

WONDERCHEF

ONE-STOP PLATFORM FOR
ALL CORPORATE GIFTING

"AND MANY MORE NATIONAL AND INTERNATIONAL BRANDS"

e

s — '
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'/ ! MSM.ONLINE

NAYA BHARAT

support@msm.online
www.msm.online




“2025" & 3{PlolIs3s dave $l deh 96
2l 3PTed! 38T el uee

4§

_ ~

3PReTt 3R YU 3c1gl & Y i i & W sit @t uee &1 AT & 1o 3rRerdt 38T .
3t e 3R a1 8, Afds aef 2025 A gW ava @ & fob 31a 78 3iPirsss dar g it
fEon# gg a1 21 Pier 33T @ @ arasiia # 3721 Pt a5 af 2024 Fi g T A 3rRed 85
A 580 af Hrohl sdiad g8 8 3R Tmifaes @ fos 2R siis &t it 58t wrer e 21 381
e b 89 &1 feer-2 7 31 2@ €, oY 30 e & srot worifa vt e < €1 ara &t
3R 3eT &6 Aidhe A 31 2y e a5t & o1e &t 21 3721 el fob 30 aef <l i eigetra
W 332 €1 T Ut U 1o YU e 3PRercit & qaplaet e 9 W& 8 3R g fs
Tifiam visdeg &t AT a5t A 9t 21 afcie gn Wt 30 af U s A B BT M aral 21
3217 Jar b g FigHt U # Ut A & Afds 316 g0 7aTent U 3R Yy e i o Fi )
AT R T €1 3Hb e S1-diF S dlet Hishit e R B @2 y

UTSH R 4 31c7, gummsﬁmaaﬁzﬁma’ﬂ
e W ARIM: Udldh uce

72 e Efsan | a8 - 2025



®
St HTE A goty SfEar ot
garar fie as 2025 #
SR # 89 Ps A€ UisaT
132 8, 51 I BR #

& efSPIUT J FATC ST
3819 pal fb SR & 511 qarferet 3R e
3l b EH A I8 €1 €F 3T IR BIH BT
Sidll 9cp &t HIdbe H 96 I8 ot W 381
&eT fds BAR 200 31R 400 UTH & SR O
UEd 4 8, ¢ifchd €H 394 SITCST I514 dTeit
Afder # 7Y stTen, ifds 39k 91e
FATfere! & UMT §fdbed B1dT 81 381 Pal
T, s 399 darfeiet el &l
fEfteger 3R e Ht gara € fob sia
U o1 b d1c TP Bl HHY db GblT
TR A&l 31Td | SAfAIC 9 400 UTH dTel SR
O A & darfeid! 3R ga1 3% &l fFm &t
HTdhe T5RTd & 3TeiTdT IR HERTY 3R
el el H 9gd dgar ffd # €1
e £33 &Y 381 gar fas gaacm
P & PRUTEH R b I541 | 781 51138
9, oifdo 39 I 81 3R TSRl 3R sIRAs o
37T HCATS YS PR e €1 381 gdrT b
féaR-1 el A eAR BEIeged €, Afd 3a
feaR-2 2re Wt Bipd o & &1 gud:
EH 2 H 3P R Sterd 3R ReaT My R
5TR ¢d 21 gTdifds et 31m3eaiey, fam
Pt gb, GaIT UTS bt fAY gapTd 3R
THUEHS AT 2T & HY Uisaed a4 &l
3P ATAT 2025 H EH 3194 JTATS Acddb
T I541 H S qaTfeict & 3R AT
Yisded AT ACcTs 9fdd &f 31k dga?
B BT AT AR Il e 81 Th JdTal &
STaTe # 3611 BeT b 31151 Farferet safaie
7k 3Et 8 o AgthaeRe it & 78l

AehTeT UT 38 €1 HUfIi Uh gER A €l o
et €1 Igd @11 200 UTH O T3 | o
HTdhe R B df grad &, TAfdd 87 399
HeHd 781 8| ART HIAAT & fdb 379 Wisae
& FTfeidt R 3¢ e 3R HBUEMA & BROT
FATferet ol A1 fIRA &1 aHt BIE §7s Hidbe §
ST 97 ddb T &l

el graeta | fAe 8ld g Udld HIE A
ToiE SfEAT & T HTeT b STaTd H I feb
HT5Tdhel UTsd IR o &l &l @77 10-20
TIsde AT dTdR 3R ITST UTH SR HIdbC
R BT B3 Bl 818 B &, AAfdpd [ 59
13 # Bt 2nfAet &t 8311 M slis &
MedeT el €l BH &, oifcb 81 FTfeict atlk
ST 7el Bd| ¢8 H e &l 3uUrt &t
T WR 3811 Bel s T8 BEATS at et
g, 5T BIS Wisare ATdhe § 781 It uTdTl
WS IfS IotTdT &, al YITa Hi 31T &dr
€, el d 3uRt Tetdi € 3R I8 gedt Hi 2l
3819 PeT & 3YURT | I HSTdRR <1 31Td T &
b 3UR @1 aTel bt &MHdT 31R 3794 € Wisde
&t feafa o & ? avit 3umdt St siTdt &1 3=
e fds BIS YT 379AT STeR IATd1 €, dl d8
ITed! & fdb 3T °Tet saTeT A 3R I8 vt
THT 1T, ST FaTferct 3R UTH 318t 8t
R ATdhe ® o7 SI37TTI 88H 73 3TGH &b
foie sa# 9gd ©iRa1 6 5763d 31R aPIar
AETd &BIAT Bt &1 397 §is WA I &
g IHd €1 3811 Pel fds # 3PRed! 3eT o
37T 38 AU TG A &l BT arg fb a8
370t Imfetct R AT R 3R ikl &
TIsde Bl AT W Pe 3R A7 379 hUcieM
B | aHl g€ Hidse | Tl Il Hidse H Tel
I8 ¢85 Bl ¢THAT d JHSIFT d1feC, dfde fasdt
BT ATH T FdTfeict Bl Bidt Tat bt
grfeeim

Iie g | Jems -2025' 73



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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Wi®© Mkt. By: SHB ADVERTISING & MEDIA (OPC) Pvt. Ltd. gz
Kashidham, Varanasi, Mob.: 9820931942

\, +919651001942 ® 9820931942 @ Info@onlinepanditjii.com & www.onlinepanditjii.com
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TN y B ag & Accessories
GOBLIN " Company
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Price From t

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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SINGAPURASHIP PRODUCE (I) PVT. LTD.

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

Ral Superfine Ral Kani Gum Benzoin

O

Raw Incense Premix

We specialise in WHITE LABELLING, FMCG

PACKAGING for various brands & exporters

e +91 9920120171 esales@singapuraship.com

C 350, AHWC Complex, Vidya Alankar College Road, Wadala East, Mumbai- 400037
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32 kg Dryer 250 kg dryer Dhoop stick dryer

AGARBATTI & &Y POIN
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 3
Minimize bending issues
Running successfully since 8 Years 4

Reduces breakages of the sticks

S
No fungal development

6

Agarbatti/
| S ol T ;
e i Dryor Boe.| om Maintains an even dipping ratio

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

Ensures uniform drying

Steamtech Innovative Machinery Pvt. Ltd.

Steamtech

wathve Machlisery Por Led

611, Aalap- B, Limda Chowk, CONTACT

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

Gujarat , India. www.simpldryers.com
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C 350, AHWC Complex, Vidya Alankar Rd, Wadala (E), Mumbai- 400037 _h' l
Tel no: +91 9899881184 www.fragranceofvirtue.com

3 Fragrance Of Virtue Pvt. Ltd.!|

BAMBOOLESS
INCEENSE

I FLORAL FRAGRAHCES

- 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:




SINCE-1999

Masala Incense
Sticks

Rose Burg
% 2ind &

r.
3, o0
%3 Incens®

Red Rose Black Rose

‘Eg‘ﬂﬁ!ﬁaﬁq—zaﬁ... IR HT B3 D

Manufactured By :

‘DESHMUKH AGARBATTI GRUHA UDYOG
1145, Small Factory Area, Binaki Mangalwari, Nagpur -440 017

Customer Care No. 9371342383, 9405665282

E-mail : deshmukhagarbatti@gmail.com



Xz Maccharo Y]
\"%F“‘/ » Se Aazadi

Fag. No. 8147009

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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DPB PRODUCTS
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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



