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Modern Pooja Essentials:
How Millennials Are Redefining
Ritual Products

radition is timeless, but devotion is evolving.

I India’s millennials are reshaping pooja

rituals — blending faith with convenience,

mindfulness, and sustainability. Rituals are no

longer a daily chore; they are curated experiences
that fit modern lifestyles.

The rise of ready-to-use pooja kits is at the
forefront of this change. From incense and camphor
to diya wicks, ghee, and flowers, these kits are
designed for festivals and specific rituals like Diwali
or Ganesh Chaturthi. They save time, ensure
authenticity,and cater perfectlytourban households
seeking convenience without compromising
tradition.

Simultaneously, organic camphor, herbal
dhoop, and natural incense are gaining popularity.
Millennials are choosing chemical-free, eco-friendly
options, making rituals not just spiritually
meaningful but also mindful of health and the
environment.

“Until there is God and worship in every home,
incense and pooja products will continue to sell,”
says an industry veteran — a reminder of why this
market remains evergreen.

The Indian religious and spiritual products
marketis valued at 4.8 lakh crore (USD 58.6 billion)
in 2024 and is growing at a 10% CAGR, reflecting
sustained demand across the country (Expert
Market Research
). Within this, spiritual and devotional products —
including pooja kits, incense, and camphor —
continue to witness strong growth.

By combining tradition with innovation,
millennials are giving pooja rituals a modern
rhythm. With eco-conscious products, stylish
packaging, and easy access through online retail,
faith remains at the heart of modern homes,
expressed in a way that resonates with today’s

lifestyles.
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THE ALCHEMY OF AROMA:
AMBICA AGARBATTIES

From herbal Agarbattis to market leadership, our legacy is built

on values and vision — Ambica Ramanjaneyulu Garu
| , | |

The aroma of tradition, heritage, and innovation has long been associated with Ambica Agarbathies, one
of India’s pioneering incense manufacturers. Based in Eluru, Andhra Pradesh, the company traces its roots
back to 1946, when Mr. Ambica Ramanjaneyulu’s grandfather Sri Alapati Ramachandra Rao Garu founded
the business with a vision to craft herbal Agarbattis that honored both spirituality and quality. Over the
decades, Ambica Agarbathies has evolved from a modest family-run enterprise into a brand synonymous
with craftsmanship, authenticity, and ingenuity in the Agarbatti industry.

oday, the legacy continues under interview with Sugandh India Magazine, Mr. Ambica
the stewardship of Mr. Ambica Ramanjaneyulu reflects on his family’s journey, the
Ramanjaneyulu, Director of evolution of the Agarbatti industry, the importance
Ambica Agarbathies and the 39th of traditional values, and his vision for the future of
President of the All India Agarbatti incense manufacturing in India and beyond.
Manufacturers Association (AIAMA).

With a career spanning several The Name Behind the Brand

decades, he has been instrumentalin  On the question regarding the prefix “Ambica” in
mo-dernlzmg production, expandlng everyone’s name in his family, Mr. Ramanjaneyulu
markets across India and abroad, and nurturing the said that while his birth name is Alapati

next generation of industry leaders. In this exclusive Ramanjaneyulu, the family chose “Ambica” as a

418 SUGANDH INDIA NOVEMBER-2025
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prefix for everyone in the lineage, inspired by the
company’s brand name. “If I say Ramanjaneyulu or
Alapati Ramanjaneyulu, nobody will recognise,” he
explained. “Ambica is a brand name, and it became
a surname of sorts. Everyone in my family carries
it—Ambica Laxmana Rao (father), Ambica Krishna,
Ambica Prasad, Ambica Raja (uncles), Ambica
Sudarshan, Ambica Ramachandra Rao, Ambica Siva
Kumar, Ambica Hanuma (brothers).”

The Origins of Ambica Agarbathies

Sharing about the founding of his company, Mr.
Ambica Ramanjaneyulu noted that his grandfather
started the business in 1946, even before India gained
independence. “Agarbatti as an industry existed

for about 50 years at that time, but my grandfather
wanted to make herbal Agarbattis—an innovation in
India,” he said. The idea was inspired by traditional

AMBICAN
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Homas (Hawan) and rituals, where Hawan Samagri
was offered as doopam to deities, symbolizing
energy and blessings.

His grandfather’s father was an Ayurvedic doctor,
and the knowledge of herbs and their benefits was
passed down to him. “After his father passed away,
my grandfather, with just 20 rupees, started the
business with my grandmother and her mother,”
Mr. Ambica Ramanjaneyulu recounted.

Humble Beginnings and Values

Sharing with Sugandh India about the earliest days,
Mr. Ambica Ramanjaneyulu said his grandfather
and grandmother personally rolled agarbattis by
hand and sold them. “Because of those beginnings,
my grandfather always respected labour. He
believed workers are not just staff, but family.” This
empathy led to practices that distinguished Ambica
as an employer with heart.

Palmistry, Blessings, and Belief

Speaking about his grandfather’s spiritual
philosophy, Mr. Ambica Ramanjaneyulu recalled:
“My grandfather used to say that when workers roll
agarbattis by hand, their palmistry and blessings
enter the sticks. Their luck and fortune come into
our incense.” This belief, passed down through
generations, is still respected by the family and
considered one of the reasons Ambica has sustained
its success for nearly 80 years.

SUGANDH INDIANOVEMBER-2025 19
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The First Products and Innovations
Discussing the company’s first products, he said,
“The first brand in 1946 was Ambica Javaji Bathi,
followed by the famous Ambica Durbar Bathi
around 1953-55.” He explained that Ambica
Durbar Bathi was made using natural resins and
63 different herbals, making it distinct from
other Masala or Halmadi Batti varieties. It is
also distinctively coloured green, which makes it
stand out from others. “Durbar Bathi is unique
because it combines natural resins, herbals,

and perfume, all used in traditional Homas,”

he added. Beyond Agarbattis, his grandfather
experimented with other Ayurvedic products
such as pain relief balm, tooth powders, and
hair oils, eventually focusing on Agarbatti when
the market responded positively.

Pioneering Innovation in the Industry

On innovation, Mr. Ambica Ramanjaneyulu
revealed that Ambica was far ahead of its time.
“When incense-making machines came to
India around 2014-15, we had already imported
one from Vietnam in 2008 and tested it,” he
shared. Over time, Ambica simplified several
processes—many of which later became
industry norms. “Still, for our special agarbattis,
especially herbal ones, production is kept in-
house to maintain quality.”

A Strong Herbal Identity

Emphasizing Ambica’s specialization, he said,
“We have developed 20-25 herbal agarbatti
brands—Ilike Ambica Durbar Bathi, Ambica
Baba Harathi, Ambica Gowpuja, Ambica
Bangaram, and Ambica Heaven. Herbal incense
is our strength and sets us apart.”

20 SUGANDH INDIA NOVEMBER-2025

The Symbolism of Green

On being asked about Ambica’s signature green
branding, he explained: “Green was chosen by
my grandfather as a symbol of herbal purity.
Since we make herbal bathies, we had to reflect
that in our identity.” Over time, the green not
only became a brand color but also a family
color, symbolizing purity, trust, and continuity.

Expansion Under the Second Generation
Mr. Ramanjaneyulu shared that his father Sri
Ambica Krishna entered the business around
1967-68 and began marketing the products
across Andhra Pradesh using a second-

hand Chevrolet van. “They would travel for
10-15 days, selling Agarbattis, often sleeping
near temples in choultries (dharamshalas)
because hotels were scarce,” he said. By 1969,
distributorships were established, and the
business began expanding steadily within
Andhra Pradesh and Telangana.

Entering the Business and Scaling

Production

Speaking about his own entry in 1986, Mr.
Ambica Ramanjaneyulu said, “At that time,
there was a huge gap between demand and
production. Handmade Agarbattis could not
meet the market; we produced only 30-40
percent of the market demand.” Together with
his brothers, he scaled production gradually,
reaching full capacity only by 2010 due to the
labor-intensive nature of handmade Agarbattis.
He also introduced new products such as
scented Agarbattis, Doop Sambrani in 1992, and
Cup Sambrani in 1996, which became nationally
popular by 2007. Today, they have around
200-300 products.

Diversification Beyond Agarbatti
Expanding beyond incense, Mr. Ambica
Ramanjaneyulu highlighted his family’s
ventures into the hospitality sector with Ambica
Empire in Chennai, a four-star 90-room hotel,
and Ambica Sea Green in Vizag, a 40-room
property. The family also dabbled in film
production, creating seven to eight movies.

The Public Issue: A Pioneering Step
Discussing Ambica Agarbathies’ public issue,
Mr. Ambica Ramanjaneyulu explained, “My
father initiated it in 1996, making us the

first Agarbatti company to be listed on stock
exchanges. The funds helped expand in-house
manufacturing, raw material processing,

and market competition.” He noted that the



company’s shares peaked at ¥110-130 at one
stage, highlighting the financial success of this
step.

A Landmark Worker Welfare Policy

In response to a question on worker welfare,
Mr. Ambica Ramanjaneyulu highlighted a
unique policy: anyone who worked in the
factory for 15 years or more—be it sweeper

or manager—was allotted 100 square yards of
land. “We have distributed about 20 acres so
far,” he said. When land distribution ended,
the company converted the benefit into direct
financial aid. This initiative remains one of the
most remarkable CSR practices in the industry.

CSR Rooted in Family Values

Explaining further, he said that Ambica’s

CSR is not merely for namesake or external
recognition. “Our workers are our family.
Whatever we do is for them,” he emphasized.
Every year, on January 25th, the birth
anniversary of his grandfather, Ambica
distributes benefits, organizes medical camps,
and even sponsors surgeries—including critical
cases like cancer. Festivals are celebrated
collectively with food and festivities, reinforcing
a culture of belonging.

Leadership in AIAMA

On being elected as the 39th President of the
All India Agarbatti Manufacturers Association,
Mr. Ambica Ramanjaneyulu reflected on the
challenges and responsibilities of representing
the industry. “It’s the first time someone from
outside Karnataka has become president.
AIAMA solved numerous industrial problems,
from bamboo stick availability, Central Excise to
decreasing VAT and GST rates.” He emphasized
his focus on youth engagement and spreading
awareness of traditional values within the
industry.

Promoting Standards and the Role of BIS
Addressing recent developments with the
Bureau of Indian Standards (BIS), he explained,
“For five years, AIAMA has been working to get
Agarbattis into BIS and has finally done it. This
makes sure that customers get the best quality
and are not cheated when they buy products
that are BIS certified.” He added that BIS
certification is crucial for the Agarbatti industry.

Future Vision and Legacy

When asked about his vision, Mr. Ambica
Ramanjaneyulu said, “My priority is to educate
the new generation about traditional values,
raw materials, and the 70-80 year legacy of
this industry. We aim to maintain quality,
expand markets, and continue innovating with
products like Durbar batti, Doop, and Color
Cup Sambrani.” He informed that ATAMA is also
organizing a large-scale expo on 6th, 7th, and
8th November 2025 in Bengaluru to bring raw
material suppliers and manufacturers together.

Global Reach and Market Leadership
Finally, he highlighted the company’s exports to
European and Latin American markets, stating
that Ambica Agarbathies remains a market
leader in South India and has a presence all over
India. The brand continues to expand across
major cities in India, despite the production
challenges of handmade incense. They have

a separate product line for exports, going to
European and Latin American countries.

Conclusion
Reflecting on decades of dedication, Mr. Ambica
Ramanjaneyulu emphasized that Ambica
Agarbathies stands on the pillars of tradition,
innovation, and family legacy. “Our journey is
about more than business—it’s about preserving
the heritage of incense-making while inspiring
future generations,”

he concluded.
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Notes Shanghai 2025AW

Bridging Heritage and Innovation in Fragrance

A Global Gathering Celebrating Craft, Creativity, and Commerce

=it B

Notes Shanghai

The opening ceremony featured addresses by Mr. Wang
Wanxu, Chairman of the China Daily Chemicals
Association and Chairman of the Golden Osmanthus
Award; Ms. Xu Ru, Secretary-General of the China Daily
Chemicals Association; Ms. Wendy Wen, Managing
Director of Messe Frankfurt (HK) Ltd; Mr. Alex Wu,
Founder of Notes Shanghai Exhibition Co. Ltd; Mr.
Mathieu Chévara, Co-founder and Creative Director of
NEZ Olfactory Culture Magazine; Mr. Matthieu Prat,
Chairman of the Jury of the 2025 Golden Osmanthus
Award; and Mr. Zhu Yuchen, Chairman of the Supervisory
Committee of the 2025 Golden Osmanthus Award and
Director of the Fine Fragrance Division at Symrise.The
dignitaries shared their insights on the growth of China’s
fragrance industry and opportunities for global collaboration.
The ceremony concluded with a group photograph of all
speakers and organisers, marking the formal inauguration
of Notes Shanghai 2025AW.
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Shanghai, China — From 16th to 19th October 2025, the West Bund
International Convention and Exhibition Center became the epicenter
of the fragrance world as it hosted Notes Shanghai 2025AW. Spanning
over 6,000 sqm, the event brought together nearly 300 fragrance
brands from 30 countries, creating an unparalleled platform where
tradition and innovation converged. Under the theme “Past and
Future,” the fair provided a comprehensive view of the global
fragrance industry, highlighting both the rich heritage and emerging
trends that are shaping the sector today.

Global Participation and
Industry Presence

This edition featured a mix of 40% domestic Chinese
brands and 60% international brands, representing markets
from Europe, Asia, North America, the Middle East, and
Oceania. Renowned brands such as AMOUAGE (Oman),
BORNTOSTANDOUT (Korea), CARON (France),
Etat Libre d’Orange (France), Jo Loves (the UK), melt
season (China), MEMO PARIS (France), Mendittorosa
(Italy), NASOMATTO (Italy), Skandinavisk (Denmark)
and many more exhibited their latest creations. The
diversity of exhibitors ensured a truly global perspective,
from perfumes and home fragrances to scented candles, car
perfumes, and traditional Chinese incense. This blend of
international and domestic expertise highlighted China’s
growing significance in the premium and niche fragrance
markets.
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: 4 The press conference featured Julia Uherek and Philipp

NCE I MAKE THE Ferger, Vice Presidents of Consumer Goods Fairs, Messe

%’ Frankfurt Exhibition GmbH, who addressed the media
MARKET

about the upcoming 2026 editions of Beautyworld,
Ambiente, Christmasworld, and . Teresa
Heitor, Portfolio Director at Messe Frankfurt Middle East,
further elaborated on the upcoming Beautyworld shows and
shared insights into the Middle Eastern markets. Alex Wu,
CEO of Notes Shanghai, also addressed the gathering, while
Edward Che, General Manager of Messe Frankfurt Shenzhen
Co. Ltd., and Wendy Wen, Managing Director of Messe
Frankfurt (HK) Ltd., were present at the occasion. In addition
to discussions on market trends and innovations, the
organisers announced the schedule of forthcoming
Beautyworld events — to be held in Riyadh, Saudi Arabia
(1820 May 2026), Tokyo, Japan (18-20 May 2026),
Fukuoka, Japan (16—18 February 2026), Nagoya, Japan (23—
25 March 2026), and Tashkent, Uzbekistan (20—22 November
2025) for Beautyworld Central Asia. Furthermore, Ambiente,
Christmasworld, and will take place from
6—10 February 2026 at the Frankfurt Fair and Exhibition
Centre. The press conference concluded with Julia Uherek,
Philipp Ferger, and Alex Wu engaging with media
representatives during a Q&A session, followed by a group

photograph.
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The fair featured nine immersive
showcases designed to engage visitors
with olfactory art, innovation, and history.

[ “The Odyssey of Perfume
History” curated by the world’s
only perfume conservatory
Osmothéque made its debut
in china with a rare showcase
of classics from ancient Egypt
to the 1970s, such as Chanel
N°5, Guerlain Mitsouko, Dior
Dioressence, and Coty L’Origan.

] “Need Not Bright Colors to
Be the Best — Notes Shanghai
Osmanthus in Perfume”

(] Givaudan Haute Parfumerie Show

m CARON’S FREE ODYSSEY

[ dsm-firmenich House of MUSK

[ Dunhuang Resonances by MANE

[ NOSE IDEA — Olfactory Art
Experience

(] See the Scents — Immersive

Experiment Project
[ Tmall Fragrance Healing Expo

A major highlight was the “Nose Zone,”
dedicated to perfumers and their creative
journeys. Leading fragrance houses and
their perfumers included:

[ TechnicoFlor — Cherry Li,
Bérengere Bourgarel, Jérémy
Sabater, Pierre Flores

(] CPL Aromas — Lam Siu Chung
(] Givaudan — Jasmine
[ FECHII - Philip Montague
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(] DHFF — Tianle Feng

[ HERYNN - Tony Liu, Joe Gu

[ MANE — Julia Ling, Gary Wang,
Cathy Lu, Jane Tang, Maxime
Exler, Cécile Matton, Ralf
Schwieger, Julie Massé, Véronique

Nyberg

[ | dsm-firmenich — Steve Guo,
Ashley Balavoine, Douglas Morel,
Kira Zhu

(] Robertet — David Huang, Gu
Meng, Somnus Zhou, Jinyu Ju,
Shanshan Wang

[ IFF — Gwen Gao

[ Shanghai Perfume Week,
co-organized with NEZ

(] Fragrance Salon by Interior
Lifestyle China

[ Scents Box offered hands-on
exploration of raw materials and
blind-testing experiences, allowing
attendees to engage directly with
olfactory science.

These initiatives reflected the industry’s
shift toward experiential fragrance,
blending education, engagement, and
interaction.

Knowledge and Insights: 50+ Industry
Forums

Notes Shanghai 2025AW also served as
a knowledge hub, hosting over 50 forums
and keynote sessions.

(] “Past and Future” Roundtable
featured Luca Turin (Perfume
Critic), Julien Rasquinet (CPL
Aromas), Victoria Frolova(Bois
de Jasmine), Steve Guo (dsm-

firmenich), and Francesco Vidili.

“The Osmotheque: Guardian
of Perfume History” by
Anne-Cécile Pouant ( Director
Osmotheque Conservatoire
International des Parfums).

(] “Changing the Perfume Desert
of Japan — The Challenge of
NOSE SHOP” by Tomonobu
Nakamori (Founder and CEO,
NOSE SHOP Inc.)

[ Insights into the US perfume
market: keynote speaker and
perfume influencer Sebastian
Jara provided an in-depth look
at current trends within the US
perfume market.

The Golden Osmanthus Awards
(GOA), China’s highest fragrance honor,
were presented alongside the exhibition.
The awards celebrated exceptional
fragrance creations and brands,
reinforcing Notes Shanghai’s role as a
platform for industry recognition and
innovation.

Notes Shanghai 2025AW successfully
demonstrated that fragrance is more than
a product—it is an experience, a craft,
and a cultural narrative. From immersive
showcases and interactive zones to the
celebration of perfumers and industry
knowledge, the event reflected the
vibrancy, innovation, and global outlook
of the fragrance industry in China.

For the global fragrance community,
Notes Shanghai remains a benchmark
platform — a place where the past and
future of scent converge.
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About Messe Frankfurt

Messe Frankfurt is the world’s largest trade fair and
event organiser, with its own exhibition grounds

and a presence in 180 countries. Employing around
2,500 staff, it offers services from exhibition space
rental and construction to marketing and event
management. Sustainability, digital innovation, and
social responsibility are central to its operations. The
company is owned by the City of Frankfurt (60%)
and the State of Hesse (40%).

About Notes Shanghai Exhibition Co Ltd

Notes Shanghai is China’s premier international
fragrance exhibition, held twice a year. As the
exclusive authorised exhibition of the Golden
Osmanthus Awards (GOA), it showcases premium
fragrance brands, fosters international exchange,
and promotes innovation in perfumery. Organised
by Notes Shanghai Exhibition Co Ltd, it offers a
curated, professional, and immersive experience
for industry professionals and fragrance enthusiasts
alike.m
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NOREX FLAVOURS PRIVATE LIMITED
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Yogesh Dubey of Rakesh Sandal Industries Elected President of FAFAI

Ashish Jhunjhunwala of AFF Aromatics Takes Over as Vice President

The Fragrance & Flavour Association of India (FAFAI) has announced its 38th
Managing Committee, marking a new chapter for the association. Mr. Yogesh
Dubey, Director of Rakesh Sandal Industries, has been elected as the new
President of FAFAI. Mr. Dubey expressed his gratitude, stating that he is
“honoured to serve and contribute towards advancing the Indian fragrance
and flavour industry globally.” Under his leadership, FAFAI aims to strengthen
innovation, industry collaboration, and international outreach. Alongside Mr.
Dubey, Mr. Ashish Jhunjhunwala, Director of AFF Aromatics Pvt. Ltd., has
been appointed as the new Vice President. Known for his strong business
acumen and innovative approach, Mr. Jhunjhunwala is expected to play a key
role in driving FAFAI’s vision for growth and industry development.

The Fragrance & Flavour Association of India (FAFAI) has announced its 38th o«

Managing Committee, marking a new chapter for the association. Mr. Yogesh ‘\ ,-ﬂ"
Dubey, Director of Rakesh Sandal Industries, has been elected as the new TR

President of FAFAI. Mr. Dubey expressed his gratitude, stating that he is . . .
“honoured to serve and contribute towards advancing the Indian fragrance President Vice President

and flavour industry globally.” Under his leadership, FAFAI aims to strengthen Mr. Yogesh Dubey, Mr. Ashish Jhunjhunwala,
innovation, industry collaboration, and international outreach. Alongside Mr. Rakesh Sandal Industries AFF Aromatics Pvt. Ltd.

Dubey, Mr. Ashish Jhunjhunwala, Director of AFF Aromatics Pvt. Ltd., has
been appointed as the new Vice President. Known for his strong business
acumen and innovative approach, Mr. Jhunjhunwala is expected to play a key
role in driving FAFAI’s vision for growth and industry development.
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S.H. Kelkar & Co. Ltd. U.K. Aromatics Pvt. Ltd.
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Mr. Sachin Penkar Mr. Ashish Gupta Mr. Hitesh Mehta
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Mr. Girish Vaze Mr. Vaibhav Kumar Agrawal
Aquila Organics Pvt. Ltd. Norex Flavours Pvt. Ltd.

>

North: Mr. Piyush Gupta South: Mr. Shailendra S. West: Mr. Atul Dattani
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Mr. Sharad Gupta Mr. Rahuul Mehrrotra
Gangotri Essential Oils Pvt. Ltd. Lalji Aromatics Pvt. Ltd.
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East: Mr. Mrinal Naik Central: . @
Imperial Fragrances &  Mr. Jaimin Thakore 1

Flavours Pvt. Ltd. M. A. Aromas
Dr. Ashok Mahajan Mr. Arpan Shah Mr. Shishir Agrawal
Northern Aromatics Pvt. Ltd.  Arpan Aromatics  Himalaya Terpenes Pvt. Ltd.
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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



HIMALAYA

DHOOP INDUSTRIES

‘Let The A-roma
Fill Your Soul

~ %175.00 | 10 STICKS | 12 Doz
!y

¥125.00 | 10 STICKS | 12 Doz

LEADING WET DHOOP MANUFACTURE IN INDIA
SPECIAL FLORA DHOOP AVAILABLE

Mfg. & Mktd. By:

HIMALAYA DHOOP AGARBATTI INDUSTRIES
© Jalandhar, Punjab India - 144001. © Customer Care : +91 98032 12828
himalayadhoopaggarbatti@dgmail.com www.himalayadhoop.com

© +91 94171 00094 / +91 94173 14040
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Manohar Sugandhi

Manohar Special Keshar Gandharaj Manohar Chandan Pooja Manohar Special
Ashtagandha Powder Kasturi Gandha

Ready Paste
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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

\d Manufactures of:
'3:4-1;- Sp. Keshar Ashtagandha | Manohar Chandan (tika) | Kasturi Gandha | Incence Sticks | Dhoop



BRAND NEWS

R.K.T. Launches the New “Festival Dhoop Collection” -
A Perfect Blend of Fragrance and Serenity for the Festive Season

This festive season, bring home a new gift of
fragrance with the R.K.T. Festival Dhoop

Collection - a perfect Dhoop/Bamboo-less Combo.
As the season of celebrations arrives, everyone
wishes to fill their homes with joy, brightness, and
divine fragrance. To make these moments even more
special, R.K.T. has introduced the Festival Dhoop
Collection, designed to spread positivity and
fragrance in every corner of your home.

Packed in an attractive and reusable jar, this Dhoop
comes as a Family Pack—created to fill every prayer
and every moment with refreshing aroma. Each stick
is 6 inches long and thick, designed to burn for a
long time and fill the surroundings with peace and
positivity. This new pack is specially made keeping
large families in mind, so everyone can come
together for prayers, meditation, and festive rituals.
The R.K.T. Festival Series is available in four distinct

and delightful fragrances:
m  Festival: For the joy and charm of every celebra-
tion

= Natraj: For moments of devotion and meditation

= Kohinoor: To fill your home with a royal and di-
vine aroma

m  Tapasya: For moments of peace and spiritual
reflection

With its elegant jar pack, family-size quantity, and

four captivating fragrances, the R.K.T. Festival

Dhoop Collection brings a new wave of fragrance,

calmness, and festive spirit to every home this

season.®

Shah Fragrance Introduces New Trendy Zipper Range
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Ahmedabad-based Shah Fragrance
has long been synonymous with
quality and innovation in the
incense industry. With a strong
presence across major Indian
markets, the brand continues to
delight customers with new and
exciting products every festive
season.

This year, Shah Fragrance has
unveiled three new fragrances-
Boond, Musk Melon, and Fabulous-
as part of its premium zipper
segment, which is gaining high
demand in the market. These

contemporary and appealing fragrances have been receiving an excellent response, reaffirming the brand’s
reputation for delivering high-quality and premium incense products.®
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‘Samarth Heena’ Premium Incense Sticks
by Manohar Sugandhi & Co.

3)Pune-based Manohar Sugandhi & Co. is a legacy brand with decades of
experience in the incense industry. Best known for its Ashtgandha range—offered
in various colors, the brand is among the top names in India for traditional
aromatic products. In Maharashtra, it enjoys the position of being a No.1 selling
Ashtgandha brand, thanks to its unmatched quality.

Extending its excellence to the incense segment, the company offers Samarth
Heena Premium Incense Sticks, crafted with the same commitment to purity and
tradition that defines its brand. The sticks feature the classic Heena fragrance,
blending timeless aroma with modern quality standards. Loved by customers
across markets, Samarth Heena has become one of Manohar Sugandhi’s best-
selling incense products. It is available in 100g boxes priced at 120 MRP, presented
in attractive, elegant box packaging that reflects the brand’s legacy of trust and
quality.®

Charu Perfumery House Launches Premium Bambooless
Sticks in Stunning Jar Packaging This Diwali

Charu Perfumery House, a trusted name in quality and
innovation since the 1970s, continues to redefine the
incense industry with its thoughtfully crafted products.
Staying ahead of the evolving market trends, Charu has
embraced the rising demand for bambooless incense
sticks, delivering an exquisite range designed for the
modern consumer.
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This Diwali, Charu introduces its latest offering —
Bambooless Sticks in elegant jar packaging. Available in
nine captivating fragrances — Sugandh Vatika, Sugandh
Sutra, Prarthna, Dev Bhumi, Bhakti Sugandh, Ananda,
Pavitra, Aaradhya, and Divya Sugandh — the collection
caters to diverse tastes, making it perfect for every
occasion and every customer.

Designed to elevate your spiritual moments, these
incense sticks enhance prayers, uplift moods, and create
a serene, tranquil atmosphere. Each 100-gram jar is
thoughtfully packaged for reuse, combining
sustainability with style. For wholesalers and retailers,
the packaging is highly convenient: 12 packets per
dozen and 18 dozen per carton.

With this launch, Charu Perfumery House not only
meets the growing preference for bambooless products
but also reinforces its legacy of quality, fragrance
innovation, and customer delight.®
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Blending expertise to
solve your business needs
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ANAND ORGANIC PRODUCTS
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New Elegant Premium Box Collection by Siddhi Fragrance

Ahmedabad-based Siddhi Fragrance, a renowned name in the incense
industry, enjoys a strong market presence across India and abroad.
The brand is celebrated for offering premium quality incense at
affordable prices, and its signature red agarbatti has become a unique

identity that sets it apart from other brands. % Siddhi
Continuing its tradition of innovation, especially during the festive ﬂﬂi‘lﬂll AL
. . . . 3 s Y 3
season, Siddhi has launched four new premium fragrances in an i ( _ e

elegant box packaging that beautifully reflects the product’s superior
quality. The new range features Sandal Musk, Oudh Amber, Siddhi
Darshan, and Mahalaxmi, each exuding a rich aromatic experience.
Priced at X125 MRP for a 100g box, this launch underlines Siddhi’s
commitment to combining quality with creativity. The brand strongly
believes that packaging plays a crucial role in the incense industry—
and Siddhi continues to demonstrate a deep understanding of it.®

Ambica Agarbatties Expands into Anti-Mosquito Segment with Arogya Range

With over 75 years of legacy, Ambica Agarbatties from
Andhra Pradesh remains one of India’s most trusted
incense brands. Its iconic Ambica Durbar Bathi—crafted
using a blend of 63 natural herbs—is regarded as India’s
only herbal durbar bathi, loved for its authentic aroma and
purity.

In a remarkable move towards diversification, Ambica
has entered the anti-mosquito segment under the Ambica
Arogya brand. The range includes Ambica Supreme Herbal
Mosquito Sticks and Ambica Supreme Herbal Mosquito
Liquid Vaporizer, made using herbs like Jatamansi, Musta, Usira, Karpura, and Kattrina (Lemongrass). These products
are approved by the Government’s AYUSH Department and tested at IIBAT Laboratories for effectiveness against Aedes
(Dengue) and Anopheles (Malaria) mosquitoes. The range promises instant repellency, natural herbal aroma for sound
sleep, no hazardous chemicals, and positive energy, staying true to Ayurvedic principles and formulations.®

‘Mothi Loban’ Sambrani Sticks by
Diva Aromas & Fragrance | .EAEIIUHHJHMJ-F@:S z

Hyderabad-based Diya Aromas & Fragrance is known for its premium-quality
incense and aromatic products that have a strong presence in southern India.
The company’s diverse portfolio includes incense sticks, dhoop, sambrani cups,
guggal, loban, and bakhoor—each crafted using the finest quality ingredients.
The brand has recently launched its Mothi Loban Sambrani Sticks in an
attractive premium zipper pack. These natural brown-colored loban sticks offer
an authentic aroma designed to create a pure, calming experience, making
them perfect for meditation, prayer, and peaceful surroundings. The product
has already gained significant popularity in southern markets for its quality and
soothing fragrance.®
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Neev International Records
Strong Festive Sales with Its

Bamboo-less Dhoop Collections

Ahmedabad-based Neev International, a leading
name in the incense industry, has witnessed exceptional
sales growth this festive season, driven by its innovative
bamboo-less incense products. Renowned for its
premium camphor products and camphor burners, the
company has successfully expanded its reputation into
the incense segment through creativity, consistency, and
product innovation.

During the recent Diwali and Navratri season, Neev’s
bamboo-less range emerged as a clear market favorite,
with the Rajwadi Collection and Bahubali Collection
becoming top multiple
The Neev Rajwadi Collection, known for its royal
fragrances and elegant presentation, features four
variants — Rose Shringhar, Kapoor Bliss, Shubh
Sanidhya, and Mangala Aarti. These 9-inch long dhoop
sticks are offered in 90-gram packs, priced at 380 MRP,
providing a perfect blend of tradition and luxury.

Meanwhile, the Bahubali Collection, designed for
those who prefer strong, long-lasting aromas, includes
three variants — Veer, Virat, and Bhima. These are thick

sellers across regions.
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3.5-inch dhoop sticks, available in 100-gram jar packing
at X80 MRP. With a growing demand for bamboo-less
incense products, Neev International continues to stand
out for its commitment to quality, innovation, and
understanding of evolving consumer preferences —
reaffirming its position as one of the most dynamic
players in the incense and fragrance industry.®

Experience everlasting aroma with DevDarshan Jumbo Hawan Cups

DevDarshan, India’s No. 1 brand in Dhoop and Agarbatti
manufacturing since 1954, continues to enrich spiritual
and aromatic experiences with its latest offering — Dev
Sadhna Jumbo Sambrani Hawan Cups. Each pack
contains 4 premium Sambrani cups, priced at an MRP of
150, designed to fill every space with divine fragrance
and purity. Known for its long-lasting aroma and
exceptional quality, each cup offers an impressive
burning time of up to 60 minutes, making it a perfect
choice for homes, temples, and workplaces that value
authenticity and serenity.
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These cups are carefully made using high-quality
natural ingredients that release a rich, earthy fragrance
associated with traditional hawan rituals, helping create
a peaceful and positive environment. Each Dev Sadhna
Jumbo Sambrani Cup is designed to evoke the essence of
ancient Indian spiritual practices. The fragrance of
sambrani resin has long been revered for its ability to
cleanse the atmosphere, calm the mind, and invite divine
energy. DevDarshan combines this age-old tradition
with modern craftsmanship to deliver a product that
upholds both purity and convenience. The jumbo size of
these cups ensures a longer and more consistent burn,
allowing the aroma to linger beautifully and create a
tranquil ambiance throughout the space.

Dev Sadhna Jumbo Sambrani Hawan Cups make an
ideal addition to every home and place of worship. The
natural, powerful aroma creates a divine experience that
complements prayers, meditation, and rituals. With its
superior quality and long burning time, the product
delivers unmatched value and a truly sacred experience
for consumers who cherish purity and tradition. For
more information about DevDarshan products, visit
www.devdarshandhoop.com.®
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Safari Big has one sided sales in Parbhani
Jeevan Madhav Rao Pattewar

eevan Madhav Rao Pattewar, head of Pattewar
Trading Company, which handles the distribution,
wholesale, and retail of Safari Big in Parbhani,
shared with Sugandh India in an interview that
Safari Big has brought them reputation and
prosperity in Parbhani. Having managed Safari
Big’s distribution network in Parbhani district
since 1992, Jeevan Madhav Rao said that the company has
made significant progress. “They are very good people,
and the people associated with them have also grown,”
he added. “Working with good people benefits everyone.
Through the company, we have also had the opportunity to
grow.”

He mentioned that they have family relations with the
management of Safari Big. This is why, apart from Parbhani,
they only handle Safari Big in two talukas of Hingoli. At
their retail counters, they also keep some products from
other companies, such as Nandini from Nasik and Zed
Black, based on demand.

In response to a question from Sugandh India, Mr
Pattewar said that he has been in trading for around 33
years. Initially, he worked as an agent for Pidilite Fevicol,
but after starting incense trading, he closed that. In 1992, he
began incense trading exclusively with Safari Big. He said,
“Our full focus is now only on running all the products of
Safari Big.”

Regarding supply, he mentioned that they supply to over
1,000 counters, including provision stores, general stores,
medical stores, and paan shops. In the beginning, door-
to-door visits were required, but now that a network has
been established, things have become easier. Additionally,
the company provides all kinds of support. If any problem
arises in business or products, the company resolves it
immediately. They trade all ranges of Safari Big products,
from premium to economy.

When asked about the best-selling products in Parbhani,
he said that no other brand sells more than Safari Big here.
Besides Safari Big, Cycle also sells. The reason for their
strong sales is their marketing team, as two members of
their sales team visit the market weekly, keeping sales
consistent. A representative from Safari Big visits monthly,
and Zed Black also sends someone. Additionally, in the
premium segment, Balaji products sell. Among all packs, the
%10 incense pack has the highest sales volume, followed by
the %50 zipper pack.

Regarding market trends in Parbhani, he said that 99% of
sales are incense sticks, with dhoop (incense cones) making
up only 1-2%. The economy segment dominates the market.

In response to another question, Mr Pattewar said that
Zed Black’s “Manthan” sells most in wet dhoop. Sambhrani
cups are starting to gain popularity but sell more during
festivals. Even in cups, mostly economy-range products
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are sold. In sandalwood tikas, Hari Darshan, Manohar, and
Zed Black are popular. Manohar has fragrance varieties,
and Kesar Chandan sells well. Since saints and spiritual
gatherings have been held here, the craze for applying
sandalwood has increased, with wet sandalwood being the
best-seller.

He also mentioned that an average customer here spends
100 to 3500 per month. Premium customers make up only
5% of buyers. Most customers are middle-class, which
is why 400-500 gram packs priced at %100 are preferred.
Awareness about brands has increased, and this is why 5 out
of 10 customers request products by brand name.®
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Manufacturers Should Focus on a
‘Quality wWar’ Instead of a ‘Price War':
Trade Advice from Yogesh Suchak,
S.K. Agencies

~

-

i

Mumbai based S.K. Agencies is a super stockist for several branded companies dealing in agarbatti,
dhoop, attar, and camphor, with a supply network covering 21 districts of western Maharashtra
through over 200 distributors. The agency’s office is located in Bhiwandi, Mumbai. In an exclusive
conversation with Sugandh India, Mr. Yogesh Suchak (popularly known as Raju Bhai), head of S.K.
Agencies, said that quality remains a major concern in the incense industry, and in the future, only
quality products will survive. He explained that the industry is currently going through a price war,
but this is only a temporary phase. Brands like Cycle and Forest have sustained themselves in the
market for decades precisely because they deliver consistent quality. He emphasized, “The future of
the industry is bright and will remain so, but manufacturers must now shift their focus from a price
war to a quality war.”
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ccording to him, today’s
consumers seek the best possible
quality, but some manufacturers
are still focusing on low quality,
low-rate products—an approach
that won’t sustain in the long
run.

Mr. Yogesh shared that
his father started the incense business in 1980
under the name Shree Krishna Perfumers. Their
first retail counter was opened in Kalyan, which
is still operational today. Initially, they were
manufacturing incense on a small scale, but Yogesh
later decided to focus exclusively on trading instead
of manufacturing. In 2019, he started S.K. Agencies
as a super stockist, with Forest Fragrances as the
first brand. Besides trading, they also run a retail
business. Today, S.K. Agencies is also the super
stockist for BIC, Dhoop Chhaon, 3 Pine Camphor,
and Pandya Products (Chennai).

He further explained that S.K. Agency supplies
to 21 districts of western Maharashtra including
Thane, Raigad, Palghar, Ratnagiri, Sindhudurg,
Nashik, Pune, Ahmednagar, Jalgaon, Dhule,
Nandurbar, Aurangabad, Jalna, Latur, Osmanabad,
Beed, Parbhani, Solapur, Kolhapur, Satara, and
Sangli.

Speaking about Maharashtra’s incense market,
Yogesh said it is strong but product preferences
vary by region and district. Each zone—
Marathwada, Western Maharashtra, Konkan, and
Vidarbha—has distinct choices in brand, packaging,
and fragrance.

n In the Konkan zone, bundle or muthha
packs and 10 pouches sell well.

n In Pune, Satara, Sangli, and Kolhapur,
%50 zipper packs are popular.

m Nashik has a mixed market, while
Aurangabad and Jalna also show mixed
demand for zipper and other packaging.

m In Thane, Mumbai, and Palghar, econ-
omy, family, and premium products all
perform well.

n Pune city mainly demands premium
products.

He added that south Indian products dominate
the Maharashtra market, especially those from
Bengaluru, followed by Ahmedabad, Pune, Nagpur,
and Mumbai brands.

According to him, incense sales usually peak
during festive seasons, but in cities like Mumbeai,
Thane, Pune, Nashik, and Jalgaon, sales remain
steady throughout the year. Premium products sell
consistently in metropolitan areas.

Discussing the Mumbai market, he said that
Cycle, Shalimar, Parimal Mandir, Forest, BIC,
Balaji, Flourish, Nikhil, and Orkay are strong
brands. He noted a growing trend toward dry dhoop
and bambooless incense, though currently, dhoop
(in all forms—dry stick, wet cup, cone) only holds
about 10-20% of the market, while 80—-85% is still
dominated by agarbatti. Dhoop products have grown
over the past 5—6 years but still trail behind incense
sticks. Among bamboo-less products, Sambrani cups
and dhoop sticks sell the most, and in wet dhoop,
only premium products are preferred. Popular
brands include Forest and Cycle for dhoop sticks,
and Manthan, Hari Darshan, and Dev Darshan for
wet dhoop.

He mentioned that there is limited innovation
possible in cup dhoop, but many new experiments
are happening in dhoop sticks—one reason why
the segment is growing. In cup dhoop, brands like
Cycle, Forest, Zed Black, and Delta lead the market.

Talking about camphor, Yogesh said its demand
remains high for about six months of the year—from
June to November—December—during which about
75% of annual sales occur, with the remaining 25%
spread across the other six months. 3 Pine Camphor
is currently the top-selling product, followed by
local ones. There is much scope for mixing and
innovation in camphor. Branded products like
Mangalam, OK, Rajkamal, and 555 have set
benchmarks for quality and fragrance, launching
multiple camphor-based products and establishing
camphor as a branded category.

In Chandan Tika (sandal paste), Manohar
Sugandhi and Hari Darshan are the best-selling
brands. Manohar offers a wide range of colors,
while Shrifal also has a strong market presence with
variants in yellow, red, saffron, wet, and dry forms.

In roll-on attar and perfume oils, Arochem,
Al Nuaim, and Nemat are the top-selling brands in
Thane and Mumbai. First Choice has also launched
several new ranges. The highest-selling segment
is 2 ml bottles priced at T30-35, dominated by
brands like Arochem and SFP. Next comes Nemat,
which retails at T70-80 MRP, followed by premium
products like Balaji in the 100—120 range.

He also shared that customers at their retail
store spend an average of 3300-500 per month on
pooja and spiritual products, which rises to 800—
2,000 during festive seasons. “Demand for quality
is growing rapidly,” he said, “and now about 50%
of customers buy products purely based on brand
name.”

Currently, Arihant supplies its perfumes to other
fragrance manufacturers as well, but the company’s
main focus remains on innovation and creating a
fresh experience for customers.®



IN MUMBAI, ROLL PACKS LEAD THE WAY

Kirti Thakkar, Jalaram Trading Co.

nce upon a time in several
states, roll pack (muththa)
incense sticks were the most
popular form of packaging.
Later, boxes, zipper packs,
and pouches took their place.
However, in Mumbai and
certain parts of Maharashtra,
the muththa (roll) packing continues to
dominate even today. Not only that—
premium-quality incense sticks are
also preferred in roll packs in Mumbai
and Konkan regions. Jalaram Trading
Company has been engaged in the incense
trading business for the past 45 years. The
firm has a retail shop and warehouse in
Mulund.

Speaking to Sugandh India, Mr. Kirti
Thakkar, head of Jalaram Trading Company,
shared that the business was started 45
years ago by his elder brother with a
small retail shop. Gradually, they began
trading for brands such as HEM, Jalaram
(Nagpur), Hari Darshan, and several others.
Currently, they are the super stockist for
Darshan International and handle retailing
and distribution for the major
companies including Jahagirdar, Gayatri,
HEM, Zed Black, Shah, Nirali, Kamdhenu,
Delta, and nearly 80% of Bengaluru-
based companies including Oriental,
Anubhav Incense, and BIC. They also
own a few in-house brands. In the attars
(perfume oils) segment, they sell products
from Arochem, Oriental, and Kelkar.

Mr. Thakkar told Sugandh India that
their warehouse in Mulund supplies incense
across Mumbai. As a super stockist, their
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supply network covers Mumbai, Mulund,
Vikhroli, Kalyan, Dombivli, and Masjid
Bunder, reaching over 800 retail counters.

In his view, the incense market is
performing very well. The 250g roll
pack (muththa) in premium quality is
the top-selling format. At their retail
shop, Oriental and Jayant are the best-
selling brands. According to him, Mumbai’s
top 10 incense brands include Zed Black,
HEM, Darshan, Flourish, Forest, Cycle,
Moksh, BIC, Shalimar, Parimal Mandir, and
Shah. Apart from these, several Nagpur- and
Mumbai-based companies also perform
well in the market.He added that premium-
quality brands from Bengaluru, Indore,
and Ahmedabad also enjoy strong demand
in Mumbai. The most popular regular roll
pack is the 250g pack priced between 380
to X100, while premium masala incense sells
mainly in 50g, 100g, and 150g roll packs.

According to Mr. Thakkar, zipper
packs are not very popular in Mumbai;
the roll (muththa) pack dominates. In
the dhoop segment, demand for bamboo-
less products like dry sticks, cones, and
sambrani cups is growing rapidly, while wet
dhoop has limited demand. About 75% of
the market is for incense sticks and 25% for
dhoop products.

Among dry dhoop brands, Balaji,

Shah, Nikhil, Anubhav, and Dhoop
Chhaav are popular. These are sold

in 50-100g packs, priced between I50-60
to ¥100-125. Jar packaging is less common.
In sambrani cups, both branded and local
producers perform well. Among branded
ones, Naivedya, Delta, and Kamdhenu are

leading. The dry dhoop and sambrani
market is roughly 50-50, whereas wet
dhoop sells only to street vendors or

small food stall owners. Popular brands
include Zed Black’s Manthan, Hari Darshan,
and Dev Darshan, while TPRG also

holds a decent market share. He added

that premium dhoop products from
Bengaluru companies are especially in
demand.

Mr. Thakkar also shared with Sugandh
India that in chandan tika (sandalwood
paste), brands such as Hari Darshan,
Manohar, and Pandit Ji sell the most at
their store, with Manohar’s powder being
particularly popular. Customers generally
prefer light yellow-colored tika.

In attars and roll-ons, Ehsan, Kelkar,
Arochem, Oriental, and Al Nuaim are in
demand. He noted that the attars and
roll-on market is growing rapidly, with
a particular rise in demand for Oud and
Arabic fragrance notes. On average,

a premium customer spends 3500-31000
per month, which increases during festive
seasons, while regular customers spend
around %200.

He said that 6 out of 10 customers
purchase incense products based on brand
names. Demand for pooja oil is also rising
in Mumbeai, with branded products from

Guinea, Deepam, Cycle, and South
Indian companies performing well. Local
pooja oils sell for around 80-90 per bottle.

In camphor, both bhimseni and tablet
types sell well. Among brands, Mangalam, 3
Pine, 333, Om, and 888 are the top sellers.®
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Bhagyashree Sugandhalaya’s Strong
Presence in the Jalna Market

From manufacturing incense products to now focusing
entirely on trading, Bhagyashree Sugandhalaya has been
active in the incense and dhoop business since 1996. In a
conversation with Sugandh India, Mr. Shubham Bathia, head
of Bhagyashree Sugandhalaya, shared that the business was
started by his grandfather and later expanded by his father,
Mr. Hemant Gajraj Bathia. He added, “We started trading

business in 2001. Our first agency was Hari Darshan, followed

by HEM, Balaji, and Amrutha.”

t present, Bhagyashree

Sugandhalaya holds

distribution rights for

over 20 brands, including

Hari Darshan, Balaji, Big
Bell, Manohar, Delta, Amrutha, First
Choice, Mumbai’s Singapuraship,
Nishan, Flourish Fragrances,
Rajkamal, Oswal, Misbah, Goodluck
Chintan, Bansi, Vadodara’s Shreeji,
Satya, and R] from Mumbai.

In response to a question, Mr.
Bathia explained that the firm
supplies products across urban and
rural areas within a 200 km radius of
Jalna district. “We also fulfil orders
from neighbouring districts,” he

added.
Speaking about the local market,
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Mr. Bathia said, “Jalna is an excellent
market for the incense industry.
Premium and zipper-pack products
sell the most here. The highest sales
come from 50 zipper packs, while
10 and %20 products have limited
sales. Recently, jumbo packs have also
started gaining demand.”

He mentioned that Balaji’s
Chandan and Red incense are the
top-selling products, followed by
Amrutha’s 3-in-1, Big Bell, BIC,
Nishan, Sona Chandi, Zed Black,
Cycle, and Flourish. Around 60%
of the market consists of economy
products, 20% premium, and the
remaining 20% includes products in
the 10-325 range and smaller zipper
packs. In the economy category, 350

zipper packs generate the highest
volume.

According to him, incense sticks
account for about 70% of the market,
while dhoop makes up the remaining
30%. Within dhoop, wet and dry
varieties share the market equally
(50-50). In wet dhoop, Big Bell’s
Golden and Bansi perform well.

In the premium segment, Balaji
and A Ravi Raag lead, followed by
Hari Darshan, Zed Black, Forest
Fragrance, and Shreeji. The 320 and
%60 packs are the most in demand.
For dry sticks, Big Bell, Real, and
Balaji are popular.

Talking about sambrani cups, Mr.
Bathia shared that Hari Darshan, First
Choice, Shimoga Nadar, Chintan,
Delta, and Cycle’s Naivedya are the
key players, with Naivedya holding
about 15% market share. Besides
these, BIC and Panchvati also sell
well. He noted that BIC’s bamboo-
less and zipper packs are performing
strongly.

In camphor, loose (unbranded)
products dominate due to quality,
with 100-gram pouches selling for
%100. Among branded options,
Mangalam, Hari Darshan, Tejas’
Shyam (Mumbai), 555, and 333 are in
demand.

For chandan tika and ashtagandha,
Manohar and Hari Darshan lead the
market, with both wet and dry sandal
varieties selling well. The yellow color
is most preferred, followed by red.

In roll-ons and attars, Manohar,
Big Bell, and Balaji are the leading
brands, with Orkay and Balaji
positioned in the premium range.

Concluding, Mr. Bathia said,
“People here prefer quality products
with strong fragrances. On average,
a customer spends about 500 per
month, and 4 to 5 out of every 10
buyers choose products based on
brand name alone.”H
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Jalna Market Known for “Under-Cutting”:
Vijay Madanlal Nahar

ighlighting this, Vijay Madanlal Nahar,
head of Nahar Brothers, told Sugandh
India that this is also the “special
characteristic” of the Jalna market. Nahar
Brothers, established in 1978, has been an
agency for incense companies for decades
and handles brands such as Parimal,
Ullas, Janak, Alaukik, Satya, Siddhi
Fragrance, Jordan, GT, Geeta of Jaipur, and Sachche Sai. They
also procure products from Kalpana Kasturi, Omega
(Bengaluru), and both Oswal groups through order-based

supply.
He mentioned that the Jalna incense market is excellent, but

under-cutting happens frequently — something that has
become a hallmark of this market.

Mr Nahar shared that his family business earlier dealt in dry
fruits and groceries, but later they started taking incense brand
agencies. At that time, there were very few companies in the
trade, and they initially got agencies for Shankar Agarbatti and
Charu Perfumery. Today, they are wholesalers for these brands
and supply to more than 100 retail counters, covering both city
and rural areas.

He explained that medium-range zipper products sell the
most in this market. Earlier, packs used to be 150-200 grams,
but now they have reduced to 100-120 grams, as companies
haven’t raised prices but have reduced quantities. He added that
family packs of 300 grams and above are also gaining popularity.
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Due to its proximity to major
commercial districts like
Aurangabad and Nashik,
Maharashtra’s Jalna market
poses a big challenge of
under-cutting (cross-selling)
for wholesalers and
distributors of all consumer
goods — and this issue
extends to the incense trade as
well. In marketing, most
companies assign wholesalers
and distributors a specific
district or territory to build
their supply network. However,
in many cases, products from
neighbouring districts are also
sold in other cities, which
causes losses to the local

. distributor.
|

In response to a question about top-selling brands in Jalna,
he said that Cycle, Zed Black, Bharatvasi, Ullas, and Safari Big
are the leading ones. The market share is about 60-70% for
agarbatti and 30-40% for dhoop products. Both wet and dry
dhoop are in demand.

Among wet dhoop products, Sachche Sai, Siddhi, Zed
Black’s Manthan, Shivani’s DJ, and Geeta’s ¥15-20 products sell
well. Most companies are offering schemes — such as 4-5 free
packets per dozen. In dry dhoop, Omega, Pareen’s Disha, and
Karnataka Fragrance’s Blue Musk are popular. Jar packaging for
dhoop and cones is increasing, with wholesale prices ranging
between ¥35-340. For sambhrani cups, GT, Ullas, Neev, and
Cycle’s Naivedya are well-selling brands.

Talking about the camphor market, he said OK brand sells
the most, followed by Shreejay. In Chandan tika (sandal paste),
Krishna Murari and Hari Darshan lead in wet form, while
Manohar dominates in dry form. He added that as satsang
gatherings have grown in popularity, so has the demand for
sandal tika. Among colours, yellow and red are most in demand.

Regarding roll-on perfume products, he mentioned that
Arochem sells very well, and he also has agency for Riya,
Samson, Saint Louis, and around 7-8 other brands.

Mr Nahar concluded by saying that people in Jalna are
brand-conscious — about 7 out of 10 customers buy by brand
name. On average, a regular customer spends at least 100 per
purchase, while premium customers spend 1,000 or more.H
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MARKET REPORT

The Jalna district of Maharashtra was formed in 1981, separated from Aurangabad. De-
spite being close to large markets like Aurangabad and Nashik, Jalna is emerging as a de-
veloping market for the agarbatti (incense sticks) and dhoop (incense) business. There is
sighificant consumption of agarbatti, dhoop, dry sticks, camphor, and sandalwood pow-
der (chandan tika) here. Products ranging from premium to economy segments sell well,
and pan-India branded products are quite popular.

Market Structure

u Agarbatti accounts for 70%
of the market here. In dhoop
products, the market for wet
dhoop, dry sticks, cones, and
sambrani cups is 30%.

[ In bamboo-less products,
the market for dry sticks, wet
dhoop, and cups is gradually
increasing.

(] The market for wet dhoop, dry
sticks, and other bamboo-less
products is roughly 50-50.

[ Zipper packs sold at 350 (MRP
¥60-70) are the best-selling,
typically in 100-200g packs,
though 10 packs are sold by a
few limited companies.

m  Jumbo packs are gaining pop-
ularity: 400-500g packs sold at
%100.

Consumer Segmentation

m  The largest segment is the
medium range at 60% of the
market, 20% is premium,
and 20% is low-priced zipper
packs (X10-25).

m  Medium-range consumers buy
100-120g packs priced ¥50-60,
typically two packs per month,
or 300-400g jumbo family
packs.

(] Premium consumers buy packs
priced %100-120 or higher.
During festivals, the premium
segment can grow 20-50% or
more.

Fragrance Preferences

] Strong fragrances are the most
preferred: kewra, mogra, black
musk, guggal, and other intense
scents.

(] Customers preferring mild or
subtle fragrances are very few.

u High demand exists for 350
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zipper packs; jumbo packs are
just starting to grow.

Popularity of External
Brands

[ Brands from Ahmedabad are
the most popular, followed by
Nagpur products holding a
30% market share. Brands from
Bengaluru, Indore, Pune, Delhi,
etc., are also present.

Popular Agarbatti Brands
in Jalna

Balaji, Amrutha, Big Bell, Mano-
har, Delta, First Choice, Safari

Big, Cycle, Z Black, ITC, Nishan,
Flourish, Rajkamal, Oswal, Misbah,
Goodluck Chintan, Bansi, Shreeji,
Satya, RJ, BIC, Sona Chandi, Pari-
mal, Ullas, Janak, Alaukik, Siddhi
Fragrance, Jordan, GT, Sachhe Sai,
Geeta, etc.

Major Wet Dhoop Brands

Z Black (Manthan), Shreeji,
Arihant, Sachhe Sai, Hari Darshan,
Balaji, Devdarshan, Rocket, Utsav,
Big Bell, Bansi, A Ravi Raag, Forest
Fragrance, Nishan, Geeta, BIC,
Radha Krishna, B]J.

u Economy range: 320; Premium
range: 360-100+.

Dry Dhoop Brands

Balaji, Big Bell, Safari Big, Real,
Arihant, RKT, Omega, Parin, Karna-
taka Fragrance (Blue Musk).

(] Jar packs in dry sticks sell at
MRP 60-70, often sold for 50.

Sambrani Cup Brands

Cycle (Naivedya), Shreeji, Laxmi
Cup Dhoop, Forest, Hem, Oswal,
Satya, Misbah, GT, Shalimar, Hari
Darshan, First Choice, Shimoga Na-
dar, Delta, Abhiman, BIC Panchvati,
Ullas, Neev.

] Highest demand from Ganesh
Chaturthi to Diwali.

[ In premium range, Cycle Na-
ivedya dominates.

Camphor Market

" Loose camphor is more com-
mon than branded. Mostly low-
priced camphor sold by kilo-
gram: 80% loose, 20% branded.

" Major brands: Manglam, Hari
Darshan, Shyam, 555, Shri
Hari, 333, OK, Shreeji.

Sandalwood Powder
(Chandan Tika) Market

] Market is large due to satsangs
(religious gatherings).

] Demand for both dry and wet
sandalwood; colors include
yellow, saffron, and red.

] Major brands: Manohar, Hari
Darshan, Krishna Murari.

Perfume and Roll-On

] Major brands: Arochem, Mano-
har, Big Bell; premium: Balaji.

Retail Consumers

" 60% of customers trust
brands; 6-7 out of 10 purchase
by brand name.

m  Average monthly purchase:
%200; during festivals: I500-
1000.

Conclusion

Jalna is a rapidly developing market for
the agarbatti industry. Large distrib-
utors and wholesalers supply even
outside Jalna when there is demand.
However, it is said that in Jalna, there is
frequent undercutting in all consumer
goods markets, and the agarbatti and
dhoop industry is no exception. Prod-
ucts arrive here from major trade cen-
ters like Aurangabad and Nashik, which
can lead to losses for local distributors

and wholesalers.ll
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For Technical Support Contact- 9833540041

HEAD OFFICE: SVAR FRAGRANCES & FLAVORS PRIVATE LIMITED
610, RUNWAL R SQUARE, LBS MARG, MULUND (WEST), MUMBAI-400080. MOB: +91-9833540041
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MASCHMEIJER AROMATICS
INDIA PVT LTD

A LEGACY OF 60+ YEARS OF MUSKS
AND UNFORGETTABLE SCENTS

Speciality Chemicals, Essential Qils, Fragrances for
Agarbatti, Dhoop, Potpourri, Car Fragrances.




Safal Hogi Aradhana™

Fresh Fraprarce...!

NEW LAUNCHING

Net Wt.: 200 gm | M.R.P. 105
NetWt 100gm|MRP 65

40gm | 125gm | 150 gm |
200 gm | 400 gm

» LOOKING
FOR DISTRIBUTORS

CHANDAN TIKA & KUMKUM TIKA MRP. 40/-

PREMIUM CUP DHOOP

'*?“-ﬂ

Manufacturer of High Class Agarbatti, Wet Dhoop, Dry Dhoop, Camphor,

Ashtagandh, Chandan Tika, Hawan Samagri, Attar and Loban

Manufacturer & Exporter
SAFAL INDUSTRIES

Sonba Nagar, Khadgoan Road Wadi, Nagpur - 440023, (MH), INDIA
Customer Care: +917020206812 | Visit Us: www.safalincense.com | E-mail: safalindurtries.co@gmail.com
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Rajalakshmi

NEW ATTRAGTIVE ZIRPZR PACKS
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Net Wt. 100g MRP 75/- CH
Master Bag Contains 20 Dozenw_’/

Rajalakshmi Perfumery Works
#247, 3rd Main, P.B. No. 1834, Chamarajpet, Bangalore - 560 018.

Cell. : +91 80 2650 7286 Telegram : SARATHIBATHI Email : poshak@yahoo.co.in Web : www.phoshak.in
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INDIA'S OLDEST & ONLY CARBON FREE

Sambrani Dhoop Manufacturer Since 1991

Our Products

Pamﬁiatua |
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V] Peace of Mind (V] 100% Satisfaction

(V) Natural product

) Trusted Company

Made from Natural Aromatic resin Non - Synthetic

For Trade Enquiry
Mfg. & Exported by :

. (© +9193 34 315252 | +9187 89 377137
NILIMA HERBS PVT.LTD.

il us ilima.2 il.
Harni Chak. Atishdbad, Batnd ~ B0 062 (Bilary. | =" maltus et nilima.201da@gmail.com




SOURGED DIREGTLY FROM
INDONESIAN FARMS

4

)
.

EAPERIENGE THE FINEST PATCHOULI OILS
PATCHOULI OIL 30 LIGHT/DARK N

PATGHOULI OIL 32 LIGHT/DARK
PATCHOULI OIL (IRON FREE]
PATGHOULI SELECT
“  PATGHOULI STANDARD LIGHT/DARK

PATGHOULI TERPENES

S P , \
m Ikta romatlcs Ltd.
¥ The creator of AROMA chels

Essential Oils | Carrier Qils| Fragrances | Flavors | Aroma Chemicals

Ph: 011 42141579/574

Email:sales@iktaaromatics.in | rnd@iktaaromatics.in
www.iktaaromatics.com
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Premium Aluminium Bottles & Drums by

4 w !

Mohd. Eamrén

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.

3
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A o Ry
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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 (U.P)
Mob: +91 9995948609 | Email: Samranl012@gmail.com
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MFG OF DHOOP, AGGARBATI, DRY CONE, DRY STICKS & BAKHOORS

Marketed By
R.P FRAGRANCES
Kannauj - 209725 (U.P.) Indian | Customer Care No.: +91 9628078000
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- HRA Essential Oil Factory

The Fragrance of India’s Soul
k 7 From the heart of Kannauj — the perfume capital

of India — HRA Essential Oil Factory brings you
nature’s rarest treasures in their purest form.

Specializing in Sandalwood Oil, Agarwood (Oud),
Nagarmotha, Vetiver, Sugandh Mantri, and the
ethereal Ruh Gulab, we craft excellence with
precision, tradition, and innovation.

Our heritage-driven expertise extends to
Shamamat ul Ambar, authentic Indian Attars,
natural perfumes, and a range of handmade
natural products rooted in purity and
performance.

Trusted by leaders in the tobacco, perfumery,
pharmaceutical, cosmetics, and flavour
industries, HRA is the preferred source for
manufacturers who demand nothing but the

best.
s 7~ . ;:""" —
g 4 % ¥ i '\'-._
A %6 By L3
Lavender Sugandh PfJn ::|n|..4:-;

Ol Mantrl Oil {kewra) Oil

S

Nature's Soul in Every Drop

HRA Essential Oil Factory
Hajiganj, Eidgah Road, Kannauj - 209725, Uttar Pradesh, India
. Mobile: +919935327008 | ‘& Email hareem@hraessentialoil.com
&) Website: www.hraessentialoil.com
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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
INEENSE

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

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

of Virtue is built on Singapuraship's legacy of
guality and expertise since 1961,
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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 Isus Gum Rosin

o <0
e

We Specialise in WHITE LABELLING, FMCG

Raw Incense Premix

PACKAGING for various brands & exporters

e +91 9920120171 gsales@singapuraship.com

C 350, AHWC Complex, Vidya Alankar College Road, Wadala East, Mumbai- 400037
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Xz Maccharo {7
\“:\?V | Se Aazadi Ko

Fag. No. 8147003

TM NO 4243654

o DISTRIBUTORS e«

/TN
SISO

S
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,‘{,: 5

:-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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Gy Baear

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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InCense & Fragrance
RAGRANCE Mehkeqn ]

Soann .. rerial

GROW WITH CHARU The Frogronce Peaple Since 1948
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SVAR

FRAGRANCES & ﬁ.A'-rI'.‘lR! FRIVATE LIHITED

BISWA BANGLA | Ol
MELA PRANGAN = A NANT
KOLKATA

HEHT & WA ARL... FRAGRANCE PVT. LTD.

REGISTRATION AREA EXHIBITOR KIT

.| Buiiwi | #C

SCAN FOR VISITOR

EXHIBITOR GIFT
REGISTRATION &




