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

For
Mothercare
& Babycare

Care begins
with purity

Sachee Fragrances creates gentle, safe
scents using 100% pure essential
oils—perfectly suited for mothercare and
babycare products. Designed with care for
pregnant women and newborns, our
formulations offer soothing comfort and
trusted purity. Because when it comes to
mothers and babies, only the safest
fragrance will do.

SACHEE FRAGRANCES & CHEMICALS LLP

D-11 & D-12, Sector 2, Noida - 201301 T: (0120) 2536111 | 2536222
E: sales@sacheefragrances.com W: www.sacheefragrance
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Matural Incense is prepared from
odoriferous resins, qums & Natural
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lated to worship God, |5
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create a peaceful atmosphare §
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Ocean’s Deep Printers®

FOR FAST & ACCURATE PRINTING

Turning Meas into lmpressions.
More Than Print. 1t's an Cxperience.

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

C-1, Chinaibaug Estate, Nr. Union Bank, Nr. Torrent Power, Dudheshwar, Ahmedabad - 380004. (Gujarat) INDIA.
Email : design@oceansdeepprinters.com, info@oceansdeepprinters
Customer Care : + 91 75758 00978 | SHRIPAL R. PATEL : +91 93270 08607, +91 92652 68451
VRUND S. PATEL : +91 99797 46422 | SHUBH S. PATEL : +91 82384 91327
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3.B AGARBATTI
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Rougberongi

Fragrance in Every Color

A colourful touch
of peace and positivity.
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J B PRODUCTS

Plot No. 9, Ubkhal G.I.D.C,, Visnagar Road-Kukarwada
Dist - Mehsana (Gujarat) 382830

(+91) 93288 66755 info@jbgujurat.com www.jbpgujarat.com
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CHARU PERFUMERY HOUSE

#6031/1,10th Main Road, 4th ‘E’ Block, Rajajinagar, Bengaluru- 560 010,
Customer Care : | Emall : info@charuincense.com
918041222660 | Web : www.charuincense.com
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A Welcome Step Towards
Safer and Better Agarbattis

he introduction of BIS Standard IS 19412:2025 for

I Incense Sticks (Agarbatti) marks a progressive
and much-needed step for the Indian incense
industry, strengthening both consumer safety and
product quality while supporting long-term industry
growth. Released on National Consumer Day by Union
Minister Shri Pralhad Joshi, the standard reflects
rising concerns around indoor air quality, chemical
exposure and sustainable manufacturing practices.
A key highlight of IS 19412:2025 is the prohibition of certain
insecticidal chemicals and synthetic fragrance substances
that may pose risks to human health and the environment.
Chemicals such as alethrin, permethrin, cypermethrin and
fipronil, along with fragrance intermediates like benzyl
cyanide and ethyl acrylate, have been restricted in line with
global safety trends. This move brings Indian agarbatti
products closer to international norms, which is especially
important as exports from the sector continue to grow.
The standard also classifies agarbattis into machine-made,
hand-made and traditional masala categories and lays down
parameters for raw materials, burning quality, fragrance
performance and chemical safety. This technical framework
will help manufacturers improve consistency and
transparency, while enabling consumers to choose products
carrying the BIS Standard Mark with greater confidence.
Industry participation has been a major strength
behind this development. The All India Agarbatti
Manufacturers Association (AIAMA) played an active role
in consultations and implementation support, ensuring
that the standard remains practical for manufacturers.
As a result, the industry is largely welcoming the new
standard with open arms, viewing it as a credibility-
building measure rather than a regulatory burden.
Tradeassociationsarealsosteppingforwardtoensuresmooth
adoption. Recently, the Rajkot Agarbatti Manufacturers
Group (RAM-G) conducted a large awareness seminar on IS
19412:2025 in the presence of over 95 industry professionals,
where BIS officials arequirements and implementation
benefits. The interaction encouraged discussions on
exports, branding, bamboo stick usage and government
schemes, and also led to a unanimous decision to form the
Saurashtra-Kutch Agarbatti Manufacturers Association to
jointly work on compliance, exports and policy support.
While adaptation will require effort, IS 19412:2025 reflects
a shared commitment by regulators and industry to protect
consumers, preserve traditional livelihoods and strengthen
India’s position in the global incense market. It is a timely
reform that supports both responsible manufacturing and

sustainable growth of the agarbatti sector.

M. A. Farooqui
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Premium WHITE Incense Sticks ™

Standy Zipper Pack Net Wt. : 120g. / 125g. -
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Premium BLACK Incense Sticks
Jumbo Standy Zipper Pack Net Wt. : 450g.
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Manufactured & Marketed By :

Je$a]® JESAL PRODUCTS PVT. LTD.

ZAK - 382 305, Tal.: Dahegam, Dist. : Gandhinagar.
PRODUCTS PVT. LTD. Phone : +9194260 02055 / +9196014 18711
www.jesalproducts.com Customer Care No.: +91 88495 08118 | E-mail : jesalproducts@gmail.com
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IMPERIAL GROUP: AMONG THE TOP 5 COMPANIES
IN THE INDIAN FRAGRANCE INDUSTRY

KOYAS AGARBATHI A LEGACY BUILT ON TRUST,
FRAGRANCE AND CONSISTENCY

RAM-G ORGANISES BIS 19412:2025 AWARENESS
SEMINAR AND INDUSTRY MEET IN RAJKOT

BRAND NEWS

BIG SAFARI IS THE KING OF THE MARKET:
SAMIR BAGADDEO

CONSISTENT MARKET PRESENCE HELPS BRANDS
SUCCEED IN BENGAL: MINTU CHAUDHARY,
SREE GURU PERFUMERY WORKS

AGARBATTI TRADE IS A CLEAN AND PURE BUSINESS:
SITARAM AGRAWAL

STRONG ECONOMY SEGMENT AND DEPOT MODEL

DRIVING DHANLAXMI'S GROWTH IN EASTERN INDIA:

RAM CHANDRA DHALAI

DELIVERY CHARGE IS A CHALLENGE FOR ONLINE
SALE OF AGARBATTI IN KOLKATA: ARNAB DUTTA

TOPSI’'S MARKET EXPANDS IN BENGAL WITH DEPOT
OPENING: MOHAN SAHA

YEAR-ROUND DEMAND FOR 5-FEET AGARBATTI IN
KOLKATA: SAMAR DEY

W

T R G

- L

40
I

SUGANDH INDIA FEBRUARY-2026 417



AII kinds of \ ‘l

Raw Agarbatn \\ .

Ma-nufacturer  ?‘ \ |
um\w il

i m\\:ﬁ‘ o | i

For More Details

Mohd. Shakir (€) +91-9454207853, +91-9839163146, +91-8858587100
BAZARIYA, SHEKHANA , KANNAUJ, E-mail : shakirali05749@gmail.com
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Since 1957

Balaji Agarbatti Company
No. 48/D-156/2, 5th Main, Prakashnagar, Bangalore-560010
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Global Demand Rising for
India’s Traditional Fragrances:

Imperial Group, one of the top five companies in the fragrance
industry, is a well-known name in India and abroad. Exporting

premium-quality products to more than 30 countries in the field of

perfumery. The company’s Head, Mr. Mrinal Naik, believes that global
demand is steadily increasing for India’s traditional fragrances such
as rose, sandalwood, mogra, juhi, oud, bakhoor and mukhallat.

Global Demand Rising
for India’s Traditional
Fragrances : Mrinal Naik

Imperial Group, one of
the top five companies
in the fragrance
industry, is a well-
known name in India
and abroad. Exporting
premium-quality
products to more than
30 countries in the
field of perfumery. The
company’s Head, Mr.
Mrinal Naik, believes
that global demand

is steadily increasing
for India’s traditional
fragrances such as rose,
sandalwood, mogra,
juhi, oud, bakhoor and
mukhallat.

Traditional Fragrances
Are India’s Identity in
the Global Market

Advising manufacturers
associated with the

agarbatti and fragrance
industry, he said that
Imperial Group’s
recognition in India
and overseas is the
result of consistently
promoting India’s
traditional fragrance
heritage. This is why
not only Imperial, but
several other Indian
companies have also
become popular in
international markets.
He added that global
demand for Indian
fragrances is growing
rapidly. Countries like
China are also active
in this trade, but while
their products may be
cheaper, they often
fail to meet the quality
expectations of markets
such as the US, Europe
and Dubai. Therefore,
it is important to work
on new fragrances

preferred by the
younger generation
while continuing to
focus on traditional
scents.

A Legacy of 100 Years

Imperial Fragrances has
been associated with
the fragrance industry
for nearly a century. Mr.
Mrinal Naik shared that
the business was started
by his grandfather, who
came to Kolkata in 1920
and began working at a
perfume shop. During
the Partition in 1947,
when the shop owner
was leaving Kolkata, he
offered to sell the shop
to Mr. Khandubhai
Naik, who is the
grandfather of Mr.
Mrinal Naik. In 1948,
the family formally
started its own perfume
business from that same

SUGANDH INDIA FEBRUARY-2026 21



shop. Later, his father took
over the operations. After
completing his graduation
in 1993, Mr. Mrinal Naik
joined the business and
established a manufacturing
facility. Therefore Mr.
Amish Naik, brother of

Mr. Mrinal Naik in 1999
joined the company. The
company’s first product was
launched in 1996. He said
that with the blessings of
his grandfather and father,
the business has continued
to grow steadily & both

the brothers have worked
to take the company to the
next level.

Moving Towards Becoming
One of the World’s Top
Fragrance Companies

He said that his personal
objective was to make the
Imperial Group recognized
among the world’s top ten
fragrance companies. While
the company has achieved
this goal to a large extent,
the team continues to work

.
IMPERIAL

SINCE + 1948

with the same passion and
focus on innovation and
development.

Over 1000 Products and
a Strong International
Network

Mr. Mrinal Naik explained
that Imperial Fragrances
primarily focuses on
developing fragrances for
attars, fine fragrances,
perfumes and the agarbatti
industry. In addition, the
company also supplies
fragrances for cosmetics,
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creams, soaps and
detergents. Currently, the
company offers nearly

1000 different products in
different parts of the world.
Today Imperial Fragrances
is a global name.

Strong Position in the
Agarbatti Segment

Mr. Naik stated that
Imperial has built strong
expertise in Arabic notes
such as sandalwood, oud
and mukhallat for the
agarbatti industry. These
fragrance profiles have
become the company’s
signatured and have helped
to establish a quality
benchmark in the market.

He also added that younger
consumers are attracted to
fruity notes like pineapple
and mango and prefer
experimenting with new
fragrances.

In-House Technology
Ensures Better Performance

Mr. Naik explained that
fragrance in agarbatti is
released after burning, and
Imperial has developed
this technology in-house.
Special techniques are used
to ensure that the fragrance
after burning remains close
to the original perfume
profile, resulting in better
performance and higher
customer satisfaction.

Right Product at the Right
Price Is the Key to Success

Addressing the issue of price
competition in the domestic

market, he said that India’s
market continues to grow
year after year and is
unlikely to decline in the
future. However, India

has consumers across all
income segments, each
with different budgets. If

a customer wants a 320
pack, manufacturers must
deliver a good product at
that price. Companies that
offer the right quality at the
right price are the ones that
succeed in the market.

IFRA Standards Must Be
Followed — No Compromise
on Safety

Speaking about IFRA
standards, Mr. Naik said
that if certain chemicals
are considered harmful in
European or US markets,
they should not be used
in India either. Imperial
strictly follows IFRA
guidelines, and many
manufacturers now
actively check whether
their products contain
any restricted substances
before proceeding with
production.

Rising Export Demand for
Indian Fragrances

Discussing future plans, he
said that the company is
focusing on both domestic
and international markets.
Mukhallat and bakhoor,
which were earlier popular
mainly in Gulf countries,
are now gaining strong
demand in Europe as well.
Therefore, the company

plans to further strengthen
its work on traditional
fragrance profiles.

India’s Strength Against
Multinational Competition

He emphasized that
India possesses deep
traditional knowledge
in fragrance creation. If
Indian companies work
together, the country’s
position in the global
fragrance market can
become even stronger
despite competition
from multinational
corporations.

Teamwork Is Imperial
Group’s Greatest Strength

Talking about the
company’s growth journey,
Mr. Naik said that Imperial
strongly believes in
teamwork. His brother,
Mr. Amish Naik, heads the
agarbatti division and has
helped to establish new
trends in this segment,
making Imperial the
third-largest supplier in
this category. His son,

Mr. Raghav Naik, has also
joined the company after
completing his education
in 2022.

Additionally, Mr. Jatish
Seth is a Director and
manages operations
across India & overseas.
While the company’s
base is in Eastern India,
its products now reach
markets across the world,
driven by a strong and
united team.m
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KOYAS AGARBATHI

A Legacy Built on Trust, Fragrance
and Consistency

OUR GOALIS TO BUILD
A BRAND THAT
OUTLIVES
INDIVIDUALS & IS
RESPECTED FOR
INTEGRITY.

ABDUL NAZEER

HEAD, KOYAS AGARBATHI




With nearly five decades of heritage rooted in Bengaluru'’s rich incense tradition,
Koyas Agarbathi stands as a shining example of how ethical business practices, deep
fragrance knowledge, and consistent quality can build a brand that generations
trust. Today, as a third-generation family enterprise, Koyas continues to evolve with
changing markets while staying firmly grounded in its original values. In an exclusive
interaction with Sugandh India, Mr. Abdul Nazeer, Head of Koyas Agarbathi, shares
insights into the company'’s journey, market expansion, FMCG diversification, export
strategy, fragrance philosophy, and his vision for the future.

A Journey That Began with
Ethics and Indian Traditions

Sharing the history of Koyas, Abdul
Nazeer said that the journey began in
1975, when his grandfather migrated
from Calicut, Kerala, to Bengalu-

ru and laid the foundation of the
business with a simple but powerful
belief — to conduct business ethical-
ly and deliver honest quality rooted
in Indian traditions. He explained
that what started as a small effort to
supply agarbattis suited to traditional
fragrance preferences gradually grew
into a trusted name in the market.

He added that today Koyas stands as
a third-generation family-run enter-
prise, with each generation actively
involved in specific verticals such as
manufacturing, fragrance develop-
ment, sales, distribution, and oper-
ations. According to him, this clear
division of responsibility, combined
with shared values, has helped the
company grow in a structured and
sustainable manner while maintain-
ing long-term relationships with
trade partners.

Growing Within Bengaluru’s Incense
Ecosystem

Talking about the early years, Abdul
Nazeer said that Koyas’ roots are
firmly planted in Bengaluru, a city
long associated with India’s incense

tradition. He explained that the initial

focus was on understanding the

market, sourcing quality raw mate-
rials, refining fragrance blends, and
building strong trade relationships.

He further shared that Bengaluru’s
skilled workforce and established

incense ecosystem played a major role

in shaping the company’s manufac-
turing capabilities. Growth during

those years, he said, was gradual and
organic, driven mainly by repeat de-
mand and word-of-mouth reputation,
which helped build the foundation of
trust and respect for the craft that still
defines Koyas today.

Early Exposure and a Clear
Vision for Modernisation

Speaking about his personal journey,
Abdul Nazeer said that his connection
with the incense business started at a
very young age. Even during his de-
gree days, he accompanied his father
in incense production and gained
hands-on exposure to manufacturing
processes and raw material procure-
ment.

He explained that this early involve-
ment helped him understand that
before selling any product, one must
first understand how it is made and
how its quality can be improved.

He added that in 2016, he formal-

ly stepped into the marketing and
brand-building side of the business
with a clear vision to modernise oper-
ations while preserving the soul of the
brand and evolving Koyas into a more
structured FMCG organisation.
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Strategic Shifts Towards
Brand-Driven Growth

Explaining the changes introduced
after taking an active leadership role,
Abdul Nazeer said that the focus

was on strengthening systems for
long-term growth. He highlighted
key initiatives such as improved
quality control and standardisation,
expanded fragrance development
capabilities, and investments in better
packaging and brand visibility.

He also shared that the company
worked towards building a wider and
more organised distributor network
while entering adjacent FMCG
categories aligned with household
consumption. According to him,
these strategic moves helped Koyas
shift from being mainly product-driv-
en to becoming more brand-driven,
without compromising on its core
values.

What the Name ‘Koyas’ Should
Represent

‘When asked what he would like
people to associate with the brand,
Abdul Nazeer said that the three



words he would choose are trust in

quality, timeless fragrance, and con-
sistent performance. He explained
that instead of chasing short-term
excitement, the company focuses on
building long-term consumer confi-
dence through dependable product
experience.

Key Turning Points in the
Growth Journey

Reflecting on the milestones that
shaped the company’s expansion,
Abdul Nazeer said that several
turning points played an important
role, including capacity expansion to
meet growing demand, the launch of
strong mass-market SKUs, and entry
into new state markets.

He added that strengthening distrib-
utor partnerships was another critical
phase, as it helped improve market
execution and reach. According to
him, each stage allowed Koyas to scale
responsibly while staying aligned
with its long-standing values.

Expanding from Incense to
FMCG Home-Care Products

Explaining the broader product port-
folio, Abdul Nazeer said that while
agarbattis remain the company’s core
category, Koyas has gradually ex-
panded into complementary FMCG
segments aligned with daily worship
and household usage.

He shared that the portfolio now
includes products such as floor clean-
ers, dishwash gels, glass cleaners,
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candles, and lamp oil. He emphasised
that every product is developed with
the same focus on quality, consis-
tency, and value that defines Koyas’
incense products.

Serving Multiple Customer
Segments

Talking about the markets Koyas
caters to, Abdul Nazeer said that

the company serves both premium
and mass segments, as well as retail,
wholesale, religious institutions, and
modern trade channels. He explained
that this wide reach helps Koyas
remain relevant across traditional and
contemporary markets while main-
taining uniform quality standards.

Top Performing
Agarbatti SKUs

Discussing product
performance, Ab-
dul Nazeer said that .

the company’s top

SKUs are primarily

in the agarbatti

category and are e
driven by strong re- CWHITI
peat demand across Lol
regions rather than

short-term novelty
appeal.

He listed the top
five SKUs as:

Maya Supreme,
Nexa Blue, Wild
Stone, White
Aroma, and
Vishnu Leela.

Strongest Markets and
Emerging Growth States

Sharing state-wise market perfor-
mance, Abdul Nazeer said that until
2024, Kerala and Tamil Nadu con-
tributed the major share of volumes.
However, over the last three years,
West Bengal has emerged as the
strongest market, with brands like
Nexa Blue and Amar Bangla receiving
strong acceptance.

He also mentioned that states such as
Bihar, Uttar Pradesh, and Odisha are
showing strong growth momentum
and are gradually becoming import-
ant markets for the company.

Untapped Potential in Tier-2
and Tier-3 Towns

On future demand, Abdul Nazeer
said that Tier-2 and Tier-3 towns
offer significant untapped potential,
especially for value-driven incense
products with consistent fragrance
performance.

He added that export demand for
Indian fragrances is also increasing
steadily, creating further opportuni-
ties beyond domestic markets.

Distribution Backbone and
Market Reach

Explaining the distribution model,
Abdul Nazeer said that Koyas primari-
ly operates through a distributor-driv-
en network supported by strong su-
per-stockist partnerships. He shared
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that the company currently runs 10
company-owned depots across India
and plans to add five more depots this
year to improve supply efficiency.

He further stated that more than 400
sales personnel support market exe-
cution nationwide, helping the com-
pany grow both its incense business
and new FMCG home-care catego-
ries. Alongside physical distribution,
he said the company is also increasing
its focus on online sales through ma-
jor e-commerce platforms.

Export Presence and
International Markets

Talking about exports, Abdul Nazeer
said that Koyas is present in select
international markets where Indian
diaspora demand is strong. He shared
that the company currently exports
to the Middle East, Mauritius, Chile,
and Malaysia.

Managing Export Challenges

Discussing export-related challenges,
Abdul Nazeer explained that each
country has different regulatory
frameworks, certification require-
ments, and import norms that must
be strictly followed.

He added that fragrance preferences
also vary across regions, often requir-
ing reformulation, while packaging
and labelling regulations demand
careful compliance. Logistics and
freight cost management, he said, are
also critical to maintaining product
quality during transit. However, with
experience and reliable partners,
these challenges become manageable
systems rather than obstacles.

How New Fragrances Are
Finalised

Explaining fragrance development,
Abdul Nazeer said that new launches

Sdphala®

Hesbal Soaly

Saphald

PAPAYA

boauly soap wilh

are guided by a combination of mar-
ket trends, distributor and retailer
feedback, consumer preference shifts,
and internal perfumery innovation.

He added that the company avoids
rushing new launches and ensures
that every fragrance demonstrates
longevity, consistency, and strong

repeat acceptance before scaling.

Balancing Tradition with
Modern Preferences

On managing changing tastes, Abdul
Nazeer said that traditional fragranc-
es remain the backbone of the brand,
while modern preferences are ad-
dressed through subtle enhancements
rather than complete changes.

Advice for New Entrepreneurs

Sharing advice for newcomers to the
incense industry, Abdul Nazeer said
that entrepreneurs should focus on
quality, patience, and relationships,
as this is not a shortcut business and
long-term consistency and ethical
practices determine survival.

Guidance for Distributors and
Retailers

Addressing distributors, Abdul Na-
zeer said they should choose brands
with strong manufacturing capabil-
ities, a clear long-term vision, and
ethical business practices, rather than
focusing only on short-term schemes.

For retailers, he advised maintaining
variety, understanding local fragrance
demand, avoiding overstocking
slow-moving products, and building
trust with repeat customers.

Real Industry Trends Versus
Temporary Hype

Talking about market trends, Abdul
Nazeer said that long-lasting trends
include demand for consistent qual-

ity, value-for-money products, and
traditional fragrances with emotional
connect.

He added that novelty fragrances and
excessive premiumisation without
real performance tend to be tempo-
rary, as consumers eventually return
to authenticity and reliability.

Positioning Against National
and Local Brands

Explaining Koyas’ competitive posi-
tioning, Abdul Nazeer said that the
company focuses on being a reliable
and value-driven brand that builds
loyalty through consistent perfor-
mance rather than aggressive noise or
discount-led strategies.

What the Future Holds for
Koyas

Looking ahead to 2026 and beyond,
Abdul Nazeer said that the company
will focus on new product formats,
selective premium offerings, wider
geographic expansion, and stronger
export presence.

He added that continuous invest-
ments in brand building, quality
enhancement, and process improve-
ments will remain a priority to ensure
that growth aligns with the trust
associated with the Koyas name.

Defining Long-Term Success

Concluding the interaction, Abdul
Nazeer said that for him personally,
long-term success means building a
brand that outlives individuals and
is respected by the trade, trusted by
consumers, and known for integrity.

For Koyas, he said, success means
steady and sustainable growth, strong
long-term relationships, and staying
rooted in values while evolving with
time.
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RAM-G Organises BIS 19412:2025
Awareness Seminar and Industry Meet in Rajkot

future growth roadmap of the

Rajkot Agarbatti Manufacturers Group (RAM-G) successfully e thatiisetior v thiparaealar

organised an awareness seminar and industry get-together on the emphasis on exports, global
newly introduced BIS 19412:2025 Standard for Incense Sticks at FBK, demand trends and branding of
Nana Mava Road, Rajkot. The day-long programme, held from 9:30 Indian incense in international
am to 4:00 pm, aimed at educating agarbatti manufacturers and markets.

industry stakeholders about compliance requirements and future Discussions were also held
industry opportunities. on government schemes and

incentives available to agarbatti
manufacturers, as well as

the growing importance of
bamboo sticks, covering aspects
such as domestic availability,
sustainability, cost implications
and future scope in export
markets.

he technical session ~ The programme also served
was conducted as a platform for networking
by Mr. Shubham, and open discussions among
Assistant Director, manufacturers, traders and
Bureau of Indian brand owners. Industry
Standards (BIS), participants deliberated on the
Rajkot Branch, along with

his team. BIS officials gave

a detailed presentation on

the certification procedure,
documentation, implementation
process and timelines under

the new standard. Participants
were informed about how BIS
certification can help improve
product quality and safety,

build consumer confidence, and
enhance export readiness for
Indian incense products.
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RAM-G also invited senior members of the 30-year-old
Rajkot Perfume, Essence & Agarbatti Merchant Associa-
tion to strengthen coordination between manufacturers
and traders. President Shri Ranjitbhai Dodiya, Secretary
Shri Durlabhjibhai Tanna, Treasurer Shri Bipinbhai
Doshi and Vice President Shri Prafulbhai Padiya were
welcomed and felicitated by RAM-G members during
the event.

More than 95 industry professionals from across the
Saurashtra region participated in the seminar. In a sig-
nificant development, members unanimously decided
to form the Saurashtra-Kutch Agarbatti Manufacturers
Association to collectively work on industry challenges,
regulatory compliance, export promotion and policy-re-
lated matters. An 11-member committee was also final-
ised to lead the activities of the proposed association.

Well-known agarbatti brands including Janak, Abhinav,
Bimal, Rajani, Utsav, Alaukik, Somnath, Param, JP,
Vedastica, ABC, Live Touch and Surbhika, along with
several other regional manufacturers, marked their pres-
ence, reflecting strong unity and commitment toward
organised industry growth.

Additionally, participants also received insights on IFRA
guidelines and fragrance compliance from Mr. Abhinav
Kotak of Abhinav Perfumers, Rajkot, highlighting the
importance of aligning fragrance formulations with
global safety standards.

The seminar concluded with a shared commitment
to adopt BIS standards, utilise government support
mechanisms, explore export markets and strengthen the
overall global standing of the Indian agarbatti industry.®
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SVAR

FRAGRANCES & FLAVORS PRIVATE LIMITED

Celebrating Another Year of Industry Recognition

SVAR Fragrances & Flavors Private Limited is proud to announce that once again, our commitment to innovation, quality, and value-driven perfumery has been
recognized atthe national level. After being honoured last year, 2025 marks yet another milestonein ourjourney.
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AWARDS WON - 2025

Best R&D Initiative — 2025
For pioneering research-led fragrance development that delivers performance, creativity, and scalability
for the Indian perfumery industry.

Best Fragrance — Budget King — 2025
For redefining value-driven perfumery by delivering premium fragrance experiences at accessible price points.

AWARDS WON - 2024

“Best Innovative
Idea in Perfumery
Marketing” in 2024

Make-Your-Own Agarbatti compound concept designed by Mr. Shailesh Rao, where customers craft a personalized compound using
our 9 exclusive fragrance notes, was recognized for its creativity and consumer engagement. The idea stood out for transforming
traditional Agarbattiintoan interactive,memorable, and premium experience.

A Legacy of Recoghnition
Mr. Shailesh Rao, Innovator & Industry Veteran, continues to set benchmarks in perfumery innovation and strategic fragrance
development. With decades of expertise and a vision rooted in creativity and practicality, SVAR's work consistently stands out for its

impact, originality, and commercial relevance.

Award History Highlight
Best Innovative Idea in Perfumery Marketing - 2024
Best R&D Initiative — 2025, Best Fragrance — Budget King - 2025

Our Philosophy
Innovation is not just about creating something new —it is about creating something meaningful, scalable, and enduring.At SVAR,

every fragrance is backed by research, refinement, and responsibility.a

HEAD OFFICE: SVAR FRAGRANCES & FLAVORS PRIVATE LIMITED
610, RUNWAL R SQUARE, LBS MARG, MULUND (WEST), MUMBAI-400080. MOB: +91-9833540041
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A Star Export House Recognised by Government of India

NOREX FLAVOURS PRIVATE LIMITED

Cajroula Chandpur Road, MANDI DHANAURA - 244231 Distt Amroha, UP, INDIA

Tel: +91-5924-273095 / 273241 Fax: +91-5924-273328/275318 Mesber.of
email : sales@norexin visit us at ; www.norex.in

Caontact Sales @ «91-7060297400

Moida Office : 616, 6th Floor, Wave Silver Tower, Sector 18, Opp. Sector 18 Metro Station, 1 ‘|: r
MNoida - 201301, U.P. INDIA

THE INTERMATIONAL

A Subsidary in USA - NOREX FLAVOURS & FRAGRAMNCES LLC FRAGRANCE ASSOCIATION




BRAND NEWS

Forest Misa: A New Premium
Offering for Incense Lovers

Bengaluru-based Forest Fragrance is rapidly emerging as a strong contender
among leading agarbatti brands, with growing demand across multiple markets

driven by consistent product quality and attractive presentations.

The brand has been actively expanding its portfolio across different price
segments and, in December, introduced new products in zipper packs, jar
packs, and premium box formats to match evolving market preferences.

In the premium category, Forest has launched a new product named Forest
Misa Agarbatti, positioned for consumers seeking superior fragrance and
elegant presentation. The product comes in an attractive premium box
packaging, making it visually appealing and suitable for gifting as well.

Forest Misa is offered in a 50-gram box pack at an MRP of %125, targeting
customers who prefer premium quality incense. With this launch, Forest
Fragrance continues to strengthen its presence in the premium segment while

maintaining growth across mass categories.®

DevDarshan Brings Tradition & Trust with Eraya Hawan Diya

DevDarshan, the No. 1 brand
in the dhoop and agarbatti
manufacturing business since
1954, continues to strengthen
its leadership in the spiritual
products market through
Eraya Hawan Diya. Known
for trust, consistency, and
deep roots in Indian
traditions, Eraya Hawan Diya
reflects the brand’s focus on
preserving traditional values
while delivering dependable
products for today’s market.
Eraya Hawan Diya is
positioned with an MRP of
Rs 150/-, making it accessible
to a wide consumer base
while allowing attractive
margins for the trade. Its
pricing and established
acceptance makes it suitable
for placement in puja
essentials sections, festival-
focused assortments, and
regular spiritual product
categories. The product
stands out due to its
traditional formulation,
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made using a blend of
elements according to Vedic
traditions. These ingredients
hold significant importance
in Indian rituals and are
widely accepted for their
traditional and cultural value.
By bringing these elements
together in a single diya
format, DevDarshan offers a

product that resonates
strongly with consumers
seeking purity and
authenticity. For retailers
and wholesalers, this
traditional composition
enhances customer
confidence and supports
steady demand throughout
the year.

As a brand that has
consistently set
benchmarks in the dhoop
and agarbatti category,
DevDarshan
is widely recognised for
quality assurance, strong
brand recall,
and nationwide reach.
Eraya Hawan Diya

represents a stable, trusted,
and value-driven addition to
the spiritual products
segment. More details about
DevDarshan Hawan Diya and
other complete range of
offerings are available at
www.devdarshandhoop.
com.Hm
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Explore Our Dhoop Range

Pure Kassa Dhoop T1 Powder Dhoop
Golden Dhoop Golden Flora Dhoop
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Dry Stick & many more
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Charu Maa Bhavani & Maa Kaali Agarbatti
Among Segment Leaders

Bengaluru-based Charu
Perfumery House is one of the
most well-known and respected
agarbatti brands, offering a wide
range of quality products across
different price segments. The
brand enjoys strong demand not
only in India but also in several
international markets.

One of Charu’s strongest
markets is West Bengal, where in
the highly competitive %10
segment, Maa Bhavani and Maa
Kaali agarbattis continue to
remain among the top-selling
products. These agarbatties are
well accepted by consumers as

they connect deeply with local
culture and religious sentiments,
helping the brand build a strong
emotional bond with customers

in the region.

Apart from these popular
products, Charu’s 5 Star
Agarbatti is also counted among
the brand’s highest-selling
offerings, further highlighting
the company’s consistent quality
and strong market presence.
With its long-standing legacy
and trusted fragrances, Charu
continues to strengthen its
position as a preferred choice
among agarbatti consumers.®

Strong Demand for
Koyas Har Har Mahadev
100 Sticks Pack
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Bengaluru-based

Supreme continues

Koyas Agarbathiisa  to perform strongly,
legacy brand with a while in the eastern
strong presence not  markets, Nexa Blue
only in agarbattis but has created a strong
also in soaps and impact with rising
other cleaning demand. Another
products. Over the popular offering
years, the brand has  from the brand is
built a wide Har Har Mahadev
distribution network  Agarbatti, available
and enjoys a in a 100 sticks box
significant market pack at an MRP of
share across multiple 35, making it a true
regions. value-for-money
Among its leading  product for both
products, Maya retailers and

consumers.

The product
delivers good
fragrance quality at
an affordable price,
which has helped it
gain steady demand
in mass markets.
Backed by consistent
quality and effective
marketing strategies,
Koyas continues to
remain among the
most demanded
agarbatti brands and
is steadily expanding
its footprint.®
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RKT's Premium )ar Series Receives Strong
Market Response in Dhoop Cone Segment

The demand for dhoop cones
is growing rapidly in the market,
and keeping this trend in mind,
Nagpur-based well-known
brand RKT has further
strengthened its dhoop cone
range. Over the past few
months, the company has
launched several new dhoop
cone products in different types
of packaging, among which the
RKT Premium Jar Dhoop Cones
have received an encouraging
response from the market.

To make the product more
attractive and improved, the
company has now introduced
changes in the cone sticks as
well. RKT Premium Jar Dhoop

Cones are now available in
shining coloured cone sticks,
giving the product an even more
premium look. Along with this,
the series is now available in
four attractive fragrance
variants, offering more choices
to consumers.

The variants included in this
series are as follows:-

Rose — A sweet fragrance of
fresh roses, suitable for
prayers, hospitality, and daily
use.

Sandal - A divine premium
sandalwood fragrance that
creates a pure and pleasant
atmosphere.

Shakunthala Brazil Pineapple
Agarbatti for Fruity Fragrance Lovers

Bengaluru-based Shakunthala Agarbatti Company is one of the most
prestigious legacy brands in the agarbatti industry, manufacturing
quality products since 1986 for both domestic and international markets.
The company is also well known for its popular Falcon brand.

Among its wide product portfolio, 1234 Agarbatti stands out as one of
the top-demanded products in West Bengal. Adding to its strong range,
Shakunthala also offers Brazil Pineapple Agarbatti, which is in demand
as pineapple continues to be one of the most trending and viral fragrance
profiles in the market. Backed by Shakunthala’s consistent fragrance
quality and trusted manufacturing standards, the Brazil Pineapple
variant is seeing good acceptance among consumers who prefer fruity
and refreshing fragrances, further strengthening the brand’s presence in

competitive markets. ™

46 SUGANDH INDIA FEBRUARY-2026

Mogra - A natural and
enchanting mogra fragrance
that spreads a light, fresh
floral aroma in the air.
Rajnigandha - A captivating
tuberose (night-blooming)
fragrance, especially suitable
for evening and night-time
use.

The MRP of RKT Premium
Jar Dhoop Cones is %75, with a
net content of 100 grams, and
the product is available in a
standard pack of 12 dozen,
making it suitable for both retail
and wholesale segments.

The company has also
informed that after this 100-
gram series, a family pack series
of metallic dhoop cones is also
in the pipeline.

This will be a 300-gram 4-in-1
jar pack, which will be offered at
reasonable prices with attractive
margins. With this step, RKT
aims to further expand its strong
presence in the dhoop cone
segment.®
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Shreeji Kaya Agarbatti:
An Attractive 3-in-1 Choice for
the Pouch Segment

Vadodara-based Shreeji Agarbatti is among the fastest-growing
brands in the industry, known for its attractive, innovative, and
high-quality product range. The brand is witnessing strong demand
across several markets with a growing distributor network.

In markets like Kolkata, Shreeji is actively targeting the highly
competitive pouch segment with its Shreeji Kaya Agarbatti. The
product is positioned as a 3-in-1 offering, providing consumers with
multiple fragrance options in a single pouch, giving them more
variety and better value.

Packed in a bright and colorful pouch, the product stands out on
retail counters and attracts quick consumer attention. With its
combination of appealing packaging, fragrance variety, and
affordable pricing, Shreeji Kaya Agarbatti is gaining steady
popularity in this high-volume segment.®

ATG KHIDMAT

Mfrs. Bags, Thaila, Packaging and Promotional Items

SCHOOL BAGS. PEN.

LEATHER BAGS. PROMOTIONAL TAPE.
PU BAGS. CANOPY.

JUTE BAGS. PROMO TABLE.
TRAVEL BAGS. DISPLAY LIGHT.
CANVAS BAGS. UMBRELLA. . KHIDMAT

CARRY BAG. STEPNY COVER. ' T2e Newe Yoo Cor. Todt
STICKER. INFLATOR BALLOON. Trusted Since 2009
BANNER. T-SHIRT. ¥ o

DIARY. CAPS.

DANGLAR. JACKET.

PVC DANGLAR. RAIN COAT.
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Manahar Chandan Manohar Chandan Manohar Chandan Manohar Kumkum Tika
(Kesar tika) (Red tika) [Yellow tika) {Rali)

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
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% Sp. Keshar Ashtagandha | Manchar Chandan (tika) | Kasturi Gandha | Incence Sticks | Dhoop



Big Safari Is the King of the

Market: Samir Ba
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fter working
in an agarbatti
company for 10
years and later
becoming a
leading trader
in the Vidarbha
region, Samir
Bagaddeo,
head of Srinivas Agencies, Nagpur, is
today a distributor and super stockist
for several companies. Having created
a distinct identity in the agarbatti
industry, Mr. Bagaddeo, in an exclusive
interaction with Sugandh India,
said that Big Safari is the king of the
market, and behind this success are
the hard work, good behavior, and
continuous innovation in trade by Mr.
Hasmukh Bhai, which has taken the
brand to the top.

He said, “I have received 100%
support from him. He treats me like his
own child, and I consider him my guru
and role model. He is a person with a
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very perfect personality.”

Sharing his journey from being an
employee to becoming a trader, Mr.
Bagaddeo said that Rocket’s Mehboob
Bhai and Kalim Bhai also helped him
right from the beginning. Apart from
this, he also shares good relations with
Mr. Laxmikant of Chandak & Sons. He
said that the biggest reason for success
in the agarbatti market is that he meets
everyone with a smile and works with
honesty.

Mr. Samir Bagaddeo told Sugandh
India that in 1998 he was working as
a sales representative for Padmini
Agarbatti Company in Vidarbha. At
that time, marketing was not like it is
today; everything was done door-to-
door. Supplies to Nagpur used to come
from the C&F in Mumbai. He said that
he worked with Padmini until 2006,
after which he decided to start his own
business.

Answering a question from

gaddeo

Sugandh India, Mr. Bagaddeo said
that he already had good marketing
experience, and Padmini was a highly
respected and large company. Because
of working with them, he also built
his own identity in the market. His
first business opportunity came from
Shrinivas Sugandhalaya, Mumbai.
Later, Padmini also gave him the
Nagpur business.

In the beginning, Mr. Jagdish Shetty
of Shrinivas Sugandhalaya extended
great support. When Shrinivas
Sugandhalaya launched the Milan
pouch, it became a super hit and also
gave him strong recognition. He said
that due to being in the sales team, he
was in contact with 20-25 people, and
as his work grew, more people kept
joining. Today, most Bengaluru-based
companies’ distribution is handled by
his firm. After that, he got the agency
of Big Safari and with Hasmukh Bhai’s
support, his business grew further.
Later he also took up Rocket’s agency
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and Rocket’s Mehboob Bhai and Kalim
Bhai supported him fully from the very
beginning.

Talking about distribution, he
said that the business is divided into
multiple ranges. Earlier, the market
demanded good-quality products
and trustworthy people. Nowadays,
everything is connected and easily
available. In the initial days, he used
to travel frequently to Bengaluru.
At that time, it was not easy to find
companies. Meetings with owners,
marketing officers, or booking agents
happened only through references
or connections, and only then did
business start. Being an employee of
Padmini, he already had good market
knowledge and people also respected
him.

In the beginning, he expanded
his work by visiting every counter

specific area. His marketing team
includes some staff on payroll and
some on commission basis, and the
work of all companies is properly
divided. In Nagpur city, they supply
to nearly 1,000 retail outlets. Besides
this, they have one distributor each
in districts like Amravati, Kolhapur,
Chandrapur, Gondia, Bhandara, and
others.

Speaking about the Nagpur market,
he said that earlier Bengaluru had a
strong dominance here. Now, local
manufacturing and the loose market
have increased significantly, reducing
space for outside brands. However,
big and old companies like Big Safari,
Bharatwasi, Padmini, and Rocket still
have a strong market, while entry for
new brands is quite difficult.

He said that the ratio of local brands
to loose products is approximately

Mr. Bagaddeo said that he already had good
marketing experience, and Padmini was a highly
respected and large company. Because of working

with them, he also built his own identity in the market.
His first business opportunity came from Shrinivas
Sugandhalaya, Mumbai. Later, Padmini also gave him

the Nagpur business.

on a bicycle and built strong market
relationships, because of which today
most of the business and product
bookings happen through mobile
phones and WhatsApp.

Srinivas Agencies currently
handles the distribution of around
15-16 companies, including Big
Safari, Rocket, Padmini, Shrinivas
Sugandhalaya, Bharatwasi, and Denim
Dhoop. He is the super stockist for
Vidarbha region for Hem Corporation
and Labh Ganga camphor. He
also handles the entire Vidarbha
distribution of Shrinivas Sugandhalaya
and manages Big Safari’s distribution
in Nagpur city.

In addition, he directly trades
with 5-6 branded companies from
Bengaluru, including Modern
India Trading Company (Dasara
International), Ambar Aromatic
(Ratnamala), Kashi Agarbatti, AR
Industries, NK Industries (Lal Pari),
Janak Perfumery, and Zed Black for
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60:40. Earlier, local brands did

not perform much, but today in
many areas, agarbatti sellers are

also manufacturers. People buy

raw agarbatti, DEP, and perfume,
manufacture on their own, and sell in
packets at per-kg rates.

He said that loban agarbatti is
manufactured in large quantities
here, but local consumption is low
and most of it goes outside, as Nagpur
has almost six months of summer,
reducing demand. Scented agarbatti
sells more in Nagpur. Earlier, black
agarbatti was popular, but now 50
quarter-kg agarbatti and zipper packs
sell more at outlets. Company zipper
packs also sell at 350, and Bengaluru
box packs sell at 50-60.

He said that Nagpur is a centralized
market where products of all
companies are available. Big Safari’s
%50 zipper pack and %10 and %50 zipper
packs sell the most. Nagpur is a mixed-
culture market, where products of all

ranges and qualities are in demand.

Talking about top brands, he said
that among Nagpur brands, Big Safari
is number one. After that, Rocket’s
premium segment box and zipper
packs, and the 460 metallic box are
leading. Among outside brands, Zed
Black, Cycle, Amrutha, Padmini, Ullas,
Bharatwasi, and Shalimar have strong
demand. Zed Black’s Manthan dhoop
holds around 90% market share, and
their advertising is also very strong.
Earlier, dhoop sold mainly in box
packs, but now zipper packs are more
popular.

Hem also has a good market.

The company has recently launched
camphor, pooja oil, and ghee. Hem’s
zipper packs of White Batti, Precious,
and Velvet are selling well. Demand for
dry stick dhoop is increasing, and now
around 40% of the market is dhoop
and dry sticks, while 60% is agarbatti.
The bamboo-less segment is also
growing steadily.

He said that in 1998, nobody knew
about sambrani cups and only wet
dhoop had limited demand. Now,
both cup and dry stick dhoop markets
are growing rapidly. Here, dry and
wet dhoop markets are almost 50-50,
as summers last for six months and
people prefer dry sticks. Wet dhoop
produces more smoke. In wet dhoop,
Hari Darshan’s premium products
such as Deluxe Dhoop, 4-in-1 Dhoop,
and Gugal Dhoop sell well. BIC’s 370
pack and Real’s premium dhoop also
perform well.

In sambrani cups, Parimal Mandir’s
Mangal Pooja and Cycle’s Naivedya
sell well. In chandan, Hari Darshan’s
yellow variant sells the most, followed
by good demand for red, white, and
kesari in paste form. In powder,
Manohar’s Ashtagandh and Spiritual
has good demand.

In camphor, loose camphor sells
more, and the demand for Bhimseni
camphor is gradually increasing.
Among branded camphor, Mangalam,
Maurya, Gayatri, Bappa Morya,
and Labh Ganga sell well, but dagdi
camphor has higher demand because
it is cheaper. While Maurya is priced
at 3660, Labh Ganga is at *720. In
pooja oil, he sells Hem’s Dev Pooja,
while in the market Jyoti, Mangalmay,
and Cycle’s Om Shanti are also selling
well. B
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Consistent Market Presence Helps
Brands Succeed in Bengal:
Mintu r.haudharv, Sree Guru Perfumerv Works

With roots in the agarbatti trade
going back over four decades, Sree
Guru Perfumery Works is a well-
known name in the West Bengal
incense market. Headed by

Mr. Mintu Chaudhary, the company
has grown from a local trading
operation into a strong agency
business with wide reach across
West Bengal. In an exclusive
interview with Sugandh India,

Mr. Chaudhary discussed the
company’s journey, distributor
network, and changing trends in
agarbatti and dhoop consumption.
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ecalling his
early days. Mr.
Mintu
Chaudhary
shared that the
first was started
in Kolkata by
his father in
1978. He himself joined the
business 2—4 years before his
father’s demise in 2000, and
after that, he fully took over
the operations. Initially, the
family was engaged in local
agarbatti trading, after which
they expanded to sourcing
products from Bengaluru.
Over time, Mr. Chaudhary
shifted focus to running an
agency business, with the aim
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of strengthening and
expanding the company’s
name in the market.

Talking about his agency
journey, he said that his first
agency was Parimal Mandir,
followed by Shakunthala
Agarbatti. Over the years, his
portfolio expanded to include
brands such as Forest,
Karnataka Fragrance, Zebra,
Jesal, AR Industries among
others. At present, he handles
products from around 3—4
companies, covering nearly
100-200 brand variants across
different categories.

On the geographical
spread of his business, Mr.



Chaudhary stated that his network is
concentrated in West Bengal and
Bangladesh, with no presence in other
Indian states. Within West Bengal, the
company supplies across North and
South Bengal, including strong
markets in Kolkata, North and South
24 Parganas, Medinipur, Bardhaman,
Bankura, and all major districts.

In North Bengal, key markets
include Cooch Behar, Siliguri,
Balurghat and Raiganj.He revealed
that Sree Guru Perfumery Works
currently works with around 200
distributors across West Bengal.
Speaking about Bangladesh, he said
that the supply is as per demand from
there. Products such as square boxes
and zipper packs are popular there. A
square box typically sells for MRPs
as low as %5 for 6 sticks, making it a
highly price-sensitive market. Despite
low pricing, he feels the agarbatti
market in Bangladesh is growing
well.

Discussing pricing trends in West
Bengal, Mr. Chaudhary explained that
the market is dominated by economy
products. He added that the market is
also trend dependent. Only around
5% of sales come from premium
products, while the bulk of volume
comes from low-priced segments.
Earlier, 5 MRP packs dominated
nearly 60% of the market, then came
%10 MRP packs but now products
with *70-75 MRP which usually sell
for ¥50 dominate the market.

When asked about leading brands
in the region, he mentioned Shalimar
Avida, Shankunthala All 1zz Well,
Forest Kirtan Pouch, and several
others. He added that large companies
like ITC remain in the top 10 due to
their products being of low price and
high quantity along with strong
advertising and schemes.

He further noted that once a brand
gets accepted in the market, it rarely
disappears completely. Even very old
brands like Danka Sugandh, which
are 60—70 years old, are still
available. Brands such as Balaji
continue to perform well, while some
others remain limited to specific price

segments. Comparing manufacturing
hubs, Mr. Chaudhary felt that
Bengaluru-made products perform
better in this market than those from
Ahmedabad, mainly due to better
fragrance and burning quality.

On product category trends, he
clearly stated that in West Bengal,
agarbatti dominates nearly 90% of the
market, while wet dhoop and other
products account for only around
10%. Among wet dhoop brands, Zed
Black has a major share, followed by
brands like Rocket and Forest. He
explained that brands succeed when
they stay consistently in one market
instead of shifting focus frequently.

sandalwood. He added that cup
sambrani, which earlier sold mainly
during festivals, is now in demand
throughout the year. Brands like
Cycle and Forest are strong in this
segment, with Forest Bahubali
gaining good sales.

Sharing retail consumption trends,
he said that an average household
spends around 3200-300 per month
on agarbatti, while economically
stronger families may spend 3400—
500 per month, depending on brand
loyalty.

On brand demand at retail
counters, he explained that customers

He revealed that Sree Guru Perfumery Works currently

works with around 200 distributors across West

Bengal. Speaking about Bangladesh, he said that the

supply is as per demand from there. Products such

as square boxes and zipper packs are popular there.

A square box typically sells for MRPs as low as 35 for

6 sticks, making it a highly price-sensitive market.

Despite low pricing, he feels the agarbatti market in

Bangladesh is growing well.

Regarding dhoop sticks, he said
that this segment is growing steadily,
with brands like Forest and Karnataka
Fragrance doing well. Most of the
brands have products selling in the
dhoop stick segment. However, there
is not much innovation in packaging,
as most companies offer similar
formats.

Talking about fragrance
preferences, Mr. Chaudhary
emphasized that Sandalwood is the
dominant fragrance in West Bengal,
contributing to nearly 70% of
demand, while fancy fragrances have
limited acceptance.

Rose fragrance also sells, but at
much lower levels compared to

no longer stick to just one or two
brands. Earlier, people asked mainly
for Cycle, Bharat Darshan or
Shantiniketan, but now they also
demand Balaji, Forest and Karnataka
Fragrance. Retailers therefore prefer
to stock multiple brands and variants
to satisfy diverse customer
preferences.

Finally, speaking about supply
routes, Mr. Chaudhary said that
earlier products used to move to the
North-East via West Bengal, but now
most companies directly supply to
Guwahati, reducing dependency on
intermediate distribution hubs. Today,
most sales operate on a direct supply
mode] B
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Agarbatti Trade Is a Clean and
Pure Business: Sitaram Agrawal

r. Sitaram Agrawal, proprietor of

Sitaram Traders, Kolkata, believes that

the agarbatti and fragrance industry is

one of the cleanest forms of business

and also carries a sense of purity. From
his shop established in 1989 at Ganguly Lane, Kolkata,
Mr. Agrawal has been engaged in agarbatti trading. Ina
conversation with Sugandh India, he said that he liked
this line of work right from the beginning. However,
initially he was in the beedi leaves business, but after
government control was imposed, he left that trade.
Later, a family well-wisher and businessman, Mr.
Ashok Roy, suggested that he should start the agarbatti
business and assured him of full support. This is how he
entered the agarbatti trade.The first brand he worked
with was Amit Aromatic of Bengaluru, which proved to
be a good beginning. Thereafter, he started dealing in
brands such as Rocket, Aalok, JB, Rathnam Agarbatti,
Mansi of Ahmedabad, Shri Trading of Rajkot and Shreeji
Incense. At present, he trades in products of around
10-12 branded agarbatti companies.

Replying to a question about the Kolkata market, he
said that many old brands are doing well here, including
Bharat Darshan, Gurudev, Shalimar, Danka, Zed Black
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and Cycle. These brands enjoy stability in the market
because they perform on the strength of quality. He

said that traders are often forced to push brands that
lack quality, while quality products sell on their own.

JB is also doing very well at present, and the company
provides full support, which is helping its business grow.

He further stated that in the dhoop segment, demand
for dry sticks and bamboo-less products is increasing.
According to an estimate, the agarbatti market has come
down to about 75%, while the combined market of wet
dhoop, dry sticks, cups and cones has reached 25%. He
added that the market for dry sticks is growing because
good quality products are available in the price range of
%10 to %100, which consumers prefer.

In wet dhoop, apart from Zed Black, Rocket is also
performing well on the basis of quality. He described
the owner as a very respectable person and said that the
company’s policies are also very good, due to which all
their brands are doing well. Rocket’s ‘Laajawab’ is truly
a laajawab (excellent) product, available at ¥1000 per
dozen packs. Several of their ranges are selling well.

Responding to a question on sambrani cups, he said
that the cup segment is growing, and Cycle’s ‘Naivedya’
is performing the best in this category. JB’s cups are also

good. He mentioned that there is a strong market for
camphor in this region, although he himself does not
deal in camphor.

He said that an average customer purchases goods
worth about 100 to X150 per month, while there are also
customers who purchase goods worth several thousand
rupees. He added that he always recommends premium
products, and 6-7 out of 10 customers buy products by
brand name.®
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STRONG ECONOMY SEGMENT AND
DEPOT MODEL DRIVING DHANLAXMI'S
GROWTH IN EASTERN INDIA:
RAM CHANDRA DHALAI
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Paramita Enterprise, which manages the depot for Dhanlaxmi and Jai
Ganesh brand in Kolkata, has played a key role in strengthening the
company’s market presence across Eastern India over the last five years. In
an interaction with Sugandh India, Mr. Ram Chandra Dhalai who manages
the company depot spoke about the company’s decision to open a depot,
advantages of the direct supply model, product trends, major markets in
the state, and the changing dynamics of the agarbatti trade.
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haring about the beginning of
depot operations in Kolkata, Mr.
Dhalai said that he manages the
Dhanlaxmi Agarbatti depot in
Kolkata under the firm name
Paramita Enterprise. The depot
was established in 2020 and has
now completed nearly five years
of operations in the city.

Explaining why the company
opted for a depot instead of
relying only on distributors and super stockists, he said that
Dhanlaxmi already had good sales in West Bengal. After
discussions with the company’s Managing Director and Mr.
Vinod Patel, it was felt that if uniform supply and faster service
could be ensured, sales would further improve. According to
him, opening the depot proved to be a major and successful step
for the company in the region.

Mr. Dhalai explained that the biggest advantage of the depot
model is the elimination of multiple layers of margins. In the
conventional structure, margins are divided between super
stockists and distributors, and freight costs are also added. With
the depot system, goods are supplied directly to distributors,
freight is managed centrally, and salesmen work within the same
margin structure. This helps in better pricing and faster
movement of products. He added that direct shop-to-shop
servicing improves secondary sales, allows regular sampling,
and helps the company receive immediate feedback from the
retail market.

Speaking about product performance, he said that Dhanlaxmi
has a very wide product range and continues to launch two to
three new products or brands almost every month. Among all
products, Aqua and Whitestone are currently the
strongest-selling variants in the Kolkata and surrounding
markets. These products mainly perform well in the economy
segment, which dominates local demand.

He added that although the MRP of these products is around
%70, they are commonly sold to consumers at around 50,
making them suitable for price-sensitive buyers. According to
him, box packing remains much stronger than zipper packing in
West Bengal. While zipper packs are available and slowly
growing, the economy box segment has traditionally been
dominant and continues to lead sales.

On product diversification, Mr. Dhalai said that apart from
agarbatti, the company is also focusing on expanding into other
pooja-related products. Upcoming launches include pooja kits,
camphor (kapoor), cup sambrani, and additional dhoop products,
many of which are planned to be launched around exhibitions.
Dhoop sticks in smaller sizes are already part of the product
portfolio.

He further explained that the company operates under two brand
names — Dhanlaxmi and Jai Ganesh — each under separate
GST registrations. Jai Ganesh is the older brand, while
Dhanlaxmi was introduced later with similar product ranges and
price points.

Discussing distribution coverage, Mr. Dhalai said that the
Kolkata depot supplies across entire West Bengal, and also
caters to Odisha, Jharkhand and Guwahati (Assam). In West
Bengal alone, the depot works with around 300 distributor

parties, and each distributor typically services about 200 retail
counters. In Odisha there are around 20 parties, in Jharkhand
about 10, and in Guwahati around 3—4. He added that demand in
West Bengal is so strong that sometimes it becomes difficult to
supply additional volumes to neighboring states.

Highlighting major agarbatti markets in the state, he said that
after Kolkata, strong demand comes from East and West
Medinipur, East and West Bardhaman, including industrial belts
like Asansol and Durgapur. In North Bengal, markets such as
Siliguri, Malda, Murshidabad and Berhampore contribute
significantly to sales.

Commenting on the overall agarbatti market scenario, Mr. Dhalai
described West Bengal as a very strong and stable market where
companies with good planning and fieldwork can achieve
monthly sales of several crores. He noted that while agarbatti
continues to dominate with around 80% market share, dhoop
products now account for nearly 20%, and this segment has
grown significantly in recent years.

Addressing the perception that Bengal is only a market for cheap
products, he said this is not entirely true. Premium products
contribute nearly 20% of sales, especially during Durga Puja and
festival seasons. Among price segments, the 350 segment holds
the largest share at around 50%, while the lower price segments,
including 10 and even %5 packs, together account for about
30% of the market.

Regarding exports, Mr. Dhalai said that small quantities are
supplied to Bangladesh, mainly to Dhaka and Chittagong, around
5-10 times a month, depending on demand. Transport is usually
arranged by buyers there, but pricing is extremely competitive,
with square packs selling at around X5. He mentioned that brands
like Parimal Mandir have a strong and consistent presence in the
Bangladesh market.

Sharing his professional journey, Mr. Dhalai said that he has
been in the agarbatti trade for over 22 years. Before managing
the depot, he worked for nearly 15 years in a large agarbatti
company in West Bengal, mainly in office and management
roles. During the COVID period, he lost his job, after which he
connected with Mr. Binod from Dhanlaxmi. Because of his
strong distributor network and market experience, he was offered
full responsibility to manage the West Bengal depot. He admitted
that initially it involved risk, but with company support and
consistent fieldwork, the operation gradually became successful.

Comparing manufacturing hubs, he said that earlier Bengaluru
dominated the market, while Ahmedabad entered later and has
grown steadily, especially in masala-based agarbatti. He added
that earlier the trade functioned in a very informal way, relying
mainly on bulk supply, but today the business has become
system-driven, with organized marketing, field sales, and
structured brand-building becoming essential.

On payment practices, Mr. Dhalai acknowledged that credit
remains a challenge in the trade, but said that his depot follows a
disciplined system. Most transactions are either in advance or
with a maximum 15 days credit, and in rare cases extended up to
21 days, but not beyond that.

Concluding the interaction, Mr. Dhalai said that success in
today’s agarbatti market requires risk-taking, consistent effort,
strong field presence, and reliable product support from the
company, which together help brands grow even in highly

competitive markets like West Bengal. H
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Delivery Charge is a challenge for Online
Sale of Agarbatti in Kolkata: Arnab Dutta

uring the COVID-19 pandemic,
when all business activities had
come to a standstill and online
marketing was the only option
for buying and selling, Mr. Arnab Dutta
started distribution work in 2021 through
his firm, Sanvi Manufacturing and
Trading Enterprises. In a special
conversation with Sugandh India, he said
that the online market for agarbatti is no
longer growing much because delivery
charges are very high. If a packet of
agarbatti priced at X70 is ordered online,
an additional delivery charge of 330—40 is
applied. He said this is one of the main
reasons why the online market is not
growing rapidly. For customers, buying
agarbatti from local shops is cheaper, as
there are no extra charges involved.

Explaining the reason for entering the
agarbatti trade, he told Sugandh India that
when everything came to a halt during
COVID, he started thinking about which
business would always have steady
demand. After much discussion, he and
his wife concluded that even the poorest
person lights at least two incense sticks a
day. With this thought, they started
distribution and began with brands such
as Swara from Gujarat, Aradhyam
Products (Mathura), and Delta Sambrani
Cups. Even today, these three brands are
performing very well in both North and
South Kolkata. As his presence in the
trade increased, business also expanded,
and he subsequently took up distribution
of Parimal Mandir, Padmini, Forest, Jesal
Products, Sujatha sugandhalaya and
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Moksh as well. Speaking about the
characteristics of the Kolkata market, Mr.
Dutta said that he supplies not only to
North and South Kolkata but also to
North and South 24 Parganas. He
explained that economy products sell
more in North Kolkata, where customers
also bargain with distributors. Major
markets in North Kolkata include
Shyambazar, Shovabazar-Bagmari,
Kapurgachhi, Ultadanga, Maniktala, Lake
Town, and Entally, where bargaining is
common. On the other hand, in South
Kolkata areas like Bhawanipur, Lake
Market, and Gariahat Market, premium
products sell more. Customers there
usually do not bargain, and products are
sold at MRP.

Mr. Dutta told Sugandh India that the
agarbatti trade in Kolkata is very strong.
If a product has good quality, it will
definitely sell—whether it is an economy
or premium product. From rickshaw
pullers and street vendors to affluent
consumers, everyone uses agarbatti.
Today, there is a wide variety available in
the agarbatti trade, including agarbatti,
dhoop, cones, dry sticks, and cups, and all
these segments are performing well.
Replying to a question, he said that the
top five brands in Kolkata include Balaji,
Cycle, Karnataka Fragrance, Forest, and
Utsav from Gujarat. In addition, ITC
products necessarily sell well in FMCG
stores. Zed Black also has a good market
here and dominates the wet dhoop
segment. Bharat Darshan, Parimal
Mandir, Swara, Aradhyam, and Delta also

have strong demand, followed by
Shalimar and Shakuntala.

In response to another question from
Sugandh India, he said that packs with
MRP of %35 and economy packs priced at
¥45-50 sell the most. In North Kolkata,
zipper packs are in very high demand,
while in South Kolkata, box packs are
more popular. Customers prefer fewer
sticks but better fragrance. He added that
in the premium segment, companies from
Bengaluru still dominate. Although
Gujarat is coming up as competition,
Bengaluru still leads in the premium
handmade agarbatti segment. He said that
both economy and premium products
have strong markets here. Over the past
two years, demand for dhoop and dry
sticks has increased. For religious
reasons, people are preferring bamboo-
less products, as burning bamboo is
considered objectionable by some. In wet
dhoop, brands like Manthan, Forest,
Utsav, Alok, and Rocket are performing
well. Replying to another question, Mr.
Dutta said that sambrani cups also started
gaining popularity two to three years ago,
in which Cycle’s ‘Naivedya’ and Delta’s
‘Aradhana’ are performing very well. He
said that the use of camphor has also
increased. In the camphor segment,
Mangalam and Auracam are popular
branded products, apart from which local
products are also sold. In sandal tilak, the
Drolia brand is popular, and in havan
material, most people prefer ‘Ahuti’.

Regarding brand loyalty, he said that
most customers, after buying a product
two or three times, start asking for new
products, and they keep changing brands.
He added that middle-income customers
spend around 50 per month, while
high-income group customers spend
between %3,000 and ¥4,000. He said that
Kolkata has a mixed population, with
many offices, malls, corporate offices,
spas, and wellness centers, which is why
premium products also have strong
demand. Many customers make bulk
purchases of 22,000 to ¥4,000 at a time.
During festivals like Diwali and New
Year, people have also started gifting
premium agarbatti. He added that people
here prefer hard fragrances because of
high humidity, and therefore, there is also
higher demand for strong fragrances in
perfumes.®
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Topsi’'s Market Expands in
Bengal with Depot Opening:

Mohan Saha

rchana Perfumery Works

has been in the agarbatti

business in Kolkata since

1978. In an exclusive

interaction with Sugandh
India, Mr. Mohan Saha, head of the
firm, said that the company was
started by his father in 1978.
Earlier, they were also engaged in
manufacturing, but later the
business was limited only to
trading.
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He said that he looks after the
operations of Topsi’s new depot
that was opened in Kolkata some
time ago. According to Mr. Saha,
after the depot was opened, the
reach of Topsi products in the
market has become easier, and the
brand is now reaching far-flung
areas of Bengal. He added that he
manages Topsi’s supply network
across the entire West Bengal,
which includes Medinipur,

Bardhaman, South 24 Parganas,
Durgapur, Raniganj, Haldia and
other areas. He said that a supply
network for Topsi products will
also be developed in North Bengal
soon.

At present, around 70 distributors
are part of Mr. Saha’s supply
network. He said that since the
depot has been opened recently,
work is progressing rapidly, and
within the next one year, after
establishing the network in North
Bengal, the company is also
planning to start supply in Assam.

After entering the agarbatti trade,
Archana Perfumery Works first got
the distribution of Balaji brand.
Mr. Saha said that they have also
been handling the distribution for
Topsi for more than 35 years and
now their entire focus is on the
Topsi brand.

Responding to a question about the
Kolkata market, he said that the
%20 pouch segment sells the most
here, while the 50 economy long
box segment also remains in good
demand. Apart from this, the
market for both wet and dry dhoop
is continuously growing and has
now reached nearly 10%. Topsi’s
dhoop products are performing
well in 210, Z15 and %90 packs. He
added that the company
manufactures both wet and dry
dhoop.

In reply to another question, Mr.
Saha said that apart from agarbatti
and dhoop, Topsi also has cup
sambrani products. At present,
selected key products are being
supplied from the depot, and in the
coming time, the supply of other
products will also be started
gradually.

With the start of depot operations,
the company’s focus is on
increasing reach across all areas
and further strengthening the
supply network.®
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Year-Round Demand for 5-Feet
Agarbatti in Kolkata: Samar Dey

hri Krishna Traders

has been engaged in

the distribution of

agarbatti raw material

and complete agarbatti

products in Kolkata since

1990. In a conversation
with Sugandh India, the firm’s
proprietor Mr. Samar Dey said that
there is strong year-round demand
for 5-feet agarbatti in Kolkata.
Although demand rises significantly
during festival seasons, Bengal
has some festival or the other
almost every month. Responding
to a question, he said that his first
association was with Abhinav
Perfumers, whose perfumes he
distributes. Apart from this, he also
distributes several other brands
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such as Shreeji and Sarathi. He also
handles the brands Somnath and
Pushpa from Gujarat and supplies
agarbatti and perfumes across West
Bengal, especially in Medinipur,
Durgapur, Kharagpur, Behala,
Asansol, North 24 Parganas and
South 24 Parganas.

Speaking about the Kolkata
market, he said that the 10
agarbatti segment is the largest in
the city. After that, the 320 pouch
pack segment has been growing.
Shreeji’s ‘Kaya’ brand is performing
very well. Cycle, Moksh and Zed
Black are more dominant in the
economy segment, while in the
premium segment, brands like
Sarathi have a good presence.

In response to another question,
he said that both wet and dry dhoop
are doing well in the market. Non-
Bengali consumers, especially those
from UP, Bihar and North India,
use dhoop more, whereas Bengali
consumers still prefer agarbatti. He
added that in wet dhoop, brands
such as Zed Black, Nishan, Rocket
and Shreeji are performing well. In
sambrani cups, Shreeji and Pushpa
Fragrance’s ‘Guggal’ are selling well.
In camphor, Labh Ganga has good
sales, and Mangalam is also doing
well.

He said that in the 320 range,
‘Kaya’ and ‘Wari’ are in good
demand, while in the 50 range,
sandal and kasturi variants have
good demand. Somnath’s ‘Bilipatra’
and Sarathi’s ‘Vidwan’ are also
quite popular among consumers.
Oriental’s premium products are
also doing well and have a strong
market presence.

Mr. Samar Dey said that while
the Kolkata city market is largely
driven by premium products,
economy products sell more in
districts outside Kolkata. Apart
from this, ‘dhuna’—a loban-type but
economical product—also sells in
large quantities, especially outside
Kolkata. In perfume compounds,
several brands are present in the
market such as Abhinav Perfumers,
Basha, Imperial Fragrances,
Schimmer, La Whiff, Sanjay
Chemical Works, JB Fragrances and
others.

Replying to a question, he said
that consumers prefer brands that
offer good quality at affordable
prices, and this is a major reason
behind the success of Cycle and
Zed Black. He reiterated that while
there is year-round demand for
5-feet agarbatti in Kolkata, sales
rise sharply during Durga Puja,
Diwali and other festival seasons.
Since there is almost some festival
every month in West Bengal, people
regularly purchase 5-feet agarbatti
for worship.®
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= HRA Essential Oil Factonr

k ; From the heart of Kannauj — the perfume capital
f 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.
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Sundaiwood  Cypriol (Nogarmotha) Lavender Stgandh Pandanus
; 8] Ol Mantr Gl {kewra) Oil
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Nature's Soul in Every Drop

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



Distributors of
Fragrances
Resinoids

Essential oils
Specialty chemicals

AARAV

IFF India (Fragrance

division)

Indo GSP (DEP, DOA,

DMP & TEC)

0 & 5Ty
%

Misitano & Stracuzzi
(Citrus oils)

AARAV (Fragrances)

£, MORATLORs

Moraflor (Essential oils &
Resinoids)

e'rermsé'

Eternis (Coumarin,
PTBCHA, etc.)

DA office@karantieup.com N\ +919831038700
MP House. 13, India Exchange Place. Room - 506. Kolkata - 700001
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Big Bell Incense -

#391, Kanakpura main road,
Kaggalipura Colony,
Bangalore, Karnataka 560082

Customer care: 7070706626
Email address: customercare@bigbellincense.com
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MONDAL ENTERPRISE

‘ALL KIND OF AGARBATTTRAW MATERIAL,
RAW INCENSE STICKS MANUFACTURER

AND SPARE PARTS SUPPLIERS”
N0

MONDAL ENTERPRISE
- AARUSH ENTERPRISE
~ Mukund Majhi Road, Bonderbill,
\ “ Dankuni,Hooghly WB 712311
9836136838 / 9088744930

www.aarushenterprise.com
www.indiamart/aarushenterprise
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Shankh

BE YOUR OWN LIGHT

L) D0 "l ® P\E
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Elevate Your Puja Experience
with Shankh Puja Samagri

- H.Als-m iy
TEs  A—

Ashtagandh =™

ddandas TIR ITECI ICE

Manufactured & Marketed By:

D.S. Products

'? F-52, Ram Nagar, Industrial Area, Chandauli, Uttar Pradesh, Pincode- 221008 )
3 8

Customer Care No: +919511117582-83-84
@ https://shankhkashi.com | &= info@shankhkashi.com
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Chirag Agrawal nura rawal

7409450001 9557223152

KAYCEE
CHEMICALS

Also Known As:

(Kalmishora, Saltpetre, Surokhar, Petlup
Suryakaram, White Burning Powder) -

/ / Dhoopbatti, dhoopcone, Lobanbatti \ /
1/ Masalabatti, Florabatti, Whitebatti |
i Mosquitobatti, Cupdhoop, Fireworks i

|
33, Bagh Chhingamal, Bansal Nurshing Home Street

Opp. Shiv Mandir, Last Building, Firozabad-283 203 (U.P.)

Email- prayerexport@gmail.com
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SINGAPURASHIP PRODUCE (I) PVT. LTD.

MANUFACTURERS, IMPORTERS &
EXPORTERS OF HIGH QUALITY PURE
RAW MATERIAL & FINISHED GOODS FOR
INCENSE INDUSTRY WITH MORE THAN
1000+ CLIENTS
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Gum Benzoin
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Chanden Premix Flora Pramix
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Ral Superfine Ral Kani
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Raw Incense DEP Premix

We specialise in WHITE LABELLING, FMCG

&

PACKAGING for various brands & exporters

e +91 9920120171 gsales@singapuraship.com

C 350, AHWC Complex, Vidya Alankar College Road, Wadala Eagt,Mumai=A0R03%2 1
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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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Order nowon: Website: Product Characteristics: QOur Commitment:




SINCE 1982
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DHOOP STICK M ﬁ B q Ig NATURAL LOBAN

Agarbatti Gruhaudyog
Manufacturer Of Agarbattl & Dhoop

GUGGAL DHOOP LOBAN DHOOP CHANDAN DHOOP NATURAL GUGGAL NATURAL LOBAN NATURAL CHANDAN

Natural Tulsi Pooja

I |
| IN
I..1'“j."'l_"__.. {1 i e

Natural Mastani

Natural Loban Natural Guggal -

CUSTOMER CARE : OFFICE ADDRESS : 132, NEAR CHAR NAL, RAM SUBER BABA NAGAR, KAVRAPETH,

AFZALBAIG :© 9822366263 | NAGPUR- 440 012 (MAHARASTHRA)
SUFIYAN BAIG : © 9881410804 | 1) FACTORY ADDRESS : PLOT NO. 586/D/785/A DHAMMADEEP NAGAR, NAGPUR - 440026

Email : mabaigagarbatti@gmail.com 2) FACTORY ADDRESS : PLOT NO. 54, OPP KALAMNA, GAOKALAMNA ROAD, NAGPUR - 440026




Manufactured & Markeled by :

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

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

Belpatra

For any complaints or feedback contact
our cusiomar cane hasd al rmanulaciuning
Address Phone No.

‘& www. rathorebrothers.com

Kl fb.comideepsagarin
REGD. NO. 8815689
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