
























The modern incense industry no longer sells 
fragrance alone — it sells presentation. In today’s 
retail environment, the first thing a consumer 

notices is not the aroma, but the packaging. From 
premium printed cartons to zipper pouches and multi-
fragrance jumbo packs, appearance has become a major 
driver of consumer attention and retail movement.

However, behind this growing emphasis on shelf appeal, 
the industry is facing mounting pressure from a rapidly 
escalating packaging crisis linked directly to global 
geopolitical tensions.

The Strait of Hormuz, one of the world’s most critical 
oil and petrochemical shipping corridors, handles nearly 
20% of global oil movement along with massive volumes 
of petrochemicals and polymers. Any disruption in this 
route immediately impacts crude oil prices, freight costs, 
and petrochemical supply chains worldwide.

This matters greatly for the incense industry because 
modern packaging depends heavily on petroleum-based 
materials. Polyethylene (PE), polypropylene (PP), PET 
films, BOPP laminates, zippers, adhesives, coatings, 
and printing inks are all derived from petrochemical 
feedstocks linked to crude oil refining. As oil prices rise, 
the entire packaging chain becomes more expensive.

The impact is already visible across the industry. Printing 
and paper board costs have increased by more than 20%, 
corrugated box prices have witnessed similar hikes, 
while secondary packaging materials have surged by 
over 40%. International reports have also highlighted 
sharp increases in polymer prices, with polypropylene 
witnessing spikes of nearly 24% during recent tensions.

At the same time, shipping disruptions and rising freight 
rates are increasing delivery timelines for imported 
laminates, specialty films, and packaging chemicals.
The challenge is clear: consumers are attracted to 
premium-looking products, retailers demand stronger 
shelf presence, and competition continues to intensify — 
all while packaging expenses continue climbing.

As the industry moves forward, one reality can no longer 
be ignored: in today’s incense market, packaging is no 
longer just a protective layer around the product. Beyond 
bamboo and fragrance, shelf presence itself has become 
one of the industry’s biggest competitive weapons — 
directly in­luencing sales, branding, and long-term 
survival.  

˻ ˴̱ ˚˶̏̋А̯ ˝͎̀ә͕̯  ˴̺̔̑ ˵̴̲̋̕ ̇ ̘̯ ͎
̺̋˹̯̃, ̮̋Ҝ Ѱ̺̜ͣ˾̺̇̕ ̯̌ ̺̋˹̯̃ ̘̻ ˗ 
˜˻ ˴̺ ̬̏˾̺̑ ̪̋˻̪̏ ̍ͣ ρ̪̘˴ ̗̗̺̋ 

̘̺̉̑ ˵ ̴̲̋̕ ̇ ̘̯,͎ ̋ ̮Ҝ ̉ ̻˴̺̭˻͎˶ ˴ ̾ ̅ ̺˵̪̃ ̘ ̻ ˗ Ѱ̯̭̍̎̍ 
̫Ѱ͎˾̺̀ ̫̀ѿ̾,͎ ̭ ̜̉̏ ̪̉ˠ˹ ˫̏ ̍ҡ̯-Ѷ̺˶̗̏ͣ ̝̺̋ ̉ ̻Φ 
̺̇ ρ̪̘˴̾ ͎˴̪ у̪̇ ˵̯ ͎˹ ̺̇ ˫̏ ̫̋Ν̱ ̞̪̺̋̇ ̍ͣ ̝̯̋ 
̴̭̌̍˴̪ ̫̪̯̇̌̇ ̲̕΁ ˴ ̏ ̯̅ ̘̻ ˗
̺̫̑˴̇ ˜˴̖͔˴ ̻̉˴̺̭˻͎˶ ̉̏ ̞̺̋̃ ˝̗ ̜̾̏ ˴̺ ̯̉˺̺ 
˝͎̀ә͕̯  ˦˴ ̝̯̋ ˹̲̯̇̿̃ ˴̪ ̗̪̪̍̇ ˴̏ ̘̯̏ ̘̻ ˗ ̲̫̅ ̪̇̎ 
̍ͣ ̞̺̋̃ ̴̌-̪̏˻̯̫̇̃˴ ̪̃̇̔̾ ͎ ˴̪ ̗̯̪̆ ˚̗̏ ˚̋ 
̻̉˴̺̭˻͎˶ ̪̑˶̃ ̉̏ ̝̉ ̏ ̘̪ ̘̻ ˗
ә͕̺˾ ˨̊ ̘̲͔̜̾̍ ̲̫̅ ̪̇̎ ˴̺ ̗̗̺̋ ̘̍Т̴͔̉̂ ̺̃̑ ˫̏ 
̺̉˾͕̾ ˴̺̭̍˴̑ ̪̍˶ͮ ̍ ͣ ̗ ̺ ˦ ˴ ̘̻ ˗ ̎ ̘̪͎ ̫ ˴̗̯ ̯̌ ̘̃̏ ˴̱ 
΀˴̪̔˾ ̗̺ ˴ ϓ̺ ̃ ̺̑, Ѷ̺˾ ˫̏ ̺̉˾͕̾ ˴̺̭̍˴̑ ̗ѱ̪˞ ˴̱ 
˴̱̍̃ͣ ̃ ̲͎̏̃ ̞̋ ˻ ̪̯̃ ̘ͦ ˗
˚˶̏̋А̯ ˝͎̀ә͕̯  ˴̺ ̭̑˦ ̘̎ ˝̗̭̑˦ ̘̍Т̴͔̉̂ ̘ ̻
Μ͎̫̾ ˴ ̃ ˻ ˴ ̱ ϣ̪̪̅̃̏ ̉ ̻˴̺̭˻͎˶ ̉ ̺˾͕̾ ̭̑̎̍ ̃ ̪̬̆̏̃ 
̍˾̺̬̏̎̑ ̗̺ ̯̋̇̃ ̘̻ ˗ ̯̉˞, ̯̯̉̉, ̯̉˞˾̯ ̫̊ҩ, 
̯̋˪̯̯̉̉ ̻̭̺̑̍̇˾, ̭̜̉̏, ˶̾ ͎̅ , ˴̫̾˾͎˶ ˫̏ ̫Ѱ͎̫˾͎˶ 
˝͎˴—all ˴̪ ̗͎͎̋̆ Ν̴̀ ˨̎̑ ̗̺ ̘̻ ˗ ˻̻̗̺-˻̻̗̺ ̺̃̑ 
̘͎̍˶ ̪ ̘̪̾̃ ̘,̻ ̻̗̺̔-̻̗̺̔ ̻̉˴̺̭˻͎˶ ̯̌ ̘͎̍˶ ̯ ̘̯̾̃ ˻̪̯̃ 
̘̻ ˗
˝̗˴̪ ˚̗̏ ˚̋ ̗̪̊ ̫̅˵̪˞ ̺̅ ̘̪̏ ̘̻ ˗ ̫Ѱ͎̫˾͎˶ ˫̏ 
̺̉̉̏ ͔̋̾̀ ˴̱ ˴̱̍̃ͣ 20ʵ ̗̺ ˚̭̆˴ ̞̋ ˹̲˴̱ ̘,ͦ 
˻̫̋˴ ̗̺˴̯ͣ̀̏ ̻̉˴̺̭˻͎˶ ̍˾̺̬̏̎̑ ̍ͣ 40ʵ ̃˴ ˴̱ 
̞̯̋̾̃̏ ̺̅˵̯ ˶˞ ̘̻ ˗ ̗̪̄ ̘̯, ̭̫͎̉̕˶  ̺̯̅̏ ˫̏ ̞̺̋̃ 
Ѷ̺˾ ˹̪˻̗ͤ ̯̌ ̲̮̍ҷ̑ͣ ̋ ̞̪ ̘̏ ̺̘ ͦ ˗
˜˻ ̮Ӟ̫̃ ̘̎ ̘ ̻ ̫˴ ρ̪̘˴ Ѱ̯̭̍̎̍ ̲̑˴ ˴̱ ˪̏ 
˜˴̫̖͔̃ ̘̪̾̃ ̘,̻ ̬ ̏˾̺̑̏ ̍˻̴̋̃ ̺̕Ҧ Ѱ̺̜̗ͣ ̪͎̍˶̪̃ ̘ ̻
˫̏ Ѱ̫̃Ӣ̪͔̆ ̑˶̪̪̃̏ ̞̋ ̘̯̏ ̘ ̻— ˻̫̋˴ ̻̉˴̺̭˻͎˶ 
˵˹͔ ̑˶̪̪̃̏ ˡ̉̏ ˻̪ ̘̪̏ ̘̻ ˗
˚̋ ̘̎ ̗̪̊ ̘̾ ˹̲˴̪ ̘ ̻̫ ˴ ˜˻ ˴̱ ˚˶̏̋А̯ ˝͎̀ә͕̯  
̍ͣ ̻̉˴̺̭˻͎˶ ̭̗͔̊ ̗̲̏Ρ̪ ˴̪ ̗̪̆̇ ̘̯̇ ͎ ̘̯̏, ̮̋Ҝ 
̫̋Ν̱, ҂̪͎̫͎̀˶ ˫̏ ͎̺̑̋ ̗̍̎ ̃˴ ̪̋˻̪̏ ̍ͣ ̫˾˴̺ ̘̺̏̇ 
˴̪ ˦˴ ̝̪̋ ̘̭̪̄̎̏ ̋̇ ˹̲˴̱ ̘̻ ˗ ˗n
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JAIPUR’S RAUNAK SPREADING 
FRAGRANCE NATIONWIDE 
GLOBAL TENSIONS INCREASE PRESSURE  
ON PRODUCTION COSTS: VIJAY ARORA

n a special conversation with Sugandh India, Mr. 
Vijay Kumar Arora, Mr. Karan Arora, and Mr. Raunak 
Arora of Raunak Fragrances discussed in detail 
the current market situation and the challenges 
facing the industry. Due to disruptions in shipping 
movement through the Strait of Hormuz caused by 
the AmericaɈ
sraelɈ
ran con­lict, an international 
crisis has emerged regarding petroleum products and 

gas supplies. This crisis is affecting not only oil and gas, but 
also the export and import of finished goods and raw materials 
across industries. Earlier, similar disruptions in shipping 
movement through the Black Sea had also impacted trade.

The agarbatti, dhoop, and fragrance industry is now 
facing direct consequences of these developments. Agarbatti 
manufacturers are struggling with shortages of raw materials, 
especially imported ingredients. To deal with this, companies 
are being forced to reduce production costs, increase 
prices, or reduce product weight. Speaking with 
Sugandh India, Jaipur-based Raunak Fragrances 
founder Mr. Vijay Kumar Arora and his sons Mr. 
Karan Arora and Mr. Raunak Arora said that they 
are currently not compromising on quality or 
product weight, but cost-cutting measures 
have become unavoidable. According to 
them, this has become one of the biggest 
challenges for the trade at present.

From a Small Garage to an 
Established Brand
Recalling his entrepreneurial journey, 
Mr. Vijay Kumar Arora said that he 
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started in 1998 by manufacturing 
empty agarbatti boxes in a small 
garage. Gradually, after moving 
into raw material trading, he 
established his own brand, Raunak 
Fragrances.

Replying to a question from 
Sugandh India, he said that he has 
been associated with the agarbatti 
trade since 1998. Initially, they 
started by manufacturing empty 
agarbatti boxes in a small garage. 
Alongside this, they also traded in 
raw materials related to incense 
products, including raw agarbatti 
sticks, perfumes, DEP, and 
packaging materials. Later, around 
2014–15, they launched their own 
brand under the name Raunak 
Fragrances. Today, the company 

manufactures raw agarbatti using 
60 machines. It also produces wet 
dhoop, sambrani cups, cones, and 
several other products. 

He said that Raunak Fragrances 
offers high-quality products at 
regional pricing. According to him, 
if a product is priced at ₹50 MRP, 
the company guarantees equivalent 
product quality in that segment. He 
added that the company’s market 
position has been built entirely on 
quality, which is why they do not 
even employ dedicated salesmen. 
Replying to another question, he 
said that they initially started the 
agarbatti box business manually 
and later moved from raw material 
trading into focusing entirely on 
their own brand.

Expansion From Rajasthan to 
Multiple States
Speaking about the company’s 
market expansion and operational 
structure, Mr. Vijay Kumar Arora 
said that Rajasthan is currently the 
company’s biggest market. Apart 
from this, the brand has also built 
a strong supply network across 
Maharashtra, Bihar, Delhi, and 
several other states.

Replying to a question, Vijay Ji 
said that both his sons are actively 
managing different areas of the 
business. His elder son, Karan 
Arora, oversees production, while 
his younger son, Raunak Arora, 
handles sales, marketing, and 
accounts. He added that his own 
primary focus remains on product 
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quality and costing. However, the 
industry is currently facing serious 
pressure because of rising prices 
caused by the war situation. Many 
companies have already increased 
prices or are planning to do so, but 
Raunak Fragrances is currently 
trying to reduce costs rather than 
significantly increase prices. �e 
said that only a few products 
have seen price increases, while 
some products have had slight 
reductions in weight. According to 
him, retailer margins must remain 
healthy; otherwise retailers will not 
push the products in the market. 
Therefore, aggressive price hikes 
are not practical.

Wide Product Range for  
Every Budget
Speaking about the company’s 
product portfolio and market 
demand, Mr. Raunak Arora said 
that Raunak 
ragrances offers an 
extensive range across multiple 
MRPs and packaging formats. 
According to him, Raunak Gold and 
Sab Rang are among the company’s 
highest-selling products. Replying 
to a question from Sugandh India, 
he said that Raunak Gold and Sab 
Rang are among the brand’s best-

selling products and are available 
in half-kilo box packaging. Seven-
in-One products in half-kilo packs 
also perform well, while White Batti 
pouch packs are also popular.

He explained that the company 
offers products in both box and 
pouch formats starting from ₹5 
MRP. 
n the ₹10 category alone, the 
company has more than 50 product 
ranges. Similarly, there are 10–15 
pouch variants in this segment. 

n the ₹50 category, the company 
offers ɺ0Ɉɻ0 pouch variants in both 
white and black agarbatti. These 
include 18 product ranges in pack 
sizes of 100g, 125g, 200g, 400g, and 
450g.

The company also offers 
₹20 MRP products in both box 
and pouch packaging. Raunak 
Fragrances additionally has 
products in 500g packaging and two 
1-kilogram pouch variants under the 
Wonder and Sab Rang names. In 
muttha packs and dhoop products, 
the company offers both pouch and 
box formats in ₹5, ₹10, ₹20, and ₹50 
MRPs. Altogether, the company has 
more than 60 product ranges. He 
emphasized that all products are 
manufactured in-house, allowing 

the company to maintain control 
over both quality and production 
costs.

Local Brands Offer Good 
Quality at Affordable Prices
Speaking about competition 
between local and large brands 
in the agarbatti industry, Mr. 
Vijay Kumar Arora said clearly 
that everyone has the right to do 
business in the market. According 
to him, local manufacturers are also 
offering good-quality products at 
affordable prices and should not be 
viewed negatively as competition.

He said that while some large 
manufacturers consider local 
brands a challenge to the trade, 
local manufacturers are actually 
supplying quality products at  
lower prices through cost 
optimization. He added that 
Raunak Fragrances aims to grow 
much further in the future. Both 
his sons are educated and capable 
professionals who have joined the 
business.

He also said that the company 
takes good care of its employees 
by providing PF, ESIC, and other 
health-related benefits. 	mployees 

24   SUGANDH INDIA JUNE-2026



are paid on time, and this is one 
of the reasons behind Raunak’s 
rapid growth. Replying to another 
question, he said that the company 
currently has no plans to enter 
exports. In fact, they are already 
receiving orders from places such 
as Bengaluru and �adakh, but are 
presently unable to supply products 
to those regions.

Rising Costing Has Become  
the Biggest Challenge
Discussing future plans and present 
challenges, Mr. Raunak Arora said 
that the war situation and import-
related issues have caused sharp 
increases in raw material prices. At 
present, the company’s main focus 
is on balancing production costs 
and stabilizing the market.

Speaking with Sugandh India, 
Raunak Ji said that due to rising 
raw material prices linked to the 
AmericaɈ
ran con­lict, costing 
structures have been severely 
disturbed this year. According 
to him, managing these costs 
has become the company’s 
biggest immediate objective. 
He explained that the prices of 
imported materials related to the 
agarbatti industry — including 
DEP, perfumes, dhoop oil, LPG 
gas, and packaging materials — 
have increased significantly due 
to import disruptions. 

Therefore, the company is 
currently focused on controlling 
these costs rather than increasing 
product prices excessively, as 
major price hikes could disturb 
the market. According to him, 
cost-cutting is presently the only 
practical way to maintain market 
stability.

He further added that in the 
future the company plans to focus 
more heavily on dhoop sticks and 
cone products, as demand for these 
categories is steadily increasing.

COVID period was a Business 
Opportunity
While the CO�
D period proved 
extremely difficult for many 
industries, Raunak Fragrances 
managed to convert the crisis 

into an opportunity. Raunak Ji 
explained that the stoppage of raw 
agarbatti imports in 2019, followed 
by the surge in demand during the 
lockdown period, created major 
growth opportunities for the 
company.

Replying to a question from 
Sugandh India, he said that by 
2020 the company already had a 
large inventory and had installed 
several machines after raw agarbatti 
imports stopped in 2019. During 
the CO�
D lockdown, Rajasthan 
faced shortages because products 
from other states could not arrive. 
As a result, agarbatti demand 
in the state increased by nearly 
two to three times despite the 
pandemic situation. He said that 

the company’s newly installed 
machines played a crucial role 
during that period. Unlike many 
other states that faced labor 
shortages, Raunak Fragrances did 
not face major problems related 
to labor or raw materials. Since 
imports from Vietnam had stopped, 
the company significantly increased 
production. In this way, what was a 
crisis for many businesses became 
a major opportunity for Raunak 
Fragrances, and the company grew 
rapidly during the CO�
D period.
Celebration - Top-Selling 
Product
Speaking about the company’s 

most popular products, Mr. 
Raunak Arora said that Celebration 
is currently the hottest-selling 
product of Raunak Fragrances. 
Alongside this, products like 
Raunak Gold and Sab Rang also 
maintain a very strong market 
presence due to their quality and 
packaging.

Replying to a question, he said 
that Celebration is the company’s 
hottest-selling product. Its pouch 
variants are available at ₹15 and ₹25 
price points, while zipper packs are 
available at ₹ɻ0 and jumbo packs at 
₹1ɺ5.

He added that Raunak Gold is 
one of the highest-selling jumbo 
packs in Rajasthan. Apart from 

this, the ₹50 family-pack zipper 
and the 1-kilogram Sab Rang pouch 
pack are also performing strongly 
in the market. These products are 
sold along with gift offers, and 
consumers highly appreciate their 
fragrance and quality.

He said that while many 
companies have reduced product 
weight to 800–900 grams, Raunak 
Fragrances has maintained both its 
weight and pricing standards. This 
is one of the main reasons why the 
1-kilogram Sab Rang pack continues 
to remain a top-selling product in 
the market.
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BRAND NEWS

Safari Big has launched its new product, ��-Supreme, 
targeting economy-segment consumers looking for a 
value-for-money incense pack for regular household 
use. Priced at an MRP of ₹30, the product is available 
in a 60g pack, making it an ideal monthly-use option 
for budget-conscious buyers.

To support the launch, the company has also 
introduced an attractive retail scheme. Under this 
offer, retailers purchasing 24 pieces of ��-Supreme 
will receive 12 pieces of Classic �oban 25g ȶMRP ₹15ȷ 
free of cost.

Safari Big’s New XL-Supreme Receives Strong 
Market Response

With growing demand for convenient yet traditional 
devotional products in the Indian spiritual market, 
DevDarshan has introduced its premium 
Devsundaram Sambrani Hawan Cups. Crafted using 
natural herbs and vedic samagri, the product is 
designed to create an authentic aromatic 
atmosphere during rituals, havans, meditation 
sessions, and festive ceremonies. Available in a pack 
of 12 cups at an MRP of Rs 90/-, the product is 
positioned as an attractive offering for households 
as well as devotional product retailers.

DevDarshan Expands Devotional Product Portfolio
Since 1954, DevDarshan has established itself as a 
leading name in India’s dhoop and agarbatti 
manufacturing industry, recognised for its 
commitment to quality, authenticity, and traditional 
fragrance solutions. Developed to meet the evolving 
preferences of modern consumers seeking 
convenient spiritual essentials, Devsundaram 
Sambrani Hawan Cups combine traditional values 
with ease of use. With increasing consumer 
inclination toward wellness-oriented and spiritually 
enriching products, the new offering is expected to 
generate strong interest across retail and distribution 
channels.

DevDarshan has already built a strong customer 
following through several established and high-
performing product ranges. Best-selling offerings 
such as Teen Taal, Devyogi, Ved Mantra, and Dev 
Sadhna continue to enjoy significant consumer 
preference across markets. 

In addition, the company’s fragrance portfolio 
featuring Sandal, Rose, Guggal, Camphor, and Loban 
Sambrani Cups variants has consistently received 
positive response from customers seeking premium 
devotional fragrances with long-lasting aroma 
profiles. 
or more information, visit www.
devdarshandhoop.com.n

According to market feedback, ��-Supreme has been 
receiving a strong response in Central India, where 
retailers have reported encouraging consumer 
acceptance along with growing repeat demand. The 
combination of affordable pricing, practical pack size, 
and promotional support is helping the product gain 
traction across these markets.

With this launch, Safari Big aims to further strengthen 
its presence in the economy incense segment and is 
encouraging distributors and retailers in other regions 
to introduce the product and evaluate its market 
potential locally.n
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New 110 Gram Zipper Range by 
Jyoti Products, Makes a  Grand 
Entry in the Market
Chhatral (Gujarat)-based Jyoti Products is widely 
known in the fragrance industry for its outstanding 
product quality. Active in the industry since 1965, the 
group has built a strong reputation across Indian 
markets through its innovative and quality product 
range along with attractive packaging. The company 
offers an extensive portfolio catering to every segment 
of customers, with products ranging from ₹15 MRP to 
₹150 MRP.
The company already had a presence in the 110 gram 
zipper segment, but keeping in mind the growing 
market demand and changing trends, it has now 
launched three new and attractive variants in this 
premium 110 gram zipper range:
Kesar Chandan: A perfect blend of traditional and 
sacred fragrance.
Prestige: A modern and captivating premium fragrance.
Exotica: A unique international fragrance that refreshes 
the mind and surroundings.
These newly launched products, featuring eye-catching 
packaging, are receiving an excellent response from 

both traders and customers in the market.
Jyoti Products has established a strong market presence 
across several major Indian states. The company has a 
robust network of super stockists and distributors in 
Gujarat, Maharashtra, Andhra Pradesh, Karnataka, 
Rajasthan, Bihar, Chhattisgarh, Madhya Pradesh, 
Assam, West Bengal, and Odisha, contributing to the 
continuously growing demand and market share of its 
products.
Apart from these new launches, the company also 
offers a large variety of products, including other 110 
gram and 120 gram zipper ranges, 350 gram jumbo 
zipper packs, and 100 gram premium agarbatti boxes. 
The company currently has 15 products in Rs.50 zipper 
segment and is releasing 6 more before the upcoming 
festival season.  In addition, the demand for the 
company’s pure sambrani cups and bamboo-less dry 
dhoop sticks is also growing rapidly in the market. 
With its unmatched quality, attractive color themes, 
and modern packaging, Jyoti Products has today 
become a highly trusted brand in the Indian market. n 

GodGift Sachha Bela 
Witnessing Strong Repeat  
Demand 
Tirupati Industries, based in Delhi, has 
established itself as one of the leading players in 
the incense industry, known for manufacturing 
premium-quality agarbatti products at 
competitive prices. Through its trusted GodGift 
brand, the company continues to offer 
customers excellent value while adding 
fragrance, peace, and positivity to daily prayer 
rituals across the country.
Among the brand’s 
extensive product 
portfolio, ‘Sachhe 
Sai’ and ‘Kashi 4 in 1 
Dhoop’ have 
emerged as some of 
the company’s 
highest-selling 
products and are 
widely recognized 
names in the wet 
dhoop segment. 
Over the years, 
GodGift has built a 
strong nationwide 
market, with 
particularly strong 
presence across 
North Indian states 
including Delhi, 
Haryana, Punjab, 
Rajasthan, Uttar 
Pradesh, and 
Madhya Pradesh — 
regions considered 
major markets for 
wet dhoop and 
bamboo-less incense 
products.
With the growing 
demand for 
bamboo-less 
products, the 
company has 
introduced several 
successful offerings 
in this category. One 
such fast-growing 
product is ‘GodGift 
Sachha Bela’ Dry 
Dhoop Sticks. 
Featuring the rich 
and instantly 
appealing fragrance of bela, the product has 
gained strong customer appreciation for its 
premium aroma and consistent quality. Owing 
to repeat customer demand and rising 
popularity in the market, ‘GodGift Sachha Bela’ 
has become one of the notable products in the 
company’s bamboo-less range. The product is 
available in a 100-gram box pack priced at an 
MRP of ₹80.n
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Luxury Incense Segment
Rajkot-based Param has emerged 
as one of Gujarat’s leading 
incense brands, building a strong 
market presence across several 
Indian states. The company has 
consistently understood 
changing consumer preferences 
and successfully introduced 
attractive, high-quality products 
that quickly gain popularity in 
the market after launch.

Known for offering a wide range 
of value-for-money incense 
products, Param has also made a 
remarkable mark in the premium 
luxury segment, where 
customers prioritize fragrance 
quality and exclusivity over 
price. Catering to fragrance 
enthusiasts and premium buyers, 
the company offers ‘Rose Wood’ 
and ‘Amber Oud’ — two 
luxurious hand-rolled incense 

Aalok Radha Krishna & Gulab Wet Dhoop Witness Strong Demand in 
Maharashtra Market

Indore-based Mysore S.K. Agarbatti Works, known 
for its popular Aalok brand, has built a strong 
market presence across several Indian states. 
Indore is widely recognized as one of India’s major 
incense manufacturing hubs, especially for value-

stick variants crafted with rich 
and sophisticated fragrances that 
create a truly premium aromatic 
experience. The exclusivity and 
high-end appeal of these 
products can be judged from 
their elegant packaging and 
positioning. Both variants are 
available in specially designed 

premium boxes containing just 
10 incense sticks, priced at an 
MRP of ₹1ɽ0. With their 
distinctive fragrances, superior 
quality, and luxury presentation, 
Param’s Rose Wood and Amber 
Oud stand apart from 
conventional incense products in 
the market.n

for-money products that cater to a large section of 
the market. Since beginning its journey in 1ɽɻ2, 
Mysore S.K. Agarbatti Works has steadily 
expanded its product portfolio across multiple 
segments, including agarbatti, dhoop sticks, wet 
dhoop, and dhoop cones.

Among these categories, wet dhoop continues to 
remain a highly popular segment with a large and 
loyal consumer base. Aalok offers a wide range of 
products in this category, catering to different 
fragrance preferences and regional markets. In the 
Satara market of Maharashtra, ‘Aalok Radha 
Krishna’ and ‘Aalok Gulab’ Wet Dhoop have 
emerged among the most sought-after products in 
the segment.

Known for their pleasing fragrances, consistent 
quality, and affordable pricing, these products have 
gained strong customer acceptance and repeat 
demand in the market. Both variants are available 
in attractive pouch packs containing 20 sticks, 
priced at an MRP of ₹35.n

34   SUGANDH INDIA JUNE-2026









Safari Big Dominates the Pimpri-Chinchwad 
Market: Sheetal Shah

The agarbatti market of Pimpri-Chinchwad, located near Pune, is 
considered one of the strongest and most competitive markets in 
the region. Among the prominent names working in this market is 
Riddhi-Siddhi Marketing Firm, headed by Sheetal Kumar Sumati Lal 
Shah, who has been associated with Safari Big and RKT for nearly 
two decades. In a conversation with Sugandh India, he shared  
valuable insights about changing market trends, consumer  
preferences, growing demand in mid-price segments, and the 
strong position of Safari Big in the region.
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peaking with 
Sugandh India, 
Mr. Shah said that 
the agarbatti 
market in Pimpri 
and Chinchwad is 
highly dynamic 

and full of potential. According to 
him, his team works tirelessly to 
ensure the company’s products reach 
every corner of the market 
e൵ectively. Sharing his e[perience, 
he said there is ဧrong and growing 
demand for products priced at ൟ�� 
and ൟ��. +owever, moဧ companies 
launch a ൟ�� pack and then directly 
shift to products in the ൟ��±ൟ�� 
range, overlooking the signi¿cant 
demand that e[iဧs for products 
priced at ൟ��, ൟ��, and ൟ��. Mr. 
Shah mentioned that he e[clusively 
deals in Safari Big and RKT 
products, while only a few 
complementary products from 
smaller companies are kept for 
categories not manufactured by the 
Thakral Group. +e added that no 
competing company in Pimpri-
Chinchwad has been able to match 
the quality, range, and packaging 
ဧandards o൵ered by Safari Big and 
RKT.

Speaking about his association with 
the company, Mr. Shah said that his 
brother-in-law introduced him to the 
Thakral Group in ����, marking the 
beginning of his journey in the 
agarbatti trade. Since then, he has 
continued working primarily with 
their brands and also handles RKT 
products in the dhoop category. 
Discussing market operations, he 
said that he personally manages the 
agarbatti market from Dapodi to 
Lonavala. +is partner Manoj Tule 
handles three talukas, while Sunil 
Mehta oversees the PCMC (Pimpri 

Chinchwad Municipal Corporation) 
area and Sunny manages delivery 
operations. Together, their network 
covers nearly �,��� counters, 
making it one of the largeဧ 
diဧribution setups in the region. 
([plaining Safari Big’s ဧrong 
market position, he said the brand 
consiဧently o൵ers superior quality 
and attractive packaging within its 
price segment, something other 
companies have ဧruggled to 
achieve.

+e further e[plained that ���-gram 
zipper packs and bo[ packs in the 
ൟ�� and ൟ�� range perform 
e[ceptionally well in the region. 
Since Pimpri-Chinchwad has a 
ဧrong presence of IT companies and 
major educational inဧitutions, 
cuဧomers here generally prefer 
premium-quality products. +e noted 
that Safari Big’s ൟ�� pack remains 
one of the higheဧ-selling products 
in the market, while rival brands 
have not been able to deliver similar 
quality in this segment. According 
to him, the market consiဧs of nearly 
��� agarbatti and ��� dhoop. 
Dhoop sales are seasonal, with wet 
dhoop enjoying signi¿cantly higher 
demand than dry dhoop. In this 
category, Zed Black zipper packs 
perform ဧrongly. :hile dry dhoop 
has comparatively limited demand, 
the city’s metro culture supports a 
wide variety of brands. Apart from 
Safari Big, brands such as Zed 
Black, Cycle, and Oswal also 
maintain a noticeable presence in 
the market.

Mr. Shah emphasized that a product 
succeeds only when a diဧributor 
promotes it aggressively and 
consiဧently in the market. +owever, 
long-term survival depends entirely 
on the ဧrength and quality of the 

brand itself. +e said Àoral 
fragrances are especially popular 
among middle-class consumers in 
the region. Dry ဧicks are trending as 
well, but moဧly in the premium 
segment. Since ൟ�� packs contain 
fewer ဧicks, dry ဧicks mainly sell 
in the ൟ��-and-above category. :et 
dhoop, on the other hand, performs 
well even in the ൟ��, ൟ��, and ൟ�� 
segments. +e added that dhoop 
products enjoy ဧrong demand in 
Jain temples. According to him, 
moဧ companies skip the mid-price 
segment after launching ൟ�� packs, 
despite continuous consumer 
demand for products priced at ൟ�� 
and ൟ��.

Replying to a queဧion about 
camphor products, he said that the 
popularity of camphor-burning 
machines is increasing rapidly. 
Some consumers also use camphor 
in sambrani cups. and Mangalam is 
amongs the top selling. In the 
chandan tika segment, Manohar’s 
products perform well, though Shri 
Jay enjoys ဧronger sales through his 
network. Bhimseni camphor is also 
witnessing healthy demand.

Speaking about his bond with the 
Thakral family, Mr. Shah said that 
+ansmukh Bhai treats all 
diဧributors with great respect and 
shares a warm relationship with him. 
+e believes one reason for this 
ဧrong connection is his habit of 
giving honeဧ and transparent 
market feedback. +e also described 
Bharat Bhai as e[tremely friendly 
and approachable. Talking about the 
younger generation, he said that 
Samarth Bhai is a highly visionary 
individual who is doing remarkable 
work for the growth of the 
company.n
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n an exclusive conversation with 
Sugandh India, Mr. Govind Ram Agarwal 
said that he has been associated with the 
agarbatti business since 1976. At that 
time, there were very few products in 
the market, demand was limited, and 
the consumer base was small. During 

that period, they were associated with Metro 
Agarbatti of Hyderabad. He said that in those 
days, both manufacturers and distributors used 
to run their businesses while sitting at their 
traditional trading counters, and gradually some 
people began introducing structured marketing 
practices into the industry.

He stated that the future of the agarbatti 
industry is extremely bright today. Both demand 
and supply have increased significantly, which 
is why even a large multinational company like 
ITC has entered agarbatti production. However, 
replying to a question, he said that except for 
four or five companies, most manufacturers are 
working without any clear vision. According 

50 Years in the Trade: Govind Ram Agarwal on the  
Changing Agarbatti Industry

Mr. Govind Ram Agarwal, 
head of Associated India, is 
considered one of the biggest 
names in the marketing side 
of the agarbatti industry. He 
has been associated with 
agarbatti trading for the last 
50 years. Associated India is a 
super stockist firm for brands 
such as Man Mandir, Forest 
Fragrances, Roshan Agarbatti 
Mysore, Raj Fragrances, Big 
Bell, and Dhoop Chhaon across 
Assam and the Seven Sisters 
states. Apart from this, 
Associated India also operates 
a trading business in Kanpur, 
Uttar Pradesh.

The Future of the Agarbatti Trade Is Bright, Manufacturers Must Have Vision

to him, this is the reason why 
even today only a handful 
of companies can truly call 
themselves genuine all-India 
brands. Most large companies 
remain limited to just one or 
two states.

Mr. Govind Ram Agarwal told 
Sugandh India that the agarbatti 
trading business was originally 
started by his maternal uncle, 
Mr. Parmanand Singhal, in 
1972. Later, in 1976, he himself 
joined the business in Guwahati. 
Today, his sons Praveen Agarwal, 
Sandeep Agarwal, and Satish 
Agarwal are also associated with 
the business. Sandeep manages 
the Kanpur operations.

He explained that at one 
point he handled the Jyoti 

Laboratory brand across 
15 states for 19 years. His 
association with Metro 
Agarbatti, Hyderabad, also 
dates back to 1972. Replying 
to another question, he 
said that throughout his 50 
years of experience, he never 
preferred working with already 
established and large brands. 
Instead, he always chose to work 
with brands that were either 
new or not yet established in a 
particular market.

Speaking about the launch 
of Associated India’s Kanpur 
office, he said it was started 
nearly 20 years ago. According 
to him, Kanpur and Uttar 
Pradesh together represent 
a massive market, and the 
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office, he said it was started nearly 
20 years ago. According to him, 
Kanpur and Uttar Pradesh together 
represent a massive market, and the 
business achieved the success they 
had expected when they entered the 
region.

In response to a question, he said 
that cone products were not popular 
in Uttar Pradesh earlier. He claimed 
that they were among the first to 
introduce the category from Kanpur. 
Consumers were educated that wet 
dhoop is handmade, whereas cones 
are dry products and comparatively a 
better option. Gradually consumers 
understood the category, and today 
cone products have become highly 
popular alongside dhoop products in 
the region.

Replying to a question from 
Sugandh India, Govind Ji said that 
the single highest-selling brand in 
the market is Man Mandir. Their firm 
has a strong network throughout 
the North East, with a supply chain 
operating through nearly 500 
counters and around 100 distributors. 
According to him, agarbatti products 
naturally sell more in areas with larger 
populations.

He added that apart from 
Guwahati, sales are strong in several 
other regions as well. However, 
in states such as Mizoram and 
Meghalaya, agarbatti consumption is 
comparatively lower because of the 
larger Christian population. Similarly, 
Arunachal Pradesh has a smaller 
market due to its lower population. On 
the other hand, Tripura is considered a 
very large agarbatti market, and some 
suppliers from the state also export 
products to Bangladesh. �e clarified 
that their own operations are limited 
only to the domestic market, while 
some traders from Imphal also export 
to Burma ȶMyanmarȷ.

Replying to another question, 
he said that the dhoop market is 
still relatively small in the region, 
while ₹10 agarbatti packs remain the 
highest-selling products. However, 
the demand for ₹20 MRP packs is 
rising rapidly. According to him, one 
of the major reasons is that these 
packs contain a higher number of 
sticks. He explained that this is one 
of the reasons why the Man Mandir 
brand has established a stronger hold 
compared to brands like �ed Black and 
Shalimar, as it offers better quality, 
lower prices, and higher product 
weight.

He said that while box packaging 
continues to dominate the market, 
zipper packs are also witnessing 
strong growth. The demand for ₹50 
packs and jumbo packs is increasing 
rapidly. The sambrani cup segment is 
also performing reasonably well, with 

orest’s Bahubali emerging as a strong 
product in the category.

Replying to a question regarding 
fragrance preferences in Assam 
and the North East, he said that 
consumers do not particularly 
differentiate between strong and light 
fragrances. According to him, people 
simply prefer fragrances that smell 
genuinely good. Sharing his marketing 
experience, he said that although 
many companies today rely on large 
marketing teams and structured 
sales operations, he personally never 
followed that approach. Even today, he 
visits markets himself and personally 
monitors sales activities.

He further said that there is no 
shortage of business opportunities in 
the market, but many companies fail 
because they either compromise on 
product quality or charge excessively 
high prices. According to him, many 
people consider attractive packaging 
to be the key to success, but in reality, 
product quality and correct pricing 
are far more important. Only when 
both these factors are balanced can 
a product survive in the market for a 
long time.

He stated that as a trader, he 
conducts one of the largest businesses 
in the country within the Assam 
and North East region, which has 
a population of nearly 40 million 
people. Speaking about industry 
challenges, he said that challenges 
are part of every business. However, 
the biggest challenge today is that 
most manufacturers lack a clear vision 
regarding both their products and 
consumers, and everyone is blindly 
following market competition without 
long-term strategy.

Mr. Govind Ram Agarwal further 
said that the Assam and North East 
market is largely similar to markets 
in the rest of the country. The only 
difference is that dhoop products 
are growing faster in Hindi-speaking 
states, and zipper packs are more 
popular in some regions, whereas 
consumers in the North East still 
prefer agarbattis more than dhoop 
products. Other than that, consumer 
behavior remains largely the same 
everywhere. According to him, 
consumers everywhere want good 

quality at affordable prices.
He said that the future of the 

industry is extremely promising. The 
industry is growing continuously 
and undergoing rapid changes, 
which means businesses must adapt 
according to changing times. Speaking 
about future plans, he said that the 
next generation will now decide the 
future direction of the business. 
Companies generally supply products 
on 30-day credit terms, and timely 
recovery from the market is equally 
important. Business can survive only 
when this balance is maintained 
properly.

Replying to another question, 
he said that based on his 50 years 
of experience, he considers Ganga 
Agarbatti to be the number-one 
product in the market. According 
to him, Forest ranks second, while 
Roshan stands third. Offering 
suggestions to companies, he said 
that manufacturers should always 
maintain the right balance between 
quality and pricing. Before taking up 
any company’s products, he personally 
evaluates the fragrance and quality of 
the agarbatti. He also tries to estimate 
the potential market response for a 
particular fragrance. According to 
him, he never focuses on packaging; 
he only evaluates fragrance and 
pricing, and if both are right, the 
product is bound to succeed in the 
market.

During the conversation, Mr. 
Praveen said that Babooji has such 
deep experience in products and 
marketing that even companies 
seriously value and implement his 
suggestions. Giving an example, he 
said that Forest Agarbatti has been 
in the market for the past six years. 
Once, Govind �i noticed a white 
incense stick in one of the company’s 
products and suggested that they 
launch a White Forest variant in the 
₹10 price range. Due to its superior 
fragrance and higher stick count, the 
product became a nationwide hit. 
Later, the company also launched it in 
the ₹50 MRP range.

Replying to a final question, he said 
that 
orest’s Black Agarbatti, White 
Agarbatti, and Pineapple variants 
are performing exceptionally well 
in the market. He described Ganga 
Products’ Man Mandir as a product of 
extremely high quality. Big Bell is also 
performing strongly, while Roshan’s 
Kasturi remains another highly 
popular product in the market.
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he Ahmedabad-based 
Dhanla[mi brand has opened 
its depot for Assam and the 
North (aဧ region. Mr Tara 
Kinkar De, head of Mahavir 
Traders, was previously 

involved mainly in the diဧribution of 
FMCG products, confectionery, 
Patanjali products, biscuits, and similar 
categories, and is now also handling the 
responsibility of the Dhanla[mi depot.

Speaking with Sugandh India, Tara 
Kinkar De said that the Dhanla[mi 
depot covers the entire North (aဧ 
region. Although the depot ဧarted 
operations only three to four months 
ago, the brand is e[panding rapidly 
across large parts of Assam and the 
North (aဧ. So far, �� diဧributors have 
been appointed, and Assam has been 
divided into four di൵erent zones from a 
diဧribution network perspective. 
Separate operational areas have been 
created based on Upper Assam and 
Lower Assam regions.

Replying to a queဧion from Sugandh 
India, Tara said that all Dhanla[mi 
products are e[cellent, but products 
such as Ganga, Jamuna, Saraswati, 
Aqua, :hite Stone, and others are 
considered e[tremely high-quality 
o൵erings. Apart from these, products 
like Jai Ganesh, Grand Flora, Ganesh 
Flora, Rajnigandha, Mogra, Lily Flora, 
and Lavender have unique fragrances 
and diဧinct identities of their own.

+ighlighting one of the unique features 

Dhanlaxmi Brand Gaining Strong Presence  
After Opening Depot in Guwahati: Tara Kinkar De

of Dhanla[mi products, he said that the 
color of the incense ဧick is matched 
with the product name and fragrance 
theme. For e[ample, the name Mogra 
naturally creates an impression of the 
color green, so the incense ဧick is green 
in color. Similarly, the Flora range 
carries a red theme, so the incense ဧick 
is designed in red. According to him, 
the company has made a ဧrong 
beginning by opening the depot a few 
months ago.

In response to another queဧion, he said 
that economy products have ဧrong 
demand in Lower Assam, while both 
premium-quality and low-range 
products perform well in bigger cities 
like Guwahati and Dibrugarh. Products 
also have good demand in Upper 
Assam. Apart from this, Tinsukia and 
Jorhat are also ဧrong markets. In 
Shillong, Meghalaya, the market is 
growing gradually. +e e[plained that 
incense demand is comparatively lower 
there due to the larger Chriဧian 
population. Similarly, agarbatti 
consumption is lower in Manipur, 
Nagaland, and Arunachal Pradesh, 
although Dimapur remains a reasonably 
good market. Assam and Tripura, 
however, are considered very large and 
ဧrong agarbatti markets.

Replying to another queဧion, he said 
that ൟ�� bo[ packs are the moဧ popular 
format in Guwahati, followed by bo[ 
packs priced at ൟ�� MRP. In Lower 
Assam, ൟ�� bo[ packs also perform 

well. +e added that zipper packaging 
has only recently entered the market, 
which is why its demand is ဧill limited.

+e further told Sugandh India that 
Dhanla[mi mainly competes with 
brands like Cycle, Darshan, and 
Shakuntala in the Guwahati market. 
Brands such as Zed Black, Moksh, 
Balaji, and ITC also perform ဧrongly in 
the region. ([plaining ITC’s success, 
he said that kirana and general ဧores 
purchasing other ITC products are often 
encouraged to ဧock their agarbatti and 
dhoop products as well. According to 
him, premium products account for 
only around ��±��� of the market, 
while moဧ consumers prefer medium-
range products that o൵er better 
fragrance at a൵ordable prices.

+e e[plained that the dhoop category is 
currently in its early growth ဧage in the 
region. There was a time when people 
used to bring dhoop products from 
+aridwar, but now almoဧ every 
company is manufacturing dhoop and 
dry ဧick products. (ven so, the 
category ဧill represents only around 
�� of the market. In wet dhoop, Balaji 
performs well, while sandal ဧicks are 
popular in the dry ဧick category. 
Dhanla[mi also has its own dhoop 
segment.

+e added that bamboo-less products are 
growing rapidly in Bihar and Uttar 
Pradesh, and now consumers in the 
North (aဧ are also gradually 
developing similar preferences. 
Because of this, he believes the share of 
agarbatti products may decline in the 
future, while wet and dry dhoop 
products are likely to grow further.

+e also mentioned that sambrani cups 
are witnessing good sales in the market, 
and Dhanla[mi is preparing to launch 
its own cup range soon. Apart from this, 
cup products from Shakuntala and 
Foreဧ Bahubali are also performing 
well in the market. +e added that the 
camphor market is also reasonably 
good in the region. Besides this, 
consumers are now increasingly 
preferring ¿ne perfumery notes in 
fragrances..n
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eplying to a question, he said that customers 
in the region are highly satisfied with Balaji 
products. B
C and Orkay products are also 
performing well in the market. He added that 

the Binndi brand has also recently entered the market. 
According to him, Balaji offers countless product 
ranges, giving customers a wide variety of choices.

Speaking about More Marketing’s network, he said 
that although their primary business is concentrated 
in Assam, they also have a strong hold over retail 
counters. Customers from almost every part of 
Assam visit them personally, while many also place 
orders over the phone. From an agarbatti business 
perspective, Tinsukia, Nagaon, Dibrugarh, Jorhat, 
�orth �akhimpur, �albari, and Barpeta are among 
the biggest markets where the usage of agarbatti is 
the highest. Replying to another questi n, he said 
that in the dhoop category, the market for wet dhoop, 
dry sticks, cones, and cups is gradually increasing. 
Similarly, zipper and pouch packaging formats are 
still not very common, but their demand is steadily 
rising. Rajesh More told Sugandh India that brands 
such as �ed Black, Darshan, Cycle, 
TC, Balaji, and 
Shalimar have a strong market presence in the region. 
�e said that Shalimar benefited significantly from 
its promotional schemes. For example, the company 
once offered a ceiling fan scheme on the purchase of 
one carton, which helped the brand gain considerable 
advantage in the market. He further explained that in 
the dhoop category, wet dhoop and dry sticks enjoy 
almost equal demand. 

Apart from Balaji’s dhoop products, Satna-based Dali 
brand also performs well in the market. According to 

Rajesh More, head of More Marketing 
in Guwahati, has been active in the 
agarbatti business since 2005. 
Speaking with Sugandh India, he said 
cWPc TPa[XTa� PVPaQPccXb _aXRTS Pc ƃ�� 
MRP had a strong market in the 
aTVX^]� Qdc ]^f cWT ST\P]S U^a ƃ�� 
MRP box packs and zipper pack 
products has increased rapidly. His 
journey in the agarbatti business 
began with the Four-in-One product 
from the Shalimar Agarbatti brand. 
At present, he is associated with 
Balaji products.

)JRFSI KTW ƥ�� 5FHP  
Products Rising in Guwahati: Rajesh More

him, one of Dali brand’s strengths is that it introduces 
schemes and brochures with every new product range. 
Along with new products, the company also offers 
items such as plates, glasses, and towels to distributors 
and retailers.

He said that in the sambrani cup category, products 
such as Cycle’s �aivedya and 
orest Bahubali are 
performing well, along with cup products from almost 
all companies. Similarly, the camphor market is also 
gradually growing in the region. Camphor products 
are mainly sold through pooja material shops and 
grocery stores. Gangotri products have particularly 
strong demand in the market. He added that the usage 
of Sandalwood tika products is comparatively low in 
the region.

Replying to another question, he said that consumers 
in the region prefer both strong fragrances and sweet 
fragrances. Nearly 8 out of 10 customers purchase 
products based on brand names. Even new brands 
gain acceptance mainly because of the company’s 
name and reputation. On average, a customer spends 
around ₹250 per month on agarbatti products.
Comparing the region with other states, he said 
that consumers in Assam are quite different from 
those in other markets. Box packs are much more 
popular here, while pouch and zipper packs have 
comparatively lower demand. Unlike several other 
states, loose agarbattis are not sold in this market, and 
roll packs have virtually no presence at all. He added 
that awareness among consumers in the region has 
increased significantly. Although local manufacturers 
are also present, their products are mainly sold around 
temples and in rural areas.n
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Box Packs More Popular in  
Assam and the North East: Sanjay Parikh

n Guwahati, the capital of 
Assam, and across the entire 
North (aဧ region, pouch 
packaging has very limited 
demand. Consumers here 
ဧrongly prefer bo[ packs. 

Sharing this information with Sugandh 
India, Mr Sanjay Kumar Parikh, head of 
North (aဧ Agencies, said that products 
priced at ൟ�� and ൟ�� MRP are the moဧ 
in demand in the economy segment. 
After that, bo[ packs priced between 
ൟ�� and ൟ�� MRP perform ဧrongly in 
the market. +e added that regardless of 
the price range, cuဧomers generally 
prefer bo[ packaging over other 
formats.

North (aဧ Agencies has been active 
in the agarbatti business since ����. +e 
said that his father ဧarted the business 
from their hometown, Jorhat. Since 
then, the ¿rm has been associated with 
brands such as A. Ravi Raag, 
:onderland Incense, Charu Brand, 
Fresh Fragrance, and Krishna Kala.

+e told Sugandh India that their 
market network e[tends from Golaghat, 

Sivasagar, and Guwahati to Dibrugarh, 
Tinsukia, Jorhat, Imphal, and Itanagar 
in Arunachal Pradesh. Their head o൶ce 
is located in Jorhat itself. According to 
him, all their brands are performing 
well in the market, while economy 
products, especially in the ൟ�� MRP 
range and below, have the higheဧ 
demand.

+e further e[plained that premium 
products from the Fresh brand are also 
performing very well. One of Fresh’s 
products is available in a price range 
from ൟ�� MRP up to ൟ����. :ithin the 
Fresh range, Fruity, Nature Fresh, and 
Oudh variants are highly popular. In the 
Charu brand, several products in the 
ൟ�� and ൟ�� range, along with �±� 
products in the economy category, are 
widely preferred. Apart from these, 
Blue Square, :hite Square, Three-in-
One, Charu Sandal, Maa Bhawani, 
Radha Krishna, and Five Star are also 
performing well in the market. Several 
economy products from Krishna Kala 
also enjoy ဧrong demand. In the ൟ�� 
and ൟ�� segments, Mi[ and ARC 

Sandal are among the better-performing 
products.

Sanjay added that brands such as 
Man Mandir, Rupali, Darshan, Zed 
Black, Cycle, ITC, Balaji, and BIC are 
also performing ဧrongly in the market. 
They also handle products from SS 
Domeဧic of Jalgaon and Mysore PS.

Replying to another queဧion, he 
said that the dhoop category accounts 
for nearly �±��� of the market, with 
wet dhoop being more popular. The 
trend for dry ဧicks is also gradually 
increasing. In this segment, A. Ravi 
Raag zipper packs, Zed Black, and 
several other brands are performing 
well. In the sambrani cup category, 
products such as A. Ravi Raag, Foreဧ 
Bahubali, and Cycle Naivedya are 
witnessing good demand.

+e further ဧated that consumers in 
the region prefer all kinds of fragrance 
notes, although rose and sandalwood 
remain the moဧ preferred fragrances. 
According to him, the market in this 
region is quite similar to the Siliguri 
market of :eဧ Bengal..n
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Bright Future for Bamboo-less 
Products in Assam and the North 
East: Aditya Chandak

At present, nearly 95% of the market in assam and the north east consists 

of agarbatti products, while only 5% belongs to products such as dhoop, dry 

sticks, cones, cups, and similar categories. However, the market for bamboo-

less products is expected to grow rapidly in the future. In a conversation with 

sugandh india, mr. Aditya chandak, head of jaishree agencies, said that the future 

belongs to bamboo-less products.
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e explained 
that although 
agarbatti 
products 
currently 

dominate the market, 
manufacturers and distributors 
believe that the shortage of 
good-quality bamboo and the 
growing reluctance among 
people to burn bamboo 
during religious rituals for 
religious reasons will increase 
the demand for bamboo-less 
products across the Seven 
Sisters region as well. It is 
worth noting that in Bihar, 
Uttar Pradesh, and several 
other Hindi-speaking states, 
dhoop products have already 
captured nearly 40% of the 
market and may continue to 
overtake agarbatti products in 
the coming years.

He added that dry sticks cannot 
be sold as cheaply as agarbattis. 
Their prices are naturally higher 
because agarbattis use bamboo 
sticks, whereas dry sticks and 
dhoop products mainly consist 
of fragrance masala material.

Aditya told Sugandh India 
that his uncle, Mr. Jai Kishan 
Chandak, started the agarbatti 
business nearly 40 years ago and 
took the firm to great heights. 
From the very beginning, the 
company has been associated 
with Bengaluru-based 
manufacturers. Even today, they 
deal in brands such as Denim 
from Shashi Industries, A.K. 
Products, Alpha Perfumery 
Works, Rathnam Agarbatti, 
Amrutha, and Jay Incense.

He said that while they mainly 
work in Assam, their supply 
network extends across the 
entire North East region. Apart 
from Guwahati, their network 
covers North Lakhimpur, 

Upper Assam, Lower Assam, 
Tinsukia, Jorhat, Nagaon, 
Barpeta, Rangia, and several 
other areas. He also mentioned 
that premium-quality products 
have a market in Imphal, 
Manipur. According to him, 
the usage of agarbatti products 
is comparatively lower in 
Arunachal Pradesh, Nagaland, 
Meghalaya, and Mizoram. 
Replying to a question, he said 
that Assam is considered the 
gateway to the entire North East 
or the “Seven Sisters.”

He further told Sugandh India 
that nearly 100 distributors 
work with them and manage 
the entire supply network. 
According to him, ₹10 products 
dominate the market, while 
demand for products priced at 
₹20 and ₹50 MRP is gradually 
increasing. Zipper and pouch 
packaging have very limited 
demand in the region, while 
box packing remains the most 
preferred format.

Speaking about popular brands 
in the market, he said that apart 
from �ed Black, Cycle, Darshan, 
and ITC, some products from 
Bengaluru, Rajkot, and Siliguri 
also perform well. However, 
Denim from Shashi Industries 
remains their top-selling 
brand. After that, Rupali from 
Rathnam performs strongly. 
In A.K. Products’ Kesar range, 
there are around 10–12 varieties, 
including Kesar Chandan 
and Kesar Kali. Woodland’s 
Emotion and Rich variants are 
also performing very well in the 
market.

Replying to another question, 
he said that strong fragrances 
are preferred in the region, 
including rose, musk, and 
fancy notes. Comparing the 
Guwahati market with Bengal, 

he explained that eco packs 
do not perform well in 
Guwahati, whereas they are 
highly popular in Bengal. 
Bengal also has a larger 
customer base for premium 
products compared to 
Assam.

Aditya  said that Jay Shree 
Agency is known for 
supplying quality products, 
which is why they still 
handle �ed Black’s Pan-50 
brand. He explained that 
earlier they handled Zed 
Black products directly, 
but even after the company 
opened its own depot, the 
Pan-50 brand business 
continued to remain with 
them, while the rest of the 
�ed Black business shifted to 
the depot. He described this 
as a significant achievement.

Replying to a question 
regarding agarbatti products, 
he said that Bengaluru-based 
companies and branded 
products dominate the 
market, although locally 
manufactured products are 
also sold on a limited scale.

He further stated that the 
market for wet dhoop is still 
very small, while demand 
for bamboo-less and dry 
products is increasing 
steadily. In wet dhoop, Zed 
Black’s Manthan performs 
well. Speaking about 
sambrani cups, he said that 
the category is growing 
slowly. Although they do not 
deal in camphor products, 
�ed Black and Cycle 
products are selling well in 
the market, mainly through 
pooja material shops, 
because agarbatti dealers in 
the region generally do not 
sell camphor, chandan tika, 
or roll-on products.
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engaluru-based agarbatti 
companies continue to 
dominate the major cities of 
Assam and the North East. 

From economy to premium-range 
products, consumers in the region 
prefer Bengaluru brands the most. 
Speaking with Sugandh India, 
Manish Agrawal, head of Gayatri 
Store in Guwahati, said that 
although Bengaluru companies 
still hold a strong position in 
the market, several Ahmedabad-
based companies have also been 
aggressively strengthening their 
presence in recent times.

Gayatri Store has been active in 
the agarbatti business for the past 
12Ɉ13 years. Replying to a question, 
he said that they are super stockists 
for Parimal Mandir. Although 
they also deal in bakery products, 
papad, and other categories, his 
journey in the agarbatti business 
has been long and full of struggle. 
He said that he started his business 
journey with Madhukunj Agarbatti 
in Bhubaneswar. �ater, through 
one of his contacts, he visited 
Bengaluru and met companies 
such as Padma and Vijayalakshmi. 
During that visit, he came to know 
that he should meet Mr. Jagannath 

Bengaluru Brands Dominate Assam and 
the North East: Manish Agrawal

in Kanakapura. At that time, Mr. 
Jagannath entrusted him with 
the trading business of the newly 
launched Uma brand. He worked 
on the brand for nearly a year and 
achieved record sales.

He told Sugandh India that 
initially he worked as a trader for 
the company, but later he was 
appointed as a super stockist. 
Today, his network extends across 
Assam and Tripura. Supplies are 
being managed through nearly 130 
distributors across these regions. 
Replying to another question, 
he said that no single brand of 
any company performs equally 
across an entire state, as consumer 
preferences for fragrance and 
product range vary from region to 
region. Brands such as Gurudev, 
Bharatwasi, Moment, and Shubh 
Labh from Parimal Mandir 
perform very well in the market. 
In particular, products priced at 
₹20 and ₹ɺ0 MRP under the Shubh 
Labh range enjoy very high sales.

He further explained that earlier, 
₹10 MRP box packs were the 
most popular products in the 
region. Although they still sell, 
the demand for ₹20 and ₹30 

box packs has increased rapidly. 
Similarly, ₹5 products are now 
witnessing very limited demand. 
Such products are mainly 
manufactured by local producers 
and sell mostly in rural areas or 
around temples. According to 
him, local manufacturers do create 
some level of competition for 
branded companies because their 
production costs are significantly 
lower.

Manish Agrawal said that 
Guwahati is a strong market for 
medium-range products, while 
local brands also perform well in 
the economy segment. He added 
that his competition comes from 
brands such as Moksh, Cycle, 
Ganga Products, �ed Black, 
Darshan, and ITC. ITC’s Anushree 
brand has grown rapidly over the 
past one or two years. According 
to him, 
TC benefits from its 
strong network of general stores 
and kirana shops, which helps its 
agarbatti products achieve strong 
sales.

Replying to a question, he said that 
the market share for wet dhoop 
and bamboo-less products in the 
region is currently around 5%, with 
both categories witnessing almost 
equal demand. In the dhoop 
category, Hari Darshan performs 
well. The sambrani cup market is 
also gradually expanding, and the 
category initially gained popularity 
through Cycle’s Naivedya Cup. 

n the cup segment, �ed Black 
and 
orest Bahubali are also 
performing strongly.

He further told Sugandh India 
that both strong and light 
fragrances are preferred in the 
region, although sandalwood and 
rose fragrances remain the most 
popular. He added that the market 
for agarbatti box packs priced at 
₹50Ɉ₹ɺ0 MRP is growing rapidly in 
the region.n
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Replying to a question, he said 
that because of this strong brand 
loyalty, it takes tremendous effort 
for any new brand to establish 
itself in the market. A new brand 
generally takes two to three years to 
gain acceptance. He explained that 
when an already established brand 
launches a new range, it quickly 
becomes popular. However, when a 
completely new manufacturer enters 
the market with a fresh product, 
it takes two to three years to build 
trust and establish demand. The 
main reason is that distributors 
introduce new products to retailers 
very carefully, and only when 
customers accept and repurchase 
the product does it gradually gain 
market stability. Therefore, the 
entire process takes considerable 
time.

Vivek told Sugandh India that his 
grandfather started the agarbatti 

business in 1990. This makes him 
part of the third generation in the 
family associated with the incense 
business. Apart from agarbatti, the 
family is involved in several other 
businesses as well. He said that his 
grandfather began the business from 
a very small counter, and today their 
firm supplies products across Assam 
and the entire North East region. 
Their firm serves as a C�
 and super 
stockist for several brands.

Replying to another question, he 
said that their journey began with 
the Moksh Agarbatti brand. At 
present, they are associated with 
brands such as GT, Hari Darshan, 
Vijay Ahmedabad, Satna’s Pandit, 
and Sun Flower Matches. According 
to him, Assam is a very large 
and strong market for agarbatti 
products. Their products reach 
Nagaland and Imphal across the 
Seven Sisters region. He added 

Consumer Brand Loyalty in Guwahati Is Nearly 
100%: Vivek Dudhoria

that they have a strong network 
stretching from Guwahati to 
Imphal, and Assam is considered the 
gateway to the entire Seven Sisters 
region.

He further stated that both Assam 
and Tripura are large and promising 
markets, although consumers 
in Tripura prefer good-quality 
agarbatti products at lower prices. 
The premium products segment 
there remains comparatively 
limited.

Vivek said that nearly 150 
distributors are associated with 
their firm, supplying products 
throughout the North East. Apart 
from distribution, they are also 
involved in retailing, and almost all 
major brands are available at their 
retail counters. According to him, 
brands such as ITC’s Anushree, Zed 
Black, Cycle, �ijay, Balaji, Moksh, 
Ullas, 
orest, and Big Bell perform 
very strongly in the market.

Replying to another question,  
he said that the dhoop market in  
the region is growing gradually.  
In the dhoop category, consumers 
are increasingly preferring wet 
dhoop, dry sticks, cones, and cups. 
In wet dhoop, Hari Darshan, Zed 
Black, and Mahi are performing 
well. In the sambrani cup category, 
GT remains the leading brand. 
Products from the Vijay brand, 
including agarbatti, dhoop, and 
cups, are all witnessing good 
demand.

He also mentioned that in the 
camphor market, apart from 
Bhimseni and loose camphor, 
products from Mangalam, 
Aromatica, and �ed Black are 
performing well. Consumers 
in the region generally prefer 
lighter fragrances. In particular, 
fragrances such as Rajnigandha, 
sandalwood, and fancy perfumery 
notes enjoy strong demand. In the 
roll-on category, Gandhi Herbal is 
performing particularly well.n

he Guwahati market in Assam is considered an extremely 
fertile market for branded agarbatti and dhoop manufacturers 
because consumer brand loyalty here is almost 100%. Ten out 
of ten customers purchase products based on brand names 

alone. Sharing this information with Sugandh India, Mr. Vivek Dudhoria, 
head of SG Enterprises, said that an average customer in the region spends 
between ₹300 and ₹500 per month on agarbatti products, and it is rare to 
find a customer who buys incense products without considering the brand. 
According to him, consumers here trust brands above everything else.
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Ōेश œर मेें फŬ ल रहीी  
łŕिरु के रŰनक कǷ सगुĩō  
įˆाŌन लागत िर ŕु  ˒का Ōिाव: पवłŕ īरोड़ा  

̺̬̍̏˴̪-˝˻̪̏̎̑-˞̪̏̇ ̲̎б ˴̺ ˹̺̑̃ ә͕̺˾ ˨̊ 
̘̲͔̾̍˻ ˵̪̝̯ ̗̺ ̗̲̍л̯ ˻̘̪˻̾ ͎˴̪ ̪̪̪̎̃̎̃ ͎̋̅ 
̘̺̾̇ ˴̺ ˴̪̏̂ ̺̉˾͕̾ ̭̑̎̍ ̪̉̅̄ͮ ˫̏ ˶̻̗ ˴̾ ̺̑˴̏ 
˚͎̪͔̃̏ӆ͕̯̎ ̗͎˴˾ ˠЖј ̘̾ ˶̪̎ ̘̻ ˗ ̘̎ ̗͎˴˾ 
˴̺̔̑ ̺̃̑ ̔ ˶̻̗ ˴̪ ̘̯ ̘̯̇,͎ ̮̋Ҝ ̗̯̌ ̘̃̏ ˴̺ 

ˠк̾˶̾ ͎˴̺ ̭̑˦ ̻̪̃̎̏ ̪̍̑ ˫̏ ̼̏ ̻̍˾̺̬̏̎̑ ˜̫̅ ̔Ӛ̲˪ ͎˴̺ 
˦Φ̉̾˾͔-˝͎̉̾˾͔ ˴̱ ̯̌ ̗̍Ө̪ ̋̇ ˶̪̎ ̘̻ ˗ ˝̗̗̺ ̘̺̉̑ ˴̪̪̑ ̗̪˶̏ 
̗̺ ̯̌ ̗̲̍л̯ ˻̘̪˻̾ ͎˴̺ ˜̪̔˶̍̇ ˴̾ ̺̑˴̏ ̗͎˴˾ Ά˜ ̪̄ ˗ ˝̗˴̪ 
̗̯̪̆ ˚̗̏ ˚˶̏̋А̯, ̴̆̉ ˫̏ ̗̲˶͎̆ ˠк̾˶ ̉̏ ̯̌ ̝̉ ̘̪̏ ̘̻ ˗ ̘̯̎ 
˴̪̏̂ ̘ ̻̫˴ ˚˶̏̋А̯ ˴͎̫̪͎̉̇̎ ̼̏ ̻̍˾̺̬̏̎̑, ˵̪̗̃̿̏ ̗̺ ̫̺̔̅̾̕ ͎̗̺ 
˜̺̇ ̪̺̔̑ ˴ϓ̺ ̪̍̑ ˴̱ ˴̯̍ ̗̺ ˻̴˼ ̘̯̏ ̘ͦ ˗ ˝̗̗̺ ̫̇̉˾̺̇ ˴̺ ̭̑˦ 
ˠѥ ͣѰ̾̀Ό ˴̼ә ̍ͣ ˴̯̍, ˴̱̍̃̾ ͎̍ͣ ̞̯̋̾̃̏ ˚̪̄̔ ˚̺̉̇ ˠЖ̪̅̾ ͎
˴̪ ̔˻̇ ˴̍ ˴̪̏̇ ̝̉ ̘̪̏ ̘̻ ˗ ̗̲˶͎̆ ˝͎̫̪̀̎ ̗̺ ˵̪̗ ̪̋̃˹̯̃ ̍ͣ 
˻̲̎̉̏ ̗̺ ̫̇˴̺̑̇ ̪̺̔̑ ҂̪͎̀ ̏̿̇˴ Ѷ̺˶̗̏ͣ ˴̺ Ѱ̲̍˵ Ҿ̯ ̫̔˻̎ 
˴̲̪̍̏ ˚̝̪̏̾ ˫̏ ˠ̇˴̺ ̲̉Н Ҿ̯ ˴̏̂ ˚̝̪̏̾ ̔ Ҿ̯ ̏̿̇˴ ˚̝̪̏̾ 
̺̇ ˴̘̪ ̫˴ ̫̘̪̊̑̑ ̘̍ Ο̪̭̑˾̯ ˫̏ ̜̔̇ ̍ͣ ˴̯̍ ̘̯̇ ͎˴̏ 
̘̏ ̺̘,ͦ ̺̫̑˴̇ ˴̼ә ˴̫˾͎˶ ˴̯̏̇ ̝̉ ̘̯̏ ̘̻ ˗ ˠѥ̾ ͎̇ ̺ ˴̘̪ 
̫˴ ̫̘̪̊̑̑ ˝̇ ̫̅̇̾ ͎˾͕̺̀ ˴̱ ̘̎ ˦˴ ̝̯̋ ̗̍Ө̪ ̘̻ ˗

गैराज से श�ु हुआ सफर
̏̿̇˴ Ѷ̺˶̗̏ͣ ˴̺ Ѱ̲̍˵ Ҿ̯ ̫̔˻̎ ˴̲̪̍̏ ˚̝̪̏̾ ̺̇ 
˚̺̉̇ ˴̪̪̯̏̾̋̏ ̗̊̏ ˴̾ ̪̎̅ ˴̺̏̃ Ά˦ ̪̪̋̃̎ ̫˴ 
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ˠѥ͎̾̇ ̺ ̖͔̔ 1ɽɽ8 ̍ͣ ˺̾˾̺ ̗̺ ˶̻̪̏˻ ̗̺ 
˚˶̏̋А̯ ̼̋Φ ̪̺̋̇̇ ˴̺ ˴̪̍ ˴̱ 
̲̕΀˜̃ ˴̱ ̯̄ ˗ ̯̺̆̏-̯̺̆̏ ̼̏ ̻̍˾̺̬̏̎̑ 
˾͕̺̫͎̀˶ ̗̺ ˜˶̺ ̞̺̋̃ Ά˦ ˠѥ̾ ͎̇ ̺ ˚̺̉̇ ҂̪͎̀ 
̏̿̇˴ Ѷ̺˶̗̏ͣ ˴̾ Ӟ̪̫̉̃ ̫˴̪̎ ˗ Ҿ̯ 
̫̔˻̎ ˴̲̪̍̏ ˚̝̪̏̾ ̺̇ ̗̲˶͎̆ ˝͎̫̪̀̎ ˴̺ 
˦˴ ̗̪̔̑ ˴̺ ˻̪̔̋ ̍ͣ ˴̘̪ ̫˴ ̘̔ 
˚˶̏̋А̯ ˾͕̺̀ ̍ͣ 1ɽɽ8 ̗̺ ̘ͦ ˗ ̲̕΀˜̃ ̍ͣ 
˺̾˾̺ ̗̺ ˶̻̪̏˻ ̍ͣ ̘̺̍̇ ˚˶̏̋А̯ ˴̺ ˵̪̯̑ 
̼̋Φ ̪̺̋̇̇ ˴̪ ˴̪̍ ̲̕΁ ̫˴̪̎ ̪̄ ˗ 
˝̗˴̺ ˚̪̪̑̔ ˚˶̏̋А̯ ˠЖ̪̅̾ ͎˴̺ ̼̏ 
̻̍˾̺̬̏̎̑, ̭˻̗̍ͣ ̼̏ ˚˶̏̋А̯, ̉̏ԟ̴̎̍, 
̯̀˞̯̉ ̔ ̻̉˴̺̭˻͎˶ ˴̱ ˾͕̺̫͎̀˶ ˴̺̏̃ ̺̄ ˗ 
̪̋̅ ̍ͣ ̖͔̔ 2014-15 ̗̺ ̏̿̇˴ Ѷ̺˶̗̏ͣ ˴̺ 
̪̇̍ ̗̺ ˚̪̉̇ ҂̪͎̀ ̲̕΁ ̫˴̪̎ ˗ ˜˻ ̘̍ 

ɺ0 ̯̍̇̾̕ ͎̗̺ ̼̏ ˚˶̏̋А̯ ̪̺̋̇̃ ̘ͦ ˗ 
̗̪̄ ̘̯ ˶̯̪̑ ̴̆̉, ̗̪͎҂̪̯̂ ˴̉, ˴̾̇ 
˜̫̅ ˴̪ ̯̌ Ѱ̾̀Π̇ ˴̺̏̃ ̘ͦ ˗ ˠѥ̾ ͎̇ ̺ 
˴̘̪ ̫˴ ̏̿̇˴ Ѷ̺˶̗̏ͣ ̘̪˞ Ο̪̭̑˾̯ ˴̪ 
Ѱ̾̀Ό ̘,̻ ˻̾ ̯̏˻̇̑ Ѱ̪˝̗ ̍ͣ ̘̻ ˗ ̫̎̅ 
̘̪̪̍̏ ₹50 ˴̱ ˦̍˜̯̏̉ ˴̪ ˴̾˞ 
Ѱ̾̀Ό ̘,̻ ̃̾ ˠ̯̃̇ ̘̯ Ο̪̭̑˾̯ ˴̪ ̪̍̑ 
̺̺̅̇ ˴̱ ̯̌ ˶̪͎̏˾̯ ̘̍ ˴̺̏̃ ̘ͦ ˗ ˠѥ̾ ͎̇ ̺ 
˴̘̪ ̫˴ ̘̍ Ο̪̭̑˾̯ ˴̺ ̗̺̌̏̾ ̘̯ ̪̍˴ͤ˾ 
̍ͣ ̘ͦ ˗ ̘̯̎ ˴̪̏̂ ̘ ̻̫˴ ˴͎̯̉̇ ˴̪ ˚̪̉̇ 
˴̾˞ ̗̺Ԧ̗̻̍̇ ̘̯̇ ͎̘̻ ˗ ˦˴ ̗̪̔̑ ˴̺ 
˻̪̔̋ ̍ͣ ˠѥ̾ ͎̇ ̺ ˴̘̪ ̫˴ ˚˶̏̋А̯ ̼̋Φ 
˴̪ ˴̪̍ ̘ͦ̀ ̺̍̀ ̲̕΁ ̫˴̪̎ ̪̄ ˗ ̫̊̏ ̼̏ 
̻̍˾̺̬̏̎̑ ˾͕̺̫͎̀˶ ˴̺ ̪̋̅ ˚̋ ̭̗͔̊ ˚̺̉̇ 
҂̪͎̀ ˴̪ ˴̪̍ ˴̺̏̃ ̘ͦ ˗

राजȤान से कई राƆ˘ तक  फैला ह ै
रौनक «˓ड 
˴͎̯̉̇ ˴̺ ̋ ̪˻̪̏ ̫̔Ӛ̪̏ ˫̏ ̗͎˹̪̑̇ 
Ҳ̔Ӟ̪ ˴̾ ̺̑˴̏ Ҿ̯ ̫̔˻̎ ˴̲̪̍̏ ˚̝̪̏̾ 
̺̇ ̋ ̪̪̃̎ ̫˴ ˜˻ ̏̿̇˴ Ѷ̺˶̗̏ͣ ˴̱ 
̗̗̺̋ ̋ ̝̯ ̪̍˴ͤ˾ ̪̏˻Ӟ̪̇ ̘̻ ˗ ̋ ̗˴̺ 
˚̪̪̑̔ ̘̪̪̍̏ӆ͕, ̫ ̘̪̋̏ ˫̏ ̫̅Ҭ̯ ̗̫̘̃ 
˴˞ ̪̏ϣ̾ ͎̍ ͣ ˴ ͎ ̯̉̇ ˴̱ ̍˻̴̋̃ ̗ѱ̪˞ 
̺̇˾̔˴͔ ̍̿˻̴̅ ̘̻ ˗ ̏ ̿̇˴ Ѷ̺˶̗̏ͣ ˴̱ 
̪̏˻Ӟ̪̇ ̗̗̺̋ ̋ ̝̯ ̪̍˴ͤ˾ ̘̻ ˗ ̋ ̗˴̺ ̋ ̪̅ 
̘̪̪̍̏ӆ͕, ̫ ̘̪̋̏ ˫̏ ̫̅Ҭ̯ ̍ͣ ̌ ̯ ˴̪̱̊ 
̗ѱ̪˞ ̘̯̾̃ ̘̻ ˗ ˦ ˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ 
̫̔˻̎ ˻̯ ̺̇ ̋ ̪̪̃̎ ̫˴ ̺̺̍̏ ̅ ̾̇̾ ͎̋ ̺˾̺ ˴ ̪̍ 
̺̅˵̺̃ ̘ ͦ ˗ ̋ ̝̪ ̺̋˾̪ ˴̏̂ ˚̝̪̏̾ Ѱ̾̀Π̇ 
̺̅˵̪̃ ̘ ̻˫̏ ˺̾˾̪ ̺̋˾̪ ̏̿̇˴ ˚̝̪̏̾ 
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̗̺Ԧ̗, ̪̍˴̫ͤ˾͎˶ ˫̏ ˦˴̪ˠ͎˾̗͊ ̺̅˵̪̃ ̘̻ ˗ 
˦˴ ̗̪̔̑ ˴̺ ˻̪̔̋ ̍ͣ ˠѥ̾ ͎̇ ̺ ˴̘̪ ̫˴ 
̍ͦ Ѱ̾̀Ό ˴̱ Ο̪̭̑˾̯ ˫̏ ˴̼̮ә͎˶ ̉̏ 
ϣ̪̪̅ ̊̾˴̗ ˴̪̏̃ ·͎ ˗ ̑ ̺̫˴̇ ˝̆̏ 
˚˶̏̋А̯ ˠк̾˶ ̍ͣ ̋ ̝̯ ̗̍Ө̪ ˜˞ ̘̻ ˗ 
̲̎б ˴̺ ˴ ̪̏̂ Ѱ̪˝̗ ˴̾ ̺̑˴̏ ̭˹͎̪̃ 
˻̪̃˞ ˻̪ ̘̯̏ ̘̻ ˗ ̋ Ά̃ ̗̪̯̏ ˴͎̫̪͎̉̇̎ 
˴̱̍̃ ̞̪̋ ˹̲˴̱ ̘ ͦ̎ ̪ ̞̪̪̋̇ ˹̪̘̯̃ ̘,ͦ 
̺̫̑˴̇ ̍ͦ ˴ ̼ә ˴̍ ˴̏˴̺ ˴ ̪̍ ˴̏ ̘̪̏ 
· ͎˫ ̏ Ѱ̪˝̗ ̘̯̇ ͎̋ ̞̪ ̘̪̏ ˗ ˴ ̲ ˺ ̘̯ 
Ѱ̾̀Ό̗͊ ˴̺ ̅ ̪̍ ̞̪̋˦ ̘ ͦ˫ ̏ ˴̲˺ 
Ѱ̾̀Ό̗͊ ˴̪ ̔˻̇ ˴̍ ̫˴̪̎ ̘̻ ˗ 
̫̘̪̊̑̑ ̲̅˴ ̪̪̇̅̏ ˴̾ ̪̭̍˻͔̇ ̭̪̍̑̇ 
˻΁̯̏ ̘,̻ ̃ ̯̌ ̘̔ ̪̍̑ ̺̋˹̺˶̪, ̋ ̗̭̑˦ 
Ѱ̪˝̗ ̘̯̇ ͎̋ ̞̪ ̗˴̺̃ ˗

हर बजट म̄ ©ोडŖ्स क̛ बड़˽ र˭ज
̏̿̇˴ Ѷ̺˶̗̏ͣ ˴̱ ˠЖ̪̅ Ҿ̶͎˵̪̑ ˫̏ 
̪̍˴ͤ˾ ̫̪͎̀̍̀ ˴̺ ̋ ̪̺̏ ̍ ͣ ˻ ̪̇˴̪̯̏ ̺̺̅̃ Ά˦ 
Ҿ̯ ̏̿̇˴ ˚̝̪̏̾ ̺̇ ̋ ̪̪̃̎ ̫˴ ˴͎̯̉̇ ˴̺ 
̪̗̉ ˚̑˶-˚̑˶ ˦̍˜̯̏̉ ˫̏ 
̻̉˴̺̭˻͎˶ ̍ͣ Ҳ̪̉˴ ̏ͣ˻ ˠ̉̑Ѽ ̘̻ ˗ 
ˠѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ̏̿̇˴ ˶̾Ң ˫̏ ̗̋ ͎̏˶ 
˴͎̯̉̇ ˴̺ ̗ ̗̺̋ ϣ̪̪̅ ̫̋˴̺̇ ̔ ̪̺̑ 
Ѱ̾̀Ό̗͊ ̍ͣ ̕ ̪̭̍̑ ̘ͦ ˗ ̗ ̲˶͎̆ ˝͎̫̪̀̎ ˴̺ 

˦˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ 
̏̿̇˴ Ѷ̺˶̗̏ͣ ˴̪ ̗̪͔̭̔̆˴ ̫̋˴̺̇ ̔ ̪̪̑ 
Ѱ̾̀Ό ̏̿̇˴ ˶̾Ң ˫̏ ̗̋ ͎̏˶ ̘,̻ ˻̾ 
˜̪̆ ̫˴̑̾ ˴̱ ̼̋Φ ̻̫̉˴͎˶ ̍ͣ ̘̻ ˗  
˜̪̆ ̫˴̑̾ ̍ͣ ̗̺̔̇-˝̇-̔̇ ̯̌ ˚ϔ̪ 
˹̪̑̃ ̘ ̻˫̏ Ҷ̪˝˾ ̋А̯ ˴̪ ̯̌ ̪̉ˠ˹ 
˹̪̑̃ ̘̻ ˗ 
ˠѥ̾ ͎̇ ̺ ̪̪̋̃̎ ̫˴ ̏̿̇˴ Ѷ̺˶̗̏ͣ ˴̺ 
Ѱ̾̀Ό ₹5 ˴ ̱ ˦̍˜̯̏̉ ̍ͣ ̋ ̼Φ ˫̏ 
̪̉ˠ˹ ̅̾̇̾ ͎̍ ͣ ̘ ͦ ˗ ₹10 ̍ ͣ 50 ̗ ̺ ̊ ̭̆˴ 
̏ͣ˻ ˴̺ Ѱ̾̀Ό̗͊ ̘ͦ ˗ ̋ ̗̯ ̘̃̏ ̪̉ˠ˹ ̍ͣ 
10-15 ̏ ͣ˻ ˴̺ Ѱ̾̀Ό̗͊ ̘ͦ ˗ ₹50 ̍ ͣ Ҷ̪˝˾ 
˫̏ ̻҃˴ ˚˶̏̋А̯ ˴̺ ɺ0 ̗ ̺ ɻ0 ̏ ͣ˻ ˴̺ 
̪̉ˠ˹ ̘ͦ ˗ ɣ ̗̍ͣ 100, 125, 200, 400 
˫̏ 450 ρ̪̍ ˴̺ 18 ̏ ͣ˻ ˴̺ Ѱ̾̀Ό̗͊ ̘ͦ ˗ 
ˠѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ₹20 ˴ ̱ ˦̍˜̯̏̉ ̍ͣ 
̼̋Φ ̔ ̪̉ˠ˹ ̅̾̇̾ ͎̘ ͦ ˗ 500 ρ̪̍ ˴̱ 
̻̉˴̺̭˻͎˶ ̍ͣ ̌ ̯ ˠ̇˴̺ Ѱ̾̀Ό̗͊ ̘ ͦ˫ ̏ 1 
̫˴̑̾ ˴̺ ̉ ̻˴ ̍ͣ ̔ ͎ ̀̏ ˫̏ ̗̋ ͎̏˶ ˴̺ ̇ ̪̍ 
̗̺ ̅ ̾ ̪̉ˠ˹ ̘ͦ ˗ ̍ ̲ϲ̪ ̻̉˴ ˫̏ ̴̆̉ ̍ͣ ₹5, 
₹10, ₹20 ˫ ̏ ₹50 ˴ ̱ ˦̍˜̯̏̉ ˴̺ 
̪̉ˠ˹ ˫̏ ̼̋Φ ̅̾̇̾ ͎̘ͦ ˗ this ̃ ̘̏ ɺ0 
̗̺ ˚̭̆˴ ̏ͣ˻ ̘ͦ ˗ 
˴͎̯̉̇ ˴̺ ̗̯̌ Ѱ̾̀Ό̗͊ ˝̇-̘̪ˠ̗ ̺̋̇̃ 
̘ ͦ˫̏ ˝̗̗̺ Ο̪̭̑˾̯ ˫̏ ˴̼ә ̅̾̇̾ ͎

̉̏ ̘̯ ̘̪̪̍̏ ̫͎̇̎Н̂ ̘̪̏̃ ̘̻ ˗
कम क̛मत म̄ अź̃ šा͢लट˽ द ेरह े
लोकल «˓ड्स
˚˶̏̋А̯ ˠк̾˶ ̍ͣ ̑ ̾˴̑ ˫̏ ̝̺̋ ҂̪͎̗̀͊ 
˴̺ ̋ ̯˹ Ѱ̫̃Ӣ̪͔̆ ˴̺ ̗ ̪̔̑ ̉̏ Ҿ̯ ̫̔˻̎ 
˴̲̪̍̏ ˚̝̪̏̾ ̺̇ Ӣӆ ˴̘̪ ̫˴ ̪̋˻̪̏ ̍ͣ 
̗̯̌ ˴̾ ˴̪̍ ˴̺̏̇ ˴ ̪ ˚̭̆˴̪̏ ̘̻ ˗ 
ˠѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ̑̾˴̑ ̻̍Ѡ̲̻̊Ί̗͔̏ ̯̌ 
˚ϔ̰ Ο̪̭̑˾̯ ˴̺ Ѱ̾̀Ό̗͊ ˴̍ ˴̱̍̃ 
̍ͣ ɣ ̉̑Ѽ ˴̪̏ ̘̏ ̺̘  ͦ˫ ̏ ˠѥ ͣѰ̫̃Ӣ̪͔̆ 
˴̺ ΁̉ ̍ͣ ̇ ̘̯ ͎̅ ̺˵̪ ˻̪̪̇ ˹̪̫̘˦ ˗ ˴ ̲ ˺ 
̝̺̋ ̍ ̻Ѡ̲̻̊Ί̗͔̏ ̑̾˴̑ ҂̪͎̀ ˠЖ̪̅˴̾ ͎
˴̾ ˾͕̺̀ ̍ͣ ̗ ̍Ө̪ ̪̺̍̇̃ ̘ ͦ ˗ ̋ ̗ ̗̪̔̑ ˴̺ 
˻̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ̪̌˞, ̗ ̯̌ ˴̾ 
̏̾˾̯ ˵̪̯̇ ̘̻ ˗ ̋ ̝̺ ̍ ̻Ѡ̲̻̊Ί̗͔̏ ˴̾ 
̺̪̉̏̇̕ ̘̯̇ ͎̘ ̪̾̇ ˹̪̫̘˦ ˗ ɣ ̇˴̱ ˚̯̉̇ 
̪̍˴ͤ˾ ̘̻ ˗ ̑ ̾˴̑ ̻̍Ѡ̲̻̊Ί̗͔̏ ̯̌ ˚ϔ̺ 
Ѱ̾̀Ό̗͊ ̺̅ ̏ ̘ ̺̘  ͦ˫ ̏ ˴̼ә ˴̫˾͎˶ ˴̏˴̺ 
˚ϔ̰ Ο̪̭̑˾̯ ˴̺ Ѱ̾̀Ό̗͊ ˴̍ ̺̏˾ ̍ͣ ̅ ̺ 
̘̏ ̺̘ ͦ ˗ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ̫̌̔Ӓ ̍ͣ ̏ ̿̇˴ 
˴̾ ˫̏ ˜˶̺ ̋ ̞̪̪̇ ̘̻ ˗ ̍ ̺̺̏ ̅ ̾̇̾ ͎̋ ̺˾̺ 
̞̉-̭̑˵˴̏ ˴̪̪̏̾̋̏ ̍ͣ ̃ ˦ ̘ ͦ˫ ̏ ̺̔ 
˴̪̫̋̑ ̘ͦ ˗ ˴ ͎ ̯̉̇ ˚̺̉̇ ˴ ͔̍˹̪̬̏̎̾ ͎˴ ̪ 
̯̌ ή̪̑ ̏˵̯̃ ̘̻ ˗ ɣ ̇˴̺ ̉ ̯˦̊ ˫̏ 
˞˦̗˜˞̗̯ ˜̫̅ ̘Ԧ̺̄ ̗̲̫̪̔̆˦͎ ̌ ̯ ̺̅ 
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̘̯̏ ̘̻ ˗ ̗ ̍̎ ̉̏ ˠ̇˴̾ ̺̔̃̇ ̫̪̅̎ ˻̪̪̃ 
̘̻ ˗ ̎ ̘̯ ˴̪̏̂ ̘ ̻̫ ˴ ̏̿̇˴ ̺̃˻̯ ̗̺ ̃ ˶̺ 
̞̋ ̏ ̘̪ ̘̻ ˗ ˦ ˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ 
ˠѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ̫̘̪̊̑̑ ˚̯̌ ̏̿̇˴ ˴̪ 
˦Φ̉̾˾͔ ˴̺̏̇ ˴ ̪ ˴̾˞ ̫̔˹̪̏ ̘̯̇ ͎̘ ̻ ˗ 
̻̗̺̔ ̌ ̯ ˴͎̯̉̇ ˴̾ ̋ͣ˶̲̑΀, ̑ Э̪˵ ˜̫̅ 
̴̗̺̅̏ ̏ ̪ϣ̾ ͎̗ ̺ ̌ ̯ ˨͔̀̏ ̭̍̑ ̘̏ ̺̘ ,ͦ 
˻̫̋˴ ̘̍ ̘̪͎̔ ̃ ˴ ̪̍̑ ̗ѱ̪˞ ̘̯̇ ͎˴ ̏ 
̪̺̉̃ ˗

बढ़ती कॉβȢग बनी सबसे  
बड़˽ चनुौती
̫̌̔Ӓ ˴̱ ̎̾˻̪̇˪ ͎˫ ̏ ͔̪̔̃̍̇ 
˹̲̫̇̿̃̎̾ ͎̉ ̏ ˹˹̪͔ ˴̺̏̃ Ά˦ Ҿ̯ ̏̿̇˴ 
˚̝̪̏̾ ̺̇ ˴ ̘̪ ̫˴ ̲̎б ˫̏ ˝͎̉̾˾͔ ̗͎͎̯̋̆ 
̗̍Ө̪˪ ͎˴̺ ˴̪̏̂ ̼̏ 
̻̍˾̺̬̏̎̑ ˴̱ ˴̱̍̃̾ ͎̍ͣ ̪̯̌̏ 
̞̯̋̾̃̏ Ά˞ ̘̻ ˗ ˠѥ̾ ͎̇ ̺ 
̪̪̋̃̎ ̫˴ ̫̘̪̊̑̑ ˴͎̯̉̇ 
˴̪ ̲̍ή ̊̾˴̗ ˴̼̮ә͎˶ ˴̾ 
̗͎̲̭̃̑̃ ˴̺̏̇ ˫̏ ̪̋˻̪̏ 
˴̾ ̮Ӟ̏ ̪̋̇˦ ̏˵̺̇ ̉̏ ̘̻ ˗ 
̗̲˶͎̆ ˝͎̫̪̀̎ ̗̺ ̪̋̃˹̯̃ ̍ͣ 
̫̔˻̎ ˻̯ ˴̺ ˺̾˾̺ ̺̋˾̺ ̏̿̇˴ 
˻̯ ̺̇ ̫̌̔Ӓ ˴̱ ̎̾˻̪̇˪ ͎
̉̏ ˴̘̪ ̫˴ ̫̘̪̊̑̑ ˝̗ 
̖͔̔ ˚̺̬̍̏˴̪-˞̪̏̇ ̲̎б ˴̺ 
˴̪̏̂ ̼̏ ̻̍˾̺̬̏̎Ԧ̗ ˴̱ ̞̯̋ 
Ά˞ ˴̱̍̃̾ ͎˴̺ ˴̪̏̂ 
˴̼̮ә͎˶ ˶̝̝̪̋ ˶˞ ̘̻ ˗ 
ˠ̗̺ ˿̯˴ ˴̪̏̇ ̘̯ Ѱ̲̍˵ 
̑Σ ̘̻ ˗ ˠѥ̾ ͎̇ ̺ ˴̘̪ ̫˴ 
˚˶̏̋А̯ ̗̺ ̗͎͎̭̋̆̃ ̼̏ 
̻̍˾̺̬̏̎̑ ˻̻̗̺ ̯̀˞̯̉, 
̉̏ԟ̴̎̍, ̴̆̉ ˨̎̑, ˦̯̑̉˻̯ ˶̻̗ ˫̏ 
̻̉˴̺̭˻͎˶ ˜̫̅ ̍˾̺̬̏̎Ԧ̗ ˴̺ ˝͎̉̾˾͔ ̍ͣ 
̫̅Έ̃ ̘̺̾̇ ̗̺ ˴̱̍̃ͣ ̞̯̋ ̘ͦ ˗ 
̫̘̪̊̑̑ ̘̍ ˠ̗̺ ̘ ̯ ˿̯˴ ˴̺̏̇ ̍ ͣ ̑ ˶̺ ̘ ͦ ˗ 
̘̍ Ѱ̾̀Ό ˴̱ ˴̱̍̃ ϣ̪̪̅ ̘̯̇ ͎̋ ̞̪ 
̗˴̺̃, Μ͎̫̾ ˴ ˝̗̗̺ ̍ ̪˴ͤ˾ ˶̝̝̋ ̘ ̾˶̯ ˗ 
˝̗̭̑˦ ˴̼ә ˴̫˾͎˶ ̗̺ ̘ ̯ ̮Ӟ̫̃ ˴̾ 
̗͎̪̪̌̑̇ ̘̾˶̪ ˗ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ̫̌̔Ӓ 
˴̱ ̎̾˻̪̇˪ ͎̍ ͣ ̆ ̴̉ ̮ә˴ ˫̏ ˴̾̇ ̉̏ 
ϣ̪̪̅ ̊̾˴̗ ˴̪̏̇ ̘,̻ Μ͎̫̾ ˴ ˠ̗˴̱ 
̪͎̍˶ ̯̌ ̞̋ ̏ ̘̯ ̘̻ ˗

कोरोना काल बना कारोबार  
का अवसर
˴̪̾̏̾̇ ˴̪̑ ˻̘̪͎ ˴ ˞ ˠк̾˶̾ ͎˴ ̺  ̭ ̑˦ 
˴̫˿̇ ̗̍̎ ̗̪̫̋̃ Ά˜, ̔ ̘̯ ͎̏ ̿̇˴ 
Ѷ̺˶̗̏ͣ ̺̇ ɣ ̗ ˹̴̲̯͔̇̿̃̉̂ ̅̿̏ ˴̾ ˚̗̔̏ 
̍ͣ ̋ ̺̅̑̇ ˴ ̪ ˴̪̍ ̫˴̪̎ ˗ ̏ ̿̇˴ ˻̯ ̺̇ 
̪̪̋̃̎ ̫˴ ̖͔̔ 201ɽ ̍ ͣ ̏ ̼ ˚˶̏̋А̯ ˴̺ 
˜̪̎̃ ΀˴̺̇ ˫ ̏ ̼̑˴̪̀ˠ̇ ˴̺ ̅ ̪̿̏̇ 
̞̯̋ ̪͎̍˶ ̺̇ ˴ ͎ ̯̉̇ ˴̾ ̺̃˻̯ ̗̺ ̃ ˶̺ ̋ ̞̺̇ 
˴̪ ˚̗̔̏ ̫̪̅̎ ˗ ̏ ̿̇˴ ˻̯ ̺̇ ̗ ̲˶͎̆ 
˝͎̫̪̀̎ ˴̺ ˦ ˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ̋ ̪̪̃̎ 
̫˴ ̖͔̔ 2020 ̍ ͣ ̘ ̪̺̍̏ ̉ ̪̗ ˴̪̱̊ 
Ѱ̾̀Ό̗͊ ̺̄ ˗ 201ɽ ̍ ͣ ̏ ̼ ˚˶̏̋А̯ ˴̪ 
˜̪̎̃ ˻̋ ΀˴ ˶̪̎ ̪̄, ̃ ̾ ̘̺̍̇ ̋ Ά̃ 
̗̪̯̏ ̯̍̇ͣ̕ ̑ ˶̪˟ ˗ ˴ ̪̾̏̾̇ ̼̑˴̪̀ˠ̇ 
̘̺̾̇ ̉ ̏ ̪̏˻Ӟ̪̇ ̍ͣ ̅ ̴̗̺̏ ̏ ̪ϣ̾ ͎̗ ̺ ̍ ̪̑ 

̘̯̇ ͎˜ ̪̉ ̘̪̏ ̪̄ ˗ ˧̗̺ ̍ͣ ̘̪͎̎ ˚˶̏̋А̯ 
˴̱ 2-3 ˶̲̪̇ ̪͎̍˶ ̞̋ ˶˞ ˗ ˴̪̾̏̾̇ ˴̺ 
̪̋̔˻̴̅ ̪̯̌̏ ̪͎̍˶ ̞̯̋ ̯̄ ˗ ˧̗̺ ̍ͣ ̘̪̯̍̏ 
̇˞ ̯̍̇̾̕ ͎̺̇ ̋Ά̃ ˴̪̍ ̫˴̪̎ ˗ ̼̏ 
̻̍˾̺̬̏̎̑ ˫̏ ̍˻̴̅̏̾ ͎˴ ̱ ̯̌ ̘̍ͣ ˴ ̯̍ 
̘̯̇ ͎Ά˞, ˻ ̫̋˴ ̴̗̺̅̏ ̏ ̪ϣ̾ ͎̍ ͣ ̍ ˻̴̅̏̾ ͎˴ ̱ 
̯̌ ̗̍Ө̪ ̯̄ ˗ ̋ ̗ ̘̃̏ ̘̔ ˜̪̉̅ 
̘̪̺̍̏ ̭ ̑˦ ˚̗̔̏ ̋̇ ˶˞, Μ͎̫̾ ˴ 
̫̪̔̎̃̇̍ ̗̺ ̃ ̪̎̃ ͎̋̅ ̪̄ ˗ ̋ ̗̭̑˦ ̝̺̋ 
̻̪̺̉̍̇ ̉ ̏ ̘̺̍̇ Ѱ̾̀Π̇ ̫˴̪̎ ˗ ̋ ̗ ̘̃̏ 
̏̿̇˴ Ѷ̺˶̗̏ͣ ˴̪ ˴̪̍ ˴̪̾̏̾̇ ˴̺ ̗ ̍̎ 
˫̏ ϣ̪̪̅ ̞̋ ˶ ̪̎ ˗

टॉप सेΫलग ©ोडŖ ©ोडŖ ह ै
से͢ल«ेशन   
˴͎̯̉̇ ˴̺ ̑ ̾˴̫Ѱ̎ Ѱ̾̀Ό̗͊ ˴̺ ̋ ̪̺̏ ̍ ͣ 
̪̺̋̃̃ Ά˦ Ҿ̯ ̏̿̇˴ ˚̝̪̏̾ ̺̇ ˴ ̘̪ ̫˴ 
̗̺̭̑҂̺̇̕ ̏̿̇˴ Ѷ̺˶̗̏ͣ ˴̪ ̗̗̺̋ ̘ ̼˾ 
̗̺̭͎̑˶ Ѱ̾̀Ό ̘̻ ˗ ̋ ̗˴̺ ̊ ̪̪̑̔ ̏̿̇˴ 
˶̾Ң ˫̏ ̗̋ ͎̏˶ ˻̻̗̺ ɣ Ж̪̅ ̯̌ ̪̋˻̪̏ 
̍ͣ ̍ ˻̴̋̃ ̉˴̝ ̋ ̪̇˦ Ά˦ ̘,ͦ ̭ ˻̇˴̱ 
Ο̪̭̑˾̯ ˫̏ ̻̉˴̺̭˻͎˶ ρ̪̘˴̾ ͎˴ ̾ ˴̪̱̊ 
̗͎̉̅ ˜ ̘̯̏ ̘̻ ˗ 
˦˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ 
̏̿̇˴ Ѷ̺˶̗̏ͣ ˴̪ ̗̺̭̑҂̺̇̕ ̗̗̺̋ ̘ ̼˾ 
Ѱ̾̀Ό ̘̻ ˗ ̋ ̗˴̪ ̪̉ˠ˹ ₹ 15ȳ-, ₹ 
25ȳ- ̍ ͣ ɣ ̉̑Ѽ ̘̻ ˗ ̗ ̪̄ ̘̯ ̭̜Ѭ̏ ̻̉˴ ₹ 
ɻ0ȳ- ̍ ͣ ˫ ̏ ₹1ɺ5ȳ- ̍ ͣ  ˻ Ҏ̾ ̻̉˴ ̘ ̻l 

̏̿̇˴ ˶̾Ң ̪̏˻Ӟ̪̇ ̍ͣ ˻͎̋̾ ̻̉˴ ̍ͣ 
̗̗̺̋ ϣ̪̪̅ ̫̋˴̪̃ ̘̻ ˗ ˝̗˴̺ ˚̪̪̑̔ 
̻̭̯̊̍̑ ̻̉˴ ̍ͣ ₹50 ˴̪ ̭˻̉̏ ˫̏ ̗̋ 
͎̏˶ ˴̪ 1 ̫˴̑̾ ˴̪ ̪̉ˠ˹ ̻̉˴ ̯̌ ˹̪̑̃ 
̘̻ ˗ ɣ ̗̍ͣ ˦ ˴ ̫˶ԟ˾ ̯̌ ̫̪̅̎ ˻̪̪̃ ̘̻ ˗ 
ˠ̗˴̱ ̗̲˶͎̆ ˫̏ Ο̪̭̑˾̯ ˚ϔ̰ ̘̻ ˗ 
ˠѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ̴̗̯̅̏ ˴͎̫̉̇̎̾ ͎̇ ̺ 
800-ɽ00 ρ̪̍ ̔˻̇ ˴̏ ̫̪̅̎ ̘,̻ ̑ ̺̫˴̇ 
̘̺̍̇ ɣ ̗˴̪ ̺̏˾ ˫̏ ̔˻̇ ˴̍ ̘̯̇ ͎̫ ˴̪̎ 
̘̻ ˗ ̎ ̘̯ ˴̪̏̂ ̘ ̻̫ ˴ ̗̋ ͎̏˶ ˴̪ 1 ̫ ˴̑̾ 
˴̪ ̻̉˴ ˾̼̉ ̗̺̭͎̑˶ ̉̏ ̘̻ ˗ n
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̗̪̯̊̏ ̫̋˶ ̺̇ ̊ ̪̉̇ ̪̇̎ ˠЖ̪̅ ‘˦Φ˦̑-̗̲Ѱ̯̍’ ̑ ̼ш ̫˴̪̎ ̘,̻ 
̭˻̗̺ ˵ ̪̗ ̃̿̏ ̉̏ ˠ̇ ρ̪̘˴̾ ͎˴ ̺  ̭ ̑˦ ̺̉̕ ̫˴̪̎ ˶̪̎ ̘ ̻˻ ̾  
̫̭̇̎̍̃ ˷̴̺̏̑ ɣ ̉̎̾˶ ˴̺ ̭ ̑˦ ̫˴̪̯̊̎̃ ˫̏ ̻̔Ҫ̴ ̊ ̼̏ ̯̍̇ 
˚˶̏̋А̯ ̻̉˴ ̗͎̉̅ ˴̺̏̃ ̘ ͦ ˗ ₹30 ˦ ̍˜̯̏̉ ̍ͣ ɣ ̉̑Ѽ ̘̎ ɺ0 
ρ̪̍ ̻̉˴ ̋˻˾ ρ̪̘˴̾ ͎˴ ̺  ̭ ̑˦ ˦˴ ˠ̲̉̎Ύ ̪̭̗̍˴ ˠ̉̎̾˶ ̻̉˴ 
̪̪̍̇ ˻̪ ̘̪̏ ̘̻ ˗
̼̑ш ˴̾ ̍˻̴̋̃ ̪̺̋̇̇ ˴ ̺  ̭ ̑˦ ˴͎̯̉̇ ̺̇ ˦ ˴ ˜˴̖͔˴ ̬̏˾̺̑ Ӗ̱̍ 
̯̌ ̲̕΁ ˴ ̱ ̘̻ ˗ ̋ ̗ ˨̊̏ ˴̺ ̃ ̘̃ 24 ̉ ̯̗ ˦Φ˦̑-̗̲Ѱ̯̍ ˵̯̺̏̅̇ 
̉̏ ̬̏˾̺̗͔̑ ˴̾ 25 ρ̪̍ Ξ̪̭̗˴ ̪̑̾̋̇ ȶ₹15 ˦ ̍˜̯̏̉ȷ ˴ ̺  12 
̯̗̉ ̲̍Ѵ ̫̅˦ ˻̪ ̘̏ ̺̘ ͦ ˗

सफारी पिग के नĵ ĵʄĵल�सुɁीमे को िाłार से Ϟमेल 
रहीा शानŌार ϗर͑ŭ˪

̪͎̬̉̏̉̏˴ ˫̏ ̗̲̫̪̔̆˻̇˴ ̪̫͔̆̍˴  ˠЖ̪̅̾ ͎˴ ̱ ̞̯̋̃ 
̪͎̍˶ ˴̾ у̪̇ ̍ͣ ̏ ˵̺̃ Ά˦, ̅ ̺͔̔̅̇̕ ̺̇ ̊ ̺̉̇ Ѱ̯̭̍̎̍ 
̺̅̔ ̗̲͎ ̅̏̍ ̗͎҂̪̯̇ ̘̔̇ ˴ѳ ̪̋˻̪̏ ̍ͣ ̉ ̺̕ ̫˴˦ ̘ͦ ˗ 
Ѱ̪˴̶̫̃˴ ˻̝̯-̴̫̋˾̎̾ ͎˫ ̏ ̻̫̔̅˴ ̗̪̍ρ̯ ̗̺ ̫ ̫͔̇̍̃  
̘̎ ˠЖ̪̅ ̴̉˻̪, ̘ ̔̇, у̪̇ ˫̏ ̪̫͔̆̍˴  ˜̎̾˻̇̾ ͎
˴̺ ̅ ̪̿̏̇ ̲̕б ˦͎̔ ̍ ̘̇̍̾˴ ̗̲˶͎̭̆̃ ̪̪̔̃̔̏̂ Ѱ̪̅̇ 
˴̺̏̇ ˴ ̺  ɣ Э̺ҽ ̗̺ ̃ ̻̪̎̏ ̫˴̪̎ ˶̪̎ ̘̻ ˗ 12 ˴ ѳ ˴̺ ̉ ̻˴ 
̍ͣ ɣ ̉̑Ѽ ̘̎ Ѱ̯̭̍̎̍ ˠЖ̪̅ ₹ɽ0 ˴ ̱ ˴̱̍̃ ̉̏ 
̪̋˻̪̏ ̍ͣ ɣ ̪̪̃̏ ˶̪̎ ̘,̻ ˻ ̾ ˷̏̾ ͎˫ ̏ ̪̫͔̆̍˴  ˠЖ̪̅ 
̫̔Ν̺̪̃˪ ͎̅ ̾̇̾ ͎˴ ̺  ̭ ̑˦ ˜˴̖͔˴ ̫̔˴ҥ ̘̻ ˗

1ɽ54 ̗ ̺ ̆ ̴̉ ˫̏ ˚˶̏̋А̯ ˠк̾˶ ̍ͣ ̊ ̯̉̇ ̍˻̴̋̃ 
̘̉˹̪̇ ̪̋̇˦ Ά˦ ̺͔̅̔̅̇̕ ˶̲̂̔А̪, ̕ ̲б̪̃ ˫̏ 
̪͎̬̉̏̉̏˴ ̗̲˶͎̆ ˴̺ ̭ ̑˦ ˻̪̪̇ ˻̪̪̃ ̘̻ ˗ ̃ ̲̫̆̇˴ 
ˠ̉̌̾Ύ̪˪ ͎˴ ̱ ̯̋̅̑̃ ˜̔ҽ˴̪̃˪ ͎˴ ̾ у̪̇ ̍ͣ 
̏˵̺̃ Ά˦ ̻̪̃̎̏ ̫˴˦ ˶˦ ̺̅̔ ̗̲͎ ̅̏̍ ̗͎҂̪̯̇ ̘̔̇ ˴ѳ 
̪͎̬̉̏̉̏˴ ˜у̪̮К˴ ˚̲̇̌̔ ˴̾ ̗̲̫̪̔̆˻̇˴ ӫ΁̉ ̍ͣ ѰӚ̲̃ ˴̪̏̃ ̘̻ ˗ ̃ у̪̮К˴̪̃ ˫̏ ӫ̪Ӟ ̗̺ ˻ ̲̝̺ ɣ Ж̪̅̾ ͎˴ ̱ ̞̯̋̃ ̑̾˴̫Ѱ̪̎̃ 
˴̾ ̺̅˵̺̃ Ά˦, ̎ ̘ ̪̇̎ ˠЖ̪̅ ̬̏˾̺̑ ˫̏ ̫̔̃̏̂ ̪̋˻̪̏ ̍ͣ ̫ ̺̖̔̕ ˜˴̖͔̂ ˴̪ ˴ͣл ̺̋̇̇ ˴ ̱ ̗͎̪̪̌̔̇ ̏˵̪̃ ̘̻ ˗

̺͔̅̔̅̇̕ ̺̇ ̔ ̖ͮ ̗ ̺ ̊ ̺̉̇ ɣ ϓ ˶̲̂̔А̪ ̪̺̔̑ ɣ Ж̪̅̾ ͎˴ ̺  ̍ ̪у̍ ̗̺ ɣ ̉̌̾Ύ̪˪ ͎˴ ̺  ̋ ̯˹ ̍˻̴̋̃ ̫̔Ӂ̪̗ Ӟ̪̫̉̃ ̫˴̪̎ ̘̻ ˗ ˴ ͎ ̯̉̇ ˴̺ ̑ ̾˴̫Ѱ̎ 
ˠЖ̪̅ ̯̃̇ ̪̃̑, ̅ ̺̔̎̾˶̯, ̔ ̺̅ ͎̍Н ˫̏ ̺̅̔ ̗̪̪̆̇ ̘̺̉̑ ̗ ̺ ̘ ̯ ρ̪̘˴̾ ͎˴ ̱ ̘̯̉̑ ̗͎̉̅ ̺̋̇ Ά˦ ̘ͦ ˗ ̋ ̗˴̺ ̊ ̫̬̃̏Ύ, ˴ ͎ ̯̉̇ ˴̱ ˹͎̅̇, 
˶̲̪̑̋, ˶ ̲β̑, ˴ ̴̉̏ ˫̏ ̪̑̾̋̇ ̗͎҂̪̯̇ ̘̔̇ ˴ѳ ˻̻̗̯ ̗̲˶͎̆ Ҿ̶͎˵̪̑˪ ͎˴ ̾ ̯̌ ͎̺̑̋ ̗ ̍̎ ̃˴ ̫˾˴̺̇ ̔ ̪̯̑ Ѱ̯̭̍̎̍ ̗̲˶͎̆ ˴̺ ̭ ̑˦ ̪̋˻̪̏ 
̍ͣ ̗ ˴̪̪̏К˴ Ѱ̫̫̃Ν̪̎ ̭̍̑ ̘̯̏ ̘̻ ˗ ̊ ̭̆˴ ˻̪̇˴̪̯̏ ˴̺ ̭ ̑˦ ̫̭̔˻˾ ˴̏ͣ www.devdarshandhoop.com.n

ŌेवŌशǯन ने लाĩि ϗकĵ ɁीϞमेŕमे सĩɃानी हीवन क˵

̪̍˴ͤ˾ ̗̺ ̭ ̍̑ ̘̯̏ ˻̪̇˴̪̯̏ ˴̺ ̊ ̲̗̪̇̏, ̗ ͣ˾͕̑  ˝͎̫̪̀̎ ˴̺ ̋ ̪˻̪̏̾ ͎ 
̍ͣ ˦ Φ˦̑-̗̲Ѱ̯̍ ˴̾ ̪̪̇̅̏̕ Ѱ̫̫̃Ν̪̎ ̭̍̑ ̘̯̏ ̘̻ ˗ ̬ ̏˾̺̗͔̑ ˴̺ 
˚̲̗̪̇̏ ρ̪̘˴̾ ͎̗ ̺ ̊ ϔ̰ ӫ̯˴̪͔̪̎̃ ˴̺ ̗ ̪̄-̗̪̄ ̬̯̏̉˾ ̫̪͎̀̍̀  
̯̌ ̑˶̪̪̃̏ ̞̋ ̏ ̘̯ ̘̻ ˗ ̫ ˴̪̯̊̎̃ ˴̱̍̃, ɣ ̉̎̾˶̯ ̻̉˴ ̗̪˝˻ ˫̏ 
˜˴̖͔˴ Ӗ̱̍ ˴̺ ˴ ̪̏̂ ̘̎ ˠЖ̪̅ ̺̃˻̯ ̗̺ ̋ ̪˻̪̏ ̍ͣ ̊ ̯̉̇ ̉˴̝ 
̪̋̇ ̘̪̏ ̘̻ ˗
˝̗ ̇˦ ̼̑ш ˴̺ ˻ ̬̏˦ Safari Big ̋ ˴̼̯̾̇̍ ̗̺˶̍ͣ˾ ̍ͣ ̊ ̯̉̇ 
̍̿˻̴̅˶̯ ˴̾ ˫̏ ̍˻̴̋̃ ˴̪̏̇ ˹̪̘̪̃ ̘̻ ˗ ˴ ͎ ̯̉̇ ˚Ѡ Ρ̺Н̾ ͎˴ ̺  
̫̀ә͕̯ ҁ̴˾̗͔ ˫̏ ̬̏˾̺̗͔̑ ˴̾ ̯̌ ˝̗ ˠЖ̪̅ ˴̾ ̪̋˻̪̏ ̍ͣ ɣ ̪̃̏˴̏ 
ˠ̗˴̱ ̗͎̪̪̌̔̇˪ ͎˴ ̾ ̉̏˵̺̇ ˴ ̺  ̭ ̑˦ Ѱ̾У̪̫̘̃ ˴̏ ̘̯̏ ̘̻ ˗ n
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ʩोपत ɁोŇƽǇस कǷ नई ��� ȯामे ϝłिर रेंł 
कǷ िाłार मेें ōमेाकेŌार ĵĩȷी
˺Н̪̑ ȶ˶̲˻̪̏̃ȷ ̮ Ӟ̃  ϣ̫̾̃ Ѱ̾̀Ό̗͊ ̺̅̕ ˴̺ ̗ ̲˶͎̆ ˠк̾˶ ̍ͣ 
˚̯̉̇ ̺̘̯̋̃̏̇ Ο̪̭̑˾̯ ˴̺ ̭ ̑˦ ˻̪̪̇ ˻̪̪̃ ̘̻ ˗ ̔ ̖͔ 1ɽɺ5 ̗ ̺ 
˝͎̀ә͕̯  ̍ͣ ̗ ̫Ν̎ ˝̗ ρ̲̉ ̺̇ ̊ ̯̉̇ ˝̺̫̇̾̔˾̔ ˫̏ Ο̪̭̑˾̯ Ѱ̾̀Ό 
̏ͣ˻ ̪̃̄ ˜˴̖͔˴ ̻̉˴̺̭˻͎˶ ˴̺ ˻ ̬̏˦ ̺̅̕ ˴̺ ̋ ̪˻̪̏̾ ͎̍ ͣ ̍ ˻̴̋̃ 
̘̉˹̪̇ ̪̋̇˞ ̘̻ ˗ ˴ ͎ ̯̉̇ ˴̺ ̉ ̪̗ ̘̏ ̔˶͔ ˴̺ ρ̪̘˴̾ ͎˴ ̺  ̭ ̑˦ ₹15 
˦̍˜̯̏̉ ̗̺ ̑ ̺˴̏ ₹150 ˦ ̍˜̯̏̉ ̃˴ ˴̺ ɣ Ж̪̅̾ ͎˴ ̱ ̫̔Ӛ̶̃ ̏ͣ˻ 
ˠ̉̑Ѽ ̘̻ ˗
˴͎̯̉̇ ˴̺ ̉ ̪̗ 110 ρ̪̍ ̭˻̉̏ ̗̺˶̍ͣ˾ ̘̺̉̑ ̗ ̺ ̘ ̯ ̍̿˻̴̅ ̘,̻ ̑ ̺̫˴̇ 
̪̋˻̪̏ ˴̱ ̞̯̋̃ ̪͎̍˶ ˫̏ ̇˦ ˾͕ͣ̀ ˴̾ ̺̅˵̺̃ Ά˦ ˴͎̯̉̇ ̺̇ ̋ ̗̯  
110 ρ̪̍ Ѱ̯̭̍̎̍ ̭˻̉̏ ̏ͣ˻ ̍ͣ ̃ ̯̇ ̇˦ ˫̏ ˜˴̖͔˴ ̺̬̔̏˦͎˾  
̼̑ш ̫˴˦ ̘:ͦ
•  ̉ ̪͎̬̏̉̏˴ ˫̏ ̫̉̔Н ˵̴̲̋̕ 

˴̪ ̺̘̯̋̃̏̇ ̗͎˶̍ ˗
•  ̃ ̲̫̆̇˴ ˫̏ ˜˴̖͔˴ Ѱ̯̭̍̎̍ 

Ѷ̺˶̗̏ͣ ˗
•  ̍ ̇ ˴̾ ̪̃̏̾̃˻̪ ˴̏ ̺̺̅̇ ̔ ̪̯̑ ̴̫̎̇˴ 

˫̏ ˝͎˾̺̏̇̇̑̕ ˵̴̲̋̕ ˗

˜˴̖͔˴ ̻̉˴̺̭˻͎˶ ̪̺̔̑ ̋ ̇ ̯̃̇̾ ͎̇ ˦ ˠЖ̪̅̾ ͎˴ ̾ ̪̋˻̪̏ ̍ͣ 
Ҳ̪̪̬̉̏̎̾ ͎˫ ̏ ρ̪̘˴̾ ͎̗ ̺ ̕ ̪̪̇̅̏ Ѱ̫̫̃Ν̪̎ ̭̍̑ ̘̯̏ ̘̻ ˗
̺̅̕ ˴̺ ˴ ˞ ̝̺̋ ̏ ̪ϣ̾ ͎̍ ͣ ϣ̫̾̃ Ѱ̾̀Ό̗͊ ̺̇ ̊ ̯̉̇ ̍˻̴̋̃ ̘̉˹̪̇ 
̪̋̇˞ ̘̻ ˗ ˶ ̲˻̪̏̃, ̍ ̘̪̪̏ӆ͕, ̃ ͎ф Ѱ̺̅̕, ˴ ̪͔̇˾˴, ̏ ̪˻Ӟ̪̇, ̫ ̘̪̋̏, 
˺А̯̗˶̞, ̍ у Ѱ̺̅̕, ̊ ̗̍, ̉ ̭Ҹ̍ ͎̋˶̪̑ ˫̏ ˪̫̪̀̕ ̍ͣ ˴ ͎ ̯̉̇ 
˴̺ ̗ ̲̉̏ ә̼̫˴ә ˫̏ ̫̀ә͕̯ ҁ̴˾̗͔ ˴̪ ̍˻̴̋̃ ̺̇˾̔˴͔ ̗̫Ν̎ ̘,̻ 
̭˻̗̗̺ ˴ ͎ ̯̉̇ ˴̺ ɣ Ж̪̅̾ ͎˴ ̱ ̪͎̍˶ ˫̏ ̪̍˴ͤ˾ ̺̎̏̕ ̑˶̪̪̃̏ ̞̋  
̘̪̏ ̘̻ ˗
˝̇ ̇˞ ̼̮̑ш͎ԉ̗ ˴̺ ̊ ̪̪̑̔ ˴͎̯̉̇ ˴̺ ̉ ̪̗ ˠЖ̪̅̾ ͎˴ ̱ ˦˴ ̝̯̋ ̏ͣ˻ 
ˠ̉̑Ѽ ̘̻ ˗ ̋ ̗̍ͣ 110 ρ̪̍ ˫̏ 120 ρ̪̍ ˴̱ ˚Ѡ ̭˻̉̏ ̏ͣ˻, 350 
ρ̪̍ ˻͎̋̾ ̭˻̉̏ ̻̉˴ ˫̏ 100 ρ̪̍ Ѱ̯̭̍̎̍ ˚˶̏̋А̯ ̼̋Φ 
̪̭̍̑̕ ̘ͦ ˗ 50 ΁  ̭ ̜̉̏ ̗̺˶̍ͣ˾ ̍ͣ ˴ ͎ ̯̉̇ ˴̺ ̉ ̪̗ 15 Ѱ̾̀Ό ̘ ͦ˫ ̏ 
˜̺̇ ̔ ̪̺̑ М̘̪̯̾̏ ̗̯˻̇ ̗̺ ̉ ̘̺̑ ˴ ͎ ̯̉̇ ɺ ˫ ̏ ̭̜̉̏ ̼̑ш ˴̺̏̇ 
˻̪ ̘̯̏ ̘̻ ˗ ̗ ̪̄ ̘̯ ˴͎̯̉̇ ˴̺ ̕ ̲б ̗̪Ґ̪̯̇ ˴̉ ˫̏ ̪͎̗̋-̫̘̏̃ 
͕̪̀ ˞ ̴̆̉ ̮әΦ ˴̱ ̪͎̍˶ ̯̌ ̪̋˻̪̏ ̍ͣ ̃ ̺˻̯ ̗̺ ̋ ̞ ̏ ̘̯ ̘̻ ˗ ̊ ̯̉̇ 
̺̋˻̝̾ Ο̪̭̑˾̯, ̃ ˴̖͔˴ ˴̑̏ ̯̄̍ ˫̏ ˜̲̫̆̇˴ ̻̉˴̺̭˻͎˶ ˴̺ 
˴̪̏̂ ϣ̫̾̃ Ѱ̾̀Ό̗͊ ˜˻ ̪̯̌̏̃̎ ̪̋˻̪̏ ̍ͣ ˦ ˴ ̫̔Ӂ̗̯̇̎ 
҂̪͎̀ ˴̺ ΁̉ ̍ͣ ̊ ̯̉̇ ̍˻̴̋̃ ̘̉˹̪̇ ̪̋̇ ˹̲˴̪ ̘̻ ˗n

गŭŇϚग˷ सʚा िेला को Ϟमेल रहीी 
शानŌार ϗरिीŅ ϗŇमेाĩŇ
̫̅Ҭ̯ ̮Ӟ̃ ̫̃΀̫̉̃ ˝͎̀ә͕̯ ˻, ̊ ˶̏̋А̯ ˠк̾˶ ˴̱ Ѱ̲̍˵ 
˴͎̫̉̇̎̾ ͎̍ ͣ ̕ ̲̪̍̏ ̘,̻ ˻ ̾ ̫˴̪̯̊̎̃ ˴̱̍̃̾ ͎̉ ̏ ̺̘̯̋̃̏̇ 
Ο̪̭̑˾̯ ˴̺ ̊ ˶̏̋А̯ ̔ ̴̆̉ ˠЖ̪̅ ̪̋̇ ̘̯̏ ̘̻ ˗ ˴ ͎ ̯̉̇ 
˴̪ ˶̼̫̀˶ԟ˾ ҂̪͎̀ ̺̅̌̏̕ ̍ͣ ρ̪̘˴̾ ͎˴ ̱ ̴̉˻̪-̪̉˿ ˫̏ 
̪̫͔̆̍˴  ˚̲̇Ӊ̪̇̾ ͎˴ ̪ ˚̘̍ ̫̘Ӭ̪ ̋̇ ˹̲˴̪ ̘̻ ˗ ̊ ̯̉̇ 
̪̪̇̅̏̕ ˵̴̲̋̕ ˫ ̏ ̗̺͎̌̏̾̍̅ Ο̪̭̑˾̯ ˴̺ ˹ ̺̑̃ 
˶̼̫̀˶ԟ˾ ̑˶̪̪̃̏ ρ̪̘˴̾ ͎˴ ̾ ̺̘̋̃̏ ̻̔Ҫ̴ ̊ ̼̏ ̯̍̇ 
ˠЖ̪̅ ˠ̉̑Ѽ ˴̪̏ ̘̪̏ ̘̻ ˗
˴͎̯̉̇ ˴̺ ˴ ˞ 
̑̾˴̫Ѱ̎ ˠЖ̪̅̾ ͎̍ ͣ 
‘̗ϓ̺ ̗ ̪˟’ ˫ ̏ 
‘˴̪̯̕ 4 ̋ ̇ 1 ̆ ̴̉’ 
̗̗̺̋ ̊ ̭̆˴ 
̫̋˴̺̇ ̔ ̪̺̑ ɣ Ж̪̅̾ ͎
̍ͣ ̕ ̪̭̍̑ ̘ͦ ˗ 
˵̪̗̃̿̏ ̉̏ ˶̯̺̑ 
̴̆̉ ̗̺˶̍ͣ˾ ̍ͣ ̋ ̇ 
ˠЖ̪̅̾ ͎̇ ̺ ̋ ̪˻̪̏ ̍ͣ 
̍˻̴̋̃ ̘̉˹̪̇ 
̪̋̇˞ ̘̻ ˗ 
˶̼̫̀˶ԟ˾ ˴̱ 
̺̅̌̏̕ ̍ͣ ˵ ̪̗˴̏ 
ˠА̏ ̪̯̌̏̃̎ 
̪̏ϣ̾ ͎̫ ̅Ҭ̯, 
̘̬̪̪̏̎̂, ̉ ͎ ˻̪̋, 
̪̏˻Ӟ̪̇, ɣ А̏ 
Ѱ̺̅̕ ˫̏ ̍у 
Ѱ̺̅̕ ˜̫̅ ̍ͣ 
̍˻̴̋̃ ̪̍˴ͤ˾ ̘̻ ˗ 
̺̎ ̗ ̯̌ ̪̏ϣ ˶̯̺̑ 
̴̆̉ ˫̏ ̋Ҏ̴-̺̗̑ 
ˠЖ̪̅̾ ͎˴ ̺  ̋ ̝̺ 
̪̋˻̪̏ ̪̺̍̇ ˻ ̪̺̃ 
̘ͦ ˗
̋Ҏ̴-̺̗̑ ˠЖ̪̅̾ ͎
˴̱ ̞̯̋̃ ̪͎̍˶ ˴̾ 
̺̅˵̺̃ Ά˦ ˴͎̯̉̇ ̺̇ 
˝̗ ̗̺˶̍ͣ˾ ̍ͣ ˴ ˞ 
̗̊̑ ˠЖ̪̅ ̺̉̕ 
̫˴˦ ̘ͦ ˗ ̋ ѥ̯ ̍ͣ ̗ ̺ 
˦˴  
‘˶̼̫̀˶ԟ˾ ̗ϓ̪ 
̺̪̋̑’ ̀ ͕̪ ˞ ̴̆̉ ̮әΦ ˴̾ ρ̪̘˴̾ ͎̗ ̺ ̕ ̪̪̇̅̏ Ѱ̫̫̃Ν̪̎ 
̭̍̑ ̘̯̏ ̘̻ ˗ ̋ ̺̪̑ ˴̱ ˜˴̖͔˴ ˫̏ ̘̍̇̍̾˴ ̗̲˶͎̆ ˴̺ 
̗̪̄ ˶̼̫̀˶ԟ˾ ˴̱ ̺̘̯̋̃̏̇ Ο̪̭̑˾̯ ̺̇ ̋ ̗ ˠЖ̪̅ ˴̾ 
̪̋˻̪̏ ̍ͣ ˵ ̪̗ ̘̉˹̪̇ ̫̪̅̑˞ ̘̻ ˗ ̑ ˶̪̪̃̏ ̞̯̋̃ ̬̯̏̉˾ 
̫̪͎̀̍̀ ˴̺ ˹ ̺̑̃ ‘˶̼̫̀˶ԟ˾ ̗ϓ̪ ̺̪̋̑’ ˴ ͎ ̯̉̇ ˴̺ ̑ ̾˴̫Ѱ̎ 
̋Ҏ̴-̺̗̑ ˠЖ̪̅̾ ͎̍ ͣ ̕ ̪̭̍̑ ̘̾ ˹̲˴̪ ̘̻ ˗ ̎ ̘ ˠЖ̪̅ 100 
ρ̪̍ ̼̋Φ ̻̉˴ ̍ͣ ₹80 ˦ ̍˜̯̏̉ ̉̏ ˠ̉̑Ѽ ̘̻ ˗n
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̪̏˻˴̾˾ ˴̪ ̉̏̍ ҂̪͎̀,  ˶ ̲˻̪̏̃ ˴̺ 
Ѱ̲̍˵ ˚˶̏̋А̯ ҂̪͎̗̀͊ ̍ͣ ̕ ̪̭̍̑ 
̘,̻ ̭ ˻̗˴̱ ˴˞ ̪̯̌̏̃̎ ̪̏ϣ̾ ͎̍ ͣ 
̍˻̴̋̃ ̪̍˴ͤ˾ ̘̻ ˗ ˴ ͎ ̯̉̇ ̺̇ ρ̪̘˴ 
˴̱ ̗͎̉̅ ˴̾ ˚ϔ̰ ̘̃̏ ̗̍˼̺̃ 
Ά˦ ̑˶̪̪̃̏ ˴˞ ˜˴̖͔˴ ˫̏ 
̺̘̯̋̃̏̇ Ο̪̭̑˾̯ ˴̺ ɣ Ж̪̅ ̼̑ш 
̫˴˦ ̘,ͦ ˻ ̾ ̼̑ш ̘̺̾̃ ̘ ̯ ρ̪̘˴̾ ͎
˴̺ ̋ ̯˹ ̑̾˴̫Ѱ̎ ̘̾ ˻̪̺̃ ̘ ͦ ˗
̉̏̍ ˚̺̉̇ ̔ ̻Ҫ̴ ̊ ̼̏ ̯̍̇ ˠЖ̪̅̾ ͎
˴̺ ̭ ̑˦ ˻̪̪̇ ˻̪̪̃ ̘,̻ ̑ ̺̫˴̇ 
˴͎̯̉̇ ̺̇ Ѱ̯̭̍̎̍ ̑δ̯̏ ̗̺˶̍ͣ˾ 
̍ͣ ̌ ̯ ˚̯̉̇ ˚̑˶ ̘̉˹̪̇ ̪̋̇˞ 
̘,̻ ˻ ̘̪͎ ρ̪̘˴ ˴̱̍̃ ̗̺ ϣ̪̪̅ 
Ο̪̭̑˾̯ ˫̏ ̪̪̇̅̏̕ ˵̴̲̋̕ ˴ ̾ 
̘̍Т ̺̺̅̃ ̘ ͦ ˗ ˵ ̪̗ ̃̿̏ ̉̏ Ѷ̺˶̗̏ͣ 
˴̺ ̅ ̯̪̔̇̾ ͎˴ ̺  ̭ ̑˦ ˴͎̯̉̇ ̺̇ ̏ ̜̾ 
̲̔̀ ˫̏ ˚Ҏ̏ ˡ̅ ˻̻̗̺ Ѱ̯̭̍̎̍ 
̘ͦ̀ -̏̾Ң ˚˶̏̋А̯ ˠЖ̪̅ ̺̉̕ 
̫˴˦ ̘ͦ ˗ ̋ ̇˴̱ ̪̪̇̅̏̕ ˫̏ 
̑δ̯̏ ˵̴̲̋̕ ̔ ̪̪̃̔̏̂ ˴̾ ̴̯̉̏ 

Ĭलोक राōा कŧ ̓ा ĺर गुलाि गीली ōŦि कǷ सातारा मेें शानŌार मेाĩग
˝͎̅̿̏ ˴̺ ̍ ̴̻̗̏ ˦̗ ˴̺ ̊ ˶̏̋А̯ ̔Φ͔ ˴̪ ˜̑̾˴ 
҂̪͎̀ ˴˞ ̪̯̌̏̃̎ ̪̏ϣ̾ ͎̍ ͣ ̍ ˻̴̋̃ ̪̍˴ͤ˾ ̍̿˻̴̅˶̯ 
̏˵̪̃ ̘̻ ˗ ̋ ͎̅̿̏ ˴̾ ̺̅̕ ˴̺ Ѱ̲̍˵ ˚˶̏̋А̯ ̫̪͔̇̍̂ 
˴ͣл̾ ͎̍ ͣ ̫ ˶̪̇ ˻̪̪̃ ̘,̻ ˻ ̘̪͎ ̋ ̝̯ ̗͎ή̪ ̍ͣ ̔ ̻Ҫ̴ ̊ ̼̏ 
̯̍̇ ˠЖ̪̅ ̻̪̃̎̏ ̫˴˦ ˻̪̺̃ ̘ ͦ ˗ ̔ ̖͔ 1ɽɻ2 ̍ ͣ ̊ ̯̉̇ 
̲̕΀˜̃ ˴̺̏̇ ̔ ̪̯̑ ˴͎̯̉̇ ˜˻ ˚˶̏̋А̯, ̆ ̴̉ 
̮әΦ, ̔ ̺˾ ̴̆̉ ˫̏ ̴̆̉ ˴̾ѣ ̗̺̍̃ ˴˞ ̗̺˶̍ͣ˾̗͊ 
̍ͣ ɣ Ж̪̅ ˠ̉̑Ѽ ˴̪̏ ̘̯̏ ̘̻ ˗

̺̔˾ ̴̆̉ ̗̺˶̍ͣ˾ ˴̱ ̪̋̃ ˴̏ͣ ̃ ̾ ̘̎ ̪̋˻̪̏ ˴̪ ˦˴ 
̺̘̋̅ ̑̾˴̫Ѱ̎ ̫̘Ӭ̪ ̘,̻ ̭ ˻̗˴̱ ρ̪̘˴̾ ͎˴ ̺  ̋ ̯˹ 
̝̯̋ ̪͎̍˶ ̘̻ ˗ ̃ ̑̾˴ ҂̪͎̀ ˴̺ ̉ ̪̗ ̯̌ ˝̗ ̗̺˶̍ͣ˾ ̍ͣ 
˴˞ ̑̾˴̫Ѱ̎ ˠЖ̪̅ ̍̿˻̴̅ ̘ͦ ˗ ̍ ̘̪̪̏ӆ͕ ˴̺ ̗ ̪̪̃̏ 
̪̋˻̪̏ ̍ͣ ‘˜̑̾˴ ̪̪̏̆ ˴̶Ӌ’ ˫ ̏ ‘˜̑̾˴ ˶̲̪̑̋’ 
̺̔˾ ̴̆̉ ̗̗̺̋ ϣ̪̪̅ ̗͎̉̅ ̫˴˦ ˻̪̺̇ ̔ ̪̺̑ ɣ Ж̪̅̾ ͎̍ ͣ 
̪̭̍̑̕ ̘ͦ ˗

˚̯̉̇ ̘̍̇̍̾˴ ˵̴̲̋̕, ̌ ̗̺͎̏̾̍̅ Ο̪̭̑˾̯ ˫̏ 
̫˴̪̯̊̎̃ ˴̱̍̃ ˴̺ ˴ ̪̏̂ ˝̇ ˠЖ̪̅̾ ͎˴ ̾ ̪̋˻̪̏ ̍ͣ ̑ ˶̪̪̃̏ ˚ϔ̰ Ѱ̫̫̃Ν̪̎ ̭̍̑ ̘̯̏ ̘̻ ˗ ̎ ̺ ̅ ̾̇̾ ͎ɣ Ж̪̅ 20 ̮ әΦ ̪̺̔̑ ̃ ˴̖͔˴ 
̪̉ˠ˹ ̻̉˴ ̍ͣ ₹35 ˦ ̍˜̯̏̉ ̉̏ ˠ̉̑Ѽ ̘ͦ ˗n

ɁीϞमेŕमे लʍरी īगरि˄ी सेगमेेंŅ मेें िरमे रोź वुŇ ĺर  
ī̐र İŌ िना रहीा ļास िहीिान

̘̃̏ ̗̲˶͎̭̆̃ ˫̏ ˵̪̗ ̪̋̇ ̺̯̅̃ ̘̻ ˗
˝̇ ˠЖ̪̅̾ ͎˴ ̱ Ѱ̯̭̍̎̍ Ο̪̭̑˾̯ ˫̏ ˦ΦΞ̴̭̗̔ 
̭̉̾˻̫͎̇̕˶ ˴̪ ˚͎̪̅˻̪ ˝̗̯ ̪̋̃ ̗̺ ̑ ˶̪̪̎ ˻̪ ̗˴̪̃ 
̘ ̻̫ ˴  ̋ ̇˴̺ ˦ ˴ ₹1ɽ0 ˦ ̍˜̯̏̉ ˴̺ ̉ ̻˴ ̍ͣ ̍ ̪Н 10 

˚˶̏̋А̯ ̘ͦ ˗ ̊ ̯̉̇ ̪̪̇̅̏̕ ѰӚ̲̫̃, 
̺̘̯̋̃̏̇ ˵̴̲̋̕ ˫ ̏ ˠϓ Ο̪̭̑˾̯ ˴̺ ˴ ̪̏̂ 
̉̏̍ ˴̺ ̎ ̺ ɣ Ж̪̅ ̪̋˻̪̏ ̍ͣ ̊ ̑˶ ̘̉˹̪̇ ̪̋̇ 
̘̏ ̺̘ ͦ ˗n

72  सुगंध इंडिया | जून - 2026





पिंपरी चिंचवाड़ मेें सफारी  
बिग के मकुाबले मेें कोई नहीीं: शीतल शाह 

पणेु से सट ेपिंपरी व चिंचवाड़ इलाके मेें रिद्धि-सिद्धि मार्के टिंग फर््म के प्रमखु शीतल कुमार 

समुति लाल शाह दो दशक से सफारी बिग व आरकेटी का काम कर रह ेहैैं। सगुंध इडंिया से 

बातचीत मेें उन्हहोंने कहा कि पिंपरी  व चिंचवाड़ की अगरबत्ती मार्के ट बहुत शानदार और 

जबरदस्त ह।ै उनकी टीम पूरे इलाके मेें कंपनी के प्रोडक््ट् ्स को कड़़ी मेहनत के साथ 

पहुचंाती ह।ै सगुंध इडंिया को उन्हहोंने बताया कि मार्के ट के अनभुव को देखते हुए उन्हहें 

लगता ह ैकि मार्के ट मेें 20 व 30 रुपए की एमआरपी वाले प्रोडक््ट् ्स की भारी माांग है, 

लेकिन अधिकाांश कंपनियाां ₹10 का पैक निकालने के बाद सीधे 50-60 रुपए की 

एमआरपी वाले प्रोडक््ट् ्स ही मार्के ट मेें लाती हैैं, जबकि मार्के ट मेें 20, 25 और 30 रुपए की 

एमआरपी वाले प्रोडक््ट् ्स की भी अच्छी माांग ह।ै 
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̯̃̑̕ ˴̲̪̍̏ 
̺̇ ̋ ̪̪̃̎ ̫˴ 
̘̔ ̭̗͔̊ 
̗̪̯̊̏ ̫̋˶ 
˫̏ ˜̏˴̺˾̯ 
˴̪ ̘̯ ˴̪̍ 

˴̺̏̃ ̘ ͦ ˗ ˴ ̲ ˺ ̴̗̺̅̏ Ѱ̾̀Ό̗͊, ˻ ̾ 
˿˴̪̏̑ ρ̲̉ ̘̯̇ ͎̋ ̪̪̇̃, ɣ ̇˴̺ ̭ ̑˦ ̺̔ 
̴̗̯̅̏ ˺̾˾̯-̍̾˾̯ ˴͎̫̉̇̎̾ ͎˴ ̺  Ѱ̾̀Ό̗͊ 
̏˵̺̃ ̘ ͦ ˗ ˦ ˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ 
ˠѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ˿˴̪̏̑ ρ̲̉ ̗̺ ɣ ̇˴̺ 
̺̘̯̋̃̏̇ ̬̏Һ̺ ̘ ͦ ˗ ̗ ̪̄ ̘̯ ˝̗˴̺ 
Ѱ̾̀Ό̗͊ ˴̱ Ο̪̭̑˾̯, ̏ ͣ˻ ˫̏ ̻̫̉˴͎˶ 
˴̪ ̲̍˴̪̪̋̑  ̫ ͎̉̉ ̯̏ ̔ ̭˹͎˹̪̝̔ ̍ ͣ 
̴̗̯̅̏ ˴͎̫̪͎̉̇̎ ̇ ̘̯ ͎˴ ̏ ̪̉ ̘̯̏ ̘ͦ ˗ 

̗̲˶͎̆ ˝͎̫̪̀̎ ˴̾ ̯̃̑̕ ˻̯ ̺̇ ̗ ̪̯̊̏ 
̫̋˶ ̗̺ ˻ ̲̝̺̇ ˴ ̺  ̋ ̪̺̏ ̍ ͣ ̋ ̪̪̃̎ ̫˴ 
ˠ̇˴̺ ˻ ̯˻̪ ˻̯ ̺̇ ̔ ̖͔ 2000 ̍ ͣ 
˿˴̪̏̑ ρ̲̉ ̗̺ ɣ ̇˴̱ ̲̪̍̑˴̪̃ ˴̪̏˞ 
̯̄ ˗ ̃ ̯̌ ̗̺ ̊ ˶̏̋А̯ ˾͕̺̀ ̍ͣ ɣ ̇˴̱ 
̲̕΀˜̃ Ά˞, ˻ ̾ ˜˻ ̃˴ ˻̪̯̏ ̘ ̻
˫̏ ̺̔ ̍ ̲ή ΁̉ ̗̺ ɣ ѥ̯ ͎˴ ̪ ˴̪̍ 
˴̺̏̃ ̘ ͦ ˗ ̆ ̴̉ ̍ͣ ̌ ̯ ̺̔ ̃ ̏˴̺˾̯ ˴̺ ̘ ̯ 
Ѱ̾̀Ό̗͊ ̏˵̺̃ ̘ ͦ ˗ ˦ ˴ ̗̪̔̑ ˴̺ 
˻̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ˚˶̏̋А̯ 
̪̍˴ͤ˾ ̍ͣ ̅ ̪̯̉̾̀ ̗̺ ̑ ̪̪̪̾̇̔̑ ̃˴ ˴̪ 
˦̬̪̏̎ ̘̔ ̺̅˵̺̃ ̘ ͦ ˗ ɣ ̇˴̺ ̉ ̪˾͔̇̏ 
̍̇̾˻ ˾̲̺̑, ̃ ̯̇ ̪̲̃̑˴̪ ̗͎̪̺̌̑̃ ̘ ,ͦ 
̗̲̯̇̑ ̺̘̪̍̃ ˻̯ ̯̗̯̉˦̗̯̍ ȶ̫͎̉̉ ̯̏ 
̭˹͎˹̪̝̔ Ҕ̲̫̭̗̇̉̑ ˴̪̺̏̉̾̏̇̕ȷ ˴ ̪ 
˦̬̪̏̎ ̺̅˵̺̃ ̘  ͦ˫ ̏ ̗̯̇ ̫̯̯̀̑̔̏ ˴̪ 
˴̪̍ ̺̅˵̺̃ ̘ ͦ ˗ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ 
ˠ̇˴̱ ͔̊̍ ̑˶̌˶ 1000 ˴ ̪ˠ͎˾̏ ̃˴ 
̉Ά͎˹  ̏˵̯̃ ̘̻ ˗ ̎ ̘ ˚̺̉̇ ̃ ̉ ̍ͣ ̋ Ά̃ 
̝̪̋ ˦̬̪̏̎ ̘̻ ˗ ̗ ̪̯̊̏ ̫̋˶ ҂̪͎̀ ˴̺ 
Ѱ̾̀Ό̗͊ ˴̪ ̲̍˴̪̪̋̑ ̴̗̯̅̏ ˴͎̫̉̇̎̾ ͎
˴̺ ҂̪͎̀ ̘̯̇ ͎˴ ̏ ̪̉ ̘̏ ̺̘ ,ͦ ̋ ̗˴̱ ̔˻̘ 
̪̺̋̃̃ Ά˦ ˠѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ˠ̇˴̪ ҂̪͎̀ 
̭˻̗ Ѱ̪˝̗ ̏ͣ˻ ̍ͣ ̋ ̺̘̯̃̏̇ Ο̪̭̑˾̯ 
˫̏ ˵̴̴̗̋̏̃ ̻̉˴̺̭˻͎˶ ̪̺̔̑ Ѱ̾̀Ό̗͊ 
̺̪̅̃ ̘,̻ ̔ ̻̗̪ ̴̗̯̅̏ ˴͎̫̪͎̉̇̎ ɣ ̗ ̏ͣ˻ ̍ͣ 
̘̯̇ ͎̅ ̺ ̉ ̪ ̘̯̏ ̘ͦ ˗
̯̃̑̕ ˻̯ ̇ ̺˦ ˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ 
̪̪̋̃̎ ̫˴ ̘̪͎̎ 50 ˫ ̏ ɺ0 ΀̉˦ ˴̱ 
˦̍˜̯̏̉ ̍ͣ 100 ρ̪̍ ̪̺̔̑ ̭ ˻̉̏ ̔ 
̼̋Φ ̻̉˴ ̅̾̇̾ ͎˴ ̪̱̊ ˹̺̑̃ ̘ ͦ ˗ ̎ ̘̪͎ 
˜˞˾̯ ˫̏ ̴̗̺̅̏ ̋ ̝̺ ˦ ˻̲˴̺̇̑̕ 

˝͎ә̯ϴ̴˾̗͊ ̘,ͦ ̋ ̗̭̑˦ ̘̪͎̎ ̑ ̾˶ 
Ѱ̯̭̍̎̍ Ο̪̭̑˾̯ ˴̺ Ѱ̾̀Ό̗͊ ̗͎̉̅ 
˴̺̏̃ ̘ ͦ ˗ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ̗̪̯̊̏ ̫̋˶ 
˴̪ ₹10 ˴ ̪ ̻̉˴ ̗̗̺̋ ϣ̪̪̅ ˹̪̑̃ ̘ ̻
˫̏ ̴̗̺̅̏ ҂̪͎̗̀͊ ˝̗ ̏ͣ˻ ̍ͣ ̋ ̯̃̇ 
˚ϔ̰ Ο̪̭̑˾̯ ̘̯̇ ͎̅ ̺ ̉ ̪ ̘̏ ̺̘ ͦ ˗ ˦ ˴ 
̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ 
̘̪͎̎ ̊ ˶̏̋А̯ ˴̱ ̪̍˴ͤ˾ 80ʵ ˫ ̏ 
̴̆̉ ˴̱ 20ʵ ̘ ̻ ˗ ̆ ̴̉ ̘̪͎̎ ̍ ̗̿̍ ˴̺ 
̫̘̗̪̋ ̗̺ ̫ ̋˴̯̃ ̘ ̻˫ ̏ ˶̯̯̑ ̴̆̉ ˴̪ 
ϣ̪̪̅ ˹̑̇ ̘̻ ˗ ̆ ̴̉ ̍ͣ ˻ ̺̀ ̻҃˴ ˴̪ 
̭˻̉̏ ˴̪̱̊ ˹̪̑̃ ̘̻ ˗ ̗ ̴˵̯ ̴̆̉ ˴̪ 
˹̑̇ ̘̪͎̎ ˴ ̍ ̘̻ ˗ ̎ ̘ ̺̍˾͕̾  ̭̗˾̯ ̘ ̻
˫̏ ̘̪͎̎ ̗ ̻˴̝̾ ͎҂̪͎̗̀͊ ˴̺ Ѱ̾̀Ό̗͊ ̘,ͦ 
̺̫̑˴̇ ̪̍˴ͤ˾ ̍ͣ ̗ ̪̯̊̏ ̫̋˶ ˴̺ 
˚̪̪̑̔ ˻̺̀ ̻҃˴, ̗ ̪˝̫˴̑ ˫̏ 
˪̗̪̔̑ ̯̌ ˹̺̑̃ ̘ ͦ ˗
˦˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ 
̫˴ ˜̍̃̿̏ ̉̏ ̘̯̔ Ѱ̾̀Ό ̪̍˴ͤ˾ ̍ͣ 
˹̑ ̪̺̉̃ ̘ ,ͦ ̭ ˻ѥ ̫ͣ ̀ә͕̯ ҁ̴˾̏ ̴̯̉̏ 
̪̃˴̃ ˴̺ ̗ ̪̄ ̪̍˴ͤ˾ ̍ͣ ̑ ̺˴̏ ˻̪̪̃ 
̘̻ ˗ ˦ ˴ ̪̋̏ ̫̀ә͕̯ ҁ̴˾̏ Ѱ̾̀Ό ˴̾ 
̪̍˴ͤ˾ ̍ͣ ̉ Ά͎˹ ̪ ̺̅, ̫ ̊̏ ̫̎̅ ҂̪͎̀ ̍ͣ 
̅̍ ̘̾ ̯̃̌ ̘̔ ̫˾˴ ̪̪̉̃ ̘̻ ˗ ɣ ѥ̾ ͎̇ ̺ 
˴̘̪ ̫˴ ̘̪͎̎ ԟ̑̾̏̑ Ѷ̺˶̗̏ͣ ̭̫̍̀̑ 
Ξ̪̗ ̍ͣ ˴ ̪̱̊ ̗͎̉̅ ˴̱ ˻̪̯̃ ̘̻ ˗ 
͕̪̀ ˞ ̮ә˴ ˴̪ ˾͕ͣ̀ ̘,̻ ̑ ̺̫˴̇ ̘̔ ̘̪˞ 
Ο̪̭̑˾̯ ̍ͣ ̘ ̯ ˹̯̑̃ ̘̻ ˗ ₹10 ̔ ̪̺̑ 
̻̉˴ ̍ͣ ˴ ̪̱̊ ˴̍ ̮ә˴ ̘̯̾̃ ̘,ͦ 
˝̗̭̑˦ ͕̪̀ ˞ ̮ә˴ 50 ΀̉˦ ˫̏ 
ˠ̗̗̺ ̊ ̭̆˴ ̏ͣ˻ ̍ͣ ̘ ̯ ϣ̪̪̅ ˹̯̑̃ 
̘ͦ ˗ ˶ ̯̯̑ ̴̆̉ ˻΁̏ 10, 20 ˫ ̏ 30 

΀̉˦ ˴̱ ̏ͣ˻ ̍ͣ ˹ ̑ ˻̪̯̃ ̘̻ ˗ ˻ ̻̇ 
͎̫̍̅̏̾ ͎̍ ͣ ̆ ̴̉ ˴̪ ˴̪̱̊ ˹̑̇ ̘̻ ˗ 
ˠѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ϣ̪̪̅̃̏ ˴͎̫̪͎̉̇̎ 
₹10 ˴ ̱ ˦̍˜̯̏̉ ˴̺ ̋ ̪̅ ̗̯̺̆ ₹50 
̪̎ ˠ̗̗̺ l ̉̏ ˴̺ Ѱ̾̀Ό̗͊ ̫̇˴̪̯̑̃ 
̘,ͦ ˻ ̫̋˴ 20 ˫ ̏ 30 ΀̉˦ ˴̺ 
Ѱ̾̀Ό̗͊ ˴̱ ̯̌ ρ̪̘˴ ̑˶̪̪̃̏ ̪͎̍˶ 
˴̺̏̃ ̏ ̘̺̃ ̘ ͦ ˗
˴ͦ̊̏ Ѱ̾̀Ό̗͊ ̗͎͎̯̋̆ ̗̪̔̑ ˴̺ 
˻̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ̗ ̲˶͎̆ ˝͎̫̪̀̎ ˴̾ 
̪̪̋̃̎ ̫˴ ˴̴̉̏ ˻̪̺̑̇ ̔ ̪̯̑ ̯̍̇̕ 
˴̪ ˹̑̇ ˴̪̱̊ ̞̋ ̏ ̘̪ ̘̻ ˗ ˴ ̲ ˺ ̑̾˶ 
̗̪͎҂̪̯̇ ˴̉ ̍ͣ ̌ ̯ ˴̴̉̏ ̪̀̑˴̏ 
˻̪̺̑̃ ̘ ͦ ˗ ̍ ͎ ˶̑̍ ˴̪ ˴̴̉̏ ̗̗̺̋ 
˚̭̆˴ ̫̋˴̪̃ ̘̻ ˗ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ 
˹͎̅̇ ˾̯˴̪ ̍ͣ ̍ ̘̇̾̏ ˴̪ ˚ϔ̪ ˹̑̇ 
̘,̻ ̑ ̺̫˴̇ ˠ̇˴̺ ̎ ̘̪͎ Ҿ̯˻̎ ˴̪ ϣ̪̪̅ 
̫̋˴̪̃ ̘̻ ˗ ̌ ̯̗̺̯̍̇ ˴̴̉̏ ˴̱ ̯̌ 
˴̪̱̊ ̪͎̍˶ ̘̻ ˗ 
˿˴̪̏̑ ̬̪̉̏̔̏ ˴̺ ̗ ̪̄ ˚̺̉̇ 
̺̘̯̋̃̏̇ ̗͎͎̋̆̾ ͎˴ ̺  ̋ ̪̺̏ ̍ ͣ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ 
̫˴ ̘͎̗ ̲̍˵ ̪̌˞ ̗̯̌ ̫̀ә͕̯ ҁ̴˾̗͔ ˴̾ 
̋Ά̃ ̗ғ̪̇ ̺̺̅̃ ̘  ͦ˫ ̏ ˠѥ ͣ̌ ̯ ̋Ά̃ 
̗͎̉̅ ˴̺̏̃ ̘ ͦ ˗ ̋ ̗˴̱ ˦˴ ̔˻̘ ̘̎ 
̯̌ ̘ ̻̫ ˴ ̺̔ ̍ ̪˴ͤ˾ ̗͎͎̯̋̆ ̪̋̃ͣ ɣ ѥ ͣ
̗̪̊-̗̪̊ ̪̺̋̃̃ ̘ ͦ ˗ ̋ ̗˴̺ ̊ ̪̪̑̔ 
̌̏̃ ̪̌˞ ̋Ά̃ ̭̗̪̍̑̇̏ ̘ͦ ˗ ̇ ˞ 
̯̞̯̉ ˴̺ ̗ ͔̍̄ ̪̌˞ ˴̺ ̋ ̪̺̏ ̍ ͣ  ɣ ѥ̾ ͎̇ ̺ 
˴̘̪ ̫˴ ̘̔ ̋Ά̃ ̫̔˻̯̇̏ Ҳ̮Ύ ̘ ͦ
˫̏ ˴͎̯̉̇ ˴̺ ̭ ̑˦ ̺̘̯̋̃̏̇ ˴̪̍ ˴̏ 
̘̏ ̺̘ ͦ ˗n

एक सवाल के जवाब म̄ उƷ˘ने कहा ͇क 
आमतौर पर वह˽ ©ोडŖ माक̀ट मˉ चल पाते 
हˎ, ͟जƷˉ ̈́डȢˀ˽ǔूटर पूर̏ ताकत के साथ 
माक̀ट मˉ लेकर जाता ह।ै एक बार 
̈́डȢˀ˽ǔूटर ©ोडŖ को माक̀ट मˉ पहुचंा दे , 
͊फर य̻द «˓ड म̄ दम हो तभी वह ́टक  
पाता ह।ै
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̗̲˶͎̆ ˝͎̫̪̀̎ ̗̺ ̫ ̺̖̔̕ ̪̋̃˹̯̃ ̍ͣ Ҿ̯ 
˶̫͎̾̔̅ ̪̏̍ ˚ῥ̪̑ ̺̇ ̋ ̪̪̃̎ ̫˴ ̺̔ ̔ ̖͔ 
1ɽɻɺ ̗ ̺ ̊ ˶̏̋А̯ ˴̪̪̏̾̋̏ ̍ͣ ̘ ͦ ˗ ɣ ̗ 
̗̍̎ Ѱ̾̀Ό̗͊ ˴̍ ̺̄, ̍ ̪͎˶ ˴̍ ̯̄ ˫̏ 
ˠ̉̌̾Ύ̪ ̯̌ ̗̯̭̍̃ ̺̄ ˗ ɣ ̗ ̅̿̏ ̍ͣ 
ˠ̇˴̺ ̉ ̪̗ ̘̻̅ ̪̪̏̋̅ ˴̱ ̺̍˾͕̾  ˚˶̏̋А̯ 
˴̪ ˴̪̍ ̪̄ ˗ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ˠ̗ ̗̍̎ 
̻̍Ѡ̲̻̊Ί̗͔̏ ˫̏ ̫̀ә͕̯ ҁ̴˾̗͔ ̅̾̇̾ ͎̘ ̯ 
˶Э̯ ̉̏ ̻̋˿˴̏ ˴̪̪̏̾̋̏ ˴̺̏̃ ̄ ̺ ˗ 
̯̺̆̏-̯̺̆̏ ˴ ̲ ˺ ̑̾˶̾ ͎̇ ̺ ̍ ̪˴̫ͤ˾͎˶ ˴̱ 
̲̕΀˜̃ ˴̱ ˗

ˠѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ˜˻ ˚˶̏̋А̯ ˠк̾˶ 
˴̪ ̫̌̔Ӓ ̺̘̋̅ ˠϞ̑ ̘̻ ˗ ̍ ̪͎˶ ˫̏ 
˜̴̫͔̉̃ ̅̾̇̾ ͎̍ ͣ ̃ ̺˻̯ ̗̺ ̔ ̶̭б Ά˞ ̘̻ ˗ ̎ ̘̯ 
˴̪̏̂ ̘ ̻̫ ˴ ˜˞˾̯̗̯ ˻̻̗̯ ̝̯̋ 
̍ҡ̯̺̇̇̑̕ ˴͎̯̉̇ ̯̌ ˚˶̏̋А̯ 

Ѱ̾̀Π̇ ̍ͣ ɣ ̃̏ ˹̲˴̱ ̘̻ ˗ ̘ ̪̪͎̫̑˴, ˦ ˴ 
̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ 
˹̪̏-̪͎̉˹ ˴͎̫̉̇̎̾ ͎˴ ̾ ˺̝̾˴̏ ˚̭̆˴̪͎̕ 
˴͎̫̪͎̉̇̎ ̫ ̪̋̇ ̫˴̗̯ Ӣӆ Ϳ̫ӆ˴̾̂ ˴̺ 
˴̪̍ ˴̏ ̘̯̏ ̘ͦ ˗ ̎ ̘̯ ̔˻̘ ̘ ̻̫ ˴ ˴̲˺ 
˴͎̫̉̇̎̾ ͎˴ ̾ ˺̝̾ ̅ ͣ, ̃ ̾ ˜˻ ̯̌ ̋Ά̃ 
˴̍ ˴͎̫̪͎̉̇̎ ˵ ̲̅ ˴̾ ̪̔Ӛ̫̔˴ ˨̑ 
˝͎̫̪̀̎ ҂̪͎̀ ˴̘ ̗˴̯̃ ̘ͦ ˗ ̊ ̭̆˴̪͎̕ 
̝̯̋ ˴͎̫̪͎̉̇̎ ̌ ̯ ˴̺̔̑ ˦˴-̅̾ ̪̏ϣ̾ ͎
̃˴ ̘̯ ̗̯̭̍̃ ̘̏ ˻̪̯̃ ̘ͦ ˗

Ҿ̯ ˶̫͎̾̔̅ ̪̏̍ ˚ῥ̪̑ ̺̇ ̗ ̲˶͎̆ ˝͎̫̪̀̎ 
˴̾ ̪̪̋̃̎ ̫˴ ˚˶̏̋А̯ ˾͕̺̫͎̀˶ ˴̪ 
˴̪̪̏̾̋̏ ˠ̇˴̺ ̍ ̪̪̍ Ҿ̯ ̪͎̉̏̍̇̅ ̭̗͎˷ ̑ 
̺̇ ̔ ̖͔ 1ɽɻ2 ̍ ͣ ̕ ̲΁ ̫ ˴̪̎ ̪̄ ˗ ̋ ̗˴̺ ̋ ̪̅ 
1ɽɻɺ ̍ ͣ ̔ ̺ ˶ ̲̪̘̪̔˾̯ ̍ͣ ̋ ̗ ˴̪̪̏̾̋̏ ̗̺ 
˻̲̝̺ ˗ ̃ ˻ ˠ̇˴̺ ̋ ̺˾̺ Ѱ̯̔̂ ˚ῥ̪̑, 

̗͎̯̅̉ ˚ῥ̪̑ ˫̏ ̗̯̃̕ ˚ῥ̪̑ ̯̌ 
˝̗ Ҳ̗̪̔̎ ̗̺ ˻ ̲̝̺ Ά˦ ̘ͦ ˗ ̗ ͎ ̯̅̉ 
˴̪̲̇̉̏ ˴̪ ˴̪̍ ̗͎̪̺̌̑̃ ̘ ͦ ˗

ˠѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ˦˴ ̗̍̎ ̺̔ ϣ̫̾̃ 
̺̺̑̋̾̏˾̯̏ ҂̪͎̀ ˴̪ ˴̪̍ 15 ̏ ̪ϣ̾ ͎̍ ͣ 1ɽ 
̖̔ͮ ̃ ˴ ̗͎̪̺̌̑̃ ̏ ̘̺ ˗ ̍ ̺˾͕̾  ˚˶̏̋А̯, 
̘̻̅ ̪̪̏̋̅ ˴̺ ̗ ̪̄ ˠ̇˴̪ ˻̲̝̪̔ ̯̌ 1ɽɻ2 
̗̺ ̏ ̘̪ ̘̻ ˗ ˦ ˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ 
˴̘̪ ̫˴ ˚̺̉̇ 50 ̔ ̖ͮ ˴ ̺  ̊ ̲̇̌̔ ̍ͣ 
ˠѥ̾ ͎̇ ̺ ˴ ̯̌ Ӟ̪̫̉̃ ˫̏ ̝̺̋ ҂̪͎̗̀͊ ˴̪ 
˴̪̍ ̺̺̑̇ ˴ ̾ Ѱ̪̭̄̍˴̪̃ ̘̯̇ ͎̅ ̯ ˗ ̔ ̺ 
̘̺̪̍̕ ˧̗̺ ҂̪͎̗̀͊ ˴̺ ̗ ̪̄ ˴̪̍ ˴̺̏̃ ̏ ̘,̺ 
˻̾ ̇˦ ̺̄ ̎ ̪ ˠ̗ Ρ̺Н ̍ ͣ̊ ̯̌ Ӟ̪̫̉̃ 
̘̯̇ ͎Ά˦ ̺̄ ˗

˦̗̭̗̾˦˾̺̀ ˝͎̫̪̀̎ ˴̪ ˴̪̲̇̉̏ ˴̪̪͔̎̑̎ 
̲̕΁ ˴ ̺̏̇ ˴ ̺  ̋ ̪̺̏ ̍ ͣ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ 

एसो͙सएटडे इं̈́डया के ©मखु  
±ी गोΛवद राम अ�वाल अगरबƕी 
उÍोग क̛ माक̀Πटग म̄ एक बड़ा नाम 
ह।ˎ वे िपछले 50 वष˛ से अगरबƕी 
टˀΡेडग से जड़ेु हुए ह।ˎ एसो͙सएटडे 
इं̈́डया असम और सेवेन ͙सȢस̂ 
राƆ˘ म̄ मन मं̻दर, फॉरˬȢ ªेगर˭स, 
रोशन अगरबƕी मैसूर, राज ªैगर˳स, 
िबग बेल और धूप छ˓व जैसे «˓ड्स 
क̛ सपुर Ȣॉ͇कȢ फम̂ ह।ै इसके 
अलावा एसो͙सएटडे इं̈́डया उƕर 
©दशे के कानपुर म̄ भी टˀΡेडग कारोबार 
करती ह।ै

78  सुगंध इंडिया | जून - 2026



˝̗˴̱ ̲̕΀˜̃ ̑˶̌˶ 20 ̔ ̖͔ ̘̺̉̑ ˴ ̱ 
˶˞ ̯̄ ˗ ɣ ̇˴̺ ̊ ̲̗̪̇̏, ˴ ̪̲̇̉̏ ˫̏ 
ˠА̏ Ѱ̺̅̕ ˚̺̉̇ ̃ ̉ ̍ͣ ˦ ˴ ̫̪̔̑̕ 
̪̋˻̪̏ ̘ ͦ˫ ̏ ̭˻̗ ˠғ̯̅ ˴̺ ̗ ̪̄ 
ˠѥ̾ ͎̇ ̺ ̔ ̘̪͎ ˴ ̪̪̏̾̋̏ ̲̕΁ ̫ ˴̪̎ ̪̄, ̔ ̘ 
̗̊̑ ̘̪̏ ˗

˦˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ 
ˠА̏ Ѱ̺̅̕ ̍ͣ ̉ ̘̺̑ ˴ ̾̇ Ѱ̾̀Ό̗͊ ̘̯̇ ͎
˹̺̑̃ ̄ ̺ ˗ ˴ ̪̲̇̉̏ ̗̺ ɣ ѥ̾ ͎̇ ̺ ̋ ̗˴̱ 
̲̕΀˜̃ ˴̱ ˗ ̑ ̾˶̾ ͎˴ ̾ ̗̍˼̪̪̎ ˶̪̎ ̫˴ 
˶̯̯̑ ̴̆̉ ̘̪̄ ̗̺ ̋ ̪̇˞ ˻̪̯̃ ̘ ̻˻ ̫̋˴ 
˴̾̇ ͕̪̀ ˞ ̘̪̾̃ ̘ ̻˫ ̏ ˚̭̆˴ ̺̘̋̃̏ 
̫̔˴ҥ ̘̻ ˗ ̆ ̯̺̏-̯̺̆̏ ̑ ̾˶̾ ͎̇ ̺ ̋ ̗̺ ̗ ̍˼̪ 
˫̏ ˜˻ ̴̆̉ ˠЖ̪̅̾ ͎˴ ̺  ̗ ̪̄ ˴̾̇ ̯̌ 
̘̪͎̔ ˴ ̪̱̊ ̑̾˴̫Ѱ̎ ̘̾ ˹̲˴̪ ̘̻ ˗

̗̲˶͎̆ ˝͎̫̪̀̎ ˴̺ ˦ ˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ 
˶̫͎̾̔̅ ˻̯ ̺̇ ̋ ̪̪̃̎ ̫˴ ̗̗̺̋ ϣ̪̪̅ 
̫̋˴̺̇ ̔ ̪̪̑ ̭̗͎˶ ̑ ҂̪͎̀ ̍̇ ͎̫̍̅̏ ̘̻ ˗ ̉ ̴̺̏ 
̼͔̇̄ ˞ә ̍ͣ ɣ ̇˴̱ ͔̊̍ ˴̪ ̍˻̴̋̃ 
̺̇˾̔˴͔ ̘ ̻˫ ̏ ̑˶̌˶ 500 ˴ ̪ˠ͎˾̗͔ ̪̃̄ 
100 ̫ ̀ә͕̯ ҁ̴˾̗͔ ˴̺ ˻ ̬̏˦ ̗ѱ̪˞ ˹̺̇ 
̗͎˹̪̭̑̃ ̘̯̾̃ ̘̻ ˗ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ 
˚˶̏̋А̯ Ѱ̾̀Ό̗͊ ̘̪͎̔ ϣ̪̪̅ ̫̋˴̺̃ ̘ ,ͦ 
˻̘̪͎ ̃ ̪̯̋̅ ˚̭̆˴ ̘̯̾̃ ̘̻ ˗

ˠѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ˶̲̪̘̪̔˾̯ ˴̺ ̊ ̪̪̑̔ 
˚Ѡ ̗̯̌ Ρ̺Н̾ ͎̍ ͣ ̌ ̯ ˚ϔ̰ ̫̋Ν̱ ̘,̻ 
̺̫̑˴̇ ̗̺̺̔̇ ̭̗ә̗͔ ̍ͣ ̭ ̍˻̾̏̍ ˫̏ 
̺̍˷̪̑̎ ̍ͣ ˞ ̗̪˞ ˜̪̯̋̅ ˚̭̆˴ ̘̺̾̇ ˴ ̺  
˴̪̏̂ ˚˶̏̋А̯ ˴̱ ˵̉̃ ˴̍ ̘̻ ˗ ̋ ̗̯ 
̘̃̏ ˚΀̪̂˹̑ Ѱ̺̅̕ ̍ͣ ̃ ̪̯̋̅ ˴̍ 
̘̺̾̇ ˴ ̱ ̔˻̘ ̗̺ ̔ ̘̪͎ ˴ ̱ ̪̍˴ͤ˾ ˺̾˾̯ ̘̻ ˗ 
̴̗̯̅̏ ˪̏ ̫Н̲̪̉̏ ˚˶̏̋А̯ ˴̱ ̋Ά̃ ̝̯̋ 
̪̍˴ͤ˾ ̘ ̻˫ ̏ ̘̪͎̔ ̗ ̺ ˴ ̲ ˺ ̗ѱ̪̗͔̎ 
̪͎̋σ̪̺̅̕ ̯̌ ˦Φ̉̾˾͔ ˴̺̏̃ ̘ ͦ ˗ ɣ ѥ̾ ͎̇ ̺ 
Ӣӆ ̫˴̪̎ ̫˴ ˠ̇˴̱ ͔̊̍ ˴̺̔̑ ˷̴̺̏̑ 
̪̍˴ͤ˾ ̃˴ ̘̯ ̗̯̭̍̃ ̘,̻ ˻ ̫̋˴ ˝͎̪̊̑ 
̗̺ ˴ ̲ ˺ ˚Ѡ ˴̪̪̯̏̾̋̏ ̪͔̋̍ ̃˴ ̯̌ 
˦Φ̉̾˾͔ ˴̺̏̃ ̘ ͦ ˗

˦˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ 
̘̪͎̎ ̆ ̴̉ ˴̱ ̪̍˴ͤ˾ ˚̯̌ ̋Ά̃ ̝̯̋ ̘̯̇ ͎
̘ ̻˫ ̏ ˚˶̏̋А̯ ̍ͣ ₹10 ˴ ̪ ̻̉˴ ̗̗̺̋ 
ϣ̪̪̅ ̫̋˴̺̇ ̔ ̪̪̑ Ѱ̾̀Ό ̘̻ ˗ ̘ ̪̪͎̫̑˴ 
₹20 ˦ ̍˜̯̏̉ ̪̺̔̑ ̉ ̻Φ ˴̪ ˹̑̇ ̺̃˻̯ 
̗̺ ̋ ̞ ̏ ̘̪ ̘̻ ˗ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ˝̗˴̱ 
̝̯̋ ̔˻̘ ̘̎ ̘ ̻̫ ˴ ˝̇ ̻̉Φ ̍ͣ ̮ ә˴ 
˴̱ ̗͎ή̪ ˚̭̆˴ ̘̯̾̃ ̘̻ ˗ ̎ ̘̯ ˴̪̏̂ ̘ ̻
̫˴ ̍̇ ͎̫̍̅̏ ҂̪͎̀ ̺̇ ˻ ̺̀ ̻҃˴ ˫̏ 
̪̯̪̑̍̏̕ ˻̻̗̺ ҂̪͎̗̀͊ ˴̱ ̲̪̃̑̇ ̍ͣ ̋ ̺̘̃̏ 
̉˴̝ ̋ ̪̇˞ ̘,̻ Μ͎̫̾ ˴ ˠ̗̺̇ ̋ ̺̘̃̏ 
Ο̪̭̑˾̯, ˴ ̍ ̺̏˾ ˫̏ ϣ̪̪̅ ̔˻̇ ˴̪ 
̗͎̲̃̑̇ ̫̪̅̎ ˗

ˠѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ̘̪͎̎ ̋ ̼Φ ̻̫̉˴͎˶ ˴̪ 
˹̑̇ ̃̾ ̍˻̴̋̃ ̘ ̻̘ ̯, ̑ ̺̫˴̇ ̭˻̉̏ ̻̉˴ 
˴̱ ̫̋Ν̱ ̯̌ ˚ϔ̰ ̘̺̾̇ ̑ ˶̯ ̘̻ ˗ ₹50 
˫̏ ˻͎̋̾ ̻̉Φ ˴̱ ̪͎̍˶ ̺̃˻̯ ̗̺ ̋ ̞ ̏ ̘̯ 
̘̻ ˗ ̗ ̪͎҂̪̯̇ ˴̉ ˴̱ ̪̍˴ͤ˾ ̯̌ ˿̯˴-˿̪˴ 
̘ ̻˫ ̏ ˝̗ ̗̺˶̍ͣ˾ ̍ͣ ̊ ̼̺̏ә ˴̪ ̪̋Ά̯̋̑ 
˚ϔ̪ ˹̪̑̃ ̘̻ ˗

˚̗̍ ˫̏ ̼͔̇̄ ˞ә ̍ͣ ̑ ̾˶̾ ͎˴ ̱ Ѷ̺˶̗̏ͣ 
̗͎̉̅ ̗͎͎̯̋̆ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ 
˴̘̪ ̫˴ ̘̪͎̎ ә͕̼ Ԝ˶  ˫̏ ̪̑˝˾ Ѷ̺˶̗̏ͣ 
˴̪ ˴̾˞ ̫̺̖̔̕ ˚͎̃̏ ̘̯̇ ͎̘ ̻ ˗ ̑ ̾˶ ̘̯̔ 
̗̲˶͎̆ ̗͎̉̅ ˴̺̏̃ ̘ ,ͦ ˻ ̾ ̪̔Ӛ̔ ̍ͣ ̊ ϔ̰ 
̘̾ ˗ ̊ ̺̉̇ ̍ ̪˴̫ͤ˾͎˶ ˚̲̇̌̔ ˴̺ ̋ ̪̺̏ ̍ ͣ 
ˠѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ˜˻ ̋Ά̃ ̑̾˶ ̪̍˴̫ͤ˾͎˶ 
˴̏ ̘̏ ̺̘  ͦ˫ ̏ ̝̯̋-̝̯̋ ̗̺Ԧ̗ ˾̯̍ͣ ˴ ̪̍ 
˴̏ ̘̯̏ ̘,ͦ ̑ ̺̫˴̇ ˠѥ̾ ͎̇ ̺ ˴ ̯̌ ˠ̗ ̯̃̏˴̺ 
˴̾ ̘̯̇ ͎̊ ̪̪̉̇̎ ˗ ̃ ˻ ̯̌ ̺̔ ˵ ̲̅ 
̪̍˴ͤ˾ ̍ͣ ˻ ̪̺̃ ̘  ͦ˫ ̏ ̗̺Ԧ̗ ̉̏ Ҳ̮Ύ˶̃ 
̇˻̏ ̏˵̺̃ ̘ ͦ ˗

ˠѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ̪̍˴ͤ˾ ̍ͣ ˴ ̪̍ ˴̱ ˴̾˞ 
˴̯̍ ̘̯̇ ͎̘ ,̻ ̑ ̺̫˴̇ ˴˞ ̑̾˶ Ο̪̭̑˾̯ 
Ѱ̾̀Ό ̘̯̇ ͎̅ ̺̺̃ ̎ ̪ ˚̭̆˴ ˴̱̍̃ ̺̺̑̃ ̘ ,ͦ 
˝̗̭̑˦ ̺̔ ϣ̪̪̅ ̗̍̎ ̃˴ ̘̯̇ ͎˹ ̺̑̃ ˗ 
ˠѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ̑̾˶ ˚Φ̏ ˚ϔ̰ 
̻̉˴̺̭˻͎˶ ˴̾ ̗̪̊̑̃ ˴̪ ˴̪̏̂ ̪̺̍̇̃ ̘ ,ͦ 
̺̫̑˴̇ ˠ̇˴̺ ̊ ̲̗̪̇̏ ̻̉˴̺̭˻͎˶ ̗̺ ϣ̪̪̅ 
̘̍Т̴͔̉̂ Ο̪̭̑˾̯ ˫̏ ˠ̭˹̃ ̺̏˾ ̘̺̾̃ 
̘ͦ ˗ ̎ ̫̅ ̺̎ ̅ ̾̇̾ ͎̗ ̘̯ ̘̾,͎ ̃ ̯̌ ˴̾˞ 
Ѱ̾̀Ό ͎̺̑̋ ̗ ̍̎ ̃˴ ̪̍˴ͤ˾ ̍ͣ ̫ ˾˴̪̃ 
̘̻ ˗

ˠѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ˦˴ ˾͕̺̀̏ ˴̺ ΁̉ ̍ͣ ̔ ̺ 
˚̗̍ ˫̏ ̼͔̇̄ ˞ә ˴̱ ̑˶̌˶ 4 ˴ ̝̏̾ 
˜̪̯̋̅ ̪̺̔̑ Ρ̺Н ̍ͣ ̅ ̺̌̏̕ ̍ͣ ̗ ̗̺̋ 
ϣ̪̪̅ ˴̪̪̏̾̋̏ ˴̺̏̃ ̘ ͦ ˗ ɣ к̾˶ ˴̱ 
˹̲̫̇̿̃̎̾ ͎̉ ̏ ˠѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ˹̲̫̪͎̇̿̃̎ 
̘̏ ˴̪̪̏̾̋̏ ˴̪ ̫̘Ӭ̪ ̘̯̾̃ ̘ͦ ˗ ̗ ̗̺̋ 
̝̯̋ ˹̲̯̇̿̃ ̘̎ ̘ ̻̫ ˴ ˚̭̆˴̪͎̕ 
̻̍Ѡ̲̻̊Ί̗͔̏ ˚̺̉̇ Ѱ̾̀Ό ˫̏ 
ˠ̉̌̾Ύ̪˪ ͎˴ ̾ ̺̑˴̏ Ӣӆ ̫̔˻̇ ̘̯̇ ͎
̏˵̺̃ ˫ ̏ ̗̯̌ ˦˴ ˚͎̯̆ ̝̅̿ ̍ ͣ ̑ ˶̺ Ά˦ 
̘ͦ ˗

Ҿ̯ ˶̫͎̾̔̅ ̪̏̍ ˚ῥ̪̑ ̺̇ ̋ ̪̪̃̎ ̫˴ 
˚̗̍ ˫̏ ̼͔̇̄ ˞ә ˴̱ ̪̍˴ͤ˾ ̺̅̕ ˴̺ 
˚Ѡ ̪̏ϣ̾ ͎˻ ̻̗̯ ̘̯ ̘̻ ˗ ̊ ˴͔ ̭̗͔̊ ˝̪̃̇ 
̘ ̻̫ ˴ ̫̘͎̅ ̯ ̪̖̯̌ ̪̏ϣ̾ ͎̍ ͣ ̆ ̴̉ ˴̪ ˹̑̇ 
̺̃˻̯ ̗̺ ̋ ̞ ̏ ̘̪ ̘ ̻˫ ̏ ˴̲˺ ̪̏ϣ̾ ͎̍ ͣ 
̭˻̉̏ ̻̉˴ ϣ̪̪̅ ˹̺̑̃ ̘ ,ͦ ˻ ̫̋˴ ̘̪͎̎ 
˚̯̌ ̯̌ ̑̾˶ ˚˶̏̋А̯ ˴̾ ˚̭̆˴ ̗͎̉̅ 
˴̺̏̃ ̘ ͦ ˗ ̋ ̗˴̺ ̊ ̪̪̑̔ ˴̾˞ ̝̪̋ ˚͎̃̏ 
̘̯̇ ͎̘ ̻ ˗ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ˠ̉̌̾Ύ̪ ̘̏ 
˻˶̘ ˦˴ ˻̻̗̺ ̘ ̺̾̃ ̘  ͦ˫ ̏ ̗̯̌ ˴̾ 

˚ϔ̰ Ο̪̭̑˾̯ ˴̍ ˴̱̍̃ ̍ͣ ˹ ̪̫̘˦ ˗

ˠѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ˠк̾˶ ˴̪ ̫̌̔Ӓ ̺̘̋̅ 
̺̘̋̃̏ ̘̻ ˗ ̎ ̘ ˠк̾˶ ̑˶̪̪̃̏ ̞̋ ̏ ̘̪ ̘ ̻
˫̏ ˝̗̍ͣ ̋ ̪̅̑̔ ̯̌ ̘̾ ̘̏ ̺̘ ͦ ˗ ̋ ̗̭̑˦ 
̑̾˶̾ ͎˴ ̾ ̗̍̎ ˴̺ ̊ ̲̗̪̇̏ ˵̲̅ ˴̾ 
̪̋̅̑̇ ̘̾˶̪ ˗ ̌ ̫̔Ӓ ˴̱ ̎̾˻̪̇˪ ͎̉ ̏ 
ˠѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ˚̋ ˚˶̯̑ ̯̞̯̉ ˴̾ 
˜˶̺ ˴ ̱ ̫̪̅̕ ̃̎ ˴̯̏̇ ̘̻ ˗ ˴ ͎ ̯̉̇ 30 
̫̅̇ ˴̱ ˠ̪̯̆̏ ̉̏ ̪̍̑ ̺̯̅̃ ̘ ̻˫ ̏ 
̪̋˻̪̏ ̗̺ ̗ ̍̎ ̉̏ ̴̗̯̔̑ ̯̌ ˻΁̯̏ ̘̯̾̃ 
̘̻ ˗ ˴ ̪̪̏̾̋̏ ̯̃̌ ̗̊̑ ̘̪̾̃ ̘,̻ ˻ ̋ 
̅̾̇̾ ͎˴ ̺  ̋ ̯˹ ̗͎̲̃̑̇ ̪̋̇ ̘̺̏ ˗

˦˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ 
˚̺̉̇ 50 ̔ ̖ͮ ˴ ̺  ̊ ̲̇̌̔ ˴̺ ̃ ̪̆̏ ̉̏ ̺̔ 
˶͎˶̪ ˚˶̏̋А̯ ˴̾ ̪̍˴ͤ˾ ˴̪ ͎̇̋̏-1 
Ѱ̾̀Ό ̪̺̍̇̃ ̘ ͦ ˗  ɣ ̇˴̺ ̊ ̲̗̪̇̏ ̴̗̺̅̏ 
Ӟ̪̇ ̉̏ ̼̺̊̏ә ˫̏ ̯̗̺̃̏ Ӟ̪̇ ̉̏ 
̏̾̇̕ ҂̪͎̀ ̘̻ ˗ ˴ ͎ ̫̉̇̎̾ ͎˴ ̾ ̗̲˼̪̔ ̺̺̅̃ 
Ά˦ ˠѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ˠѥ ̘ͣ ̺̪̍̕ Ο̪̭̑˾̯ 
˫̏ ̺̏˾ ˴̪ ̗͎̲̃̑̇ ̪̋̇˦ ̏˵̪̇ ˹̪̫̘˦ ˗ 
̺̔ ̫ ˴̗̯ ̯̌ ˴͎̯̉̇ ˴̪ ˴̪̍ ̺̺̑̇ ̗ ̺ ̉ ̘̺̑ 
ˠ̗˴̱ ˚˶̏̋А̯ ˴̱ Ο̪̭̑˾̯ ˫̏ 
˵̴̲̋̕ ˴ ̪ ̴̍Ҫ̪͎˴̇ ˴̺̏̃ ̘ ͦ ˗ ɣ ѥ ͣ̎ ̘ 
̗̍˼ ̘̯̾̃ ̘ ̻̫ ˴ ̫˴̗̯ ̫̺̖̔̕ ̗̲˶͎̆ ˴̾ 
̪̍˴ͤ˾ ̗̺ ̫ ˴̪̃̇ ˚ϔ̪ ̬̏Ӣ̼ѣ 
̭̺̍̑˶̪ ˗ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ̺̔ ̉ ̻˴̺̭˻͎˶ ̘̯̇ ͎
̺̅˵̺̃, ̋ ̮Ҝ ˴̺̔̑ ˵̴̲̋̕ ˫ ̏ ̺̏˾ ̺̅˵̺̃ 
̘,ͦ ˫ ̏ ̫̎̅ ̺̎ ̅ ̾̇̾ ͎̗ ̘̯ ̘̾,͎ ̃ ̾ Ѱ̾̀Ό 
̪̍˴ͤ˾ ̍ͣ ˻ ΁̏ ̗̊̑ ̘̪̾̃ ̘̻ ˗

̪̋̃˹̯̃ ̍ͣ ̍ ̿˻̴̅ Ҿ̯ Ѱ̯̔̂ ̺̇ ˴ ̘̪ ̫˴ 
̴̪̋̋˻̯ ˴̾ Ѱ̾̀Ό̗͊ ˫̏ ̪̍˴̫ͤ˾͎˶ ˴̪ 
˝̪̃̇ ˚̲̇̌̔ ̘ ̻̫ ˴ ˴͎̫̪͎̉̇̎ ̌ ̯ ˠ̇˴̺ 
̗̲˼̪̔̾ ͎˴ ̾ ˶͎̯̪̌̏̃ ̗̺ ̍ ̪̯̇̃ ̘ͦ ˗ ɣ ѥ̾ ͎̇ ̺ 
ˠ̪̘̅̏̂ ̺̺̅̃ Ά˦ ˴̘̪ ̫˴ ̼̺̊̏ә 
˚˶̏̋А̯ ̫̉˺̺̑ ˺ ̘ ̖̔ͮ ̗ ̺ ̍ ̪˴ͤ˾ ̍ͣ ̘ ̻ ˗ 
˦˴ ̪̋̏ ˠѥ̾ ͎̇ ̺ ˴ ͎ ̯̉̇ ˴̺ ˦ ˴ Ѱ̾̀Ό ̍ͣ 
Ҷ̪˝˾ ̋А̯ ̺̅˵̯ ˫̏ ̗̲˼̪̔ ̫̪̅̎ ̫˴ 
˴͎̯̉̇ ₹10 ˴ ̱ ̏ͣ˻ ̍ͣ Ҷ̪˝˾ ̼̺̊̏ә ̋А̯ 
̼̑ш ˴̺̏ ˗ ɣ ̗˴̱ ̺̘̋̃̏ ̗̲˶͎̆ ˫̏ 
˚̭̆˴ ˴̪̝̯ ˴̺ ˴ ̪̏̂ ̘̔ ̴̺̉̏ ̅ ̺̕ ̍ͣ ̫ ̘˾ 
̘̾ ˶˞ ˗ ̋ ̪̅ ̍ͣ ˴ ͎ ̯̉̇ ̺̇ ɣ ̗̺ ₹50 
˦̍˜̯̏̉ ̍ͣ ̌ ̯ ̼̑ш ̫˴̪̎ ˗

˦˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ 
̼̺̊̏ә ˴̱ ̻҃˴ ˚˶̏̋А̯, Ҷ̪˝˾ 
˚˶̏̋А̯ ˫̏ ̪̉˝̇˦Ѭ̑ ̺̬̔̏˦͎˾ ̋Ά̃ 
ϣ̪̪̅ ˹̺̑̃ ̘ ͦ ˗ ˶ ͎ ˶̪ Ѱ̾̀Ό̗͊ ˴̪ ̍̇ 
͎̫̍̅̏ ̺̘̋̅ ˚ϔ̰ Ο̪̭̑˾̯ ˴̪ Ѱ̾̀Ό 
̘̻ ˗ ̫ ̋˶ ̺̋̑ ̯̌ ˚ϔ̪ ˹̪̑̃ ̘ ̻˫ ̏ 
̏̾̇̕ ˴̪ ˴Ӛ̴̯̏ ̯̌ ̺̘̋̅ ̑̾˴̫Ѱ̎ 
Ѱ̾̀Ό ̘̻ ˗n

 79सुगंध इंडिया | जून  - 2026



̘̪̪̍̅̋̅ ̗̺ ̫ ̇˴̺̑̇ ̔ ̪̺̑ 
̆̇̑΢̯ ҂̪͎̀ ̺̇ ̊ ̗̍ ˫̏ 
̼͔̇̄ ˞ә ˴̺ ̭ ̑˦ ˚̪̉̇ ̫̀̉̾ 

˵̪̾̑ ̘̻ ˗ ̍ ̘̪̯̔̏ ˾͕̺̗͔̀ ˴̺ Ѱ̲̍˵ Ҿ̯ ̪̪̃̏ 
̫˴͎˴̏ ̺̅ ̉ ̘̺̑ ̍ ̲ή ΁̉ ̗̺ ˦ ̊˦̗̯̍˻̯ 
Ѱ̾̀Ό̗͊, ˴ ќ̺Π̯̇̏, ̉ ͎̃˻̭̑ ˫̏ 
̫̋Ӗ̲˾ ˜̫̅ ˠЖ̪̅̾ ͎˴ ̺  ̫ ̀ә͕̯ ҁ̴̇̕ ˴̪ 
˴̪̍ ˴̺̏̃ ̄ ̺ ˫ ̏ ˚̋ ̘̔ ̆̇̑΢̯ ̫̀̉̾ 
˴̱ ̭˻ғ̺̪̯̅̏ ̯̌ ̗͎̪̌̑ ̘̏ ̺̘ ͦ ˗ ̃ ̪̪̏ 
̫˴͎˴̏ ̺̅ ̇ ̺ ̗ ̲˶͎̆ ˝͎̫̪̀̎ ˴̾ ̪̪̋̃̎ ̫˴ 
̆̇̑΢̯ ˴̪ ̫̀̉̾ ̴̺̉̏ ̇ ̼͔̄ ˞ә ˴̾ ˴̔̏ 
˴̪̏̃ ̘̻ ˗ ̃ ̯̇-˹̪̏ ̪̘̍ ̘̺̉̑ ̘ ̯ ̫̀̉̾ 
̲̕΁ Ά˜ ̘,̻ ̑ ̺̫˴̇ ˚̗̍ ˫̏ ̼͔̇̄ ˞ә 
˴̺ ̋ ̝̺ ̋ ̪̑˴̺ ̍ ͣ ҂̪͎̀ ̺̃˻̯ ̗̺ ̋ ̞ ̏ ̘̪ ̘̻ ˗ 
˚̋ ̃˴ 3ɺ ̫ ̀ә͕̯ ҁ̴˾̗͔ ̫̲̇̎Ύ ̫˴˦ ˻̪ 
˹̲˴̺ ̘  ͦ˫ ̏ ˚̗̍ ˴̾ ̫̀ә͕̯ ҁ̴̇̕ ̺̇˾̔˴͔ 
˴̺ ̭ ̘̪̑˻ ̗̺ 4 ̫ ̘Ӭ̾ ͎̍ ͣ ̋ ̪͎˾̪ ˶̪̎ ̘̻ ˗ 
˚̉̏ ˚̗̍ ˫̏ ̑̾˚̏ ˚̗̍ ˴̺ ̃ ̪̆̏ 
̉̏ ˹̪̏ ˚̑˶-˚̑˶ ˦̬̪̏̎ ̪̋̇˦ ˶˦ ̘ͦ ˗

̗̲˶͎̆ ˝͎̫̪̀̎ ˴̺ ˦ ˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ 
̪̪̃̏ ˻̯ ̺̇ ̋ ̪̪̃̎ ̫˴ ̆̇̑΢̯ ˴̺ ̗ ̯̌ 
Ѱ̾̀Ό̗͊ ̺̘̯̋̃̏̇ ̘,ͦ ̑ ̺̫˴̇ ˠ̇̍ͣ ˶ ͎ ˶̪, 
˻̲̪̍̇, ̗ ̏ӫ̯̃, ˦ Ο̪, Ҷ̪˝˾ ә̾̇ ˚̫̅ 
̋Ά̃ ̘̯ ̘̪˞ Ο̪̭̑˾̯ ˴̺ Ѱ̾̀Ό̗͊ ̘ͦ ˗ 
˝̗˴̺ ̊ ̪̪̑̔ ˻̎ ˶̺̂̕, ρͦ̀ ԟ̪̑̾̏, 
˶̺̂̕ ԟ̪̑̾̏, ̏ ˻̯̇˶͎̪̆, ̍ ̾˶̪̏, ̭ ̯̑̑ 
ԟ̪̑̾̏ ̔ ̻̑̔ͣ̀̏ ˜̫̅ ̗̯̌ Ѱ̾̀Ό̗͊ ˴̱ 
˵̴̲̋̕ ˦ ˴̅̍ ˵̪̗ ̘ ̻˫ ̏ ̗̯̌ ˴̱ 
˚̑˶-˚̑˶ ̘̉˹̪̇ ̘̻ ˗ ɣ ѥ̾ ͎̇ ̺ ̆ ̇̑΢̯ 
Ѱ̾̀Ό̗͊ ˴̱ ˵̴̯̋ ̪̺̋̃̃ Ά˦ ˴̘̪ ̫˴ 

̗̯̌ ˚˶̭̏̋А̎̾ ͎˴ ̺  ̇ ̪̍ ˴̺ ̊ ̲̇΁̉ ˴̪̝̯ 
˴̪ ͎̏˶ ̏˵̪ ˶̪̎ ̘̻ ˗ ˻ ̻̗̺ ̍ ̾˶̪̏ ̪̇̍ ̗̺ 
̘̺̏ ̏ ͎˶ ˴̪ ˦̘̗̪̗ ̘̪̾̃ ̘,̻ ̋ ̗̭̑˦ 
ˠ̗˴̱ ˴̪̝̯ ̘̺̏ ̏ ͎˶ ˴̱ ̏˵̯ ˶˞ ̘̻ ˗ ̋ ̗̯ 
̘̃̏ ԟ̪̑̾̏ ̏ͣ˻ ̍ͣ ̑ ̪̑ ͎̏˶ ˴̪ ̪̌̔ ˜̪̃ 
̘,̻ ̋ ̗̭̑˦ ˠ̗˴̱ ˴̪̝̯ ̪̑̑ ͎̏˶ ˴̱ ̘̻ ˗ 
˴͎̯̉̇ ̺̇ ˴ ̲ ˺ ̘̯̺̍̇ ̉ ̘̺̑ ̫ ̀̉̾ ˵̾̑˴̏ 
˚ϔ̰ ̲̕΀˜̃ ˴̱ ̘̻ ˗

˦˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ 
̑̾˚̏ ˚̗̍ ̍ͣ ̋ ˴̼̯̾̇̍ Ѱ̾̀Ό̗͊ ˴̱ 
˚ϔ̰ ̪͎̍˶ ̘,̻ ˻ ̫̋˴ ˶̲̪̘̪̔˾̯, ̫ ̀҂̴˶̞ 
˻̻̗̺ ̋ ̝̺ ̕ ̘̏̾ ͎̍ ͣ ̘ ̪˞ Ο̪̭̑˾̯ ˴̺ 
̗̪̄-̗̪̄ ̑̾ ̏ͣ˻ ˴̺ Ѱ̾̀Ό̗͊ ̯̌ ˹̺̑̃ 
̘ͦ ˗ ̊ ̉̏ ˚̗̍ ̍ͣ ̌ ̯ Ѱ̾̀Ό̗͊ ˴̱ ˚ϔ̰ 
̪͎̍˶ ̘̻ ˗ ̋ ̗˴̺ ̊ ̪̪̑̔ ̫̗̲̫̃̇˴̪̎ ˫̏ 
˻̘̪̾̏˾ ̯̌ ˚ϔ̰ ̪̍˴ͤ˾ ̘ͦ ˗ ̍ ̺˷̪̑̎ ˴̺ 
̭̪͎̑̕˶ ̍ͣ ̌ ̯ ̝̪̄̾-̋Ά̃ ˴̪̍ ̘̾ ̘̪̏ ̘̻ ˗ 
ˠѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ̘̪͎̔ ˞ ̗̪˞ ˜̪̯̋̅ 
˚̭̆˴ ̘̺̾̇ ˴ ̺  ˴ ̪̏̂ ˚˶̏̋А̯ ˴̱ ̪͎̍˶ 
˴̪̱̊ ˴̍ ̘̻ ˗ ̋ ̗̯ ̘̃̏ ̭̲̍̂̉̏, ̇ ̪˶̪̑ͦ̀ 
˫̏ ˚΀̪̂˹̑ Ѱ̺̅̕ ̍ͣ ̌ ̯ ˚˶̏̋А̯ ˴̪ 
˹̑̇ ˴̍ ̘,̻ ̑ ̺̫˴̇ ̯̪̲̅̍̉̏ ̍ͣ ̋ ̗˴̱ 
˚ϔ̰-˵̪̗̯ ̪͎̍˶ ̘̻ ˗ ̊ ̗̍ ˫̏ ̫Н̲̪̉̏ 
˚˶̏̋А̯ ˴̱ ̋Ά̃ ̝̯̋ ˫̏ ̍˻̴̋̃ 
̪̍˴ͤ˾ ̘ͦ ˗

˦˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ 
˶̲̪̘̪̔˾̯ ̍ͣ ₹10 ˴ ̺  ̋ ̼Φ ̻̉˴ ˴̪ ˹̑̇ 
̗̗̺̋ ϣ̪̪̅ ̘̻ ˗ ɣ ̗˴̺ ̋ ̪̅ ₹50 ˴ ̱ 
˦̍˜̯̏̉ ̪̺̔̑ ̋ ̼Φ ̻̉˴ ˹̺̑̃ ̘ ͦ ˗ 

̑̾˚̏ ˚̗̍ ̍ͣ ₹20 ˴ ̪ ̼̋Φ ̻̉˴ ̯̌ 
˚ϔ̪ ˹̪̑̃ ̘̻ ˗ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ̘̪͎̎ 
˴̱ ̪̍˴ͤ˾ ̍ͣ ̭ ˻̉̏ ̻̫̉˴͎˶ ˴̱ ̲̕΀˜̃ 
̘̪̑ ̘̯ ̍ͣ Ά˞ ̘,̻ ̋ ̗̭̑˦ ˠ̗˴̪ ˹̑̇ 
˚̯̌ ˴̪̱̊ ˴̍ ̘̻ ˗

̗̲˶͎̆ ˝͎̫̪̀̎ ˴̾ ˠѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ 
˶̲̪̘̪̔˾̯ ˴̱ ̪̍˴ͤ˾ ̍ͣ ˹ ̺̑̇ ̔ ̪̺̑ Ѱ̲̍˵ 
҂̪͎̗̀͊ ̍ͣ ̗ ̪˝̫˴̑, ̅ ͔̇̕ ˫̏ ̕˴͎̲̪̃̑ ̗̺ 
̆̇̑΢̯ ˴̪ ̲̍˴̪̪̋̑ ̘̻ ˗ ̎ ̘̪͎ ˴ ̱ ̪̍˴ͤ˾ 
̍ͣ ˻ ̺̀ ̻҃˴, ̍ ̾Ρ, ̋ ̪̪̑˻̯ ˫̏ 
˜˞˾̯̗̯ ̯̌ ˚ϔ̺ ˹ ̺̑̃ ̘ ͦ ˗ ̃ ˞˾̯̗̯ 
˴̺ ˹ ̺̑̇ ˴ ̱ ̔˻̘ ̗͎͎̯̋̆ ̗̪̔̑ ̉̏ 
ˠѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ̘̪͎̎ ̃ ˞˾̯̗̯ ˴̺ ̅ ̴̗̺̏ 
Ѱ̾̀Ό̗͊ ˵̯̺̏̅̇ ̔ ̪̺̑ ̫ ˴̪̪̏̇ ˫̏ 
˻̇̏̑ ә̗͔̾ ˴̺ ̭ ̑˦ ˠ̇˴̱ ˚˶̏̋А̯ 
˫̏ ̴̆̉ ˵̯̪̏̅̇ ̯̌ ˻΁̯̏ ̘̪̾̃ ̘̻ ˗ 
ˠѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ Ѱ̯̭̍̎̍ Ѱ̾̀Ό̗͊ ˴̱ 
̘̪͎̎ ̊ ̭̆˴̃̍ ̪̍˴ͤ˾ 10 ̗ ̺ 15ʵ ̘ ̯ ̘̻ ˗ 
ϣ̪̪̅̃̏ ̑̾˶ ̯̫̍̀̎̍ ̏ͣ˻ ˴̺ ˧ ̗̺ 
Ѱ̾̀Ό̗͊ ̗͎̉̅ ˴̺̏̃ ̘ ,ͦ ˻ ̾ ˴̍ ˴̱̍̃ ̍ͣ 
˚ϔ̰ ˵̴̲̋̕ ̅ ͣ ˗

ˠѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ̴̆̉ ˴̱ ̘̪͎̎ ̊ ̯̌ 
̲̕΀˜̯̃ ρ̾̄ ̘̾ ̘̯̏ ̘̻ ˗ ˦ ˴ ̗̍̎ ̪̄ 
˻̋ ̑̾˶ ̴̆̉ ̘̬̏н̪̏ ̗̺ ̎ ̘̪͎ ̑ ̺˴̏ ˜̺̃ 
̺̄, ̑ ̺̫˴̇ ˚̋ ̑˶̌˶ ̗̯̌ ˴͎̫̪͎̉̇̎ ̆ ̴̉ 
˫̏ ͕̪̀ ˞ ̮ә˴ Ѱ̾̀Ό̗͊ ̪̋̇ ̘̯̏ ̘ͦ ˗ 
˝̗˴̺ ̋ ̪̔˻̴̅ ˚̯̌ ̯̌ ˝̗˴̱ ̪̍˴ͤ˾ 
̑˶̌˶ 5ʵ ˴ ̺  ̃ ̗̪̗̉ ̘̯ ̘̻ ˗ ˶ ̯̯̑ ̴̆̉ 
̍ͣ ̋ ̪̪̑˻̯ ˫̏ ͕̪̀ ˞ ̮ә˴ ̍ͣ ̗ ͎ ̅̑ ̮ә˴ 
˚ϔ̰ ˹̯̑̃ ̘̻ ˗ ̆ ̇̑΢̯ ˴̪ ̯̌ ̴̆̉ 
̗̺˶̍ͣ˾ ̍̿˻̴̅ ̘̻ ˗ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ̫̘̪̋̏ 
˫̏ ̴̯̎̉ ̍ͣ ̋ ͎ ̴̋-̺̗̑ Ѱ̾̀Ό̗͊ ̺̃˻̯ ̗̺ 
̞̋ ̏ ̘ ̺̘  ͦ˫ ̏ ˚̋ ̘̪͎̎ ˴ ̺  ̑ ̾˶̾ ͎˴ ̺  ̍ ̇ ̍ͣ 
̯̌ ̘̎ ̗̾˹ ̫̔˴̭̗̃ ̘̾ ̘̯̏ ̘̻ ˗ ̋ ̗̭̑˦ 
̫̌̔Ӓ ̍ͣ ̊ ˶̏̋А̯ ˴̱ ̫̘Ӭ̺̪̯̅̏ ˴̍ ̘̾ 
̗˴̯̃ ̘,̻ ˻ ̫̋˴ ˶̯̯̑ ˫̏ ̴̗˵̯ ̴̆̉ ˴̪ 
˹̑̇ ̞̺̋˶̪ ˗

ˠѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ̗̪͎҂̪̯̇ ˴̉ ˴̱ ̘̪͎̎ 
˚ϔ̰ ̫̋Ν̱ ̘ ̻˫ ̏ ̆̇̑΢̯ ̯̌ ˻Ҥ 
˴̉ ̼̑ш ˴̺̏̇ ̔ ̪̪̑ ̘̻ ˗ ̋ ̗˴̺ ̊ ̪̪̑̔ 
̪̍˴ͤ˾ ̍ͣ ̕ ˴͎̲̪̃̑ ˫̏ ̼̺̊̏ә ̪̋Ά̯̋̑ 
˴̺ ˴ ̉ ̯̌ ˚ϔ̺ ˹ ̺̑̃ ̘ ͦ ˗ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ 
̫˴ ˴̴̉̏ ˴̱ ̪̍˴ͤ˾ ̯̌ ̘̪͎̎ ˿ ̯˴-˿̪˴ 
̘̻ ˗ ̋ ̗˴̺ ̊ ̪̪̑̔ ˚̋ ̑̾˶ Ѷ̺˶̗̏ͣ ̍ͣ 
̪̊˝̇ ̉̏ԟ̴̯̎̍̏ ̇̾˾̗͊ ϣ̪̪̅ ̗͎̉̅ ˴̏ 
̘̏ ̺̘ ͦ ˗
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˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ̘̪͎̎ ˴ ̺  
ρ̪̘˴ ̪̪̋̑˻̯ ˴̺ Ѱ̾̀Ό̗͊ ̗̺ ˴ ̪̱̊ ̗͎̲̃ӆ ̘ͦ ˗ 
̯̋˜˞̗̯ ˫̏ ˪̏˴̺ ̌ ̯ ˚ϔ̪ ˹̑ ̘̪̏ ̘̻ ˗  
̘̪͎̎ ̫ ͎̯̋̅ ҂̪͎̀ ̯̌ ˚̯̌ ̪̍˴ͤ˾ ̍ͣ ̃ ̪̎ ̘̻ ˗  
ˠѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ̪̪̋̑˻̯ ˴̺ ̉ ̪̗ ˚̫̇˶̇̃ ̏ͣ˻ 

ˠ̉̑Ѽ ̘,ͦ ̭ ˻̗̗̺ ρ̪̘˴̾ ͎˴ ̺  ̉ ̪̗ ˴̪̱̊ ̫̔˴ҥ ̘̺̏̃ ̘ ͦ ˗  ̍ ̾̏ 
̪̍˴̫ͤ˾͎˶ ˴̺ ̇ ̺˾̔˴͔ ̗͎͎̯̋̆ ̗̪̔̑ ̉̏ ˠѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ̲̍ή 
΁̉ ̗̺ ɣ ̇˴̪ ˴̪̍ ˚̗̍ ̍ͣ ̘ ,̻ ̑ ̺̫˴̇ ̬̏˾̺̑ ˴̪ˠ͎˾̗͔ ̉̏ ̯̌ 
˴̪̱̊ ̍˻̴̋̃ ̉˴̝ ̘ ̻ ˗ ̊ ̗̍ ˴̺ ̑ ˶̌˶ ̘̏ ˝̪̑˴̺ ̗ ̺ ̑ ̾˶ 
̘̪͎̎ ̃ ̺̃ ̘  ͦ˫ ̏ ̊̾̇ ˴̺ ˻ ̬̏˦ ̯̌ ̪̍̑ ͎̍˶̪̺̃ ̘ ͦ ˗ ̊ ˶̏̋А̯ 
˴̪̪̏̾̋̏ ˴̺ ̭ ̘̪̑˻ ̗̺ ̫ ̗̲̫̃̇˴̪̎, ̇ ̔˶̪͎̔, ̫ ̀҂̴˶̞, ˻ ̘̪̾̏˾, 
̼͔̇̄ ̑˵̯̲̍̉̏, ̇ ̪̝̯̑̋ ˫̏ ̺̋̏̉˾̪ ˴̪̱̊ ̝̯̋ ̪̍˴ͤ˾̗͊ ̘,ͦ 
˻̘̪͎ ̊ ˶̏̋А̯ ˴̪ Ѱ˹̑̇ ̗̗̺̋ ϣ̪̪̅ ̘̻ ˗

˦˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ̴̆̉ ˠЖ̪̅̾ ͎̍ ͣ ˶ ̯̯̑ 
̴̆̉, ̀ ͕̪ ˞ ̮ә˴, ˴ ̾̇ ˫̏ ˴̉ ˴̱ ̪̍˴ͤ˾ ̯̺̆̏-̯̺̆̏ ̋ ̞ ̏ ̘̯ ̘̻ ˗ 
˝̗̯ ̘̃̏ ̭˻̉̏ ˫̏ ̪̉ˠ˹ ̻̫̉˴͎˶ ˴̪ ˹̑̇ ˚̯̌ ϣ̪̪̅ ̘̯̇ ͎
̘,̻ ̑ ̺̫˴̇ ˠ̗˴̱ ̪͎̍˶ ̯̌ ̑˶̪̪̃̏ ̞̋ ̏ ̘̯ ̘̻ ˗ ̏ ̪˻̺̕  ̍ ̾̏ ̺̇ 
̗̲˶͎̆ ˝͎̫̪̀̎ ˴̾ ̪̪̋̃̎ ̫˴ ̘̪͎̎ ˻ ̺̀ ̻҃˴, ̅ ͔̇̕, ̗ ̪˝̫˴̑, 
˜˞˾̯̗̯, ̋ ̪̪̑˻̯ ˫̏ ̪̯̪̑̍̏̕ ˴̱ ˚ϔ̰ ̪̍˴ͤ˾ ̘̻ ˗ ɣ ѥ̾ ͎̇ ̺ 
˴̘̪ ̫˴ ̪̯̪̑̍̏̕ ˴̾ ˠ̗˴̱ Ӗ̱̍̾ ͎˴ ̪ ˴̪̱̊ ̪̪̊̎̅ ̭̪̍̑ 
̘̻ ˗ ɣ ̪̘̅̏̂ ˴̺ ̃ ̿̏ ̉̏ ˴͎̯̉̇ ̺̇ ˦ ˴ ˴̪˾͔̇ ̉̏ ˦˴ ̗̯̭͎̑˶ ̻̊̇ 
˴̱ Ӗ̱̍ ̯̅ ̯̄, ̭ ˻̗̗̺ ҂̪͎̀ ˴̾ ˴̪̱̊ ̪̑̌ Ά˜ ˗

ˠѥ͎̾̇ ̺ ˴ ̘̪ ̫˴ ̴̆̉ ˴̻˾̺˶̯̏ ̍ͣ ˶ ̯̯̑ ̴̆̉ ˫̏ ͕̪̀ ˞ ̮ә˴ ̅̾̇̾ ͎
˴̱ ̑˶̌˶ ̪̋̏̋̏ ̪͎̍˶ ̘̻ ˗ ̋ ̪̪̑˻̯ ˴̺ ̆ ̴̉ Ѱ̾̀Ό̗͊ ˴̺ ̊ ̪̪̑̔ 

̍̾̏ ̪̍˴̫ͤ˾͎˶, ˶ ̲̪̘̪̔˾̯ ˴̺ Ѱ̲̍˵ 
̪̏˻̺̕ ̍̾̏, ̔ ̖͔ 2005 ̗ ̺ ̊ ˶̏̋А̯ 
˴̪̪̏̾̋̏ ̍ͣ ̗ ̫Ν̎ ̘ͦ ˗ ̗ ̲˶͎̆ 
˝͎̫̪̀̎ ̗̺ ̋ ̪̃˹̯̃ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ 
̫˴ ̘̺̉̑ ̎ ̘̪͎ ₹10 ˦ ̍˜̯̏̉ ̪̯̔̑ 
˚˶̭̏̋А̎̾ ͎˴ ̱ ˚ϔ̰ ̪̍˴ͤ˾ ̯̄, 
̺̫̑˴̇ ˚̋ ₹50 ˦ ̍˜̯̏̉ ̪̺̔̑ 
̼̋Φ ˫̏ ̭˻̉̏ ̻̉˴ Ѱ̾̀Ό̗͊ 
˴̱ ̪͎̍˶ ̺̃˻̯ ̗̺ ̋ ̞̯ ̘̻ ˗ ̊ ˶̏̋А̯ 
˴̪̪̏̾̋̏ ̍ͣ ɣ ̇˴̱ ̲̕΀˜̃ 
̪̯̪̑̍̏̕ ˚˶̏̋А̯ ҂̪͎̀ ˴̺ ̊ ̾̏-
˝̇-̔̇ Ѱ̾̀Ό ̗̺ Ά˞ ̯̄ ˗ ̔ ͔̪̃̍̇ 
̍ͣ ɣ ̇˴̺ ̉ ̪̗ ̪̪̋̑˻̯ ˴̪ ˴̪̍ ̘̻ ˗

̗̪̃̇ ˴̪ ̪̯̀̑ ҂̪͎̀ ̯̌ ̘̪͎̎ ̊ ϔ̪ ˹̪̑̃ ̘̻ ˗ ̀ ̪̯̑ ҂̪͎̀ ˴̱ 
˵̪̭̗̎̃ ̘̎ ̘ ̻̫ ˴ ̘̔ ̘̏ ̇˞ ̏ͣ˻ ˴̺ ̗ ̪̄ Ӗ̱̍ ˫̏ ҂̾̏̕ 
̺̌˻̪̃ ̘̻ ˗ ̫ ˴̗̯ ̯̌ ̇˦ Ѱ̾̀Ό ˴̺ ̗ ̪̄ ˴͎̯̉̇ ̪̯̄̑, ̫ ˶̪̗̑ 
˫̏ ˾̼̔̑ ˻̻̗̯ ˹̯˻ͣ ̫ ̀ә͕̯ ҁ̴˾̗͔ ˫̏ ̬̏˾̺̗͔̑ ˴̾ ̺̯̅̃ ̘̻ ˗

ˠѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ̗̪͎҂̪̯̇ ˴̉ ˴̻˾̺˶̯̏ ̍ͣ ̗ ̪˝̫˴̑ ˴̪ ̻̺̇̔к 
˫̏ ̪̺̊̏ә  ̋ ̪Ά̯̋̑ ˻̻̗̺ ҂̪͎̗̀͊ ˴̺ ̊ ̪̪̑̔ ̑˶̌˶ ̗̯̌ 
˴͎̫̉̇̎̾ ͎˴ ̺  ˴ ̉ Ѱ̾̀Ό̗͊ ˹̺̑̃ ̘ ͦ ˗ ̋ ̗̯ ̘̃̏ ˴̴̉̏ ˴̱ ̪̍˴ͤ˾ 
̯̌ ̘̪͎̎ ̆ ̯̺̏-̯̺̆̏ ̋ ̞ ̏ ̘̯ ̘̻ ˗ ˴ ̴̉̏ ˜̍̃̿̏ ̉̏ ̴̉˻̪ ̗̪̍ρ̯ ˴̱ 
̲̅˴ ̪̇̾ ͎˫ ̏ ̫˴̪̪̏̇ ә̗͔̾ ̉̏ ̫̋˴̪̃ ̘̻ ˗ 

̘̪͎̎ ˴ ̱ ̪̍˴ͤ˾ ̍ͣ ˶ ͎ ˶̾Н̯ ˴̱ ̪͎̍˶ ϣ̪̪̅ ̘̻ ˗ ˹ ͎ ̅̇ ˾̯˴̪ ˴̪ 
˹̑̇ ˴̪̱̊ ˴̍ ̘̻ ˗ ˦ ˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ 
̘̪͎̎ ә͕̼ Ԝ˶  Ѷ̺˶̗̏ͣ ˫̏ ̯̍˿̯ ̗̲˶͎̆ ̅̾̇̾ ͎̉ ̗͎̅ ˴̱ ˻̪̯̃ ̘ͦ ˗ 10 
̍ͣ ̗ ̺ ̑ ˶̌˶ 8 ρ̪̘˴ ҂̪͎̀ ˴̺ ̇ ̪̍ ̉̏ ˵̯̪̯̏̅̏ ˴̺̏̃ ̘ ͦ ˗ ̇ ˦ 
҂̪͎̗̀͊ ̯̌ ̘̪͎̎ ˴ ͎ ̯̉̇ ˴̺ ̇ ̪̍ ˫̏ ̗̺̌̏̾ ̉ ̏ ̘̯ ˹̺̑̃ ̘ ͦ ˗ 
˜̍̃̿̏ ̉̏ ˦˴ ρ̪̘˴ Ѱ̫̪̘̃̍ ̑˶̌˶ ₹250 ̃ ˴ ˚˶̏̋А̯ 
̉̏ ˵˹͔ ˴̪̏̃ ̘̻ ˗

˚Ѡ ̪̏ϣ̾ ͎˴ ̱ ̲̪̃̑̇ ̍ͣ ̎ ̘̪͎ ˴ ̱ ̪̍˴ͤ˾ ˴̱ ̮Ӟ̫̃ ̉̏ ˠѥ̾ ͎̇ ̺ 
˴̘̪ ̫˴ ̘̪͎̎ ˴ ̺  ρ̪̘˴ ˚Ѡ ̪̏ϣ̾ ͎̗ ̺ ˴ ̪̱̊ ˚̑˶ ̘ͦ ˗ ̎ ̘̪͎ 
̼̋Φ ̻̉˴ ϣ̪̪̅ ˹̺̑̃ ̘ ,ͦ ˻ ̫̋˴ ̪̉ˠ˹ ˫̏ ̭˻̉̏ ̻̉˴ ˴̱ 
̪͎̍˶ ˴̍ ̘̻ ˗ ̅ ̴̗̺̏ ̏ ̪ϣ̾ ͎˴ ̱ ̲̪̃̑̇ ̍ͣ ̎ ̘̪͎ ̑ ̴˻ ˚˶̏̋А̯ ̘̯̇ ͎
̫̋˴̯̃ ˫̏ ̲̍ϲ̪ ̻̉˴ ˴̪ ̃̾ ̫̋Ҝ̲̑ ̯̌ ˹̑̇ ̘̯̇ ͎̘ ̻ ˗ ɣ ѥ̾ ͎̇ ̺ 
˴̘̪ ̫˴ ̘̪͎̎ ˴ ̺  ɣ ̉̌̾Ύ̪˪ ͎̍ ͣ ˻ ̪˶΁˴̪̃ ̞̯̋ ̘̻ ˗ ̘ ̪̪͎̫̑˴ 
̘̪͎̎ Ӟ̪̯̇̎ ˠЖ̪̅˴ ̯̌ ̍̿˻̴̅ ̘,ͦ ̑ ̺̫˴̇ ˠ̇˴̺ Ѱ̾̀Ό̗͊ ̲̍ή 
΁̉ ̗̺ ̍ ͎ ̫̅̏̾ ͎˴ ̺  ̃ ̗̪̗̉ ̪̎ ρ̪̯̍̂ ˝̪̑˴̾ ͎̍ ͣ ̘ ̯ ̫̋˴̺̃ ̘ ͦ ˗
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̗̍ ˴̱ ̪̏˻̪̯̆̇ ˶̲̪̘̪̔˾̯ ˫̏ 
̴̺̉̏ ̇ ̼͔̄ ˞ә ̍ͣ ̉ ̪ˠ˹ ̻̫̉˴͎˶ ˴̪ 
˹̑̇ ˴̪̱̊ ˴̍ ̘̻ ˗ ̎ ̘̪͎ ̑ ̾˶ 

̗̗̺̋ ϣ̪̪̅ ̼̋Φ ̻̉˴ ̗͎̉̅ ˴̺̏̃ ̘ ͦ ˗ 
̗̲˶͎̆ ˝͎̫̪̀̎ ˴̾ ̘̎ ˻̪̇˴̪̯̏ ̺̺̅̃ Ά˦ 
̼͔̇̄ ˞ә ˦˻̗̯ͣ˻ ˴̺ Ѱ̲̍˵ ̗͎˻̎ ˴̲̪̍̏ 
̪̬̉̏˵ ̺̇ ̋ ̪̪̃̎ ̫˴ ̘̪͎̎ ̋ ˴̼̯̾̇̍ 
̗̺˶̍ͣ˾ ̍ͣ ₹10 ˫ ̏ ₹20 ˦ ̍˜̯̏̉ ̪̺̔̑ 
Ѱ̾̀Ό̗͊ ˴̱ ̗̗̺̋ ϣ̪̪̅ ̪͎̍˶ ̘̻ ˗ ̋ ̗˴̺ 
̪̋̅ ₹40 ̗ ̺ ₹50 ˦ ̍˜̯̏̉ ̪̺̔̑ ̋ ̼Φ 
̻̉˴ ˹̺̑̃ ̘ ͦ ˗ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ̻̫̉˴͎˶ 
̫˴̗̯ ̯̌ ˴̱̍̃ ˴̱ ̘̾, ρ̪̘˴ ̼̋Φ ̻̉˴ 
̘̯ ϣ̪̪̅ ̗͎̉̅ ˴̺̏̃ ̘ ͦ ˗

̼͔̇̄ ˞ә ˦˻̗̯ͣ˻ ̖͔̔ 1ɽɽɽ ̗ ̺ ̊ ˶̏̋А̯ 
˴̪̪̏̾̋̏ ̍ͣ ̗ ̫Ν̎ ̘̻ ˗ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ 
ˠ̇˴̺ ̫ ̪̉̃˻̯ ̺̇ ̘ ̾̍˾̪ˠ̇ ˻̘̪̾̏˾ ̗̺ 
˴̪̪̏̾̋̏ ˴̱ ̲̕΀˜̃ ˴̱ ̯̄ ˗ ɣ ̗̯ ̗̍̎ 
̗̺ ̊ ͔̍ ˴̺ ̉ ̪̗ ˦. ̏ ̫̔ ̪̏˶, ̔ ͎ ̀̏̑ͦ̀ 
˝ѣ̗ͣ, ˹ ̪΀ ҂̪͎̀, Ѷ̺̕ Ѷ̺˶̗̏ͣ ˫̏ ˴̶Ӌ 
˴̪̑ ˻̻̗̺ ҂̪͎̗̀͊ ˴̪ ˴̪̍ ̘̻ ˗

̗̲˶͎̆ ˝͎̫̪̀̎ ˴̾ ˠѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ˠ̇˴̪ 
̪̍˴ͤ˾ ̺̇˾̔˴͔ ˶̪̾̑˷̪˾, ̭ ̗̪̔̕˶̏ ˫̏ 

˶̲̪̘̪̔˾̯ ̗̺ ̑ ̺˴̏ ̫̀҂̴˶̞, ̫ ̗̲̫̃̇˴̪̎, 
˻̘̪̾̏˾, ̋ ͎̪̊̑ ˫̏ ˚΀̪̂˹̑ Ѱ̺̅̕ ˴̺ 
˞˾̪̇˶̏ ̃˴ ̻̪̊̑ Ά˜ ̘̻ ˗ ˻ ̘̪̾̏˾ ̍ͣ ̘ ̯ 
ˠ̇˴̪ ̘̺̀  ˨̫̗̊ ̮Ӟ̃ ̘̻ ˗ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ 
̫˴ ̘̪͎̎ ˴ ̱ ̪̍˴ͤ˾ ̍ͣ ɣ ̇˴̺ ̗ ̯̌ ҂̪͎̗̀͊ 
˚ϔ̪ Ѱ͔̅̇̕ ˴̏ ̘̏ ̺̘  ͦ˫ ̏ ˝˴̼̯̾̇̍ 
Ѱ̾̀Ό̗͊ ȶ ₹  ɺ0 ˦ ̍˜̯̏̉ȷ ˴ ̱ ̪͎̍˶ 
̗̗̺̋ ϣ̪̪̅ ̘̻ ˗

ˠѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ Ѷ̺̕ ҂̪͎̀ ˴̺ Ѱ̯̭̍̎̍ 
Ѱ̾̀Ό̗͊ ̯̌ ˚ϔ̪ Ѱ͔̅̇̕ ˴̏ ̘̏ ̺̘ ͦ ˗ 
Ѷ̺̕ ˴̪ ˦˴ Ѱ̾̀Ό ₹ɽ0 ˦ ̍˜̯̏̉ ̗̺ 
̺̑˴̏ ₹1000 ̃ ˴ ˴̱ ̏ͣ˻ ̍ͣ ɣ ̉̑Ѽ ̘̻ ˗ 
Ѷ̺̕ ̍ͣ Ѷ̴˾̯, ̇ ̺˹̏ Ѷ̺̕ ˫̏ ˡ̅ ˴̪̱̊ 
˹̺̑̃ ̘ ͦ ˗ ˹ ̪΀ ҂̪͎̀ ̍ͣ ₹10 ˫ ̏ ₹20 ˴ ̱ 
̏ͣ˻ ˫̏ ˝˴̾ ̍ͣ ɻ-8 ɣ Ж̪̅ ˴̪̱̊ ̗͎̉̅ 
̫˴̪̎ ˻̪̪̃ ̘̻ ˗ ̋ ̗˴̺ ̊ ̪̪̑̔ ̴҃  
ԭΟ̪̎̏ , Ҷ̪˝˾, ԭΟ̪̎̏, Ш̯-˝̇-̔̇, 
˹̪΀ ̗ ͎ ̅̑, ̍ ̪͌ ̌ ̪̯̔̇, ̏ ̪̪̆ ˴̶Ӌ ˫̏ 
̪̊˝̔ ә̪̏ ̯̌ ˚ϔ̺ ˹ ̺̑̃ ̘ ͦ ˗ ˴ ̶ Ӌ 
˴̪̑ ˴̺ ˴ ˞ ˝˴̼̯̾̇̍ Ѱ̾̀Ό̗͊ ˴̱  
̯̌ ˚ϔ̰ ̪͎̍˶ ̘̻ ˗ ₹10 ˫ ̏ ₹20 ˴ ̱  
̏ͣ˻ ̍ͣ ̭ ̍Φ ˫̏ ˦˜̗̯̏ ̗͎̅̑ ˚ϔ̺ 
˹̺̑̃ ̘ ͦ ˗

̗͎˻̎ ˻̯ ̺̇ ̋ ̪̪̃̎ ̫˴ ˝̗˴̺ ̊ ̪̪̑̔ 
̪̍˴ͤ˾ ̍ͣ ̍ ̇ ͎̫̍̅̏, ΁̪̯̉̑, ̅ ͔̇̕, ˻ ̺̀ 
̻҃˴, ̗ ̪˝̫˴̑, ̃ ˞˾̯̗̯, ̋ ̪̪̑˻̯ ˫̏ 
̯̋˜˞̗̯ ˻̻̗̺ ҂̪͎̗̀͊ ̯̌ ˚ϔ̪ Ѱ͔̅̇̕ 
˴̏ ̘̏ ̺̘ ͦ ˗ ˻ ̑˶̪͎̔ ˴̺ ˦ ̗˦̗ ̺̮̀̾̍ә˴ 
˫̏ ̴̻̗̍̏ ̯̉˦̗ ˴̪ ˴̪̍ ̯̌ ˠ̇˴̺  
̪̗̉ ̘̻ ˗

˦˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ 
̴̆̉ ˴̱ ̪̍˴ͤ˾ ̑˶̌˶ 8 ̗ ̺ 10 Ѱ̫̃̃̕ ̘,̻ 
̭˻̗̍ͣ ˶ ̯̯̑ ̴̆̉ ϣ̪̪̅ ˹̯̑̃ ̘̻ ˗ ̀ ͕̪ ˞ 
̮ә˴ ˴̪ ˹̑̇ ̯̌ ̯̺̆̏-̯̺̆̏ ̕ ̲΁ ̘ ̾ ˶̪̎ 
̘̻ ˗ ̋ ̗ ̗̺˶̍ͣ˾ ̍ͣ ˦  ̫̏̔ ̪̏˶ ˴̪ ̭˻̉̏, 
˻̺̀ ̻҃˴ ˫̏ ˚Ѡ ҂̪͎̗̀͊ ˹̺̑̃ ̘ ͦ ˗ 
̗̪͎҂̪̯̇ ˴̉ ˴̻˾̺˶̯̏ ̍ͣ ˦   ̏ ̫̔ ̪̏˶, 
̼̺̊̏ә ̪̋Ά̯̋̑ ˫̏ ̗̪˞˴̑ ̻̺̇̔к ˻̻̗̺ 
Ѱ̾̀Ό̗͊ ˴̱ ̪͎̍˶ ̘̻ ˗

˦˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ 
Ѷ̺˶̗̏ͣ ̍ͣ ̎ ̘̪͎ ̗ ̯̌ ̘̃̏ ˴̺ ̇ ̾˾̗͊ ̗͎̉̅ 
̫˴˦ ˻̪̺̃ ̘ ,ͦ ̑ ̺̫˴̇ ̏̾˻ ˫̏ ˹͎̅̇ ˴̾ 
̗̗̺̋ ϣ̪̪̅ ̗͎̉̅ ̫˴̪̎ ˻̪̪̃ ̘̻ ˗ ɣ ѥ̾ ͎̇ ̺ 
˴̘̪ ̫˴ ̘̪͎̎ ˴ ̱ ̪̍˴ͤ˾ ˴̪̱̊ ̘̅ ̃˴ 
̭̉Ҹ̍ ͎̋˶̪̑ ˴̺ ̭ ̗̯̑˶̲̝̯ ˻̻̗̯ ̘̻ ˗
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ǋसǴ ǚǶ नȋǫɹ ǎЩ Ǵɾ ǌज ǛҬ ǪाǶҠǜ Ǵɾ ��� ǴाǛɿ ǥ ǋगǶǲΗȃ ǚǶ 
�� Ǵɾ धूǰ� िɺ ाǎ ҼЩǛ� Ǜȍन� Ǜǰ ǌҳǬ ǏΚाǬӘ ǛҬ ǿȊ� ǸȉडǛन ǳҴǻУ Ǵɾ 
ǲंǲू Ǹȉस ǏΚाǬӘ ǛҬ ǴाǛɿ ǥ Ǫȉजȃ सȉ ǲȕȉगȃș जयʣȃ Ǖजɾसȃ Ǜȉ  ʛǴुǜ ʣȃ 
ǌҳǬΝ ǠӚिǛ नȉ सुगंध इंडिया सȉ ǕǛ ǲाǪǠȃǪ Ǵɾ Ǜǿा डǛ ǌनȉ ǻाǸा 
सǴय ǲंǲू Ǹȉस ǏΚाǬӘ Ǜा ǿȊș 
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˻ ˚˶̏̋А̯ ϣ̪̪̅ ˻΁̏ 
̫̋˴̯̃ ̫̅˵̪˞ ̺̅ ̏ ̘̯ ̘,̻ 
̺̫̑˴̇ ̻̍Ѡ̲̻̊Ί̗͔̏ ˫̏ 
̫̀ә͕̯ ҁ̴˾̗͔ ˴̾ ̑˶ ̘̪̏ 

̘ ̻̫ ˴ ̭˻̗ ̘̃̏ ˚ϔ̺ Ο̪̭̑˾̯ ˴̺ ̋ ̪͎̗ ˴̱ 
˴̯̍ ̘ ̻˫ ̏ ̑̾˶ ̪̫͔̆̍˴  ˴̪̏̂̾ ͎̗ ̺ ̉ ̴˻̪ ̪̎ 
̪̫͔̆̍˴  ˴̪̎ͮ ̍ ͣ ̋ ̪͎̗ ̘̯̇ ͎˻ ̪̪̑̇ ˹̪̘̺̃ ̋ ̗̗̺ 
̴͎̋̋ ̑ ̺̗ ˠЖ̪̅̾ ͎˴ ̱ ̪̍˴ͤ˾ ̗̺̺̔̇ ̭̗ә̗͔ ̍ͣ ̌ ̯ 
̞̺̋˶̯ ˗ Ϡ̪̃ ̘̾ ̫˴ ̫̘̪̋̏, ɣ А̏ Ѱ̺̅̕ ˫̏ 
˚Ѡ ̫̘͎̅ ̯ ̪̖̯̌ ̪̏ϣ̾ ͎̍ ͣ ̆ ̴̉ ˠЖ̪̅̾ ͎˴ ̪ ˹̑̇ 
40ʵ ̃ ˴ ̉Ά͎˹  ˶̪̎ ̘,̻ ˻ ̾ ˜̺̇ ̔ ̪̺̑ ̫ ̅̇̾ ͎̍ ͣ 
˚˶̏̋А̯ ˴̾ ˫̏ ̯̉˺̺ ˺ ̝̾ ̅ ̺˶̪ ˗ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ 
̫˴ ̘̎ ˚̑˶ ̪̋̃ ̘ ̻̫ ˴ ͕̪̀ ˞ ̮ә˴ ˚˶̏̋А̯ 
̭˻̪̃̇ ̗Ӛ̯ ̘̯̇ ͎̫ ̋˴ ̗˴̺˶̯ ˗ ɣ ̗˴̱ ˴̱̍̃ 
˝̗̭̑˦ ϣ̪̪̅ ̘̾˶̯ Μ͎̫̾ ˴ ˚˶̏̋А̯ ̍ͦ ̋ ̪͎̗ 
̑˶̪̃ ̘,̻ ˻ ̫̋˴ ͕̪̀ ˞ ̮ә˴ ˫̏ ̴̆̉ ˜̫̅ 
ˠЖ̪̅̇ ̍ͣ ˴ ̺ ̔̑ ̗̪̪̍̑ ̘̯ ̑˶̪̃ ̘̻ ˗

̗̲˶͎̆ ˝͎̫̪̀̎ ˴̾ ˜̫̅М ˻̯ ̺̇ ̋ ̪̪̃̎ ̫˴ ̺̺̍̏ 
˹̪˹̪ ˻̯ Ҿ̯ ˻̎ ̫˴̇̕ ˹̪͎̀˴ ̺̇ 40 ̔ ̖͔ ̴͔̉̔ 
˚˶̏̋А̯ ˴̪̪̏̾̋̏ ˴̱ ̲̕΀˜̃ ˴̱ ̯̄ ˫̏ ˝̗ 
͔̊̍ ˴̾ ˴̪̱̊ ˠ˹̪˞̎̾ ͎̃ ˴ ̉Ά͎˹ ̪̪̎ ˗ ̕ ̲΁ ̗ ̺ 
̘̯ ͎̋˶̲̑΀ ˴ ̱ ˴͎̫̉̇̎̾ ͎˴ ̪ ˴̪̍ ˠ̇˴̺ ̎ ̘̪͎ 
̘̪̾̃ ̪̄ ˗ ̋ ̗ ̔Ύ ̯̌ ̭̕̕ ˝͎̀ә͕̯ ˻ ˴̪ 
̺̫̀̇̍, ˦  ˴̺ Ѱ̾̀Ό̗͊, ̊ Ҧ̪ ̉̏ԟ̴̯̎̍̏ ̔˴͔, 
̏̄̇̍ ˚˶̏̋А̯, ̊ ̍΀̪̄ ˫̏ ˻̎ ˝ѣ̗̺ͣ ˴ ̪ 
˴̪̍ ̘̻ ˗ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ̘̔ ̲̍ή ΁̉ ̗̺ 
˚̗̍ ̍ͣ ̫ ̀ә͕̯ ҁ̴̇̕ ˴̪ ˴̪̍ ˴̺̏̃ ̘ ,ͦ ̑ ̺̫˴̇ 
ˠ̗˴̺ ̗ ̪̄ ̘̯ ̴̺̉̏ ̇ ̼͔̄ ˞ә ̃˴ ̗ѱ̪˞ ̺̇˾̔˴͔ 
̘̻ ˗ ˶ ̲̪̘̪̔˾̯ ˴̺ ̊ ̪̪̑̔ ̼͔̇̄ ̑˵̯̲̍̉̏, ̊ ̉̏ 
˚̗̍ ̔ ̑̾˚̏ ˚̗̍ ˴̪ ̴̪̉̏ ˝̪̑˴̪, 
̫̗̲̫̃̇˴̪̎, ˻ ̘̪̾̏˾, ̇ ̿˶̪͎̔, ̋ ̺̏̉˾̪ ˫̏ 
͎̏˶̪̑ ˜̫̅ ̘ͦ ˗ ̋ ̗˴̺ ̊ ̪̪̑̔ ̭̲̍̂̉̏ ˝͎̪̊̑ ̍ͣ 
̯̌ Ѱ̯̭̍̎̍ Ο̪̭̑˾̯ ˴̺ ˴ ̲ ˺ Ѱ̾̀Ό ˴̱ 
̪̍˴ͤ˾ ̘̻ ˗ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ˚΀̪̂˹̑ Ѱ̺̅̕, 
̪̇˶̪̑ͦ̀, ̍ ̺˷̪̑̎, ̭ ̍˻̾̏̍ ̍ͣ ̊ ˶̏̋А̯ ˴̪ 
˹̑̇ ˴̍ ̘̻ ˗ ˦ ˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ 
˴̘̪ ̫˴ ˚̗̍ ̴̺̉̏ ̇ ̼͔̄ ˞ә ɏ̗̺̺̔̇ ̭̗ә̗͔ɐ 
˴̪ ˶̺˾̺̔ ̍ ̪̪̇ ˻̪̪̃ ̘̻ ˗

̗̲˶͎̆ ˝͎̫̪̀̎ ˴̾ ˠѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ˴̱ ˠ̇˴̺ ̗ ̪̄ 
̑˶̌˶ 100 ̫ ̀ә͕̯ ҁ̴˾̏ ˴̪̍ ˴̺̏̃ ̘ ,ͦ ˻ ̾ ̴̪̉̏ 
̗ѱ̪˞ ̺̇˾̔˴͔ ̺̅˵̺̃ ̘ ͦ ˗ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ̘̪͎̎ 
̲̍ή ΁̉ ̗̺ ₹10 ˴ ̺  Ѱ̾̀Ό ˹̺̑̃ ̘ ͦ ˗ 20 ˫ ̏ 
₹50 ˴ ̱ ˦̍˜̯̏̉ ̪̺̔̑ Ѱ̾̀Ό ˴̱ ̪͎̍˶ 
̯̺̆̏-̯̺̆̏ ̋ ̞ ̏ ̘̯ ̘̻ ˗ ˻ ̯̉̏ ̔ ̪̉ˠ˹ ˴̪ ˹̑̇ 
̘̪͎̎ ̋ Ά̃ ˴̍ ̘̻ ˗ ̗ ̗̺̋ ϣ̪̪̅ ̼̋Φ ̻̫̉˴͎˶ ̘̯ 

˹̪̑̃ ̘̻ ˗ 10 ˫ ̏ ₹50 ˴ ̱ ˦̍˜̯̏̉ ̪̺̔̑ 
Ѱ̾̀Ό ϣ̪̪̅ ˹̺̑̃ ̘ ͦ ˗ ̍ ̪˴ͤ˾ ̍ͣ ˹ ̺̑̇ ̔ ̪̺̑ 
҂̪͎̀ ̗͎͎̯̋̆ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ 
̫˴ ̘̪͎̎ ˻ ̺̀ ̻҃˴, ̗ ̪˝̫˴̑, ̅ ͔̇̕, ̃ ˞˾̯̗̯ 
˴̺ ̊ ̪̪̑̔ ͎̋˶̲̑΀, ̏ ̪˻˴̾˾ ˫̏ ̭̗̯̑˶̲̝̯ ˴̺ 
̯̌ ˴̲˺ Ѱ̾̀Ό ˹̺̑̃ ̘ ,ͦ ̑ ̺̫˴̇ ̘̪̪̍̏ ̭̕̕ 
˝͎̀ә͕̯ ˻ ˴̪ ̺̫̀̇̍ ˾̼̉ ̗̺̭͎̑˶ ҂̪͎̀ ̘̻ ˗ ̋ ̗˴̺ 
̪̋̅ ̏̄̇̍ ˴̪ ΁̪̯̉̑ ˚ϔ̪ ˹̪̑̃ ̘̻ ˗ ˦  ˴̺ 
Ѱ̾̀Ό̗͊ ̍ͣ  ˴ ̺ ̗̏ ̍ͣ 10 ̗ ̺ 12 ̔ ̻̪̏̎˾̯ ̘̻ ˗ ɣ ̗̍ͣ 
˴̺̗̏ ˹͎̅̇, ˴ ̺ ̗̏ ˴̯̑ ˜̫̅ ˻̻̗̺ ɣ Ж̪̅ ̘ͦ ˗  
̲̔̀̑ͦ̀ ˴̪ ˝̍̾̇̕ ˫̏ ̬̏˹ ̯̌ ̋Ά̃ ˹̪̑̃ 
̘̻ ˗ ˦ ˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ 
̘̪͎̎ ϣ̪̪̅̃̏ ә͕̪ ͎˶ Ѷ̺˶̗̏ͣ ˹̺̑̃ ̘ ,ͦ ̭ ˻̇̍ͣ 
˶̲̪̑̋, ̍ Ӗ ˫̏ ̗̯̊ͦ ̇̾˾̗͊ ̯̌ ̘ͦ ˗ ̋ ͎ ˶̪̑ ˴̱ 
̪̍˴ͤ˾ ̗̺ ˶ ̲̪̘̪̔˾̯ ˴̱ ̲̪̃̑̇ ̗͎͎̯̋̆ ˦˴ ̗̪̔̑ 
˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ̘̪͎̎ ̋ ˴̾ ̻̉˴ ̘̯̇ ͎
˹̺̑̃, ˻ ̫̋˴ ͎̋˶̪̑ ̍ͣ ɣ ̗˴̱ ˴̪̱̊ ̪͎̍˶ ̘̻ ˗ 
˝̗˴̺ ̊ ̪̪̑̔ ̘̪͎̔ Ѱ̯̭̍̎̍ ˴̺ ̌ ̯ ρ̪̘˴ ϣ̪̪̅ 
̘,ͦ ˻ ̫̋˴ ̘̪͎̎ ˴ ̪̍ ̘ͦ ˗

˜̫̅М ˻̯ ̺̇ ˴ ̘̪ ̫˴ ˠ̇˴̱ ˻̎ Ҿ̯ ˦˻̗̯ͣ 
˴̱ ̘̉˹̪̇ ˚ϔ̺ ˫ ̏ Ο̪̭̑˾̯ ̪̺̔̑ Ѱ̾̀Ό 
˴̱ ̗ѱ̪˞ ˴̺̏̇ ˴ ̱ ̘̻ ˗ ̎ ̘̯ ˴̪̏̂ ̘ ̻̫ ˴ ˠ̇˴̺ 
̪̗̉ ˚̯̌ ̯̌ ˻̺̀ ̻҃˴ ˴̪ ˦˴ Ѱ̾̀Ό 
̪̉̇-50 ҂̪͎̀ ˴̪ ˴̪̍ ̘̻ ˗ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ 
̘̺̉̑ ɣ ̇˴̺ ̉ ̪̗ ˻̺̀ ̻҃˴ ˴̪ ˴̪̍ ̪̄, ̑ ̺̫˴̇ 
˴͎̯̉̇ ̺̇ ˻ ̋ ˚̪̉̇ ̫̀̉̾ ˵̪̾̑, ̃ ̾ ˠ̗˴̺ ̋ ̪̅ 
̯̌ ˠѥ̾ ͎̇ ̺ ̉ ̪̇-50 ˴ ̪ ˴̪̍ ̺̺̍̏ ̉ ̪̗ ̘̯ ̘̺̏̇ 
̫̪̅̎, ˻ ̫̋˴ ˻̺̀ ̻҃˴ ˴̪ ̴̪̉̏ ˴̪̍ ̫̀̉̾ ̗̺ 
̘̪̾̃ ̘̻ ˗ ̎ ̘ ˦˴ ̝̯̋ ̪̋̃ ̘̻ ˗ ̊ ˶̏̋А̯ 
Ѱ̾̀Ό ̗͎͎̯̋̆ ˦˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ 
˴̘̪ ̫˴ ̘̪͎̎ ̋ ͎ ˶̲̑΀ ˴ ̱ ˴͎̫̉̇̎̾ ͎˫ ̏ ҂̪͎̺̀̀ 
Ѱ̾̀Ό̗͊ ˴̪ ̪̅̋̅̋ ̘,̻ ̑ ̺̫˴̇ ̑̾˴̑ 
ˠЖ̪̅˴̾ ͎˴ ̺  ̌ ̯ Ѱ̾̀Ό ̫̋˴̺̃ ̘ ,ͦ ˻ ̾ ˴̪̱̊ 
̗̯̭̍̃ ̘ͦ ˗

˦˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ˝ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ˶̯̯̑ 
̴̆̉ ˴̱ ̪̍˴ͤ˾ ̋Ά̃ ̘̯ ̝̯̄̾ ̘̻ ˗ ̋ ͎ ̴̋ ̑ ̺̗ ˫̏ 
͕̪̀ ˞ Ѱ̾̀Ό ˴̱ ̪͎̍˶ ̞̋ ̏ ̘̯ ̘̻ ˗ ˶ ̯̪̑ ̴̆̉ ̍ͣ 
˻̺̀ ̻҃˴ ˴̪ ͎̍̄̇ ˚ϔ̪ ˹̪̑̃ ̘̻ ˗ ɣ ѥ̾ ͎̇ ̺ 
̗̪͎҂̪̯̇ ˴̉ ˴̺ ̋ ̪̺̏ ̍ ͣ ˴ ̘̪ ̫˴ ˠ̗˴̱ ̪̍˴ͤ˾ 
̋Ά̃ ̯̺̆̏-̯̺̆̏ ̋ ̞ ̏ ̘̯ ̘̻ ˗ ˴ ͦ ̊̏ ˴̪ ˴̪̍ ̘̔ 
̘̯̇ ͎˴ ̺̏̃, ̑ ̺̫˴̇ ˻̺̀ ̻҃˴ ˫̏ ̗̪˝̫˴̑ ˴̪ 
˚ϔ̪ ˹̑ ̘̪̏ ̘,̻ ˻ ̾ ϣ̪̪̅̃̏ ̴̉˻̪ ̗̪̫̍ρ̎̾ ͎
˴̱ ̲̅˴ ̪̇̾ ͎̉ ̏ ̫̋˴̪̃ ̘,̻ Μ͎̫̾ ˴ ̘̪͎̎ ̊ ˶̏̋А̯ 
̪̺̔̑ ˴ ͦ ̊̏, ˹ ͎ ̅̇ ˾̯˴̪ ˫̏ ̏̾̑ ˜̇ ̘̯̇ ͎
̺̋˹̺̃ ˗n
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˚̗̍ ˫̏ ̼͔̇̄ ˞ә ˴̺ ̏ ̪ϣ̾ ͎˴ ̺  Ѱ̲̍˵ 
̘̏̾̕ ͎̍ ͣ ̋ ͣ˶̲̑΀ ˴ ̱ ˚˶̏̋А̯ ˴͎̫̉̇̎̾ ͎
˴̪ ̪̅̋̅̋ ̘̻ ˗ ̎ ̘̪͎ ̋ ˴̼̯̾̇̍ ̗̺ ̑ ̺˴̏ 
Ѱ̯̭̍̎̍ ̏ͣ˻ ̃˴ ˴̺ Ѱ̾̀Ό̗͊ ̍ͣ ̗ ̗̺̋ 
ϣ̪̪̅ ̋ͣ˶̲̑΀ ˴ ̱ ˴͎̫̉̇̎̾ ͎˴ ̾ ̗͎̉̅ 
̫˴̪̎ ˻̪̪̃ ̘̻ ˗ ˶ ̲̪̘̪̔˾̯ ̮Ӟ̃ ˶̪̎Н̯ 
ә̾̏ ˴̺ Ѱ̲̍˵ ̯̖̍̇ ˚ῥ̪̑ ̺̇ ̗ ̲˶͎̆ 
˝͎̫̪̀̎ ̗̺ ̋ ̪̃˹̯̃ ̍ͣ ˴ ̘̪ ̫˴ ̋ͣ˶̲̑΀ ˴ ̪ 
̪̅̋̅̋ ˻΁̏ ̘,̻ ̑ ̺̫˴̇ ̫̉˺̺̑ ˴ ̲ ˺ ̗̍̎ 
̗̺ ̊ ̘̪̪̍̅̋̅ ˴̱ ˴˞ ˴͎̫̪͎̉̇̎ ̌ ̯ ̺̃˻̯ 
̗̺ ̊ ̯̉̇ ̉˴̝ ̍ ˻̴̋̃ ˴̺̏̇ ̍ ͣ ̑ ˶̯ ̘ͦ ˗

˶̪̎Н̯ ә̾̏ ̫̉˺̺̑ 12-13 ̔ ̖ͮ ̗ ̺ 
˚˶̏̋А̯ ˴̪̪̏̾̋̏ ̍ͣ ̗ ̫Ν̎ ̘̻ ˗ ˦ ˴ 
̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ̺̔ 
̬̉̏̍̑ ͎̫̍̅̏ ˴̺ ̗ ̲̉̏ ә̼̫˴ә ̘ͦ ˗ 
̘̪̪͎̫̑˴ ˠ̇˴̺ ̉ ̪̗ ̺̋˴̯̏, ̉ ̪̝̉ ˫ ̏ 
˚Ѡ Ѱ̾̀Ό̗͊ ˴̪ ̯̌ ˴̪̍ ̘,̻ ̑ ̺̫˴̇ 
˚˶̏̋А̯ ˴̪̪̏̾̋̏ ̍ͣ ɣ ̇˴̪ ̗̊̏ ˴̪̱̊ 
͎̪̑̋ ˫̏ ̗͎˷̴̖͔͔̉̂ ̘̪̏ ̘̻ ˗ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ 
̫˴ ˠѥ̾ ͎̇ ̺ ̌ ̲̺̔̇Ӂ̏ ˴̺ ̍ ̲̆˴͎̲˻ ˚˶̏̋А̯ 
˴̺ ̗ ̪̄ ˴̪̪̏̾̋̏ ˴̱ ̲̕΀˜̃ ˴̱ ̯̄ ˗ 
˝̗˴̺ ̋ ̪̅ ̺̔ ̊ ̺̉̇ ˦ ˴ ̬̭̉̏˹̃ ˴̺ ˻ ̬̏˦ 

̋ͣ˶̲̑΀ ˶ ˦ ˫̏ ̘̪͎̔ ̉ й̪ ̔ ̫̔˻̎̑΢̯ 
˻̻̗̯ ˴͎̫̉̇̎̾ ͎˴ ̪ ̪̅̿̏ ̫˴̪̎ ˗ ̔ ̘̯ ͎ɣ ѥ ͣ
̪̉̃ ˹̪̑ ̫˴ ˠѥ ͣ˴ ̇˴̲̪̉̏ ̍ͣ Ҿ̯ 
˻˶ј̪̄ ˻̯ ̗̺ ̭ ̪̍̑̇ ˹̪̫̘˦ ˗ Ҿ̯ 
˻˶ј̪̄ ˻̯ ̺̇ ɣ ̗ ̗̍̎ ̇˦ ̼̑ш Ά˦ 
ˠ̪̍ ҂̪͎̀ ˴̱ ˾͕̺̫͎̀˶ ˴̪ ˴̪̍ ˠѥ ̫ͣ ̪̅̎ ˗ 
ˠѥ̾ ͎̇ ̺ ˴ ̯̏̋ ˦˴ ̖͔̔ ̃˴ ˠ̗˴̪ ˴̪̍ 
̫˴̪̎ ˫̏ ̬̏˴̼͔̀ ̫̋Ν̱ ̘̪̭̗̑ ˴̱ ˗

̗̲˶͎̆ ˝͎̫̪̀̎ ˴̾ ˠѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ 
̲̕΀˜̃ ̍ͣ ̔ ̺ ˴ ͎ ̯̉̇ ˴̺ ̭ ̑˦ ˾͕̺̫͎̀˶ ˴̺̏̃ 
̺̄, ̑ ̺̫˴̇ ̪̋̅ ̍ͣ ˴ ͎ ̯̉̇ ̺̇ ɣ ѥ ̗ͣ ̲̉̏ 
ә̼̫˴ә ̪̋̇ ̫̪̅̎ ˗ ̃ ˻ ˠ̇˴̪ ̺̇˾̔˴͔ 
˚̗̍ ˫̏ ̫Н̲̪̉̏ ̃˴ ̻̪̊̑ Ά˜ ̘̻ ˗ ̋ ̇ 
Ρ̺Н̾ ͎̍ ͣ ̑ ˶̌˶ 130 ̫ ̀ә͕̯ ҁ̴˾̗͔ ˴̺ ˻ ̬̏˦ 
̗ѱ̪˞ ˴̱ ˻̪ ̘̯̏ ̘̻ ˗ ˦ ˴ ̗̪̔̑ ˴̺ 
˻̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ̫˴̗̯ ̯̌ ˴͎̯̉̇ 
˴̪ ˦˴ ̘̯ ҂̪͎̀ ̴̺̉̏ ̏ ̪ϣ ̍ͣ ̇ ̘̯ ͎˹ ̪̑̃, 
̮̋Ҝ ˚̑˶-˚̑˶ Ρ̺Н̾ ͎̍ ͣ ̑ ̾˶ ˚̑˶ 
̏ͣ˻ ˫̏ Ѷ̺˶̗̏ͣ ̗͎̉̅ ˴̺̏̃ ̘ ͦ ˗ ̉ ̬̏̍̑ 
͎̫̍̅̏ ˴̺ ˶ ̲΀̺̅̔, ̌ ̪̪̗̯̏̃̔, ̍ ̴̍ͣ˾ ˫̏ 
̲̌̕ ̪̑̌ ҂̪͎̗̀͊ ˴̪̱̊ ˹̺̑̃ ̘ ͦ ˗ ̕ ̲̌ 
̪̑̌ ̍ͣ ₹20 ˫ ̏ ₹ɺ0 ˦ ̍˜̯̏̉ ̪̺̔̑ 

Ѱ̾̀Ό̗͊ ˴̱ ̫̋Ν̱ ̋Ά̃ ϣ̪̪̅ ̘̻ ˗

ˠѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ̘̺̉̑ ̎ ̘̪͎ ₹10 
˦̍˜̯̏̉ ̪̺̔̑ ̋ ̼Φ ̻̉˴ ˴̪̱̊ ˹̺̑̃ 
̺̄ ˗ ̔ ̺ ̊ ̯̌ ̯̌ ̫̋˴̺̃ ̘ ,ͦ ̑ ̺̫˴̇ ˚̋ 
₹20 ˫ ̏ ₹30 ̔ ̪̺̑ ̋ ̼Φ ̻̉˴ ˴̱ ̪͎̍˶ 
̺̃˻̯ ̗̺ ̋ ̞ ̏ ̘̯ ̘̻ ˗ ̋ ̗̯ ̘̃̏ ₹5 ̔ ̪̺̑ 
Ѱ̾̀Ό̗͊ ˚̋ ˴̪̱̊ ˴̍ ˹̺̑̃ ̘ ͦ ˗ ˧ ̗̺ 
Ѱ̾̀Ό̗͊ ̲̍ή ΁̉ ̗ ̺Ӟ̪̯̇̎ ˠЖ̪̅˴ 
̪̺̋̇̃ ̘ ,ͦ ˻ ̾ ρ̪̯̍̂ ˝̪̑˴̾ ͎̎ ̪ ͎̫̍̅̏̾ ͎˴ ̺  
˜̗̪̗̉ ϣ̪̪̅ ̫̋˴̺̃ ̘ ͦ ˗ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ 
̫˴ Ӟ̪̯̇̎ ˠЖ̪̅˴̾ ͎̗ ̺ ҂̪͎̺̀̀ ˴͎̫̉̇̎̾ ͎
˴̾ ̝̯̄̾-̋Ά̃ ˹̲̯̇̿̃ ˻΁̏ ̭̯̍̑̃ ̘,̻ 
Μ͎̫̾ ˴ ˠ̇˴̱ ˠЖ̪̅̇ ̪̑˶̃ ˴̪̱̊ ˴̍ 
̘̯̾̃ ̘̻ ˗

̯̖̍̇ ˚ῥ̪̑ ̺̇ ̋ ̪̪̃̎ ̫˴ ˶̲̪̘̪̔˾̯ 
̯̫̍̀̎̍ ̏ͣ˻ ˴̺ ɣ Ж̪̅̾ ͎˴ ̱ ̝̯̋ ̪̍˴ͤ˾ ̘,̻ 
˻̫̋˴ ˝˴̼̯̾̇̍ ̗̺˶̍ͣ˾ ̍ͣ ̑ ̾˴̑ ҂̪͎̗̀͊ 
̯̌ ˴̪̱̊ ˹̺̑̃ ̘ ͦ ˗ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ 
ˠ̇˴̪ ̲̍˴̪̪̋̑ ̍̾Ρ, ̗ ̪˝̫˴̑, ˶ ͎ ˶̪ 
Ѱ̾̀Ό̗͊, ˻ ̺̀ ̻҃˴, ̅ ͔̇̕ ˫̏ ˜˞˾̯̗̯ 
˻̻̗̺ ҂̪͎̗̀͊ ̗̺ ̘ ̻ ˗ ̃ ˞˾̯̗̯ ˴̪ ˚̲̇Ҿ̯ 
̫̉˺̺̑ ˦ ˴-̅̾ ̖̔ͮ ̍ ͣ ˴ ̪̱̊ ̺̃˻̯ ̗̺ ̋ ̞̪ 
̘̻ ˗ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ˜˞˾̯̗̯ ˴̺ ̉ ̪̗ 
˻̇̏̑ ә̗͔̾ ˫̏ ̫˴̪̪̏̇ ̲̅˴ ̪̇̾ ͎˴ ̪ 
̍˻̴̋̃ ̺̇˾̔˴͔ ̘,̻ ̭ ˻̗˴̱ ̔˻̘ ̗̺ ɣ ̗˴̺ 
Ѱ̾̀Ό̗͊ ˚ϔ̰ ̫̋Ν̱ ˴̺̏̃ ̘ ͦ ˗

˦˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ 
̘̪͎̎ ˶ ̯̯̑ ̴̆̉ ˫̏ ̴͎̋̋-̺̗̑ ˠЖ̪̅̾ ͎˴ ̱ 
̪̍˴ͤ˾ ̑˶̌˶ 5ʵ ̘  ̻˫ ̏ ̅̾̇̾ ͎˴ ̱ ̪͎̍˶ 
̑˶̌˶ ̪̋̏̋̏ ̘̻ ˗ ̆ ̴̉ ̍ͣ ̘ ̯̏ ͔̅̇̕ ˚ϔ̪ 
˹̪̑̃ ̘̻ ˗ ̗ ̪͎҂̪̯̇ ˴̉ ˴̱ ̪̍˴ͤ˾ ̯̌ 
̯̺̆̏-̯̺̆̏ ̋ ̞ ̏ ̘̯ ̘ ̻˫ ̏ ˝̗˴̱ ̲̕΀˜̃ 
̗̪˝̫˴̑ ˴̺ ̇ ̻̺̔к ˴̉ ̗̺ Ά˞ ̯̄ ˗ ˴ ̉ 
̗̺˶̍ͣ˾ ̍ͣ ˻ ̺̀ ̻҃˴ ˫̏ ̼̺̊̏ә ˴̪ 
̪̋Ά̯̋̑ ̯̌ ˚ϔ̪ ˹̪̑̃ ̘̻ ˗

̗̲˶͎̆ ˝͎̫̪̀̎ ˴̾ ˠѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ̘̪͎̎ 
ә͕̼ Ԝ˶  ˫̏ ̪̑˝˾ ̅̾̇̾ ͎̃ ̘̏ ˴̱ Ѷ̺˶̗̏ͣ 
̗͎̉̅ ˴̱ ˻̪̯̃ ̘,ͦ ̑ ̺̫˴̇ ̗͎̅̑ ˫̏ 
˶̲̪̑̋ ˴̱ ̪͎̍˶ ̗̗̺̋ ϣ̪̪̅ ̘̻ ˗ ɣ ѥ̾ ͎̇ ̺ 
˴̘̪ ̫˴ ̘̪͎̎ ₹50-₹ɺ0 ˦ ̍˜̯̏̉ ̪̺̔̑ 
̼̋Φ ̻̉˴ ˚˶̭̏̋А̎̾ ͎˴ ̱ ̪̍˴ͤ˾ ̺̃˻̯ ̗̺ 
̞̋ ̏ ̘̯ ̘̻ ˗n
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˦˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ 
˧̗̯ ̮Ӟ̫̃ ̍ͣ ̫ ˴̗̯ ̯̌ ̇˦ ҂̪͎̀ ˴̾ 
̪̍˴ͤ˾ ̍ͣ Ӟ̪̫̉̃ ˴̺̏̇ ˴ ̺  ̭ ̑˦ ˴̪̱̊ 
̺̘̍̇̃ ˴̯̏̇ ̝̯̉̃ ̘ ̻˫ ̏ ̪̇̎ ҂̪͎̀ 
̯̺̆̏-̯̺̆̏ ̅ ̾ ̗̺ ̃ ̯̇ ̖̔ͮ ̍ ͣ ˻ ̪˴̏ ˻̍ 
̪̪̉̃ ̘̻ ˗ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ̘̺̉̑ ̗ ̺ Ӟ̪̫̉̃ 
҂̪͎̀ ̫̎̅ ˴̾˞ ̇˞ ̏ͣ˻ ̼̑ш ˴̺̏̃ ̘ ,ͦ ̃ ̾ 
̘̔ ˻Ҥ̯ ̑̾˴̫Ѱ̎ ̘̾ ˻̪̯̃ ̘,̻ ̑ ̺̫˴̇ 
̫̎̅ ˴̾˞ ̪̇̎ ̻̍Ѡ̲̻̊Ί̏̏ ˚̪̉̇ 
Ѱ̾̀Ό ̺̑˴̏ ̘̪͎̎ ̃ ̪̃ ̘,̻ ̃ ̾ ˠ̗̺ 
̪̍˴ͤ˾ ̍ͣ Ӟ̪̫̉̃ ̘̺̾̇ ̍ ͣ ̅ ̾ ̗̺ ̃ ̯̇ ̖͔̔ 
̑˶ ˻̪̺̃ ̘ ͦ ˗ ̋ ̗˴̱ ̔˻̘ ̘̎ ̘ ̻̫ ˴ 
̫̀ә͕̯ ҁ̴˾̏ ˴̪̱̊ ̗̍˼˴̏ ̪̇̎ Ѱ̾̀Ό 
̬̏˾̺̑̏ ̃˴ ̉Ά͎˹ ̪̪̃ ̘ ̻˫ ̏ ρ̪̘˴ ˻̋ 
ˠ̗̺ ̉ ̗͎̅ ˴̏ ̺̪̑̃ ̘,̻ ̃ ̯̌ ̪̪̅̾̋̏ 
ˠ̗˴̱ ̪͎̍˶ ̯̋̇̃ ̘̻ ˗ ̋ ̗̭̑˦ ̴̯̉̏ 
Ѱ̫Ν̪̎ ̍ͣ ˴ ̪̱̊ ̗̍̎ ̑˶̪̃ ̘̻ ˗

̗̲˶͎̆ ˝͎̫̪̀̎ ˴̾ ̫̺̔̔˴ ̪̌˞ ̺̇ ̋ ̪̪̃̎ 
̫˴ ˠ̇˴̺ ̅ ̪̪̅˻̯ ̺̇ ̔ ̖͔ 1ɽɽ0 ̍ ͣ 
˚˶̏̋А̯ ˴̪̪̏̾̋̏ ˴̱ ̲̕΀˜̃ ˴̱ ̯̄ ˗ 
˝̗ ̘̃̏ ̺̔ ̉ ̬̪̏̔̏ ˴̱ ̯̗̯̃̏ ̯̞̯̉ ̘,ͦ 
˻̾ ˚˶̏̋А̯ Ҳ̗̪̔̎ ̗̺ ˻ ̲̝̯ Ά˞ ̘̻ ˗ 
̬̪̉̏̔̏ ˴̺ ̊ Ѡ ˴̪̪̏̾̋̏ ̯̌ ̘ͦ ˗ ɣ ѥ̾ ͎̇ ̺ 
̪̪̋̃̎ ̫˴ ˠ̇˴̺ ̅ ̪̪̅˻̯ ̺̇ ̊ ˶̏̋А̯ ˴̪ 
˴̪̍ ˦˴ ˺̾˾̺ ̗ ̺ ˴ ̪ˠ͎˾̏ ̗̺ ̕ ̲΁ ̫ ˴̪̎ 
̪̄ ˫̏ ˜˻ ˠ̇˴̱ ͔̊̍ ˚̗̍ ̗̫̘̃ 
̴̺̉̏ ̇ ̼͔̄ ˞ә ̍ͣ ̗ ѱ̪˞ ˴̯̏̃ ̘̻ ˗ ɣ ̇˴̱ 
͔̊̍ ˴˞ ҂̪͎̗̀͊ ˴̱ ̗̯˦̇˦̊ ˫̏ ̗̲̉̏ 
ә̼̫˴ә ̘̻ ˗

˦˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ 
̫˴ ˠ̇˴̱ ̲̕΀˜̃ ̍̾Ρ ˚˶̏̋А̯ ҂̪͎̀ 
̗̺ Ά˞ ̯̄ ˗ ̔ ͔̪̃̍̇ ̍ͣ ɣ ̇˴̺ ̉ ̪̗ ˻̯˾̯, 
̘̬̏ ͔̅̇̕, ̫ ̔˻̎ ˚̘̪̪̍̅̋̅, ̗ ̪̃̇ ˴̪ 
͎̫̉̀̃ ˫̏ ̗̇ ԟ̪̑̔̏ ̪̭̍˹̗ ˻̻̗̺ 

҂̪͎̗̀͊ ˴̪ ˴̪̍ ̘̻ ˗ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ 
˚̗̍ ˚˶̏̋А̯ ˴̱ ̋Ά̃ ̝̯̋ ˫̏ 
̍˻̴̋̃ ̪̍˴ͤ˾ ̘̻ ˗ ̗ ̺̺̔̇ ̭̗ә̗͔ ̍ͣ 
̪̇˶̪̑ͦ̀ ˫̏ ˝͎̪̊̑ ̃˴ ˠ̇˴̪ ̪̍̑ 
˻̪̪̃ ̘̻ ˗ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ˶̲̪̘̪̔˾̯ ̗̺ 
̺̑˴̏ ˝͎̪̊̑ ̃˴ ˠ̇˴̪ ̍˻̴̋̃ ̺̇˾̔˴͔ 
̘ ̻˫ ̏ ˚̗̍ ̴̺̉̏ ̗ ̺̺̔̇ ̭̗ә̗͔ ˴̪ ˶̺˾̺̔ 
̪̪̍̇ ˻̪̪̃ ̘̻ ˗

ˠѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ ˚̗̍ ˫̏ ̫Н̲̪̉̏ ̅̾̇̾ ͎
̝̯̋ ˫̏ ˚ϔ̰ ̪̍˴ͤ˾̗͊ ̘,ͦ ̑ ̺̫˴̇ 
̫Н̲̪̉̏ ̍ͣ ̑ ̾˶ ˴̍ ˴̱̍̃ ̍ͣ ̊ ϔ̰ 
Ο̪̭̑˾̯ ˴̱ ˚˶̏̋А̯ ̗͎̉̅ ˴̺̏̃ ̘ ͦ ˗ 
̘̪͎̔ Ѱ̯̭̍̎̍ Ѱ̾̀Ό̗͊ ˴̱ ̪̍˴ͤ˾ ˴̪̱̊ 
̗̯̭̍̃ ̘̻ ˗

̫̺̔̔˴ ̪̌˞ ̺̇ ̋ ̪̪̃̎ ̫˴ ˠ̇˴̱ ͔̊̍ ̗̺ 
̑˶̌˶ 150 ̫ ̀ә͕̯ ҁ̴˾̗͔ ˻̲̝̺ Ά˦ ̘,ͦ ˻ ̾ 
̴̺̉̏ ̇ ̼͔̄ ˞ә ̍ͣ ̗ ѱ̪˞ ˴̺̏̃ ̘ ͦ ˗ 
̫̀ә͕̯ ҁ̴̇̕ ˴̺ ̊ ̪̪̑̔ ˠ̇˴̪ ̬̏˾̺̭͎̑˶ 
˴̪ ̯̌ ˴̪̍ ̘ ̻˫ ̏ ˠ̇˴̺ ̬ ̏˾̺̑ ˴̪ˠ͎˾̗͔ 
̉̏ ̑˶̌˶ ̗̯̌ Ѱ̲̍˵ ҂̪͎̗̀͊ ˠ̉̑Ѽ 
̘ͦ ˗ ɣ ѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ̘̪͎̎ ̍ ̲ή ΁̉ ̗̺ 
˜˞˾̯̗̯ ˴̪ ˚̲̇Ҿ̯, ˻ ̺̀ ̻҃˴, 
̗̪˝̫˴̑, ̫ ̔˻̎, ̋ ̪̪̑˻̯, ̍ ̾Ρ, 
ˠҬ̪̗, ̊ ̼̺̏ә ˫̏ ̫̋˶ ̺̋̑ ˻̻̗̺ 
҂̪͎̗̀͊ ˴̪̱̊ ˹̺̑̃ ̘ ͦ ˗

˦˴ ̗̪̔̑ ˴̺ ˻ ̪̔̋ ̍ͣ ɣ ѥ̾ ͎̇ ̺ ˴ ̘̪ ̫˴ 
̴̆̉ ˴̱ ̪̍˴ͤ˾ ̘̪͎̎ ̋ Ά̃ ̯̺̆̏-̯̺̆̏ ̋ ̞ 
̘̯̏ ̘̻ ˗ ̆ ̴̉ ˴̻˾̺˶̯̏ ̍ͣ ˶ ̯̯̑ ̴̆̉, ̀ ͕̪ ˞ 
̮ә˴, ˴ ̾̇ ˫̏ ˴̉ ˴̾ ̑̾˶ ̗͎̉̅ ˴̏ 
̘̏ ̺̘ ͦ ˗ ˶ ̯̯̑ ̴̆̉ ̍ͣ ̘ ̬̏ ͔̅̇̕, ˻ ̺̀ ̻҃˴ 
˫̏ ̪̘̯̍ ˚ϔ̪ ˹̪̑̃ ̘̻ ˗ ̗ ̪͎҂̪̯̇ ˴̉ 
̍ͣ ˻ ̯˾̯ ̗̗̺̋ ϣ̪̪̅ ˹̪̑̃ ̘̻ ˗ ̫ ̔˻̎ 
҂̪͎̀ ˴̺ ̊ ˶̏̋А̯, ̆ ̴̉ ˫̏ ˴̉ ̯̃̇̾ ͎˴ ̱ 
˚ϔ̰ ̪͎̍˶ ̘̻ ˗

ˠѥ̾ ͎̇ ̺ ̋ ̪̪̃̎ ̫˴ ˴̴̉̏ ̪̍˴ͤ˾ ̍ͣ 
̯̗̺̯̌̍̇ ˫̏ ̴̑˻ ˴̴̉̏ ˴̺ ̊ ̪̪̑̔ 
͎̍˶̑̍, ̊ ̪̫̏̾̍˾˴̪ ˫̏ ˻̺̀ ̻҃˴ ˴̺ 
Ѱ̾̀Ό̗͊ ˹̺̑̃ ̘ ͦ ˗ ̎ ̘̪͎ ̑ ̾˶ Ѷ̺˶̗̏ͣ ̍ͣ 
̘Ҝ̱ ˵̴̲̋̕ ϣ̪̪̅ ̗͎̉̅ ˴̺̏̃ ̘ ͦ ˗ 
˵̪̗̃̿̏ ̉̏ ̏˻̯̇˶͎̪̆, ˹ ͎ ̅̇ ˫̏ ̗̯̊ͦ 
̉̏ԟ̴̎̍ ̇̾˾̗͊ ˴̱ ˴̪̱̊ ̪͎̍˶ ̘̻ ˗ 
̏̾̑-˨̇ ˴̻˾̺˶̯̏ ̍ͣ ˶ ̪͎̯̆ ̘͔̋̑ ˴̪̱̊ 
˚ϔ̪ ˹̪̑̃ ̘̻ ˗

असम क̛ गवुाहाट˽ माक̀ट «˓डेड अगरबƕी और धूप मैƳफैुœरस̂ के  
͢लए बेहद फट˕इल माक̀ट मानी जाती है, ş˘͇क यह˓ कंƆूमस̂ क̛ «˓ड 
लॉयǰ˽ लगभग 100% ह।ै 10 म̄ से 10 �ाहक «˓ड के नाम से ह˽ ©ोडŖ्स 
खर̏दते ह।ˎ यह जानकार̏ सगंुध इं̈́डया को देते हुए एसजी इंटर©ाइजेज के 
©मखु ±ी िववेक दधुो̵रया ने कहा ͇क यह˓ एक �ाहक ©ितमाह ₹300 से 
₹500 तक के अगरबƕी उƘाद खर̏दता ह ैऔर शायद ह˽ कोई ऐसा �ाहक 
हो, जो िबना «˓ड देखे अगरबƕी खर̏द ले। �ाहक «˓ड के नाम पर ह˽ भरोसा 
करता ह।ै
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Isus

SINGAPURASHIP PRODUCE (I) PVT. LTD. 
MANUFACTURERS, IMPORTERS &

EXPORTERS OF HIGH QUALITY PURE
RAW MATERIAL & FINISHED GOODS FOR
INCENSE INDUSTRY WITH MORE THAN

1000+ CLIENTS 

Gum copalGum DamarDamar Batu

Ral Kani

DEP

Gum Benzoin

Raw Incense Premix Loban

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

+91 9920120171 sales@singapuraship.com

Ral Superfine Gum Rosin

We specialise in WHITE LABELLING, FMCG
PACKAGING for various brands & exporters

SIN

We specialise in WHITE LABELLING, FMCG
PACKAGING for various brands & exporters



• Circulation : Currently 15,000 per month hard copies with an 
aim to increase to 50,000. Also has a digital version as well. 

• Readership : Manufacturers, Perfumers, Raw material 
suppliers, Agarbatti Distributors and Sellers and Allied 
industry across india. Average 50,000 monthly readership.

• Content : Brand News, Monthly City/State wise Market survey 
and reports, Industry News, Interviews and profiling of  not 
just Manufacturers but also wholesalers and dealers. Also 
raises issues faced by industry like increasing production 
cost, duplicacy, etc. all possible through our ground level 
reporting.

Sugandh India : Monthly Bilingual (English and Hindi)

ADVERTISEMENT TARIFF

A first and one of  its kind magazine dedicated to Agarbatti industry 
which along with being informative and useful for industry content 
wise, also acts as a medium to connect the industry.

POSITION
RATE 
PER 

ISSUE

Mechanical Data (w x h)
Note : Keep text 5 mm 

inside
FRONT COVER 60,000 18.5 cm x 23.5cm

BACK COVER 50,000 21 cm x 30 cm

INSIDE COVER FRONT 35,000 21 cm x 30 cm

INSIDE COVER BACK 30,000 21 cm x 30 cm

GATE FOLD 50,000 42 cm x 30 cm

DOUBLE SPREAD 30,000 42 cm x 30 cm

FULL PAGE 15,000 21 cm x 30 cm

HALF PAGE 10,000 18.5 cm x 13.5 cm

QUARTER PAGE 7,000 9 cm x 13.5 cm

VISITING CARD 3,000 9 cm x 5 cm

STRIP 4,000 18.5 cm x 5 cm

Note : 20% extra for Advt in first 20 pages. All rates are excluding 5% G.S.T.

GST DETAILS
GSTIN: 07AAECA3660K1ZN
State Name : Delhi, Code : 07

Bank Details
Bank Name : YES BANK
A/c No. : 070463400000052
IFS Code : YESB0000704
Branch : Noida Sector-62 

ANAS COMMUNICATION PVT. LTD.
B-117A, 2nd Floor, Joshi Colony, I.P. Extension, New Delhi - 110092, M : +91 7838312431

Email : sugandhindiam@gmail.com |  Website: www.sugandhindia.in
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