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DLEP PRINTERA

We are making...

LUXURY BOXES | FOLDING CARTONS

’ . ®
Ocean's De ep Printers CORRUGATED PRINTED CARTONS
FOR FABT & ACCURATE PRINTING CANISTER TUBE PACKAGING
C-1, Chinaibaug Estate, Nr. Union Bank, Nr. Torrent Power,
Dudheshwar, Ahmedabad - 380004. (Gujarat) INDIA. PAPER BAGS | FLEXIBLE PACKAGING
Email : design@oceansdeepprinters.com, info@oceansdeepprinters PET BOTTLES | STICKERS | LABELS
Customer Care : + 91 75758 00978 PREMIUM CATALOGUE & BROCHURE

SHRIPAL R. PATEL : +91 93270 08607, +91 92652 68451
VRUND S. PATEL : +91 99797 46422 | SHUBH S. PATEL : +91 82384 91327
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Crafting the finest Fragrances, Flavours
and Olfactory Experience since 1983

SACHEE
Fopun

Fragrances Solutions

for Mother
& Baby Care

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

D-11 & D-12, Sector 2, Noida - 201301 T: (0120) 2536111 | 2536222
E: sales@sacheefragrances.com W: www.sacheefragrance
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FRAGRANCES
FOR A BRIGHTER
TOMORROW

Naya Lakéhya,-Nai Soch

TRI-ESSENCE

Three Fragran;:es. One Stick

A unique incense concept for customers who seek fragrance
variety in a single stick—ideal for a richer and more
ﬂé satisfying aroma journey.
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Zipper Pouch Economy Box
100 gms - 70.00 75 gms -3 75.00

—— NATURAL FRAGRANCES | CLEANSPACES | BRIGHTER DAYS ——
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SHREE SADGURU SUGANDHALAYA

6‘ K-43, MIDC, HINGNA ROAD, NAGPUR-440016 (MH) INDIA
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YOTI

Spreading fragrances since 1965

Bambooless

Premium Incense
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1to 5, Shreeji Industrial Estate,
GIDC, Chhatral (N.Gujarat) - 382729. India +9163 57 11 99 99

itm| & info@jyotiproducts.com +9198 24 55 03 61
& www.Jyotiproducts.com

TM Manufactured by & Consumer Care Address ; . ;
@ JYOTI PRODUCTS FOR TRADE INQUIRY
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Manufactured by & Consumer Care Address

JYOTI PRODUCTS FOR TRADE INQUIRY
1to 5, Shreeji Industrial Estate, +916357119999

GIDC, Chhatral (N.Gujarat) - 382729. India +9198245 50361

B4 : info@jyotiproducts.com

www.jyotiproducts.com
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SHAMUIEANT DHOQOP CUTS
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Crafted with Devotion,
Inspired by tradition

No. Of Cup: 12 | MR p. 70/-

JB #GRRB‘.T‘I‘I
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SAMBRANI DHOOF CUPS

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




GROW WITH CHARU

Texture Organic Agarbatti
Net Contents : 50 g

KESAR
KASTI_JRI VANILLA WHITE SAGE CHANDAN CITRONELLA

CHARU PERFUMERY HOUSE

#6031/1,10th Main Road, 4th ‘E’ Block, Rajajinagar, Bengaluru- 560 010,
Customer Care : | Email . info@charuingense.com
91 80 41222660 | Web : www.charuincense.com
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¥ Celebrate devotion

W|th Hari Darshan

4 Ilalrl Ihar\hun ;

Wt M Japhy Franaen

DE-LUXE aece- |

DHOOP

——y
/ Mt Dinrsban

[ 25 | wﬂwﬂ~%s~,_ﬂ&_
V. BHIMSEN]
o

| '._ - . —-:« .‘
GHEE BATTI i

("‘I"L“"'\

Dlstrlbutor Enqumes Welcome ﬁ

 Haet Lisesian Sevastirsm Pyt Ltd
For Trade Enquiry : 9891089000 | admin@haridarshan.com




el — Py "
anuvioe

a
Har| Darshasi

[ AMPHOR PFOLCH
Pure Camphor

N

-in-One




Since 1998

 Bremsy

)
.‘“‘L" .
NISHAN s Jerefta aerRatt

DAB Certified Company
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PREMIUM INCENSE STICKS
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Manufactured and Marketed By : For TRADE Inquiry

BHAGAT NISHAN PRODUCTS PVT. LTD. +91 84019 33418
AHMEDABAD 382330, GUJARAT, INDIA. Website : www.nishanproducts.com




EQitorial

M. A, Farooqui

An Industry Built on
Knowledge, Legacy and Innovation

he fragrance and flavour industry is built
I on more than products, formulations
and businesses. It is built on knowledge,
experience, relations and the continuous
exchange of ideas. As the industry prepares for the
FAFAI Seminar 2027, scheduled from 14th to 17th
March 2027 in Goa, these values become particularly
meaningful.

The seminar is expected to bring together industry
leaders, innovators and professionals on a
common platform to discuss knowledge, technology,
emerging opportunities and the challenges shaping
the future of fragrances and flavours. Such gatherings
play an important role in connecting generations,
sharing expertise and creating new possibilities for
the industry.

At the same time, the industry has recently lost one

spected veterans, Master Perfumer Ramesh

Vaze, who pa:»sed away on 15th September
2026. With a career spanning more than six decades,
Mr. Vaze made a significant contribution to Indian
perfumery. From joining his family business in 1961
to serving as Chairman of § H Kelkar and Company,
i nal journey reflected the evolution of
Indian fragrance manufacturing itself.

Known for his deep understanding of perfumery, Mr.
Jaze also recognised the importance of technology
and automation in improving precision, consistency

and production capabilities. His contribution
reminds us that the progress of an industry depends
not only on innovation, but also on the knowledge
and vision of those who came before us.

As we look towards the FAFAI Seminar 2027, the
industry has an opportunity to celebrate this hcrltlwe
while ioc.u‘;mﬂ on what lies ahead. Knowledge must
continue to move from one gener ration to thc next,
while innovation must E\CLp pace with clhu19ulg
markets and consumer expectations.

The future of Indian fragrance and flavour industry
will be shaped by this bal’il‘ltt respecting its rich
legacy while (mhra(.mtf know kdm. collaboration
and innovation for the road ahead. m
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Premium WHITE Incense Sticks ™
Standy Zipper Pack NetWt.: 110g -

Premium BLACK Incense Sticks
Jumbo Standy Zipper Pack Net Wt. : 400g.
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Manufactured & Marketed By :

Je$a]® JESAL PRODUCTS PVT. LTD.

ZAK - 382 305, Tal.: Dahegam, Dist. : Gandhinagar.
PRODUCTS PVT. LTD. Phone : +91 94260 02055 / +91 96014 18711
www.jesalproducts.com Customer Care No.: +91 88495 08118 | E-mail : jesalproducts@gmail.com
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Manufactured by ! S 4 T,

i Beside Radhe Krishna Industrial Park, Zak-Jalundra Road, Mota Jalundra, Dist. Gandhinagar-382305
INCENSE PARIVAAR PVT. LTD. Ph.: 9898000948 | parivaaragarbatti@gmailcom | www parivaargroup.com



Balajpr’

Since 1957

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

ji AGarbatti Company

Customer Care: -91 85888 08914  Email sales@balajiincense.com  Visit us: wwiibalajlincense.com

balajiincense f X
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75 YEARS OF LEGACY,
THE SUCCESS STORY OF SAFARI BIG

“COMPETITION SHOULD BE ABOUT QUALITY,
NOT PRICE” - PRATIK BATAVIA

SHIV SHAKTI'S JOURNEY BEGAN WITH A
COMMITMENT TO QUALITY, PURITY AND DEVOTION

STEAMTECH DRYERS PLAY A CRUCIAL ROLE IN
CONSISTENT INCENSE PRODUCTION DURING
THE HUMID SEASON: KALPESH SHAH

BRAND NEWS

RKT PRODUCTS HAVE STRONG REPEAT DEMAND:
PRIYANSHU JAIN

INNOVATIVE PRODUCTS BECOME SUCCESSFUL
BRANDS: CHANDRESH SOMAIYA

LOCAL BRANDS DOMINATE GUJARAT:
PRASHANT KISHOR BHAI MANEK
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For More Details

Mohd. Shakir © +91-9454207853, +91-9839163146, +91-8858587100
BAZARIYA, SHEKHANA , KANNAUJ, E-mail : shakirali05749@gmail.com
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Address : E mail : info@forestfragrance.com

#24, Gangadhar nagar, 3rd main. Sarakki gate, .
Kanakapura mcin road, Banaskankar, Customer care no : +91 6362547243, +91 8026712538

8angalore ~ 560078 Website : www.forestfragrance.com



of Legacy,

The Success Story of Safari Big

Sharing Seven Decades of Business Experience — Hasmukh Thakral

Thakral Group’s flagship product, Safari Big incense sticks, is counted among the industry's best-selling products. Safari
Big is a unique, remarkable and outstanding creation of the Thakral Group, which has reached the peak of popularity
across Maharashtra and several other states. Thakral Group has been associated with the incense industry for more than
75 years, and its head Mr. Hasmukh Ratilal Thakral is, much like his brand and his own name, a cheerful, versatile, warm
and people-friendly personality, combined with remarkable business acumen. He has the ability to handle even the most
difficult situations, challenges and problems with ease and without stress. Sugandh India had a special conversation with
Mr Hasmukh Thakral about the incense industry, business, the market and his own entrepreneurial journey. His views
offer meaningful insights into life and the way business evolves over time.

75 Years of success

ow has Mr Hasmukh Thakral’s journey in the incense industry evolved through its ups and downs,
and what kind of challenges has he faced? Responding to this question from Sugandh India, he
explained that the Thakral Group has been in the incense business in Nagpur since 1951. Over
these 75 years, we have focused nearly 90% of our efforts on incense stick manufacturing, while
the remaining 10% comprises dhoop, cones and sticks. We completed 75 years in 2026, but my own
journey began while I was still studying. After entering the business, I was able to see in practice
what I had studied and understood earlier—that whether it is business, fashion or customer
sentiment, everything goes through cycles of ups and downs. At that time, I did not fully understand this, but

once I entered business, I realised

that it was not merely theory; it was a
reality. Similarly, although the incense
industry may currently appear to be
going through a downturn, it is also
moving towards an upswing. This cycle
could continue for the next five years,
after which we may see a boom that
could keep the trade performing very
well for the following ten years. He said
that the fashion industry itself provides
an example, as trends tend to return
every 20 years. Mr Thakral believes




that one can look at everything with
a positive outlook. Change, after
all, is a constant process. There
have been many positive changes
over the past decade. Ten to twelve
years ago, the business was in

a much better position. During
that period, many new people
entered incense manufacturing,
even though they had no previous
experience or background in the
trade. Then difficult times arrived
and some people began leaving the
industry. Today, the situation is
that around 15% new players have
entered, while another 15% of the
existing players have exited the
business. The coming future will be
good, he believes, and this cycle is
simply part of how life and business
continue to evolve.

The Safari Big Journey

Responding to a question about
the success of Safari Big, Mr
Thakral said that it is the group’s
flagship brand. It generates high
volumes and is the backbone of
the Thakral Group. Although the
company’s other brands are also
performing very well, Safari Big
remains the product that supports
the day-to-day business. Speaking
about the story behind Safari Big,
Mr Thakral said that his elder
brother had developed its perfume.
When he first tested it, he found
the fragrance extremely strong
and it even gave him a headache.
Nevertheless, he took some of it
to a grocery shop one evening to
give to a friend. His friend used

it that evening and immediately
responded that it was excellent
and that he had never experienced
such a good fragrance before. This
encouraged his brother to prepare
some more material.

Around the same time, laminated
packaging was entering the biscuit
industry. His brother launched
Safari Big in laminated packaging
at a price of %10. This was also the
period when I entered the business.
He explained that Nagpur is a major
hub for incense manufacturing

and therefore selling incense there
is extremely difficult because of
intense competition. Similarly,
almost the entire Vidarbha region
is a challenging market for the
incense industry. Therefore, I took
Safari Big to Pune and Nashik,
where it received a very positive
response. I then told my brother,
why not focus on Maharashtra
itself? At that time, sending goods

=

manages to understand this,
distributors, wholesalers, retailers,
sales teams and the entire market
network naturally begin to support
that product. He then gave the
example of movies. Sholay was a
superhit film, but on its release,

it was considered a flop on the
opening day. A few days later,
however, the movie picked up and
went on to break all the records.

Centre: Mr Hasmukh Tharkal, Right: Mr Bharat Thakral, Left : Mr Samarth Thakral

to other states involved the use of
C-forms and several complications.
He gave me a free hand, and we
began supplying Safari Big across
markets in districts such as Jalna,
Nanded, Solapur, Kolhapur,
Parbhani, Nagpur and Yavatmal.

At that time, there were no
complicated permit requirements
for moving goods within the state.
‘Why do the consumers prefer Safari
Big? Responding to this question,
Mr Thakral said that nobody can
say for certain. Safari Big has been
running successfully for years, but
understanding the mindset of the
customer is extremely difficult.
When a customer becomes satisfied
with a product, that brand becomes
successtul. We constantly try to
understand the consumer’s mind
and observe why a customer
chooses a particular product, but

it is very difficult to understand
completely. If a manufacturer

Something similar can happen with
an incense product as well.

The Most Important Link
Between the Brand and
the Customer: Retailer

Responding to Sugandh India’s
question about current trends in
sales and marketing, he said that
along with offering a product

of excellent quality, business
relationships and company
schemes also matter, because
change is a fundamental rule of
nature. The market has undergone
a major transformation in recent
times. Online sales have grown
significantly. Earlier, people
generally worked with margins of
5-10%. Today, many expect margins
0f 10-20%. This has increased the
costs for manufacturers. Under
schemes, distributors and retailers
look beyond simply selling the

SUGANDH INDIA OCTOBER-2026 23
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product and consider what
additional benefits they can
receive. In response to another
question, he said that there is

no better businessman than
aretailer. A retailer strives to
provide complete satisfaction

to customers. If a customer

does not like a product or raises
a complaint, the retailer is
immediately willing to take it
back or replace it, and does so
happily with a smile. In malls and
large supermarkets, customers
often do not receive the same
personal attention and respect
that a retailer offers when
welcoming a customer.

He said that because of

this approach and personal
relationship, the retailers of today
will become the real kings of the
market in the coming five years.
The retailer is the strongest and
most important link between the
manufacturer and the customer,
and every businessperson should
always keep this in mind.

Market Reality: Ups and
Downs

Speaking about the current
situation, Mr Thakral said that
raw material prices are currently
high due to wars and global
events. Businesses are talking
about increasing prices, and
prices will rise, but they cannot be
increased every day. Events taking
place anywhere in the world can
have an impact on individual
countries. For instance, when
Nepal faced a flood disaster, its
effects were also felt in Uttar
Pradesh and Bihar. Similarly,
our trade is also affected by
developments taking place
elsewhere. There are challenges
related to bamboo and other raw
materials, but these problems
will remain for some years and
solutions will eventually emerge.
Recently, with the prices of raw
materials, labour, rent, freight,
packaging and other inputs

all increasing, there has been

SUGANDH INDIA OCTOBER-2026

discussion about raising prices
by as much as 20%. Responding
to this, Mr Thakral referred to
the popular song “Hai Mehngai”
from the film Roti, Kapda Aur
Makaan, saying that inflation is
also a part of the market and will
eventually stabilise with time.
The 20% increase in prices will
not happen all at once. Businesses
will raise prices gradually,
perhaps by 5% at a time. There
has also been a trend in our trade
of reducing the gram weight and
the number of sticks in a pack.
When a new product is launched,
it may contain 100 grams, and
gradually this can come down to
90 or 80 grams or even lower. In
this way, things eventually settle
and consumers also become
accustomed to the change.

He said that the most positive
aspect is that although there

is considerable turmoil across
the world, India has remained
relatively stable in comparison.

Starting an Incense
Business Is Relatively
Easy

When Mr Thakral was asked a
hypothetical question—suppose
the Thakral Group has not been
established yet and he were 20
years old today; what would his
plan be if he wanted to start an
incense business?>—he laughed
and said, “This is my favourite
question.” There are thousands of
different businesses in India and
around the world, but I believe
there is no business as beautiful
as the incense trade. If you have
1,000 today, you can go into the
market and purchase 8-10 kg of
raw incense sticks, which would
cost approximately ¥700. With
the remaining 3300, you can
purchase perfume and packaging
material, start your business
and earn around %1,100-1,200.
However, it is essential to have
at least some understanding of
the trade and fragrances. If you
have absolutely no knowledge

of perfume or incense sticks, it
will be difficult to operate the
business.

He said that it would be even
better if someone started with
310,000, 350,000 or %1 lakh, as
that would allow them to build

a stronger business from the
beginning. This is an industry
where even a newcomer can
become a successful entrepreneur
with a modest amount of capital
and some knowledge.

Good Relationships,
Successful Business

Based on his successful business
journey spanning several decades,
what message would he like to
give to new entrepreneurs? In
response, he said that he does

not give advice to newcomers
entering the trade, nor does he
feel he can, because he sees many
of them as more knowledgeable
and capable than himself. They
have access to enormous amounts
of information and knowledge.
Nevertheless, there is one thing [
would certainly say: they should
be good human beings and
develop strong interpersonal
skills. The number of people

who maintain good relationships
and conduct themselves well is
declining in today’s world.

We have a large number of
employees who have been
working with us for 25-30 years,
whereas | see in many other
places that staff members are
replaced within just four or five
years. Building good relationships
and maintaining good behaviour
are extremely important. Beyond
this, if a businessperson treats
consumers like members of their
own family, success will follow.
Every business runs on teamwork.
Your employees, business
associates and customers should
all feel like members of one
family. That, according to Mr
Thakral, is the fundamental

mantra of success.®
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Incense Sticks

Premium fragrances that
elevate every stick

Dhoop & Cones

Soulful aromas that create
a divine ambience

Agarbatti

Long-lasting fragrances for
a peaceful experience

Fragrances inspired by
Indian traditions.
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" NOREX FLAVOURS PRIVATE LIMITED

(A star Export House Recognised by Government of India.)
Gajroula Chandpur Road, MANDI DHANAURA - 244231 Distt. Amroha, U.P,, INDIA
Telephone: +91-5924-273095 [ 273241 Fax: +91-5924-273328275318

82 Email: sales@norex.in ©) Website: www.norex.in

%) Contact Sales: +91-7060297400

The International

Nolda Office: D115, D Block, Sector-63, Noida, Hazratpur Wajidpur, T
Uttar Pradesh: 201301 Fragrance Association
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World Health
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MASCHMEIJER AROMATICS
INDIA PVT LTD

A LEGACY OF 60+ YEARS OF MUSKS
AND UNFORGETTABLE SCENTS

Speciality Chemicals, Essential Oils, Fragrances for
Agarbatti, Dhoop, Potpourri, Car Fragrances.
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Brand Owned By : Manufoctured by & Consumer Care Address

BINNDI INCENSE BINDU INCENSE CRAFT LLP

No. 2, 4th Floor, Bindu Galaxy, Ist Main Road, Sy. No. 160, Kumba village, Kengeri Hobil,
Rajajinogar industrial Town, West of chord Rood, Chickeliur Road,

Mysore Road,
Bangolore 560010 Karnataka, INDIA. Bongalore, South Taluk - 560 074 - Karnatoka, INDIA.

+918095 007888 | (2 sales@binndicom | @ www.binndl.com



“Competition Should Be About Quality,
Not Price” - Pratik Batavia

Over the past five years, prices
of everything in the country,
from food and beverages to
consumer goods and all kinds
of products, have increased.
However, surprisingly, agarbatti
products have become cheaper.
Speaking to Sugandh India, Mr.
Pratik Kiran Kumar Batavia,
head of Rajkot-based Utsav
Fragrance, said that the tradeis

centred around price and quality.

Manufacturers are unable to

increase prices regardless of how

much raw material costs rise. At
present, there is a shortage of
raw materials due to the US-Iran
war, and their prices are also
increasing, but the market is

not accepting higher prices for

agarbatti and dhoop products. He

said that this is why, when the
crisis surrounding raw materials
intensified, we reduced the
weight of our products three
months ago, because | could not
compromise on quality. We have
confidence in the quality of our
products. If customers like the
quality, they remain connected
with the brand for a long time.
Ultimately, consumers prefer

quality.

esponding to a
question about the
decline in prices of
agarbatti products, he
told Sugandh India
that five years ago, customers were
happy to buy a 250-gram pack of
agarbatti for 100. However, due to
the competition that began around
pricing, manufacturers today are
offering 400 grams of agarbatti for
100, even though the prices of all raw
materials have increased by 25 to 30%
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over the past five years. However, a
customer is willing to pay 250 for 100
grams of good-quality agarbatti and
2100 for 200 grams, Agarbatti is one
such product that does not disturb the
customer’s monthly budget. They can

manage their requirements well within

¥50-100. Yet, due to competition in
the market, prices are being reduced,

Il

which also affects quality.

Answering a question from Sugandh
India, Mr Pratik said that the same
situation exists with schemes. The
trend of pushing products through
schemes is strong in the market.
Offering schemes, especially during
the festive season, has become a
market reality. However, Utsay




Fragrance is a quality-segment
product. Therefore, we compete in
the market on the strength of our
quality. The Utsav Fragrance brand
was started 15 years ago in Rajkot,
Gujarat. He said that today our
brand is recognised across 15 to 20
states because we focus on quality
and do not chase quantity or price.
Our effort is to offer consumers the
best products. He said that they
have around 400 products across 15
to 20 segments, including agarbatti,
cones, dry sticks and gilli dhoop.

He told Sugandh India that we
sell only those products that we
can manufacture in-house. We do
not engage in trading by sourcing
raw materials from outside. We
are also carrying out research
and development on cow-based
products. He said that Gujarat
is our home state, so the brand
performs well here, while we also
have a strong presence in Madhya
Pradesh, Maharashtra, Andhra
Pradesh, Telangana, Karnataka,
Tamil Nadu, Odisha, Chhattisgarh,
Rajasthan, West Bengal, Jharkhand,
Punjab, Haryana and Delhi.

Our strongest supply network

isin Maharashtra. Responding

to a question about how Utsav
Fragrance built its identity across
several states in 15 years, he said
that my background has been

in trading. Therefore, when we
launched our own brand, it gained
acceptance easily, because I had
worked with all the top brands and
companies in the country, from
Bengaluru onwards, and learned a
great deal from them, which helped
when we launched our own brand.

Speaking about the challenges
facing the agarbatti industry, he
said that our products do not
face the same kind of challenge.
When your vision is large, you
focus on quality and range while
also keeping an eye on pricing.
Our brand works in both the mass
market and the premium segment.
He said that the biggest challenge
today is credit. We have not been
able to reduce it. Although all

He said that Gujarat is our home
state, so the brand performs well here,

while we also have a strong presence

in Madhya Pradesh, Maharashtra, Andhra
Pradesh, Telangana, Karnataka, Tamil Nadu,
Odisha, Chhattisgarh, Rajasthan, West Bengal,
Jharkhand, Punjab, Haryana and Delhi. Our
strongest supply network is in Maharashtra.

companies want advance payments,
itis not always possible. If we want
to expand our market and supply,
we cannot impose strict rules
regarding advance payments. Once
the brand achieves stability, we can
certainly consider it. He said that,
in any case, I am not in favour of
aggressive marketing.

Responding to a question about
manufacturing other products, Mr
Pratik said that along with business,
I also give importance to home,
family, friends, and my principles
and values, because I believe that
in life, all one needs is two meals a
day. After that, everything remains
behind here. This is why we do not
manufacture many items, such as
mosquito agarbatti, with which we
do not agree, even though we have
the working capital, structure and
knowledge to do so. He said that
this is also why, when raw material
shortages occurred and prices
increased due to the US-Iran war, I
reduced the weight in my product
packaging, but did not compromise
on quality, because I believe that
customers should receive the best
quality.

Mr Pratik told Sugandh
India that he is also working
for the betterment of the trade
through the Rajkot Agarbatti
Manufacturing Group “RAM-G”.
For this, seminars, meetings

and conferences are regularly
organised among people working
in the trade across Saurashtra and
Kutch. The objective is to maintain
unity among manufacturers and
people associated with the trade
in this region. This has benefited
companies. Most importantly,

we are also able to keep track of
defaulting companies, traders and
salesmen. For this purpose, we
have our own group where trade-
related information is shared. In
addition, we organised a seminar
on BIS standards, inviting several
experts and industry professionals
and also arranging presentations.
Information was provided on how
perfumers and manufacturers
should operate under BIS
regulations and how they can
benefit from them. A large number
of people attended the seminar.

Answering a question, he said
that I have been associated with
this industry for 25 years and have
been hearing since then that small
players would disappear from the
trade. However, they have increased
in recent years. The number of
people doing business unethically
is also increasing, Manufacturers’
margins are also declining. He said
that there should be competition,
but it should be for quality, and
the time has come for the trade to
seriously consider this issue.®
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Shiv Shalcti’s jJourney Began
with a Commitment to Quality,
Purity and Devaotion

reliability.

From a Small Beginning to
a Manufacturing Unit

Speaking about the beginning of
the company, Mr. Sitaram Jaiswal
told Sugandh India that Shiv Shakti
started on a very small scale. One
day, while performing puja at a tem-
ple, the camphor was not burning
properly. This interruption during a
sacred moment of devotion deeply
affected him. He recalls wonder-
ing: should low-quality camphor
become an obstacle in someone’s
devotion? This question became the
foundation of his resolve. During
the initial years, production was
limited, and moving the business
forward required continuous hard
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“Camphor is not merely a puja product, but an integral
part of faith.” It was with this belief that Mr, Sitaram
Jaiswal laid the foundation of Shiv Shakti with limited
resources and gradually transformed a small initiative
into the journey of an established brand. In an exclusive
conversation with Sugandh India, Shiv Shakti Camphor
founder Mr. Sitaram Jaiswal shared that a small personal
experience inspired him to create camphor that could
become a trusted part of every puja while maintaining
purity and quality. The journey of Shiv Shakti, which
began in 1987, has now completed several decades.

At the heart of this journey has always been one
fundamental belief that products used in puja are not
merely commodities, but are closely connected with
people’s faith and emotions. Therefore, there should

be no compromise when it comes to their quality and

work and patience. According to
Mr. Jaiswal, maintaining quality
was the biggest priority during that
period, and despite the early chal-
lenges, he did not compromise on
the company’s core principles. After
around five to six years, the compa-
ny established its own manufactur-
ing unit. At that time, production
was much smaller compared to to-
day. Mr. Jaiswal recalls that produc-
ing even one tonne of camphor in
amonth was considered a signifi-
cant achievement. The hard work
and dedication of the entire team
played an important role in making
this possible. Recalling those early
days, he shared that the team often
had to work extra hours, but the
employees’ commitment towards

quality and production helped the
company move forward. Today, Shiv
Shakti has expanded considerably,
but according to its founder, the
company’s core values remain the
same as those with which it began -
quality, trust, purity and devotion.

Camphor: A Product

Connected with Tradition
and Faith

Responding to a question from
Sugandh India, Mr. Jaiswal ex-
plained that camphor has tradition-
ally held a special place in Indian
puja practices. For Shiv Shakti too,
camphor is not merely a consumer
product, but a medium connected



with religious and cultural emo-
tions. Mr Jaiswal considers Shiv
Shakti camphor a symbol of pu-
rity, tradition and faith. He also
views the burning of camphor
as a spiritual symbol. Just as
camphor burns and disappears
without leaving any residue, it
is associated in Indian spiritual
traditions with letting go of ego
and negativity. According to
him, the flame and fragrance

of camphor help create a more
peaceful and sacred atmosphere
during puja. With this thought,
Shiv Shakti says it places spe-
cial emphasis on purity and the
overall user experience of its
camphor products.

Focus on Quality

Responding to questions about
camphor quality, Mr. Jaiswal
told Sugandh India that Shiv
Shakti prioritises certain key
characteristics in its products.
These include easy and uniform
ignition, leaving no black res-
idue after burning and main-
taining fragrance for a longer
duration. According to him, the
quality of camphor should not
be judged only by its packag-
ing or presentation, but by the
actual experience of using the

Shiv.Shakei. |

Aarti Camphor

product. His emphasis has al-
ways been on creating a product
that consistently meets consum-
er expectations. This consisten-
cy, he believes, has become an
important part of Shiv Shakti’s
identity.

Expansion into Incense
Products

Responding to questions about
other products, Mr. Jaiswal told
Sugandh India that along with
camphor, Shiv Shakti has also
made incense products a part of
its portfolio.

The brand aims to provide an
experience of purity, positivity
and a pleasant environment in
homes and places of worship
through premium-quality
camphor and incense products.
According to the company,

Aarti Camphaor
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its products are inspired by
Indian spiritual traditions

and developed with the aim
of enhancing the experience
of puja and worship. For Mr.
Jaiswal, this expansion is

not simply about increasing
the number of products. He
believes that every product
associated with puja must offer
quality and reliability, because
consumers use these products
during important moments of
their religious faith.

Contribution of

Business Partners and
Customers

Concluding the conversation,
Mr. Jaiswal highlighted the
important role played by
business partners, distributors,
dealers, wholesalers, retailers
and customers throughout
Shiv Shakti’s journey spanning
several decades. He explained
that the support of the
business community and the
trust of customers have played
amajor role in taking the
company to different parts of
the country. Expressing this
sentiment, he says, “Your trust
is our greatest strength.”.®

Shiv Shakrl
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Steamtech Dryers Play a Crucial Role in
Consistent Incense Production During the
Humid Season: [(alpesh Shah

The monsoon season brings high levels of
humidity, traditionally creating significant drying
challenges for incense stick and dhoop
manufacturers. Inconsistent drying can affect
production schedules as well as important
product characteristics such as burning quality
and fragrance. Today, controlled drying
technology is helping manufacturers overcome
these seasonal limitations. Steamtech Innovative
Machinery Pvt. Ltd., Rajkot, has developed a
range of small and large drying solutions
designed to support incense manufacturers in
maintaining consistent drying and production
across changing weather conditions.

n a special conversation with Sugandh
India, company head Mr. Kalpesh Shah
explained that Steamtech’s journey in
drying technology began much earlier
with the development of systems for
moisture management in cotton. Over
the years, the company expanded its
research and engineering capabilities into drying
solutions for different industrial applications. A
significant development came when Steamtech be-
gan focusing specifically on the challenges faced by
the incense industry. According to Mr. Shah, the
idea of developing a dedicated dryer for incense
manufacturing emerged after discussions with
Pappu Bhai of Abhinav Incense, through which the
team gained a deeper understanding of the mois-
ture-related challenges faced by incense manu-
facturers. Following these discussions, Steamtech
began research and development specifically for
incense drying. The technology continued to
evolve through practical experience, customer
requirements and continuous improvements. In
2019, the Government of India changed the import
policy for agarbatti from “Free” to “Restricted.” As
domestic manufacturing gained greater impor-
tance, the industry also required dependable pro-
duction systems capable of performing consistent-
ly under varying climatic conditions. This further
highlighted the importance of controlled drying.
“Steamtech dryers play a crucial role in the incense
manufacturing industry by helping manufacturers
maintain consistent drying and production even
during humid and monsoon conditions,” Mr. Shah
said.

Growing Presence in the Incense
Industry

Steamtech has developed drying solutions for
different production requirements, ranging from
smaller manufacturers to large-scale incense and
dhoop production facilities. According to Mr.
Shah, Steamtech has supplied more than 900 small
and large dryers to the incense industry. Its drying
systems are also installed at manufacturing facil-
ities associated with several well-known incense
and dhoop brands, including Cycle, ITC, Z Black
and Moksh. Recalling the development of the
business, Mr. Shah said that engineering and ma-



chine development have always been closely connected
with the family.“ My elder brother, Mr. Rakesh, was an
engineer at a spinning mill and was involved in ma-
chine design. My cousins, Mr. Devang and Mr. Nilesh,
also worked with us on developing the dryer. When we
identified the drying challenges faced by incense man-
ufacturers, we came together to develop technology
specifically suited to the industry.”

Controlled Drying Across Changing
Weather Conditions

For incense manufacturers, drying is not simply about
applying heat. Effective drying requires the right com-
bination of temperature, airflow and air movement,
depending on the product size, thickness and present
moisture content of wet sticks, cups or cones and pro-
duction requirement. Steamtech therefore offers differ-
ent drying configurations and heat-source options to
suit different applications and operating requirements.
Mr. Shah explained that the company has developed
systems using electric, gas and solid-fuel-based heating
options. The appropriate configuration is selected ac-
cording to production capacity, product characteristics,
available heat source and customer requirements. This
controlled approach allows manufacturers to reduce
their dependence on ambient weather conditions and
maintain more consistent production during periods of
high humidity. The objective is particularly important
during the monsoon, when natural drying becomes
difficult and production can otherwise be affected.

From Small Requirements
to Industrial-Scale Applications

Steamtech manufactures dryers for different produc-
tion capacities and requirements, different products
like dhoop or cone. The final system configuration
depends on several factors, including required capacity,
product characteristics, heat source, level of automa-
tion and specific process requirements. Rather than
defining drying equipment only by price, Steamtech
focuses on identifying the appropriate system accord-
ing to the customer’s actual production requirement.
Different models are available for different batch capac-
ities, and drying time depends on factors such as the
product, initial moisture, required final moisture, load-
ing conditions, temperature and process parameters.
Dryers are starts from 32 kgs, 65kg, 125 kgs, 250 kgs,
500 kgs,to 9000 kgs. For larger manufacturers, capacity
can also be planned according to present production
requirements and future expansion.

Drying Technology Beyond Incense

While incense drying has become an important appli-
cation for Steamtech, the company’s technology is also
used across several other industries. Mr. Shah explained

that Steamtech drying solutions are used for applica-
tions involving *food products, namkeen, match sticks
splint-industry products, maize and various other
agricultural and industrial materials. The company has
also supplied machines to international markets. This
diversity of applications has enabled Steamtech to con-
tinue developing its understanding of different materi-
als, moisture conditions and drying requirements.

Continuous R&D for the Next Generation
of Dryers

Steamtech continues to invest in research and develop-
ment rather than treating its existing dryer technology
as a finished product. Mr. Shah said that the company
is currently working on a new generation of drying sys-
tems for reducing drying cost. The company continues
to upgrade its machines based on practical operating
experience and evolving customer requirements.

Service Support Across India
Along with manufacturing and technology

development, after-sales service has become an
important part of Steamtech’s operations. According
to Mr. Shah, Steamtech has a team of around

*125 employees, with approximately 25 to 30 team
members regularly travelling across different states

for service and technical support. The company’s
service presence helps it respond quickly when
customers require assistance. In many cases, a service
engineer may already be operating within the same

or a neighbouring district. Minor technical issues can
also be diagnosed and resolved remotely through video
calls, helping customers minimise unnecessary pro-
duction interruptions. Smaller-capacity machines can
generally be installed within a relatively short period,
while larger systems require additional installation and
commissioning time depending on their configuration
and site conditions.

Helping Incense Manufacturers Move
Beyond Seasonal Drying

The incense industry has traditionally been highly
affected by weather conditions, particularly during
periods of high humidity. Controlled drying tech-
nology is gradually changing this dependence. For
Steamtech, the objective is not simply to manufacture

a heating chamber, but to provide a controlled drying
solution that enables manufacturers to achieve consis-
tent drying, dependable production and better pro-
cess control across seasons. With continued research,
application-specific engineering and nationwide
service support, Steamtech aims to play a crucial role in
helping the incense manufacturing industry move from
weather-dependent drying towards more controlled
and reliable fast drying.®
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G DRSS Thakral Group Introduces Two Exciting
New Products Under R.K.T.

Thakral Group has introduced two
exciting new products under its
R.K.T. brand - Sugandh Sangam

and N-Joy B-4. Developed especially
for the family pack category, both
products feature carefully selected
premium white incense sticks, offer-
ing excellent quality along with an
appealing and long-lasting fragrance
experience.

Available in attractive and spa-
cious zipper packs, these products
combine stylish packaging with
convenience. Their key highlight
is a unique blend of four different
fragrances, bringing together tra-

ditional favourites along with new With a higher quantity of incense sticks, both products offer consumers
and contemporary fragrances. This greater usage and better value for money. Attractive packaging, premium
variety allows consumers to enjoy quality, fragrance variety and strong market appeal make R.K.T. Sugandh
multiple fragrance experiences in a Sangam and N-Joy B-4 well-positioned to establish a distinctive presence
single pack, making them an ideal in the market. R.K.T. - A perfect blend of quality, variety and greater
choice for the entire family. valuel.m

DevDarshan Expands Nirvana Product Range
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DevDarshan, the No. 1 brand in the Dhoop and Agar-
batti manufacturing business since 1954, has expanded
its Nirvana range with three new products under the
Nirvana Lunar Series. The new collection includes
Nirvana Luna Bambooless Incense Sticks, with an MRP
of 150 for a pack of 30 sticks; Nirvana Luna Incense
Sticks, with an MRP of 150 for a pack of 30 sticks; and
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Nirvana Luna Dhoop Cones, with an MRP of 370 for
a pack of 20 pieces. The launch brings together three
distinct fragrance formats, offering retailers and dis-
tributors a wider selection within the category.

The Nirvana Lunar Series is designed to meet the
evolving preferences of modern customers who look
for premium fragrance products with contemporary
presentation. The range combines different formats
with attractive packaging and convenient pack sizes,
creating a product proposition suited to changing
consumer preferences. The bambooless incense
sticks, regular incense sticks and dhoop cones pro-
vide different usage formats, allowing consumers

to choose products according to their individual
fragrance and usage preferences. This combination
of fragrance and presentation can help the products
stand out on retail shelves and appeal to consumers
who consider both product experience and packaging
when making purchasing decisions.

With its combination of product variety, premium
fragrance, contemporary packaging and consum-
er-focused formats, the Nirvana Lunar Series adds a
modern offering to the fragrance category. For more
information, visit www.devdarshandhoop.com.®
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FAFAI Seminar 2027: Where Knowledge Meets Innovation

The Fragrances and Flavours Association of India
(FAFAI) is all set to host the much-awaited FAFAI
Seminar 2027 from 14th to 17th March 2027 in Goa,
bringing together industry leaders, innovators and
professionals on one dynamic platform.

More than just an industry gathering, the seminar
promises an enriching experience that combines
knowledge, innovation, industry insights, meaningful
connections and new business opportunities. FAFAI
Seminar 2027 will showcase the remarkable cultural
heritage and expertise of India’s fragrance and

flavour industry, highlighting the practices, knowledge
and craftsmanship that contribute to the quality and
excellence of Indian formulations. These products
continue to earn recognition and appreciation across
global markets.

The event will also provide an ideal platform for
businesses to exchange ideas, explore emerging
opportunities and address evolving industry challenges.
With innovation at its core, the seminar will celebrate
excellence in quality while fostering meaningful, long-
term partnerships.®

Fragrance Industry Loses a Precious Gem
Master Perfumer Ramesh Vaze Passes Away at 85

A respected name in India’s fragrance and Flavour industry and Chairman of S H
Kelkar and Company Limited (SHK), Mr. Ramesh Vinayak Vaze, passed away at
the age of 85. He made a significant contribution to the growth and development
of the Indian perfumery industry over a career spanning more than six decades.
Mr. Vaze joined the family business in 1961 and played an active role in the
company’s growth for several decades. He joined the company’s Board in 1981
and held several key positions during his career, including Managing Director.
Since 2019, he had been serving as the company’s Non-Executive Chairman. As a
Master Perfumer, he played an important role in advancing the art and science of
Indian perfumery. Among the early advocates of technology and automation in
fragrance manufacturing, Mr. Vaze emphasised quality, precision and enhanced
production capabilities.

Under his guidance, SHK strengthened its presence not only in the Indian
market but also on the international stage. Mr. Ramesh Vaze’s legacy of
knowledge, innovation, commitment to quality and contribution to Indian

perfumery will be remembered for years to come. ™

Amrutha 3-in-1: Three Iconic Fragrances, One Premium Experience

Amrutha Aromatics and its popular Amrutha brand need no introduction.

Based in Bengaluru, the hub of high-quality agarbatti manufacturing,
Amrutha has built a strong reputation for quality and consistency. Today, the
brand is among Bengaluru’s leading sellers, with a presence across markets
throughout India and abroad. Known and preterred for its commitment to
quality, Amrutha offers a wide portfolio of products made with carefully
selected, finest ingredients. Among its many popular offerings, Amrutha
3-in-1 continues to be one of the most sought-after products.

The unique 3-in-1 pack brings together three highly demanded fragrances

— Champa, Musk and Firdous — giving consumers the opportunity to enjoy
three distinctive fragrances in a single pack. Catering to different consumer
preferences, Amrutha 3-in-1is available in both a premium agarbatti

zipper pack and premium dry dhoop sticks. Whether consumers prefer the
traditional experience of agarbatti or the convenience of dry dhoop sticks,
Amrutha offers both formats with the same promise of quality.®
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Phoshak: A Trusted Name Now in 6-Inch Eco Bambooless Dhoop Sticks
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Rajalakshmi Perfumery Works, one of Bengaluru’s oldest and most prestigious agarbatti manufacturers, has been
winning customer trust for decades with its popular Phoshak and Weekly brands. Built on consistent quality and
strong brand loyalty, the company has now benn expanding its expertise into the growing bambooless and dry
dhoop stick segment.

The latest launch features 6-inch Eco Bambooless Dhoop Sticks, available in six evergreen fragrances — Sandal,
Rajnigandha, Rose, Lavender, Jasmine and the company’s signature Phoshak fragrance. Carefully developed to
match changing consumer preferences, these fragrances offer a familiar and appealing experience.

The dhoop sticks are charcoal-free, thick and long, delivering a convenient and premium incense experience.
Packed attractively in 90-gram packs, the new range combines traditional expertise with a contemporary product
format. With Bengaluru’s strong reputation for quality agarbatti manufacturing, Rajalakshmi Perfumery Works
continues to carry forward this legacy through its latest offering. ™

Hari Darshan Special 4-in-1Wet Dhoop: Four Fragrances, One Divine Experience

Hari Darshan Sevashram Pvt. Ltd., is a leading brand

in agarbatti and dhoop. The company has been serving
consumers with quality pooja and incense products for
decades. Trusted for its traditional approach, consistent
quality and natural fragrance solutions, the brand
continues to create products that bring a premium
spiritual experience to everyday rituals. Among its wide
portfolio, Hari Darshan Special 4-in-1 Wet Dhoop Sticks
remains a customer favourite. Made with a carefully
selected blend of natural herbs, resins and aromatic oils,
this unique dhoop brings together four complementary
fragrance notes in a single pack.

Its wet dhoop formulation delivers a rich and long-
lasting aroma, creating a calm, sacred and temple-like
ambience. The sticks are designed for a slow and even
burn, ensuring better fragrance diffusion and a pleasant
experience. With 16 sticks in every pack, the product is ideal for daily pooja, meditation and spiritual rituals. ®
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Karnataka Fragrance Introduces Ram Dhun 3-in-1

for the Festive Season

In the agarbatti industry, Bengaluru
is synonymous with quality, and
Karnataka Fragrance continues to
carry this legacy forward. Being

one of Bengaluru’s leading incense
manufacturers, Karnataka Fragrance
(KF) is known for its quality products
and its popular Blue Musk incense
sticks, which enjoy a strong following
among customers across India.

and highly appreciated fragrances
together in a single pack.

The range features three all-time
favourites: Blue Musk, Gold Musk and
Platinum. Like other KF products, Ram

Dhun offers a long-lasting fragrance and

is made with carefully selected natural
ingredients. Its smooth and even
burning makes it suitable for a variety
of occasions, including home, office

ey bl ety ®
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This festive season, Karnataka
Fragrance has added another exciting
product to its portfolio - Ram Dhun
3-in-1, bringing three of its premium

and daily pooja. The new product is
attractively packed in a 300-gram zipper
pack, carrying an MRP of 175, and is
available in a 7-dozen master pack.®

5 Star Agarbatti: A Legacy Brand from Charu Perfumery House

Charu Perfumery House, Bengaluru,
has built a strong identity in the incense
industry through its iconic 5 Star brand,
a name the company has been known

by across the industry for decades. The
brand continues to be an important part
of Charu’s product portfolio, combining
familiarity, fragrance and consistent
quality. The latest 5 Star Agarbatti range

features five distinctive fragrances — Rose, Mogra, Kewda, Sandal and Firdaus — offering consumers a choice
of floral, soothing, divine and luxurious fragrance profiles. The product is positioned around premium quality,
natural ingredients, long-lasting fragrance and safe usage, making it suitable for everyday use as well as devotional

occasions. The brand is currently offering one cycle bag free on every six dozen, along with a 6-piece MRP 15

pouch free, supporting its appeal in the retail and distribution market. With its long-standing presence and strong
recognition among trade and consumers, 5 Star Agarbatti remains closely associated with Charu Perfumery House, :
carrying forward a legacy built over decades in the incense industry. ® I

Saraswati Camphor: A Trusted Name Dominating the MP Market

Saraswati Camphor, from Oriental Aromatics Ltd.,

is one of India’s oldest and most trusted camphor
brands. Camphor remains an essential part of daily
pooja, while its use as a room freshener has also grown
significantly in recent years. With a strong focus on
purity and quality, Saraswati continues to enjoy a
special place among consumers. Registered in 1967,
Saraswati is among the oldest camphor brands in India
and has built strong recall across the country. The
brand primarily caters to the traditional spiritual and
religious segment.

Punjab, Rajasthan and North India remain important
markets for the brand, along with Madhya Pradesh

which has emerged as a particularly strong market for
Saraswati Camphor. In Sugandh India’s recent market
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survey, the brand demonstrated exceptionally strong
market placement across Madhya Pradesh, reflecting
its high consumer demand and widespread availability.
With strong retailer acceptance and consistent
consumer preference, Saraswati Camphor has become
a must-have product for shops dealing in camphor and
pooja essentials. W
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RKT Products Have Strong
Repeat Demand: Privanshu jain

Indore is a very strong market for the agarbatti industry and a major production hub. Competition
among brands is intense, but every brand has a presence, says Mr. Priyanshu Jain, head of Jai
Gurudev Agency, Indore, in a conversation with Sugandh India. Jai Gurudev Agencies is the super
stockist for RKT, Real, Pioneer and Shyam Kripa across Madhya Pradesh and Rajasthan. Mr Priyanshu
added that in dry sticks, RKT has no real competition. Its 3-inch dry-stick jar pack sells extremely
well. A full carton of RKT's hox packs had recently arrived and is performing very well. In the box-
pack range, their Kesar Phool, Chandan and Kesar fragrances are excellent products and customers
repeatedly ask for them. He said that another product from the Thakral Group, Big Safari, also
performs well. Answering a question, he said that some time ago, the company owners visited them
and had a very warm and respectful interaction. “We have been handling RKT for nearly 10 years
and have never faced any complaints. The company provides complete support. As soon as we place

an order, the goods reach us the very next day."

nswering a question about
the beginning of Jai Gurudev
Agency, Mr. Priyanshu Jain
said that his grandfather
started the agarbatti
business 30 years ago. From the very
beginning, they have been involved
in distribution and super-stockist
operations. The journey began with
the launch of Jain Shree. At present,
apart from RKT, they handle Jesal,
Real, Geeta, Pioneer, Parivar, Shyam
Kripa, Amrutha, Simran, Flourish,
Shridhan, BIC, Oriental, Darshan
Black Stone, JB, Dali, Tej, Platina,
Aerochem and Rocket. He explained
that as super stockists, they handle
Madhya Pradesh and Rajasthan.
In addition, they supply products
according to demand in districts of
Mabharashtra, including Mumbai
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and Yavatmal. Besides distribution
and super-stockist operations, Jai
Gurudev Agency also has its own
retail shop. Answering another
question, he said that besides Indore,
Jabalpur and Bhopal are also major
agarbatti markets in Madhya Pradesh,
and more than 100 distributors work
with them across the state.

Responding to a question from
Sugandh India, Mr Priyanshu said
that products with an MRP of 375
have the highest sales in Indore. They
account for nearly 70% of the market.
The remaining 30% comprises
products priced at 10, 320 and 335.
He said that the premium segment is
relatively small here, although around
10% of customers purchase premium
brands. Pioneer, Shyam Kripa, Real

and RKT have the highest demand in
the market, and these are products that
sell throughout the year. Apart from
these, Balaji, Cycle and Forest also have
a market presence. Answering another
question, he said that both wet dhoop
and dry dhoop have a good market
here. In dry sticks, RKT and Pioneer
perform well, while Shyam Kripa is
popular in wet dhoop. The dry-dhoop
market accounts for around 35%, while
wet dhoop accounts for 15%. Parivar
also has strong sales. All these products
are sold at a price of 320. In dry dhoop
sticks, RKT’s 3-inch jar pack performs
well.

Answering another question, Mr
Priyanshu said that sambrani cups
have a good market in Indore and

sell throughout the year. Like dry
sticks, cups are also widely used.
Demand for mixed-packing cups has
increased recently, and Pioneer and

JB have introduced mixed-fragrance
packs. RKT has also introduced mixed
metallic cones in different colours.
Whatever the RKT product, customers
are sure to ask for it again. In addition,
Pioneer’s 3-in-1 cup pack, containing
12 pieces in three fragrances, sells well.
Cups from Real, Jesal and Oriental

are also sold. Answering another
question, he said that Saraswati is the
leading brand in camphor here, while
Mangalam and Three Pine products
also have good sales. The use of
camphor danis is also increasing, with
Vedic performing well. In Chandan
Tika, Kashi and Shankh are popular,
while Manohar and Labh Ganga also
sell well. In attar, Arome, Shyam Kripa
and Oriental have good demand.
Apart from these, several other local
products are also sold. He explained
that branded agarbattis have higher
sales in this market, accounting for
around 70%, while local products make
up the remaining 30%. He said that,
on average, an individual customer
purchases products worth 3500-31,500

per month. W
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Innovative Products Become Successful Brands:
Chandresh Somaiya

Across the country, thousands of
companies manufacture agarbatti

and dhoop. At the same time, millions
of products are sold across a country
of 1.5 hillion people. Yet, every year,

a large number of new agarbatti
companies enter the market, and
some eventually gain popularity and
develop into established brands.

Mr. Chandresh Somaiya, head of
Manhar Sales Corporation, a company
involved in agarbatti trading in Gujarat
since 1976, told Sugandh Indiaina
conversation that new companies face
difficulty establishing their products
as popular brands, However, if its
products offer strong quality, new
fragrances, innovative packaging styles
and reasonable pricing compared with
competing products, they can establish
their place in the market and continue
climbing the ladder of success.

laborating further, Mr.
Chandresh said that suppliers
like them also promote new
brands that offer lower prices
along with good-quality
products. Sampling products
among retailers and customers
is essential for any new company. He said
that traditional perfumes and fragrances
are already very popular in the market.
Simply repeating the same fragrances
makes it difficult for a new company to
establish itself. However, if companies
innovate their products through research
and development, their chances of success
increase significantly. Fruity notes are a
good example. When Pineapple and
Jasmine fragrances were introduced, they
became so popular that today almost every
company makes products with fruit and
jasmine fragrances. Similarly, introducing
innovation in packaging helps a product
stand out at the retail counter and attracts
customers. If its price is lower than
competing products, customers are likely
to pick it up, and if the quality is good after
use, they return to purchase it again.

Mr Chandresh told Sugandh India that
his family has been involved in the
agarbatti business for 50 years under the
name Manhar Sales Agency. Five years ago,
they expanded the business by starting
operations under the name Manhar Sales
Corporation in Rajkot. He explained that,
apart from Rajkot, the firm handles
Alaukik across Gujarat and Rajasthan. It
also handles Shreeji Agarbatti Works of
Vadodara for Gujarat and Rajasthan. [n
addition, they have been handling the
distribution of Bengaluru-based BIC for
the past one year. They also handle Shree
Bhawani Agarbatti Works of Morbi.
Besides these, they handle Sarathi from
Bengaluru and several other companies
across Gujarat. He said that their supply
network includes more than 100
distributors. Answering a question about
how they manage business from Rajkot to
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Rajasthan, he said that many large

companies do not have depots in Rajasthan.

Building and operating depots for every
company is difficult; therefore, these
companies have entrusted them with the
business there. Their supply network
primarily covers 10-12 major cities,
including Jaipur, Ajmer, Banswara, Sirohi
and Udaipur.

On being asked by Sugandh India why
he chose Rajkot as his headquarters instead
of Ahmedabad, Mr Chandresh explained
that Rajkot, like Ahmedabad, is well-
connected. There is not much difference
between the markets of Ahmedabad and
Rajkot. Although Ahmedabad has many
very large traders, Rajkot has also been a
centre of the agarbatti trade for the past 50
years. Therefore, from a business
gerspective, there is no major difference

etween Ahmedabad and Rajkot.
Answering another question, he said that
Gujarat is divided into four regions: North
Gujarat, South Gujarat, Saurashtra and
Kutch. Kutch includes places such as
Jhanzhar, Katarna, Mandvi, Gandhidham
and Adipur. Surat, Vapi and Valsad fall
under South Gujarat. Ahmedabad is the
capital of Gujarat and also a major business
centre. Although products with different
prices, ranges and trends are popular across
these regions, products priced at 370, 150,
235 and 15 generally sell across the state.
He explained that every brand has its own
market, while some brands have a
dominant position in certain areas. For
example, Alaukik’s Pineapple and Musk
Melon fragrances are among the top-selling
products. Natural products are also popular
here. In the natural segment, Shreeji’s wet
dhoop is particularly strong. BIC’s
Panchvati and Shivam are products known
to almost every consumer. Similarly,
Bhawani is a very old brand. Shreeji’s Wari
brand performs well in both pouch and box
packaging.

When Sugandh India asked what makes

a product perform well in the market, he
said that along with quality, companies also
need to offer marketing schemes, Most
companies offer schemes during the festive
season. However, schemes are no longer
running throughout the year because
raw-material prices have increased
significantly due to the war, putting
companies under financial pressure. At the
same time, they are unable to increase the
prices of their products. Answering another
question, he said that the Rajkot market is
very good, and several large companies also
manufacture here. In this way, Rajkot is
gradually emerging as a centre of the
agarbatti industry.

Answering another question, Mr
Chandresh said that products from local
brands as well as brands from other states
sell strongly in the market here, However,
brands from other states face difficulties
because their transportation costs become
very high. In comparison, products
manufactured in Ahmedabad, Rajkot and
other districts of Gujarat not only offer
good quality but are also available at lower
prices. Local manufacturers can deliver
good products on time. Outside companies
are generally able to compete here only
when they reduce their margins and supply
products at lower prices. Companies from
other states mostly bear the transportation
costs themselves, which enables traders
here to purchase their products. He
explained that raw-material prices are
continuing to rise, creating pressure on
companies over price increases. Although
the war has affected industries in one way
or another, agarbatti is a business where
prices cannot be increased every day. Once
prices are increased, another increase can
generally be made only after six months or
a year. This is why many companies have
reduced the weight of their product packs.
Customers also do not pay much attention
to the weight or number of sticks; their
primary focus remains on price and
quality.®
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Local Brands Dominate Gujarat:
Prashant Kishor Bhai Manek

nswering a question from
Sugandh India, Mr Prashant
said that his firm holds
agencies for several
companies. He manages the
distribution of some
companies for Rajkot, for some for
Saurashtra region, and for some for all across
Gujarat. In this way, his firm has developed a
supply network across the state. He
informed that distribution for Rajkot is
carried out under Prashant Sugandhalaya,
while Gujarat-wide distribution is carried
out under Raghuvanshi Sales Corporation.
His father established Prashant
Sugandhalaya 35 years ago. Mr Prashant has
been managing the business for the past 20
years. He said that he and his brother learned
the trading business from their father. His
father started his agarbatti business by
selling agarbattis from a single bag. He then
began retailing in Rajkot. After some time,
the business expanded across Rajkot and
Saurashtra and has now developed into a
supply network covering the entire state of
Gujarat. He explained that initially, they
handled products from Bharat Darshan, Man
Mandir, Sugandh Shringar and several other
local companies, Later, after establishing
contact with dealers in Ahmedabad, their
supply network expanded across the state.
Answering another question, he said that
two special products from Big Safari and
RKT have very strong sales. Their 5-foot
agarbattis and dhoop sticks are in
particularly high demand. Although the
companies have a large range of products, we
source only two products from them. These
goods are dispatched directly to us by the
companies. Regarding the Saurashtra
market, he said that it includes Bhavnagar,
Porbandar, Morbi, Shyam Nagar, Junagadh,
Rajkot and Dwarka, where agarbatti
consumption is very high. Among these, the
Dwarka market is particularly good for
agarbattis. As the city is home to religious
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and historical sites, it attracts a large number
of pilgrims and tourists.

He said that his firm currently handles
the Rajkot agency business for Shah
Fragrance, Siddhi Fragrance, Kamdhenu and
Parivar, They also have agencies for several
other local and outside companies for
Rajkot. Among other companies, they
handle the Gujarat-wide business of Siddhi
Sugandh. In addition, there are several
companies from Bengaluru. Om Sai brand
from Mumbai, Indra Max, Naupada Sales,
Ujjain, First Choice, Jayant Mumbai, Oswal
and Jain Incense Bengaluru are handled for
the entire Gujarat market. Besides these, for
Rajkot, they handle around 25 companies,
including Jain Products Ratlam, Gallani,
Alok Indore and Vienna Mumbai. They
supply these products through four
warehouses. He explained that the
operations of some companies are limited to
Rajkot, some cover Saurashtra, while others
are handled across Gujarat.

There are around 300 counters in Rajkot
and a network of 250 dealers across Gujarat.
Answering a question, he said that the
Ahmedabad and Rajkot markets are
completely different. Ahmedabad has many
companies and is a large market, There are
also several brands here, such as Utsav,
Alaukik, Bimal and Janak, among others.

Answering a question from Sugandh
India, he said that 3300 and 3400 boxes sell
regularly in Rajkot, with sales increasing
further during the festive season. The
400-gram and 300-gram packs have the
strongest regular demand. He said that 350
zipper packs are also sold, but most
customers now purchase 300-400 gram
packs for their monthly requirements.
Customers buying larger packs get both
better value in terms of quality and greater
quantity. There is still a small market for 210
and 20 packs in the outer areas. Answering
another question, he said that Shah
Fragrance, Siddhi, Parivar and Kamdhenu

Gujarat has emerged as a major production hub in the agarbatti
industry. Along with production, agarbatti consumption is also high
across premium and medium-guality segments. There was a time
when Bengalury agarbattis tominated the market, but over the past
decade, production of agarbattis across different price ant quality
ranges has increased significantly in Ahmedabad and other districts
of the state. Although Bengaluru still has no real competition in
premium-quality agarbattis, local Gujarat brands sell more products
and are rapidly expanding across India while also producing
premium-guality items, In an exclusive conversation with Sugandh
India, Mr Prashant Kishor Manek, head of Prashant Sugandhalaya
and Raghuvanshi Sales Corparation, said that Bengaluru products
are good, but the transpartation cost and long distance make
sourcing products fram there difficult. In comparison, products
from Ahmedabad and other local companies offer good quality at
lower prices. This is why the dominance of Ahmedabad and other
state-hased manufacturers continues to grow. The road distance
hetween Bengaluru and Ahmedabad fs around 1,500 kilometres. As
a result, it becomes difficult for traders to receive goods on time,
while freight costs are also considerably higher, making Bengaluru
products more expensive.

are among the brands that sell the most in
his market. Jain Incense from Bengaluru also
performs well. Krishna Kala and Jheenal are
also in considerable demand at his firm.
Speaking about the Rajkot market, he said
that bamboo-less agarbattis and wet dhoop
are also sold here. Compared to dry sticks,
the market for wet dhoop is smaller.

The dry-stick market is growing and
currently accounts for around 30%.
Agarbattis still make up nearly 70% of the
market. Wet dhoop accounts for around
10% and is mostly purchased by people who
have come from other states. He explained
that in dry dhoop, 100-gram jar packaging
has the highest demand. In wet dhoop, packs
with MRPs of 3120, 35 and 350 have a
market,

Mr Prashant said that local brands have
the strongest presence in this market.
National brands like ITC also have their own
markets and a fixed customer base, but
Nishan and Shah Fragrances have stronger
sales, In the premium segment, Balaji and
Krishna Kala have a good market presence.
He said that sambrani cups are very popular
here, with Kamdhenu having the highest
demand at his firm. Cycle’s Naivedya Cup
also sells well.

He explained that his firm does not deal
in other pooja items, but in the camphor
segment, they stock Choti Wala products
from Kanpur. Camphor has a good market in
Rajkot and sells throughout the year.
Answering another question,
he said that generally, an individual customer
purchases products worth 3200 to 3500 per
month, while some customers spend up to
11,000. Only one or two out of every ten
customers specifically purchase by brand
name, Otherwise, customers generally buy
whatever products we offer them. He
explained that in Rajkot, substantial sales
take place through pooja stores, flower and
garland shops, paan masala shops, grocery
stores and dedicated agarbatti stores.m
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Where Heritage Meets
High-Tech Perfumery/‘ -

Timeless Fragrances Since 1930

Husna Flavours & Fragrances Pvt. Ltd.

Noor Estate, No. 18, 7th Cross, H. Siddaiah Road, Bangalore 560 027, INDIA
Tel: +91 80 4150 6117 / 2248 3002 E-mail: info@hffhusna.com www.hffliusna.com
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Mr. Kirit Chandrana +971 98220 29526

SHASTRI AGAHBATI PVT. LTD.

OPPOSITE CENTRAL BANK OF INDIA, MASKASATH, ITWARI, NAGPUR- 440002, INDIA. PH: 07122763610
FACTORY-D-7, M.I.D.C., WADI, NAGPUR. PH:07104-224997, Mo.:940378611 EMAIL: sapl@rediffmail.com
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FRAG

TIME IN | LOBAN & BAKHOOR LOBAN
INDIA | BAKHOOR DHOOP CUP

We are Manufacturer and Exporter of
Premium Incense Sticks, Flora Incense Sticks,
Sambrani Dhoop, Sambrani Dhoop Cup,
Wet Dhoop, Loban, Bakhoor, Perfume etc.

) SLILET

Y/ PRODUCTS

FIRST CHOICE FRAGRANCE ~ Customer Care No.:
H.0.: 793, Budhwar Peth, Moti Chowk, Pune - 411 002, +91 96370 86086 | +91 95522 26850
Maharashtra. (INDIA) Email : firstchoice.fragrance@gmail.com

WE ALSO DO JOB WORK



SVAR

FRAGRANCES & FLAVORS PRIVATE LIMITED

Celebrating Another Year of Industry Recognition

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

e Medifg 3
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AWARDS WON - 2025

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

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

AWARDS WON - 2024

“Best Innovative
Idea in Perfumery
Marketing” in 2024

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

A Legacy of Recognition

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

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

Our Philosophy
Innovation is not just about creating something new —it is about creating something meaningful, scalable, and enduring.At SVAR,
every fragrance is backed by research, refinement, and responsibility.a

HEAD OFFICE: SVAR FRAGRANCES & FLAVORS PRIVATE LIMITED
610, RUNWAL R SQUARE, LBS MARG, MULUND (WEST), MUMBAI-400080. MOB: +91-9833540041
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Premium Aluminium Bottles & Drums by

M.S. CAN

Mohd. Samran

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

Used in flavours, fragrances and essential oils.

.
—

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

w h c h GLOBAL REACH: VERSATILE USE: HIGH-QUALITY MANUFACTURING:
V oose Trusted by clients in Ideal for a wide Robust and safe
M.S. CAN’ aver 30 countries. range of industries, packaging solutions

Elevate your product packaging with M.S. CAN's aluminium bottles and drums.

Contact us today to learn more!

Corporate Dffice: A-19, 2™ Floor, Habib Complex, Bharat Nagar, New Delhi-110065
Factory: Nazrapur Patti, Tirwa Road, Kannauj-209725 (U.P)
Mob: +91 9721127777 | Email: Samran1012@gmail.com



SINCE-1999
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Manufactured By:

- DESHMUKH AGARBATTI GRUHA UDYOG
11145, Small Factory Area, Binaki Mangalwati, Nagpur - 440 017
Customer Care No.: 9371342383, 9405665282

Email: deshmukhagarbatti@gmail.com
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INDIA'S OLDEST & ONLY CARBON FREE

Sambrani Dhoop Manufacturer Since 1991

Our Products

Panthatua

Wrad oo

C pmriwimn——

V] peace of Mind (V] 100% Satisfaction

) Natural product (v Trusted Company

ST S ) ol L e A e D e e Y
CEBTICIED CARBON NEUTRAL COMBANY .
BN NIFMHL L ARDUMN L _'5 AL LE AT Y
i

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

ety - < ® +9193 34 315252 | +9187 89 377137
NILIMA HERBS PVT. LTD.

ail us at nilima.2014a@gmail.com
Harni Chak, Anishabad, Patna - 800 002 (BiHAR) | © Mailusat 4 @gmail.c
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“*  HRA Essential Oil Factory .
The Fragrance of India’s SOUI

-

%‘ | From the heart of Kannauj — the perfume capital
| of India — HRA Essential Oil Factory brings you

nature’s rarest treasures in their purest form.

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

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

L performance.

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

- ‘z N
»’.._4+\ '\q‘

Scmdoiwoud Cyeriol [Nuqum\ofhu} Lavender Sugaondh Pondanus
Qﬂ il il Mantr Ofl {kewra) il

el

Nature's Soul in Every Drop

HRA Essential Oil Factory
Hajiganj, Eidgah Road, Kannauj - 209725, Uttar Pradesh, India
R, Mobile: +919935327008 | = Email: hareem@hraessentialoil.com
£ Website: www.hraessentialoil.com
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PACKAGING & PROMOTION
<@ Amasann Print

Think » Design * Develop

METALIZED PRINTING o HOLOGRAM MONO CARTON & COUPON = DANGLER PVC « HANGER o STICKER ® FLYER ® POSTER
CATALOGUE o ROUGH PAD o PEN & WALL CALENDER o TABLE CALENDER » DIARY & STANDEE ¢ CANOPY & FOAM BANNER
STEPNEY COVER » UMBRELLA » T-SHIRT o CAP » JACKET o RAIN COAT » COLLECE BACKPACK » SCHOOL BAG e PU BAG
CANVAS & NON-WOVEN PRINTED BAG » PAPER CARRY BAC o PROMOTIONAL TAPE

A&; Naraina Industrial Area,

<@ Amasann Print

- ) . M: (+91) 98103 22003, (+91) 97736 64165
I'nink ¢ Design E: amasannprint@gmailcom
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Established: 1935

Eheshake

Bambooless Premium @

[)/ioop Stz'cﬁs

1
T Premium
} Dhoop Stick

Pure Fragrance
e gy o D:v.u?e Expe rience
s L e Tradition Since 1935

MADE WITH
TRUST &
R QUALITY |

RAJALAKSHMI PERFUMERY WORKS

No. 247, 3rd Main Road, Chamarajpet, Bangalore - 560 018
Ph: +91 80 2650 7286 Phone :080 41206464
www.phoshak.in
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o RAUNAK FRAG;.RANCEPS : FOR TRADE ENQUIRY
T el s +91 70239 40214
For any plai dixack, pl contact our customer camn

head at marito.ting‘::ldfm. omall & Phone Number +91 97850 21 388



thatice WTee of hfeed &itster A Uer foar

¥I9 Yl 3-501-1

SR STURT A SR UTer 1 T
AT ST 8, 377 hieeh hiRd 9 fexred

1 3T 9T @1 ¢ | SIeTe <l T STet

St # enfAe stesd R (KF) 3799
UTEIT HeaeH 3R TR & e
e o fore S ST &, 5 ) R
H gk T8 HA ¢ |

34 Hfted dis A s iy 3 e
IS H e 37K @ Aiede T 49 3-89-1

Tae TR — & ", Tiee 7 iR
wifeTH fAa € |

KF % 371 Hieaed i avg TH 9 i &7dl
T % T@ a1l e & ¢ 3R e
Wihfares Gl & FaR foran T 8 | SR
TG 3R T ST & &aT 39 W,
it o7R AT gom o forg Suge
AR E |

g 91 Hieae AT 300 U 5w U

wrifaer foran & | 2aH s & i shfae
3R URIE T ST et et o U O
# ey fopa T € | SEH A aife-erew

# guwies ¢, S/t MRP 175 % iR 9 7
TS AR Ueh | off Suetsr ¢ ||

G[d! & 3PTedt! d1511e & 3ol YTl dollt g€ 5 &2

ST o =Te WHRAH BIed 7 370 et
5 TR e & ATeH ¥ SReR SN H Us
ST U TS € | 5 TR e UH A g,
TSR ot i el | W ST # ST

ST & | € i 3T oft =78 & T STl
T enfoer § 3R Ut uge, e aur
TRIAR &1 @ aett T o forq ST
ST § 15 TR e 1 98 gae | e,
TRT, e, Ted o7 fmera st uiw
STCTT- ST GG WA € | 7 Fiell bt roit, Yot o et e afiR wwer gt & foreen faerd € |

Ieare H tifeam Torerr, Wikt AR, e TR 9o o aTt e 3R gRiE Suh w e o wan g, e ag s
ST & WY IST-18 37K enfifen araw 3 fory oft Sugert € | s Y ofR & adam # @ 9 oo W U wisfha s gue o7k
6 i T RS 215 UrST o fEar S @t €, S Eeu SR foraur arei # gudht Suhifi sgr § | ¢ 99 9 e
His[art 87 T o UTeehi o S Hoted Ugd & |1, 5 WK SFRe 3115t *ff =1 WHgHd g1ed | el 99@ M ¢, S
TRl ST A et QX STO forTee o o ST W@ .

Heeddl dUe: I el o feleldig 3ile Agd Uediol

siiftres wiAfead fofiee @ v T aie TR FuX

W o T YU TS WHEE QY Fied # Wi § | FR
3ot off AT T i Uk STedt fewm €, i grer & st o
ST STANT TH THeIE o T9 F +ff TRl 991 ¢ | YgaT R
ToTer W) foRIT 21 & % R §EE U S ot dreht
% o9 @9 Ugu W@dr g |

1967 H SR ARl HRA & Hod G- S Jigd J 9 UF
2 3R 599 QX w1 & Hoted UgE oS ¢ | 9 Sie g $U Y
R e I afifer STedl ol YT AT ¢ |

ST, TSI 37 3T 9 978 % Heedqul ooik ¢ | $9%

T 3R SAT9e IUCTSIAT i ST & |

T A How G gL o o7 Ueh sigg At oo
FHT I ¢ | GO SfEan & giferan Ardhe 9 # 7o wew
e i Agg ASTe Ao Uil W aTs, ST 9! et

84 s EfEan | 3rEgeRr - 2026

e % wore R 37R Tgeh! &l TR T6E % HR0T
[ YR HYT T ST G S FTef g1 o (o1g U
SEd M T TETE W



INTERNATIONAL
Incense & Fragrance

!

1)
i L |, |NDORE
mrn , P '

%UGANDH'

SCAN FOR VISITOR

REGISTRATION
REGISTRATION CHARGES ,
VISITOR Rs 100/- 5%43
DELEGATE Rs 500/- INDIA’S
PREMIER ‘_
9TH _ 10TH AGARBATTI&
PERFUME EXPO
JANUARY 2027

LABHGANGA EXHIBITION CENTER
INDORE, MADHYA PRADESH

FOR DETAILS :

@ +91 9711766786
@ sugandhindiam@gmail.com



feute fedris
3{Techel & Higde ol: e 3ol

|

~ '} W’
- = : = ".'-»
R =t : © .

- Al i

1 ¥

...
....

3R, Fearen, TR, 94T T dfeal o Hed Mo @ AT i Y Wifh BH 51 Tegd Gidl &5
g oft i 341 4 prier $fSen 3 v et A e fa S8k et e & fovw aga ane wndhe @ AR
g MSHR o1 g Wi 81 Jgi Ardhe H HUEHer agd 8, aifch wil ais weia 81 3718 s & vt &1 g
TDTAE ¢ &1 JI 3 1 31 R R Ueb g UTT fehall &1 HRDEL I afere U 1 Q1 et
31T 21, T8 g & 3057 Tt F81 &1 31 i 1 o e e, T, 3o g & Agadte Meae & 3R
TTE JHDY TR AT &1 3rie v fob Beharet 40 T GERT S fo0T HUBHY W 373b agl 312 derel
TE1 81 Uk WlTed 2 STal § 320 v fib g6 W Ut churlt o Wifeicd 310 & 3R 319 g € IR
31 e & avreftar &t &0 O 10 TS A HRAEL BT BT O T8 € 3 NS FR T A g, dhuet g

HEdnT &t 81 3SR S € g A 3B ATt gl AT 2

7 ToRd oIl Rl gEeta GOl W Uew SR TSTeT T hTH 98 N ¢ |

T & Srera # A B ST 5k e HeRig § HeE 9 FecHm

FaTa foF 30 99 gd et AT fora ® oft fewie & srew e g
FRER W GES I YE R a1 grye e ok g wifehe & s s™
A feEionm siRqR@ife M TTocd TSI ot 7+t fea ufa off 8 | uen
FARE I e ST A R A A g FoTer & S § Ig s o wer wew
ot | 3 TR SRR % STATIT S, H ZER o ATE SR TR HATe SERat
figer, i, arafar, afEr, wam &, & ISt ATehe € SR R 9T R T K
e, T, wefow, sfiam, semse, 100 ¥ 3o fewdiogex m oed € | g9
3fiftea, oofF e €, Se, S, a9, $fedr & Uk aTe & Stard # Eig St 3

TATEHT, TIeRH 3R Jehe o1 b1 39a I
2 | S ST i g wifdhe & ded

86 Wiu gf2an | 3rageR - 2026

oA foh geR # 375 Y uHSTd e
IS, WOl STET TeTd © | SEeh! AT

70% HIhE & | 30% H 10-20 3R 335 a1
vireee forend & | 351 s o tifraw
oY Hehe T8 1! oW g R oft 10% @
it sifg wdied € | arhe § qrafaer,
] T, T, SReRe! &l 7T gad
ATET § 87 g U HiewE €, S 12 WeH
e § | S STATa Wiehe H sersT,
arsfane 3R BRE ot =eld ¢ | U Feltar
o STaTa H IR e foh et 9a ik
TET gq 1 A TgT ST A ¢ | TS
ez 1 aTRend) 7 ura iR T g 2 |
et o & waT T T ¢ | T8 gt 6
HTehe TS 35% 3T et ga 6t 15% B 1
e ferra RER ot hTh Tear g | 98
Toft 220 1 R ¥ forend 8 1 g€ g
e o 3TReRet T 3§ o1 ST Udh 37eT
T § | 1S, &, GG 3 el "
IR DT AT 2 |

e HaTd & SaE | R ST = saEr
for 2R o Qie1 %9 FT ISt Aehe @
AR o R ag a1 2 1 g e Fr ave
T T U I Tl ¢ | TSTehet (Hed
ek aTet wha o AT SR ¢ 3R R
R Syl = e e H P 21
RS T WY 3 e § (Heaq Heforn
FRI0T 30 & | Sahe] 1 13 off digee gl
Mg 39 SET S HTTd ¢ | 56 el
FIHA AR F 35T 1T I H 12
e B o8 37T werd & | e, Siea @ik
aNfttea & oft oy fomkd € | U Tama &
SaTE H 30 s o R H g

T 219 W § SHF STeAra ey &7
oft e o off Tere & | SR e o o
Tl 9¢ 8T ¢ 3R afdeh 37T Jetar ¢ |
e ekt § ShrefT &TR 9 S g |
IR, AT T o Terd | 5 H Ui,
T T 3R Sfea 1 3T § | 39F
AT STeh! wiehal Urede off foreha € |
I ST 3 Sig e sRet a8t s
fereell § | SR T 70% Wihe g,
Sefer 30% H cleher WiSere faehd & |
IRl ST foh THAR W U UTageh
500-1500 I e ol TG WA

wATE I W




eI U el Foh 31 S ey
oft 3 7 sffe F e 4 €,
577 3e & g1 3 et
FeTferet BT Hisere o | fearet ot
=2 @l ) Feed 2R ey e dufer
AT STEA & | IR gt Tk Arehe #
TR WO 3R e i s A R € |
3% w1 fidie @ ue 72 &ut & fog smg
AT Q¥ &1 S &, S afe o e
3R Eaeruie & ST 99 Hiede i Far=
AT &, ot STkt FTEaTe Bt TR SR gt
SR The 1Ty | 3aTET & AR W e
TOFE IR ST, Se S Al 98 SaAT Al
g0 for ot wedt Shufrai wall ok I it &
T ¥ Sieae o W@ ¢ | 36 ave deefor H
ff T A W i e ®raet WX e
& e 2, 1 e sm@fia g § 1 AR e
TER Higae Y o H & gl o UTges 39
FaT A € ST Tk TR LT e T
T o151 g8 ol 39 SIaRT WieH 3T
£ | Ty S i g o 3 s f e
Yo TSt & =19 | 50 I81 S I Tgi
IR o1 TSR 81 @1 8 | 5 a9 gd
TSTeRIE H AT Sod HIRUNSH & =H 9 &H
1 311X 31 ST | S araman i e
TSTEHIE 3 STETAT T oI & T J
FeATToran T ST SRl & | ST @t Sitst
SRS SR 2T T T ORI & TSI &
fore & | 35 aTerTa STeTE i Ut SteEt
F i FT g 1 T Y F TR E | Tl ot
WA ST SRy 1 ShTH 39 U & |
T AT STTeTe 1 ARe 3R 5 SR
Hufal &1 T 5g R o 8§ o ¢ |
g1 s o 3% TS Seds # 100 §
feres fewdieged & | Ue e & s | iR
TTehIe § g TSTERI o & &1 fhg aig

FA & ¢ SHF ST | I el o
wSt-adl shufrai % feul TR ¥ TE |
guft sufral % forg feot s &R 38 =er
TR TR H SR el T W
T | 3 oft g T F SR, SR,
FigaTeT, R, ST S 10-12 98 gl
TP I TATS TCad ¢ |

Ty Efean & 59 HaTe W o srgHeeg &
TS TSTHIT I STIT AT T el
FoTg R o3 St 7 aar fm srgneEng #
G TSTEhIE i o TS TRAT g |
HEHEAIE 3R TSThIE i ke § sTgd @™
T TE ¢ | gIerifn @l agd 993 ¢d 6,
Afer Tstente ot 50 I8T ¥ SRR FRET
1 Hex @1 ¢ | SHFeIT @i % fores 9
RHEETE 37K TSTehle § WY Eeh T8l & | Uk
AT & ST 381 sl fof Torwd 4 dem
¥ ST o 7 | A1 o, WY ORI, TRTY
R %= B | = § SRR, wese, wisa,
TiefteT, SR ¢ | 3, STt 3R Serar
IS ORI H Tl ¢ | STEHGIETE Tord &l
Ffuee 9 HRER &1 Tex Hl § | Freifes 5
goft o & are-arenT 12, {91 ok S
TS Ted &, TfehT STHI 0% TSt §
370 2150 335 37K 15 a1 Higae Tt o7rg
=eTd 8 | I aar 6 g g
SOH-3TIR AT § SR FT TG WFO AS
Y T dielt B | S Sredifohen @ aTeH T,
T Ao 210 O¥ el ¢ | Fgt Sue Hisae
off =o€ | et # ot it @ e g sga &
SRR @ | TS @1 TEad 2R ey i
rewe 2, fome avft safda sma ¥ | 3¢t o
ATt Sgd [T S ¢ | oSt 6 ard 7
TS 3R SR g1 7 37T Tl § | gy
2fEan & =9 HoTe W & qrehe © @i Hisde
3T ToT) ol 9T ISTE & ? SHE ST |

T do1d & DI §iS: Tio 2l &ia i

et ¥ Beg) O $fan s ot 3Rl @ U
Wethrafin e areft dufai ¥ ad arat
151 B ivseRe 150 gt ST W fawa 21 e
it @3 A R Wi 7 3w dufiai
wrde ¥ 31 A0 § 30 30 A T Al
N6 i & I &1 51 W 1976/ 37Radt
JEPTH ¢T3 1 I BT 6 Bl et ded
e 5 v ot dar Wik i
3f3un & v aradta  we b fovedt i 8

U] Y 30 WIS DY A 918 T §
eivét wfaws o gl &, it drefoic § GH,
I ST, 718 ehfoi Werge el o ATel &
WTihe & 37 WISTEH b YeIde aibi 12
TR 3eht g & & el @ 3 g et
1 wifeai agar den st 2l

I gl ok Fanferdl 3 TT-HTer shuf-al sl
e oft &t et § | ieri & dio |
siferier shuf-at whm 3t € | grerifes are o
WX TR T 9w @ 8, i g5 % wwor i
ey % T 16 96 § 3R Ul @
IS eTee 2 | 1Y € o8 370 Higee &1 3
off 7 s o1 W& & | Uk Haer & e
TR T foh e &t Wi agd orl §
3 i % e gt fmgiharati oft
£ | 59 g 98 STReh I w1 -t ¥
off o @12

ST ST 3 Ueh 9T o ST # gl {56 Tt
1 HTehe H gE TSl & AS & WY WA
e % Hreae ff 9gd 9ad &, A g
Tt o S i A gHfe fand gie €,
Fifer 3T SIaUIew e aga Saat &t
STt @ | SR o H STgHaleTE, ST a1
T4 o &1 foredi o T et
HUFT % TS aaieel § a1 3= 8 8
91 {2 Wt 9 @ | 98 ST 9T 99T 0
U Ut € | At shu -t et gt 7o et
%, ST ST G o AR AT S T E |
TR I 1 T STETeR S Te 1 @i
g FoTdt ¢ | gt g8l & e AT

BT ¢ | Sai sraran fa 3 fefaes &

T G TE ¢ | SHIT YE T T

Toft ruf-rat & WiedE | gretite gg &
HIROT Foft ST foreht = foredt w0 & wanfore
ufdfes A sreraT ST Webdl | Uk SR "G &
12 6 A 1 Ue o & a1E & AR Sl
Tawd ¢ | TEt e ¢ fo g | a3
3T i % 9o o1 ol &9 o ST 8 |
Tigeh i ao A1 HIEt U 91e] A el
T ITH A TEI: ¥E IR FEioel W
warg| .

e g | JgER - 2026 87



TSR H WA §ig BT dicidlel:

y2lid fhenR are

T e A U @ s 3 uwid
TR S TR Ve TR & Te
HYTA fEREiR WT8 Ak 3 gl foh STeTe o
Hede o= df €, Afth SaueeH it it
et it o T gl § el WA H gferer et
2, STafeh SEHETaTE o 3 R Sl &
Tieded areht Faferet & ¢ ofit te ¥ off &m
Ted € | SHIfeTY ITgHeeE 3 Uod & fwiarai
T TEGHT G I T ¢ | T S A
¥ S T A ol g T 2 g
fepetiefte & | U o saTaTiea st |qe o 6re
TEE IR 2raT & iR HTer WSt Hi aga
%m%m%,ﬁﬂﬁwﬁm\ﬂ%ﬁ
|

I TS + G SFeAn % U wad o oad §
AT o 399 UTE % SHuf-ra) &l uste ¢ |
F ST 1 6 A TSI 7% ¢, T
F UL &1 TR 3R T H R TR &
M ¢ | 5 TYE I QX oI & TS Heash
2| 39 T i 1 QX Feadh e
T S T ORI 1 o e dew
IR 3 Sfetial S & | SRt e ot
o Y frsit A 35 99 gF & oft | &t 20
T Q FRI HTE FIER 36 @ & | IR aaqmn
TR T 3fi AL wrE 3 fiyan St A 2 2 61
drar 2 | frarsht 3 e & 1 & s
e o7 § IRaE o= | 6 ot | R e
uﬁlaﬁzﬁﬁ%%ﬂ;;rﬁ_{mﬁgl m

TSAHE, 3"
gﬂ*aﬂw%la@ﬁmggﬁaﬁﬁ
AT ¥, T AR, T 4R 3R &% o1
TG UGl i T Ik T o7 | $Hh a5
THI SIEHETSE o Slerdl § Hueh gam i I
T4 & WS Aeadh o+ 747 |

ek FATe o SaTE § Igi- I 5 3 ure

ot wR offk aTRaRet o & T WieaE agd
TS e & | ST 5 WIE Ft Sa ST gu

88 wiu gfean | 3rageR - 2026

f&ean ot aga SaTaT WM & | greTifen st 3
TN WS &, cifer gd fak &1 & 3 € | 9
T ST A FHR WOl ¢ | FRIY Ao
Yereil Ueh Gellel & Stare § 351+ o &
WG, UREEY, Hivel, T4 TR, FA1E,
TSTHIE BT GIeRT S0 311 & 31 Tei e
Y T Sgd ST & | IHH o G AT
SRS o foTu agd 31=5! ¢ | Jgi Sfifes a1
UfereTiass e &1 % sl ag g | e
AT 3T wiew ot e # |

FB I {6 59 oo 3R W & e

ToTeRIe % forg wTg ki, fafg e, wmag
3fI% Uftam &l Uatd &1 & ¢ | TSTahie & fon
| 37 S ¥ %1 QX IO 1
WWU‘I’H%I%‘H%:E;HT i off 2
Fufaat ¢ | 37 WE siis gas, 51 How, e
=

T QL ST Rl B 2 |

ST TSNS 36 F317 S Hieee e,

e, MTeiish o1, foran wad afga e
25 YT o T I UTE € | 29 oIy 98
TR TR & AT G@1E Fd ¢ | 371 aarr
T2 o Sl o1 FW FHad Toihie, FO &
TRTE 31 7@ 1 o T ISR % forg o
€ 1 TORIE § T 300 I S IO &
foru arE 9t Sterd @1 e ¢ | U gaTd &

STaTe # S FarT foh srgweraTe ol Toe
Y ATehe UHEH e ¢ | STEHETTE o agd

FHufi ¢ oiR ag 981 "A1ehe & | Tgi off e i
% SIQ I0d, 3reiifenen, famer oi oa, 3nfe |

i1 £fean 3 Uoh gaTe % Stare § S sarn
foF TSTeRIE # 300 3T 400 H ST T[ER
forepa &, S gy % Hiew 7 3T 9g S |
ad STET 400 37 300 7 Uk ot 1= wrke
% | I s o 350 w1 ST off e g,
ifeh TSI UTeeh o1d " it \iie &

T 37RaliT 3e01 1 U T Ia 150 ad
TN 81 3G o ATl g et vitwaw 3 wifam
aaferet areit st 3Rl 6t e @ 1
Ueh WY 2T 57 T ot HIRafelT o aerarell
o, wifd aftel Ueh 521k ¥ HeweraTg Hied 150 o
3= il W 93 U W uRis 35 6l spRata
1 AIGA dgl £l greiife sffirem wnferdt &t
JOTRE o STeg T 15T vt TS YT e €,

ifehe 5T W ¥ aiss dufal & Wea
ey famn & AR Ug wiss dufai i9 3w vha
Rt a5t 8 7 11 € AR a8 wifiem wafed &
vz ot e 7@ )

forT 300-400 o o1 Uk & € | 991 Uk WiEA
T TTEeh! ! SHH FTferct 3 oot 2=
aTeT Oer STraT 2 | 3 10 37T 20 T 6 ot
HTehe aTgdl ool | & | U TaTe & St 3
Ii= aram for 3o T8t wTe e, fafg,
UG, FIHE 7 T T9d ¢ | 51 g6
AT T ST=DT e ¢ | WY UTH T e 3
Bft=rer it oft TR Wi B | USTeRIE WTehe WY

& | g fien ot e 3 it <9 1 AThe o
2 1 3T feeen ol HTahe o1 @1 ¢ 3 g eI
30% & | 70% e sRadt ot aredt oft 3+ g8
2 | Tieft o7 &t e 10% ¢ 37 3§ e
THL TS | AT AT A § | IR aaran
1S &0 & 100 T 31 SR 4k wad wAer
Tore ¢ | et €7 & 20, 35 37 350 Fi
THART F1el Uk ot ATk |

TSI TS = U HaTel % Sard | aqrn for gt
R FiE Fad STl =i & | 39 S
3 e 31T agerdt dht ot a7t wrehe § 3fiT
I g fherg &, Afera e afit omg samen
Tordt ¢ | HifEe & arerrsit i w0t et
5! WTehe & | S Jardn {5 Fis 6 Tgi
R T AT ¢ 3T WY gl e G
TS HIT 2 | A WSk o Ao HU TadT g |
a@ﬁaagmﬁ?%%w wmgrﬁ
TH &l i, & Y FH
amaa'rrhsafwﬁglﬁ[{

Y T TSHIC § 30T Te g ST T8 Tief W
TorewerT & | Ueh |l & Stardl § Iegi- adrn i
HTHAR U3 Ueh UTgeh UTawTe 200 H 500 A1
F TIeH B TUY T 26 TIGT el € |
TRH H 10 F Y TR S Ugh ol A HAH A
IR HTE € | =TT §H I o 39 & 9
TG A € | IR A foh Tt § Ue ',
T-HTe ST, T HHTe ghen, R €1
31T 3T @i % Sy Tt faght gidt & 1|



SK

Pm:a
fﬂlﬂ 1822)

algeo SOLVAY

A LINE OF SUSTAINABLE SOLVENT PERFORMANCE, SAFETY, ENVIRONMENTAL
RESPONSIBILITY & ECONOMIC VIABILITY

AUGEOQ" is a line of innovative solvent made from renewable sources focused on sustainability and high performance
& presents excellent solubilization power, adequate evaporation rate, low odor & is VOC compliant with CARB &

EPA legislation, which are key to achieve sustainable formulation. AUGEQ" has features that enable its application as
a carrier and/or diluent for fragrances, reinforcing the odor and extending the air fresheners fragrance,

AUGEO" applications :

Fragrance diluent & carrier

Air freshners

Reed diffusers

Scented Candles & Candle art

Mechanical & Aerosol Sprays

Incense Fragrances

Need-based accords & formulation support available on demand

AUGEOQ" sustainable Benefits & Differentials :

Glycerin-based eco-friendly organic solvent made in Brazil

A competitive alternative to petrochemical-based raw materials

Safer for the environment & human health, No flammable label

EPA “ Safer Choice ” Certified Fragrance enhancement due to low odor
Compliant with VOC legislation *

Solubility Power - Fully miscible in Water & Qils

Low carbon footprint & HSE profile improvement

Environmental friendly product v, L5
Safe for humans (OECD Guidelines and Commission Regulation (EC) No, 440 /2008 ‘J ‘,.'

No Cosmetic allergens (Annex III, 76 /768 /EEC, Directive 2993 /15 /EC of the European Parliament)
No Substances listed at California Proposition 5 & Not classified as CMR substance (Annex VI to European Regulation
No.1272 f2008)

Aligned with the axis of sustainability performance safety & value

*CARB & EPA

AUGEO users worldwide :

@ H ASDA Wamart:: TESCO Sainsburys K

Save money Live bettes AN SR A A

Dunelm) Sears VAALAN KOHLS FredMeyer BIG

The Home of Homes

J-A MIGROS bmlm*rtcm JO-ANN ROSS HIEFE west elm

103 years of distribution experience
ICIS Global Top 300 Chemical Distributors 2025: SKIL Global Rank 263

ICIS Asia Pacific Top 100 Chemical Distributors 2025: SKIL Asia Pacific Rank 65
S. KUSHALCHAND INTERNATIONAL PVT. LTD.
G 1601, Lotus Corporate Park, Opp. WEH, Goregaon (E) , Mumbai~400063
ashwingokarn@skushalchand.com ; info@skushalchand.com




Fragrance Of Virtue Pvt. Ltd.'|

C 350, AHWC Complex, Vidya Alankar Rd, Wadala (E), Mumbai- 400037 (!
Tel no: +91 9899881184 www.fragranceofvirtue.com

BAMBOOLESS
INCENSE

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

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

of Virtue is built on Singapuraship's legacy of
quality and expertise since 1961.

= aL nf‘?pf‘i”’i.',j -

Order now on: Website: Product Characteristics: Our Commitment:
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SINGAPURASHIP

PRODUCE (I) PVT. LTD.

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

RAL SUPERFINE RAL KANI GUM BENZOIN ISSUS GUM ﬁésm

m 3
A & 4
RAW INCENSE DEP PREMlx LOBAN RAW MATERIALS
BUILDING TRUST, © Ng) | (V) INTERNATIONAL
DELIVERING QUALITY = = | INCENSE
- . PREMIUM PURE & CONSISTENT |
'_Tr:mr Trusted Partner in |ﬂt‘§_"l“:$" QUALITY NATURAL SUPPLY AWARD
Raw Materials & Packaging Solutions S
@) singapuraship ® +91 9920120171 (=) s
@ singapuraship ) singapuraship
© sahil@singapuraship.com =l
SCAN ME

"Rendering Service is the Eternal Religion of the Living Being.”

Corporate Office: Singapuraship Produce (I) Pvt Ltd
1320, The Epicentre, W.T. Patil Marg, Chembur, Mumbai — 400071, Maharashtra, India

Website: www.singapuraship.com
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Special In Natural Loba

v A s A
LOBAN DHOOP

% QUR WIDE RANGE OF AGARBATTI *

Natural Tulsi Pooja
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Natural Loban  Natural Guggal |-I
rmmmmﬂ rmmmmq

EMIUM NATURAL 9‘ NO HARMFUL gm, | SUPPORT
ALITY FRAGRANCE &' | CHEMICALS &7 | LOCAL BUSINESS SGLEL :l0loRs
SHURU HO

CUSTOMER CARE : OFFICE ADDRESS :
9 132, Near Char Nal, Ram Suber Baba Nagar,
AFZALBAIG : 9822366263 * Kavrapeth, Nagpur - 440 012 (Maharasthra)
SUFIYAN BAIG : © 9881410804 FACTORY ADDRESS :
m 1) Plot No. 586/D/785/A Dhammadeep Nagar, Nagpur - 440026

Email : mabaigagarbatti@gmail.com

2) Plot No. 54, Opp Kalamna, Gaokalamna Road, Nagpur - 440026
SUGANDH HAMARI, PEHCHAAN AAPKI <<=




REDOLENCE REFINED

FROM NATURE TO QUALITY

Pramium Sandalwood Products, Crafted with Purity & Precision

SANDALWOOD LOGS

Carefully selected sandalwood logs,
valued for their authentic character,
distinctive natural fragrance, and
consistent quality

SANDALWOOD OIL

Manufactured from carefully selected
sandalwood to deliver authentic

quality, natural fragrance, and
exceptional purity,

QUALITY | PURITY | AUTHENTICITY | CONSISTENCY

Mob: +91 8269945477 | sales@anjumaromatics.in | www.anjumaromatics.com




ADVERTISEMENT TARIFF

SUGANDH lNDlA

Sugandh India : Monthly Blllngual (English and Hindi)

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

* 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.

et T T n.--g.

Diwe inft

1Month Rate inclusive of 6Months Rate inclusiveof 12 Months Rate inclusive

AdType 5% GST 5% GST(Discounted)  of 5% GST(Discounted)
First 50 31,500/- 1,89,000/- 3,78,0004
pages
DOUBH 51 ap 21,000/- 1,26,000/- 2,52,000/
Spread
50 and
o 10,500/ 63,000/- 1,26,000¢
Flret &0 15,750/ 94,500/- 1,89,000/ FULL PAGE
pages
FULL
pacE | 314° 10,500/ 63,000/ 1,26,000/ HALF PAGE
50 and
ity 5,250/- 31,500/ 63,000/
Half-Page Ad (After
R 4,200/ 18,900/ 31,500/
Quarter-Page Ad
Titar o0 P 2,625/ 12,600/ 21,000/
DOUBLE SPREAD
Rz Adiitie il 1,575 9,450/- 18,750/-
Pages)

Last date for advertisement 15th of every Month
TARGET AUDIENCE

Category Details
Demographics The aim is to connect manufacturers, perfumers, raw-material suppliers,
Geographics distributors and traders current circulation of around 16,000 copies per STRIP

month and an aim to increase to 60,000. across India reaching
manufacturers, perfumers, raw-material suppliers, distributors and traders

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

GST DETAILS Bank Details QUARTER
GSTIN: 07AAECA3660K1ZN Bank Name : YES BANK PAGE VISITING
State Name : Delhi, Code : 07 Alc No. : 070463400000052 CARD

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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INTERNATIONAL

v Incense & Fragrante

| B UARY 2027
i \ h ¥ M
: ! - —

SCAN FOR VISITOR
REGISTRATION

'INDIA

EXPO

REGISTRATION CHARGES P
VISITOR Rs 100/- (.‘%’J :
DELEGATE Rs 500/- A
PREMIER .,
9TH 10TH AGARBATTI&
a PERFUME EXPO
JANUARY 2027

LABHGANGA EXHIBITION CENTER
INDORE, MADHYA PRADESH

FOR DETAILS :

® +91 9711766786
@ sugandhindiam@gmail.com



Serving Induwstny Scnce 1 547

SETH BROTHERS (PERFUMERS) PVT. LTD.
(AN 1SO 9001:2015 , GMP CERTIFIED ORGANIZATION)
2348, TILAK BAZAR, DELHI - 110008 PHONE : +91-11-23914000, 27940000

www.schimmer.co.in

FACTORY : C-197, NARAINA INDUSTRIAL AREA PHASE -1, NEW DELHI - 110028 TEL. : +91-11-25795228, 47095228
BRANCHES : ® 6, SOURI BUILDING 74/80, BABUGENU ROAD, MUMBAI - 400 002 PHONE : 022-22057108, 22053287 @ K-62/98, SATASAGAR, VARANASI - 221001 PHONE : 0542-2413714, 2413385
@ 11, RABINDRA SARANI, KOLKATTA - 700 073 PHONE : 033-22215641 TELEFAX ; +91-33-22215641
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Rathore
ESTD-1980" )",‘ ‘

WE ARE SPECIALIST INHAWAN SAMGRI

al” |
Hawan &
Samagri / e !

GAYATRI

( ’i/(ﬂ\“&) ‘th)

"SRR  \VAILABLE SIZE PACKAGE
e 5 KG, 20K6, 40KG6

S (Minimum Order Quantity)

500KG

3 I @ . ﬁﬁ‘: A5t fow w9 &Y © 18840393169
MANUFACTURED & MARKETED BY CONTACT
RATHORE PRODUCTS SURENDRA RATHORE : 9044500987

ADDRESS: BIBI CHIMIN, KANNAUJ (U.P) 208725 DIVYANSH RATHORE : 8840393169
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