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Bata revamps strategy amid 
competition, demand dip

Footwear retailer is embarking on a broad transformation plan to refresh its products

access to infrastructure, global 
platforms, or capital, Raina 
added.

Entertainment industry 
experts emphasize that organic 
growth for music players 
includes expanding artist ros-
ters, creating original content, 
leveraging social media trends, 
optimizing playlists, and deep-
ening audience engagement 
through live events or fan com-
munities. Inorganic growth 
comes via acquisitions, merg-
ers, catalogue licensing deals 
and strategic partnerships with 
brands, streaming platforms, or 
tech companies.

Organic methods build long-
term brand equity and loyal 
audiences, while inorganic 
moves offer rapid scale, larger 
catalogues, and immediate 
market share gains. Both can be 
highly complementary— 
organic growth sustains crea-
tivity and authenticity, while 
inorganic strategies accelerate 
reach and revenue, enabling 
music labels and platforms to 
stay competitive in a fast-evolv-
ing industry.

A senior executive at a lead-
ing label pointed out that as 
monetization from paid sub-
scriptions plateaus and content 
costs continue to rise, few com-
panies can afford to keep pro-
ducing content on their own.

For an extended version of the 
story, go to livemint.com

Bata India CEO and MD Gunjan Shah said we are ensuring we are fast to the market.

Suneera Tandon

suneera.t@livemint.com

new delhi

F
ootwear retailer Bata India Ltd 
is embarking on a broad trans-
formation plan to refresh its 
products, retail experience, 
and supply chain agility as it 

faces a softer market and tougher com-
petition. The company has over 1,970 
stores.

“The market has been the way it has 
been both here and outside—there is a 
need to reinvent all the time,” said Ash-
wani Windlass, chairman of Bata India, 
in an interview with Mint on Tuesday. 
“You should assume that markets are 
going to be soft due to both geopolitical 
and macro conditions.”

Gunjan Shah, managing director and 
chief executive officer of Bata India, 
said the company is implementing 
changes across various other touch 
points, such as marketing, retail, tech-
nology and the entire supply chain.

The company will increase product 
launches for value-conscious shoppers 
who have been constrained from mak-
ing new purchases due to high infla-
tion.

“There is a lot more acceleration 
going forward on value-conscious con-
sumers. While on the premium end, we 
continue to do well with Hush Pup-
pies, Floats, as well as Bata Comfit—
there is a segment of consumers, 
especially at the bottom and the 
middle of the pyramid, which is 
obviously facing a certain amount 
of stress because of inflation over 
the last few years," he said.

For the June quarter, Bata India’s 
consolidated net profit plunged 70% 
year-on-year to ₹52 crore, down from 
₹174 crore a year ago, due to higher 
expenses and weak consumer demand. 

Meanwhile, the company’s revenue 
from operations dipped slightly to 
₹941.85 crore for the quarter, com-

pared to ₹944.63 crore in the year-ago 
period.

Shah said the company is imple-
menting changes across multiple areas, 
including marketing, technology and 
the supply chain.

“One is the product piece, the sec-
ond one is on retail, then brand and 
also efficiencies and capabilities. We 
have also, therefore, set up capability 
centres for product design. We are 
making our inventory system 
extremely agile and ensuring we are 

fast to the market,” said Shah.
On the retail side, there is a large 

project, the Zero Base Merchandising 
Project, which has been scaled to 
almost 200 stores. The objective is to 
make the stores more inviting, clutter-

free, and comfortable for consumers to 
spend more time in—the more they try, 
the more they buy, he added.

Bata India’s performance was lack-
lustre in fiscal 2025. Revenue from 
operations remained flat in FY25, 
while profit for the year grew 26.3% to 

₹328 crore. The company witnessed 
sluggish demand that carried forward 
from the previous year, though con-
sumer sentiments saw early improve-
ment through the second quarter. The 
company's annual report for fiscal 
2025 said that overall discretionary 
consumer spending remained sub-
dued, further "accentuated due to the 
elections and extreme heatwave." Pre-
mium products saw bouts of healthy 
demand driven by festival, wedding, 
and winter sales.

In comparison, rival Metro Brands 
reported a 6.24% jump in FY25 reve-
nue to ₹2,449 crore.

The company is also emphasizing its 
popular "Floats" brand, which closed 
FY25 at ₹100 crore and is expected to 
become a ₹800 crore to ₹1,000 crore 
brand within five years. Bata is also 
planning to accelerate e-commerce's 
contribution to 20% of the company's 
turnover in the medium term. 

“It's basically low double digits right 
now. For the last three years, it's been 
the fastest-growing business. In the 
next two to three years, it should be 
about 20% of our turnover,” said Shah.

He said the company will maintain 
its annual store opening guidance of 
about 100 to 150 stores per year. Bata 
operates both franchise and company-
owned stores. 

“We do about ₹100 to ₹120 crore 
of capex every year. So it won’t be 
very different, but a large part of it 
is going into stores (70-80%), and 
the rest of it goes into product 
design and supply chain. A lot of 
this is redesigning the stores, the 
right kind of merchandise, the way 
you navigate in the stores, etc.,” he 

added.
Consumer companies across the 

board have been trying to spruce up 
their business following a period of 
urban slowdown. Companies are also 
fighting off competition from newer, 
homegrown brands.

MAKEOVER MANTRA

BATA India CEO said 
the company is 
carrying out changes 
across marketing, 
retail and tech 

THE company is also 
emphasizing its 
popular ’Floats’ 
brand, which closed 
FY25 at ₹100 crore 

ITS objective is to 
make the stores 
more inviting, 
clutter-free and 
comfortable

FOR the June 
quarter, Bata India's 
consolidated net 
profit plunged 70% 
y-o-y to ₹52 crore

can, in some cases, account for 
over 50% releases in the spe-
cific language market.

“These moves illustrate how 
regional strengths can be 
scaled through strategic part-
nerships. They have helped 
unlock value by streamlining 
rights and royalty systems, 
expanding digital distribution, 
and bringing under-leveraged 
catalogues into the streaming 
mainstream while maintaining 
their cultural identity,” said 
Vivek Raina, managing 
director, Believe India, a global 

digital music 
company, that has 
acquired majority 
stake in south 
Indian label 
Think Music, Ish-
tar (formerly 
Venus Music) in 
the Hindi cata-
logue space, and 
the catalogue of 

White Hill Music. According to 
a recent Ficci EY media and 
entertainment report, the 
Indian music industry’s reve-
nue declined by 2% to reach 
₹5,300 crore in 2024. The 
industry recorded 12 million 
paid streamers and 192 million 
free streamers in the year.

Consolidation can act as a 
strong accelerator, especially 
for regional or mid-sized play-
ers that have valuable IP and 
deep local roots but limited 

Lata Jha

lata.j@livemint.com

new delhi

T
epid growth in paid sub-
scriptions and increasing 
content creation costs 

are pushing music labels to step 
up consolidation efforts in the 
industry. Experts say this is a 
relatively easy way to expand 
libraries and improve market 
share.

Entering newer realms 
brings an opportunity to col-
laborate with more artists, 
many of whom are well known 
in smaller, specific markets, 
improving their monetization 
as well.

Saregama’s acquisition of 
NAV Records, a Haryanvi 
music catalogue, last month 
shows how players are looking 
at unlocking potential in newer 
languages.

This June, Sony Music India 
announced a strategic joint 
venture with LA-based global 
entertainment firm The Hello 
Group (THG) to form THG 
India, designed to help Indian 
artists, particularly within the 
booming live music sector.

Earlier, Warner 
Music India had 
formed partner-
ships with key 
regional players, 
i n c l u d i n g  a 
majority stake in 
Divo, a South 
Indian music 
label, and a strate-
gic alliance with 
Sky Digital, which specializes 
in Punjabi music.

The company also acquired 
26% of Global Music Junction, 
a dominant player in the Bhoj-
puri, Kannada, Gujarati, Hary-
anvi, and Oriya language mar-
kets and the music and enter-
tainment subsidiary of 
JetSynthesys.

Big companies like Sare-
gama maintain 30-35% of all 
music releases in India, and 
partnering with regional labels 

Music labels eyeing regional 
catalogues to boost revenue

Organic methods build long-term brand equity and loyal 

audiences, while inorganic moves offer rapid scale. ISTOCKPHOTO

Entering newer 
realms brings an 
opportunity to 

collaborate with 
artists well known 
in smaller, specific 

markets

EXTRACTOFUNAUDITEDCONSOLIDATED FINANCIAL RESULTS FOR THEQUARTER ENDED 30TH JUNE, 2025

Quarter Ended Year Ended
CONSOLIDATED

30-Jun-25 31-Mar-25 30-Jun-24 31-Mar-25
Unaudited Audited Unaudited Audited

Sr.
No.

1.
2.
3.
4.
5.

6.

Particulars

Revenue fromoperations (Incl State Excise Duties)
Profit/(Loss) before exceptional items and tax

Profit/(Loss) before tax
Profit/(Loss) for the Period
Total Comprehensive income for the Period
a) Owners of the Company
b) Non-Controlling Interest

Basic (in Rs.)
Diluted (in Rs.)

Earnings Per Equity Share (Face Value of Rs. 2 each) (refer note no. 4)

88,454.63
5,838.31
5,838.31
4,206.15

4,120.41
85.74

2.02
2.03

68,275.33
3,246.69
3,246.69
2,373.43

2,232.35
100.22

1.15
1.15

1,01,270.93
5,603.75
5,603.75
4,054.97

3,762.47
292.50

2.08
2.07

2,83,072.98
14,367.89
14,367.89
10,449.63

9,553.87
854.90

5.28
5.28

Quarter Ended Year Ended
STANDALONE

30-Jun-25 31-Mar-25 30-Jun-24 31-Mar-25
Unaudited Audited Unaudited Audited

Sr.
No.

1.
2.
3.

Particulars

Revenue fromoperations (Incl State Excise Duties)
Profit/(Loss) before tax

Profit/(Loss) for the Period

41,763.81
5,269.20
3,782.82

20,881.60
2,108.75
1,598.14

38,404.39
3,407.68
2,402.26

97,101.17
7,957.70
5,772.47

CIN: L74899DL1993PLC052787
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SummarizedUnaudited Standalone Financial Results of theCompany is as under: (Rs. in Lacs)

Registered Office : I-A, Zee Plaza, Arjun Nagar, Safdarjung Enclave, kamal Cinema Road, New Delhi - 110029
Corporate Office: SOM House, 23, Zone II, M.P. Nagar, Bhopal, Madhya Pradesh - 462011

Phone: +91-755-4278827, 4271271 Fax: +91-755-2557470 Website: www.somindia.com Email: compliance@somindia.com

*PBT UP

80%
*EBIDTA UP

68%
*TOTAL INCOME

56%

For SomDistilleries and Breweries Limited

Nakul K Sethi
Executive Director

Place : Bhopal
Date : 11.08.2025

Notes:
1. Unaudited financial results for the quarter ended 30th June 2025 reviewed by audit committee were taken

on the record at the boardmeeting held on 11th August 2025.
2. The company is engaged in the business ofmanufacturing of alcoholic beverages. There are no reportable

segments other than alcoholic beverages, which singly or in the aggregate qualify for separate disclosure
as per provision of the relevant Ind AS 108 "Operating Segments".

3. During theperiod resolutionwaspassedat extra-ordinarygeneralmeetingof themembers of thecompany
on 30th April, 2024 for sub-division of equity share capital of the company froma face value of Rs. 5/- each
to face value of Rs. 2/- each ("Sub-Division").

4. As per IndAS-33, earning Per Share for all periods presented in above statement have been adjusted based
on total number of shares after sub-division of equity share from Rs.5 per share to Rs. 2 per share.

5. The above is an extract of the detailed format of the Quarterly Financial Results filed with the Stock
Exchanges under Regulation 33 of the SEBI (Listing Obligations and Disclosure Requirements) Regulations
2015. The full format of the said Financial Results is available on the Stock Exchanges websites on
www.nseindia.com, www.bseindia.comand on the Company’s website www.somindia.com.

6. Previous Period figures have been regrouped and or reclassified, wherever necessary.
7. Shareholders are requested to intimate change of address, if any.
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Value-added products 
lift Hindalco Q1 profits

Firm set to see long-term growth as key projects go on stream after FY28

Hindalco Industries posted 30% year-on-year rise in profits in Q1 FY26, driven by 

strong sales of value-added products like mobile phone parts and battery enclosures.

Aragen, formerly GVK Biosciences, offers drug development, 

discovery and manufacturing services. ISTOCKPHOTO

the healthcare and pharma-
ceutical industry.

Avendus FLF III is the latest 
investor to join Aragen's capi-
talisation table. Chandra said 
that the fund's strategy hadn't 
changed between its three 
funds. “We're more of a pas-
sive fund that takes stakes in 
large businesses. We don't 
compete with private equity. 
In fact, we work with them in 
terms of co-opting the ecosys-
tem. So our stakes are typically 
under 5%,” Chandra said.

Other investors in Aragen 
include invest-
ment banking 
giant Goldman 
Sachs and health-
care-focused pri-
vate equity firm 
Quadria Capital, 
which invested 
$100 million for a 
minority stake in 
the company at 

an approximate valuation of 
$1.4 billion. 

“With our investment, the 
valuation is close to the previ-
ous round,” Chandra said.

Avendus Future Leaders 
Funds' first investment in the 
healthcare industry was in La 
Renon Healthcare, made in 
February. Avendus acquired a 
minority stake in the company 
for ₹160 crore.

rwit.ghosh@livemint.com
For an extended version of 

the story go to livemint.com

Rwit Ghosh & Sneha Shah

bengaluru/Mumbai

A
vendus Group’s private 
equity fund, the Aven-
dus Future Leaders 

Fund, and SBI Life Insurance 
have invested ₹150 crore each 
in Aragen Life Sciences for a 
minority stake. Avendus made 
the investment from its third 
Future Leaders Fund (FLF III)  

The stake purchase is a sec-
ondary deal, with both inves-
tors picking up over 2.5% each 
in Aragen from Reddy Invest-
ment Trust that is 
linked to the GVK 
Group. The Trust 
cut its stake in 
Aragen, formerly 
GVK Biosciences, 
and   rebranded in 
December 2020.

“Healthcare is a 
secular theme for 
a long time for 
funds. We have done two deals 
in the sector,” Ritesh Chandra, 
managing partner, Avendus 
Future Leaders Fund, said in 
an interview. The fund targets 
late-stage firms across all three 
of its investment vehicles.

Aragen Life Sciences is a 
contract research, develop-
ment, and manufacturing 
organisation (CRDMO) based 
in Hyderabad. It provides ser-
vices like drug discovery, 
development, and manufac-
turing to other companies in 

Avendus fund, SBI 
Life pump ₹150 cr 
each into Aragen

Other investors 
are Goldman 

Sachs and 
Quadria Capital, 
which invested 

$100 mn earlier at 
a $1.4 bn valuation

skyrocketed from 45 in 2018 to 
300 in 2024, driven by the 
need to preserve wealth, 
improve governance, and 
ensure smooth succession. 
Beyond managing assets, they 
handle tax-efficient estate 
planning, align philanthropy 
with family values and secure 
legacies through encrypted 
digital vaults.

A report in June by Julius 
Baer and EY noted that family 
offices are increasingly part-
nering with foreign counter-
parts and funnelling capital 
into portfolio management 
schemes (PMS) and alternative 
investment funds (AIFs). For 
many, growth assets now 
make up more than half of 
their allocation, with startups, 
AIFs, private credit, and pri-
vate equity/venture capital 
(PE/VC) offering high returns, 
diversification, and exposure 
to emerging sectors. Real 
estate avenues such as real 
estate investment trusts 
(REITs) and Infrastructure 
investment trusts (InvITs) are 
also being tapped for added 
diversification.

For an extended version of 
the story go to livemint.com

Institute), Murali K. Divi’s fam-
ily (₹1.8 trillion, Divi’s Labora-
tories), the Nuwals (₹1.6 tril-
lion, Solar Industries), the 
Reddys (₹1 trillion, Apollo 
Hospitals) and the Grandhis 
(₹98,300 crore, GMR).

That said, 76% of India’s 
most valuable family busi-
nesses are now led by second-
generation leaders, marking a 
strong phase of intergenera-

tional wealth 
transfer. Another 
17% are run by 
third-generation 
heirs, highlight-
ing families that 
have sustained 
their businesses 
across three eco-
nomic cycles.

Nitin Singh, 
head of Barclays Private Bank, 
Asia Pacific, said, “This year’s 
findings reveal an unprece-
dented ₹130 trillion in wealth 
expected to transfer across 
generations over the next five 
years, and a record 71 families 
now operating dedicated fam-
ily offices, underscoring the 
focus on structured wealth 
management.”

Family offices in India have 

Dipti Sharma

dipti.sharma@livemint.com

mumbai

M
umbai remains the 
undisputed favourite 
for housing the head-

quarters of India’s most valua-
ble family businesses, hosting 
91 companies this year—a 
sharp rise from 65 last year, 
according to the 2025 Barclays 
Private Clients Hurun India 
Most Valuable Family Busi-
nesses List, jointly released by 
Barclays Private Clients and 
Hurun India. But Tier-II cities 
are grabbing attention as they 
steadily step into the spotlight, 
the report noted.

Vadodara has six such com-
panies, while Coimbatore, 
Nagpur and Ludhiana each 
have four. These hubs host 
some of India’s well-known 
family-run names, including 
Inox India, Elgi Equipments, 
Sunflag Iron & Steel and 
Vardhman Textiles.

Reliance Industries, worth 
₹28.2 trillion and led by the 
Ambanis, cements Mumbai’s 
lead. NCR ranks second with 
62 firms across Gurugram, 
New Delhi, Noida, Faridabad, 
Ghaziabad and Manesar—led 
by the Nadars’ 
HCL Technolo-
gies at ₹6.5 tril-
lion. Kolkata has 
25 firms, followed 
by Pune (21) and 
Chennai (17). 
A h m e d a b a d , 
Bengaluru and 
Hyderabad each 
host 10, reflecting 
the broad reach of family-run 
businesses in urban India.

The list also highlights 
standout first-generation 
entrepreneurs now joined by 
their next-generation leaders. 
Topping the list is the Adani 
family, worth ₹14 trillion 
through Adani Enterprises, 
Adani Ports and more. They’re 
followed by the Poonawalla 
family (₹2.3 trillion, Serum 

Mumbai tops 2025 family biz 
rankings, tier-II cities step up

Passing the baton
About 76% of family businesses are managed 
by the second generation.

Family run by next generations

6th generation

5th generation

4th generation
3rd generation2nd generation

227 50 18

3

2
Most valuable family business, by value

Source: Hurun Research Institute; 2025 Barclays Private Clients Hurun 
India Most Valuable Family Businesses List 

Adani Family 
(Adani Enterprises)

Gautam 
Adani

Cyrus 
Poonawalla

Murali K 
Divi

Satyanarayan 
Nandial Nuwal

Prathap C 
Reddy

Energy

Pharmaceuticals

Pharmaceuticals

Chemicals & 
Petrochemicals

Healthcare

Poonawalla Family 
(Serum Institute of India)

Divi Family
(Divi's Laboratories)

Nuwal Family
(Solar Industries India)

Reddy Family
(Apollo Hospitals 
Enterprise)

Rank
Family name/
flagship company Founder Industry

Value 
(in � trillion)

1

2

3

4

5

14.01

2.28

1.81

1.59

1.04

Coimbatore, 
Ludhiana, Nagpur, 
Vadodara emerge 
as business hubs, 
led by Vardhman 
Textiles, Inox and 
Elgi Equipments

GOPAKUMAR WARRIER/MINT

Reuters

feedback@livemint.com

I
ndia’s market regulator has 
rejected a plea by industrial-
ist Anil Ambani to settle 

charges related to investments 
in lender Yes Bank, potentially 
exposing him to at least a ₹1,828 
crore ($208.4 million) penalty, 
according to documents 
reviewed by Reuters.

The case relates to ₹2,150 
crore ($245.3 million) invested 
by Ambani’ Reliance Mutual 
Fund between 2016-2019 in 
Yes Bank’s additional tier-I 
bonds, which were written-off 
when the bank was declared 
insolvent in 2020. Reliance 
Mutual Fund was sold to Nip-
pon Life Insurance in 2019 and 
charges pre-date the sale.

The Securities and Exchange 
Board of India (Sebi) in its 
investigation said the invest-
ment was made in exchange for 
loans from Yes Bank to other 
Anil Ambani group companies, 
according to regulatory notice.

Rejecting Ambani’s pleas to 
settle the charges without 
admitting guilt, the regulator 
said on 7 July that the fund’s 
conduct caused a loss of inves-
tor wealth of ₹1,828 crore and 
had a ‘market wide impact’.    

Anil Ambani—the younger 
brother of billionaire Mukesh 
Ambani—is facing renewed 
scrutiny of dealing between his 
firms and Yes Bank, which was 
declared insolvent in 2020 and 
rescued by a group of lenders in 
a plan approved by the RBI. In 
July, India’s top crime fighting 
agency searched sites linked to 
the group as part of a scheme to 
siphon off ₹3,000 crore of Yes 
Bank loans, Reuters reported.

A proposal by Anil Ambani, 
his son Jai Anmol Ambani, and 
former Yes Bank chief execu-
tive Rana Kapoor to settle has 
not been accepted. 

Sebi rejects 
Ambani 
plea in Yes 
Bank case

Dipali Banka

dipali.banka@livemint.com

New Delhi

R
obust sales of value-added 
products such as mobile phone 
parts and battery enclosures 
helped aluminium and copper 
producer Hindalco Industries 

Ltd post a 30% year-on-year increase in 
profit for the first quarter of FY26.

The Aditya Birla Group company 
reported a consolidated net profit of 
₹4,004 crore in the three months to June, 
compared to ₹3,074 crore in the same 
period last year, beating consensus esti-
mate of ₹3,788 crore in a Bloomberg poll 
of 15 analysts.

“Looking ahead, our integrated busi-
ness model, strategic investments and 
cost discipline, position us well to deliver 
sustained growth,” Satish Pai, managing 
director at Hindalco, said in a statement.

Consolidated revenue for the April-
June period rose 13% to ₹64,232 crore, 
from ₹57,013 crore in the same period last 
year. Consolidated Ebitda, or earnings 
before interest, taxes, depreciation, and 
amortization, for the first quarter stood at 
₹8,673 crore, up 9% from a year earlier.

The company’s Ebitda from the alu-
minium downstream segment rose to 
₹229 crore in the first three months of 
FY26, compared to ₹110 crore in the same 
period a year ago. Its shares 
closed 0.7% lower at ₹666.95 
apiece on BSE on Tuesday. 
However, analysts expect the 
cost of aluminium production 
to go up in the ongoing quarter, 
as the entire Q2 falls in the peak 
monsoon season, which typi-
cally disrupts production and 
raises expenses.

“The cost of coal will be higher and for 
copper they have maintained their Ebitda 
guidance of ₹600 crore (quarterly run 
rate), so no change in that,” Aditya Wele-
kar, senior research analyst, metals, at Axis 
Securities, said.

As a result, earnings during the July-
September period might be flat or slightly 
negative sequentially, said Welekar. How-
ever, the company is positioned for strong 
growth in the long run, as several large 
projects are expected to become fully 

operational after FY28, he added. These 
include an 850 kilo tonnes per annum 
(ktpa) alumina refinery, a 180 ktpa alu-
minium smelter, a 300 ktpa copper 
smelter, a 50 ktpa copper recycling plant, 
and Novelis’ Bay Minette project, which 
will add 600 kilo tonnes of capacity by the 

second half of CY26.
The company has been able to push a 

lot of its value-added products into the 
market, including parts for high-end 
braking systems, Pai said, underlining the 
reason behind a 2x jump in downstream 

Ebitda. Upstream refers to 
producing metal from raw 
ore and downstream 
involves value-added pro-
cesses that turn the metal 
into finished products.

Its aluminium upstream 
Ebitda rose on account of 
low input costs. “On alumin-

ium upstream segment, cost control was 
quite surprisingly positive, the cost of coal 
was on the lower side because of which 
upstream aluminium Ebitda has also 
beaten the expectation,” said Welekar.

For an extended version of the story go to 
livemint.com

DOWNSTREAM GAINS

ITS consolidated net 
profit was ₹4,004 cr 
in April-June period, 
beating analysts’ 
estimate of ₹3,788 cr

ITS revenue rose 13% 
to ₹64,232 cr, while 
consolidated Ebitda 
rose 9% to ₹8,673 cr 
year-on-year

US arm Novelis saw 
13% revenue growth 
to $4.72 billion in Q1 
but adjusted Ebitda 
fell 17% to $416 mn

EXTRACTOFUNAUDITEDCONSOLIDATED FINANCIAL RESULTS FOR THEQUARTER ENDED 30TH JUNE, 2025

Quarter Ended Year Ended
CONSOLIDATED

30-Jun-25 31-Mar-25 30-Jun-24 31-Mar-25
Unaudited Audited Unaudited Audited

Sr.
No.

1.
2.
3.
4.
5.

6.

Particulars

Revenue fromoperations (Incl State Excise Duties)
Profit/(Loss) before exceptional items and tax

Profit/(Loss) before tax
Profit/(Loss) for the Period
Total Comprehensive income for the Period
a) Owners of the Company
b) Non-Controlling Interest

Basic (in Rs.)
Diluted (in Rs.)

Earnings Per Equity Share (Face Value of Rs. 2 each) (refer note no. 4)

88,454.63
5,838.31
5,838.31
4,206.15

4,120.41
85.74

2.02
2.03

68,275.33
3,246.69
3,246.69
2,373.43

2,232.35
100.22

1.15
1.15

1,01,270.93
5,603.75
5,603.75
4,054.97

3,762.47
292.50

2.08
2.07

2,83,072.98
14,367.89
14,367.89
10,449.63

9,553.87
854.90

5.28
5.28

Quarter Ended Year Ended
STANDALONE

30-Jun-25 31-Mar-25 30-Jun-24 31-Mar-25
Unaudited Audited Unaudited Audited

Sr.
No.

1.
2.
3.

Particulars

Revenue fromoperations (Incl State Excise Duties)
Profit/(Loss) before tax

Profit/(Loss) for the Period

41,763.81
5,269.20
3,782.82

20,881.60
2,108.75
1,598.14

38,404.39
3,407.68
2,402.26

97,101.17
7,957.70
5,772.47

CIN: L74899DL1993PLC052787
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SummarizedUnaudited Standalone Financial Results of theCompany is as under: (Rs. in Lacs)

Registered Office : I-A, Zee Plaza, Arjun Nagar, Safdarjung Enclave, kamal Cinema Road, New Delhi - 110029
Corporate Office: SOM House, 23, Zone II, M.P. Nagar, Bhopal, Madhya Pradesh - 462011

Phone: +91-755-4278827, 4271271 Fax: +91-755-2557470 Website: www.somindia.com Email: compliance@somindia.com

*PBT UP

80%
*EBIDTA UP

68%
*TOTAL INCOME

56%

For SomDistilleries and Breweries Limited

Nakul K Sethi
Executive Director

Place : Bhopal
Date : 11.08.2025

Notes:
1. Unaudited financial results for the quarter ended 30th June 2025 reviewed by audit committee were taken

on the record at the boardmeeting held on 11th August 2025.
2. The company is engaged in the business ofmanufacturing of alcoholic beverages. There are no reportable

segments other than alcoholic beverages, which singly or in the aggregate qualify for separate disclosure
as per provision of the relevant Ind AS 108 "Operating Segments".

3. During theperiod resolutionwaspassedat extra-ordinarygeneralmeetingof themembers of thecompany
on 30th April, 2024 for sub-division of equity share capital of the company froma face value of Rs. 5/- each
to face value of Rs. 2/- each ("Sub-Division").

4. As per IndAS-33, earning Per Share for all periods presented in above statement have been adjusted based
on total number of shares after sub-division of equity share from Rs.5 per share to Rs. 2 per share.

5. The above is an extract of the detailed format of the Quarterly Financial Results filed with the Stock
Exchanges under Regulation 33 of the SEBI (Listing Obligations and Disclosure Requirements) Regulations
2015. The full format of the said Financial Results is available on the Stock Exchanges websites on
www.nseindia.com, www.bseindia.comand on the Company’s website www.somindia.com.

6. Previous Period figures have been regrouped and or reclassified, wherever necessary.
7. Shareholders are requested to intimate change of address, if any.
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ÃØæÂæÚU °ß´ çß·¤æâ ·¤è ¥æßæÁ ×êËØ Ñ 3  L¤Â°  Ð   ÂðÁ Ñ 8 ÎñçÙ·¤www.businessremedies.com

°·¤ ÀUæðÅUæ-âæ ÎêçáÌ Öæß ØçÎ Ìèßý â´·¤ËÂ ·ð¤ âæÍ ãUæð »Øæ Ìæð ÙÚU·¤ ×ð´ Üð Áæ â·¤Ìæ ãñU -×ãUæSÍçßÚU àææ´çÌ ×éçÙ

ßáü Ñ 3 Ð   ¥´·¤ Ñ 207

çÎËÜè     ÁØÂéÚU âð Âý·¤æçàæÌ

Ù§üU çÎËÜèÐ ÕéŠæßæÚU 13 ¥»SÌUUU, w®25

çÕÁÙðâ ÚÔU×ðÇUèÁ/Ù§ü çÎËÜè

(¥æ§ü°°Ù°â)Ð 

ÖæÚUÌèØ ÚUðÜßð Îðàæ ÖÚU ·Ô¤ {,vvz

ÚUðÜßð SÅUðàæÙô´ ÂÚU ×é�UÌ ßæ§ü-È¤æ§ü

âéçßÏæ°´ ÂýÎæÙ ·¤ÚU ÚUãæ ãñÐ Øã

ÁæÙ·¤æÚUè âÚU·¤æÚU mæÚUæ ×´»ÜßæÚU

·¤ô â´âÎ ·¤ô Îè »§üÐ ÚUðÜßð SÅUðàæÙô´

ÂÚU ×é�UÌ ßæ§ü-È¤æ§ü âðßæ âÚU·¤æÚU

·Ô¤ çÇçÁÅUÜ §´çÇØæ ·¤æØü·ý¤× ·¤æ

çãSâæ ãñ, çÁâ·¤æ ©gðàØ àæãÚUè-

»ýæ×è‡æ çÇçÁÅUÜ ¥´ÌÚU ·¤ô â×æ#

·¤ÚUÙæ ãñÐ 

ÚUðÜ ×´˜æè ¥çEÙè ßñc‡æß Ùð °·¤

ÂýàÙ ·Ô¤ çÜç¹Ì ©�æÚU ×ð´ ÚUæ’ØâÖæ

·¤ô ÕÌæØæ, "ÖæÚUÌèØ ÚUðÜßð ·Ô¤

Ü»Ö» âÖè ÚUðÜßð SÅUðàæÙô´ ÂÚU

ÎêÚUâ´¿æÚU âðßæ ÂýÎæÌæ¥ô´ mæÚUæ

yÁè/zÁè ·¤ßÚUðÁ ÂýÎæÙ ç·¤Øæ Áæ

ÚUãæ ãñÐ §Ù ÙðÅUß·ü¤ ·¤æ ©ÂØô»

Øæ˜æè ÇðÅUæ ·¤Ùðç�UÅUçßÅUè ·Ô¤ çÜ° Öè

·¤ÚU ÚUãð ãñ´, çÁââð ©‹ãð´ ÕðãÌÚU

¥ÙéÖß ç×Ü ÚUãæ ãñÐ §â·Ô¤ ¥Üæßæ,

ÚUðÜßð mæÚUæ {,vvz SÅUðàæÙô´ ÂÚU ×é�UÌ

ßæ§ü-È¤æ§ü âðßæ°´ Öè ÂýÎæÙ ·¤è »§ü

ãñ´Ð" §Ù SÅUðàæÙô´ ÂÚU Øæ˜æè ×é�UÌ

ßæ§ü-È¤æ§ü ·Ô¤ ×æŠØ× âð °¿Çè

ßèçÇØô Îð¹ â·¤Ìð ãñ´, ×ÙôÚU´ÁÙ

âæ×»ýè Çæ©ÙÜôÇ ·¤ÚU â·¤Ìð ãñ´

¥õÚU ¥æòçÈ¤â ß·¤ü ·¤ÚU â·¤Ìð ãñ´Ð

ßæ§ü-È¤æ§ü âðßæ ·¤æ ÜæÖ ©ÆæÙð ·Ô¤

çÜ° Øæç˜æØô´ ·¤ô ¥ÂÙð S×æÅUüÈ¤ôÙ

ÂÚU ßæ§ü-È¤æ§ü ×ôÇ ¿æÜê ·¤ÚUÙæ ãô»æ

¥õÚU ÒÚUðÜßæØÚUÓ ßæ§ü-È¤æ§ü âð

·¤Ùð�UÅU ·¤ÚUÙæ ãô»æÐ ©‹ãð´

°â°×°â ¥ôÅUèÂè ·Ô¤ çÜ° ¥ÂÙæ

×ôÕæ§Ü Ù´ÕÚU ÎÁü ·¤ÚUÙæ ãô»æ ¥õÚU

§â·Ô¤ ÕæÎ Øæ˜æè ·¤è çÇßæ§â ×ð´

ßæ§ü-È¤æ§ü ·¤Ùðç�UÅUçßÅUè ¥æ Áæ°»èÐ 

ÖæÚUÌèØ ÚUðÜßð {,vvz ÚUðÜßð 
SÅUðàæÙô´ ÂÚU Îð ÚUãæ ×é�UÌ ßæ§ü-È¤æ§ü

âðßæ : ¥çàßÙè ßñc‡æß
çÕÁÙðâ ÚÔU×ðÇUèÁ/Ù§üU çÎËÜè(¥æ§ü°°Ù°â)Ð

ÖæÚUÌ ×ð´ ¹éÎÚUæ ×ã´»æ§ü ÁéÜæ§ü ×ð´ ·¤× ãô·¤ÚU

v.zz ÂýçÌàæÌ ãô »§ü ãñÐ Øã ×ã´»æ§ü ·¤æ } ßáæðZ

(ÁêÙ w®v|) ·¤æ âÕâð çÙ¿Üæ SÌÚU ãñÐ ×ã´»æ§ü

×ð´ ·¤×è ¥æÙð ·¤è ßÁã ¹æl ©ˆÂæÎô´ ·¤è

·¤è×Ìð´ ·¤× ãôÙæ ãñÐ Øã ÁæÙ·¤æÚUè âÚU·¤æÚU ·¤è

¥ôÚU âð ×´»ÜßæÚU ·¤ô Îè »§üÐ  §ââð ÂãÜð ÁêÙ

×ð´ ¹éÎÚUæ ×ã´»æ§ü ÎÚU w.v ÂýçÌàæÌ Íè, Áô ç·¤

ÁÙßÚUè w®v~ ·Ô¤ ÕæÎ âð ‹ØêÙÌ× SÌÚU ÍæÐ

âæ´ç�Ø·¤è ×´˜ææÜØ ·Ô¤ ¥æ´·¤Ç¸ô´ ·Ô¤ ¥ÙéâæÚU,

ÁéÜæ§ü ×ð´ ¹æl ×ã´»æ§ü ÎÚU ƒæÅU·¤ÚU -v.|{

ÂýçÌàæÌ ÚUãèÐ Øã ÁÙßÚUè w®v~ ·Ô¤ ÕæÎ ¹æl

×ã´»æ§ü ÎÚU ·¤æ âÕâð çÙ¿Üæ SÌÚU ãñÐ ÁêÙ ·Ô¤

×é·¤æÕÜð, §â×ð´ ®.|z ÂýçÌàæÌ ·¤è ·¤×è ÎÁü

·¤è »§ü ãñÐ 

ÁéÜæ§ü w®wz ·Ô¤ ÎõÚUæÙ ×é�Ø ×ã´»æ§ü ÎÚU

¥õÚU ¹æl ×ã´»æ§ü ÎÚU ×ð´ ÕÇ¸è ç»ÚUæßÅU ×é�Ø

M¤Â âð ¥Ùé·¤êÜ ¥æÏæÚU ÂýÖæß ¥õÚU ÎæÜô´,

âç�ÁØô´, ¥ÙæÁ, ¥´Çð ¥õÚU ¿èÙè ·¤è ×ã´»æ§ü ÎÚU

×ð´ ·¤×è ·Ô¤ ·¤æÚU‡æ ãñÐ ÂçÚUßãÙ, â´¿æÚU ¥õÚU

çàæÿææ ·¤è Üæ»Ì ×ð´ ·¤×è ·Ô¤ ·¤æÚU‡æ Öè ×ã´»æ§ü

ÎÚU ·¤× ãé§ü ãñÐ §â·Ô¤ ¥Üæßæ, ÁéÜæ§ü ·Ô¤ ÎõÚUæÙ

ãæ©çâ´» ×ã´»æ§ü ×ð´ Öè ×æ×êÜè ç»ÚUæßÅU ¥æ§ü ãñÐ

ßãè´, ÖæÚUÌèØ çÚUÁßü Õñ´·¤ (¥æÚUÕè¥æ§ü) Ùð çß�æ

ßáü w®wz-w{ ·Ô¤ çÜ° ÖæÚUÌ ·¤è ¹éÎÚUæ ×ã´»æ§ü

ÎÚU x.v ÂýçÌàæÌ ÚUãÙð ·¤æ ¥Ùé×æÙ Ü»æØæ ãñÐ

§â·¤è ßÁã ×æÙâêÙ ·¤è çSÍÚU Âý»çÌ ¥õÚU

¹ÚUèÈ¤ ·¤è ¥‘Àè Õéßæ§ü âð ¹æl ·¤è×Ìô´ ÂÚU

çÙØ´˜æ‡æ ÚUãÙð ·¤è ©�×èÎ ãñÐ 

¥æÚUÕè¥æ§ü »ßÙüÚU â´ÁØ ×Ëãô˜ææ Ùð ãæÜ ãè

×ð´ ·¤ãæ, "w®wz-w{ ·Ô¤ çÜ° ×ã´»æ§ü ·¤æ

ÂêßæüÙé×æÙ ÁêÙ ×ð´ ·¤è »§ü ¥Âðÿææ âð ¥çÏ·¤ ÙÚU×

ãô »Øæ ãñÐ Îçÿæ‡æ-Âçp× ×æÙâêÙ ·¤è çSÍÚU

Âý»çÌ, ¥‘Àè ¹ÚUèÈ¤ Õéßæ§ü, ÂØæü# ÁÜæàæØ

SÌÚU ¥õÚU ¹ælæóæô´ ·Ô¤ ÂØæü# ÕÈ¤ÚU SÅUæò·¤ ·Ô¤

âæÍ ÕÇ¸ð ¥Ùé·¤êÜ ¥æÏæÚU ÂýÖæßô´ Ùð §â ÙÚU×è ×ð´

Øô»ÎæÙ çÎØæ ãñÐ"

ãæÜæ´ç·¤, ÂýçÌ·¤êÜ ¥æÏæÚU ÂýÖæßô´ ¥õÚU

ÙèçÌ»Ì ·¤Î×ô´ âð ©ˆÂóæ ×æ´» â´Õ´Ïè ·¤æÚU·¤ô´

·Ô¤ ÂýÖæß ×ð´ ¥æÙð ·Ô¤ ·¤æÚU‡æ, ¹éÎÚUæ ×ã´»æ§ü

w®wz-w{ ·¤è ¿õÍè çÌ×æãè ¥õÚU ©â·Ô¤ ÕæÎ y

ÂýçÌàæÌ âð ª¤ÂÚU ÚUãÙð ·¤è â´ÖæßÙæ ãñÐ  ©‹ãô´Ùð

ÕÌæØæ ç·¤ §ÙÂéÅU ·¤è×Ìô´ ÂÚU ç·¤âè Öè ÕÇ¸ð

Ù·¤æÚUæˆ×·¤ ÂýÖæß ·¤ô ÀôÇ¸·¤ÚU, ßáü ·Ô¤ ÎõÚUæÙ

×é�Ø ×ã´»æ§ü ÎÚU y ÂýçÌàæÌ âð ÍôÇ¸æ ª¤ÂÚU ÚUãÙð

·¤è â´ÖæßÙæ ãñÐ

ÖæÚUÌ ×ð´ ¹éÎÚUæ ×ã´»æ§ü ÁéÜæ§ü ×ð´ ·¤× ãô·¤ÚU
¥æÆ ßáæðZ ·Ô¤ çÙ¿Üð SÌÚU v.zz ÂýçÌàæÌ ÂÚU ÚUãè

çÕÁÙðâ ÚÔU×ðÇUèÁ/Ù§üU çÎËÜè

(¥æ§ü°°Ù°â)Ð

ÜðÅUðSÅU âÚU·¤æÚUè ¥æ´·¤Ç¸ô´ ·Ô¤

¥ÙéâæÚU, w®v{ ×ð´ àæéL¤ ãé§ü

ÂýÏæÙ×´˜æè È¤âÜ Õè×æ ØôÁÙæ

(Âè°×°È¤Õèßæ§ü) ·Ô¤ ÌãÌ ¥Õ

Ì·¤ |}.yv ·¤ÚUôÇ¸ ¥æßðÎÙô´ ·¤æ

Õè×æ ãé¥æ ãñ ¥õÚU v.}x Üæ¹ ·¤ÚUôÇ¸

L¤Â° ·Ô¤ Îæßô´ ·¤æ Öé»ÌæÙ ãé¥æ ãñÐ 

ç·¤âæÙô´ ·¤æ Ùæ×æ´·¤Ù w®ww-

wx ·Ô¤  x.v| ·¤ÚUôÇ¸ âð xw

ÂýçÌàæÌ ÕÉ¸·¤ÚU w®wy-wz ×ð´

y.v~ ·¤ÚUôÇ¸ ãô »Øæ ãñ, Áô

ØôÁÙæ ·¤è àæéL¤¥æÌ ·Ô¤ ÕæÎ âð

âÕâð ¥çÏ·¤ ãñÐ v} È¤ÚUßÚUè,

w®v{ ·¤ô àæéM¤ ·¤è »§ü

Âè°×°È¤Õèßæ§ü ·¤æ ©gðàØ

ç·¤âæÙô´ ·¤ô °·¤ âÚUÜ,

ç·¤È¤æØÌè ¥õÚU ÃØæÂ·¤ È¤âÜ

Õè×æ â×æÏæÙ ÂýÎæÙ ·¤ÚUÙæ ãñÐ

Øã ØôÁÙæ ç·¤âæÙô´ ·¤ô âê¹æ,

ÕæÉ¸, ¿·ý¤ßæÌ, ¥ôÜæßëçC, ·¤èÅUô´

·Ô¤ ã×Üð ¥õÚU ÂõÏô´ ·¤è Õè×æçÚUØô´

Áñâð ¥ÂçÚUãæØü Âýæ·¤ëçÌ·¤ Áôç¹×ô´

âð ãôÙð ßæÜð È¤âÜ Ùé·¤âæÙ âð

Õ¿æÌè ãñÐ Âè°×°È¤Õèßæ§ü Õéßæ§ü

âð ÂãÜð âð Üð·¤ÚU ·¤ÅUæ§ü ·Ô¤ ÕæÎ

Ì·¤ ÂêÚUð È¤âÜ ¿·ý¤¤ ·¤ô ·¤ßÚU

·¤ÚUÌè ãñ, çÁâ×ð´ Ö´ÇæÚU‡æ ·Ô¤

ÎõÚUæÙ ãôÙð ßæÜè ÿæçÌ Öè àææç×Ü ãñÐ 

çÕÁÙðâ ÚÔU×ðÇUèÁ/Ù§ü çÎËÜè

(¥æ§ü°°Ù°â)Ð

·Ô¤´Îý âÚU·¤æÚU ·¤è ¥ôÚU âð Îè »§ü

ÁæÙ·¤æÚUè ·Ô¤ ¥ÙéâæÚU, ¥æÏæÚU-

¥æÏæçÚUÌ ÈÔ¤â ¥æòÍð´çÅU·Ô¤àæÙ Ùð

°·¤ ÙØæ ×æÙ·¤ SÍæçÂÌ ·¤ÚUÌð

ãé° ×æ˜æ { ×ãèÙô´ ×ð´ Îô»éÙæ,

v®® ·¤ÚUôÇ¸ âð w®® ·¤ÚUôÇ¸

ÜðÙÎðÙ ÎÁü ç·¤° ãñ´Ð 

¥æÏæÚU ÈÔ¤â ¥æòÍð´çÅU·Ô¤àæÙ âð

¥æÏæÚU ÏæÚU·¤ ¥ÂÙè Âã¿æÙ

ÌéÚU´Ì, âéÚUçÿæÌ ¥õÚU â´Â·ü¤ ÚUçãÌ

ÌÚUè·Ô¤ âð, ·¤Öè Öè, ·¤ãè´ Öè,

çÕÙæ ç·¤âè ÎSÌæßðÁ ·Ô¤

âˆØæçÂÌ ·¤ÚU â·¤Ìð ãñ´Ð

§Üð�UÅþæçÙ�Uâ °ß´ ¥æ§üÅUè

×´˜ææÜØ ·Ô¤ ¥ÙéâæÚU, v® ¥»SÌ,

w®wz ·¤ô Øê¥æ§üÇè°¥æ§ü Ùð ÈÔ¤â

¥æòÍð´çÅU·Ô¤àæÙ ·Ô¤ w®® ·¤ÚUôÇ¸

Åþæ´Áñ�UàæÙ ·¤æ °ðçÌãæçâ·¤ ÁàÙ

×ÙæØæ, Áô ÖæÚUÌ ·Ô¤ çÙÕæüÏ,

âéÚUçÿæÌ ¥õÚU ·¤æ»Á ÚUçãÌ

Âý×æ‡æè·¤ÚU‡æ ·¤è ¥ôÚU ÌðÁè âð

ÕÉ¸Ìð ·¤Î× ·¤ô ÎàææüÌæ ãñÐ

¥æÏæÚU âð Âã¿æÙ âæçÕÌ ·¤ÚUÙð

·¤è Âýç·ý¤Øæ ¥ÂÙæÙð ·¤è »çÌ

ÌðÁè âð ÕÉ¸ ÚUãè ãñÐ Áãæ´ w®wy

·¤è À×æãè Ì·¤ z® ·¤ÚUôÇ¸

ÜðÙÎðÙ ÎÁü ç·¤° »° Íð ßãè´,

Ü»Ö» Âæ´¿ ×ãèÙô´ ×ð´ ÁÙßÚUè

w®wz ×ð´ Øã â´�Øæ Îô»éÙè

ãô·¤ÚU v®® ·¤ÚUôÇ¸ ÜðÙÎðÙ ãô

»§üÐ ×´˜ææÜØ Ùð ÕÌæØæ ç·¤ Àã

×ãèÙð âð Öè ·¤× â×Ø ×ð´, Øã

¥æ´·¤Ç¸æ çÈ¤ÚU âð Îô»éÙæ ãô·¤ÚU

w®® ·¤ÚUôÇ¸ ·Ô¤ ×èÜ ·Ô¤ ÂˆÍÚU

Ì·¤ Âãé´¿ »Øæ ãñÐ

Øê¥æ§üÇè°¥æ§ü ·Ô¤ ×é�Ø

·¤æØü·¤æÚUè ¥çÏ·¤æÚUè (âè§ü¥ô)

ÖéßÙðàæ ·¤é×æÚU Ùð ·¤ãæ, "§ÌÙð

·¤× â×Ø ×ð´ w®® ·¤ÚUôÇ¸ ¥æÏæÚU

ÈÔ¤â ¥æòÍð´çÅU·Ô¤àæÙ ÜðÙÎðÙ Ì·¤

Âãé´¿Ùæ, çÙßæçâØô´ ¥õÚU âðßæ

ÂýÎæÌæ¥ô´, ÎôÙô´ ·Ô¤ ¥æÏæÚU ·Ô¤

âéÚUçÿæÌ, â×æßðàæè ¥õÚU §ÙôßðçÅUß

¥æòÍð´çÅU·Ô¤àæÙ §·¤ôçâSÅU× ×ð´

çßEæâ ¥õÚU ÖÚUôâð ·¤ô ÎàææüÌæ ãñÐ"

Àã ×ãèÙð âð Öè ·¤× â×Ø ×ð´

v®® ·¤ÚUôÇ¸ âð w®® ·¤ÚUôÇ¸

ÜðÙÎðÙ Ì·¤ ·¤æ âÈ¤ÚU §â·¤è

×æÂÙèØÌæ ¥õÚU Îðàæ ·¤è çÇçÁÅUÜ

ÚUðÇèÙðâ ·¤æ Âý×æ‡æ ãñÐ"

¥æÏæÚU âð Âã¿æÙ âæçÕÌ ·¤ÚUÙð ·¤è Âýç·ý¤Øæ Ùð ÙØæ ×é·¤æ×
ç·¤Øæ ãæçâÜ, ×ãÁ { ×ãèÙô´ ×ð´ Îô»éÙæ ãé° ÜðÙÎðÙ

ÖæÚUÌ ×ð´ Íô·¤ ×ã´»æ§ü ÎÚU
ÁéÜæ§ü ×ð´ Îô ßáü ·Ô¤ çÙ¿Üð

SÌÚU ÂÚU Âãé´¿Ùð ·¤æ ¥Ùé×æÙ :
ØêçÙØÙ Õñ´·¤ ¥æòÈ¤ §´çÇØæ

çÕÁÙðâ ÚÔU×ðÇUèÁ/Ù§üU çÎËÜè

(¥æ§ü°°Ù°â)Ð

ÖæÚUÌ ×ð´ Íô·¤ ×ã´»æ§ü ÎÚU ÁéÜæ§ü ×ð´

ƒæÅU·¤ÚU Îô ßáü ·Ô¤ çÙ¿Üð SÌÚU ÂÚU

Âãé´¿ â·¤Ìè ãñÐ §â·¤è ßÁã ¹æl

¥õÚU §ü´ÏÙ ·¤è ·¤è×Ìô´ ×ð´ ç»ÚUæßÅU

¥æÙæ ãñÐ Øã ÁæÙ·¤æÚUè °·¤ çÚUÂôÅUü

×ð´ Îè »§üÐ  ØêçÙØÙ Õñ´·¤ ¥æòÈ¤

§´çÇØæ Ùð ¥ÂÙè çÚUÂôÅUü ×ð´ ÕÌæØæ ç·¤

ÁéÜæ§ü ×ð´ Íô·¤ ×ã´»æ§ü ÎÚU ·¤×

ãô·¤ÚU âæÜæÙæ ¥æÏæÚU ÂÚU -®.yz

ÂýçÌàæÌ ãô â·¤Ìè ãñÐ ÁêÙ ×ð´ Øã -

®.vx ÂýçÌàæÌ ÍèÐ ¥»ÚU ÁéÜæ§ü ×ð´

Íô·¤ ×ã´»æ§ü ·¤æ çÂý´ÅU §â SÌÚU ÂÚU

¥æÌæ ãñ, Áô Øã ¥»SÌ w®wx ·Ô¤

ÕæÎ âÕâð çÙ¿Üæ SÌÚU ãô»æÐ

çÚUÂôÅUü ×ð´ ·¤ãæ »Øæ, "ÁéÜæ§ü

w®wz ×ð´ Íô·¤ ×ã´»æ§ü ÎÚU -

®.yz ÂýçÌàæÌ ·Ô¤ âæÍ Îô âæÜ

·Ô¤ çÙ¿Üð SÌÚU ÂÚU ÚUãÙð ·¤æ

¥Ùé×æÙ ãñÐ" çÚUÂôÅUü ×ð´ ÕÌæØæ

»Øæ ç·¤ Íô·¤ ×ã´»æ§ü ÎÚU,

¹éÎÚUæ ×ã´»æ§ü ·Ô¤ Åþð´Ç ·¤ô Öè

çÎ¹æÌè ãñ, �UØô´ç·¤ â×èÿææ

¥ßçÏ ·Ô¤ ÎõÚUæÙ ¹æl ©ˆÂæÎô´

·¤è ·¤è×Ìô´ ×ð´ âæÜæÙæ ¥æÏæÚU ÂÚU

ç»ÚUæßÅU ÎÁü ·¤è »§üÐ ×é�Ø

Íô·¤ ×ã´»æ§ü ÎÚU, çÁâ×ð´ ¹æl

ßSÌé¥ô´ ¥õÚU §ü´ÏÙ ·¤ô àææç×Ü

Ùãè´ ç·¤Øæ ÁæÌæ ãñ, ÁéÜæ§ü ×ð´

v.z® ÂýçÌàæÌ ÚUã â·¤Ìè ãñ, Áô

ç·¤ ÁêÙ ·Ô¤ v.®{ ÂýçÌàæÌ âð

’ØæÎæ ãñÐ

çÕÁÙðâ ÚÔU×ðÇUèÁ/Ù§üU çÎËÜèÐ àæéh ÂýˆØÿæ ·¤ÚU

â´»ýã ¿æÜê çß�æ ßáü w®wz-w{ ×ð´ ¥Õ Ì·¤ x.~z

ÂýçÌàæÌ ƒæÅU·¤ÚU {.{y Üæ¹ ·¤ÚUôÇ¸ L¤ÂØð ÚUãæÐ

·¤ÚU â´»ýã ×ð´ ·¤×è ·¤è ×é�Ø ßÁã ÒçÚUÈ¤´ÇÓ ·¤æ

¥çÏ·¤ ãôÙæ ãñÐ ×´»ÜßæÚU ·¤ô ÁæÚUè âÚU·¤æÚUè

¥æ´·¤Ç¸ô´ âð Øã ÁæÙ·¤æÚUè ç×ÜèÐ ÂýˆØÿæ ·¤ÚU ×ð´

·¤´ÂçÙØô´, ÃØçQ¤, ÂðàæðßÚUô´ ¥õÚU ¥‹Ø â´SÍæ¥ô´ ·¤è

¥æØ ÂÚU ·¤ÚU àææç×Ü ãñ´Ð ·Ô¤´ÎýèØ ÂýˆØÿæ ·¤ÚU ÕôÇü

(âèÕèÇèÅUè) mæÚUæ ÁæÚUè ¥æ´·¤Ç¸ô´ ·Ô¤ ¥ÙéâæÚU, ¿æÜê

çß�æ ßáü °·¤ ¥ÂýñÜ âð vv ¥»SÌ ·Ô¤ Õè¿ ×ð´ ¥Õ

Ì·¤ ÁæÚUè ÒçÚUÈ¤´ÇÓ v® ÂýçÌàæÌ ÕÉ¸·¤ÚU v.xz Üæ¹

·¤ÚUôÇ¸ L¤ÂØð ãô »ØæÐ àæéh ·¤´ÂÙè ·¤ÚU â´»ýã ÌèÙ

ÂýçÌàæÌ ÕÉ¸·¤ÚU ·¤ÚUèÕ w.w~ Üæ¹ ·¤ÚUôÇ¸ L¤ÂØð

ÚUãæ, ÁÕç·¤ »ñÚU-·¤´ÂÙè ·¤ÚU (çÁâ×ð´ ÃØçQ¤, çã´Îê

¥çßÖæçÁÌ ÂçÚUßæÚU ß ·¤´ÂÙè àææç×Ü ãñ´) â´»ýã

|.yz ÂýçÌàæÌ ƒæÅU·¤ÚU y.vw Üæ¹ ·¤ÚUôÇ¸ L¤ÂØð

ÚUãæÐ ¥æ´·¤Ç¸ô´ ·Ô¤ ¥ÙéâæÚU, °·¤ ¥ÂýñÜ âð vv

¥»SÌ ·Ô¤ Õè¿ ÂýçÌÖêçÌ ÜðÙÎðÙ ·¤ÚU (°âÅUèÅUè)

â´»ýã ww,x{w ·¤ÚUôÇ¸ L¤ÂØð ÚUãæÐ 

çÕÁÙðâ ÚÔU×ðÇUèÁ/Ù§üU çÎËÜè(¥æ§ü°°Ù°â)Ð

çÂÀÜð Âæ´¿ ßáæðZ ×ð´ Îðàæ ·Ô¤ Âý×é¹ Õ´ÎÚU»æãô´ Ùð

vx,xzz ·¤ÚUôÇ¸ L¤Â° ·Ô¤ ·¤éÜ wz Âç�Ü·¤-

Âýæ§ßðÅU ÂæÅUüÙÚUçàæÂ (ÂèÂèÂè) ÂýôÁð�UÅU÷â ÂýÎæÙ

ç·¤° ãñ´Ð  âÚU·¤æÚU Ùð Âý×é¹ Õ´ÎÚU»æãô´ ·Ô¤

§´UÈý¤æSÅþU�¿ÚU ·Ô¤ ¥æÏéçÙ·¤è·¤ÚU‡æ ¥õÚU

âéÎëÉ¸è·¤ÚU‡æ ×ð´ çÙÁè ÿæð˜æ ·¤è Öæ»èÎæÚUè ·¤ô °·¤

×ãˆßÂê‡æü ƒæÅU·¤ ·Ô¤ M¤Â ×ð´ Âã¿æÙæ ãñÐ ·Ô¤´Îý

âÚU·¤æÚU ·Ô¤ ÂýàææâçÙ·¤ çÙØ´˜æ‡æ ×ð´ vw Âý×é¹

Õ´ÎÚU»æã ãñ´Ð »ñÚU-Âý×é¹ Õ´ÎÚU»æãô´ ·¤æ çÙØ´˜æ‡æ

ÚUæ’Ø ÂýæçÏ·¤ÚU‡æô´ ·Ô¤ Âæâ ãñ, çÁÙ×ð´ â×éÎýè ÕôÇü

Öè àææç×Ü ãñÐ 

·Ô¤´ÎýèØ Â�æÙ, ÂôÌ ÂçÚUßãÙ ¥õÚU ÁÜ×æ»ü

×´˜æè âÕæüÙ´Î âôÙôßæÜ Ùð ÚUæ’ØâÖæ ×ð´ °·¤

çÜç¹Ì ÁßæÕ ×ð´ ·¤ãæ ç·¤ Âý×é¹ Õ´ÎÚU»æãô´ ×ð´

çÙÁè çÙßðàæ ·¤ô ¥æ·¤çáüÌ ·¤ÚUÙð ·Ô¤ çÜ°, ·Ô¤´Îý

âÚU·¤æÚU Ùð Âý×é¹ Õ´ÎÚU»æã ‹Øæâ ¥çÏçÙØ×,

v~{x ·Ô¤ SÍæÙ ÂÚU Âý×é¹ Õ´ÎÚU»æã ÂýæçÏ·¤ÚU‡æ

¥çÏçÙØ×, w®wv ·¤ô Üæ»ê ç·¤Øæ ãñÐ âæÍ ãè,

×æòÇÜ ·¤‹âðàæÙ °»ýè×ð´ÅU ·¤ô â´àæôçÏÌ ç·¤Øæ

»Øæ ãñ ¥õÚU âæßüÁçÙ·¤-çÙÁè Öæ»èÎæÚUè

(ÂèÂèÂè) ÂçÚUØôÁÙæ¥ô´ ·Ô¤ çÜ° ÅUñçÚUÈ¤ çÙÏæüÚU‡æ

çÎàææçÙÎðüàæ ÌñØæÚU ç·¤° »° ãñ´Ð ©‹ãô´Ùð ¥æ»ð

·¤ãæ, "Â�æÙ, ÂôÌ ÂçÚUßãÙ ¥õÚU ÁÜ×æ»ü

×´˜ææÜØ ·¤ô w®wy-wz ×ð´ Âý×é¹ Õ´ÎÚU»æãô´ ÂÚU

¹ÚUæÕ ·¤æØü çSÍçÌØô´ ¥õÚU âéÚUÿææ ©„´ƒæÙô´ ·¤è

·¤ô§ü çÚUÂôÅUü Ùãè´ ç×Üè ãñÐ" °·¤ ¥Ü» ©�æÚU ×ð´,

·Ô¤´ÎýèØ ×´˜æè Ùð ·¤ãæ ç·¤ âÚU·¤æÚU Ùð

¥æÏéçÙ·¤è·¤ÚU‡æ, ×àæèÙè·¤ÚU‡æ, Ù° ÕÍü ¥õÚU

ÅUç×üÙÜô´ ·Ô¤ çÙ×æü‡æ, Âê´Áè»Ì ÇþðçÁ´» ¥õÚU âÇ¸·¤

°ß´ ÚUðÜ â´Â·ü¤ ·¤ô ÕÉ¸æ·¤ÚU Îðàæ ·Ô¤ âÖè Âý×é¹

Õ´ÎÚU»æãô´ ·¤è ·¤æ»ôü ãñ´ÇçÜ´» ÿæ×Ìæ ·¤æ çßSÌæÚU

·¤ÚUÙð ·Ô¤ çÜ° ·¤§ü ·¤Î× ©Ææ° ãñ´Ð âôÙôßæÜ Ùð

·¤ãæ, "Ìç×ÜÙæÇé ÚUæ’Ø ×ð´ çSÍÌ ßè.¥ô.

ç¿Î´ÕÚUÙæÚU Õ´ÎÚU»æã ÂýæçÏ·¤ÚU‡æ, ¿ðóæ§ü

Õ´ÎÚU»æã ÂýæçÏ·¤ÚU‡æ ¥õÚU ·¤æ×ÚUæÁÚU Õ´ÎÚU»æã

çÜç×ÅUðÇ Ùð çÂÀÜð v® ßáæðZ ×ð´ ¥ÂÙè ÿæ×Ìæ ×ð´

·ý¤×àæÑ v||.vw ÂýçÌàæÌ, z}.®{ ÂýçÌàæÌ ¥õÚU

v{w.v{ ÂýçÌàæÌ ·¤è ßëçh ·¤è ãñÐ" §â Õè¿,

ÚUæCþUèØ ÁÜ×æ»æðZ ÂÚU ÂØæüßÚU‡æ-¥Ùé·ê¤Ü

ÂçÚUßãÙ ·¤ô ÕÉ¸æßæ ÎðÙð ·Ô¤ çÜ°, 

ÖæÚUÌèØ ¥´ÌÎðüàæèØ ÁÜ×æ»ü ÂýæçÏ·¤ÚU‡æ

(¥æ§üÇ�ËØê°¥æ§ü) Ùð ·¤ô¿èÙ çàæÂØæÇü çÜç×ÅUðÇ

(âè°â°Ü) ·¤ô } ãæ§çÕýÇ §Üðç�UÅþ·¤

·ñ¤ÅUæ×æÚUÙ ·Ô¤ çÙ×æü‡æ ·¤æ ¥æòÇüÚU çÎØæ ãñÐ

ßæÚUæ‡æâè ×ð´ °·¤ ãæ§ÇþôÁÙ-§ZUÏÙ ßæÜæ âðÜ ÂôÌ

Öè ÌñÙæÌ ç·¤Øæ »Øæ ãñÐ

Âè°×°È¤Õèßæ§ü ·Ô¤ ÌãÌ |}.yv ·¤ÚUôÇ¸

¥æßðÎÙô´ ·¤æ Õè×æ ãé¥æ, v.}x Üæ¹ ·¤ÚUôÇ¸

L¤Â° ·Ô¤ Îæßô´ ·¤æ ãé¥æ Öé»ÌæÙ 

ÂýˆØÿæ ·¤ÚU â´»ýã ¿æÜê çß�æ ßáü ×ð´ ¥Õ Ì·¤ x.~z ÂýçÌàæÌ

ƒæÅU·¤ÚU {.{y Üæ¹ ·¤ÚUôÇ¸ L¤ÂØð ÚUãUæ

çÕÁÙðâ ÚÔU×ðÇUèÁ/Ù§üU çÎËÜè (¥æ§ü°°Ù°â)Ð ÌðÁè âð

ÕÉ¸Ìð çÇçÁÅUÜè·¤ÚU‡æ, ÕÉ¸Ìè ©ÂÖôQæ ¥æ·¤æ´ÿææ¥ô´ ¥õÚU

SÅþæò‹» È¤æ§Ùð´çàæØÜ §´UÈý¤æSÅþU�¿ÚU ·Ô¤ ÕÜ ÂÚU ÖæÚUÌ ·¤è

·ýð¤çÇÅU çÇ×æ´Ç ×ÁÕêÌ ÕÙè ãé§ü ãñÐ Øã ÁæÙ·¤æÚUè

×´»ÜßæÚU ·¤ô ¥æ§ü °·¤ çÚUÂôÅUü ×ð´ Îè »§üÐ 

‚ÜôÕÜ ÇðÅUæ ¥õÚU ÅUð�UÙôÜæòÁè ·¤´ÂÙè  °�UâÂðçÚUØÙ Ùð

¥ÂÙè çÚUÂôÅUü ×ð´ ·¤ãæ ãñ ç·¤ ×æ¿ü w®wz Ì·¤ §´ÇSÅþè

°âðÅU÷â ¥´ÇÚU ×ñÙðÁ×ð´ÅU vwv Üæ¹ ·¤ÚUôÇ¸ L¤Â° Íè´, Áô

âæÜæÙæ ¥æÏæÚU ÂÚU wv ÂýçÌàæÌ ¥õÚU çÌ×æãè ¥æÏæÚU ÂÚU y

ÂýçÌàæÌ ·¤è ßëçh ÎàææüÌè ãñ´Ð çÚUÂôÅUü ×ð´ ·¤ãæ »Øæ ãñ ç·¤

çÌ×æãè ·Ô¤ ÎõÚUæÙ Ù° «¤‡æ çßÌÚU‡æ v{ Üæ¹ ·¤ÚUôÇ¸ L¤Â°

Ì·¤ Âãé´¿ »°, Áô âæÜæÙæ ¥æÏæÚU ÂÚU v® ÂýçÌàæÌ ¥õÚU

çÌ×æãè ¥æÏæÚU ÂÚU } ÂýçÌàæÌ ·¤è ßëçh ãñÐ Øã ×é�Ø M¤Â

âð »ôËÇ ÜôÙ, çÕÁÙðâ ÜôÙ ¥õÚU ÜôÙ ¥»ð´SÅU ÂýæòÂÅUèü

(°Ü°Âè) ×ð´ çÙÚU´ÌÚU ßëçh ·Ô¤ ·¤æÚU‡æ ãé¥æÐ

°�UâÂèçÚUØÙ ·Ô¤ ÖæÚUÌ ×ð´ ·¤´Åþè ×ñÙðçÁ´» ÇæØÚUð�UÅUÚU

×Ùèá ÁñÙ Ùð ·¤ãæ, "çÇçÁÅUÜè·¤ÚU‡æ, ÕÎÜÌè ©ÂÖôQæ

¥æ·¤æ´ÿææ¥ô´ ¥õÚU °·¤ SÅþæò‹» È¤æ§Ùð´çàæØÜ §´UÈý¤æSÅþU�¿ÚU

·¤è ÂëDÖêç× ×ð´ ÖæÚUÌ ·¤æ ·ýð¤çÇÅU §·¤ôçâSÅU×  Ü»æÌæÚU

çß·¤çâÌ ãô ÚUãæ ãñÐ" ©‹ãô´Ùð ¥æ»ð ·¤ãæ ç·¤ ã×æÚUæ ÜðÅUðSÅU

·ýð¤çÇÅU §Ùâæ§ÅU çßàæðá M¤Â âð âéÚUçÿæÌ «‡æ ¥õÚU ÀôÅUð-

çÅU·¤ÅU ßæÜð ÃØçQ»Ì «¤‡æô´ ×ð´ §â ×æ´» ·¤è â´ÚU¿Ùæˆ×·¤

»ãÚUæ§ü ·¤ô ÚUð¹æ´ç·¤Ì ·¤ÚUÌæ ãñ, Áô ÕÉ¸Ìð ©ÂÖôQæ çßEæâ

¥õÚU çÁ�×ðÎæÚUè ©ÏæÚUè ÎôÙô´ ·¤è ¥ôÚU §àææÚUæ ·¤ÚUÌæ ãñÐ

ÖæÚUÌ ·¤è ·ýð¤çÇÅU çÇ×æ´Ç ×ÁÕêÌ, ·é¤Ü °Øê°×
vwv Üæ¹ ·¤ÚUôÇ¸ L¤Â° ÂÚU Âãé´¿æ : çÚUÂôÅUü

Âý×é¹ Õ´ÎÚU»æãô´ Ùð ÕèÌð z ßáæðZ ×ð´ vx,xzz ·¤ÚUôÇ¸ L¤Â° ·Ô¤
wz ÂèÂèÂè ÂýôÁð�UÅU÷â ÂýÎæÙ ç·¤° : âÕæüÙ´Î âôÙôßæÜ
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