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ˆÓ˚ú Óyì≈˛y

ˆ›˛Δò Óy!ì˛ú
fi›˛yö˛ !Ó˚̂ Į̈ ôy›≈̨ yÓ˚≠ òòÈÙÈ£zr›˛yÓ˚ú!Ñ˛Ç

Ñ˛yˆÏãÓ˚ ãòƒ Ñ˛!˛ôúy°Ï ˆÓ˚yv˛ ~ÓÇ

¢yˆÏúÜ§yÁ ˆfi›˛üˆÏòÓ˚ õˆÏïƒ  ˆ›˛Δò

â˛úyâ˛ú Óı˛ ÌyÑ˛ˆÏÓ– ˆÎ ¢õhfl˛

ˆ›˛Δò=!ú Óy!ì˛ú ÌyÑ˛ˆÏÓ ˆ¢=!ú

£ú 58005/58006

Öv˛¸Ü˛ô%Ó˚ÈÙÈÖ%Ó˚îy ˆÓ˚yv˛ ˛ôƒyˆÏ¢OyÓ˚

ˆÎ ˆ›˛Δò!›˛ Öv˛¸Ü˛ô%Ó˚ ˆÌˆÏÑ˛ äÈyv˛¸yÓ˚

Ñ˛Ìy !äÈú ì˛y 25.5.2019

ì˛y!Ó˚Ö ˆÌˆÏÑ˛ 31.5.2019

ì˛y!Ó˚Ö ˛ôÎ≈hs˛ Óı˛ ÌyÑ˛ˆÏÓ–

~äÈyv˛¸yÁ 58001/58002

£yÁv ˛ ¸ y È Ù È ˛ ô %Ó ˚ # È Ù È¢ § yì ˛Ó ˚ yÜ y !ä È

˛ôƒyˆÏ¢OyÓ˚ Îy £yÁv˛¸y ˆfi›˛üò

ˆÌˆÏÑ˛ äÈyv˛¸yÓ˚ Ñ˛Ìy !äÈú ˆ¢£z ˆ›˛Δò

25.5.2019 ì˛y!Ó˚Ö ˆÌˆÏÑ˛

31.5.2019 ì˛y!Ó˚Ö ˛ôÎ≈hs˛ Óı˛

ÌyÑ˛ˆÏÓ– ~äÈyv˛¸yÁ 58132/

58131 ˛ô%Ó˚#ÈÙÈÓ˚yv˛zÓ˚ˆÏÑ˛Õ‘y ˛ô%Ó˚#

˛ôƒyˆÏ¢OyÓ˚ ˛ô%Ó˚# ˆfi›˛üò ˆÌˆÏÑ˛

Ó˚yv˛zÓ˚ˆÏÑ˛Õ‘yÓ˚ v˛zˆÏjˆÏü äÈyv˛¸yÓ˚ Ñ˛Ìy

!äÈúñ ˆ¢£z ˆ›˛Δò 25.5. 2019

ì˛y!Ó˚Ö ˆÌˆÏÑ˛ 31.5.2019

ì˛y!Ó˚Ö ˛ôÎ≈hs˛ Óy!ì˛ú ÌyÑ˛ˆÏÓ–

~äÈyv˛¸yÁ 22890 ˛ô%Ó˚#ÈÙÈ!îáy

~:ˆÏ≤Ã¢ Îy ˛ô%Ó˚# ˆfi›˛üò ˆÌˆÏÑ˛

äÈyv˛¸yÓ˚ Ñ˛Ìy !äÈú ì˛y

25.5.2019 ì˛y!Ó˚ˆÏÖ Óy!ì˛ú

ÌyÑ˛ˆÏÓ– 22889 !îáyÈÙÈ˛ô%Ó˚#

~:ˆÏ≤Ã¢ Îy !îáy ˆfi›˛üò ˆÌˆÏÑ˛

˛ô%Ó˚#Ó˚ v˛zˆÏjˆÏü 26.5.2019

ì˛y!Ó˚Ö ˆÌˆÏÑ˛ äÈyv˛¸yÓ˚ Ñ˛Ìy !äÈú

ì˛y Óy!ì˛ú Ó˚yÖy £ˆÏÎ˚ˆÏäÈ–

~äÈyv˛¸yÁ 22814

˛ôyÓ˚ym#˛ôÈÙÈ¢§yì˛Ó˚yÜy!ä ~:ˆÏ≤Ã¢ Îy

¢§yì˛Ó˚yÜy!äÈ ˆfi›˛üò ˆÌˆÏÑ˛ äÈyv˛¸yÓ˚

Ñ˛Ìy !äÈú ì˛y 28.5.2019

ì˛y!Ó˚Ö ˛ôÎ≈hs˛ Óy!ì˛ú ÌyÑ˛ˆÏÓ–

22874 !ÓüyÖy˛ô_òõÈÙÈ!îáy

~:ˆÏ≤Ã¢ Îy !ÓüyÖy˛ô_òõ

ˆfi›˛üò ˆÌˆÏÑ˛ äÈyv˛¸yÓ˚ Ñ˛Ìy !äÈú

ì˛y 30.5.2019 ì˛y!Ó˚ˆÏÖ Óy!ì˛ú

Ó˚yÖy £ˆÏÎ˚ˆÏäÈ– ~äÈyv˛¸yÁ 22873

!îáyÈÙÈ!ÓüyÖy˛ô_òõ ~:ˆÏ≤Ã¢

31.5.2019 ì˛y!Ó˚ˆÏÖ Óy!ì˛ú

ÌyÑ˛ˆÏÓ ÓˆÏú î!«˛íÈÙÈ˛ô)Ó≈ ˆÓ˚ú

¢)ˆÏe ãyòyˆÏòy £ˆÏÎ˚ˆÏäÈ–

!¶˛!¢ Ï̂Ñ˛ Ñ˛ƒy!˛ô›˛yú õy Ï̂Ñ≈̨ ›˛ ¢y!¶≈̨ Ï̂¢¢ !ú!õ Ï̂›˛v˛

(CIN:L67190WB1983PLC035658)
ˆÓ˚!ã≠ x!ö˛¢ ≠ 16ñ£z!u˛Î˚y ~:ˆÏâ˛O ̂ ≤’¢ñ !mì˛#Î˚ ì˛úñ Ó˚&õ

òÇÈÙÈ19ñ Ñ˛úÑ˛yì˛yÈÙÈ700001

Óy!í!ãƒÑ˛ x!ö˛¢≠ 10ñ v˛zv˛ !fl˛T…›˛ñ â˛ì%˛Ì≈ Á ˛ôM˛Èõ ì˛úñ

Ñ˛úÑ˛yì˛yÈÙÈ700016 ̂ ö˛yò≠ 033ÈÙÈ4009 9999ñ ö˛ƒy:≠

033ÈÙÈ4009 9957

Email: capital@vckgroup.org

websie : www.vckgroup.com

!ÓK˛!Æ

ˆ«˛e#Î˚ ˆÓ˚=ˆÏúüò 47 ~Ó˚ ¢ˆÏD ˛ô‡˛ò#Î˚ ˆÓ˚=ˆÏúüò

29 xö˛ ˆ¢!Ó Sˆ«˛e#Î˚ îyÎ˚ ~ÓÇ ÓƒyÖƒyõ)úÑ˛ !ÓÓÓ˚í#V

ˆÓ˚=ˆÏúüò 2019 xò%¢yˆÏÓ˚ 31 õyâ≈˛ñ 2019 ì˛y!Ó˚ˆÏÖ

¢õyÆ ˜eõy!¢ˆÏÑ˛Ó˚ Á ÓäÈˆÏÓ˚Ó˚ !òÓ˚#!«˛ì˛ xy!Ì≈Ñ˛

ö˛úyö˛ˆÏúÓ˚ !ÓÓÓ˚í# xyˆÏúyâ˛òy Á xò%ˆÏõyîˆÏòÓ˚ ãòƒ

29 ˆõñ 2019 ì˛y!Ó˚ˆÏÖ ˆÑ˛y¡ôy!òÓ˚ Óy!í!ãƒÑ˛ x!ö˛¢ ≠

10ñ v˛zv˛ !fl˛T…›˛ñ â˛ì%˛Ì≈ Á ̨ôM˛Èõ ì˛úñ Ñ˛úÑ˛yì˛yÈÙÈ700016

!‡˛Ñ˛yòyÎ˚ ˛ô!Ó˚â˛yúÑ˛õ[˛ú#Ó˚ ~Ñ˛!›˛ ¢¶˛y xò%!¤˛ì˛ £ˆÏÓ–

v˛z_´ ¢¶˛yÎ˚ ˆÑ˛y¡ôy!ò ˆ¢ˆÏe´›˛y!Ó˚ Ñ˛yõ Ñ˛õ≤’yˆÏÎ˚™

x!ö˛¢yÓ˚ ~ÓÇ xòƒyòƒ !Ó°ÏˆÏÎ˚ ¢¶˛y˛ô!ì˛Ó˚ xò%õ!ì˛ !òˆÏÎ˚

xyˆÏúyâ˛òy £ˆÏì˛ ˛ôyˆÏÓ˚–
 ̂ Óy Ï̂v≈̨ Ó ̊ xy Ï̂îüyò%¢y Ï̂Ó ˚

!¶˛!¢ Ï̂Ñ˛  Ñ˛ƒy!˛ô›˛yú õy Ï̂Ñ≈̨ ›˛ ¢y!¶≈̨ Ï̂¢¢ !ú!õ Ï̂›˛v˛ÙÈ~Ó̊ ̨ ô Ï̂«˛

fl ∫̨yÉ/ÈÙÈ

S¢õ#Ó̊ ̂ Ñ˛y‡˛y!Ó̊V

õƒy Ï̂ò!ãÇ !v˛ Ï̂Ó˚QÓ˚

DIN: 00561835
fl˛iyò ≠ Ñ˛úÑ˛yì˛y

ì˛y!Ó˚Ö ≠ 18/05/2019

ÁˆÏÎ˚Ó¢ú ~òy!ã≈ !¢ˆÏfi›˛õ !ú!õˆÏ›˛v˛

CIN:L29307WB1990PLC048350
ˆÓ˚!ã≠ x!ö˛¢ ≠  48ñ ≤ÃõÌ ˆâ˛Ôï%!Ó˚ ¢Ó˚í#ñ≤’›˛ òÇ.849ñ

ÓœÑ˛ÈÙÈ!˛ôñ ì,̨ ì˛#Î˚ ì˛úñ Ñ˛úÑ˛yì˛yÈÙÈ700053ñ

!òv˛z xy!ú˛ô%Ó˚ñ ˆö˛yò≠ S033ÈV2400ÈÙÈ0419ñ ö˛ƒy:≠

2400ÈÙ0375ñ Óy!í!ãƒÑ˛ x!ö˛¢ ~ÓÇ Ñ˛yÓ˚Öyòy ≠

ˆ¢QÓ˚ÈÙÈII,˛ö˛úì˛y ̂ fl˛ôüyú £zˆÏÑ˛yò!õÑ˛ ̂ ãyòñ ö˛úì˛yñ 24 ̨ôÓ˚Üòy

Sî!«˛íVñ !˛ôòÈÙÈ743504ñ ˛ô!ÿ˛õÓDñ ¶˛yÓ˚ì˛ñ ˆö˛yò ≠

03174ÈÙÈ222932ñ ö˛ƒy: ≠ 03174ÈÙÈ222933.

Websie : www.webelsolar.com

31 õyâ≈̨  2019 ì˛y!Ó̊ Ï̂Ö

¢õyÆ ̃ eõy!¢ Ï̂Ñ˛Ó˚ Á ÓäÈ Ï̂Ó˚Ó˚ !òÓ˚#!«˛ì˛

xy!Ì≈Ñ˛ ö˛úyö˛ú xò%̂ Ïõyî Ï̂òÓ̊ ãòƒ ~ÓÇ

ÓƒÓ¢y!Î˚Ñ˛ ãyòyúy Óı˛ Á ̂ ÖyúyÓ˚ !ÓK˛!Æ

xyõÓ˚y ~£z ì˛Ìƒ ãy!òˆÏÎ˚ Ö%!ü £!FäÈ ˆÎñ ˆÑ˛y¡ôy!òÓ˚

ˆÓ˚!ãfi›˛yv≈˛ x!ö˛ˆÏ¢ 31 õyâ≈˛ñ 2019 ì˛y!Ó˚ˆÏÖ ¢õyÆ

˜eõy!¢ˆÏÑ˛Ó˚ Á ÓäÈˆÏÓ˚Ó˚ !òÓ˚#!«˛ì˛ xy!Ì≈Ñ˛ ö˛úyö˛ú

xyˆÏúyâ˛òy Á xò%ˆÏõyîˆÏòÓ˚ ãòƒ 29.5.2019 ì˛y!Ó˚ˆÏÖ

˛ô!Ó˚â˛yúÑ˛ÓˆÏÜ≈Ó˚ ~Ñ˛!›˛ ¢¶˛y xò%!¤˛ì˛ £ˆÏÓ ~ÓÇ

˛ô!Ó˚â˛yúÑ˛õ[˛ú#Ó˚ ¢î¢ƒˆÏîÓ˚ xòƒyòƒ ãÓ˚&!Ó˚ !Ó°ÏˆÏÎ˚

xyˆÏúyâ˛òy £ˆÏì˛ ˛ôyˆÏÓ˚–

ÁˆÏÎ˚Ó¢ú ~òy!ã≈ !¢ˆÏfi›˛õ !ú!õˆÏ›˛v˛ÈÙÈ~Ó˚ ̨ôˆÏ«˛

fl ∫̨yÉ/ÈÙÈ¢#õy G%̨ òG%̨ òÁÎ̊yúy

 !v˛ Ï̂Ó̊QÓ̊

fl˛iyò ≠ Ñ˛úÑ˛yì˛y

ì˛y!Ó˚Ö ≠ 22.05.2019

~õ~¢!˛ô !fi›˛ú xƒyu˛ ̨ôyÁÎ˚yÓ˚

CIN:L27109WB1968PLC027399
ˆÓ˚!ã≠ x!ö˛¢ ≠ 1ñ e%´Ñ˛v˛ ˆúòñ Ñ˛úÑ˛yì˛yÈÙÈ700069

ˆö˛yò ≠ 033 40057777ñ ö˛ƒy:≠ 033 40057799

E-mail:investor.contact@mspsteel.com

Website:www.mspsteel.com

!ÓK˛!Æ

~ì˛myÓ˚y !ÓK˛y!˛ôì˛ Ñ˛Ó˚y £ˆÏFäÈ ˆÎ ˆ«˛e#Î˚

ì˛y!úÑ˛y¶%˛_´ â%˛!_´Ó˚ 29 ~ÓÇ 47 xö˛ ˆ¢!Ó

Sˆ«˛e#Î˚ îyÎ˚ Á ÓƒyÖƒyõ)úÑ˛ !ÓÓÓ˚í#V 2015

xò%¢yˆÏÓ˚ 31 õyâ≈˛ñ 2019 ì˛y!Ó˚ˆÏÖ ¢õyÆ

˜eõy!¢ˆÏÑ˛Ó˚ ~ÓÇ ÓäÈˆÏÓ˚Ó˚ !òÓ˚#!«˛ì˛ xy!Ì≈Ñ˛

ö˛úyö˛ú ~õ~¢!˛ô !fi›˛ú xƒyu˛ ˛ôyÁÎ˚yÓ˚

!ú!õˆÏ›˛ˆÏv˛Ó˚ xò%ˆÏõyîˆÏòÓ˚ ãòƒ ˛ô!Ó˚â˛yúÑ˛ÓˆÏÜ≈Ó˚

~Ñ˛!›˛ ¢¶˛y 30 ˆõñ 2019 ì˛y!Ó˚ˆÏÖ !ÓˆÏÑ˛ú

4ˆ›˛Î˚ ˆÑ˛y¡ôy!òÓ˚ Óy!í!ãƒÑ˛ x!ö˛ˆÏ¢ xò%!¤˛ì˛

£ˆÏÓ–

v˛z_´ !ÓK˛!Æ ˆÑ˛y¡ôy!òÓ˚ ÁˆÏÎ˚Ó¢y£zˆÏ›˛

£zòˆÏ¶˛fi›˛Ó˚ !Ó˚ˆÏúüò ˆ«˛ˆÏe

www.mspsteel.com ~ÓÇ ÓˆÏ¡∫ fi›˛Ñ˛

~:ˆÏâ˛ˆÏOÓ˚ ÁˆÏÎ˚Ó¢y£z›˛ Á òƒyüòyú fi›˛Ñ˛

~:ˆÏâ˛ˆÏOÓ˚ ÁˆÏÎ˚Ó¢y£zˆÏ›˛ ˛ôyÁÎ˚y ÎyˆÏÓ–

ˆÓyˆÏv≈˛Ó˚  xyˆÏîüyò%¢yˆÏÓ ˚

~õ~¢!˛ô !fi›˛ú  xƒyu˛ ̨ôyÁÎ˚yÓ˚ !ú!õˆÏ›˛v˛ÈÙÈ~Ó˚

˛ôˆÏ«˛

fl˛∫yÉ/ÈÙÈ

ˆ◊Î˚y Ñ˛Ó˚

ˆÑ˛y¡ôy!ò ̂ ¢ˆÏe´›˛y!Ó˚
fl˛iyò ≠ Ñ˛úÑ˛yì˛y

ì˛y!Ó̊Ö ≠ 23È.05.È2019

ì§˛y!ì˛Î˚y

 Ñ˛òfl˛T…yÑ˛üò

!ú!õˆÏ›˛v˛

(CIN:L74210WB1964PLC026284)
ˆÓ˚!ã≠ x!ö˛¢ ≠ !v˛!v˛ÈÙÈ30ñ ˆ¢QÓ˚ ÈI ¢Œ›˛ ˆúÑ˛ !¢!›˛

Ñ˛úÑ˛yì˛yÈÙÈ700064

!ÓK˛!Æ

ˆ«˛e#Î˚ ì˛y!úÑ˛y¶%˛_´ â%˛!_´Ó˚ 29 ~Ó˚ ¢ˆÏD ˛ô‡˛ò#Î˚

ˆÓ˚=ˆÏúüò 47 xö˛ ˆ¢!Ó Sˆ«˛e#Î˚ îyÎ˚ ~ÓÇ

ÓƒyÖƒyõ)úÑ˛ !ÓÓÓ˚í#V ˆÓ˚=ˆÏúüò 2015 xò%¢yˆÏÓ˚ 31

õyâ≈˛ñ 2019 ì˛y!Ó˚ˆÏÖ ¢õyÆ ˜eõy!¢ˆÏÑ˛Ó˚ Á ÓäÈˆÏÓ˚Ó˚

!òÓ˚#!«˛ì˛ ~Ñ˛Ñ˛ xy!Ì≈Ñ˛ ö˛úyö˛ˆÏúÓ˚ !ÓÓÓ˚í# xyˆÏúyâ˛òy

Á xò%ˆÏõyîˆÏòÓ˚ ãòƒ 29 ̂ õ 2019 ì˛y!Ó˚ˆÏÖ ̂ Ñ˛y¡ôy!òÓ˚

Óy!í!ãƒÑ˛ x!ö˛¢ ≠!v˛!v˛ÈÙÈ30ñ ˆ¢QÓ˚ ÈI ¢Œ›˛ ˆúÑ˛ !¢!›˛

Ñ˛úÑ˛yì˛yÈÙÈ700064 !‡˛Ñ˛yòyÎ˚ !ÓˆÏÑ˛ú 3ˆ›˛Î˚

˛ô!Ó˚â˛yúÑ˛ÓˆÏÜ≈Ó˚ ~Ñ˛!›˛ ¢¶˛y xò%!¤˛ì˛ £ˆÏÓ–

ì§̨ y!ì˛Î̊y Ñ˛òfl˛T…yÑ˛üò¢ !ú!õ Ï̂›˛v˛ÙÈ~Ó̊ ̨ô Ï̂«˛

fl˛∫yÉ/ÈÙÈ ≤Ã#!ì˛ ̂ ›˛y!v˛

ˆÑ˛y¡ôy!ò ˆ¢ˆÏe´›˛y!Ó˚

A33367

fl˛iyò ≠ Ñ˛úÑ˛yì˛y

ì˛y!Ó̊Ö ≠ 22.05.2019

Ñ˛ƒy™yÓ˚ ˆÓ˚yÜ#Ó˚

Á°Ï%ï !ö˛!Ó˚ˆÏÎ˚ !îú

ˆõˆÏ›˛Δy Ñ˛ì,≈˛˛ô«˛
fi›˛yö˛ !Ó˚ˆÏ˛ôy›≈˛yÓ˚≠ ˆö˛Ó˚ õyò!ÓÑ˛

î,‹Tyhs˛ ÜˆÏv˛¸ ì%˛úú ˆõˆÏ›˛Δy ˆÓ˚ú

Ñ˛ì,≈˛˛ô«˛– ~Ñ˛ãò õ!£úy Îye#

îõîõ ˆõˆÏ›˛Δy ˆfi›˛üˆÏò ~Ñ˛!›˛ Óy:

ˆîÖˆÏì˛ ˛ôyò– ¢ˆÏD ¢ˆÏD !ì˛!ò

ˆõˆÏ›˛Δy ˆÓ˚ˆÏúÓ˚ Ñ˛ì≈˛ÓƒÓ˚ì˛

xy!ïÑ˛y!Ó˚Ñ˛ˆÏîÓ˚ î,!‹T xyÑ˛°Ï≈í

Ñ˛ˆÏÓ˚ò– ÖÓÓ˚ ˆ˛ôˆÏÎ˚£z á›˛òyfl˛iú

ˆÌˆÏÑ˛ Á£z Óy:!›˛ v˛zk˛yÓ˚ Ñ˛ˆÏÓ˚ò

xyÓ˚!˛ô~ˆÏö˛Ó˚ Ñ˛ì≈˛ÓƒÓ˚ì˛

xy!ïÑ˛y!Ó˚Ñ˛Ó˚y– ãyòy ˆÜˆÏäÈñ Á£z

Óy:!›˛Ó˚ õˆÏïƒ ~Ñ˛!›˛ úy£z¶˛ ̂ ¢!¶˛Ç

v»˛yÜ ˛ôyÁÎ˚y ÎyÎ˚– ì˛Í«˛íyÍ ÖÓÓ˚

ˆîÁÎ˚y £Î˚ ̂ Ó˚ˆÏúÓ˚ !â˛!Ñ˛Í¢Ñ˛ˆÏîÓ˚–

ì˛yÓ˚y Á°Ï%ï!›˛ ˛ôÓ˚#«˛y Ñ˛ˆÏÓ˚

ˆîˆÏÖò– ˆîÖy ÎyÎ˚ñ ~Ñ˛ãò

Ñ˛ƒy™yÓ˚ xye´yhs˛ ˆÓ˚yÜ#Ó˚ Á°Ï%ï

£ˆÏì˛ ̨ ôyˆÏÓ˚ ̂ ¢!›˛– !Óú Á ¶˛yv˛zâ˛yÓ˚

ˆîÖyÓ˚ ˛ôˆÏÓ˚ Á£z ˆÓ˚yÜ#Ó˚ £yˆÏì˛

Á°Ï%ï!›˛ ì%˛ˆÏú ̂ îÁÎ˚y £Î˚–

ˆÓDyú%Ó˚&ñ 23 ˆõ ≠ !›˛õ £z!u˛Î˚yÓ˚ Ñ˛ƒyˆÏ≤Wzò Á ˛ô%õy xƒy¡∫y¢yv˛Ó˚ !ÓÓ˚y›˛

ˆÑ˛y£!úˆÏÑ˛ ¢¡øyò ãyòyˆÏì˛ ˛ô%õy !òˆÏÎ˚ ~ú ˆfl˛ôüyú Ñ˛yˆÏúQ¢≈ ~!v˛üò

˛ô%õy !e´ˆÏÑ˛›˛ ÷ƒ– ÓäÈˆÏÓ˚Ó˚ ˆ¢Ó˚y !e´ˆÏÑ˛!›˛Ç £zˆÏ¶˛ˆÏr›˛ !ÓÓ˚y›˛ˆÏÑ˛ ~£z

fl˛∫í≈Ö!â˛ì˛ ã%ˆÏì˛y ˛ôÓ˚y xÓfl˛iyÎ˚ ˆÖúˆÏì˛ ˆîÖy ÎyˆÏÓ– !e´ˆÏÑ˛›˛ˆÏ≤Ãõ# Á

!ÓÓ˚y›˛ ö˛ƒyòÓ˚y õye 150 ˆãyv˛¸yÓ˚ ~£z !ú!õˆÏ›˛v˛ ~!v˛üò ÷ƒ ¢Ç@˘ÃˆÏ£ ˆÎ

!ÓˆÏü°Ï xy@˘Ã£ ˆîÖyˆÏÓò ì˛y !ò!ÿ˛ì˛– úu˛ˆÏò £z!u˛Î˚yò !e´ˆÏÑ˛›˛ !£ˆÏÓ˚yã

£zˆÏ¶˛ˆÏr›˛Ó˚ v˛zˆÏmyïò# xò%¤˛yˆÏò 150 ˆãyv˛¸yÓ˚ ≤ÃÌõ ˆãyv˛¸y!›˛ !òúyˆÏõ

ˆì˛yúy £ˆÏÓ–

˛ô%õy ≤Ãî_ ¢¡øyˆÏò x!¶˛¶)˛ì˛ !ÓÓ˚y›˛ ˆÑ˛y£!ú ãyòyòñ ˛ô%õyÓ˚ ì˛Ó˚ˆÏö˛

≤Ãî_ ~£z Úˆfl˛ôüyú !›˛Δ›˛ˆÏõˆÏr›˛Û !ì˛!ò xy≤’%ì˛– xyÜyõ# =Ó˚&c˛ô)í≈

›%˛ò≈yˆÏõˆÏr›˛Ó˚ xyˆÏÜ ˛ô%õyÓ˚ Ñ˛yfi›˛õÈÙÈˆõv˛ ˆÜyˆÏ”˛ò ÷ƒ ˛ôˆÏÓ˚ õyˆÏ‡˛ òyõˆÏÓò

~Ñ˛Ìy ˆ¶˛ˆÏÓ !ì˛!ò ˆÓü v˛zˆÏ_ãòy ˆÓyï Ñ˛Ó˚ˆÏäÈò– ~ ≤Ã¢ˆÏD ˛ô%õy

£z!u˛Î˚yÓ˚ õƒyˆÏò!ãÇ !v˛ˆÏÓ˚QÓ˚ x!¶˛ˆÏ°ÏÑ˛ ÜyD%!ú ÓˆÏúòñ ~£z ã%ˆÏì˛y

!ÓÓ˚yˆÏ›˛Ó˚ ãòƒ !ÓˆÏü°Ï¶˛yˆÏÓ !ò!õ≈ì˛– ~Ó˚ ˆ¢yòy!ú Ó˚à ãˆÏÎ˚Ó˚ ≤Ãì˛#Ñ˛ ~ÓÇ

~£z ≤ÃÌõÓyÓ˚ ~Ó˚Ñ˛õ ã%ˆÏì˛y !e´ˆÏÑ˛›˛ !˛ôˆÏâ˛ ~!r›˛Δ ˆòˆÏÓ– ¢Ç@˘Ãy£Ñ˛ˆÏîÓ˚

xyÑ˛°Ï≈í ~£z !ú!õˆÏ›˛v˛ÈÙÈ~!v˛üò ã%ˆÏì˛y ¢yÓ˚y !ÓˆÏŸª õye 150 ˆãyv˛¸y

˛ôyÁÎ˚y ÎyˆÏÓ–

õ%¡∫£zñ 23 ˆõ ≠ Ó%ÌˆÏö˛Ó˚ì˛ ¢õ#«˛y

≤ÃÑ˛yü £ˆÏì˛£z ˆüÎ˚yÓ˚ ¢)â˛ˆÏÑ˛Ó˚

˛ôyÓ˚î â˛v˛¸ˆÏì˛ ÷Ó˚& Ñ˛ˆÏÓ˚!äÈú–

Ó%ïÓyˆÏÓ˚Ó˚ ˛ôÓ˚ Ó,£fl˛ô!ì˛ÓyˆÏÓ˚ ˆ¢£z

˛ôyÓ˚î â˛v˛¸y xÓƒy£ì˛ Ó˚£zú–

=Ó˚&ÓyˆÏÓ˚ ¢)â˛ˆÏÑ˛Ó˚ ̨ ôyÓ˚î ¢Ó≈Ñ˛yú#ò

ˆÓ˚Ñ˛v≈˛ ˜ì˛!Ó˚ Ñ˛Ó˚ú– ~Ó˚ Ñ˛yÓ˚í

!£¢yˆÏÓ ̂ üÎ˚yÓ˚ ÓyãyÓ˚ !ÓˆÏü°ÏK˛Ó˚y

ãy!òˆÏÎ˚ˆÏäÈòñ ˆ¶˛yˆÏ›˛Ó˚ ö˛ú ≤ÃÑ˛yü

£ˆÏì˛£z ˆîÖy ÎyˆÏFäÈñ xyÜyõ# ˛ô§yâ˛

ÓäÈÓ˚ ˆîˆÏüÓ˚ ~Ñ˛!›˛ õãÓ%ì˛

¢Ó˚Ñ˛yÓ˚ Ü!‡˛ì˛ £ˆÏì˛ â˛ˆÏúˆÏäÈ– xyÓ˚

ˆ¢£z Ñ˛yÓ˚ˆÏí£z ˆüÎ˚yÓ˚ ¢)â˛ˆÏÑ˛Ó˚

˛ôyÓ˚î |ïπ≈õ%Ö# £ˆÏì˛ ÷Ó˚&

Ñ˛ˆÏÓ˚ˆÏäÈ–

ÓˆÏ¡∫ fi›˛Ñ˛ ~:ˆÏâ˛ˆÏOÓ˚

ˆ¢òˆÏ¢: ~!îò ¢Ñ˛yˆÏú£z 40

£yãyÓ˚ xˆÏB˛ ˆ˛ôÔ§ˆÏäÈ ÎyÎ˚ñ Îy ~Ó˚

xyˆÏÜ Ñ˛ÖòÁ £Î˚!ò– ¢)â˛ˆÏÑ˛Ó˚

¢ˆÏD ˛ôyÕ‘y !îˆÏÎ˚ ˆÓˆÏv˛¸ˆÏäÈ

òƒyüòyú fi›˛Ñ˛ ~:ˆÏâ˛ˆÏOÓ˚

fi›˛yö˛ !Ó˚ˆÏ˛ôy›≈˛yÓ˚ ≠ ¢yÓ˚y !ÓˆÏŸª

Ñ˛õ≈¢Çfl˛iyò ˆÓˆÏv˛¸ˆÏäÈ ˆv˛›˛y ¢yˆÏÎ˚™

~ÓÇ ¢y£zÓyÓ˚ !¢!Ñ˛v˛z!Ó˚!›˛ˆÏì˛

˛ôy‡˛Ó˚ì˛ äÈyeäÈye#ˆÏîÓ˚– ì˛y£z

˛ô!ÿ˛õÓˆÏDÓ˚ ˛ôyüy˛ôy!ü xòƒyòƒ

Ó˚yˆÏãƒÓ˚ äÈyeäÈye#Ó˚y ÎyˆÏì˛ ~£z î%£z

!Ó°ÏˆÏÎ˚ ˛ôy‡˛ !òˆÏÎ˚ î«˛ Ñ˛õ≈# £ˆÏÎ˚

v˛z‡˛ˆÏì˛ ˛ôyˆÏÓ˚ò ì˛yÓ˚ ãòƒ

~ò~¢~£zâ˛~õ òˆÏúã Ñ˛ƒy¡ôy¢

ˆõyî#Ó˚ ãˆÏÎ˚ ¢Ó≈Ñ˛yú#ò

ˆÓ˚Ñ˛v≈˛ Üv˛¸ú ˆ¢òˆÏ¢:

¢yÓ˚y !ÓˆÏŸª ̂ v˛›˛y ¢yˆÏÎ˚™ Á ¢y£zÓyÓ˚

!¢!Ñ˛v˛z!Ó˚!›˛Ó˚ =Ó˚&c ̂ ÓˆÏv˛¸ˆÏäÈ
!òˆÏÎ˚ ~ú @˘Ãyã%ˆÏÎ˚›˛ ~ÓÇ ˆ˛ôyfi›˛

@˘Ãƒyã%ˆÏÎ˚›˛ ˆÑ˛y¢≈– ˆv˛›˛y ¢yˆÏÎ˚™

~ÓÇ ¢y£zÓyÓ˚ !¢!Ñ˛v˛z!Ó˚!›˛ˆÏÑ˛

@˘Ãyã%ˆÏÎ˚›˛ Á ˆ˛ôyfi›˛ @˘Ãyã%ˆÏÎ˚›˛

Ñ˛Ó˚ˆÏì˛ ˛ôyÓ˚ˆÏÓò ~ò~¢~£zâ˛~õ

òˆÏúã Ñ˛ƒy¡ôy¢ ˆÌˆÏÑ˛– 2020

¢yˆÏúÓ˚ õˆÏïƒ ¢y£zÓyÓ˚ !¢!Ñ˛v˛z!Ó˚!›˛

Á ˆv˛›˛y ¢yˆÏÎ˚ˆÏ™Ó˚ äÈyeäÈye#ˆÏîÓ˚

=Ó˚&c Ó,!k˛ ˛ôyˆÏÓ– ì˛Öò î«˛

˛ôv˛YÎ˚yÓ˚ x¶˛yÓ ˛ô)Ó˚í Ñ˛Ó˚ˆÏì˛

~ò~¢~£zâ˛~õ òˆÏúã Ñ˛ƒy¡ôy¢

~£z ˆÑ˛y¢≈ â˛yú% Ñ˛ˆÏÓ˚ˆÏäÈ– Ñ˛õ

ÖÓ˚ˆÏâ˛ ~£z ˆÑ˛y¢≈ Ñ˛ˆÏÓ˚ ¶˛yú â˛yÑ˛!Ó˚

Ñ˛Ó˚ˆÏì˛ ̨ ôyÓ˚ˆÏÓò ̨ôv˛YÎ˚yÓ˚y–

!ÓÓ˚y›˛ ˆÑ˛y£!úˆÏÑ˛ ¢¡øyò ãyòyˆÏì˛

˛ô%õy xyòú ˆÜyˆÏ”˛ò !e´ˆÏÑ˛›˛ ÷ƒ

!òö˛!›˛Á ~!îò !òö˛!›˛Ó˚ ˛ôyÓ˚î

ˆÓˆÏv˛¸ ˆ˛ôÔ§ˆÏäÈˆÏäÈ 11ñ968.95

xˆÏB˛– ~!îò Óƒy!B˛Ç ˆ«˛ˆÏeÓ˚

ˆüÎ˚yÓ˚îÓ˚ ¢ÓˆÏÌˆÏÑ˛ ˆÓ!ü Ó,!k˛

ˆ˛ôˆÏÎ˚ˆÏäÈ– £zu˛y!¢u˛ ÓƒyB˛ñ ˆfi›˛›˛

ÓƒyB˛ xö˛ £z!u˛Î˚yñ £zˆÏÎ˚¢ ÓƒyB˛ñ

ˆÑ˛y›˛yÑ˛ ÓƒyB˛ñ xy£z!¢xy£z!¢xy£z

ÓƒyB˛ ~ÓÇ !Ó˚úyˆÏÎ˚ˆÏ™Ó˚ ̂ üÎ˚yÓ˚îÓ˚–

ì˛ˆÏÓ ~ì˛ !Ñ˛ä%ÈÓ˚ õˆÏïƒÁ Óyãyã

xˆÏ›˛yñ ›˛y›˛y ˆõy›˛¢≈ñ ¢yòö˛yõ≈y Á

Á~ò!ã!¢ÈÙÈÓ˚ ˆüÎ˚yÓ˚îÓ˚ £…y¢

ˆ˛ôˆÏÎ˚ˆÏäÈ–

ˆfl˛ôüyú ̂ Ñ˛y!Ó˚Î˚yò

ˆö˛¢ õyfl˛Ò !òˆÏÎ˚

~ú Ñ˛yÓ˚y
fi›˛yö˛ !Ó˚ˆÏ˛ôy›≈˛yÓ˚ ≠ ˆfl˛ôüyú

ˆÑ˛y!Ó˚Î˚yò ˆö˛¢ õyfl˛Ò ÓyãyˆÏÓ˚

!òˆÏÎ˚ ~ú Ñ˛yÓ˚y– ¢Ó ïÓ˚ˆÏòÓ˚

!fl˛ÒˆÏòÓ˚ ãòƒ ~£z õyfl˛Ò v˛z˛ôÎ%_´–

Ñ˛yÓ˚yÓ˚ ˆ£yõ xƒyu˛ ˛ôyˆÏ¢≈yòyú

ˆÑ˛Î˚yˆÏÓ˚Ó˚ ≤Ãïyò ˆÑ˛üÓ !ÓÎ˚y!ò

ãyòyòñ Ñ˛yÓ˚y Óì≈˛õyˆÏò ˆÎ

ˆ≤Ãyv˛yQ ÓyãyˆÏÓ˚ ~ˆÏòˆÏäÈ ì˛y

xyÓ£yÁÎ˚yÓ˚ ¢ˆÏD cÑ˛ˆÏÑ˛

õyòyò¢£z Ó˚yÖˆÏì˛ ¢y£yÎƒ Ñ˛Ó˚ˆÏÓ–

Ú!Óv˛z!›˛ xò ˆÜyÛ Ó ƒyu˛ ÷ï%õye

õ!£úyˆÏîÓ˚ ãòƒ xyòy £ˆÏÎ˚ˆÏäÈ–

¢ÇˆÏÓîòü#ú cˆÏÑ˛Ó˚ ãòƒ ~£z

ˆ≤Ãyv˛yQ v˛z˛ôÎ%_´– ~!›˛ ~Ñ˛!›˛

xyï%!òÑ˛ ˆö˛¢ ˛ôƒyÑ˛– Ñ˛yÓ˚y

¢Ó¢õÎ˚ ˆ¢Ó˚y !Óv˛z!›˛ ˆÑ˛Î˚yÓ˚

ˆ≤Ãyv˛yQ ÓyãyˆÏÓ˚ ~ˆÏòˆÏäÈ ÓˆÏú

ãyòyò !ì˛!ò– ˆ¶˛°Ïã v˛z˛ôyˆÏÎ˚

˜ì˛!Ó˚ñ â˛yÓ˚ˆÏÑ˛yú !õ!◊ì˛ Ñ˛yÓ˚yÓ˚

õyfl˛Ò cÑ˛ˆÏÑ˛ ¢ˆÏì˛ã Ó˚yÖˆÏì˛

¢y£yÎƒ Ñ˛Ó˚ˆÏÓ–

fi›˛yö˛ !Ó˚ˆÏ˛ôy›≈˛yÓ˚ ≠ v˛Ñ˛ xòúy£zò

¢y◊Î˚# õ)ˆÏúƒÓ˚ Á xƒyˆÏ:¢ˆÏÎyÜƒ

fl˛∫yfl˛iƒ ˆ¢Óy ¢Ó˚ÓÓ˚y£ Ñ˛Ó˚yÓ˚ ãòƒ

Á!Ñ˛Ó˚y ¢£ˆÏÎy!Üì˛y Ñ˛ˆÏÓ˚

xy¢ˆÏäÈ– £yÎ˚îÓ˚yÓyî!¶˛!_Ñ˛

ˆ›˛!úˆÏõ!v˛!¢ò ˆÑ˛y¡ôy!ò v˛Ñ˛

xòúy£zò fl˛∫yfl˛iƒ Ñ˛yv≈˛ ¢Ó˚ÓÓ˚yˆÏ£Ó˚

ãòƒ Á!Ñ˛Ó˚y ˆ£ú‰Ì ˆÑ˛Î˚yÓ˚

≤Ãy£zˆÏ¶˛›˛ !ú!õˆÏ›˛ˆÏv˛Ó˚ ¢ˆÏD

â%˛!_´Ók˛ £ú– ˛ô!ÿ˛õÓˆÏDÓ˚

Á!Ñ˛Ó˚y õ£yÓ˚y‹T…ñ Ó˚yãfl˛iyòñ

=ãÓ˚yì˛ñ õïƒ≤ÃˆÏîüñ G˛yv˛¸ÖˆÏ[˛

fl˛∫yfl˛iƒˆÏ¢Óy ≤Ãîyò Ñ˛ˆÏÓ˚ xy¢ˆÏäÈ–

Á!Ñ˛Ó˚y ˆõyÓy£zú xƒy˛ô ˆ£ú‰Ì

˛ô!Ó˚ˆÏ°ÏÓy ≤Ãîyò Ñ˛ˆÏÓ˚ xy¢ˆÏäÈ–

v˛Ñ˛ xòúy£zò !â˛!Ñ˛Í¢y ̨ô!Ó˚ˆÏ°ÏÓy

≤ÃîyˆÏòÓ˚ ̂ «˛ˆÏe !ÓˆÏü°Ï ̨ô!Ó˚ˆÏ°ÏÓy

ì%˛ˆÏú ïˆÏÓ˚ˆÏäÈ– ~ˆÏì˛ v˛z¶˛Î˚ ¢Çfl˛iyÓ˚

ÓƒÓ¢y !â˛!Ñ˛Í¢y ˆ«˛ˆÏe o&ì˛

Óy!v˛¸ˆÏÎ˚ ì%˛ˆÏúˆÏäÈ– ¢Çfl˛iyÓ˚ !¢£zÁ

õyÓ˚Ñ˛y¢ ̂ õy!ãÇ ãyòyòñ ≤ÃÎ%!_´Ó˚

ÓƒÓ£yÓ˚ fl˛∫yfl˛iƒ ˛ô!Ó˚ˆÏ°ÏÓyÎ˚ Ü!ì˛

xyòˆÏÓ– ˆ£ú‰Ì ˆÑ˛Î˚yˆÏÓ˚ ¢y£yÎƒ

Ñ˛Ó˚ˆÏÓ–

v˛Ñ˛ xòúy£zò ¢y◊Î˚# õ)̂ ÏúƒÓ˚ Á

xƒy Ï̂:¢ Ï̂ÎyÜƒ fl ∫̨yfl˛iƒ ̂ ¢Óy ¢Ó˚ÓÓ˚y£

ˆîˆÏüÓ˚ ≤ÃÌõ ö%˛ˆÏÎ̊ú Ñ˛yˆÏòˆÏQv˛ ~¢£zv˛z!¶˛ÈÙÈÚˆ¶˛ò%Û Üy!v˛¸ úM˛È Ñ˛Ó˚ú ̋ u˛y£z–
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SHREYA JAI

New Delhi, 23 May

The Central Electricity
Authority (CEA), the apex
technical body in the min-
istry of power, is designing a
model for an optimum mix
and purchase of all kinds of
energy and efficient plan of
electricity supply.

The model,
which is in the
works, is for state-
owned power distri-
bution companies,
most of them loss-
making owing to a
cost-revenue mis-
match.

The CEA has
joined hands with
the Department for
International
Development
(DFID), UK, to
develop models
that can help discoms
reduce their cost and
improve operations and sup-
ply. 

“The model will encom-
pass cost opti m isation,
demand forecast, integration
of renewable energy, and
peak and non-peak power
supply functions,” said a sen-
ior CEA official.

The official also said a
pilot was being run in
Telangana and the CEA
planned to give it for free to
states. The move is in line
with the Centre’s plan to
have a second part of the dis-
coms reforms scheme UDAY. 

UDAY-II will focus on loss
reduction in discoms.

“As far as losses are con-
cerned, in the past
one year, the focus
was on increasing
access. Now we will
focus on loss reduc-
tion. What UDAY
did was reducing
the debt burden.
More steps need to
be taken, for which
we are working on
a scheme. This is
UDAY-II, taking
forward the work
done under UDAY.
It will be a scheme

focused on loss reduction.
Both the Centre and states
would finance it,” R K Singh,
minister of state for power,
told this paper in an inter-
view in December last year.

Launched in 2015, the
programme was aimed at
turning around state-owned
discoms financially and
operationally. While the

financial part was concluded
with states taking over the
losses of discoms and issuing
bonds, several agencies are
debating the targets under
operational reforms. One of
the targets under UDAY was
to reduce the gap between
the Average Cost of Supply
(ACS) and Average Revenue
Requirement (ARR) of the
discoms to zero or below. 

The current ACS-ARR
gap stands at ~0.25 per unit,
according to the UDAY por-
tal. The ministry of power,
however, has clarified on the
portal that the data reflects
the status in only five states. 

CEA officials said the
model would indicate the
demand of customers for a
particular discom, seasonal
and daily peak demand and
how the discoms should plan
its supply for it. 

“As the share of renew-
ables is increasing, the model
would also plan an optimum
energy mix of thermal, hydro,
solar, wind and also long
term and short term pur-
chase,” said the official.

The CEA will set up a
unit in its headquarters in
Delhi for developing this
model and showcasing it to
states.

NIKHAT HETAVKAR

Mumbai, 23 May 

Adding physical bran -
ches after a digital
push may sound

unlikely but private banks
have expanded their branch
networks in the past year and
worked to improve their effi-
ciency and profitability. 

This is in contrast to pre-
vious years when it was
thought that digitisation
would lead to fewer new
branches being added.
Instead of making br an ches
obsolete, digitisation has giv-
en banks a chance to switch
to more viable branch mod-
els. Private bank executives
say branches play an impor-
tant role in customer acquisi-
tion, loan origination, and
deposit mobilisation.
“Branch banking is an 
integral part of our growth
strategy and we believe that
our branches will not only
help in deposit mobilisation
from new customers but also
act as a core driver of our
acquisition strategy across
products,” said Axis Bank’s
managing director and chief

executive officer (MD & CEO)
Amitabh Chaudhry.

HDFC Bank, the country’s
largest private bank, added
more than four times the num-
ber of branches in FY19 com-
pared to the previous year. 

RBL Bank plans to use the
capital it raises in the near
future to accelerate investm -
ent in its physical networks

and expand footprint. It
added more than twice the
number of branches in FY19
over FY18. IndusInd Bank
also added more branches
during the year compared to
the previous wh ile Axis Bank
also continued to add a sig-
nificant number of branches
in the past year.

ICICI Bank and YES Bank,

however, only added a handful
of branches in FY19 and the
reason was that they were
focused on making existing
branches more efficient.

“Only 30 per cent of our
branches are profitable. We
want to get to a profitability
level of about 80 per cent by
2023. By 2025, these branches
should be fully profitable,” said

YES Bank’s MD & CEO Ravneet
Gill in his first quarterly call
with analysts in April.

RBL Bank stressed the role
of branches in building the lia-
bilities side of the business
since customers want the sec -
urity of brick and mortar when
handing over their money. 

The bank feels that the lia-
bilities side requires more cus-
tomer management, and
stressed on the need to take
customers through their entire
life cycle by offering various
products and services.

While online lending is
gaining traction fast, loan
sourcing through branches is
also on the rise for some banks.
The sourcing of retail loans
through branches for Axis
Bank has seen a significant
improvement over the years
and contributed 50 per cent to
the overall sourcing in FY18
against 36 per cent in FY13.

Chaudhry said he expects
branches to continue playing
a crucial role in the new
scheme of things. Axis Bank
also sees merit in a calibrated
growth of its branch network.

More on business-standard.com

Private banks back to drawing
board, expand branch network

CEA designs model for
power sale and buy

VIRENDRA SINGH RAWAT

Lucknow, 23 May

With no let-up in US sanc-
tions on Iran and the pro-
longed standoff only getting
worse, Indian basmati
exporters are holding on to
their shipments to Iran, fear-
ing payment defaults or
delays.

The lack of clarity on
future exports and imports
from Iran coupled with
growing uncertainty over
payment terms have made
the exporters jittery of meet-
ing their export commit-
ments.

“Unless there is an agree-
ment with the Iranian gov-
ernment with regard to
export terms, we have decid-
ed to put shipments on hold
as there are chances of
defaults and money getting
stuck,” Kohinoor Foods joint
managing director Gurnam
Arora told Business
Standard.

Industry pegs the con-
signment stuck on this count
at 20,000-30,000 tonnes, at
present, with the possibility
of accumulation. While, last
year, basmati exports to Iran
stood at nearly one million
tonnes (MT), this year it was

estimated at nearly 1.4 MT, a
rise of 40 per cent. In its
report, rating agency ICRA
had even forecast that over
the next few quarters, export
market demand would

remain steady, ably support-
ed by resumption of imports
in Iran. This was before the
US sanctions came in. The
apprehensions of Indian bas-
mati exporters have gone up

over suspense of Iranian
crude import on the back-
drop of the US sanctions. 

Earlier, the Centre had
apprised the visiting Iranian
foreign minister that the new
central government will take
a call on the issue.

“So far, our exports were
denominated in rupee terms
and there was barter trade
against oil. But now, there is
utter confusion on the mater.
Therefore, the exporters have
been advised by our associa-
tion to hold on to their
respective shipments unless
there is some clarity,” he said.

Nonetheless, the

exporters are not overtly
worried, at least in the short
term, given the shortage of
basmati in the domestic
market owing to lower crop
output.

“Our consignment can be
sent to other destinations if
Iran-bound contracts do not
materialise. Besides, basmati
market has witnessed some
upswing owing to short sup-
ply this season,” Arora said.

The exporters are awaiting
formation of the new NDA
government and the policy
stance it takes regarding
exports and imports, includ-
ing Iran. ICRA assistant vice-

president Deepak Jotwani
said although there was no
restriction of trade with Iran,
there was lack of clarity on the
issue of payment and conti-
nuity of export. “We expect
these issues to be sorted out
with the new government at
the Centre.”

However, he claimed that
even a temporary suspen-
sion of basmati trade with
Iran would impact the mar-
ket since Iran was a major
destination for Indian bas-
mati rice.

Till a few weeks back, bas-
mati exports were projected
to hit record levels of

~30,000 crore this season.
While the basmati export
basket is wide, the most-
exported variety of Pusa 1121
had seen an average procure-
ment price of ~35,000-
38,000 per tonne during the
current 2018-19 season, com-
pared to ~33,000-35,000 per
tonne during 2017-18, a rise
of 8.5 per cent.

India had clocked bas-
mati exports worth $4.10 bil-
lion during the first 10
months of 2018-19, which
was nearly 12 per cent higher
compared to $3.68 billion in
the corresponding period
last fiscal.

Basmati exporters hold on to Iran shipments amid US curbs

CEA officials
said the model
would indicate
the demand of
customers 
for a particular
discom,
seasonal and
daily peak
demand and
how the
discoms should
plan its supply
for it

LOOKING BEYOND DIGITAL PUSH
n Private banks are restructuring branches and
processes for greater efficiency and profitability

n While transactions go digital, branches
remain important in value terms

n Loans move to digital mode but branches
lead deposit mobilisation

Source: Bank websites

Bank branches continue to rise

CRUCIAL GRAIN

n Volume of basmati
shipments to Iran on hold
over US sanctions – 20,000-
30,000 tonnes (according to
sources)

n Basmati exports to Iran last
year – 1 million tonnes

n Basmati exports to Iran

this year – 1.4 million tonnes

n Basmati exports were
pegged at ~30,000 cr 
before Iran crisis 
stiffened

n Basmati production lower
by 5% this season due to
lower acreage
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Pursuant to Regulation 47 read with
Regulation 29 of SEBI (Listing Obligations
and Disclosure Requirements)
Regulations, 2015, Notice is hereby given
that a meeting of the Board of Directors of
the Company will be held on Thursday, 30th

day of May, 2019, to consider inter-alia and
take on record the Audited Financial Results
(Standalone and Consolidated) for the
quarter and year ended 31st March, 2019.
Further, the trading window for dealing in
the securities of the Company has already
closed from 3rd April, 2019 and will continue
to be closed till 1st June, 2019 for all the
designated persons and their immediate
relatives.
For further details, please refer to the
mentioned URL’s:
http://www.bseindia.com/stock-share-price/
grandeur-products-ltd/gpl/539235/
ht tp: / /www.grandeurproducts.com/
InvestorsRelation.html

Grandeur Products
Limited

NOTICE

Place: Hyderabad
Date : 23-05-2019

CIN: L15500TG1983PLC110115
Registered Office: H. No. 1-62-192,

3rd Floor, Dwaraka Avenue, Kavuri Hills,
Madhapur, Hyderabad, Telangana-500033

Tel: 040-48526655
E-mail: info@grandeurproducts.com

Website: www.grandeurproducts.com

For GRANDEUR PRODUCTS LIMITED
sd/-

Priyanka Kumari
Company Secretary &

 Compliance Officer
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