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‘Airfares can rise
further while still
being affordable’
DEEPAK PATEL
New Delhi, 10 June

A irfares inIndiaarestill
among the lowest in
the world, giving

Indian carriers significant
headroom to increase them
while ensuring they remain
affordable,AkasaAirFounder
and Chief Executive Officer
Vinay Dube said in an inter-
view with Business Standard.

When asked if Akasa Air
plans to follow IndiGo, which
recently announced it would
be introducing business class
in its planes, he replied, “For
themoment, no.Willwehave
a particular type of seat for 8-
10 customers?No.”

Moreover, he challenged
thecharacterisationofairlines
as solely “low-cost” or “full-
service”. “I do not believe it is
such a binary state. Akasa
today is India’s most on-time
airline. That, to me, is the
highest level of service we
could provide to our con-
sumers.Sowhywouldyounot
considerustobeafull-service
carrier already?”he asked.

A full-service airline typi-
cally offers a range of ameni-
ties and services beyond just
transportationfromoneplace
toanother.Thesemayinclude
things like free meals and
snacks during the flight, a
wider choice of seat options
including business or first
class, more legroom, in-flight
entertainment systems, and
sometimes even amenities
likeblankets, pillows, and toi-
letry kits.

Dube said, “We offer the
best legroom in the industry.
We believe we have the finest
foodofferings.Ouraircraftare
brand new, boasting the low-
est levels of noise and the
cleanest air circulation. The
pressurization in these mod-

ern-generation aircraft is
superior to the older genera-
tion aircraft flown by some of
our competitors. Our cabin
crewserviceissecondtonone.
These are all the attributes of
a full-service carrier.”

AkasaAir,whichlaunched
its first commercial flight in
August 2022, placed an order
for 150 B737Max aircraft with
AmericanplanemakerBoeing
inJanuary.Consequently, the
airline has a total order of 226
Maxplanes fromBoeing.

To date, Boeing has deliv-
ered 24 out of the 226 planes
ordered. In the financial year
2022-23, theairlinereceived19
planes, followedbyfiveplanes
in 2023-24.According to avia-

tion consultancy firm CAPA
India, Akasa Air is scheduled
to receive six planes from
Boeing in 2024-25.

Dube said, “Aircraft deliv-
eries are happening largely as
perourexpectation.Weexpect
them to continue...At Akasa,
delivery of one more or one
less plane does not bother us
because either way, we are
growingatapacethatnoother
airline in the history of global
aviationhas ever done.”

When asked if Akasa Air
might be squeezed out by the
two big players, Air India
GroupandIndiGo,whichnow
ownmore than 80 per cent of
the domestic passenger mar-
ket share, he replied,
“Absolutely not. Our success
does not hinge on one of the
bigger players suffering.
Forget threeairlines, Indiacan
supportmore thanthreeprof-
itable, strong carriers over the
long term. I seeusasa force to
be reckoned with. There is
nothing that can realistically
create impediments for us.”

“I thinkIndiastillhassome
of the lowest airfares that you
seeanywhere intheworld.We
have lots of room for airfares
to grow while still being
extremely affordable for the
Indian consumer,” he noted.

He mentioned that it will
take some time for Akasa Air
to break even. The company
has set internal milestones
with specific timelines to
achievenet profitability.

“Financially, we are ahead
of our plan. This is partly due
to our hard work and partly
duetothegrowthweseeinthe
market,” he added.

Theshortageofpilots,cab-
in crew members, and other
keyaviationsectoremployees
is far more serious than esti-
mated or visible right now,
CAPAIndiahadsaidlastweek.

However, Mumbai dropped from first
place in 2022 to fourth in 2023. Industry
sources suggest that range anxiety, lack
of affordable electric car options, and
insufficient public charging stations are
slowing growth in some cities. Chennai,
Ahmedabad,andJaipurmaintainedtheir
positions at sixth, seventh, and eighth,
respectively.

Tarun Garg, chief operating officer
(COO),HyundaiMotor India (HMIL), told
Business Standard that Bengaluru con-
tributesmorethan11percentof thecom-
pany’s EV sales, making it the second-
largestmarket for its EVportfolio.

TheSouthKoreancarmakercurrently
sells twoelectric cars—Ioniq 5andKona
Electric— in India.

“Presence of numerous tech compa-
nies, startups, and a young, dynamic
workforce has fuelled increased aware-
ness and acceptance of EVs. Notably, 72

per cent of IONIQ 5 customers in
Bengaluru are businesspersons, under-
scoringthecity’sstatusasahubformulti-
national companies and startups.
Additionally, 22 per cent of Ioniq 5 cus-
tomers in Bengaluru are female, double
the overall HMIL average of 11 per cent.
This reflects the city’s inclusive market
dynamics,”Garg said.

He said Bengaluru has also seen a
rapiddevelopmentofEVcharginginfras-
tructure. Moreover, HMIL has expanded
itsownpublicnetworkofultra-fastcharg-
ers in the city. “We are also witnessing a
dramatic shift of customers replacing
their secondcar in thehouseholdwithan
EV. This is due to the ease of driving in
trafficandits lowrunningcost,”headded.

Additionally,Bengaluruhasathriving
EVtaxi segment,primarilydrivenbycor-
porate fleets and EV ride-hailing apps.
“Together, thesefactorshavedrivenrapid

adoptioninBengaluru,withTataEVswit-
nessinggrowthat74percentyear-on-year
(Y-o-Y) in FY 24,” he added. According to
JatoDynamics,BengaluruandPunehave
consistently been the top two cities for
electric two-wheelerregistrations inIndia
over the last four years.

“These cities are not just embracing
the future of mobility; they are shaping
it. The robust startup ecosystem in
Bengaluru has not only diversified con-
sumer options but also propelled the
developmentofcutting-edgetwo-wheeler
technology. Coupled with an extensive
andever-improvingchargingnetwork, it's
clear thatBengaluruissettingahighstan-
dard for EV accessibility and conve-
nience,” said a spokesperson of Greaves
ElectricMobility,whichsellselectric two-
wheelersunderthe ‘Ampere’brandname.
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We offer the best
legroom in the industry.
Our aircraft are brand
new. Our cabin crew
service is second to
none. These are all the
attributes of a
full-service carrier

VINAY DUBE
Founder&CEO,AkasaAir

RAGHAV AGGARWAL
New Delhi, 10 June

With the rise of ultra-luxury
housing in India comes ultra-
customised marketing.
Developers selling high-end
homes,pricedabove~20crore,
are moving away from tradi-
tional marketing for these
homestonewermethods,such
aspainstakingprofilingofcus-
tomers before showing them
theproperty, augmented reali-
ty for visualisation of interior
decor,virtual tours,andclosed-
door international shows.

There is also marketing
through online ads, social
media influencers, and exclu-
sivememberships.

Prestige Group, a leading
real estate developer, is target-
ing ultra-luxury buyers using
the“byappointment”method.

“Thereisprofilingofaclient
done before showcasing an
entire product to them. It’s not
thatashow-and-tell isdonefor
every customer who walks in.
It is by appointment,” said
Anand Ramachandran, senior
vice president of business
expansion at Prestige. “We
receive a certain profile, we
evaluate it and then an
appointment issetwithaclient
basedon theprofile.”

Something must be work-

ing.Prestigerecently launched
its first residential tower at the
“Prestige Ocean Towers” pro-
ject inMumbai’sMarineLines,
overlooking the Arabian sea
andpricedat~20-25croreeach.
It quickly sold 64 out of the 75
homes. “The mass-market
advertising for luxury homes
has faded, and developers are
leveraging thepower of target-
edonlineadsandsocialmedia
campaigns tailored to specific
demographics,” said
Anshuman Magazine, chair-
manandchiefexecutiveofficer
(India,South-EastAsia,Middle
East&Africa)ofrealestatecon-
sultancyCBRE.

Recently, DLF, the largest
developer in India by market
capitalisation, announced it
would launch a new project in
Gurugram’s Phase-5, where

homeswouldbepricedaround
~50 crore. Its marketing is “by
invitationonly”.

“Wewill first introduce it to
ourclosenetworkoffamilyand
friends before making them
availabletoaselectgroupinthe
broader market,” said Aakash
Ohri, joint managing director,
DLFHomeDevelopers. “These
luxury developments are
designed to be exclusive and
understated to retain their
unique appeal andallure.”

Krisumi Corporation,
another developer focusingon
ultra-luxury projects, said it
wasorganisingexclusiveevents
for potential buyers.

“Curated events own the
largest pie in our marketing
budget, ensuringourapproach
is tailored, exclusive, and
effective in reachingour target

market,” saidMohitJain,man-
aging director at Krisumi,
adding that developers were
also offering private club
memberships, concierge ser-
vices, and unique amenities.

That is not all. “Augmented
reality is used to visualise fur-
niture placement or design
options,”saidJain.This isnec-
essarybecausehigh-net-worth
individuals and rich non-resi-
dent Indians form a chunk of
buyers of these homes.
Ramachandran of Prestige
speaks of three categories of
potential buyers. There is the
“old-money” category, where
second and third generations
are buying these homes. The
second category consists of C-
Suite executives, and the third
is first-generation leaders of
unicorns and other highly val-

ued start-ups.
Real estate consultancy

Anarock said developers were
reaching out to potential buy-
ers through wealth managers.

“Interestingly, with global
markets remaining low, many
investors including HNIs and
NRIs are increasingly eyeing
Indian cities for investments,
andtheyarebuyingluxuryres-
identialhomes,”saidAnujPuri,
chairmanatAnarock. “And for
these clients, strong referral
programmes work very well.
Several leading developers
today are also seen organising
closed-door property shows
acrosscountries toreachout to
theNRI clients”.

Luxehomebuyersget‘exclusive’access
WOOING THE ULTRA-RICH
>Influencerandcelebrity
endorsements to
boostcredibility

>Limited-timeoffers
andincentives to
createurgency

>Modelunits toprovide
tangibleexamples

ofproperty

>International
roadshows toattract
HNIsandNRIs

>Privatememberships
andamenities tocreate
senseofexclusivity
Source: Developers
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Tel: 91-40-66650240, Fax: 91-40-2780 0947, E-mail: InvestorRedressal@atfoods.com
Web : www.atfoods.com

NOTICE OF POSTAL BALLOT AND E-VOTING INFORMATION
NOTICE is hereby given that pursuant to Section 108 &110 of the Companies Act, 2013 (“Act”) read with
Rule 20 and Rule 22 of the Companies (Management and Administration) Rules, 2014 (“Rules”), including
any statutory modification or re-enactment thereof for the time being in force, and other applicable provisions,
the Company has, on June 10, 2024 sent the Postal Ballot Notice (“Notice”), only by e-mail, to all the
Members whose e-mail addresses are registered with the Depositories/Company and whose names appeared
in the Register of Members of Beneficial Owners as on the cut-off date i.e. Friday, June 07, 2024, seeking
assent / dissent of the Members to the following Resolutions:

1. ‘Ordinary Resolution’ for “Appointment of Mr. Alexander Byron Jacobs (DIN: 10597668) as a Director
of the Company effective from April 24, 2024 whose period of office shall be liable to determination by
retirement of directors by rotation.”

2. ‘Special Resolution’ for “Appointment of Mr. Asheesh Kumar Sharma, (DIN:10602319) as the
Managing Director, Director and CEO of the Company, for a term of 5 years commencing fromApril
25, 2024 and payment of remuneration whose period of office shall not be liable to determination by
retirement of directors by rotation.”

A copy of the Notice is also available on the Company’s website www.atfoods.com, website of the Stock
Exchanges i.e. BSE Limited and National Stock Exchange of India Limited at www.bseindia.com and
www.nseindia.com respectively and on the website of Company’s Registrar and Transfer Agent, KFin
Technologies Limited at https://evoting.kfintech.com/. Members who did not receive the Notice may download
the same from the above-mentioned websites.

The Company is providing facility for voting remotely, only by electronic means (“e-voting”) to its Members to
cast their vote electronically through the e-voting services provided by KFin Technologies Limited (“KFintech”)
for seeking their approval on the resolutions as specified in the Notice, in compliance with circulars/ Guidelines
issued by the Ministry of Corporate Affairs (“MCACirculars”) and SEBI.

In line with the MCACirculars, physical copies of the Notice, along with the Postal ballot forms and pre-paid
business envelope, have not been sent to any Member. Accordingly, the communication of the assent or
dissent of the Members eligible to vote, is restricted only to remote e-voting i.e. by casting their votes
electronically.

The e-voting, will commence onWednesday, June 12, 2024 (9.00 am IST) and ends on Thursday, July
11, 2024 (5.00 pm IST) (both days inclusive). The e-voting module shall thereafter be disabled by KFintech.

Members holding equity shares as on Friday, June 7, 2024 (“the Cut-off date”), shall only be entitled to vote
through remote e-voting process in relation to the resolutions as specified in the Notice.

Members holding shares in dematerialized mode are requested to register/update their KYC details including
e-mail address with the relevant Depository Participants. Members holding shares in physical form are
requested to register/update their KYC details including e-mail address by submitting the relevant ISR
forms duly filled in along with self-attested supporting proofs to Company’s Registrar and Share Transfer
Agent (RTA), KFintech at einward.ris@kfintech.com.The forms can be downloaded from the website of the
company and RTA.

The Board of Directors has appointed Mr. B.V. Saravana Kumar (Membership No. ACS 26944), Partners of
M/s. Tumuluru & Company., Company Secretaries Firm, as the Scrutinizer to conduct the Postal Ballot
through remote e-voting process in a fair and transparent manner.

The results of the e-voting on Postal Ballot will be announced at or before 5.00 p.m. (IST) on or before
Saturday, July 13, 2024 and along with the scrutinizer’s Report shall be placed at the Registered office of
the Company and shall also be hosted on the Company’s website www.atfoods.com and KFintech website
www.evoting.kfintech.com and shall also be communicated to the Stock Exchanges.

In case of any queries or grievances connected with e-voting, Members may refer the Frequently Asked
Questions (FAQ’s) and e-voting User Manual for Members available at the download section of KFintech
website for e-voting https://evoting.kfintech.com or contact KFintech at e-mail : einward.ris@kfintech.com;
or write to Mr. V Raghunath, KFin Technologies Limited, Tower B, Plot Nos. 31 & 32, Financial District
Nanakramguda, Serilingampally Mandal, Hyderabad – 500032, India, Tel: 91-40-67161606. Members may
also contact Ms. Jyoti Chawla, Company Secretary at Tel No. 91-40-66650240 or
InvestorRedressal@atfoods.com in case of any grievances connected with the voting process.

Members are requested to quote their DP ID and Client ID in case of shares are held in dematerialize mode
and Folio No. in case shares are held in physical mode, in all correspondences with the RTAor the Company.

ForAgro Tech Foods Limited
Sd/-

Jyoti Chawla
Company Secretary

Place: Secunderabad
Date: 10th June, 2024
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ôV’≤<äsêu≤<é : Á|üeTTK
Á|üuÛÑT‘·« s¡+>∑ u≤´+≈£î˝À¢ ˇø£f…Æq
u≤´+ø˘ Ä|òt ãs√&Ü (_ˇ_)
k˛eTyês¡+ ‘Ó\+>±D sêÁwüº $|ü‘·TÔ
ìs¡«Vü≤D, n–ïe÷|üø£ ùde\
XÊK‘√ ne>±Vü≤q ˇ|üŒ+<ä+
(m+ˇj·TT) ≈£î<äTs¡TÃ≈£î+~. B+‘√
‘Ó\+>±D sêÁwüº $|ü‘·TÔ ìs¡«Vü≤D,
n–ïe÷|üø£ ùde\ XÊK˝À
ùde\+~düTÔqï dæã“+~øÏ,
ô|q¸qs¡¢≈£î Á|ü‘˚´ø£ Ä|òüs¡T¢,
Á|üjÓ÷»Hê\T \_ÛkÕÔj·Tì Ä
u≤´+ø˘ ‘Ó*|æ+~.  yÓTs¡T¬>’q ñ∫‘·
düeTÁ>∑ e´øÏÔ>∑‘· Á|üe÷<ä ;e÷
ø£esY (|æm◊), jÓ÷<Ûë ]f…Æ˝Ÿ
s¡TD≤\ô|’ Á|ü‘˚´ø£ Ä|òüs¡T¢, &Ó_{Ÿ,
Á¬ø&ç{Ÿ ø±sY¶\‘√ düVü‰ nH˚ø£ Ç‘·s¡
Á|üjÓ÷»Hê\T  á ˇ|üŒ+<ä+˝À
uÛ≤>∑+>± n+~+#·qTqï≥T¢
yÓ\¢&ç+∫+~. á ˇ|üŒ+<ä+ô|’ sêÁwüº
$|ü‘·TÔ ìs¡«Vü≤D, n–ïe÷|üø£
ùde\ XÊK &Ó’¬sø£ºsY »qs¡˝Ÿ yÓ’ Hê–
¬s&ç¶, u≤´+ø˘ Ä|òt ãs√&Ü
ôV’≤<äsêu≤<é CÀHé »qs¡˝Ÿ y˚TH˚»sY
]‘˚wt ≈£îe÷sY ˇ|üŒ+<ä+ô|’
dü+‘·ø±\T #˚XÊs¡T. $~Û ìs¡«Vü≤D˝À
Á|üe÷<äeXÊ‘·TÔ eTs¡DÏùdÔ s¡÷.1.30
ø√≥¢ es¡≈£î e´øÏÔ>∑‘· Á|üe÷<ä ;e÷
&Ó‘Y ø£eπsJ,  s¡÷.1.26 ø√≥¢ es¡≈£î
Ä|òt &É÷´{° Á|üjÓ÷»Hê\T
ø£\T>∑T‘êsTT. XÊX¯«‘· yÓ’ø£\´+
ø£eπsJ s¡÷.80 \ø£å\ es¡≈£î
\_ÛdüTÔ+~. ùde\+~düTÔqï dæã“+~
n+<ä]ø° n<äq+>± s¡÷.5 \ø£å\
e´øÏÔ>∑‘· J$‘· ;e÷ Á|üjÓ÷»Hê\T
n+~+#·&ÜìøÏ _ˇ_ eTT+<äT≈£î
e∫Ã+~. 

sêÁwüº $|ü‘·TÔ ìs¡«Vü≤D XÊK‘√ _ˇ_ ˇ|üŒ+<ä+

= d”m+ ìs¡íj·T+ô|’ $düàj·T+
qe‘Ó\+>±D`ôV’≤<äsêu≤<éã÷´s√

ø£e÷+&é ø£+Á{À˝Ÿ qT+#˚ Á|ü<ÛëqyÓTÆq düMTøå±
düe÷y˚XÊ\T ìs¡«Væ≤+#ê\ì d”m+ πse+‘Y¬s&ç¶
#Ó|üŒ&É+ô|’ Á|ü‹|üøå±\T $düàj·T+
e´ø£Ô+#˚düTÔHêïsTT. k˛eTyês¡+ Hê&Üj·Tq e´ekÕj·T+ô|’ ø£e÷+&é ø£+Á{À˝Ÿ
qT+#˚ düMTøå±  ìs¡«Væ≤+#ês¡T. düT$XÊ\yÓTÆq ø±qŒ¤¬sHé‡ Vü‰fi¯ó¢, @ düe÷#ês¡+
nsTTHê ø£åD≤˝À¢ n+<äTu≤≥T˝À Oqï+<äTq Bìï ]eP´ MT{Ï+>¥‡≈£î
yê&ÉT≈£î+fÒ u≤>∑T+≥T+<äì ‘Ó*bÕs¡T. nsTT‘˚ q÷‘·q+>± $XÊ\+>±
ì]à+∫q dü∫yê\j·T+ O+&É>±, Çø£ÿ&ç qT+∫ düMTø£å\T #˚j·T&É+ @+≥ì
Á|ü‹|üøå±\T Äπøå|ædüTÔHêïsTT. Á|üuÛÑT‘·« n~Ûø±]ø£ ø±s¡´Áø£e÷\T
dü∫yê\j·T+˝À »]–‘˚H˚ VüA+<ë>± O+≥T+<äì dü\Vü‰ ÇdüTÔHêïsTT. 

ø£e÷+&é ø£+Á{À˝Ÿ qT+#˚ düMTø£å\T 

= Ä XÊK ñ<√´>∑T\≈£î y˚‘·q bÕ´πøJ 

eT∞¢ bÕ‘· bÕ¢qT...!
= @|” ªsê»<Ûëìµ

neTsêe‹ô|’ ìs¡íj·T+ 

= ÁbÕs¡+uÛÑyÓTÆq Á|üÁøÏj·T

neTsêe‹ : @|” sê»<Ûëì
neTsêe‹ q>∑s¡ e÷düºsYbÕ¢qT˝À
eT∞¢ e÷s¡TŒ\T »s¡>∑qTHêïsTT.
$X¯«dü˙j·T düe÷#ês¡+ Á|üø±s¡+
bÕ‘·bÕ¢qTH˚ neT\T #˚j·÷\ì
q÷‘·q Á|üuÛÑT‘·«+ ìs¡ísTT+∫+~.
á y˚Ts¡≈£î dæÄsY&çm n~Ûø±s¡T\≈£î
düŒwüºyÓTÆq Ä<˚XÊ\T ≈£L&Ü
n+~q≥T¢ düe÷#ês¡+. B+‘√ á
~X¯˝À nedüs¡yÓTÆq Á|üÁøÏj·TqT
dæÄsY&çm n~Ûø±s¡T\T Ç|üŒ{Ïπø
ÁbÕs¡+_Û∫q≥T¢ ‘Ó*dæ+~.  Bì˝À
uÛ≤>∑+>±H˚ ¬s+&ÉT, eT÷&ÉT
s√E\T>± dæÄsY&çm n~Ûø±s¡T\T
sê»<Ûëì ÁbÕ+‘·+˝À $düèÔ‘·+>±
‹s¡T>∑T‘·Tqï≥T¢ #ÓãT‘·THêïs¡T.
mìïø£\ |òü*‘ê\T yÓ\Te&çq
eTs¡Tdü{Ïs√CÒ  {°&û|” n~ÛH˚‘·,
ø±uÀj˚T sêh eTTK´eT+Á‹
#·+Á<äu≤ãTHêj·TT&ÉT á $wüj·TyÓTÆ
<äèwæº kÕ]+∫q≥T¢ #ÓãT‘·THêïs¡T.
‘·qqT ø£*dæq  sêh Á|üuÛÑT‘·«,
dæÄsY&çm n~Ûø±s¡T\‘√  sê»<Ûëì
n+X¯+ #·]Ã+∫q Äj·Tq á
y˚Ts¡≈£î ~XÊìπs∆X¯+ #˚dæq≥T¢
düe÷#ês¡+. 
ø±´_HÓ{Ÿ  eTT+<äT≈£î...!

>∑‘· Á|üuÛÑT‘·«+ Ksês¡T #˚dæq
bÕ¢qTqT e÷sêÃ\+fÒ  eT+Á‹es¡Z
düe÷y˚X¯+˝À rsêàq+
#˚j·÷*‡ñ+<äì düe÷#ês¡+.
<ëìø£Hêï eTT+<äT  ôV’≤ø√s¡Tº˝À ô|<ä›
dü+K´˝À <ëK˝…’ ñqï πødüT\qT
|ü]wüÿ]+#·Tø√yê*‡ñ+~.
$yê<ëdüŒ<ä+>± e÷]q ÄsY`5
CÀHéô|’ ¬s’‘·T\T <ëK\T #˚dæq
|æ{ÏwüHé, <ëìô|’ Á|üuÛÑT‘·«+ e´ø£Ô+
#˚dæq nuÛÑ´+‘·sê\qT yÓqøÏÿ
rdüTø√yê*‡ñ+~. ¬s’‘·T\T ô|{Ïºq
nH˚ø£ πødüT\qT ≈£L&Ü
ñ|üdü+Vü≤]+#·Tø√yê*‡ñ+~.
$yê<ë\˙ï |ü]cÕÿs¡yÓTÆq ‘·s¡Tyê‘˚
ø±´_HÓ{Ÿ eTT+<äT≈£î ø=‘·Ô
Á|ü‹bÕ<äq ô|{Ïº ÄyÓ÷<ä+
bı+<ë*‡ ñ+≥T+<äì n+≥THêïs¡T.
á Á|üÁøÏj·T |üP]Ôø±e&ÜìøÏ ø£˙dü+
90 s√E\T |ü&ÉT‘·T+<äì
n+≥THêïs¡T. ø√s¡Tº πødüT\‘√
dü+ã+<Ûä+ ˝Ò≈£î+&Ü ø±´_HÓ{Ÿ˝À
rsêàq+ #˚dæ, <ëìH˚ <ÛäsêàdüHêìøÏ
ìy˚~+#·e#·Ãqï n_ÛÁbÕj·TeT÷
e´ø£ÔeTe⁄‘√+~. 
>∑‘·+˝À m+ »]–+~? 

>∑‘·+˝À {°&û|æ Á|üuÛÑT‘·«+
ÄyÓ÷~+∫ neT\T #˚dæq
e÷düºsYbÕ¢qTqT yÓ’dæ|æ Á|üuÛÑT‘·«+
n~Ûø±s¡+˝ÀøÏ e∫Ãq ‘·s¡Tyê‘·
e÷]Ãq dü+>∑‹ ‘Ó*dæ+<˚. ø=‘·Ô>±
ÄsY 5 CÀHéqT  yÓ’d”|” Á|üuÛÑT‘·«+
@sêŒ≥T #˚dæ+~. Bìø√dü+ >∑‘·+˝À
ñqï bÕ¢q¢qT #ê˝≤ es¡≈£L e÷s¡TŒ
#˚dæ+~. 


