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SHALLY SETH MOHILE
Mumbai, 12 October

A sequential improvement in
auto volumes in the past few
months has helped component
makers reach 60-65 per cent
capacity utilisation of pre-
Covid levels, in September. 

With the exception of those
supplying to commercial vehi-
cles — a segment which is yet to
see a broad-based recovery —
majority of the component
makers are bullish on the road
ahead. This is in sharp contrast
to the narrative in the April-
June quarter when a severe
contraction in the order books
had made firms sceptical of
recovery. But companies aren’t
celebrating just as yet and con-
tinue to tread with caution. 

The real litmus test of
demand sustenance will be the
period after the festivals. 

“We are optimistically cau-
tious. There is a lot of demand
pressure from customers even
as the challenges related to sup-

ply chain continue. We hope
demand is sustainable post the
festive season also,” said
Deepak Jain, president of Auto
Component Manufacturers
(ACMA).  

Nirmal K Minda, chairman
and managing director, Minda
Industries, agrees. “We are
hopeful about October and
November. But not sure the way
demand will pan out from
December. We expect Dece-
mber volumes to drop 10 per
cent once the festive demand
dries up but if the drop is high-
er, it will be tough,” said Minda.    

Capacity utilisation at auto
component firms was hovering
around sub-30 per cent for May
and June, against breakeven of
40-45 per cent, according to an
ICRA report released on
October 8. “Interactions with
passenger vehicle and two
wheeler-focused auto ancillary
players like Minda, Varroc and
Mahindra CIE suggest utilisa-
tion levels are back to 75 per
cent in September against the

sub-30 per cent in the first quar-
ter,” said an October 5 report by
Ambit Capital. This has come
on the back of elevated produc-
tion levels for key manufactur-
ers like Maruti Suzuki India,
Royal Enfield, Hero MotoCorp
and Tata Motors (passenger
vehicles), to name a few. 

In fact, ancillary players are
striving to fulfil the demand
amid constraints of limited
work force. They are also atte-
mpting to enhance productivi-
ty using limited resources while
maintaining standard operat-

ing procedures (SOPs) to avoid
the spread of Covid.

ICRA notes that with sequ-
ential pick up in production
across all automotive segments
(except for commercial vehi-
cles) — supported by pent-up
demand and gradual opening
up of export markets — capac-
ity utilisation for most compo-
nent players (two-wheelers,
passenger vehicles and tractors)
has been close to pre-Covid lev-
els in September 2020.

The ratings agency expects
accruals to improve signifi-

cantly in FY22. It believes that
the proportion of entities opting
for loan restructuring as part of
the KV Kamath Committee’s
recommendations would be
relatively low and largely
restricted to smaller players.

The recovery has been a
confidence booster. “As of now,
I do not think that auto com-
ponent is stressed. The situa-
tion ahead depends on projec-
tions of two and four wheeler
customers,” said Hemant
Agarwal, head of finance,
Subros, a supplier of car AC sys-
tems to several automakers.
After a near-zero production
and sales in April, auto sales
have been improving every
month since June. 

Besides despatches to deal-
ers, retail volumes are also sho-
wing improvement for passen-
ger vehicles but two-wheelers
(retail) continue to skid. A pent-
up demand, positive rural sen-
timent, shift towards personal
mobility and fading impact of
price hikes are driving sales. 

Auto parts firms see sharp recovery

KRISHNA KANT
Mumbai, 12 October

Two-wheelers have turned out to be a bet-
ter bet for auto makers, compared to pas-
senger cars and sports utility vehicles

(SUVs). Sales of passenger vehicles (PVs), includ-
ing SUVs, had declined to a four-year low of 2.65
million in FY20, even as the two-wheeler market
grew 9 per cent between FY16 and FY20. In FY20,
domestic PV sales slid 22 per cent year-on-year
(YoY) to 2.65 million units, while two-wheeler
sales declined 18 per cent YoY to 17.4 million.

Two-wheeler sales have consistently out-
paced PVs over the past decade. PV sales have
grown at a compound annual growth rate (CAGR)
of 3 per cent over the last 10 years, against the 6.4
per cent CAGR in two-wheeler sales. 

Analysts attribute this to the slowdown in the
job market, which has a bigger economic impact
on urban India. “Most people usually start with
the purchase of two-wheelers when they land
their first job, and then upgrade to cars or SUVs
as their income improves. This conversion is no
more happening as fast as in the past,” says
Jinesh Gandhi of Motilal Oswal Financial
Services. Others say two-wheelers are more pop-
ular in rural regions and smaller towns, while
four-wheelers attract more demand in metros
and bigger cities. 

“The economic slowdown seems to have had
a bigger impact on purchasing power in metros
and bigger cities. This has translated into a hard-
er hit on car sales,” says Shailendra Kumar, chief
investment officer of Narnolia Securities. 

Consequently, the ‘two-wheeler to car’ ratio
has seen a sharp rise. There were 4.8 two-wheel-
ers for every PV 10 years ago, but the ratio has
spiked to a 17-year high of 6.7x. This has led to a
situation where auto makers such as Honda are
raking in higher revenues and profits from two-
wheelers.  In FY19, Honda Motorcycle & Scooters
India reported revenues of ~27,000 crore, vis-à-vis
~17,000 crore clocked by Honda Cars India. 

Similarly, Honda’s two-wheeler venture in
India reported an operating profit of nearly
~3,500 crore in FY19, against ~1,400 crore report-
ed by Honda Cars.  Honda is among the few
automakers with a strong presence in both two-
wheelers and passenger cars. Data for FY20 was
not available for any of the Honda subsidiaries in
India. Analysts say this has caused the deviation

from the phenomenon of graduation to a four-
wheeler along with a rise in income and con-
sumer aspirations. This phenomenon was at its
strongest during FY04 to FY11. 

The result was a steady decline in the ‘two-
wheeler to PV’ sales ratio between FY04 and
FY11, as car sales grew faster than two-wheelers. 

For example, PV sales nearly tripled during
the period, from 1 million in FY04 to 3 million in
FY11, growing at an annualised rate of 16 per
cent. During the same period, two-wheeler sales
doubled from 5.4 million to 11.7 million, growing
at an annualised rate of 11.8 per cent.

Consequently, for many analysts, the ‘two-
wheeler to PV’ sales ratio is a strong barometer of
the health of the overall consumer market, as
well as of the broader economy. 

2-wheelers prove
to be a better bet
for manufacturers

IN TOP GEAR 
Historical trend in the domestic sales ratio of
two-wheelers to passenger vehicles

Source: Siam

BULLISH TREND
> From sub-30% in Q1, utilisation

levels improved to 60-65% in Q2
> Most expect demand to be strong

during the festive season
> Trend may not hold after the

festivals and may drop, it is felt
> ICRA expects only a small number

of players under its coverage to opt
for debt restructuring 

— TENDER CARE —
— Advertorial

I

nspired by the

Hon’ble Prime

Minister

Narendra Modi’s

vision of a Self-

reliant India (Aat-

manirbhar

Bharat), Gujarat

State Fertilizers

& Chemicals Limited has launched two new products, Cal-

cium Nitrate and Boronated Calcium Nitrate in the grow-

ing water soluble fertilizer category. The two products were

formally launched virtually by Mansukh Mandaviya, Hon’ble

Minister of State for Chemicals & Fertilizers. Speaking on

the occasion, he said, “Until now, these products were en-

tirely imported. Now, GSFC is manufacturing these import

substitutes which is an important step towards fulfilling the

dream of a self-reliant India.”

ArvindAgarwal, Chairman & Managing Director, GSFC Ltd.,

said, “The trend is slowly shifting towards usage of complex

fertilizersandwatersoluble fertilizers.Hence, there isagrow-

ing demand for speciality fertilizers at a very fast rate. India’s

annual requirement of Calcium Nitrateis 1,23,000 MTwhich

is entirely imported (100%). Around 76% is imported from

China while the rest is sourced from Norway and Israel. The

total cost of importing these products is about Rs.225 crore

(as of 2019-20). Currently, these two products have a total

production capacity of 10,000 metric tons per year. In three

months, production will increase to 15000 metric tons per

year. GSFC plans to increase it to 30,000 metric tons in 9 to

12 months. Self-produced Calcium Nitrate and Boronated

Calcium Nitrate will provide better quality and an affordable

fertilizer to the country's farmers as compared to the import-

ed goods.”

Calcium Nitrate and Boronated Calcium Nitrate are Water

Soluble Fertilizers available in double nutrient combination.

They are available in powder or granular form. Boronated

Calcium Nitrate contains Calcium and Boron in soluble form

and Nitrogen in Nitrate form which are essential nutrients

needed by plants.They can be used for fertigation and foliar

application.

AsArvindAgarwal informs, “These two products are of FCO

grade and have been certified by a recognized laboratory of

theDepartmentofFertilizers,Governmentof India.Alsosince

these products were entirely imported till now in our country,

we are confident that we will succeed in selling them.”

Gujarat State Fertilizers & Chemicals Limited was formed in

1962, with the vision to manufacture fertilizers in response

to the shortfall of agri inputs in Gujarat. By continually ad-

hering todedicatedcustomer-centric policies,GSFChasbe-

come a pioneer in the industry. It is the first company to man-

ufacture DAP, Caprolactam and Melamine in India. And to-

day, with the same ideals and values, it has become the first

company tomanufactureCalciumNitrateandBoronatedCal-

cium Nitrate. GSFC’s list of firsts keeps on growing due to its

innovative R&D work which has placed it firmly on the path

of the Self-reliant India Mission.

GSFC BECOMES THE 1ST
COMPANY TO MANUFACTURE
CALCIUM NITRATE IN INDIA

AN INITIATIVE FOR AATMANIRBHAR
BHARAT

P

olicy is progressive and

forward looking with

growth centric initiatives.

Themeasuresareapotent force

tosupportbondmarket,catalyze

rate transmission and improve

liquidity soas tobeconducive to

the revivalprospects. Coreseg-

ments like retail and MSME will also have better prospects by

measures, such as, rationalisation of Risk Weight for housing

loans, enhancement of regulatory retail cap and co-lending

withNBFCs/HFCs. All inall, a feelgoodpolicy for the financial

system and real segments.

‘MSME Prerana’, an

online Business

Mentoring Pro-

gramme for MSMEs,

an initiative by Indi-

an Bank was

launched on 6th

Oct.2020 by Hon’ble

Union Minister of Fi-

nance & Corporate

Affairs, Smt. Nirmala Sitharaman, at the Bank’s Corporate

Centre in Chennai.

MSME Prerana is a first of its kind initiative by a Bank in the

country for the MSME sector. This is for empowering entre-

preneurs through skill development and capacity building

workshops in the local language. The program is in collabo-

ration with M/s Poornatha & Co, a firm that designs Entre-

preneurial Development Programs in vernacular using on-

line web based interactive sessions and case studies.

Spread over 12 sessions, “MSME Prerana” program enables

MSME entrepreneurs to acquire expertise in handling Fi-

nance and Managerial skills, capacity to handle crises in busi-

ness, understand the dynamics credit rating and risk man-

agement. Smt. Padmaja Chunduru, MD & CEO, Indian Bank

said “During the outreach programs, webinars and interac-

tion with our MSME units, one main takeaway was that there

isstill a lot ofdependence onCharteredAccountantsorAgents

for these units to access bank loans and scale up their oper-

ations. The barrier was language, it was the jargon, the con-

fusion about what the bank looks for when they approach for

loans, how to manage cash flows, which schemes of gov-

ernment are available and suitable to them, how to register

themselves for these etc. Many units were remaining in the

micro or small sector, despite opportunities to scale up due

to the apprehension about the tax burden.

HON’BLE FINANCE MINISTER,
SMT NIRMALA SITHARAMAN
LAUNCHES INDIAN BANK’S

‘MSME PRERANA’, A BUSINESS
MENTORING PROGRAMME IN

VERNACULAR FOR MSMEs
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NOTICE

Coimbatore

12.10.2020

Pursuant to Regulation 29 read with 

Regulation 47 of the Securities and 

Exchange Board of India (Listing

o b l i g a t i o n s a n d D i s c l o s u r e

Requirements) Regulations, 2015, Notice 

is hereby given that a meeting of the 

Board of Directors of the Company is 

scheduled to be held on Thursday, the 
TH

12 November, 2020 to inter alia and 

approve the Unaudited Financial Results 
th

of the Company for the quarter ended 30

September  2020.
The said Notice may be accessed on the 
C o m p a n y ' s w e b s i t e a t
www.lgbforge.com and may also be 
accessed on the stock exchange websites 
a t w w w . b s e i n d i a . c o m a n d
www.nseindia.com. 

LGB FORGE LIMITED
6/16/13, Krishnarayapuram Road,

Ganapathy, Coimbatore - 641 006.

CIN: L27310TZ2006PLC012830

Ph : 0422 2532325 Fax: 0422 2532333

Email id:secretarial@lgbforge.com

Website: www.lgbforge.com

For LGB FORGE LIMITED

R.Ravi

Company Secretary

Secondly, Jio,\ with an all 4G network, is
used to a higher proportion of data-only
customers as well as a higher number of
MiFi (dongle) users who connect to the
network at specific times of the day and
are not always on like a mobile customer,
said Axis Capital.

It estimates that there are about 15-20
million such revenue paying customers
who therefore might not be included in
the peak VLR reported by the regulator
because their devices are off during that
time. Thirdly, according to Axis Capital,
Jio has a substantial number of rural
users (166.3 million in June) who also do
not keep their phone on all day for vari-
ous reasons. Assuming 10 per cent of
them fall in this category, it explains 3-5
per cent of the VLR gap.

This hypothesis is reinforced by the
fact that the decrease in VLR has coin-
cided with Jio’s increase in the rural sub-
scriber base, especially after the launch of
the Diwali Dhamaka. For instance, the
company saw its rural subscriber base

increase by 16 per cent between Q2 FY 20
to Q1 FY 21 to hit 166 million. In the same
period, Airtel’s went up by 9.4 per cent.

Fourthly, Jio has a relatively more con-
servative churn policy - only 0.5 per cent
compared to 2-3 per cent of incumbents,
despite a higher proportion of pre-paid
customers, said Axis Capital. This could
work to lower the VLR ratio by another
1.5-2.5 per cent because Jio has a higher
proportion of subscribers in the high
tenure plans which leads the company to
give them a larger buffer for recharge. Yet
another factor is that Jio removes inactive
subscribers from the network only after
180 days, unlike its competitors who do so
after 90 days owing to a different inter-
pretation of the telecom tariff rules. Under
these rules, a tariff plan once offered has
to be available for a minimum of six
months and the incoming call service
cannot be chargeable.

“Based on Jio’s interpretation, these
rules imply that once customers have
enrolled in any tariff plan, they have to be

provided free incoming calls for 180
days,” said a source close to Jio.

However, incumbent operators say
they follow the Trai guidelines saying a
number cannot be deactivated before 90
days because of non-usage and not 180
days as it is not a new tariff plan which
they are offering.

Finally, Airtel and Vodafone Idea
have intra circle roaming agreements to
address their coverage issues for 2G, 3G
and 4G in some circles. Airtel, with bet-
ter coverage, could be a gainer which
would be reflected in a higher VLR. Jio,
on the other hand, has no such agree-
ment. Sources close to Jio say that its
lower VLR should not worry investors.
For instance, Jio’s average active cus-
tomers (the VLR ratio) from May 2019 to
June 2020 was 81.66 per cent, far lower
than Airtel’s at 95.98 per cent.

Yet despite the difference, Jio’s VLR
subscriber numbers are closing in on
Airtel’s. Jio critics say that the concern
arises from its VLR ratio going down in

the last quarter (April-June) to sub 80
per cent month-on-month. Sources close
to the company say the reason was the
mass migration of workers back to their
villages owing to the lockdown (20 per
cent of its Delhi customers left their
home locations) who kept their phones
off and did not recharge.

But, in Airtel’s case, the opposite hap-
pened and the VLR ratio moved up from
95.18 per cent in March to 98.14 per cent
in June. There is another area of debate:
who has the highest average revenue per
user (ARPU) in a month. For Airtel, its
revenue paying customer numbers, as
declared in its financial results, form the
basis of its ARPU calculation. Sources in
Jio say it calculates it differently, taking
the HLR customer number and divid-
ing it by its total revenue. They point out
that if Jio were to calculate the ARPU
based on even the VLR, its ARPUs would
shoot up from Rs 140 in June to close to
~177. In June, Airtel had declared an
ARPU of ~157.

> FROM PAGE 1

Jio, Airtel ring in active vs inactive subscriber battle
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2 ·¢¤ÂÙè â×æ¿æÚU Ù§ü çÎËÜè|13 ¥€ÅêUÕÚU 2020 ×¢»ÜßæÚUU

â¢Øé€Ì ©Ul× ¥æ§üÅUèÂè°Ü
×ð´ ¥ÂÙè ÂêÚUè çãUSâðÎæÚUè
ÁðÕè°× ¥æòÅUæð ·¤æð Õð¿è
` 251.9 çÂÀUÜæ Õ¢Î Öæß
` 243.6 ¥æÁ ·¤æ Õ¢Î Öæß

� 3.3 %

ÁèÅUèÂè°Ü ãñUÍßð
ÎêâÚUè çÌ×æãUè ×ð´ â×ðç·¤Ì
·¤ÚUÂêßüü ÜæÖ ÕÉ¸Uæ

` 116.4 çÂÀUÜæ Õ¢Î Öæß
` 137.4 ¥æÁ ·¤æ Õ¢Î Öæß

� 18.0 %

‚ÜðÙ×æ·ü¤ È¤æ×æüSØéçÅU·¤Ëâ
·¤æðçßÇU�v~ ·ð¤ ©UÂ¿æÚU ×ð´
Øêç×Èð¤ÙæðçßÚU âð ·¤æð§ü
¹æâ ÜæÖ ÙãUè´ çÎ¹æ
` 492.0 çÂÀUÜæ Õ¢Î Öæß
` 495.6 ¥æÁ ·¤æ Õ¢Î Öæß

� 0.7 %

çàæËÂæ ×ðçÇU·ð¤ØÚU
Øê°â°È¤ÇUè° âð ÌðÜ¢»æÙæ
·ð¤ ÁÇU¿ðÚUÜæ â¢Ø¢˜æ ·¤æð
ç×Üæ ¿ðÌæßÙè Â˜æ
` 544.8 çÂÀUÜæ Õ¢Î Öæß
` 497.8 ¥æÁ ·¤æ Õ¢Î Öæß

� 8.6 %

Èð¤ÇUÚUÜ ×æð»éÜ »æð°ˆÁ
¥æ§ü§ü°¿ °È¤°×Áè¥æ§ü
ãUæðçËÇ¢U‚â ·ð¤ ÂýßÌü·¤ Õð¿ð´»ð
çãUSâðÎæÚUè
` 433.7 çÂÀUÜæ Õ¢Î Öæß
` 412.0 ¥æÁ ·¤æ Õ¢Î Öæß

� 5.0 %

¹ÕÚUæð´ ×ð´
ÚUãðU SÅUæò·¤

â¢ÿæðÂ ×ð´

¹æÙæ çÇUçÜßÚUè ·¤æ ·¤æ×
·¤ôçßÇ ·ð¤ Âêßü SÌÚU ÂÚU 
ÖæÚÌèØ ÕæÁæÚ ×ð¢ ¹æÙæ çÇçÜßÚè ·UUUUÚÙð ·UUUUæ ·UUUUæ×
·UUUUæðçßÇ�v~ â¢·UUUUÅ âð Âêßü ·UUUUè çSÍçÌ ×ð¢ Âãé¢¿ »Øæ
ãñÐ Áæð×ñÅæð ·ðUUUU â¢SÍæÂ·UUUU ¥æñÚ ×é�Ø ·¤æØæüçÏ·¤æÚUè
ÎèçÂ¢ÎÚ »æðØÜ Ùð âæð×ßæÚ ·UUUUæð Øã ÕæÌ ·UUUUãèÐ
»æðØÜ Ùð ¹æÙæ çÇçÜßÚè ·UUUUÚÙð ·ðUUUU ·UUUUæ× ×ð¢ ¥æÙð
ßæÜð ×ãèÙæð¢ ×ð¢ vz âð wz È¤èâÎè ·¤è ×æãU ÎÚU ×æãU
ßëçh ·UUUUè ©�×èÎ ÁÌæ§üÐ ©‹ãæð¢Ùð Å÷ßèÅ ×ð¢ ·UUUUãæ,
¥æòÇüÚ ·UUUUè ÎëçcÅ âð Îðàæ ×ð¢ ¹æÙæ çÇçÜßÚè ·UUUUæ ·UUUUæ×
·UUUUæðçßÇ�v~ â¢·UUUUÅ âð Âêßü ·ðUUUU àæèáü ÌÚ ÂÚ Âãé¢¿
»Øæ ãñÐ ·UUUU§ü àæãÚæð¢ ×ð¢ Øã ·UUUUæ× ·UUUUæðÚæðÙæ ßæØÚâ âð
Âêßü ·ðUUUU vw® È¤èâÎè ÂÚ Âãé¢¿ »Øæ ãñÐ  

ãUèÚUô ×ôÅUô·¤æòÂü Ùð Âðàæ ·¤è
‚Üñ×ÚU ŽÜðÁ 
Îðàæ ·UUUUè âÕâð ÕÇ¸è ÎæðÂçãØæ ßæãÙ ·¢¤ÂÙè ãèÚæð
×æðÅæð·UUUUæòÂü Ùð ‚Üñ×Ú ·UUUUæ ÙØæ â¢S·UUUUÚ‡æ ŽÜðÁ Âðàæ
ç·UUUUØæ ãñÐ ·¢¤ÂÙè Ùð âæð×ßæÚ ·UUUUæð Øã ÁæÙ·UUUUæÚè ÎèÐ
§â×ð¢ vwz âèâè ·UUUUæ §¢ÁÙ ãñ ¥æñÚ àææðMUUUU× ×ð¢ ·UUUUè×Ì
|w,®®® LUUUÂØð ãñÐ ·¢¤ÂÙè Ùð ·UUUUãæ ç·UUUU §â·ðUUUU ãñ¢ÇÜ
×ð¢ Øê°âÕè ¿æÁüÚ ·UUUUæ Âæò§¢Å çÎØæ »Øæ ãñÐ §ââð
»ýæã·UUUUæð¢ ·UUUUæð ×æðÕæ§Ü ¿æÁü ·UUUUÚÙð ·UUUUè âéçßÏæ
ç×Üð»èÐ ·¢¤ÂÙè ·ðUUUU çÕ·ýUUUUè ¥æñÚ âçßüâ Âý×é¹ ÙßèÙ
¿æñãæÙ Ùð ·UUUUãæ, ãæÜ ×ð¢ Âðàæ Ù§ü ‚Üñ×Ú ·UUUUæð Üæð»æð¢ âð
¥‘Àè ÂýçÌç·ýUUUUØæ ç×Üè ãñÐ Öæáæ 

×ðƒææ ×Ù¿¢Îæ
Ù§ü çÎËÜè, vw ¥€ÅêUÕÚU

ÚUæ…Øæð´ mæÚUæ ÂçÚUØæðÁÙæ¥æð´ ÂÚU ¹¿ü ÕÉ¸UæÙð ÂÚU ·ð´¤¼ý âÚU·¤æÚU ·¤è
·¤æðçàæàææð´ âð ©Ulæð» ·¤æð ¥ÂÙð Õ·¤æØæ ç×ÜÙð ·¤è â¢ÖæßÙæ ÕÉ¸U
»§ü ãñUÐ §â·¤è ßÁãU ØãUU ãñU ç·¤ §‹Èý¤æSÅþU€¿ÚU ÂÚU ¥æÏð âð …ØæÎæ
¹¿ü ÚUæ…Øæð´ mæÚUæ ç·¤Øæ Áæ ÚUãUæ ãñUÐ ·é¤ÀU çßàÜðá·¤æð´ Ùð ãUæÜæ¢ç·¤
°ðâè ©UÏæÚUè ·¤è ÁM¤ÚUÌ ÂÚU âßæÜ ©UÆUæØæ ãñU, €Øæð´ç·¤ ÚUæ…Ø
¥ÂÙè ÕéçÙØæÎè ¹¿ü ÁM¤ÚUÌð´ ÂêÚUè ·¤ÚUÙð ×ð´ âÿæ× ÙãUè´ ãñ´UÐ

ÕÁÅU w®w® ×ð´ çÎ° »° y.vx Üæ¹ ·¤ÚUæðÇ¸U L¤ÂØð ·ð¤
¥Üæßæ, wz,®®® ·¤ÚUæðÇ¸U L¤ÂØð ·¤æ ·ð´¤¼ýèØ ¥æß¢ÅUÙ âÇ¸U·¤æð´, ÚUÿææ,
ÁÜ ¥æÂêçÌü, àæãUÚUè çß·¤æâ ¥æñÚU ƒæÚðUÜê ÌæñÚU ÂÚU ¹¿ü ·ð¤ çÜ°
×éãñUØæ ·¤ÚUæ° Áæ°¢»ðÐ ©Ulæð» ·ð¤ °·¤ ÂðàæðßÚU Ùð Ùæ× ÙãUè´ ÕÌæÙð
·ð¤ ¥ÙéÚUæðÏ ·ð¤ âæÍ
·¤ãUæ ç·¤ ÕÉ¸UÌð ¹¿ü âð
¥æçÍü·¤ »çÌçßçÏ ×ð´
ÌðÁè ÜæÙð ×ð´ ×ÎÎ ç×Ü
â·¤Ìè ãñUÐ

ãUæÜæ¢ç·¤ âÇ¸U·¤
ÂçÚUßãUÙ ¥æñÚU ÚUæÁ×æ»ü
×¢˜ææÜØ ×ð´ Âêßü âç¿ß
çßÁØ çÀUŽÕÚU Ùð ÚUæ…Øæð´
·¤æð «¤‡æ ÎðÙð ·ð¤ çÜ°
·ð´¤¼ý ·ð¤ §â ÎëçCïU·¤æð‡æ
·¤è ¥æÜæð¿Ùæ ·¤è ãñUÐ
çÀUŽÕÚU Ùð ·¤ãUæ, Ò·ð´¤¼ý
âÚU·¤æÚU ©UÙ·ð¤ çÜ°
Õ·¤æØæ Áè°âÅUè ·¤æ
Öé»ÌæÙ ÙãUè´ ·¤ÚU ÚUãUè ãñU
¥æñÚU ¥Õ ·¤ãU ÚUãUè ãñU
ç·¤ ßãU ŽØæÁ�×é€Ì
«¤‡æ ×éãñUØæ ·¤ÚUæ°»èÐ
ÚUæ…Ø çßžæèØ â¢·¤ÅU âð
ÁêÛæ ÚUãðU ãñ´UÐ ©UÙ·ð¤ Âæâ
¥ÂÙð ·¤×ü¿æçÚUØæð´ ·¤æð
ßðÌÙ ÎðÙð ·ð¤ çÜ° ŒæØæü#
Âê¢Áè ÙãUè´ ãñU, Ìæð ßð ¹¿ü
·ð¤ çÜ° ÖÜæ ©UÏæÚU
€Øæð´ Üð´»ðÐÓ Üðç·¤Ù
·ð´¤¼ýèØ «¤‡æ Âê¢Áè»Ì
¹¿ü ·ð¤ çÜ° ÚUæ…Øæð´ ·¤æð çÎØæ ÁæÙð ßæÜæ ŽØæÁ�×é€Ì z® ßáèüØ
«¤‡æ ãUæð»æÐ ãUæÜæ¢ç·¤ Ù§ü ÂçÚUØæðÁÙæ¥æð´ ·ð¤ çÜ° vw,®®® ·¤ÚUæðÇ¸U
L¤ÂØð ãUæÜæ¢ç·¤ ·¤æÈ¤è ·¤× ãUæð´»ð ¥æñÚU §â·¤æ §SÌð×æÜ çâÈü¤
×æñÁêÎæ ·¤æØæðZ ×ð´ Âñâæ Ü»æÙð Øæ Õ·¤æØæ ¿é·¤æÙð ×ð´ ãUè §SÌð×æÜ
ç·¤Øæ Áæ â·ð¤»æÐ

§·ý¤æ ×ð´ ·¤æòÚUÂæðÚðUÅU ÚðUçÅ¢U‚â ·ð¤ ßçÚUDïU ©UÂæŠØÿæ àæéÖ× ÁñÙ Ùð
·¤ãUæ, ÒÚUæ…Ø Îðàæ ×ð´ §‹Èý¤æSÅþU€¿ÚU ÂÚU ·é¤Ü ¹¿ü ×ð´ z® ÂýçÌàæÌ
·¤æ Øæð»ÎæÙ ÂãUÜð âð ãUè Îð ÚUãðU ÍðÐ Üðç·¤Ù ¥Õ ©U‹ãUæð´Ùð §â ¹¿ü
×ð´ ÕÇ¸Uè ·¤×è ÜæÙð ·¤æ çÙ‡æüØ çÜØæ ãñUÐÓ

©UÎæãUÚU‡æ ·ð¤ çÜ°, ×ãUæÚUæCïþU Ùð ·¤æðÚUæðÙæßæØÚUâ ·ð ¤ÂýâæÚU ·ð¤
ÕæÎ ¥ÂýˆØæçàæÌ ¹¿ü âð çÙÂÅUÙð ·ð¤ çÜ° ·¤ÚUèÕ |®,®®® ·¤ÚUæðÇ¸U
L¤ÂØð ÁéÅUæÙð ·ð¤ çÜ° ×§ü ×ð´ çÙØæðçÁÌ ¹¿ü ×ð´ {| ÂýçÌàæÌ
·¤ÅUæñÌè ·¤è ÍèÐ ÚUæ…Ø ·¤æ ·é¤Ü çÙØæðçÁÌ ¹¿ü ·¤ÚUèÕ v.vv
Üæ¹ ·¤ÚUæðÇ¸U L¤ÂØð ãñUÐ 

§·ý¤æ Ùð ×§ü ×ð´ ¥ÂÙè çÚUÂæðÅüU ×ð´ ·¤ãUæ Íæ ç·¤ ·¤æðçßÇU�v~ ·¤è
ßÁãU âð ÂñÎæ ãéU° ÎÕæß ·¤è ßÁãU âð çßžæ ßáü w®wv ×ð´ ÚUæ…Øæð´
·ð¤ çÜ° â·¤Ü ·¤ÚU â¢»ýãU ×ð´ ÖæÚUè ·¤×è ¥æÙð ·¤è ¥æàæ¢·¤æ ãñUÐ
ÚUæ…Ø ÖæÚUè ÚUæÁSß ƒææÅðU ·¤è ¥æàæ¢·¤æ ÁÌæ ÚUãðU ãñ´ U¥æñÚU Âê¢Áè»Ì
¹¿ü ·¤è ©UÙ·¤è ÿæ×Ìæ ·¤æÈ¤è ƒæÅU »§ü ãñUÐ ·¤§ü ×æ×Üæð´ ×ð´,
ÚUæÁSß ƒææÅUæ ÚUæ…Øæð´ ·¤ð çÜ° Âê¢Áè»Ì ¹¿ü ·ð¤ ×æÙ·¤æð´ ·ð¤
©UËÜ¢ƒæÙ ·ð¤ çÜ° ×ÁÕêÚU ·¤ÚU â·¤Ìæ ãñUÐ çßžæ ßáü w®wv ·ð¤
çÜ° ÚUæ…Øæð´ mæÚUæ ·é¤Ü Âê¢Áè»Ì ¹¿ü ÕÁÅU ·¤ÚUèÕ z.| Üæ¹
·¤ÚUæðÇ¸U L¤ÂØð ãñU, çÁâ×ð´ ÖæÚUè ·¤ÅUæñÌè ç·¤° ÁæÙð ·¤æ ¥Ùé×æÙ ãñUÐ

ÚUæ…Øæð´ ·ð¤ çÜ° ×ãUˆßÂê‡æü ÿæð˜æ çâ¢¿æ§ü, âÇ¸U·¤, ×ðÅþUæð ¥æñÚU
ÂðØÁÜ ¥æÂêçÌü âð ÁéÇ¸Uè ÂçÚUØæðÁæ°¢ ãñ´UÐ

(âæÍ ×ð´ ¥×ëÌæ çÂËÜ§ü)

ª¢¤¿ð Âê¢Áè»Ì ¹¿ü âð
×æñÁêÎæ ·¤æØæðZ ×ð´ ×ÎÎ

� ·¤§ü ÚUæ…Ø ¥ÂÙè ÕéçÙØæÎè
¹¿ü ÁM¤ÚUÌð́ ÂêÚUè ·¤ÚUÙð ×ð́
âÿæ× ÙãUè´ ãñ́U

� ÚUæ…Øæð́ mæÚUæ ÂçÚUØæðÁÙæ¥æð́ ÂÚU
¹¿ü ÕÉU̧æÙð ÂÚU ·ð́¤¼ý âÚU·¤æÚU
·¤è ·¤æðçàæàææð́ âð ©Ulæð» ·¤æð
¥ÂÙð Õ·¤æØæ ç×ÜÙð ·¤è
â¢ÖæßÙæ ÕÉU̧ »§ü ãñ

� ÕÁÅU w®w® ×ð´ çÎ° »° 
y.vx Üæ¹ ·¤ÚUæðÇ¸U L¤ÂØð ·ð¤
¥Üæßæ, wz,®®® ·¤ÚUæðÇ¸U L¤ÂØð
·¤æ ·ð´¤¼ýèØ ¥æß¢ÅUÙ 

çßßðÅU âéÁÙ çÂ¢ÅUæð, ¥Ùèàæ
È¤ÇU‡æèâ ¥æñÚU ¥‡æüß Îžææ
×é¢Õ§ü/Ù§ü çÎËÜè, vw ¥€ÅêUÕÚU

â ÚU·¤æÚU Ùð ¥æ»æ×è ˆØæðãUæÚUè
âèÁÙ ·ð¤ ÎæñÚUæÙ ©UÂÖæð€Ìæ
¹¿ü ·¤æð ÕÉU̧Uæßæ ÎðÙð ·ð¤

©UgðàØ âð °ÜÅUèâè ×Î ·¤è ÚU·¤× ·¤æ
§SÌð×æÜ ·¤ÚUÙð ·¤è ÀêUÅU Îè ãñU Üðç·¤Ù
çÕÁÙðâ SÅñ´UÇUÇüU âð ÕæÌ¿èÌ ×ð´
¥ÍüàææçS˜æØæð́ ¥æñÚU ·¢¤ÂçÙØæð́ ·¤æ ·¤ãUÙæ
ãUñU ç·¤ ¹ÂÌ ÂÚU §â·¤æ ·¤æð§ü ¹æâ
ÂýÖæß ÙãUè´ çÎ¹ð»æÐ ÎêâÚUè ¥æðÚU, Øæ˜ææ
°ß¢ ÂØüÅUÙ ÿæð̃ æ §ââð ÂÚðUàææÙ ãñU €Øæð́ç·¤
°ÜÅUèâè ·¤æð ©UÂÖæð€Ìæ ßSÌé¥æð́ ·¤è
¹ÚUèÎæÚUè ×ð́ §SÌð×æÜ ·¤ÚUÙð ·¤è ÀêUÅU Îè
Áæ ÚUãUè ãñUÐ

Èð¤ÇUÚUðUàæÙ ¥æòÈ¤ °âæðçâ°àæ¢â §Ù
§¢çÇUØÙ ÅêUçÚU…× °ð́ÇU ãUæòçSÂÅñUçÜÅUè Ùð
·¤ãUæ ãñU, ÒˆØæðãUæÚUè âèÁÙ âð ×æ¢» ·¤æð
·é¤ÀU ÚU�ÌæÚU ç×ÜÌè ãñU çÁâ·¤æ Øæ˜ææ
°ß¢ ÂØüÅUÙ ©Ulæð» ·¤æð §¢ÌÁæÚU ÚUãUÌæ ÍæÐ
ØãU ÿæð̃ æ Üæð»æð́ ·ð¤ ãUæÍæð́ ×ð́ ·¤ãUè´ ¥çÏ·¤
·¤ÚU ¥æÏæçÚUÌ Âýæð̂ âæãUÙ çÎ° ÁæÙð ·¤è
©U�×èÎ ·¤ÚU ÚUãUæ Íæ Ìæç·¤ ¹¿ü ×ð́ âéÏæÚU
ãUæð â·ð¤Ð Üðç·¤Ù °ÜÅUèâè ×Î ·¤è
ÚU·¤× ·¤æð ÎêâÚUðU ×Î ×ð́ ¹¿ü ·¤ÚUÙð ·¤è

ÀêUÅU Îè »§ü ãñUÐ âÚU·¤æÚUè ·¤×ü¿æçÚUØæð́ ·¤æð
°ÜÅUèâè ·¤æ §SÌð×æÜ ©UÂÖæð€Ìæ
ßSÌé¥æð́ ·¤è ¹ÚUèÎæÚUè ×ð́ ·¤ÚUÙð ·¤è ÀêUÅU
çÎ° ÁæÙð âð Øæ˜ææ ÿæð̃ æ ·ð¤ çÜ° ÚU·¤×
ÙãUè´ Õ¿ð»èÐÓ °ÜÅUèâè ·ð¤ ÌãUÌ ·¤ÚU ×ð́
çÚUØæØÌ ãUÚðU·¤ ¿æÚU âæÜ ×ð́ Îæð âæÜ ·ð¤
çÜ° Îè ÁæÌè ãñUÐ ·¤×ü¿æÚUè ¥æ×ÌæñÚU ÂÚU
©UÙ ßáæðZ ·ð¤ ÎæñÚUæÙ °ÜÅUèâè ×Î ·¤è
ÚU·¤× ÖéÙæ ÜðÌð ãñ́U ÁÕ ßð Øæ˜ææ ÂÚU ÙãUè´
ÁæÌð ãñ́UÐ °ðâð ×ð́ ©U‹ãUð́U ·¤ÚU çÚUØæØÌ ·¤æ

È¤æØÎæ ÙãUè´ ç×ÜÌæ ãñU ¥æñÚ °ÜÅUèâè
×Î ·¤è ÚU·¤× Öè ·¤ÚUØæð‚Ø ãUæð ÁæÌè ãñUÐ

·ð¤ØÚU ÚðUçÅ¢U‚â ·ð¤ ×é�Ø ¥ÍüàææS˜æè
×ÎÙ âÕÙßèâ Ùð ·¤ãUæ ç·¤ ·¤×ü¿æÚUè
¥ÂÙð °ÜÅUèâè ×Î ·¤è ÚU·¤× ·¤æ
§SÌð×æÜ ·¢¤…Øê×ÚU Ç÷KêÚðUÕËâ ¹ÚUèÎÙð ×ð́
·¤ÚUÙð ·ð¤ ÕÁæØ ©Uâð ·¤ÚUØæð‚Ø ÕÙæÌð ãéU°
çÙ·¤æÜÙð ×ð́ ·¤ÚU â·¤Ìð ãñ́UÐ

âÕÙßèâ Ùð ·¤ãUæ, Ò·¤æ»Á ÂÚU ØãU
çÎÜ¿SÂ çÎ¹ â·¤Ìæ ãñU ç·¤ âÚU·¤æÚU

¥ÂÙð ·¤×ü¿æçÚUØæð́ ·¤æð °ÜÅUèâè ÚU·¤×
·¤æð ÖéÙæÙð ·¤æ °·¤ çß·¤ËÂ Îð ÚUãUè ãñU
Üðç·¤Ù ØãU ·é¤ÀU ãUè â×Ø Ì·¤ ©UÂÜŽÏ
ÚUãðU»æ ØæÙè xv ×æ¿ü w®wv Ì·¤Ð
×æñÁêÎæ ÂçÚUÎëàØ ×ð́ ¥çÏ·¤ÌÚU Üæð»
çßßð·¤æÏèÙ ßSÌé¥æð´ ÂÚU ·¤æÈ¤è
âæßÏæÙè âð ¹¿ü ·¤ÚU ÚUãUðU ãñ́U ¥æñÚU ßð
ãUæð× ¥ŒÜæØ¢â ¥Íßæ ©UÂÖæð€Ìæ ßSÌé
ÂÚU àææØÎ ãUè §âð ¹¿ü ·¤ÚUÙæ ¿æãð́U»ðÐ
°ðâð ×ð́ ¹ÂÌ ·¤æð ·¤æð§ü ¹æâ ÚU�ÌæÚU ÙãUè´
ç×Ü Âæ°»èÐÓ âæð×ßæÚU ·¤æð SÅUæò·¤
°€â¿ð´Á ÂÚU ¹ÂÌ ¥æÏæçÚUÌ
¥çÏ·¤ÌÚU àæðØÚUæð́ ×ð́ ç»ÚUæßÅU çÎ¹èÐ
çÙ�ÅUè ¹ÂÌ âê¿·¤æ¢·¤ ×ð́ ®.vx È¤èâÎè
·¤è ç»ÚUæßÅU ¥æ§üÐ ßæãUÙ ¥æñÚU ©UÂÖæð€Ìæ
ßSÌé ÿæð̃ æ ·¤è ¥‹Ø àæðØÚUæð́ ×ð́ Öè ç»ÚUæßÅU
¥æ§üÐ ÕÁæÁ ¥æòÅUæð, ãUèÚUæð ×æðÅUæð·¤æòÂü,
ßæðËÅUæâ, ŽÜê SÅUæÚU, ·ý¤æò�ÂÅUÙ »ýèÃâ
·¢¤…Øê×ÚU §Üðç€ÅþU·¤Ëâ ×ð́ v âð w
È¤èâÎè ·¤è ç»ÚUæßÅU ¥æ§üÐ çÙ�ÅUè ®.vy
È¤èâÎè ·¤è ÕÉU̧Ì ·ð¤ âæÍ Õ¢Î ãéU¥æÐ

»æðÎÚðUÁ ¥ŒÜæØ¢âðÁ ·ð¤ ·¤æÚUæðÕæÚU
Âý×é¹ °ß¢ ·¤æØü·¤æÚUè ©UÂæŠØÿæ ·¤×Ü
Ù¢Îè Ùð ·¤ãUæ ç·¤ âÚU·¤æÚU mæÚUæ ·¤è »§ü
ƒææðá‡ææ âð ©UÂÖæð€Ìæ¥æð́ ·ð¤ Âæâ Ù·¤Îè
ÂýßæãU ÕÉð̧U»æ Áæð ©Ulæð» ·ð¤ çÜ°
×ãžßÂê‡æü ãUæð»æÐ 

°ÜÅUèâè âð ¹ÂÌ ·¤æð ç×Üð»è ÚU�ÌæÚU
°ÜÅUèâè ×Î ·¤è Ú·¤× ·¤æð ÎêâÚðU ×Î ×ð́ ¹¿ü ·¤è ÀêUÅU ÎðÙð âð Øæ˜ææ °ß¢ ÂØüÅUÙ ÿæð̃ æ ç¿¢çÌÌ

� ·¤×ü¿æÚUè ¥ÂÙð
°ÜÅUèâè ×Î ·¤è
ÚU·¤× ·¤æ §SÌð×æÜ
·¢¤…Øê×ÚU Ç÷KêÚðUÕËâ
¹ÚUèÎÙð ×ð́ ·¤ÚUÙð ·ð¤
ÕÁæØ ©Uâð ·¤ÚUØæð‚Ø
ÕÙæÌð ãéU° çÙ·¤æÜÙð
×ð́ ·¤ÚU â·¤Ìð ãñ́U

� ÕÁæÁ ¥æòÅUæð, ãUèÚUæð
×æðÅUæð·¤æòÂü, ßæðËÅUæâ,
ŽÜê SÅUæÚU, ·ý¤æò�ÂÅUÙ
»ýèÃâ ·¢¤…Øê×ÚU
§Üðç€ÅþU·¤Ëâ ×ð́ v âð
w È¤èâÎè ·¤è
ç»ÚUæßÅU ¥æ§ü

â¢ÏæÚU Åð€‹ææðÜæòçÁÁ

ÂéÙèÌ ßæÏßæ
Ù§ü çÎËÜè, vw ¥€ÅêUÕÚU

çßàÜðá·¤æð́ ·¤æ ·¤ãUÙæ ãñU ç·¤
¥ÍüÃØßSÍæ ×ð´ ¹ÂÌ�·ð´¤ç¼ýÌ
âéÏæÚU ×ð´ â×Ø Ü»ð»æ ¥æñÚU
âæð×ßæÚU ·¤æð ƒææðçáÌ âÚU·¤æÚUè
©UÂæØæð́ âð §âð …ØæÎæ ×ÎÎ ÙãUè´
ç×Üð»èÐ ©UÙ·¤æ ·¤ãUÙæ ãñU ç·¤
×æñç¼ý·¤ ×ÎÎ ·¤æ §SÌð×æÜ ãUæ§ü�
°ð́ÇU çÇUS·ýð¤àæÙÚUè ©Û ÂæÎæð́ ·ð¤ ÕÁæØ
ÁM¤ÚUè ©Û ÂæÎæð́ ÂÚU ç·¤Øæ Áæ°»æÐ
ÕæÁæÚU âÚU·¤æÚU ·¤è ÚUæÁ·¤æðáèØ
ç¿¢Ìæ¥æð́ âð ¥‘ÀUè ÌÚUãU âð ¥ß»Ì
ãñ́U ¥æñÚU ÌæÁæ ƒææðçáÌ ©UÂæØæð́ âð ×æ¢»
ÌÍæ ¹ÂÌ ¥æÏæçÚUÌ àæðØÚUæð́ ×ð́
ç·¤âè ÌÚUãU ·ð¤ âéÏæÚU
¥ËÂ·¤æçÜ·¤ ãUæð́»ðÐ 

§ç€ßÙæðç×€â çÚUâ¿ü ·ð¤
â¢SÍæÂ·¤ °ß¢ ÂýÕ¢Ï çÙÎðàæ·¤ Áè
¿æð·¤æçÜ¢»× ·¤æ ·¤ãUÙæ ãñU,
ÒÕæÁæÚU Öè §Ù ©UÂæØæð́ âð …ØæÎæ
©UˆâæçãUÌ ÙãUè´ ãñUÐ ÕæÁæÚUæð́ ·ð¤
çÜ° ×æñÁêÎæ â×Ø ×ð́ …ØæÎæ
×ãUˆßÂê‡æü ØãU ãñU ç·¤ ¥æçÍü·¤
âéÏæÚU ÕÚU·¤ÚUæÚU ÚUãðUÐ ©UÂæØæð́ âð
çâÈü¤ ¥ËÂæßçÏ ×ÎÎ ç×Üð»è
¥æñÚU çÈ¤ÚU Øð Õð¥âÚU âæçÕÌ ãUæð
â·¤Ìð ãñ́UÐ ßæãUÙ, Âê¢Áè»Ì ßSÌé,
°È¤°×âèÁè Áñâð ÿæð̃ ææð́ ×ð́ ¥»Üè
·é¤ÀU çÌ×æçãUØæð́ ×ð́ ×æ¢» ÙÚU× ÕÙè
ÚUãU â·¤Ìè ãñUÐÓ 

×ðƒææ ×Ù¿¢Îæ
Ù§ü çÎËÜè, vw ¥€ÅêUÕÚU

çÚUÜæØ¢â çÁØæð Ùð ¥ÂÙð »ýæãU·¤
¥æÏæÚU ×ð́ §ÁæÈ¤æ ÕÚU·¤ÚUæÚU ÚU¹æ ãñUÐ
ÁéÜæ§ü ×ð́ ·¢¤ÂÙè Ùð ¥‹Ø xz.z
·¤ÚUæðÇ¸ ©UÂØæð»·¤Ìæü ÁæðÇð̧UÐ ÖæÚUÌèØ
ÎêÚUâ¢¿æÚU çÙØæ×·¤ ÂýæçÏ·¤ÚU‡æ
(ÅþUæ§ü) mæÚUæ ÁæÚUè ÌæÁæ ¥æ¢·¤ÇU̧æð́ ·ð¤
¥ÙéâæÚU, ßãUè´ ÎêâÚUè ÌÚUÈ¤ §âè
×ãUèÙð ×ð́ ßæðÇUæÈ¤æðÙ ¥æ§çÇUØæ Ùð
¥ÂÙð ©UÂØæð»·¤Ìæü ¥æÏæÚU ×ð́ x|.w
Üæ¹ ·¤è ·¤×è ÎÁü ·¤èÐ 

ÖæÚUÌè °ØÚUÅðUÜ Ùð ÁéÜæ§ü ·ð¤
ÎæñÚUæÙ xw.{ Üæ¹ ßæØÚUÜðâ
»ýæãU·¤ ÁæðÇð̧UÐ ÖæÚUÌ ×ð́ ÁêÙ w®w®
·ð¤ ¥¢Ì Ì·¤ ÅðUÜèÈ¤æðÙ »ýæãU·¤æð́ ·¤è
â¢�Øæ vv{.®zw ·¤ÚUæðÇU̧ âð ÕÉU̧·¤ÚU
ÁéÜæ§ü Ì·¤ ¥¢Ì ×ð́ vv{.y ·¤ÚUæðÇU̧
ÂÚU Âãé¢U¿ »§ü, çÁââð ®.x®
ÂýçÌàæÌ ·¤è ×æçâ·¤ ßëçf ·¤æ ÂÌæ
¿ÜÌæ ãñUÐ àæãUÚUè ÅðUÜèÈ¤æðÙ »æãU·¤æð́
·¤è â¢�Øæ ÁêÙ ·ð¤ ¥¢Ì ×ð́ {x.{}x
·¤ÚUæðÇU̧ Íè Áæð ÁéÜæ§ü ·ð¤ ¥¢Ì Ì·¤
ÕÉU̧·¤ÚU {x.}y{ ·¤ÚUæðÇU̧ ÂÚU Âãé¢U¿
»§üÐ »ýæ×è‡æ »ýæãU·¤æð́ ·¤è â¢�Øæ ×ð́
â×æÙ ¥ßçÏ ·ð¤ ÎæñÚUæÙ zw.x{~
·¤ÚUæðÇU̧ âð ÕÉU̧·¤ÚU zw.zzy ·¤ÚUæðÇU̧
ãUæð »§üÐ ÁéÜæ§ü ×ð́ àæãUÚUè ¥æñÚU
»ýæ×è‡æ ÅðUÜèÈ¤æðÙ »ýæãU·¤æð´ ·¤è
×æçâ·¤ ßëçf ÎÚU ®.w{ ÂýçÌàæÌ

¥æñÚU ®.xz ÂýçÌàæÌ ÍèÐ çÙØæ×·¤
·¤è çÚUÂæðÅüU ·ð¤ ¥ÙéâæÚU, ÖæÚUÌ ×ð́
ÅðUÜèÈ¤æðÙ »ýæãU·¤æð́ ·¤è â¢�Øæ ®.x®
ÂýçÌàæÌ ·¤è ßëçf ÎÚU ·ð¤ âæÍ
v.v{y ¥ÚUÕ ãñUÐ â×æÙ ¥ßçÏ ×ð́,
ßæØÚUÜðâ »ýæãU·¤æð́ ·¤è â¢�Øæ ×ð́
®.x® ÂýçÌàæÌ Ì·¤ ·¤æ §ÁæÈ¤æ
ãéU¥æ, ãUæÜæ¢ç·¤ §â ×æ×Üð ×ð́ àæãUÚUè
ßëçf ÎÚU ®.wz ÂýçÌàæÌ Íè, ÁÕç·¤
»ýæ×è‡æ §Üæ·¤æð́ ×ð́ àææÙÎæÚU x{
ÂýçÌàæÌ ·¤è ßëçf ÎÁü ·¤è »§üÐ

çÚUÂæðÅüU ·ð¤ ¥ÙéâæÚU, ×æñÁêÎæ
âç·ý¤Ø »ýæãU·¤ ¥æÏæÚU ÖæÚUÌè
°ØÚUÅðUÜ ·ð¤ çÜ° ~| ÂýçÌàæÌ,
ßè¥æ§ü ·ð¤ çÜ° }~.x ÂýçÌàæÌ ¥æñÚU
çÚUÜæØ¢â çÁØæð ·ð¤ çÜ° |}
ÂýçÌàæÌ ãñUÐ ßæØÇüU ÕýæòÇÕñ́ÇU âðßæ
©UÂØæð»·¤Ìæü ¥æÏæÚU ×ð́ Öè ·é¤ÀU
âéÏæÚU ÎÁü ç·¤Øæ »Øæ, Áæð È¤ÚUßÚUè
·ð¤ v.~ ·¤ÚUæðÇU̧ ·ð¤ ·¤æðçßÇU�Âêßü ·ð¤
SÌÚUæð́ âð ÕÉU̧·¤ÚU ÁéÜæ§ü ×ð́ w.®vx
·¤ÚUæðÇU̧ »ýæãU·¤ ÎÁü ç·¤Øæ »ØæÐ 

ÖæÚUÌ ×ð́ ßæØÚUÜðâ ÎêÚUâ¢¿æÚU
ƒæÙˆß ÁêÙ w®w® ·ð¤ }y.x} âð
ÕÉU̧·¤ÚU ÁéÜæ§ü ·ð¤ ¥¢Ì ×ð́ }y.z{
ÂÚU ÚUãUæÐ àæãUÚUè ÎêÚUâ¢¿æÚU ƒæÙˆß
ÁêÙ ·ð¤ vxx.zx âð ÕÉU̧·¤ÚU ÁéÜæ§ü
·ð¤ ¥¢Ì Ì·¤ vxx.{y ÂÚU ¥æñÚU
»ýæ×è‡æ ÎêÚUâ¢¿æÚU ƒæÙˆß â×æÙ
¥ßçÏ ×ð́ z}.|w âð ÕÉ¸U·¤ÚU
z}.~v ÂÚU Âãé¢U¿ »ØæÐ 

ÂëDïU v ·¤æ àæðá...

âÚU·¤æÚUè ·¤×ü¿æçÚUØæð́ ·¤æð Øæ˜ææ
ç·¤ÚUæØæ ·¤æ ÌèÙ »éÙæ ¥æñÚU Øæ˜ææ
¥ß·¤æàæ Öžææ ·ð¤ ÕÚUæÕÚU ÚUæçàæ
Áè°âÅUè Â¢Áè·ë¤Ì ßð́ÇUÚUæð́ ·ð¤ Âæâ
çÇUçÁÅUÜ Öé»ÌæÙ ·ð¤ ÁçÚUØð ¹¿ü
·¤ÚUÙæ ãUæð»æÐ §â ·¤Î× âð ·ð́¤¼ý
¥æñÚU ÚUæ…Ø ·ð¤ Áè°âÅUè ÚUæÁSß ×ð́
Öè §ÁæÈ¤æ ãUæð»æÐ

°ÜÅUèâè Ù·¤Î ßæ©U¿ÚU ØæðÁÙæ
·¤è Üæ»Ì ·ð́¤¼ý âÚU·¤æÚU ·ð¤ çÜ°
·¤ÚUèÕ z,{|z ·¤ÚUæðÇU̧ L¤ÂØð ¥æñÚU
âæßüÁçÙ·¤ ©UÂ·ý¤×æð´ ·ð¤ çÜ°
v,~®® ·¤ÚUæðÇ¸U L¤ÂØð ãUæð»èÐ
¥æíÍ·¤ ×æ×Üæð́ ·ð¤ âç¿ß ÌL¤‡æ
ÕÁæÁ Ùð ·¤ãUæ ç·¤ âÚU·¤æÚU Ùð
×æðÅUæ�×æðÅUæ ¥Ùé×æÙ Ü»æØæ ãñU ç·¤
·é¤Ü xz Üæ¹ ·¤×ü¿æçÚUØæð́ ×ð́ âð
·¤ÚUèÕ wz È¤èâÎè ãUè °ÜÅUèâè
ØæðÁÙæ ·¤æ ÜæÖ ©UÆUæ°¢»ðÐ §â·ð¤
¥Üæßæ, âÚU·¤æÚU Ùð ˆØæðãUæÚUæð́ ·ð¤
ÎæñÚUæÙ ¥ç»ý× ÎðÙð ·¤è ØæðÁÙæ ·¤æð
çÈ¤ÚU âð àæéM¤ ç·¤Øæ ãñUÐ w®v| Ì·¤
âÚU·¤æÚUè ·¤×ü¿æçÚUØæð́ ·¤æð §â·¤æ
ÜæÖ ç×ÜÌæ ÍæÐ ¥Õ ·ð´¤¼ý
âÚU·¤æÚU ·ð¤ âÖè ·¤×ü¿æÚUè v®,®®®
L¤ÂØð ŽØæÁ ×é€Ì ¥ç»ý× ·¤æ ÜæÖ
Üð â·¤Ìð ãñ́U, çÁâð ¥çÏ·¤Ì× Îâ
ç·¤SÌæð́ ×ð́ ¥Îæ ·¤ÚUÙæ ãUæð»æÐ ØãU
ÚUæçàæ Âýè�ÜæðÇðUÇU M¤Âð ·¤æÇüU ·ð¤
ÁçÚUØð ©UÂÜŽÏ ãUæð»è ¥æñÚU Ù·¤Î
çÙ·¤æâè ÙãUè´ ·¤è Áæ â·ð¤»èÐ

¹ÂÌ àæðØÚUæð´ ·¤æð
ç×Üð»è ×ÎÎ

×æ¢» ·ð¤ çÜ°
Âýæð̂ âæãUÙ

çÁØô Ùð ÁôÇ¸ðU »ýæãU·¤,
ßôÇUæ Ùð »¢ßæ°

çÕÊæÙðâ SÅñ´UÇUÇüU
çÎËÜè â¢S·¤ÚU‡æ

çÕÊæÙðâ SÅñ´ÇUÇüU Âýæ§ßðÅU çÜç×ÅðUÇU ·ð¤ çÜ° Âý·¤æàæ·¤ °ß¢ ×é¼ý·¤ Ù¢ÎÙ çâ¢ãU ÚUæßÌ mæÚUæ  
Î §¢çÇUØÙ °€âÂýðâ (Âýæ.) çÜç×ÅðUÇU, °�}, âð€ÅUÚU�|, Ùæð°ÇUæ, »æñÌ× Õéh Ù»ÚU�w®vx®v, 
©U. Âý. âð ×éç¼ýÌ °ß¢ ÙðãUL¤ ãUæ©Uâ, y ÕãUæÎéÚU àææãU ÁÈ¤ÚU ×æ»ü,  Ù§ü çÎËÜè âð Âý·¤æçàæÌ

â¢ÂæÎ·¤Ñ ·ñ¤Üæàæ ÙæñçÅUØæÜ
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ÂæÆU·¤ â¢ÂæÎ·¤ ·¤æð lettershindi@bsmail.in ÂÚU â¢Îðàæ ÖðÁ â·¤Ìð ãñ´Uv
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âŽæçS·ý¤ŒàæÙ ¥æñÚU â·éü¤ÜðàæÙ ·ð¤ çÜ° ·ë¤ÂØæ â¢Â·ü¤ ·¤Úð´U..
âéŸæè ×æÙâè çâ¢ãU
ãðUÇU  ·¤SÅU×ÚU çÚUÜðàæ‹â

çÕÊæÙðâ SÅñ¢ÇUÇüU çÜç×ÅðUÇU, ÌèâÚUè ¥æñÚU ¿æñÍè ×¢çÁÜ, çÕçËÇ¢U» °¿,
ÂñÚUæ»Ù âð´ÅUÚU, âð´¿éÚUè ç×Ëâ ·ð¤ âæ×Ùð, Âè Õè ×æ»ü, ßÜèü, ×é¢Õ§ü y®® ®vx

§ü ×ðÜ.. subs_bs@bsmail.in
Øæ  z|®®| ÂÚU °â°×°â ·¤Úð´U SUB BS

çÇUâ€Üð×ÚU.. çÕÊæÙðâ SÅñ´ÇUÇüU ×ð´ Âý·¤æçàæÌ â×æ¿æÚU çÚUÂæðÅüU ¥æñÚU È¤è¿ÚU Üð¹æð´ ·ð¤ ×æŠØ× âð
ÕæÁæÚUæð´, ·¤æòÂæðüÚÔUÅU Á»Ì ¥æñÚU âÚU·¤æÚU âð ÁéÇU¸è ƒæÅUÙæ¥æð´ ·¤è çÙcÂÿæ ÌSßèÚU Âðàæ ·¤ÚUÙð ·¤æ
ÂýØæâ ç·¤Øæ ÁæÌæ ãñUv çÕÊæÙðâ SÅñ´ÇUÇüU ·ð¤ çÙØ¢˜æ‡æ °ß¢ ÁæÙ·¤æÚUè âð ÂÚðU ÂçÚUçSÍçÌØæð´ ·ð¤
·¤æÚU‡æ ßæSÌçß·¤ ƒæÅUÙæ·ý¤× çÖ‹Ù ãUæð â·¤Ìð ãñ´UÐ â×æ¿æÚU Â˜æ ×ð´ Âý·¤æçàæÌ çÚUÂæðÅUæðZ ·ð¤
¥æÏæÚU ÂÚU ÂæÆU·¤æð´ mæÚUæ ç·¤° ÁæÙð ßæÜð çÙßðàæ ¥æñÚU çÜ° ÁæÙð ßæÜð ·¤æÚUæðÕæÚUè çÙ‡æüØæð´ ·ð¤
çÜ° çÕÊæÙðâ SÅñ¢ÇUÇüU ·¤æð§ü çÁ�×ðÎæÚUè ÙãUè´ ÜðÌæ ãñUÐ ÂæÆU·¤æð´ âð SßØ¢ çÙ‡æüØ ÜðÙð ·¤è ¥Âðÿææ
·¤è ÁæÌè ãñUÐ çÕÊæÙðâ SÅñ´UÇUÇüU ·ð¤ âÖè çß™ææÂÙ âÎ÷Öæß ×ð´ Sßè·¤æÚU ç·¤° ÁæÌð ãñ´UÐ §Ù·ð¤
âæÍ çÕÊæÙðâ SÅñ´UÇUÇüU Ù Ìæð ÁéÇ¸Uæ ãéU¥æ ãñU ¥æñÚU Ù ãUè ©UÙ·¤æ â×ÍüÙ ·¤ÚUÌæ ãñUÐ çß™ææÂÙæð´ âð
â¢Õ¢çÏÌ ç·¤âè Öè Âý·¤æÚU ·¤æ Îæßæ â¢Õ¢çÏÌ çß™ææÂÙÎæÌæ âð ãUè ç·¤Øæ ÁæÙæ ¿æçãU°Ð 
×ñ® çÕÊæÙðâ SÅñ´UÇUÇüU Âýæ® çÜ®U ·¤æ âßæüçÏ·¤æÚU âéÚUçÿæÌ ãUñÐ çÕÁÙðâ SÅñ¢ÇUÇüU Âýæ® çÜ® âð
çÜç¹Ì ¥Ùé×çÌ çÜ° Õ»ñÚU â×æ¿æÚU Â˜æ ×ð´ Âý·¤æçàæÌ ç·¤âè Öè âæ×»ýè ·¤æ ç·¤âè Öè
ÌÚUãU Âý·¤æàæÙ Øæ ÂýâæÚU‡æ çÙçáf ãñUÐ ç·¤âè Öè ÃØç€Ì Øæ ßñÏæçÙ·¤ çÙ·¤æØ mæÚUæ 
§â ÌÚUãU ·¤æ çÙçáf °ß¢ ¥ÙçÏ·ë¤Ì ·¤æØü ·¤ÚUÙð ÂÚU ÎèßæÙè ¥æñÚU È¤æñÁÎæÚUè ·¤æØüßæãUè àæéL¤
·¤è Áæ°»èÐ 

·¤æð§ü ãUßæ§ü ¥çÏÖæÚU ÙãUè´

Ìç×ÜÙæÇéU ×ð́ vy â×ÛææñÌæ ™ææÂÙ ÂÚU ãUSÌæÿæÚU Ñ Ìç×ÜÙæÇUéU âÚU·¤æÚU
Ùð ¥æÁ v®,®®® ·¤ÚUæðÇU̧U L¤ÂØð âð ¥çÏ·¤ ×êËØ ·ð¤ vy â×ÛææñÌæ ™ææÂÙ
(°×¥æðØê) ÂÚU ãUSÌæÿæÚU ç·¤°Ð §â·ð¤ ÌãUÌ ÚUæ…Ø ×ð́ çßçÖ‹Ù ÿæð̃ ææð́ âð
çÙßðàæ ç·¤Øæ Áæ°»æÐ °×¥æðØê ÂÚU ãUSÌæÿæÚU ·¤ÚUÙð ßæÜè ·¢¤ÂçÙØæð́ ×ð́
Áð°âÇUŽËØê ÚUè‹Øê, çÕýÅUæçÙØæ, ¥ÂæðÜæð ÅUæØâü, §ü�ßæãUÙ ßñÅUÚUè Âñ·¤ ·ð¤ çÜ°
çÜ�°ÙÁèü, çÕýÅUæçÙØæ, ãé¢UÇU§ü ¥æçÎ àææç×Ü ãñ́UÐ §Ù Ù° â×ÛææñÌæ ™ææÂÙæð́
âð ÚUæ…Ø ×ð́ |,®®® âð ¥çÏ·¤ Âý̂ Øÿæ ÚUæðÁ»æÚU âëçÁÌ ãUæð́»ðÐ âÕâð ÕÇU¸Uæ
çÙßðàæ Áð°âÇUŽËØê ÚUè‹Øê °ÙÁèü çÜç×ÅðUÇU ·¤ÚðU»èÐ Õè°â
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