“Devibhoomi E-NMaxrt”’— A National
Digital Trading Platform for
Uttarakhand Products

Devbhoomi
E-Mart

A National Digital Trading Piatiorm ror
Flattad fa URtaraiizinans Produces

Featured Products

e womies OB e A SIS o

Featured Products

DEVBHOOMI UDYAMITA YOJANA-DEPARTMENT ENTREPRENEURSHIP DEVELOPMENT INSTITUTE

OF HIGHER EDUCATION UTTARAKHAND OF INDIA, AHMEDABAD




“Devbhoomi E-Mart”— A National Digital Trading Platform for
Uttarakhand Products

The proposed Uttarakhand Specialities E-Commerce Platform is designed as a dedicated digital
marketplace to aggregate, brand, market, and distribute the unique products of Uttarakhand
across India. Uttarakhand, popularly known as Devbhoomi, possesses a rich portfolio of
traditional food products, Himalayan herbs, forest produce, organic millets, woolen textiles,
handcrafted items, spiritual products, and wellness goods. Despite this diversity and
uniqueness, most producers operate in small, scattered rural ecosystems with limited market

linkage, poor branding, weak packaging standards, and restricted digital exposure.

This platform aims to bridge the structural gap between rural producers and national consumers
by creating an integrated supply-chain-enabled digital ecosystem. It will provide vendor
onboarding, digital cataloguing, standardized packaging guidance, payment gateway
integration, and national logistics access. The platform will not merely function as a
transactional marketplace but as a brand-building and value-enhancement ecosystem for

Uttarakhand-based entrepreneurs, SHGs, FPOs, and MSME:s.

The project aligns with Digital India, Startup India, Atmanirbhar Bharat, MSME promotion
policies, and rural livelihood missions by promoting digital inclusion and sustainable mountain

economy development.

India’s e-commerce industry has witnessed exponential growth over the last decade, driven by
smartphone penetration, affordable internet, digital payments, and changing consumer
preferences. Major players such as Amazon India and Flipkart dominate the generic

marketplace segment; however, niche regional product platforms remain underdeveloped.




Consumers increasingly prefer authentic, organic, sustainable, and region-specific products.
There is rising demand for Himalayan superfoods, millet-based diets, herbal wellness products,
eco-friendly crafts, and spiritual merchandise. Uttarakhand holds a strong cultural and
emotional brand recall across India due to its spiritual heritage and natural purity. This creates
a strong business opportunity to develop a specialized marketplace focusing exclusively on

Uttarakhand’s authentic products.

The absence of a unified digital brand representing Uttarakhand’s specialties presents a clear
market gap. The proposed platform will position itself as the official and trusted marketplace

for Devbhoomi-origin products.

Supporting Table: Market Opportunity Analysis

Opportunity for Devbhoomi E-
Parameter Current Scenario
Mart
Regional Product o )
o Limited Dedicated category focus
Visibility
Rural Producer Access Fragmented Centralized onboarding ‘
‘ Branding Weak individual branding Unified state brand ‘
Growing for L
Consumer Demand . . Targeted positioning
organic/regional
‘ Competition Generic marketplaces Niche differentiation ‘

The vision of the platform is to establish India’s leading digital marketplace for authentic

Uttarakhand specialities while empowering local producers through fair market access.

The primary objectives include onboarding rural vendors, increasing producer income margins,
creating a unified “Devbhoomi Brand,” promoting sustainable sourcing, and enabling long-
term export readiness. The platform will aim to digitally empower at least 5,000 vendors within

five years and create measurable income enhancement for rural entrepreneurs.




Supporting Table: Strategic Objectives

‘ Objective Measurable Target Timeline ‘
Vendor Onboarding 2,000 vendors 3 years ‘
Vendor Expansion 5,000 vendors 5 years ‘

‘ Revenue Target X35 Crore 5 years ‘
National Coverage Pan-India logistics 2 years ‘

Export Initiation Trial shipments 5 years ‘

The platform will host diversified product segments to ensure wide customer appeal and risk

diversification.

Himalayan food products such as mandua flour, jhangora, bhatt dal, gahat, and traditional soups
cater to the growing urban health-conscious market. These products are nutritionally superior

and align with the millet promotion movement in India.

Herbal and wellness products such as buransh juice, rhododendron squash, and herbal teas tap

into the preventive healthcare and immunity-boosting consumer segment.

Spices and forest produce like jakhiya, turmeric, red rice, and organic pulses cater to premium

grocery buyers seeking authenticity.

Handicrafts including ringaal baskets and wooden decor items address lifestyle and interior

decoration markets.

Spiritual products such as rudraksha beads and puja kits leverage Uttarakhand’s spiritual

identity:.

Natural beauty and Panchgavya-based products serve the Ayurvedic and chemical-free

personal care market.




Each category will undergo vendor verification and quality assessment before listing.

Supporting Table: Product Segmentation & Revenue Potential

‘ Category Key Products Margin % Demand Trend
Himalayan Foods || Mandua, Jhangora, Bhatt 20-30% Rising health awareness

Herbal & Wellness Buransh, Herbal Tea 25-35% Immunity trend

Forest Produce Jakhiya, Turmeric 20-25% Premium grocery

‘ Handicrafts Ringaal, Wood crafts 30—40% Decor segment

‘ Spiritual Rudraksha, Puja kits 15-25% Stable year-round
Natural Beauty Herbal Soaps 30-45% Chemical-free demand

The platform will operate primarily on a marketplace commission-based model. Vendors will

list their products free of cost initially, and the platform will charge a commission (15-25%)

on each successful transaction.

Premium services such as featured listings, professional photography, warehousing support,

and priority marketing will be available through subscription packages. Additional revenue

streams include logistics margin sharing, banner advertising, and private label product launches

under a unified Devbhoomi brand.

The diversified revenue structure ensures financial sustainability while minimizing dependence

on a single income source.




Supporting Table: Revenue Structure

Revenue Source

Percentage Contribution (Projected Year 5)

| |
‘ Sales Commission 60% ‘
‘ Vendor Subscription 10% ‘
‘ Logistics Margin 15% ‘
‘ Advertising & Featured Listings 5% ‘
‘ Private Label 10% ‘

The operational workflow begins with vendor registration and documentation verification.

Each vendor undergoes product validation to ensure authenticity and quality. Once approved,

product photography and digital catalog creation are completed.

After listing, inventory is uploaded to the dashboard. When a customer places an order, the

integrated payment gateway processes the transaction securely. Logistics partners are notified

automatically for pickup. The product is delivered to the customer, and feedback is collected

to maintain quality standards.

This structured workflow ensures traceability, accountability, and digital transparency at each

stage.




Flow Chart: Vendor to Customer Workflow
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The technological backbone of the project will include a web portal and mobile application

(Android and i0S), supported by a centralized backend server. The vendor dashboard will

allow real-time inventory tracking, order management, and payment reconciliation.

Secure payment gateways will support UPI, credit/debit cards, net banking, and wallets. CRM

systems will manage customer engagement and grievance redressal.

Cybersecurity protocols, encrypted databases, and cloud hosting will ensure data safety and

scalability.




Supporting Table: Technology Investment Plan

‘ Component Initial Cost (INR) Annual Maintenance
‘ Website Development 12,00,000 2,00,000
‘ Mobile Application 18,00,000 3,00,000
‘ Backend & Server 8,00,000 1,50,000
‘ Security & Data Protection 5,00,000 1,00,000
‘ CRM & Support System 6,00,000 1,50,000

The physical infrastructure will include an administrative office, IT operations unit, customer

support center, and optional warehouse facility. Approximately 2,000-3,000 sq. ft. office space

will be required in the initial phase.

If a hybrid warehousing model is adopted, an additional 3,000-5,000 sq. ft. space may be

required for centralized storage and quality checks. The infrastructure design will ensure cost

optimization and scalability.

Supporting Table: Infrastructure Allocation

‘ Section Area Required ‘
‘ IT & Operations 800 sq ft ‘

‘ Customer Support

400 sq ft ‘

‘ Vendor Coordination

500 sq ft \




‘ Section Area Required ‘

‘ Administration 300 sq ft ‘

‘ Warehouse (Optional) 3,000 sq ft ‘

Uttarakhand districts have region-specific strengths. Almora is known for bal mithai and

woolens; Pithoragarh produces high-quality rajma and millets; Chamoli has herbal clusters;
Tehri produces red rice; Haridwar is known for Ayurvedic products; and Nainital specializes in

fruit-based items.

The platform will collaborate with FPOs, SHGs, cooperatives, MSMEs, and local
entrepreneurs. Vendor capacity-building workshops will be conducted for packaging

improvement, pricing strategy, and digital literacy.

Supporting Table: District-wise Vendor Potential

‘ District Speciality Estimated Vendors ‘
‘ Almora Woolens, Bal Mithai 300 ‘
‘ Pithoragarh Rajma, Millets 400 ‘
‘ Chamoli Herbal Products 250 ‘
‘ Tehri Red Rice 200 ‘
‘ Haridwar Ayurvedic Items 350 ‘
‘ Nainital Fruit Processing 300 ‘




The project will require a balanced team of technology, operations, marketing, and vendor

support professionals.

A CEO or Founder will oversee strategic growth and partnerships. An operations manager will
coordinate vendor and logistics operations. IT managers and developers will maintain the
platform. Marketing professionals will drive digital campaigns and brand building. Vendor
onboarding executives will work at the district level. Customer support staff will handle order-
related queries. Accounts and compliance staff will ensure financial transparency and

regulatory adherence.

As the platform scales, additional regional coordinators and warehouse supervisors may be

required.

Supporting Table: Staffing & Cost

‘ Position No. Annual Cost (INR) ‘
‘ CEO 1 24,00,000 ‘
‘ Operations Manager 1 12,00,000 ‘
‘ IT Developers 3 36,00,000 ‘
‘ Marketing Team 4 40,00,000 ‘
‘ Vendor Executives 4 32,00,000 ‘
‘ Customer Support 4 24,00,000 ‘
‘ Accounts/Admin > 16,00,000 ‘
‘ Total Annual Salary 1.84 Crore ‘




The platform will partner with national logistics providers such as Delhivery, India Post, and

Blue Dart to ensure pan-India reach.

A hybrid logistics model will be adopted where vendors can either ship directly or route
products through a centralized warehouse. This reduces shipping costs and ensures timely

delivery even from remote hill districts.

Supporting Table: Logistics Model

‘ Model Advantage ‘
‘ Vendor Direct Shipping Low storage cost ‘
‘ Centralized Warehouse Quality control ‘
‘ Hybrid Model Balanced efficiency ‘

The project requires investment in technology development, branding, infrastructure setup,
manpower, and marketing. The fixed capital expenditure will primarily be allocated toward IT

infrastructure, office setup, warehouse establishment, and branding launch campaigns.

Working capital will cover salaries, digital marketing expenses, logistics advances, and
operational overheads for the first year. Break-even is expected within 2—-3 years, depending

on transaction growth.

Supporting Table: Project Cost Summary

‘ Component Amount (INR) ‘

‘ Fixed Capital 1.3 Crore ‘

‘ Working Capital 4.5 Crore \




‘ Component Amount (INR) ‘

‘ Total Project Cost 5.8 Crore ‘

Break-even expected by Year 3 based on projected transaction growth.

Revenue growth will depend on vendor onboarding, product diversification, customer
acquisition, and repeat purchase rates. Initial years may involve controlled losses due to
marketing investments. By Year 3, transaction volume is expected to increase significantly,

leading to operational profitability.

By Year 5, expansion into private label products and subscription models will improve margins.

By Year 10, export operations and brand licensing can create substantial revenue streams.

Supporting Table: 10-Year Projection

‘ Year Revenue (Crore) Net Profit (Crore) ‘

‘ 1 3 0.8 ‘

‘ 3 12 2.5 ‘

‘ 5 35 8 ‘
10 150+ 35

Revenue growth will depend on vendor scale, repeat purchases, and private label expansion.

The project emphasizes environmental and economic sustainability. Eco-friendly packaging
materials will be promoted. Local sourcing reduces carbon footprint. Vendor training enhances

long-term viability. Digital operations minimize physical paperwork.

The platform will encourage organic certification and sustainable harvesting practices,

ensuring mountain ecosystem protection.




Supporting Table: Sustainability Measures

‘ Initiative Impact ‘
‘ Eco Packaging Reduced plastic use ‘
‘ Local Sourcing Lower emissions ‘
‘ Vendor Training Long-term viability ‘
‘ Digital Operations Paperless management ‘

Key risks include logistics delays from hilly regions, inconsistent product quality, digital
illiteracy among vendors, and competition from larger marketplaces. These risks will be
mitigated through multi-logistics partnerships, quality SOPs, vendor training programs, and

niche branding strategies focusing exclusively on Uttarakhand authenticity.

Supporting Table: Risk Mitigation

‘ Risk Mitigation Strategy ‘
‘ Logistics delays Multi-partner network ‘
‘ Quality inconsistency SOP & audits ‘
‘ Vendor drop-out Incentives & training ‘
‘ Competition Niche branding ‘




3-Year Plan

The initial three years will focus on building a strong vendor base, achieving pan-India logistics
coverage, launching the mobile app, and achieving operational break-even. Brand awareness

campaigns will target metro cities.
5-Year Plan

The five-year strategy includes launching a private label brand, entering export markets,

opening offline experience kiosks in major cities, and expanding vendor base to 5,000+.
10-Year Plan

The ten-year roadmap envisions becoming a global marketplace for Himalayan products,
integrating Al-driven analytics, establishing export warehouses, and exploring IPO or strategic

acquisition opportunities.

Growth Flow Chart

Startup Phase (0-3 Years)

!
Brand Establishment & Break-even

l
Expansion Phase (3-5 Years)

!
Private Label & Export Entry

l
Scale Phase (5-10 Years)

!
National Brand Leadership & Global Expansion




Supporting Table: Milestone Plan

‘ Timeline Key Milestones ‘
‘ 3 Years 2,000 vendors, break-even ‘
‘ 5 Years 5,000 vendors, exports begin ‘
‘ 10 Years International operations, IPO possibility ‘

Uttarakhand possesses a highly diverse and region-specific production ecosystem driven by
agro-climatic variations, traditional knowledge systems, forest resources, and spiritual tourism.
Each district has developed specialization in particular product categories such as millets,
pulses, herbal products, woolens, fruit processing, handicrafts, and Ayurvedic goods. The
proposed Devbhoomi E-Mart platform will adopt a district-cluster-based vendor onboarding
strategy, targeting SHGs, FPOs, cooperatives, registered MSMEs, traditional artisans, women
entrepreneurs, and rural startups. By mapping district-wise product strengths and estimating
vendor density, the platform can design customized onboarding drives, quality standardization
workshops, and packaging improvement programs. This structured vendor clustering will
ensure product consistency, efficient logistics routing, and category-wise brand positioning at

the national level.

Supporting Table: District-wise Vendor Mapping in Uttarakhand

Estimated Vendor Growth

District Major Specialities|| Vendor Type Base (Initial Potential (5
Target) Years)
Bal Mithai,
' SHGs, Artisans,
Almora Woolens, Ringaal 300 700+
MSMEs

Crafts




Estimated Vendor Growth
District Major Specialities|| Vendor Type Base (Initial Potential (5
Target) Years)
Rajma, Mandua, || FPOs, Farmers,
Pithoragarh 400 900+
Millets Agri MSMEs
Herbal Products,
Herbal Collectors,
Chamoli Bichhu Booti, 250 600+
SHGs
Pulses
Red Rice, Farmer Groups,
Tehri Garhwal 200 500+
Traditional Grains Cooperatives
Forest Produce, || Tribal Producers,
Uttarkashi 180 450+
Herbal Spices SHGs
o Fruit Processing, || Food Processing
Nainital . 300 650+
Jams, Squashes Units
Ayurvedic &
Registered
Haridwar Panchgavya 350 800+
MSMEs
Products
Organic Foods,
Dehradun Startups, SMEs 250 700+
Startups, Wellness
Handloom & Wool
Bageshwar Women SHGs 150 400+
Products
Spiritual & Puja
Rudraprayag Small Traders 120 300+
Items
Spices, Minor Farmer
Champawat ) 150 350+
Forest Produce Collectives




Estimated Vendor Growth
District Major Specialities|| Vendor Type Base (Initial Potential (5
Target) Years)
Udham Singh [|Agro Processing & Industrial
‘ _ 200 500+
Nagar Packaging Units MSMEs
Traditional Foods, || SHGs & Rural
Pauri Garhwal 220 550+
Crafts Entrepreneurs

Total Estimated Initial Vendor Target: 3,070+

5-Year Potential Vendor Base: 7,000-8,000 Vendors

This district-wise structured vendor expansion strategy will enable the platform to achieve
balanced category diversification, ensure supply consistency, and create a strong statewide

brand identity for Uttarakhand products across India.

The sustainability plan of the Devbhoomi E-Mart platform is designed to promote long-term
environmental, economic, and social resilience within Uttarakhand’s mountain ecosystem. The
platform will prioritize eco-friendly and biodegradable packaging, encourage organic
certification and chemical-free production, and promote sustainable harvesting of forest
produce to prevent ecological degradation. By enabling local sourcing and decentralized
production, it reduces carbon footprint associated with long-distance supply chains while
strengthening village-level economies. Digital operations will minimize paperwork and
resource wastage, and vendor training programs will build awareness on quality standards,
waste management, and responsible production practices. Additionally, by ensuring fair pricing
and direct market access, the platform enhances income stability for rural producers,
discouraging migration and fostering sustainable livelihood generation within hill

communities.




The Uttarakhand Specialities E-Commerce Marketplace will generate both direct and indirect
employment across multiple layers of the value chain. Unlike a traditional trading business,
this platform creates a multiplier employment effect by integrating technology, rural production
clusters, logistics networks, packaging units, warehousing operations, digital marketing, and

customer support services.

Direct employment will be created at the platform headquarters in areas such as IT
development, operations management, vendor coordination, marketing, finance, quality
control, and customer service. Indirect employment will be generated at the vendor level
through increased production demand, packaging improvements, logistics handling, and local
aggregation centers. As transaction volumes grow, rural producers will expand production

capacity, thereby generating additional farm-level and artisan-level employment.

The employment impact is expected to increase significantly over 3, 5, and 10 years as vendor

onboarding scales and new product categories are introduced.
1. Direct Employment (Platform Level)

Supporting Table: Direct Employment Generation

Department Year 1 || Year3 || Year5 || Year 10 ‘

Management & Strategy 2 3 4

IT & Technology 4 8 15

Marketing & Branding 4 8 15

‘ Operations & Vendor Coordination 5 12 25
‘ Customer Support 4 10 25

il
30 ‘
60 ‘
40 ‘
80 ‘
‘ Accounts & Compliance 2 4 8 20 \




‘ Department Year 1 || Year 3 || Year 5 || Year 10 ‘
‘ Warehouse & Logistics Coordination 5 15 40 120 ‘
‘ Total Direct Jobs 26 60 132 |[ 356+

In the initial phase, approximately 25-30 skilled and semi-skilled professionals will be

required. By Year 5, expansion into multiple districts and warehousing hubs could generate

over 130 direct jobs. By Year 10, as national and export operations expand, the platform could

directly employ more than 350 professionals.

2. Indirect Employment (Vendor & Supply Chain Level)

Indirect employment will be significantly higher than direct employment because every

onboarded vendor typically supports 2—5 workers at the production level.

Supporting Table: Indirect Employment Generation

‘ Parameter Year 1 Year 3 Year 5 Year 10 ‘
‘ Active Vendors 500 2,000 5,000 10,000+ ‘
‘ Avg. Employment per Vendor 3 4 5 6 ‘
‘ Vendor-Level Jobs 1,500 |[ 8,000 |[ 25.000 |[ 60,000+ ‘
‘ Packaging & Aggregation Jobs 100 500 1,500 4,000 ‘
‘ Logistics Support Jobs 150 600 |[ 2,000 |[ 5.000 ‘
‘ Total Indirect Jobs 1,750 || 9,100 || 28,5500 |[ 69,000+ ‘

As vendor numbers increase, production demand rises, leading to expansion of farming,

processing, handicraft making, packaging, and local transport services. By Year 5, the platform

could support nearly 30,000 indirect livelihoods. By Year 10, employment impact could exceed

70,000 individuals across Uttarakhand.




3. Total Employment Impact

Supporting Table: Combined Employment Generation

Year Direct Jobs Indirect Jobs Total Employment Impact ‘
Year 1 26 1,750 1,776 ‘
Year 3 60 9,100 9,160 ‘
Year 5 132 28,500 28,632 ‘

Year 10 356+ 69,000+ 69,356+ ‘

Employment Impact Analysis

1. Women Empowerment: A significant percentage of SHGs and handicraft clusters in

Uttarakhand are women-led, ensuring gender-inclusive employment generation.

2. Reduced Migration: Increased rural income opportunities can reduce outward migration

from hill districts.

3. Skill Development: Digital literacy, packaging, branding, and quality control training will

enhance workforce skills.

4. Entrepreneurship Promotion: The platform encourages micro-entrepreneurs to formalize

and scale their businesses.

5. Youth Engagement: IT, marketing, and logistics roles will provide employment to

educated youth within the state.

The Uttarakhand Specialities E-Commerce Marketplace represents a comprehensive and
future-oriented digital enterprise that integrates technology, rural production systems, logistics

infrastructure, branding strategy, and inclusive economic development into a unified and




scalable model. It is technologically robust because it is built upon a secure, cloud-based, multi-
device digital architecture that supports real-time inventory management, vendor dashboards,
digital payments, customer relationship management systems, and data analytics for demand
forecasting. The integration of secure payment gateways, logistics APIs, automated order
processing, and performance tracking ensures operational transparency, traceability, and
scalability from the very first phase. The platform’s digital-first design enables it to expand
seamlessly across districts and product categories without heavy incremental infrastructure
costs, making it inherently adaptable to future technological advancements such as Al-driven
recommendations, predictive inventory systems, and data-driven marketing strategies.

From a financial perspective, the marketplace is structured on a diversified and resilient
revenue model comprising transaction commissions, vendor subscriptions, logistics margins,
private label branding, and promotional advertising. This multi-stream income approach
reduces dependency on a single revenue source and strengthens long-term financial
sustainability. The scalability of the digital marketplace ensures that as vendor onboarding
increases and transaction volumes grow, marginal operating costs decrease relative to revenue,
improving profitability over time. Break-even is achievable within a structured timeframe, and
long-term projections indicate strong potential for expansion into export markets, institutional
procurement, and even strategic partnerships or investment rounds. The platform therefore
offers both social return and commercial viability, making it attractive to private investors,

development agencies, and impact funds.

Social inclusivity is one of the strongest pillars of this project. The platform directly integrates
rural artisans, women self-help groups, farmer producer organizations, tribal communities, and
micro-entrepreneurs into formal digital markets. By providing structured onboarding, digital
literacy support, packaging guidance, and branding assistance, the initiative reduces barriers
that traditionally prevent rural producers from accessing national consumers. The direct market
linkage eliminates multiple layers of intermediaries, thereby increasing producer margins and
income stability. This increased income potential contributes to reducing distress migration
from hill districts, promoting local employment generation, and strengthening household-level
economic security. Over time, the platform can serve as a digital empowerment tool that

transforms traditional livelihoods into structured micro-enterprises.

Environmentally, the marketplace supports sustainable mountain development. By promoting
organic farming, traditional crop revival such as millets and pulses, sustainable forest produce

harvesting, and eco-friendly handicrafts, the platform aligns economic incentives with




ecological preservation. The encouragement of biodegradable packaging, decentralized
production systems, and local value addition reduces transportation emissions and supply chain
inefficiencies. Through vendor training and awareness initiatives, the platform can embed
sustainability standards into production practices, ensuring long-term ecological balance in

fragile Himalayan ecosystems.

Strategically, the project positions Uttarakhand not merely as a tourism destination but as a
recognized national brand for authentic Himalayan products. A unified “Devbhoomi Brand”
strengthens consumer trust, enhances product differentiation, and builds a distinct identity in
competitive marketplaces. Over time, the platform can evolve into an integrated ecosystem
encompassing export facilitation, private label manufacturing, subscription-based organic food

models, rural fulfillment centers, and even experiential retail outlets in metropolitan cities.

In the long term, the Uttarakhand Specialities E-Commerce Marketplace has the potential to
become a flagship digital enterprise representing the economic identity of the state. By
combining digital innovation, structured logistics networks, strategic branding, financial
scalability, and grassroots entrepreneurship, the platform can systematically transform local
products into nationally recognized and globally competitive brands. More importantly, it can
generate sustained employment, enhance rural income levels, foster women entrepreneurship,

and contribute significantly to the strengthening of Uttarakhand’s mountain economy for

Only a few machine manufacturers are mentioned in the profile, although
many machine manufacturers are available in the market. The addresses given
for machinery manufacturers have been taken from reliable sources, to the best
of knowledge and contacts. However, no responsibility is admitted, in case any
inadvertent error or incorrectness is noticed therein. Further the same have

been given by way of information only and do not imply any recommendation.




decades to come, ensuring inclusive growth that is both economically rewarding and

environmentally responsible.
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