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National Stock Exchange of India 
Limited 
“Exchange Plaza”  
Bandra – Kurla Complex, 
Bandra (E), Mumbai – 400 051 
NSE Code: GHCL 

 
BSE Limited 
Corporate Relationship Department, 
1st Floor, New Trading Ring, Rotunda Building,  P.J. 
Towers, 
Dalal Street, Fort, Mumbai – 400 001 
BSE Code: 500171 

 
Dear Sir/Madam, 
 
Sub: Filing of Published copy of Advertisement released for notice of 42nd  Annual 
General Meeting and Remote E-voting information. 
 
In continuation to earlier communication dated June 11, 2025 and June 25, 2025 related to 42nd   
AGM and pursuant to requirement of Listing Regulations read with other applicable provisions, 
if any, please find enclosed herewith copy of advertisement released in Business Line (English) 
dated June 27, 2025, The Economics Times (English) - Ahmedabad edition dated June 27, 
2025 and Financial Express (Gujarati) dated June 27, 2025. 
 
Please note that copy of this intimation is also available on the website of BSE Limited 
(www.bseindia.com/corporates), National Stock Exchange of India Limited 
(www.nseindia.com/corporates) and website of the Company (www.ghcl.co.in ). 
 
You are requested to kindly take note of the same. 
 
Thanking you 
 
Yours faithfully  
  
For GHCL Limited 

 

 

Bhuwneshwar Mishra 
Vice President-Sustainability & Company Secretary 
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Walmart Inc Global CEO
and President Doug McMil-
lon, who was on a visit to In-
dia, met with Prime Minister
Narendra Modi.

He discussed Walmart’s
growing operations in India,
which includes Flipkart,
PhonePe, Walmart Global
Tech and Walmart Sourcing. 

In a social media post on X
on Walmart Inc’s o�cial ac-
count, McMillon said,
“Thank you Honorable PM
@narendramodi for a valu-
able meeting. We are excited
by your vision and proud to
support by partnering to
achieve our $10 billion an-
nual exports goal and invest-
ing in innovation through
Flipkart & PhonePe. India re-
mains central to our
strategy.”

Steuart Walton, Board

Member of Walmart Inc, and
Kath McLay, President &
CEO, Walmart Interna-
tional, were part of the
senior leadership delegation
that met the Prime Minister.

INDIA PARTNERSHIP

“The conversation focused
on job creation, MSME em-
powerment, digital market
access for local manufactur-
ers, skilling and expanding

exports from India to global
markets. Walmart reiterated
its long-term commitment
to India’s growth story,” the
company said.

During his remarks at an
event in New Delhi on Tues-
day, McMillon had said that
the company has a long-
standing relationship with
India. 

“We see the growth in In-
dia. We see entrepreneur-

ship happening here. We get
to do business all over the
world, and it’s rare to have
such a big economy growing
so fast and creating so much
opportunity for so many, and
we want to be part of that
process.... to strengthen the
country, to serve its citizens
and to demonstrate that
we’re a trusted partner
across all these broad dimen-
sions, and hopefully, many
more into the future,” he
added.

Walmart CEO meets PM, iterates
$10 billion India sourcing goal
FOCUS AREAS. Job creation, MSME empowerment and skilling among topics discussed

Meenakshi Verma Ambwani
New Delhi

GROWING PARTNERSHIP. Prime Minister Narendra Modi
with (from left) Kath McLay, President & CEO, Walmart
International; Doug McMillon, President & CEO, Walmart Inc;
and Steuart Walton, Board Member

‘It’s rare to have
such a big
economy
growing so fast
and creating so
much opportunity
for so many, and
we want to be part
of that process’ Ericsson sets up ASIC unit

in Bengaluru 

New Delhi: Ericsson said it has
set up a dedicated
application-specific integrated
circuit (ASIC) development
unit in Bengaluru, expanding its
R&D presence, and plans to
add more than 150 positions.
Ericsson India MD Nitin Bansal
said expanding ASIC R&D in
India will allow the firm to
leverage the local technology
competence in the country and
enhance its capabilities in
semiconductor design. PTI

QUICKLY.

Hitachi Energy India bags
PGCIL transformer order 

New Delhi: Hitachi Energy India
said on Thursday that it has
received a bulk order from the
Power Grid Corporation of
India (PGCIL) to supply 30 units
of 765-kilovolt 500 megavolt-
ampere single-phase
transformers. The UHV AC 765
kV transformer enhances the
grid’s security, reliability and
e�ciency, helping to meet
increasing energy demands. OUR

BUREAU

Panasonic Life Solutions In-
dia said it plans to discon-
tinue its washing machine
and refrigerator categories
in line with global restruc-
turing and evolving market
dynamics. Sources said that
the company plans to liquid-
ate stocks in these two cat-
egories by the end of the
fiscal year.

The company will con-
tinue to have presence in
other consumer categories,
including residential and
commercial air-condition-
ers, LED TVs, microwaves
and electrical products, be-
sides a large B2B business in
the country.

LOW GROWTH 

This decision comes as the
Japanese products major has
been recording loss in sales
and profits in the washing
machine and refrigerator
categories for the past six
years and held a very low
market share.

“In line with our global

strategy and evolving market
dynamics, Panasonic in India
is rebuilding operations to
focus on future-ready
growth segments such as
Home Automation, Heating
Ventilation & Cooling
(HVAC), B2B solutions,
Electricals and Energy Solu-
tion, among others. As a part
of this growth strategy, we
will focus on HVAC – com-
mercial and residential, in
Panasonic Consumer Busi-
ness category and discon-
tinuing washing machines
and refrigerators categor-
ies,” a company spokesper-
son said.

In May, Panasonic Hold-
ings Group CEO Yuki
Kusumi had announced that

the company will be under-
taking large scale structural
reforms while expressing
concerns around low
growth.

“Panasonic will support
dealers in inventory liquida-
tion and continue providing
full customer service, includ-
ing parts and warranty cov-
erage,” the company added.

“ We recognise that our ef-
ficiency enhancement drive
and evolving business model
have led to certain roles get-
ting restructured. This is dif-
ficult but a necessary step,
and we deeply appreciate the
contributions of our im-
pacted employees,” the com-
pany spokesperson added.

It remains to be ascer-
tained the impact it will have
on company employees.
Globally, Panasonic had an-
nounced a decision to reduce
the workforce by 10,000
people groupwide in May.

“We are fully committed
to supporting them through
this transition and are act-
ively providing necessary as-
sistance to ensure they are
equipped for their next op-
portunity,” it said.

Panasonic India to discontinue washing
machine, refrigerator categories 
Meenakshi Verma Ambwani
New Delhi

FMCG major DS Group’s
Pulse has become a ₹750
crore candy brand in FY25,
making the company one of
the fastest growing confec-
tionery players in the coun-
try. The company expects
the brand to grow its sales to
₹1,000 crore in the next two
years.

The company next aims
to extend the brand across
multi-formats as well as in
adjacent categories, besides
expanding the brand’s pres-
ence in international
territories.

Overall, DS Group closed
FY25 with revenue of
₹10,000 crore. 

Rajiv Kumar, Vice-Chair-

man, DS Group, told busi-

nessline, “Over the last three
fiscal years, Pulse candy re-
corded a CAGR growth of 15
per cent, outpacing the in-
dustry growth rate. The
hard-boiled candy segment
has been growing at 9 per
cent. Market data estimates
suggest that Pulse has a
strong market share of 19 per

cent in the hard-boiled candy
segment, which is intens-
ively competitive and
fragmented.”

INDIAN PALATE 

“Indian consumers prefer
ethnic as well as mango-
based flavours. We have suc-
cessfully leveraged on their
preference for raw mango

and tangy flavours and that
has helped the brand gain sa-
lience among not only chil-
dren but also adult con-
sumers,” he added.

Pulse candy is currently
distributed through 35 lakh
outlets, and the company
sees huge headroom for
growth in terms of distribu-
tion coverage. 

“We now aim to evolve it
into a multi-format and
multi-occasion o�ering. We
will emphasise on catering to
younger consumers while
also catering to mature con-
sumers with health-con-
scious o�erings such as
Pulse Sugar Free.”

“We plan to strategically
extend the brand into adja-
cent product categories and
explore new formats while
capitalising on regional fla-

vours,” Kumar said.
The Pulse portfolio now

also consists of guava, or-
ange, pineapple and litchi,
besides soft chewy format in
‘imli’ flavour. It is also avail-
able in ‘Shots’ format. Re-
cently, Pulse also featured in
an IIM-Ahmedabad market-
ing excellence case study.

GLOBAL EXPANSION 

Talking about the brand’s in-
ternational expansion, Ku-
mar said, “As part of our
phased expansion strategy
for the brand, we are initially
focusing on select high-po-
tential regions.”

“In the current phase, our
priority markets include the
US, Canada and key Asian
countries including Nepal,
Bhutan and Myanmar,” he
added.

Meenakshi Verma Ambwani
New Delhi

DS Group to expand ‘Pulse’ candy into new categories, countries 

We now aim to
evolve it into a
multi-format and
multi-occasion
offering
RAJIV KUMAR

Vice-Chairman, DS Group

Retailers in the country
garnered 7 per cent growth
in sales in May this year com-
pared to same period last
year, according to a recent
survey by the Retailers Asso-
ciation of India (RAI). It
shows that the retail sector is
gaining momentum and was
led by categories such as
Quick Service Restaurants
(QSR) and consumer dur-
ables. This growth was se-
quentially higher than the 4
per cent growth seen in April
2025 vs April 2024.

“After several months of
moderate growth of around
4 to 5 per cent, retail busi-

nesses are beginning to show
signs of accelerated growth,
with sales in May 2025 grow-
ing 7 per cent,” said Kumar
Rajagopalan, CEO of RAI.
“This uptick suggests im-
proving consumer senti-
ment, particularly in discre-
tionary categories. The
outlook for the upcoming
festival season appears op-
timistic,” he added. 

South India recorded the

highest y-o-y growth at 9 per
cent. West India recorded a 7
per cent rise, followed by
North and East India with
growth of 6 per cent and 4
per cent respectively.

QSR led with 10 per cent
growth in May this year com-
pared to the same month last
year. Consumer durables &
electronics and furniture
segments each grew 8 per
cent. Apparel and clothing
sales were up 7 per cent, jew-
ellery sales were up 7 per
cent during this period.
Beauty and wellness and
food and grocery sales were
up 6 per cent each. Sports
goods and footwear categor-
ies were up 5 per cent in May
this year compared to same
period last year. 

Retailers see 7% year-on-year 
growth in sales in May: RAI survey 
Meenakshi Verma Ambwani
New Delhi

Biopharmaceutical major As-
traZeneca has expanded its
GCC in Bengaluru with a
new facility on an invest-
ment of ₹166 crore. The fa-
cility will accommodate
nearly 1,300 employees, in-
cluding the addition of 400
jobs. This marks its second
major investment in India
within a year. The company’s
India operations, under As-
traZeneca India Private Ltd,
now employs close to 4,000
people.

“This Global Hub in Ban-
galore is a strategic invest-
ment that will play a vital
role in advancing As-
traZeneca’s bold ambition to
deliver 20 new medicines by
2030,” said Jackie Crockford,
Vice-President, Global Busi-
ness Services, AstraZeneca.

“This hub enhances our
R&D capabilities by connect-
ing us with India’s excep-
tional scientific and techno-
logical expertise,” said
Magnus Nord, Vice-Presid-
ent, Global Patient Safety
BioPharma, AstraZeneca.

“This expansion aligns
with our vision to create
high-value employment op-
portunities while fostering
innovation in critical sec-
tors,” said Dinesh Gundu
Rao, Minister for Health &
Family Welfare, Govern-
ment of Karnataka. 

AstraZeneca
expands its GCC
in Bengaluru

Our Bureau
Bengaluru

Singapore-based multina-
tional CapitaLand-backed
Ascendas Firstspace is gear-
ing to raise over $300 million
for its third industrial and lo-
gistics real estate fund. 

The proposed fund will
see participation from a con-
sortium of limited partners
(LPs), including Singapore’s
Temasek Holdings, sover-
eign wealth funds and over-
seas pension funds, accord-

ing to sources familiar with
the development.

Discussions are underway;
details of the third fund are
expected to be finalised over
the next six to 12 months. In-
vestments will primarily fo-
cus on greenfield logistics
and industrial infrastructure
development in India. Tem-
asek has been a partner in
two previous funds of Ascen-
das Firstspace — Fund I and
Fund II — each being of $300
million, and in various stages
of deployment. It could be

amongst the probables,
those in the know said.

According to Aloke
Bhuniya, CEO, Ascendas
Firstspace Development
Management, discussions
are underway, and “Fund III
would be larger than the pre-
vious two funds”. Talks are
on with “some limited part-
ners”, and “details would be
finalised soon.”

LIMITED PARTNERS

“Talks are on with some pen-
sion funds, sovereign wealth

funds, limited partners and
some of the older investors
too,” he told businessline. 

He did not mention if
Temasek would invest or on
the fund size. 

“We would primarily look
at greenfield projects in the
logistics and industrial seg-
ment that include warehous-
ing projects. However, we
are not ruling out the prob-
ability of taking up ready as-
sets (or acquisitions in the
space),” Bhuniya said, indic-
ating that there remains a

lack of investible institu-
tional stocks in the segment. 

Research firm Knight-
Frank said PE investments
into real estate declined 41
per cent year-on-year in H1
2025, driven by tighter global
capital conditions, muted
risk appetite and lack of large
transactions. Warehousing
(investments) dropped to
just $50 m, falling behind all
segments for the first time
since 2018. This reversal of
warehousing’s dominance (it
drew $1.53 b in H1 2024) sig-

nals lack of institutional-
grade stock at scale, it said.
Asia-based investors gained
share, supported by lower
home market yields and
more flexible return
expectations.

According to Bhuniya, the
first two funds — Fund I and
Fund II — have mostly opted
for greenfield development
because of higher rate of re-
turns coming from such pro-
jects as compared to acquisi-
tions or takeover of ready
assets. 

Ascendas Firstspace plans over $300 m third fund, Temasek likely to join 
Abhishek Law
New Delhi

Beauty and fashion retailer
Nykaa expects its future
growth to be powered by de-
mand from Gen Z con-
sumers, who are driving the
$2 trillion consumption op-
portunity over the next 10
years. In its investor day
presentation, Nykaa said it
expected its beauty business
to grow in the mid-20s over
the next five years, riding on
digital discovery, the rising
tide of premium brands and
its omnichannel distribution
strategy. 

The gross merchandise
value of Nykaa Cosmetics is
seen reaching ₹6,000 crore
by FY30, growing at 30 per
cent annually. This business
tripled over the last six years
and has served over 8 million
customers. 

MAKING INROADS

In the next five years, the tar-
get is to grow Nykaa Fashion
3-4 times and achieve a
steady 10 per cent EBITDA
margin. Nykaa Fashion,
which reported GMV of
₹3,800 crore last fiscal year,
has set its sights on becom-
ing profitable and the path-
way to that is through an in-
crease in platform size,
repeat user engagement and
premium brand expansion. 

Nykaa’s Superstores are
making inroads into the hin-

terland with plans to expand
to over 20,000 pin codes and
have a presence in 3,200 cit-
ies from current 1,100. Su-
perstores had a GMV of ₹940
crore last year.

The retailer said it has out-
paced the country’s e-com-
merce growth trajectory,
growing at 42 per cent over
the last five years compared
to the e-commerce growth of
20 per cent. It ended FY25
with a GMV of ₹15,600 crore,
most of which was contrib-
uted by the beauty business
at ₹11,800 crore.

House of Nykaa, which
consists of a portfolio of
celebrity-led brands, repor-
ted ₹2,100 crore in GMV and
five brands crossed the ₹100
crore mark, of which three
were above ₹200 crore. It
notched up GMV of ₹1,700
crore and is expected to
reach ₹6,000 crore by FY30.

Gen Z customers are
already driving growth for
key lifestyle categories and
direct spending by them will
further boost growth in
these segments, Nykaa said
in its presentation.

Gen Z to power Nykaa’s
growth in beauty, fashion 
Our Bureau
Mumbai
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‡¼¡¼Â ½yÿ°Â, t¼¼.26

yÌ£¼‡¼Â �¼]†¼¼‡¼Â ½yÿ°Â Q¼¼t¼Ì ¬¼¼Ì‡¼ÆZ
Š¼œ½t¼ 10 S¼œ¼û¼ —½Š¼ü¼¼ 98,600@¼Ì
ü¼x¼¼¡¼t¼ �¶¼ÆZ °t¼ÆZ, t¼Ìû¼ @¼¼Ìÿ¼ C¾‡mü¼¼ ¬¼�¼ö
@¼Ì¬¼¼Ì½¬¼@¼Ì£¼‡¼Ì ]r¼¼¡ü¼ÆZ °t¼ÆZ. ̀ ü¼¼�Ì 99.5

hK¼ £¼Æ~ ¬¼¼Ì‡¼ÆZ Š¼œ½t¼ 10 S¼œ¼û¼ —½Š¼ü¼¼
98,050 Š¼� ù¼Z†¼ �¶¼ÆZ °t¼ÆZ. [¼¼ZyÂ Š¼œ½t¼
½Kÿ¼¼Ì —½Š¼ü¼¼ 1,03,100 Š¼� ü¼x¼¼¡¼t¼
�°Â °t¼Â. ¡¼Ð½§¼K ¬t¼Ì� °¼]� ¬¼¼Ì‡¼ÆZ ‡¼_¡¼ÆZ
¡¼†¼Â‡¼Ì 3,334.41 m¼Ìÿ¼� Š¼œ½t¼ @¼¼Ñ£¼
ù¼¼Ìÿ¼¼t¼ÆZ °t¼ÆZ. û¼ZS¼º¼¡¼¼�Ì ¬¼¼Ì‡¼¼û¼¼Z ‡¼_¡¼¼Ì
¡¼†¼¼�¼Ì x¼ü¼¼Ì °t¼¼Ì. ̀ ü¼¼�Ì m¼Ìÿ¼� C‡mÌL¬¼

97‡¼¼ û¼¼[¼™ 2022‡¼¼ t¼½º¼ü¼Ì Š¼°¼Í[ü¼¼Ì
°t¼¼Ì. @¼¼ T¼h¼m¼Ì ½‡¼�¼£¼¼]‡¼K ü¼Æ@¼Ì¬¼
@¼¼½x¼™K mÌh¼, yÌ£¼ @¼‡¼Ì @¼¼½x¼™K ¬¡¼¼¬xü¼
@¼ZS¼Ì‡¼Â ¿[¼t¼¼@¼¼Ì @¼‡¼Ì ¬¼Zú¼½¡¼t¼ y� T¼h¼m¼
@¼ZS¼Ì ¡¼†¼t¼Â @¼hKº¼¼Ì‡¼Ì K¼�r¼Ì x¼ü¼¼Ì °t¼¼Ì. 

@¼Ì[¼mÂ@¼Ìö¬¼Â ½¬¼Lü¼Æ½�hÂd‡¼¼
K¼Ìû¼¼Ì½mhÂ‡¼¼ ¡¼½�W ½¡¼£ÿ¼Ì©¼K ¬¼¼Ð½û¼ÿ¼

S¼¼Z†¼Â@¼Ì ]r¼¼¡ü¼ÆZ °t¼ÆZ KÌ, ¡¼†¼t¼Â ]t¼Â
�¼]K¼Ì©¼Âü¼ ½[¼Zt¼¼@¼¼Ì@¼Ì Š¼r¼ ½KZû¼t¼Â †¼¼t¼Æ@¼¼Ì
û¼¼hÌ hÌK¼Ì @¼¼Š¼t¼Â ¡¼Q¼t¼Ì ü¼Æ@¼Ì¬¼ m¼Ìÿ¼� Š¼�

ú¼¼� û¼ÈLü¼¼Ì °t¼¼Ì. @¼¼ y�½û¼ü¼¼‡¼ C�¼‡¼ @¼‡¼Ì
Cd�¼ü¼ÿ¼ ¡¼[[¼Ì ü¼Æ~ ½¡¼�¼û¼‡¼Â ̂ °Ì�¼t¼ x¼t¼¼
¬¼¼Ì‡¼¼û¼¼Z T¼h¼m¼Ì ̂ Ì¡¼¼ û¼ºü¼¼Ì °t¼¼Ì. °¡¼Ì ü¼Æ@¼Ì¬¼

@¼¼½x¼™K @¼¼ZKm¼ ù¼Æ½ÿ¼ü¼‡¼‡¼Â ½KZû¼t¼‡¼Ì @¼¬¼�
K�Â £¼KÌ \Ì. ̀ ü¼¼�Ì ü¼Æ@¼Ì¬¼ m¼Ìÿ¼�û¼¼Z û¼Zy
¡¼ÿ¼r¼ ̂ Ì¡¼¼ û¼ºü¼ÆZ °t¼ÆZ, t¼Ìû¼ S¼¼Z†¼Â@¼Ì ]r¼¼¡ü¼ÆZ

°t¼ÆZ. @¼û¼Ì½�K‡¼ @¼x¼™t¼Zw¼‡¼¼ ¬¡¼¼¬xü¼ ½¡¼£¼Ì ¡¼†¼Æ
û¼¼½°t¼Â û¼Ìº¼¡¼¡¼¼ û¼¼hÌ ù¼^�‡¼¼
¬¼°ú¼¼S¼Â@¼¼Ì ü¼Æ@¼Ì¬¼ û¼ÌO¼ÌCK¼Ì‡¼¼Ì½û¼K mÌh¼,

]Ìû¼¼Z ü¼Æ@¼Ì¬¼ _mÂŠ¼Â, hK¼E û¼¼ÿ¼‡¼¼ @¼¼Ìm™�
@¼‡¼Ì Š¼œ¼�Z½ú¼K ù¼Ì�¼Ì]S¼¼�Â‡¼¼ y¼¡¼¼@¼¼Ì‡¼¼Ì
¬¼û¼¼¡¼Ì£¼ x¼¼ü¼ \Ì.

@¼û¼y¼¡¼¼y, £¼ÆO¡¼¼�,  t¼¼. 27 ]È‡¼, 2025    ö¼ü¼‡¼¼½‡¬¼ü¼ÿ¼ @¼ÌL¬¼Š¼œÌ¬¼ 3

¬¼¼Ì‡¼ÆZ Š¼œ½t¼ 10 S¼œ¼û¼ —.98,600 @¼‡¼Ì [¼¼ZyÂ —½Š¼ü¼¼ 1,03,100 Š¼� ü¼x¼¼¡¼t¼ 
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