
 

PARADEEP PHOSPHATES LIMITED 
CIN No.: L24129OR1981PLC001020 
Corporate Office: Adventz Center, 3rd Floor, No. 28, Union Street, Off Cubbon Road, Bengaluru- 560001 
Tel: + 91 80 46812500/555   Email: info-ppl@adventz.com 
Registered office: Bayan Bhawan, Pandit J N Marg, Bhubaneswar - 751001 
Tel: +0674 666 6100 Fax: +0674 2392631 
www.paradeepphosphates.com 

 

                                                                  August 21, 2025 

 

The Manager – Listing   The Manager - Listing 

BSE Limited     National Stock Exchange of India Limited 
Phiroze Jeejeebhoy Towers   Exchange Plaza, Bandra Kurla Complex 
Dalal Street     Bandra (E) 
MUMBAI – 400 001    MUMBAI – 400 051 
 

Dear Sir/Madam, 
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Pursuant to Regulation 47 of SEBI (Listing Obligations & Disclosure Requirements) 
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Indian Immunologicals
pledges anti-rabies vaccine 

Mumbai: Indian Immunologicals,
the world’s largest
manufacturer of rabies vaccines,
has pledged 5 lakh doses of
veterinary anti-rabies vaccines
under its Corporate Social
Responsibility programme for
the vaccination of free roaming
dogs, the company said. The
national anti-rabies vaccination
drive recognises the critical link
between animal health, human
health, and community
well-being, it said. 
IIL is a wholly owned subsidiary
of the National Dairy
Development Board, and has a
portfolio of animal and human
vaccines. OUR BUREAU

QUICKLY.

Natco Pharma introduces
generic Bosentan in the US 

Hyderabad: Natco Pharma
launched Bosentan tablets for
oral suspension in the US with
Lupin as its marketing partner.
The Hyderabad-based firm
received approval from USFDA
and holds exclusive first-to-file
status for this product, and will
have 180-day generic drug
exclusivity. Bosentan tablets for
oral suspension, 32 mg, are
bioequivalent to Tracleer tablets
for oral suspension of Actelion
Pharmaceuticals US, Inc. 
They are indicated for
the treatment of pulmonary
arterial hypertension in
pediatric patients aged 3 and
older with idiopathic or
congenital PAH, to improve
pulmonary vascular resistance
(PVR). OUR BUREAU

IndiGo will invest in air-
craft and network expan-
sion, increasing the share of
owned or finance-leased
planes to 30-40 per cent of
the total by 2030. This
was disclosed by the airline’s
leadership at its annual gen-
eral meeting on Wednesday.

Now, IndiGo has 416 air-
craft, and 69 of them (16.5
per cent) are owned or fin-
ance-leased. The share of
owned/finance-leased air-
craft has doubled in a year
(from 8 per cent in June
2024); it is set to grow
further. 

“We are increasing our
fleet. We have an order back-
log of 920 aircraft. We estim-
ate that around 30-40 per
cent of our 600-aircraft fleet
by 2030 will be owned or fin-
ance-leased,” said Gaurav
Negi, IndiGo’s Chief Finan-

cial O�cer. This would help
in e�cient use of capital,
minimising supply chain
risks and long-term cost sav-
ings. In a finance lease, own-
ership of an aircraft is trans-
ferred to another airline (on
repayment of debt) whereas
a dry leased plane returns to
a lessor on expiry of term. 

FY25 NET PROFIT

Negi was responding to
shareholder queries on cap-
ital allocation and payout of
higher dividend. IndiGo
made a net profit of ₹7,258
crore in FY25 and ended the
fiscal with free cash of
₹33,150 crore. While the
company announced a di-
vidend of ₹10 per share in
May, equity holders sought
higher payout.

Negi said the airline’s
strategy is to invest as much
as possible in growth pro-
jects to sustain long-term
value. He added the airline is
making investments towards

strengthening capabilities
and enhancing customer ex-
perience. It is also building
complementary businesses
such as maintenance repair
overhaul units, cargo, loyalty
programmes and so on.

Earlier this month, IndiGo
began construction of an
MRO in Bengaluru. While
the exact sum has not been

finalised, Chief Executive
O�cer Pieter Elbers said the
airline expects to invest
around ₹1,000 crore over the
next two years in building
the maintenance facility. The
initial focus will be mainten-
ance of IndiGo’s fleet. El-
bers, however, did not rule
out the possibility of carry-
ing out maintenance work

for other airlines in future.
With one aircraft delivery

each week till 2035, IndiGo
is exceptionally well posi-
tioned to tap the travel de-
mand in India, Elbers said.
The market share of Indian
carriers on international
routes is low and IndiGo sees
an opportunity to grow it
with expansion in Europe
and other markets, he added.

ONLINE BOOKINGS

Around one-third of airline’s
bookings are made via its
website and online travel
platforms. 

Elbers further said the air-
line is working to improve di-
gital experience for its cus-
tomers and this would allow
it to grow ancillary sales. The
airline has also seen pos-
itive response to its business
class product; IndiGo
Stretch and its loyalty pro-
gramme attracted over four
million members in less than
a year, he added.

IndiGo to buy more aircraft,
invest around ₹1,000 cr in MRO 
SPREADING WINGS. With one aircraft delivery a week till 2035, airline well positioned to tap demand: CEO Elbers

Aneesh Phadnis
Mumbai

GROWTH PIVOT. Earlier this month, IndiGo began
construction of an MRO in Bengaluru PTI 

India’s wearables market is
shrinking in shipment
volumes, but the trend
points to transition rather
than decline. The first wave
of low-cost devices failed to
retain buyers due to poor ac-
curacy and reliability, lead-
ing to weaker repeat de-
mand, retailers said.

This dented repeat de-
mand, but the consumers re-
turning to the category today
are seeking better-quality
products. Interestingly,
while smartwatches are los-
ing steam, fresh traction in
smart glasses, wristbands,
and premium audio suggests
new consumer demand
drivers are emerging. Much
like laptops, phones, and
TVs, wearables appear to be
shifting from mass adoption
to value-driven upgrades as
the market matures.

Retailers are con-
firming this shift. “Demand
has gone down overall, but
the buyers who are coming
back now are asking for bet-
ter products,” said Gaurav
Pahwa, Director, Lotus Elec-
tronics. He added that the
average selling price has
nearly doubled, from around
₹2,000–2,500 a year ago to
₹4,500–5,000 today, as con-
sumers realise the limita-
tions of basic models and are
willing to pay more for ad-
vanced features.

LONGEVITY

Preeti, a Bengaluru-based
communications profes-
sional, said her smart ring
initially excited her but failed
to keep her engaged: “It
stopped giving me new in-
sights, so I eventually lost in-
terest and stopped wearing
it.” 

Retailers say such experi-
ences are pushing con-
sumers to look beyond
entry-level models and in-
vest in devices that o�er

richer functionality and
longevity. Industry data sup-
port this shift. According to
IDC, smart rings rebounded
after their first-ever decline,
recording a modest 2.8 per
cent year-on-year growth in
Q2 2025 with 75,000 units
shipped. Smart glasses saw a
sharp jump, surging from
4,000 units a year ago to
50,000, helped by new
launches from Meta and
Lenskart. Wristbands too
staged a comeback, with
shipments up 118.5 per cent
y-o-y to 83,000 units, driven
almost entirely by the uptake
of Samsung’s Galaxy Fit3.

Industry players say this
reflects a maturing category.
Amit Khatri, Co-founder of
Noise, explained: “After a
period of hypergrowth, some
correction is natural. What
matters is the structural
shift — wearables have
evolved from being a ‘nice-
to-have’ to a ‘must-have’ in
people’s daily lives. It’s less
about fatigue and more
about normalisation and
evolution.”

As prices rise, bundles that
once helped the category
take o� are losing relevance.
“Earlier, earphones bundled
with smartphones gave a
push, but today even Tier-2
and Tier-3 consumers are far
more aware. They care about
a�ordability, design, and fea-
tures, and they’re making
conscious choices instead of
accepting whatever comes
bundled,” said Varun Gupta,
Co-founder, GOBOULT.

Wearables market shifts
from mass adoption to
value-driven upgrades 

Aishwarya Kumar
Bengaluru

Tata Motors has returned to
South Africa’s passenger
vehicles market after a six-
year absence, launching
three ranges of SUVs and an
entry-level compact hatch-
back to take on Chinese
competitors.

Growing demand for
budget-friendly cars is luring
global automakers to o�er
consumers more options, in
a shift that spotlights rising
reliance on low-cost imports
from India and China, but
puts a question-mark on fu-
ture domestic production.

“Our aspiration, as part of
our mid-term plan, is to be
one of the top five passenger
vehicles in South Africa, with
a 6 per cent to 8 per cent mar-
ket share,” Thato Magasa,
the new Country Head for

Tata Motor Passenger
Vehicles (TMPV) said at
Tuesday’s launch.

Tata unveiled the Punch
compact sports utility
vehicle (SUV), the Curvv
coupe-inspired SUV, the

compact hatchback Tiago
and its flagship premium
SUV Harrier, all combustion
engine cars that go on sale
from September.

Its return pits Tata against
a rising tide of Chinese auto-
makers such as Chery Group,
BYD, Beijing Automotive and
GWM, which have o�ered
competitively priced
vehicles with di�erent
powertrains in recent years.

Tata exited the passenger
vehicles market in 2019 after
selling brands such as its In-
dica hatchback, some of
which were a�ordable but
drew mixed reactions from
consumers who opted for
rivals.

It retained commercial
vehicle operations in South
Africa, however. “We have
listened, we have learned,
and we have tailored our of-
fering to meet South Africa’s
needs,” Shailesh Chandra,
Managing Director for
TMPV and electric mobility,
said at the event. 

SECOND PHASE

In the second phase of its re-
entry, Tata Motors plans to
bring its Nexon and Sierra
SUV models to the South
African market, operating
through 40 dealerships na-
tionwide, with plans to ex-
pand to 60 by 2026, Magasa
added.

Reuters
Johannesburg

Tata Motors returns to South Africa after 6 years 
Its return pits
Tata against a
rising tide of
Chinese
automakers such
as Chery Group,
BYD, Beijing
Automotive and
GWM

OpenAI’s ChatGPT Go re-
flects the rising demand for
AI in India, which remains
the largest unrestricted mar-
ket for global internet com-
panies. Yet, transparency
around how AI firms collect,
store, and monetise user
data in the country is still
limited. 

In the absence of AI-spe-
cific data protection laws,
privacy experts observe that
consumers remain vulner-
able to potential misuse until
upcoming regulations seek
to mandate secure storage
and processing of sensitive
personal data within India.

On Tuesday, OpenAI an-
nounced ChatGPT Go, a
new, low-cost subscription
plan that provides expanded
access to ChatGPT’s most
popular features for ₹399 a
month. This subscription is
initially available in India
only. 

THE TIMING 

Ankush Tiwari, Founder and
CEO of cybersecurity com-
pany pi-Labs, questioned the
timing of this launch, adding
that AI queries in India do
not cost less: “This makes
one think why a business en-
tity subsidises the price for a
specific market? Is it to sty-
mie the surging free down-
loads of Perplexity Pro, to
not miss out on the largest
liberal democracy in the
world, or acquire user data to
target them in the future?”

While the reason can be
attributed to the Indian mar-
ket emerging as a battle-
ground for AI start-ups due
to the number of potential
users in a country of over
1.40 billion, a platform shift
is also occurring in the inter-
net business model, driven
by AI. 

Over the past few years,
online search behaviour has
gradually shifted to AI, with
users moving away from web
links. This is apparent from
Google’s introduction of AI
Overviews last year. “Histor-

ically, free web search
o�ered by search engines
was subsidised by targeted
ads that relied on personal-
ised user information
gathered by identifying in-
tent from search, cache, and
cookies to display custom-
ised feeds that generated
clicks. Privacy was the price
paid by users. After the ad-
vent of AI, LLMs like Chat-
GPT, Grok, Gemini, and Per-
plexity are scrambling for a
piece of your data to replic-
ate Google’s Advertising rev-
enue success in the AI
space,” Tiwari explained.

MARKET ACCESS

Unlike countries like China
or Russia, India is the biggest
unrestricted market for ma-
jor internet companies. In
the long term, he said, Chat-
GPT can recoup its billions
of dollars of subsidy by gen-
erating revenues using the
data mined. 

A sustainable business
model will thus mean violat-
ing privacy and utilising per-
sonal data to create custom-
ised, targeted ads. 

Transparency from AI
companies regarding their
collection, storage, and mon-
etisation of data from Indian
subscribers varies widely. 

While most providers now
publish privacy notices as
mandated by law, giving ba-
sic information on what data
is collected and stored, along
with why it’s being used, de-
tails about monetisation,
such as how platforms profit
from behavioural data or
profiling, and information
shared with third parties, are
still limited. 

According to Pawan
Prabhat, Co-founder of

Shorthills AI, India’s regulat-
ory framework for managing
AI-related privacy and sur-
veillance risks is evolving but
is not fully equipped to
handle the complex chal-
lenges brought by global AI
companies. 

AI-SPECIFIC SAFETY

The absence of an AI-specific
data protection legislation
leaves Indian consumers ex-
posed to the misuse of data. 

AI platforms may gather
and process an array of per-
sonal and behavioural data,
often for profiling, targeting,
or potentially discriminatory
uses. 

“While the Digital Per-
sonal Data Protection
(DPDP) Act, 2023, intro-
duces safeguards around
user consent, data purpose
limitations, and basic pri-
vacy rights, it stops short of
addressing issues unique to
AI, including algorithmic
transparency, bias, and auto-
mated decision-making. In-
dia is moving in the right dir-
ection, but compared to
mature regulatory ecosys-
tems like the EU, further de-
velopment is needed,” he
said. 

INFORMED CONSENT

On the other hand, Vaibhav
Velhankar, CTO, Segu-
mento, noted that while ex-
clusive AI subscription plans
o�er enhanced capabilities,
they also carry a heightened
obligation to protect sensit-
ive user data. The DPDP Act,
the IT Act 2000, and provi-
sions around Sensitive Per-
sonal Data or Information
(SPDI) also mandate that
data must be collected with
informed consent, used
strictly for its intended pur-
pose, and never shared
without explicit user ap-
proval. 

Upcoming regulations are
designed to ensure sensitive
and critical personal data is
securely stored and pro-
cessed within the country. By
aligning with these, AI firms
can not only meet legal oblig-
ations but also build
stronger trust with Indian
consumers and regulators.

Sanjana B
Bengaluru

ChatGPT Go: A fine line between
affordability and data privacy 
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Directorate of 
Higher Secondary Education, Odisha

SAMS e-Admission (Vacant Seat) Schedule 2025-26 (Phase-ll)

For more details, please contact Sanjog Helpline (Toll Free) Number 155335, 1800-345-6770

[iòKêýeòUú A<ùeÁ (G^þù`ûiðùc<) eêfè -2002 @«MðZ eêfþ 8(1)]
^òcÜ ÊûleKûeú dê^òd^þ aýûu @`þ AŠò@û, Gi¨Gc¨@ûAUò PŠò_\e gûLûe lcZû_âû¯ @]ôKûeúu \ßûeû iòKêýeòUûAùRi^þ

@ûŠ¨ eòK^þÁâKi^þ @`þ `ûA^û^þiò@ûf @ûùiUè @ûŠþ G^þù`ûiðùc< @`þ iòKêýeòUú A<ùeÁ (2d) @ûKÖ, 2002 (2002e
@ûKÖ ̂ õ.54) Gaõ ]ûeû 13(12) ijòZ iòKêýeòUú A<ùeÁ (G^þù`ûiðùc<) eêfè, 2002e eêfþ 3 @^êiûùe _â\© lcZû
_âùdûM Keò ^òcÜa‰òðZ EY @ûKûC<e EYMâjúZû/Mýûùe<ò\ûZûuê WòcûŠ ù^ûUòiþ Rûeò Keû~ûA ù^ûUòiþ cû¤cùe ^òcÜùe
\gðû~ûA[ôaû eûgò ijòZ ùiaûa\ iê] ù^ûUòiþ _âû¯ò ZûeòL Vûeê 60\ò^ c¤ùe _AV KeòaûKê Kêjû~ûA[ôfû ö ù~ùjZê
EYMâjúZû EY _AV Keòaûùe aò`k ùjùf, ùZYê EYMâjúZû/Mýûùe<ò\ûZû Gaõ iaðiû]ûeYuê RYûA\ò@û~ûC@Qò ù~ K[ôZ
@ûKÖe ]ûeû 13(4) ijòZ eêfþ 8 @^ê~ûdú ^ýÉ ùjûA[ôaû lcZû @^êiûùe lcZû_âû¯ @]ôKûeú ^òcÜùe a‰òðZ ùjûA[ôaû
i ©òKê \LfKê ù^AQ«òö GZ\þ\ßûeû aòùgh Keò EYMâjúZû/Mýûùe<ò\ûZû Gaõ iaðiû]ûeYuê iZKð Keò\ò@û~ûC@Qò ù~
^òcÜùe a‰òðZ ùjûA[ôaû i ©ò ijòZ ùKøYiò _âKûe Kûeaûe Keòùa ^ûjó Gaõ i ©ò C_ùe ùKøYiò _âKûe Kûeaûe _ûAñ
^òcÜùe \gðû~ûA[ôaû eûgò ijòZ ùiaûa\ iê] ^òcù« dê^òd^þ aýûu @`þ AŠò@û, Gi¨Gc¨@ûAUò PŠò_\e gûLû ^òKUùe
C©e\ûdú ejòùaö GZ\¨\ßûeû EYMâjúZûu \éÁò @ûKhðY Keû~ûC@Qò Kò K[ôZ @ûKÖe ]ûeû 13e C_]ûeû (8)
@^ê~ûdú EYMâjúZû iêelòZ a§K i ©òKê icd [ôaû _ìaðeê a§Kcêq Ke«êö

\Lf
ù^ûUòiþ

(iÚûae i ©ò ^òcù«)

dê^òd^¨ a¥ûu @`¨ AŠò@û

i ©òe aòaeYú
ù^ûUòiþ  @^ê~ûdú

aùKdû ù\d
(Uuûùe)

WòcûŠ /\Lf
ù^ûUòiþ ZûeòL

EYMâjúZû/Mýûùe<ò\ûZûu
^ûc Gaõ VòKYû

U.13,77,364.93
+ ùiaûa\ iê]

EYMâjúZû: ùciið cû eZù^A aÈûkd,
Ê©ßû]ôKûeú: gâúcZú iêPòZâû ZùeA, Êûcú:
gâú ^ûeûdY ZùeA / Mýûùe<ò\ûZû: gâúcZú
Qûdû ZùeA, Êûcú: gâú aKiú ZùeA, Cbdu
VòKYû- iû: IWò@û @ûf_êe, ù_û: _[eû, bûdû:
LfäòùKûU, Ròfäû: M¬ûc, IWògû-761029

21.05.2025 /
16.08.2025

gâúcZú Qûdû ZùeA, Êûcú:
gâú aKiú ZùeAu ^ûcùe [ôaû

aûùiû_ù~ûMú Rcò Gaõ Méj ~ûjûe Mâûc/ùcøRû: IWò@û @ûf_êe, Zjiòf/Giþ@ûeþI:
LfäòùKûU, Ròfäû: M¬ûc, IWògû, LûZû ^õ.: 208/462, _äUþ ^õ.: 1454/
1968, ùlZâ: GKe0.035 Wòiòcòfò, Kòic: Neaûeú, Gjûe Pûeò_ûgßðùe
_ìað: eûR \ûŠ, _½òc: \ûŠ, C©e: ieKûeú Rcò, \lòY: ^û[ iûjêu Neaûeú

GïGc̈@ûAUò PŠò_\e gûLû
iû/ù_û: Gi¨Gc¨@ûAUò WòMâú KùfR Kýû iþ,

PŠò_\e, bûa§, Ròfäû: M¬ûc, IWògû-761003

iÚû^: PŠò_\e, ZûeòL: 20.08.2025 Êû/- lcZû_âû¯ @]ôKûeú, dê^òd^¨ a¥ûu @`¨ AŠò@û

ODISHA SUB-ORDINATE STAFF SELECTION COMMISSION
JXÏÞhÐ @^ªÆ_ LcàQÐeÑþ Q¯Æ_ @ÐÒ¯ÆÐN

aîL _Õ HaÕ ¯ÊÆ_ÞV bÊþaÒ_hèeþ
]ËeþbþÐi: @$Þ¼jç) ÒJèajÐBV: 

Veri cation of genuineness of claims of PwD 
candidates for the posts of Livestock Inspector, 
Forester and Forest Guard under CRE-2023 (II)

  ,
ODISHA ADARSHA VIDYALAYA, JHARBAHALI

Block-Ulunda, Dist-Subarnapur, Odisha, Pin -767062,
A CBSE Af liated School Under S & ME Govt. of Odisha

Af liation No: 1520033           School Code- 17144                                           U-DISE-21230602202
Email: ulunda@oav.edu.in/oavs.jharbahali@gmail.com                     Mob: 8895561410
F.NO OAV/UND/2025/405                                                                                     DATE-20.08.2025

ADVERTISEMENT FOR COOK-CUM-HELPER
It is hereby informed that applications are invited from eligible candidates for the post of Cook-Cum-Helper 
under the Mid-Day-Meal (MDM) Scheme for OAV Jharbahali, Ulunda Dist-Subarnapur.
Eligibility: -1. Must be a resident of the local area
                  2. Physically t to Cook and handle Kitchen responsibility.

SL NO NAME OF THE POST NO OF POST VACANT REMUNERATION
1 COOK-CUM-HELPER 02 As per the Govt norm

The interested and Eligible candidates are informed to send their complete Bio-data with Documents (Xerox 
One set) via Speed Post only on or before 31.08.2025.Direct submission of Forms at School Point will 
not be entertained. The more details are available in the Dist website of subarnapur.odisha.gov.in
N.B.  After Last Date Form will not be accepted. Sd/- Principal 

OAV, Jharbahali, Ulunda

GOVT. OF ODISHA 
OFFICE OF THE SUPERINTENDING ENGINEER 

RURAL WORKS DIVISION, RAIRANGPUR
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