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message
Dear members,

Let's look back at our achievements with pride and look forward to the future with optimism. 
Highlights of our tenure include:

• Technical visits that sparked innovation and curiosity

• Insurance drives that secured futures and gave peace of mind

• Staff entertainment events that gave our staff happiness and a chance to unwind

• Upskill sessions that boosted careers and confidence

 As we gear up for our final phase of the current tenure, 
I want to highlight the incredible journey of EMA. Over 
the year, our new upskill initiatives have empowered 
our members, equipping you with the skills needed to 
thrive in today's fast-paced world. Sports have 
brought us closer, teaching us teamwork, discipline, 
and resilience. The digital transformation has been 

remarkable, making EMA more accessible and efficient, bridging gaps, and opening new avenues 
for growth.

• GenNext initiatives that shaped leaders and inspired growth

As we gear up for one last ride, before entering the new rollercoaster of better fun, knowledge, 
and excitement, let's support each other, and make it a memorable finale. Let's ride together, 
with pride, passion, and purpose.

Let's make this event unforgettable! Let's cherish the moments, celebrate our achievements, 
and look forward to a brighter future. Thank you,

Regards,

Prem Ketan Vora
President  EMA,  2025-2026

• New Year get-togethers that warmed our bonds and set the tone for the year

• Picnics that brought smiles and created memories

These events have not only strengthened our community but also created a sense of belonging. 
As we prepare to bid adieu to this tenure, let's celebrate our successes and cherish memories. Our 
annual event is the perfect opportunity to come together one last time. I urge you all to 
participate in large numbers, making it a grand success. Let's showcase our spirit, energy, and 
unity!
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AN EMA CARES INITIATIVE
CARES

We also have tie-ups with Saifee Hospital, Asian Heart Hospital, H.N. Reliance Hospital
also benefits can be availed for  Wockhardt & Apollo Hospital
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SESSION REPORT –
EMA UPSKILLS: BUSINESS GROWTH PILLARS

● Lost Sales Costs

● Reduction in lost sales

He further elaborated on the constant business challenge of balancing cost efficiency 
with customer responsiveness, reinforcing how inventory decisions directly impact 
profitability and customer satisfaction.

● Lower variable expenses

Prof. Muchhala began by establishing the strategic role of inventory, not merely as stock, but as a critical enabler of sales, service, 
and cash flow. He explained the three key cost components of inventory:

● Increased profitability and sales

Following the session, participants were treated to a delicious dinner, providing an 
opportunity for informal discussions and networking.

The session progressed into deeper operational insights, including:

KEY CONCEPTS & FRAMEWORKS COVERED

● Ordering Costs

The session concluded with a Q&A round, during which participants raised practical 
queries and received clear, actionable guidance. The interactive nature of the discussion 
reflected the strong engagement and relevance of the topic.

Session 2 of EMA UpSkills successfully reinforced the importance of inventory as a 
strategic pillar of business growth. The festive setting, strong attendance, practical 
learning, and high participant engagement made the evening both impactful and memorable, further strengthening EMA's 
commitment to structured, knowledge-driven initiatives for its members.

● Understanding Inventory Movement and identifying fast- and slow-moving items

● Improved supplier confidence through better planning

The session was then handed over to Prof. Hiten Muchhala, who conducted an engaging and highly practical session on Inventory 
Management.

● Higher customer confidence and repeatability

The session was highly relatable, with participants actively connecting these frameworks 
to their own businesses.

● The 20–60–20 rule of inventory classification

● Holding Costs

He also acknowledged and thanked the programme sponsor M/s A. Harilal & Co. Pvt. Ltd. for their continued support and took the 
opportunity to congratulate EMA President Prem Vora on receiving the Global Excellence & Leadership Award, a proud moment for 
the entire EMA fraternity.

● The concept of Bottom Boxing, focusing on identifying and eliminating 
underperforming SKUs to improve productivity, reduce clutter, and free up working 
capital Prof. Muchhala also highlighted the advantages of effective inventory 
management, such as:

 

The session commenced right on time at 5:30 PM and was formally opened by  Vice President of EMA and Mentor to 
the GenNext Committee.

Parin Parikh,

Mr. Parikh welcomed all participants and expressed his appreciation for their continued commitment to the UpSkills programme. 
He thanked  for the impactful first session on Cash, particularly highlighting how the concept of Cash Flow 
from Operations had brought a fundamental shift in the way participants evaluate business performance.

Prof. Hiten Muchhala

In keeping with the festive spirit, the EMA Office was beautifully decorated with a Christmas theme, and participants added to the 
vibrancy by dressing in Red and Black, as requested. The atmosphere was energetic, warm, and engaging.

The Electric Merchants' Association (EMA) successfully conducted the second session of the EMA UpSkills – Business Growth 
Pillars Programme on 11th December 2025 at the EMA Office Hall. The session witnessed enthusiastic participation, with 37 
participants out of 40 in attendance.
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SESSION REPORT –
EMA UPSKILLS: BUSINESS GROWTH PILLARS

The session commenced with a welcome address by 
Nisarg Bavishi, Chairman – GenNext Committee, he 
welcomed all participants and thanked Prof. Hiten 
Muchhala for the impactful Inventory - The Muscle of 
Business session, which had provided participants with 
practical frameworks to improve working capital and 
operational efficiency.

He also expressed sincere gratitude to the programme 
sponsors for their continued support towards the EMA 
UpSkills initiative. Further, he proudly congratulated 
EMA President  on being honoured with the 

 

 awarded by the 
Government of India, an achievement that brought 
immense pride to the entire EMA fraternity.

PREM VORA
RASHTRIYA ASHOKA SAMMAAN,

Mr. Bavishi also shared important updates regarding the 
final session of the programme and informed 
participants about the Convocation Ceremony scheduled 
on the same day, outlining a preliminary flow of the 
closing events.

The Electric Merchants' Association (EMA) successfully 
conducted the third session of the EMA UpSkills – 
Business Growth Pillars Programme on 22nd January 
2026 at the EMA Office Hall. The session began 
punctually at 5:30 PM, with 35 participants attending out 
of the 40 registered members—reflecting strong 
continuity and engagement in the programme.

● Why pricing decisions cannot be made in isolation

This activity proved to be an eye-opener, practically 
demonstrating:

● The importance of differentiation, value creation, and 
strategic positioning to protect profitability

Prof. Muchhala also explained the Customer Journey, 
detailing how prospects move from awareness to enquiry, 
intent, evaluation, and purchase, and how businesses 
often lose opportunities due to weak enquiry handling.

The exercise was carried out in three successive rounds, 
with each round simulating increasing market pressure, 
competitive dynamics, and game theory influences. After 
every round, participants reviewed and revised their 
margins—clearly observing how competitive forces, 
customer expectations, and strategic reactions gradually 
erode pricing power.

● How market forces compress margins over time

The session was thereafter handed over to Prof. Hiten 
Muchhala, who conducted a highly engaging and 
insightful session on Customers – The Soul of Business.

Prof. Hiten Muchhala started the session with an 
engaging interactive activity focused on pricing and 
margins for a D2C (Direct-to-Consumer) brand. 
Participants were asked to individually write down the 
margins they would ideally like to keep for a hypothetical 
D2C business.
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 The session then moved into understanding 
existing customers and how profitability varies 
across customer segments. Prof. Muchhala 
explained:

HE HIGHLIGHTED CRITICAL INSIGHTS SUCH AS:

● Effective enquiry handling can contribute 10–25% 
incremental sales

● Only 30–50% enquiries typically have real buying 
intent

● The importance of structured processes for 
capturing, reviewing, and internally evaluating 
enquiries

● Practical approaches to revive lost customers using 
the TERM framework

The session strongly resonated with participants, as the 
examples and frameworks were directly applicable to 
day-to-day business realities.

● The concept of managing three customer 
types—Prospects, Repeat Customers, and Lost 
Customers

● Common mistakes such as excessive discounts and 
liberal credit terms

He also shed light on profit leakages, emphasising that 
higher sales do not automatically translate into higher 
profits due to hidden operating costs such as delivery, 
customisation, credit notes, and owner time.

Session 3 of EMA UpSkills successfully reinforced the 
idea that customers are not just revenue generators but 
the very soul of any business. The structured 

An interactive Q&A session followed, during which 
participants raised practical business queries and 
received clear, actionable guidance from Prof. Muchhala.

● Profit creators, growth engines, cost centres, and 
profit destroyers

The session concluded with a vote of thanks, after which 
participants enjoyed a delicious dinner, providing an 
opportunity for informal interaction and networking.

frameworks, real-world examples, and high engagement 
made this session both insightful and impactful, setting 
the stage for a strong and meaningful conclusion with the 
final session and convocation.

SESSION REPORT –
EMA UPSKILLS: BUSINESS GROWTH PILLARS
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he electrical trading business in Mumbai has 
always been driven by relationships, reputation, 
and reliability. But with customer expectations 

evolving rapidly and digital-first behaviour becoming the 
norm, social media and modern digital tools are no 
longer optional, they are powerful enablers that can 
expand reach, build trust, and directly drive sales for 
traders of all sizes.

· WHATSAPP BUSINESS – essential for enquiry, 
catalogue sharing, and repeat orders

· FACEBOOK – ideal for local community reach

The good news? You do not need to be a marketing expert 
or spend heavily on ads to benefit. Even simple, 
consistent digital habits can bring more customers to 
your shop, improve conversion, and differentiate your 
business from competitors.

✔ 

This is the single most important step. With a complete 
profile, photos, business hours, product categories, and 
location, customers can discover your shop on Google 
Maps. Encourage customers to leave ratings after 
purchase; even a few positive reviews significantly boost 
visibility.

✔ 

For most electrical traders, the best choices are:

· INSTAGRAM – great for photos, small videos, trends, 
and branding

Many customers today begin their search online, even if 
they intend to buy offline. When they cannot find a shop 
on Google or social networks, trust is instantly affected.

A consistent presence reassures customers that your 
business is active and updated.

Electrical traders who help customers make better 
decisions always win in the long run.

This builds authority and encourages customers to come 

• “How to choose the right LED driver”

· Home automation devices
· Branded MCBs, DBs, and wiring accessories

• “Why a branded MCB saves you money in the long 
term”

Send catalogues, special discounts, and new product 
notices to existing clients. Since these customers already 
know you, the conversion rate is much higher.

Examples:

✔ 

• “Difference between PVC and FRLS wire”

✔ 

A simple “Product of the Week” post keeps your page 
active without much effort. This is especially effective for:

· New lighting solutions

✔ 

Electrical items may seem “commodity-like,” but the way 
you present them online can set you apart.

Stocking new LED panels? Display their brightness 
difference on video. Selling smart home switches? Demo 
their functionality in a 10-second reel. Posts with real 
applications get far more engagement than plain product 
photos.

✔
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Rather than sending dozens of photos individually, use 
tools like Canva, Google Drive, or WhatsApp Catalogue. A 
clean, well-labelled catalogue increases buyer confidence.

✔ 

If you try ads, start with:

to you for guidance rather than bargain-hunting 
elsewhere.

✔ 

A basic Excel sheet or free CRM app can remind you of 
follow-ups, repeat orders, quotations, and annual 
requirements of contractors and builders.

• ₹150–₹300/day

Even a short, polite message such as “Will share details in 
10 minutes” reduces customer drop-off.

• 3–5 km radius around your store

Small-budget targeted ads on Instagram or Facebook can 
reach electricians, contractors, interior designers, and 
local customers around your shop.

Modern buyers value speed, clarity, and convenience.

✔ 

These campaigns ensure your shop stays visible to the 
right audience.

• A clear message: “Wholesale Prices | Genuine 
Material | Same-Day Delivery in Mumbai”

✔ 

✔

UPI has made transactions immediate and transparent. 
Display UPI QR codes at the shop and include them on 
invoices and WhatsApp messages.

Many brands such as Anchor, Syska, Polycab, KEI, RR 
Kabel, and automation companies offer ready-made 
content, brochures, and videos. Use them. Some even 
sponsor dealer promotions which can be highlighted 
online.

A short quote or a photo of a completed project (with 
permission) increases credibility.

✔ 

✔ 

Featuring local electricians in your posts or running 
monthly spotlights helps build loyalty and referrals.

• Attract new customers

CONCLUSION

The Electrical Merchants Association of Mumbai can play 
a powerful enabling role:

• Build trust

• Retain existing clients

Collective visibility strengthens the entire ecosystem.

• Create a shared online directory of all member shops.

Digital platforms are not replacing traditional business, 
they are strengthening it. For Mumbai's electrical traders, 
using social media and digital tools is a practical, cost-
effective way to:

• Display expertise

• Conduct monthly workshops on digital marketing 
basics.

Even if you start small, one social media post a week, a 
Google Business update, or a WhatsApp catalogue, you 
will see results. The future belongs to traders who blend 
experience with digital visibility, and the Electrical 
Merchants Association can lead this transformation for 
the entire industry.

• Increase sales

• Share brand educational content and bulk promotions 
that members can repost.

• Promote members' offers during festive seasons via a 
common social media page.
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REPORT
31ST PICNIC TO JAWAI & JODHPUR
The Electric Merchants’ Association successfully organized a well-
planned and memorable group tour to  and  for Jawai  Jodhpur 100 
members. leisure, wildlife, culture, The tour offered a perfect blend of  
and  making it a truly enriching experience for all 
participants.

entertainment,

Aaramgarh by Radisson impressed members with its excellent hospitality 
and high service standards. The quality of food, room service, and overall 
guest management was commendable. The staff was courteous, 
cooperative, and attentive, ensuring a comfortable and pleasant stay for all 
members.

The Safari Camp in Jodhpur provided a unique and refreshing experience. 
Staying amidst nature while enjoying well-maintained luxury tents added a 
distinctive charm to the tour, offering both comfort and safety.

Accommodation & Hospitality The group stayed for two nights at  : 
Aaramgarh by Radisson  Jawai  Safari Camp in 
Jodhpur 

, , followed by one night at a
(Luxury Tents).

Experiences & Activities : One of the key highlights of the Jawai stay was 
the Leopard Safari, which was well-organized and thrilling. Members were 
fortunate to spot leopards as well as crocodiles, making it a memorable 
wildlife experience.
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REPORT
31ST PICNIC TO JAWAI & JODHPUR

The Musical Night and DJ Nights were professionally managed and created 
a lively and joyful atmosphere. Members actively participated and 
thoroughly enjoyed the entertainment sessions, adding energy and fun to 
the overall experience.

Travel Arrangements & Member Coordination : The train travel 
arrangements for the entire group were excellently planned and executed, 
ensuring a comfortable and hassle-free journey for all members.

A  thoughtfully arranged in keeping with the festive 
season, added a cultural and celebratory element to the trip. This activity 
was enjoyed enthusiastically by members of all age groups.

kite-flying activity,

Sightseeing & Excursions Umaid Bhavan Palace, : The visit to  Jodhpur, 
was another major attraction of the tour. Members appreciated the rich 
heritage, magnificent architecture, and grandeur of the palace, making the 
excursion both delightful and enriching.

A detailed and complete itinerary was shared with each member well in 
advance, enabling smooth coordination and clarity throughout the tour. 
Additionally, personalized gifts were thoughtfully presented to every 
participating member, adding a special and memorable touch to the overall 
experience.

Picnic Committee & Acknowledgements : The successful planning and 
execution of the tour were made possible by the dedicated efforts of the 
Picnic Committee Chairmen: Mr. Niren Dharia, Mr. Ketan Thakker, Mr. 
Ketan Kadakia, and Mr. Parin Parikh.
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REPORT
31ST PICNIC TO JAWAI & JODHPUR

Overall Experience : Overall, the Electric Merchants’ 
Association tour to  and  was highly successful. 
Members thoroughly enjoyed the two-night stay at  and 
the one-night stay at the Safari Camp, along with the well-
balanced mix of relaxation, adventure, cultural exposure, and 
entertainment. The tour created lasting memories and further 
strengthened bonding and camaraderie among members.

Jawai Jodhpur
Jawai

The Picnic Committee extends its sincere gratitude to the 
President of   -  The Electric Merchants’ Association Mr. 
Prem Vora for his constant guidance, encouragement, and 
wholehearted support in planning and executing the tour 
smoothly and successfully.
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REPORT
EMA HALF YEARLY AGM & FINANCIAL SEMINAR 

25 December 2025 - January  2026

EMA has consistently strived to deliver the very best to its members—whether 
through New Year gatherings, skill-enhancement programs, technical seminars, 
or industrial visits. Continuing this tradition, the Association recently organized 
its  at the Half-Yearly Annual General Meeting (AGM) Indian Merchants' 
Chamber, Churchgate, 18th December 2025 on , alongside a Financial Seminar 
conducted by M/s Kumar Financials.

Highlights of the AGM The meeting commenced at 
6:30 p.m. and was graciously hosted by Mr. 
Chintan Sanghvi. Members participated with 
great enthusiasm, and the performance report 
presented on the agenda received widespread 
appreciation for EMA's achievements over the past 
six months. Key points discussed included:

1. List of Holidays – A schedule followed for 
several decades was reviewed and formally 
approved by members.

2. Constitutional Amendments – The principal amendment proposal was 
deliberated, with discussions on the process for implementing necessary 
changes.

3. Presidential Term – In line with the June 
2025 AGM, the committee reaffirmed that the 
President's tenure will remain two years. 
Considering the non-availability of members 
during elections, it was decided that no 
extension of term or alternate application 
formats would be entertained.

The AGM witnessed active and spirited 
participation from members throughout.

Financial Seminar Following the AGM, delivered a welcome 
address and called our President  to say a few words to the crowd. 
After the President speech  conveyed President 
to felicitate the speaker .  called the treasurer 
and committee chairmen  to felicitate our Past President 

Mr. Devang Shah 
Mr. Prem Vora

Mr. Devang hah Mr. Prem Vora S  
Mr. Shrenik Daga Mr. Devang hahS

Mr. Nayan Pandya Mr. 
Hasmukh Shah

 
 for arranging the seminar for our 

members. The session was then led by Mr. Shrenik 
Daga Mirae Assets, from  who presented an 
engaging and insightful talk on:

•      •     
• 

Systematic Investment Plans (SIP) Equities
Systematic Withdrawal Plans (SWP)

His detailed presentation provided valuable 
guidance for members exploring these investment 
opportunities.

The seminar concluded with a closing address by Mr. Krishna Gupta, owner of M/s Kumar Financials, 
followed by a heartfelt Vote of Thanks delivered by Mr. Maulik Mehta.

Networking & Dinner The evening ended on a warm note, with the floor reopening for networking and 
fellowship over dinner, strengthening the bonds among members











NEW  MEMBERLIFE

NEW ANNUAL MEMBER

3, Madhuban Indl. Estate, Off  Mahakali Caves Road, 
Andheri (E),  Mumbai- 400093. 

.

GST No. 27AABCT3430F1ZO

M/S. CPL EELECTRICALS (INDIA) PVT. LTD.     

Membership No: C/1928/O Mr. Samay Ashok Choksi  
Name of the Nominee at EMA 

Mob. 9324966112: 
Mr. Samay Ashok Choksi         
Name of the Proprietor

Email : samay@cplelectricals.in       
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M/S. VIBRANT ENGINEERING  
B- 1702 Satellite Tower, Film City Road,

GST No.  27ANJPP0669A1Z1                   
Membership No: V/1926/L

Goregaon East, Mumbai – 400063.         

Name of the Proprietor

Email: jp@vibrantengineering.in   

Mr. Jigar Punjabi 

Mr. Jigar Punjabi     

Name of the Nominee at EMA 

Mob.: 9930034508

M/S. ELECTROFOCUS ELECTRICALS   

GST No.  27AACFP7871Q1ZD    

Unit No 7, Saarthak Bldg No 6, Square,

Membership No: E/1927/L

Industrial Park (Nr.Hotel Rudra Shelter,
Tungar Phata, Vasai (E), Mumbai- 401208  

Name of the Nominee at EMA 

Mr. Dhruven Rajeev Chitalia    
Name of the Partner

Mob. 9819586148  : 
Email : dhruven@electrofocus.com   

Mr. Dhruven Rajeev Chitalia   

175, Manhar Bldg., Gr. Flr., Lohar Chawl,        
M/S. GLASCAB     

Mumbai – 400 002.
GST No. 27ADVPR8694P2ZV
Membership No. G/1931/O

Name of the Proprietor
Mr. Parvez Nisar Sayed   

Mob No. 9892292429   
Email Id. glascab@gamil.com

Name of the Nominee at EMA 
Mr. Parvez Nisar Sayed

2nd Floor, Shreeji Bhawan, 51, Mangaldas Road, 
Lohar Chawl, Mumbai – 400 002.

 
 

Membership No. M/1932/O

M/S. MANSI TRADERS                        

GST No. 27AAMPG2752P1Z7       Name of the Nominee at EMA 
Mob. No. 8080302226  

Mr. Megha Goyal

Mr. Seema Goyal             
Email Id. info@mansitraders.com                             

Name of the Proprietor

GST No.  27HFWPK9718D1ZP
L. T. Road, Mumbai – 400 001.

Membership No: S/ 1929 /L

Shop No. 173, First Floor, Ashoka Shopping 
Complex, Leval  One, Near G. T. Hospital,

 
 

M/S. SHIV ENTERPR SES    I

Mr. Ranjan Singh
Name of the Nominee at EMA 

Name of the Proprietor
Miss. Anupama Kumari        
Email shiventerprises1609@gmail.com   : 

M/S. DYNATRIKS INCORPORATEION         

Membership No: D/1930/L

 Shop No. 71, 2nd Floor, Ashoka Shopping Centre, 
G. T. Hospital, L. T. Road, Mumbai - 400 001.   

 
 

GST No. 27BFKPS2433D1ZH Mob. 9867646252 : 
Name of the Nominee at EMA 

Name of the Proprietor
Mr. Harsh Pramod Shah

Mr. Harsh Pramod Shah

Email harsh_sh@ymail.com  : 



CHANGE IN COMPANY NAME &
NAME OF NOMINEE

31 December 2025 - January  2026

Membership No: H/0011/L

M/s. HAZARI TECH CONNECT P  LVT. TD.
Hazari House, 197-201, Dr. Cowasji Hormusji Street,
Dhobi Talao, Mumbai - 400002 

  

Email : chandan@hazari.com

New Nominee Name: Mrs. Amrita Hazari

Old Company Name:

Old Nominee Name: Mr. Lalkumar T  Hazari    .

M/s. Hazari Trading Company  
New Company Name

GSTIN: 27AAGCH6611K1ZF  

Website: htcinstrument.com     www.
GSTIN: 27KPBPS4926H1ZE 
Membership No: J/0077/L

Old Company Name:

M/S. J. K. SWITCHGEARS & KABLE

Old Nominee Name: Mr. Kartik Ratilal Shah 

M/s. J. K. Switchgears & Kable Pvt. Ltd.

Old Proprietor Name : Mr. Kartik Ratilal Shah    
New Proprietor Name : Mr. Anuj Kartik Shah     

Email Id: jkkable@gmail.com   

Shop No. 4, Ashish Estate, 40,  Babu enu Road,    G

New Company Name:

New Nominee Name Mr. Anuj Kartik Shah    : 

Off. Kalbadevi Road, Marine Lines (E) Mumbai-2, .



TARIFF : 2025-2026

One Day  11,000.00 +GST

Two Days  20,000.00 +GST

Timing : 11:00 am to 6:00 pm

Three Days  25,000.00 +GST

The tariff for the Distribution of Price 
List / Business Promotional material/ 
Information / Brochure / Pamphlets 
leaflets etc have fixed as under.

Beside, if there are more than 5 pages, 
the Additional cost will be Rs 1000 per 
pages. Please send 1050 copies for 
distribution purpose.

New Rate From 1st June 2025

1 Full Page  ₹        5,500.00
2 Half Page  ₹        3,500.00
3 Article + Advertisement (Full Page)  ₹        8,000.00
4 Article + Advertisement (Half Page)  ₹        6,000.00

7 Inside Front Page of Folder/Cover for 1 Year  ₹  3,00,000.00
6 Back Page of Journal for 1 Year  ₹  2,20,000.00
5 Exclusive Single Edition (Full Journal)  ₹  1,50,000.00

8 Back Page of Folder/Cover for 1 Year  ₹  4,00,000.00

PLEASE NOTE :

1. Whatsapp advertisement will 

be circulated (only if approved 

from whatsapp officials)

2. Document / PDF upto 5 Pages 

(Rates will be applicable)

3. Document / PDF upto 6 to 10 

Pages (50% Extra on rates)

4. Document / PDF upto 11 to 20 

Pages (75% Extra on rates)

7. 18% GST will be charged extra 

as applicable

5. Document / PDF upto 20 Pages 

(100% Extra on rates)

6. Non-Members will be charged 

25% extra on all the  tariffs.

2 Premium Position Small Advt. on Home Page ₹ 80,000.00

4 Small Banner Advt. on Home Page ₹ 20,000.00

1 Premium Position Advt. on Home Page ₹ 1,20,000.00

3 Big Banner Advt. on Home Page ₹ 70,000.00

5 Prime Just Click Sponsorships ₹ 50,000.00

6 1 Brand Listing on Just Click+
 Category Listing (3 Maximum) ₹ 1,500.00

7 Company Listing on Just Click ₹ 700.00

5 Category Sponsorship ₹ 5,000.00

1 Advertisement - 1 Time ₹  1500.00

2 Advertisement - 4 Times 1 Month ₹  5000.00

3 Advertisement - 12 Times 3 Months ₹  12000.00

1 One Page 1500.00

3 Three Pages 2500.00

2 Two Page 2000.00

4 Four Pages 3000.00

5 Five Pages 3500.00

We are open for booking for the 
next Exclusive Edition of our 
Journals.

Kindly contact Hon. Secretaries 
or mail us at: 
secretary@emamumbai.com / 
office@emamumbai.com 

The Association is please to inform all members that 
EMA Hall is available on Rent. The tariff for the same 
has been fixed against refundable Deposit Rs. 3000.00 
(Rupees Three Thousand Only)

IDEAL FOR : SEMINAR | EXHIBITION | DISPLAY 
MARKETING EVENTS | MEETING CONFERENCE

Hall booking will be subject to availability of date

32 December 2025 - January  2026






