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To,

BSE Limited National Stock Exchange of India Ltd.
Phiroze Jeejeebhoy Towers, “Exchange Plaza”,

Dalal Street, Bandra-Kurla Complex, Bandra East,
Mumbai-400 001 Mumbai-400 051

Stock Code: 532382 Stock Code: BALAJITELE

Sub: Submission of Notice for attention of Equity Shareholders of the Company in respect of
transfer of Equity Shares to Account of Investor Education and Protection Fund (IEPF)

Authority

Dear Sir/Madam,

Pursuant to Regulation 30 and 47 of Securities and Exchange Board of India (Listing Obligations
and Disclosure Requirements) Regulations, 2015 we hereby enclose copies of the notice for the
attention of the Equity Shareholders of the Company in respect of transfer of Equity Shares of the
Company to the demat account of Investor Education and Protection Fund (IEPF) Authority,
published today in 'Business Standard', an English Daily and 'Mumbai Lakshadeep', a Regional
Daily in accordance with the requirements of Section 124(6) of the Companies Act, 2013 read with
Investor Education and Protection Fund Authority (Accounting, Audit, Transfer and Refund)
Rules, 2016.

Kindly take the same on your records.
Thanking You,
Yours truly,

For Balaji Telefilms Limited

SIMMI
SINGH
BISHT

Simmi Singh Bisht
Group Head Secretarial
Membership No. A23360
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Mercedes in the
retail driving seat

The luxury car maker offers a new marketing template
that reorients its relationship with dealers, customers

SHALLY SETH MOHILE
Mumbai, 3June

n Wednesday, Mercedes-
Benz India announced a

“direct-to-customer mo-

del”. The move, it claimed, will |

be a win-win for all. India is the
third market after Sweden and
South Africa where Mercedes is
deploying the new retail model.

For customers it would mean
getting a uniform pricing across
all sales outlets. Under the new
retail model christened “Retail
of the Future” (ROTF), Merced-
es-Benz India will own the entire
stock of cars, sell them via appo-
inted franchise partners and in-
voice the new cars to customers
directly, taking away the head-
ache of inventory management
and funding from the dealers.

“The auto retail business has
been disrupted by digitisation
and provides an opportunity to
the original equipment manuf-
acturers for cost and efficiency
optimisation,” said Ravi G Bhat-
ia, president and director, JATO
Dynamics, an automotive busi-
ness intelligence consultancy. If
anything, the Covid-19 pandem-
ichasonly accelerated the trend
towards digitisation. Tesla is the
first company to have show-
cased the direct-to-customer
model. It sells through compa-
ny-owned showrooms and has
a strong digital presence.

Prima facie, the retail strategy
that Mercedes plans to switch to
from the second quarter of the
current fiscal looks impressive
and is likely to bring in efficiency
across the value chain. It comes
against the backdrop of the pan-
demic that has upended lives in
every aspect. High working cap-
ital requirements, low sales and
high fixed costs have forced sev-
eral dealers to down shutters and
exit the business lock, stock and
barrel. The new model will,
therefore, help but come at a cost
for the dealer or the franchise
partner, Bhatia pointed out.

The business model will be
applicable for new car sales. Sep-
arate business lines — including
customer service, pre-owned
cars and allied businesses —
remain unchanged.

“The ROTF will enhance the
buying experience for the custo-
mersand help our franchise par-
tners,” said Martin Schwenk,
managing director and CEO,
Mercedes-Benz India. “We are
not changing our footprint in
any way. We are just integrating
the whole process for the custo-
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mers,” he said, adding that the
new model will allow the com-
pany to leverage its network a
lot better.

But JATO’s Bhatia believes
that the new arrangement is
“likely to shift the channel power
in favour of the OEMs”.

So far, dealers have been an
independent entity that will buy
inventory, take associated risks
and earn profits. In return for
this business opportunity the
dealer has agreed to comply with
certain brand standards. Earlier
when he was buying inventory,
the risk and reward both
belonged to him.

Under the new scheme of thi-
ngs the touchpoints in the sales
process will be reduced from 28
to two for dealers — test drive

either be digital or be taken care
of by the company. So, dealers’
interface with customers will be
reduced substantially.

But that doesn’t take away
the merits of the new retail strat-
egy. The fact that most luxury
car dealers in India have been fi-
nancially unviable makes it a fit
case for its adoption in India. “It
has been running successfully
in various markets and is set to
accelerate in India,” said Bhatia.

According to Nikunj Sanghi,
member of the Federation of Au-
tomobile Dealers’ Association,
the apex body for auto dealers,
35 per cent of dealership costs is
on account of inventory. Even if
the dealer margin reduces mar-
ginally under the new arrange-
ment, it will still work in the
favour of dealerships. “It looks

like an exciting model and if oth-
er manufacturers of premium
and luxury brands also adopt it,
itwould really help the dealers.”

Mass carmakers Maruti and
Hyundai are likely to stay clear
of selling directly to customers
asthe sheer volume is 25-50 tim-
es higher than niche brands. It
will require the mass brands to
sink a massive amount of capital
to have a company-owned cen-
tralised stock. It will, therefore,
remain confined to niche bran-
ds. For instance, abrand like Stel-
lantis, which was formed this
year via a50:50 cross-border me-
rger between Italian Fiat Chry-
sler Automobiles and the French
PSA Group, that has just ente-
red the Indian passenger vehicle
market and would like to have a
wider reach in a cost-efficient
way, the model of directly selling
to customers works. Similarly,
other niche luxury and premium
brands will also see merit in it.

“It cuts the non-transparency
for the customers and will be a
game changer,” Mohan Mari-
wala, MD & CEO at Auto Hangar,
an authorised Mercedes dealer
in Mumbeai and Nagpur. “It will
make the entire system capital-
efficient. Instead of dealer mar-
gin, franchise partners will now
earn a commission. This frees
up our working capital. Any kind
of inventory lying with a dealer
attracts anywhere close to 9 to
11 per cent, “ he pointed out.

For a customer buying a Mer-
cedes, the changes will be discer-
nible only when the invoicing is
done, since that will be done in
the name of the company and
not the dealer partner, as is the
case today. Also, one gets to
choose from a wider pool — be
it trims or colours. For instance,
if a particular variant or colour
is not available at a dealership,
the centralised warehouse man-
aged by the company can get the
car delivery facilitated through
some other franchise partner
making the buying experience
hassle-free, explained Schwenk.

It would also offer best prices
directly from the company with-
out having to negotiate and lead
to easier price comparison,
seamless and simplified pur-
chase process, complete trans-
parency, sale, and save time and
effort, Mercedes claimed.

The primary roles and resp-
onsibilities of the Mercedes’ fra-
nchises will include establishing
and maintaining customer con-
tacts, development of the market
and facilitating the sale of Mer-
cedes-Benz models. They will
continue local retail marketing
and also be responsible for lead
generation and management.
Current showroom infrastruc-
ture will be unchanged.

This long-term strategic move
certainly entails a fundamental
transition in the retail business
in the luxury end of the passen-
ger car market in India. And the
“test drive” for it will take place
in the challenging circumstances
of a pandemic-year market.

Powered by passion for
pre-schoollearning

How Rocket Learning s laying the foundation of
education for children from low-income families

ANJULI BHARGAVA
New Delhi,3June

At Rocket Learning, Azeez
Gupta and his leadership team
of bright young peers are driven
by one ambition — to change
the academic fate of children at
the bottom of the pyramid.
Gupta, 30, landed a consult-
ingjob with McKinsey after grad-
uating from IIT Delhi. He then
joined the NGO Pratham, went
to do an MBA from Harvard Bu-
siness School (HBS) as an educa-
tion innovator, worked at a ed-
tech startup in the US and came
back to rejoin Pratham. In May
2020, he quit Pratham to start his
own venture: Rocket Learning.
In the midst of the pandemic,
hejoined forces with a similarly
highly qualified bunch to set up
the kind of team one expects in
unicorns typically. Utsav Kheria,
35, an IIM Ahmedabad alumnus
who had co-founded EduBridge,
a livelihood-focussed social en-
terprise, teamed up with Gupta.
Namya Mahajan, 28, who was
leading Gujarat’s SEWA (Self-
Employed Women’s Associat-
ion) Cooperative Federation and
overseeing its childcare advoca-
cy, joined in, bringing commu-
nity engagement expertise to the
table. She is an alumnus of
Harvard College and HBS.
Weeks later, Vishal Sunil, 26,
adrone expert who was heading
the tech team at US-based Kest-
rel Agritech, came on board.
Lastly, Siddhant Sachdeva, 28,
an IIT Delhi and IIM Kolkata
alumnus, joined after leaving
BCG where he'd led private and
public sector transformation
projects in banking and manu-
facturing in India and Indonesia.
The highly qualified and skil-
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led founders have given up fat
pay cheques to earn ¥80,000 or
thereabouts a month in the start-
up, where entrants get 25,000.

Rocket Learning seeks to
develop early childhood and
foundational learning in Indian
children aged between three and
eight years. To do so, they atte-
mpt to win over the parents by
changing their “AIM” (aware-
ness, information and motiva-
tion). A vast majority of parents
at the lowest rungs of society —
nearly 200 million across India
— remain incapable of securing
their children’s education and
future. They are denied the lux-
ury to be invested in their chi-
ldren’s future as they are preoc-
cupied with making ends meet.

Rocket Learning wants to
explore how low-income parents
could take similar interest in
their children as their better-off
counterparts. By the age of eight,
85 percent of a child’s cognitive
development is over so the start-
up wants to draw in parents ear-
ly. While literacy and numeracy
can be instilled in school, much

of brain development precedes
these stages and cannot be brid-
ged later. “These children are de-
prived of everything their high-
income counterparts have and
we are keen to change that,”
explains Gupta.

Government schools often
operate in a vacuum leaving par-
entsin the dark. Rocket Learning
wants to bring about behavioural
change to address this. “At the
most, NGOs in the past have
tried to counsel parents by
reaching them directly with little
or no success since they regress
quickly even if changes are
induced,” Gupta argues.

Reaching out to low-income
parents itself has been a big chal-
lenge. But in rural India, 65 per-
cent people whose children go
government schools have smart-
phones now (with a 30 per cent
increase over the last two years).

Rocker Learning has encour-
aged teachers in many govern-
ment schools to create small
WhatsApp groups of such paren-
ts —the teacher adds the Rocket
Learning technology to the

group by adding a number. This
enables the startup to send audio
visual content of activities that
can be done by children with the
assistance of their parents, even
if the latter are uneducated or
partly literate. To motivate and
bring in accountability parents
are asked to send the content
and videos back to the group.
“When they see the others doing
it, there’s a keeping up with the
Joneses effect to an extent,” says
Gupta. Weekly report cards,
“incentives and social rewards
like amonthly medal are sent by
our platform, which motivate
kids and their parents”, he adds.
In Uttar Pradesh, for instan-
ce, it roped in cricketer Suresh
Raina to make videos of how he
and his wife work with their four-
year-old daughter. The startup
is part of 10,000 school groups
for Classes 1 and 2 in the state.
Rocket Learning has no gen-
uine competitors yet as behav-
ioural change is not easy to pull
off. In terms of model, the closest
is ConveGenius that also works
in partnership with governmen-
ts and uses WhatsApp to share
content. But ConveGenius’ mai-
nly targets students of sixth gra-
de and above and is a tech-only
firm, whereas Rocket Learning
islending support with non-tech
parent-focused initiatives too.
The team of around 40 staff
is hoping to reach one million
children with a budget of around
$700,000-$1 million. With its
high-powered board and advis-
ors, funding is not a worry as yet.
Ashish Dhawan, founder of
Central Square Foundation and
philanthropist, chairs the board.
Igbal Dhaliwal, global executive
director of J-PAL, Mckinsey
Global Institute’s partner Anu
Madgavkar, Namita Dalmia,
who was until recently with Om-
idyar Network, and Prashanth
Prakash, partner of VC firm
Accel India, are either on the
board or play advisory roles.
Powered by passion and ide-
alism, as Rocket Learning aims
for the sky, its trajectory will be
defined by what it manages to
achieve on the ground.
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Insurers insist on vaccination
for health cover, termpolicy

Some offer discounts to vaccinated customers; only 3.2% of India’s
population hasso far been fully inoculated with two shots

MANOJIT SAHA
Mumbai, 3June

India might be running short of Covid-19
vaccines, but insurance companies are
insisting customers get inoculated
soonest. Some health insurance firms are
offering discounts to customers who have
taken ajab.

Tata AIA Life Insurance Company has
made it mandatory for anyone planning
tobuy a term insurance policy to get both
the doses of the Covid vaccine. Reliance
General Insurance is offering up to 5 per
cent discount to vaccinated customers
who wish to buy a health cover.

“Toensure the highest degree of finan-
cial protection to our policyholders, we
ensure that their interests are protected
atall times. Accordingly, our underwriting
practices reflect the emerging realities and
continue to remain prudent,” said a
spokesperson for Tata AIA.

Insurance reach in India is abysmal.
The latest Economic Survey showed pen-
etration in the non-life segment slipped
t00.94 per cent from 0.97 per cent in 2018.
The life insurance segment did marginally
better, with penetration at 2.82 per cent from
2.74 per cent in 2018. Insurance penetration
is calculated as a percentage of insurance
premium to gross domestic product (GDP).

India’s vaccination drive is running
slow. Only 3.2 per cent of the population
has been fully vaccinated with two shots,
while 124 per cent has got the first one.
Some states have halted vaccination for
the 18-45 age group due to shortage, as
many people who are older than 45 have
not got the second shot.

“The insurance companies are trying to
improve their underwriting. At the end of
the day; it is about fair pricing of risk. They
are trying to get as much data as possible to
price the product,” said Nischint Chawathe,
director, Kotak Institutional Equities.
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Risk assessment

) Tata AlA Life Insurance Company makes
both doses of the Covid vaccine mandatory
for buyingterminsurance policy

PReliance General Insurance offering up
t0 5% discount to vaccinated customers
who wish to buy a health cover

P ICICI Securities said its coronavirus—
related claimswentupto $374mnin
September2020, when the firstwave
was at its peak

» Insurers expected claimstorise inthe
second wave of pandemicas well

“It is quite possible that insurance com-
panies, particularly health insurance com-
panies, are getting higher claims after the
pandemic broke out,” he added.

For the fiscal year ended March 2021,
health reported one of the highest growth
among all lines of business. Growth was
mostly driven by a sharp increase (38.1 per
cent) in retail health business, according to
a report by AM Best, a company that pro-
vides credit ratings and financial data prod-
ucts and services for the insurance industry.
One of the factors behind this robust growth
is the Covid-19 pandemic.

According to a note by ICICI Securities,
the general insurance company’s coron-
avirus-related claims went up as high as
$374 million in September 2020, when the

first wave was at its peak. The claims
remained at an elevated level in October,
November and December 2020 — $305
million, $249 million and $312 million,
respectively — before slipping to $169 mil-
lion in January 2021.

Experts said the insurers expected
claims to rise in the second wave of pan-
demic as well, which may have prompted
them to insist on vaccination before offer-
inga policy.

Most insurance companies have
increased the waiting period for issuing a
policy in case the person was infected —
to three months from one month.

Insurers started insisting on vaccina-
tion after the industry regulator said that
it had received complaints that compa-
nies were not issuing Corona Kavach and
Corona Rakshak policies. The Insurance
Regulatory and Development Authority
(IRDAI) clarified that all general and
health insurers are mandated to offer
these policies.

“.. all insurers, as applicable, were
advised to continue offering Corona
Kavach and Corona Rakshak Policies and

alsoto renew these policies,” IRDAI said ear-
lier this month.

So far as health insurance is concerned,
though India’s state-run insurers account
for the lion’s share of the health segment,
standalone health insurers and private
insurance providers have also expanded
aggressively.

The AM Best report observed that over
the last decade, in particular, standalone
health insurance companies recorded a
robust CAGR, or compound annual growth
rate, of approximately 30.0 per cent, which
was much higher than that of government-
owned insurance companies (<20 per cent).
The standalone health insurers make for
about 26 per cent of the Indian health insur-
ance market, which is a significant increase
from less than 10 per cent a decade ago.
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NOTICE

Transfer of Equity Shares of the Company to the Demat Account of the
Investor Education and Protection Fund (IEPF) Authority

The Notice is hereby published pursuant to the provisions of Section 124(6) of the Companies Act, 2013 read
with Investor Education and Protection Fund Authority (Accounting, Audit, Transfer and Refund) Rules, 2016
(“the Rules”) notified by Ministry of Corporate Affairs and as amended from time to time, the shares in
respect of which dividend has not been paid or claimed for seven consecutive years or more are required to
be transferred in the name of Investor Education and Protection Fund (IEPF).

In compliance with the Rules, shareholders are hereby informed that the final dividend declared for the
financial year 2013-14 which remained unclaimed for a period of seven years will be credited to the IEPF
within 30 days from the due date i.e. October 05, 2021. The corresponding shares on which dividend was
unclaimed for seven consecutive years will also be transferred as per the procedure set out in the Rules.

Adhering to the various requirements set out in the Rules, the Company has communicated individually to
the concerned shareholders vide letter dated June 03, 2021 whose shares are liable to be transferred to
demat account of the IEPF Authority for taking appropriate action.

The Company has uploaded the details of such shareholders and shares due for transfer to IEPF on its
website at www.balajitelefilms.com.

by November 04, 2021,

prescribed in the Rules.

Concerned shareholders holding shares in physical form and whose shares are liable to be transferred to
demat account of the IEPF Authority, may note that the Company would be issuing new share
certificate(s),in lieu of the original held by them for the purpose of transfer of shares to demat account of
the IEPF Authority and upon such issue, the Company shall inform the depository by way of corporate action
to convert the new share certificates into DEMAT form and transfer in favour of IEPF Authority. The original
share certificate(s) which are registered in the name of original shareholders will stand automatically
cancelled and be deemed non-negotiable. Concerned shareholders holding shares in dematerialized form
may note that the Company shall inform the depository by way of corporate action for transfer of shares in
favour of the DEMAT account of the IEPF Authority.

Shareholders are requested to claim the final dividend declared for the financial year 2013-14 by
October 05, 2021, failing which the Company shall transfer the shares on which dividend has remained
unclaimed for seven consecutive years as on October 05, 2021 to the demat account of the IEPF Authority

Please note that no claim shall lie against the Company in respect of unclaimed dividend amount and shares
transferred to IEPF. Shareholders may claim the dividend and corresponding shares transferred to IEPF
including all benefits accruing on such shares, if any, from the IEPF authorities after following the procedure

For any queries on the above matter, Shareholders are requested to contact the Company's Registrar and
Share Transfer Agents, Mrs. Krishna Priya M, Senior Manager at M/s. KFin Technologies Private Limited,
Selenium Tower B, Plot 31-32, Gachibowli, Financial District, Nanakramguda, Serilingampally,
Hyderabad-500032, Tel: +91-40-67162222/7961 1000 , Fax No. +91-40-23440674 , Toll Free No.
1800-3094-001, E-mail ID: einward.ris@kfintech.com, Website:www.kfintech.com.

Date: June 03, 2021
Place: Mumbai

For Balaji Telefilms Limited

Sd/-
Simmi Singh Bisht
Group Head Secretarial
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PUBLIC NOTICE
Naice is hereby oiven that Shri, Arvind P Jani,
member in respect of Flat No.3, Ground Floor,
having below mentioned address, died on
14/02/2020 without making any nomination.
Smt. Manjulaben Arvind Jani, the legal helr o the
said deceased member has applied for
membership in respect of said Flat No. 3 and
stated that the original Share Certficate No: 03
Distinctive Number 11t 15 inrespect of Ra{ No.
3 has been misplaced /lost and she has lodged
Police Complaint for the loss of Share Certificate
and submitted the cepy of the complaint (o the
Society, with applicalion to issue of Duplcate
Share Certficate.
‘The saciety hereby invites cleims or objections.
with certiied documents from the heir / eirs or
ofher claimants / Objeclors tathe transfer of the
said share and interest of the deceased
members in the capital  Property ot e society
for wansferring the said Flat No. 3 on Ground
Floor to Smt. Manjulaben Arvind Jani and for
issue of Duplicate Share _cerficate, within a
periad of fifteen days from the date of publication
of Notice and contact the Hon. Secretary of the
sociely between8.00 p.m.to 9.00 p.m
If no claims / objections are received within the
period prescribed above, fhe Society shall be
free 1o deal wih the Shares and inferes of the
deceased members in the capital / property of
thesociely in such manner as are provided under
the Bye - Laws of the sociely and also duplicale
share ceriicale willbe issued acoordingly.
lon. Secretary
Shree Gifivar Ca-op. Hsg. Sac. Ltd
S.V. Patel Road, Kandivall West,
Mumibai 400067

Place Mumba\
Date 16/2021
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Notice is hereby given to public at large, that my client namely,
Mr. Anil Wamanrai Maniar intends to sell Flat No. A/302, Third
Floor, Orbit Tower SRA CHS Limited, 3, 4, 5 Shanfi Path,
Garodia Nagar, CTS 194/A, Ghatkopar (East), Mumbai, 400077,
admeasuring 300 Sqdfts. along with 5 Shares (hereinafter
referred to as “The Said Flat and Shares) to one Mr. Shailendra
Mohite.

Any person having andfor claiming any right/s, title, benefit or
interest (if any) or whatsoever, or by way of sale, mortgage,
pledge, charge, gift, lease, attachment, easement, use, trust,
possession, inheritance, lien or otherwise howsoever are hereby
required to make the same known to the undersigned at my
office address and contact defails given herein below within a
period of 15 (fifteen) days from the publication of this notice; with
copies of such documents and other proofs in support of
his/her/their claims/rights/objections for the sale of the Said Flat
and Shares with all original documents in the capital/property of
the Society. If no claim/objections received within the period
prescribed, then such claim/objections shall be deemed to have
been waived andfor abandoned and the proposed transfer shall
be completed; which p\eas%/note

Issued this :
Adv. Uhas Deosthale,
04th Day of June, 2021
Place: Mumbai Ai404, Sai Sanskar, Off. Sion-Trombay Road,

Opp. Saras Baug, Deonar, Mumbai - 400 0888,
Ph.: +91-0819000624
Email: undeosthale@redifimail.com

PUBLIC NOTICE

Notice is hereby given to the Public that my client is absolute
and exclusive owner. fully seized and possessed and well
sufficiently entitled to Flat No.D/301, BIMBISAR NAGAR
‘GREEN VIEW CHSL, Building No.21, Bimbisar Nagar,
‘W.E. Highway, Mhada Colony, Goregoan East, Mumbai-
400065. My Client has received the said Flat as a Gift form
MR. HEMANT VASANT JADHAV under registered Gift
Deed dated 03/02/2021 Vide Registration Sr. No. BRL-1/1651/
2021 dated 04/02/2021. My client has lost/ misplaced the
original Title Documents such as Allotment letter and
Possession Letter cum Possession receipt dated 05/03/2004
issued by Mhada and Original Share Certificate issued by
Society Known as Bimbisar Nagar Green View CHSL
2005. All the persons are hereby informed that not
to carry on any transaction on the basis of said missing
document. On behalf of the client, (owner of the above
mentioned flat). the undersigned advocate hereby invites claims
or objections kindly intimate the undersigned advocate in
person or contact for my client at office No.6, Aadarsh CHSL,
Building No.54. Opp. Registration Office, Tagore Nagar,
Vikhroli East. Mumbai-400083. Cell N0.9833284168
8355861063 along with the relevant documents to support their
claims/objections within 14 days from the date of publication
of this notice. In absence of any claim within stipulated
period, it shall be deemed that the property has no claim by
virtue of lost agreement.

Sd/-

Date: 04/06/2021 Mr. Rakesh R. Gupta

If any Person, Firm, Society, Company, Corporation o any Body Gorporale has any claim or

lien, onthe said Qriginal Documents may file such claims or objections if any, within the period
of 14 days from the date ofthis notice to—

Mis. Bhogale & Associates,

Advacates & Legal Consullants,

1202, 12th Floor, Maa Shakti, Dahisar Udayachal CHS Ltd., Ashokvan, Shiv Vallabh Road,

Borivali (East), Mumbai - 400 066

Ifno claims er objections, as above, are received within the stipulated period, my clients shall,

at future date, treat any such claims, objections and/or fights having been waived, forfeited

and/orannulled.
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