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SEBI and NSE Drive Strong Momentum for
Financial Literacy and Investor Awareness

Ahmedabad, Under the
aegis of The Securities and
Exchange Board of India
(SEBI), Nat ional Stock
Exchange of India (NSE),
advanced nat ionwide
investor-education efforts by
organis ing a high-
engagement Regional
Investor Seminar for
Awareness (RISA) at
Marwadi University, Rajkot
on April 1, 2026. The event
formed part of SEBI’s
ongoing mission to deepen
f inancial  l i teracy and
strengthen investor
awareness and protection
across India.  The seminar
drew enthusiastic
participation from students
and faculty members of the
University’s Management
Studies department. Shri
Kamlesh Chandra Varshney,
Whole Time Member, SEBI,
presided over the event as
Chief Guest. Also present
were Shri Joginder Singh,
VP–NSE; Dr. R. B. Jadeja,
Provost, Marwadi University;

Dr. Sanjeet Singh, Pro-VC,
Marwadi University; and Shri
Naresh Jadeja, Executive
Registrar, Marwadi University.
In his keynote address, Shri
Varshney highlighted
foundational principles of
investing—compounding,
discipl ined long-term
investment, and the benefits
of early participation in
financial markets. He
elaborated on SEBI’s
commitment to strengthening
a transparent and robust
regulatory architecture that
safeguards investor interests.
Shri Varshney also
underscored the growing
need for vigilance in the digital
investment ecosystem.

Tata Motors Passenger Vehicles
Ltd. Q4 FY26 Sales

Ahmedabad, Mr. Shailesh
Chandra, MD and CEO, Tata
Motors Passenger Vehicles Ltd.
said, "PV industry sales are
expected to reach record
volumes of ~4.7 million units
for the year, reflecting 8% year
on year (YoY) growth. The
industry witnessed a strong
rebound in the second half,
posting double digit growth,
supported by GST 2.0
implementation and a robust
festive season. Customer
preference for greener
technologies gained further
momentum, with CNG volumes
growing at ~20% YoY and EV
volumes surpassing the
milestone of 200,000 units.
This growth was driven by
improving consumer
confidence in EVs and wider
participation with all major
OEMs launching new products,
offering more choice. For Tata
Motors Passenger Vehicles,
FY26 has been a landmark year
marked by multiple milestones.

We achieved our highest ever
annual sales volumes of over
6.4 lakh units, delivering
industry beating growth of 15%
YoY and ended it with strong
positive momentum, emerging
as the #2 ranked player in the
industry based on Vahan
registrations in H2. We also
recorded strong international
business volumes of over
10,000 units, driven by our re-
entry into South Africa. Our
emission-friendly powertrains
delivered industry-leading
performance in CNG with sales
exceeding 1.7 lakh units during
the year (24% YoY growth).
In EVs, we further
strengthened our leadership
position with our sustained
focus on strengthening the
value proposition and
holistically addressing
adoption barriers. This led to
robust 43% YoY growth and
our highest-ever EV volumes
of over 92,000 units during
FY26. (1-7)

Toyota Kirloskar Motor Registers
4,06,081 Units Sales in FY 25-26

Ahmedbad, Toyota
Kirloskar Motor (TKM) today
announced its financial year
FY25-26 sales performance of
4,06,081 units with a growth
of 20%, compared to 3,37,148
units sold in FY24-25. This
growth momentum reflects
strong customer confidence, a
balanced portfolio and
Toyota's focus on future ready
mobility solutions. The
company also reported a
positive trajectory in the
closing month of the fiscal
year, with 37,194 units sold in
March 2026 compared to
30,043 units in March 2025,
registering a growth of 24%.
Commenting on the sales
performance, Mr. Sabari
Manohar, Executive Vice
President, Sales-Service-Used
Car Business, Toyota Kirloskar
Motor, said, "We delivered a

positive performance this
financial year, driven by
sustained demand across our
SUV, MPV and compact
segments. The introduction of
new products and customer
centric initiatives during the
year further helped position
Toyota as a dynamic,
technology driven and youth
oriented brand. This
momentum reflects the
continued trust in Toyota's
quality, reliability and overall
ownership experience. In a
rapidly evolving market, such
consistency underscores the
strength of our fundamentals
and positions us well for long
term sustainable growth. We
sincerely thank our customers,
dealer partner, Government
and other stakeholders for
their trust & unwavering
support.(1-7)

Kia India Records Best-Ever
March Sales at 29,112 Units

Ahmedabad, Kia India, one
of the country's leading mass-
premium automakers,
announced its best-ever sales
performance for the month of
March at 29,112 units,
registering a robust 14.5% y-
o-y growth over 25,525 units
sold in March 2025. The
company also delivered its
strongest-ever quarterly
performance, with Q1 2026
sales at 84,316 units,
registering an 11.6% increase
over 75, 576 units in Q1 2025.
Mr. Atul Sood, Senior Vice
President, Sales & Marketing,
Kia India, said, "We delivered
our best-ever March sales and
strongest-ever quarterly
performance, driven by
sustained demand across our

portfolio. The new Seltos,
backed by its 5-star BNCAP
rating, continues to lead
momentum, while Sonet and
Carens line-up remain steady
volume drivers with continuous
enhancements aligned to
evolving customer needs." This
milestone reflects Kia India's
steady growth trajectory,
supported by a well-rounded
product portfolio that continues
to resonate across segments.
Kia India's performance is led
by strong demand across its
portfolio. The new Seltos drives
growth momentum by
consistently achieving over
10,000 units in monthly sales
since launch, reflecting strong
customer preference and
sustained demand. (1-7)

Ahmedabad,  Indian
cricketing legend MS Dhoni
has invested in Kuku, India's
leading mobile-first, AI-driven
premium storytelling platform,
and has also come on board
as the brand ambassador for
its premium shorts and drama
app, Kuku TV. Commenting on
the partnership, MS Dhoni
said, "I chose to invest in Kuku,
and also come on board as the
ambassador for Kuku TV,
because the platform really
stood out to me. It has built a
differentiated entertainment
experience for audiences
across India, spanning
multiple languages and
formats. The growth has been
impressive, and I connect
strongly with the founders,
who come from small towns

like mine and have built
something of this scale. I
believe in their vision of
building an AI-driven
storytelling platform from
Bharat, for Bharat, and for the
world." Lal Chand Bisu, Co-
founder and CEO of Kuku, said,
"MS Dhoni is known for backing
bold decisions that others
might hesitate to take. At Kuku,
we are also taking bold bets.
That spirit of unconventional
thinking resonates deeply
with us." Vinod Kumar
Meena, Co-founder and COO
of Kuku, added, "Our beloved
Thala is one of the rare
personal it ies with truly
nationwide appeal. As we
build Kuku for all of India, that
connection makes him a
natural fit for us."  (19-10)

MS Dhoni invests in AI-driven
storytelling platform Kuku

FORM NO. INC-19

NOTICE

[Pursuant to Rule 22 of the Companies (Incorporation) Rules, 2014]

1. Notice is hereby given that in pursuance of sub-section (5) of section
8 of the Companies Act, 2013, an application has been made to the
Registrar at Ahmedabad for a licence that POPATBHAI FOUNDATION
a limited company may be given a licence to be registered under
sub-section (5) of section 8 of the Companies Act, 2013 without
the addition of the word "Limited" or the case may be, the words
"Private Limited" to its name.

2. The principal objects of the company are as follows:
To carry on, conduct, and engage in any business, trade,
profession, activity, or operation, whether of a commercial,
industrial, or non-commercial nature, and to undertake any
transaction, venture, or undertaking, which may be deemed
incidental, conducive, or necessary for the accomplishment of the
above-mentioned purposes.

3. A copy of the draft memorandum and articles of the proposed
company may be seen at SHOP NO. 313, BIZ HUB, BUSINESS
CENTER, AMROLI, SURAT-394107, GUJARAT, INDIA

4.  Notice is hereby given that any person, firm, company, corporation
or body corporate, objecting to this application may communicate
such objection to the Registrar at REGIONAL DIRECTOR, NORTH
WESTERN REGION, GUJARAT ROC BHAVAN, OPP RUPAL PARK
SOCIETY, BEHIND ANKUR BUS STOP, NARANPURA, AHMEDABAD-
380013, GUJARAT, INDIA, within thirty days from the date of
publication of this notice, by a letter addressed to the Registrar a
copy of which shall be forwarded to in the Applicant at SHOP NO.
313, BIZ HUB, BUSINESS CENTER, AMROLI, SURAT-394107,
GUJARAT, INDIA

Name(s) of Applicant
POPATBHAI FOUNDATION
Sd/-
RAJANI KANUBHAI KATARIYA
TARUN KUMAR MISHRA

Dated this 2nd day of  April, 2026
Please : Surat

How America’s ‘military superiority’ met
a sobering reality check in the Iran war

US President Donald
Trump unilaterally postponed
strikes on power
infrastructure in Iran, a threat/
ultimatum he gave for the
opening of the Strait of
Hormuz, citing a “good and
productive conversation”,
which Iran denied. It seems
Iranian resilience, counter-
threats and counter-strikes
like Dimona have brought a
TACO (Trump Always
Chickens Out) moment for
him. Is the war heading
towards de-escalation, or is
Trump buying time for bigger
action? It remains uncertain.

Four weeks into the
coordinated US-Israeli air
campaign against the Islamic
Republic of Iran, a clear
strategic lesson emerges for
students of modern warfare:
tactical air superiority cannot
substitute for a viable political
end-state. Operations “Epic
Fury” and “Rising Lion” have
showcased the coalition’s
ability to inflict high-intensity
degradation, yet they have not
led to the expected systemic
collapse in Tehran. The
coalition now faces the hard
limits of standoff power when
used against a state prepared
for prolonged “strategic
endurance” and “asymmetric
defiance”.

A Clash of Strategic

Cultures The ongoing conflict
is not a conventional war of
attrition but a clash of strategic
cultures. Iran uses a “mosaic
defence” that is intended to
use geographic depth, terrain
friction, and international
economic interdependencies
as long-lasting levers of
deterrence, while the coalition
uses “shock and awe” through
integrated multi-domain
operations and technological
superiority. Strategic
Miscalculation - The US-Israeli
campaign is predicated on a
strategic miscalculation: the
idea that domestic regime
change could be sparked by
overwhelming military force.
This “maximalist” strategy,
which calls for the
“unconditional surrender” of a
regional power, ignores past
examples like Vietnam,
Afghanistan, and Iraq, where
the capacity to destroy targets
did not equate to the capacity
to maintain peace. The
Strategic Vacuum - The roots
of this confrontation trace
back to the 2018 unilateral
withdrawal from the Joint
Comprehensive Plan of Action
(JCPoA). By abandoning a
multilateral framework that
provided verification and
restraint, Washington created
a strategic vacuum. The
expectation was that

“Maximum Pressure” would
produce a “better deal”
addressing Iran’s ballistic
missile programmes and
regional proxy networks.
However, without a credible
diplomatic off-ramp, the
progression from economic
sanctions to military strikes
became inevitable and flawed.
It’s true that diplomacy
without the credible threat of
force is weak, but force
without a diplomatic objective
is aimless. Domestic Drivers
and the ‘Maduro Fallacy’ - In
the context of a sequel to
military action, it is essential
to scrutinise the domestic
motivations of the Trump and
Netanyahu administrations.
Both have sought to use
military “victories” to offset
internal political volatility—
ranging from Epstein files and
tariff controversies in the US
to legal and political
challenges in Israel. There
was a clear hope that
eliminating top Iranian leaders
would galvanise public opinion
against the clerical regime.
They seem to have fallen into
the “Maduro Fallacy”—
assuming that tactics used in

Venezuela could be replicated
in a country with four times
the territory of Iraq and a

much deeper ideological and
military infrastructure. The
Intell igence Gap - The

justification for “imminent
threat” proved intellectually
thin.

Jamnagar


