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World’s fastest Indian Formula 1 racer 

NARAIN KARTHIKEYAN  
relaunches SPEED
the FIRST Premium fuel of INDIA 



Like, follow, share
This post has been picked from the exclusive album in the 
official fan-page of Bharat Petroleum on FACEBOOK. 
LIKE It! Hundreds of posts like these tell you different stories of 
BPCL’s efforts on this national mission.
 
Many more await you on our social media pages where updates 
happen on the go. JOIN FACEBOOK today and be a part of 
the trending reports and conversations. Urge customers to 
participate in various online contests from BPCL. 

For the latest information & updates : 
Register yourself on www.bharatpetroleum.in
and our social media platforms. Be a part of the family, online!
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Speed, India’s first and finest
Talk of Speed and a million visuals flash right across the mind. To Bharat 
Petroleum, it is our contribution to the Nation, as the first branded 
premium fuel of India. There is a whole lot of emotion that goes with it, 
as it has been crafted with much love and consideration for every vehicle 
we energise. Winner of various awards, the finest brand Speed has been an 
undisputed choice of its proud patrons - infact all premium luxury vehicles 
and of-course the hard-core speedsters. And today this iconic life-style 
brand is back with a bang!

The spirit and the promise of the brand is still the same. It has only grown 
in reach, as today, we are certain that it’s not just for any car that matters, 
instead it is meant for every car on the road. There is every need why one 
can switch to Speed and we are happy to bring you the finer details of this 
unique branded fuel in this special edition!  We are also happy that none 
other than the world’s fastest Indian Formula- 1 racer, Narain Karthikeyan 
is back with us as the Brand Ambassador of Speed. 

From the facts to the fantasies that came live as part of the revival of the 
brand, this has been one huge roller-coaster ride, that gets more exciting 
with each milestone crossed.  It is already creating a trend on the social 
media space. And the journey is not meant to stop any time soon. Please 
join the #Speed, if you haven’t already.

Fasten your seat-belts and enjoy the ride, because with SPEED, every car 
is a super car!

Warm regards,
Team Journeys.
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Strong brands are the backbone of 
our business! The year saw the revival 

of Speed, our premium brand of 
petrol. A gigantic effort was involved 

in restoring the Speed network 
by adding additional tankages, 

supported by intensive sales and 
marketing activities.

The 360 degree approach to revival 
of Speed can create a classic case 
study if we surpass the past peak 

performance of Speed this year itself, 
which will be remembered for a long 

time. We are now ready to shift gears 
and deliver another superlative  

Speed performance in the next FY too

- George Paul, ED (Retail)

Editorial Team
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The Kota – Jobner multiproduct 
pipeline and the Jobner installation 

of Bharat Petroleum was dedicated 
to the nation on 4 December 2015 at 
a glittering ceremony held at BPCL 
Jobner Terminal in Rajasthan. 

The dedication ceremony was 
presided over by Ms. Vasundhara 
Raje, the Hon’ble Chief Minister of 
Rajasthan. Mr. Dharmendra Pradhan 
the Hon’ble Minister of State (I/c) for 
Petroleum & Natural Gas, Government 
of India, who was the Chief Guest, 
dedicated the pipeline and the Jobner 
Installation to the Nation by unveiling 
the plaque in the presence of special 
invitee Mr. Rajyavardhan Singh 
Rathod, Hon’ble Minister of State 
for Information and Broadcasting, 
Government of India and Mr. Rajpal 
Singh Shekhawat, the Hon’ble Minsiter 

for Urban Development, Housing & 
Autonomous Bodies, Government of 
Rajasthan and Dr. Premchand Bairwa 
the Hon’ble MLA, Dudu.

Jobner Installation is the ultra-modern 
petroleum product storage and 
distribution Installation located in 
Asalpur village in Jaipur, Rajasthan. 
This Installation is the first fully 
complied OISD-244 petroleum 
installation in India. The Jobner 
Installation uses the state of art 
technology for process excellence 
with integrated terminal automation. 
The installation is built in an area of 
95.75 acres at an investment of Rs. 145 
Crore. The combined storage capacity 
at Jobner is 91580 KL consisting of 
fixed roof storage tanks for diesel & 
kerosene; and environment friendly 
floating roof tanks for highly volatile 

Kota – Jobner multiproduct pipeline 
& Jobner installation dedicated to 
the nation

Mr. Dharmendra Pradhan 
the Hon’ble Minister of 

State (I/c) for Petroleum & 
Natural Gas, dedicates the 
Multi Product  pipeline and 

the Jobner Installation in the 
presence of Ms. Vasundhara 

Raje, the Hon’ble Chief 
Minister of Rajasthan, Mr. 

Rajyavardhan Singh Rathod, 
Hon’ble Minister of State for 

Information and Broadcasting, 
Mr. Rajpal Singh Shekhawat,, 

Hon’ble Minsiter for Urban 
Development, Housing 
& Autonomous Bodies, 

Government of Rajasthan, 
Dr. Premchand Bairwa the 

Hon’ble MLA, Dudu and Mr. S 
Varadarajan, C&MD, BPCL

(Below) 
1. At the control room

2. A moment for “Give-Back”
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petrol. 

The installation has a tank lorry 
loading facility with 10 bays and can 
fill 3000 KL of petroleum product per 
shift. The installation is equipped with 
bottom loading facility combined 
with vapour recovery system and 
also with state of art and automated 
emergency handling facilities. BPCL 
has developed an integrated drainage 
network that passes through an 
effluent treatment plant, which 
operates on the philosophy of zero 
discharge of petroleum products into 
the soil and water. 

A water harvester has been constructed 
to harness rainwater to reduce 
underground water depletion in the 
area. It is proposed to install a Railway 
siding facility in the next financial 
year to secure the product supply for 
Jobner during routine refinery shut 
down or pipeline maintenance. Thus 
availability of petroleum products in 
the Jobner Installation supply area 
shall be maintained all the time. In 
future this will also supply Euro – IV 
petroleum products to the region.  

The Jobner Installation is strategically 
located along the stretch of busy 
NH-8, at Jaipur and would meet the 
demand of petroleum products of 
six districts viz. Jaipur, Ajmer, Sikar, 
Jhunjhunu, Churu & Sawai Madhopur. 
The Jobner installation would receive 
petroleum products through the Kota 
– Jobner multiproduct pipeline.  The 
Kota – Jobner multiproduct pipeline is 
a 211 km and 14” underground pipeline 
and it has the unique distinction of 

being connected with two refineries 
at Mumbai & Bina. This line is hooked 
up to the 1389 km MMBPL(Mumbai 
Manmad Bijwasan pipeline) at Kota.

The pipeline has been designed for 
1.7 MMTPA throughput and passes 
through four districts, railway lines, 
two major rivers, national highways 
and forests. At an investment of Rs. 
276 crores this Kota-Jobner Pipeline 
would ensure uninterrupted supply of 
petroleum products at Jaipur and the 
nearby markets. The pipeline has six 
Sectionalizing Valves (SV) enroute to 
handle emergencies. SV stations are 
fully operated on the green energy of 
solar power and remotely monitored 
from the control room through CCTV. 

Surveillance of the pipeline route is 
ensured physically by route monitoring 
personnel on a daily basis through 
GPS. Apart from the above, the leak 
detection system is fully functional 
to identify any kind of leakage in 

the pipeline and take corrective 
action. The pipeline control room is 
manned round the clock by officers 
who monitor pipeline parameters 
through Supervisory Control And 
Data Acquisition (SCADA) to ensure 
safe and smooth running With the 
commissioning of this installation 
at Jobner and the Kota – Jobner 
product pipeline, the products will 
now be made available in the region 
in the shortest possible time. Jobner 
Installation and the Kota-Jobner 
Pipeline are instrumental in building 
a strong foundation for inclusive 
and sustainable socio-economic 
development and transformation of 
the state of Rajasthan. 

Agriculture and rural development 
will receive a fillip with the enhanced 
availability of petroleum products, 
signaling a glorious future of economic 
growth and progress. This marks 
a major milestone on Rajasthan’s 
journey towards self sufficiency.

C&MD, inaugurates the  
Administration and Office Block



Mr. Dharmendra Pradhan, Hon’ble 
Minister of State (I/c),  Petroleum 

& Natural Gas launched various 
Consumer Connect Initiatives of 
MNGL, City Gas Distribution Company 
in Pune and the Oil Marketing 
Companies BPCL, HPCL and IOCL at a 
function in Pune in October 2015  .

Hon’ble  Minister also launched 
MNGL’s Clean-Green-Smart Pune 
initiative which aims at making 
Pune a pollution free city with a 
yearlong activity plan which include 
tree plantation ‘Each One Plant 
One’ , Green Run for Green Cause – 
‘Greenothon’, ‘Our Planet Our Future’, 
Smart safety program ‘Learn not to 
Burn’ , ‘Alert today Alive Tomorrow’, 
etc. He inaugurated MNGL’s piped 
gas supply to Nanded City one of the 
prestigious projects of the Magarpatta 
group bringing 24 X 7 supply of gas on 
tap to the residents.

The Hon’ble Minister handed over 
Insurance policies gifted by MNGL 
to 10 autorickshaw drivers under 
the Pradhan Mantri Suraksha Bima 
Yojana. MNGL has provided insurance 

MoP&NG introduces Consumer
Connect Initiatives 

cover to CNG Auto Rickshaw Drivers 
& PMPML Bus Drivers in and around 
Pune. This personal accidental policy is 
an insurance policy which covers death 
or disablement of the policyholder 
caused due to accident or accidental 
injuries and offers an accidental death 
and full disability cover of Rs. 2 Lakh 
and for partial disability cover of Rs. 
1 Lakh to people in age group 18 to 
70 years. Prominent citizen’s of Pune 
gave up their LPG subsidies and joined 
the ‘GiveItUp’ movement by handing 
over the consent form to Hon’ble 
Minister. 

The Hon’ble Minister handed over 
Deposit Free LPG connections to a few 
BPL families. He also launched ‘online
booking’ of LPG cylinders with ‘online 
payment’ facility for those who want 
to use the web and for those who wish 
to pay at the time of delivery, option 
to pay by debit/credit card through 
POS available with the deliveryman. 

Hon’ble MoS also launched the Kiosk 
which will be put in prominent places 
in Pune through which consumers can 
do their LPG transactions. 

Hon’ble MoS (I/C), MoP&NG 
launch various Consumer 

Connect Initiatives of MNGL, 
City Gas Distribution Company 

in Pune and
the Oil Marketing Companies 

BPCL, HPCL and IOCL.
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The new state of the art Crude 
Distillation unit [CDU 4] of 

Mumbai Refinery was dedicated to 
the nation on 8  December 2015 at a 
glittering ceremony by Mr. Devendra 
Fadnavis, Hon’ble Chief Minister of 
Maharashtra and Mr. Dharmendra 
Pradhan, Hon’ble Minister of State 
[I/C] for Petroleum and Natural Gas at 
the Mumbai Refinery. Also present on 
the occasion were Hon’ble Members 
of Parliament Mr. Arvind Sawant, Mr. 
Rahul Shewale, Mr. Gopal Shetty and 
Mr. Prakash Phaterpekar, Hon’ble 
MLA from Chembur and Mr. KD 
Tripathi, Secy., and Mr. Sandeep 
Poundrik, Joint Secy, MOP&NG and 
Mr. S Varadarajan, C&MD, BPCL 

The CDU 4 of capacity 6.0 MMTPA 
has been installed at a cost of  
Rs. 1419 Crores as a replacement 
of old Crude and Vacuum units. The 
commissioning of this CDU 4 would 
ensure cleaner environment and 
efficient use of energy with lower 
emissions and reduction in energy 
consumption. The Sulphur dioxide 
emission from the Refinery would be 
less than 10.5 mt/d – the lowest in the 
country amongst all the Refineries. 
Tightly heat integrated with furnaces 

New MR Crude Distillation Unit 
dedicated to the Nation 

Mr. Devendra Fadnavis, 
Hon’ble Chief Minister 

of Maharashtra and Mr. 
Dharmendra Pradhan, 

Hon’ble Minister of State [I/C] 
for Petroleum and Natural 

Gas dedicates the CDU 4 
of Mumbai Refinery in the 

presence of Hon’ble MPs 
& MLAs,  Mr. KD Tripathi,  
Petroleum Secretary, Mr. 
Sandeep Poundrik, Joint 

Secy, MOP&NG and Mr. S 
Varadarajan, C&MD, BPCL

of higher efficiency, the reduction in 
energy consumption in terms of Liquid 
Fuel Equivalent [LFE] is expected 
to be about 30 % which results into 
estimated savings of Rs. 128 Crores per 
annum on fuel consumption. 

On his arrival for the ceremony, 
Hon’ble MoS (I/c) for P&NG was given 
a warm welcome by the BPCL team 
led by C&MD Mr. S. Varadarajan, in the 
presence of Mr. B. K. Datta, Director 
(R), Mr. S. P.Gathoo, Director (HR) and 
Mr. P. Balasubramanian, Director (F). 

Subsequently, Hon’ble MOS, Secretary 
& Joint Secretary (R), MOP&NG were 
taken to CDU 4 Control Room wherein 
Mr. S. S. Sunderajan, ED (MR) made a 
brief presentation on CDU 4 Project 
and the plant operation through 
advance control systems. A warm 
reception was also extended to the 
Hon’ble Chief Minister on his arrival to 
the Refinery. 

The grand ceremony was witnessed by 
invitees who included senior officials 
from Govt. of Maharashtra, Statutory 
authorities, C&MD & Directors of 
HPCL, IOC, EIL, Directors of ONGC, 
BPCL Stakeholders and employees. 
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As we welcome the new financial year with great excitement and gusto, let us 
reminisce about the year gone by. This was the first year of complete deregulation 

of fuel retailing in the true sense, which came with the much anticipated competition 
from private players. With all our combined efforts, we have been able to improve our 
competitiveness in such challenging times and create value for all stakeholders.

The Year 2015-16 was another successful year for the Retail Business. We accomplished 
strong sales performance by surpassing the additional sales volume target of 1 MMT 
and achieved 1.3 MMT, ending the Year with 25.3 MMT. At an individual level, we 
grew by 15% in MS and 3.5% in HSD. We surpassed our Business Plan targets, as we 
continued to successfully implement our strategy, laying a strong foundation for our 
future. 

We commissioned 630 NROs with a sizable network of 170 Rural NROs, signifying 
our commitment to the growth of this segment. We reached a landmark of 1000 PFS 
Platinum and 6600 PFS retail outlets contributing to almost 80 % of our total sales.

With Project Vishwas, we reached an all time high of 8400 Automated Retail Outlets 
with all mono pumps replaced with MPDs, extending the Quality and Quantity promise 
to all our customers, while heralding improved customer service. 

Strong brands are the backbone of our business! The year saw the revival of Speed, our 
premium brand of petrol. A gigantic effort was involved in restoring the Speed network 
by adding additional tankages, supported by intensive sales and marketing activities. 
We have been able to sell 3,03,000 KL of Speed as against 32,000 KL during 2014-
15, almost a leap of 10 times higher. This a feat accomplished with your unflinching 
support. This significant increase over the previous year was driven by continuous 
efforts in network and customer engagement and focused investments in building 
brand equity for Speed through on ground activations and events. We have identified 
‘Going Digital’ as one of the key driver for brand building and made a first attempt at 
doing an integrated digital campaign for Speed at Baja SAE India 2016, which was 
widely appreciated. 

As the business grew, we not only improved the overall profitability of the Corporation 
but also advanced key strategic initiatives while taking the network closer to the 
customer. We undertook the drive to know our customers better with Project Sampark. 
I am proud to announce the successful capture of 7 million unique customers’ data 
through the retail outlets in a short span of time. This will be one of our biggest CRM 

Exciting year, outstanding performance
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initiatives in the Business, driving our future marketing 
strategy. In the same direction, we launched the Smart 
Drive, a Mobile App offering information and smart 
solutions to customers on the go. 

On the Operations front, we had a remarkable year of 
meeting the increased product demand while ensuring 
operational safety. In our endeavor to deliver technology 
enabled operations, we completed Automation across 
26 Supply locations and implemented NANO across 20 
locations. 

We dedicated the Jobner Installation, an ultra-
modern Petroleum product storage & distribution 
location and Kota – Jobner Pipeline, a 211 KM long 
underground pipeline from Kota to Jobner, to the 
nation. We introduced the Common User Terminal at 
Raipur Chhattisgarh to meet the demand of petroleum 
products of a large population in Chhattisgarh, 
including Raipur City and National Highway Corridor 
connecting South to East.

We were also awarded the coveted OISD award 
for Operational Safety Best Performance in Retail 
Operations for Western Region.

During the Safety Week Celebrations, we promoted 
operational safety with inclusive programs , such as 
SafeQ, Surakshavani and Bandhan for the teams at 
operating locations and PCVO Crew to energizing them 
and create lasting bonds, while promoting a culture 
of safety. The week long activities culminated in to 
a National finale rewarding competing teams from 
operating locations. 

Despite challenges in the first quarter, the Logistics 
team managed to meet the increased product demand. 

We touched the lives of our customers with the 
‘Celebrating with Customers’ initiative by celebrating 
festivals with them across the Country starting with 
Onam, followed by Rakshbandhan, Ganesh Chaturthi, 
Durga Puja, Diwali, Eid, Christmas and Holi. 

We provided for inclusion, by enrolling DSMs, PCVO 
Crew and their families in to the first ever Health and 
Life Insurance coverage under the Bharat Arogya 
Yojana. We also dedicated ourselves to the cause of 
Swacch Bharat Abhiyaan, by pledging to provide clean 
toilet facilities in all Retail Outlets.

I would like to congratulate each one of you and 
acknowledge your untiring efforts and contribution in 
making all these achievements a reality. 

Led by our long-term vision and guided by our values, 
we want to continue to outperform the competition 
this year as well. Our clear focus would be on delivering 
a strong performance through a robust customer 
strategy. For all this to happen, I will need your 
steadfast efforts to strengthen the foundation of the 
Business and deliver an unmatched BPCL experience to 
our customers. 

Once again wishing you and your families another 
remarkable year of great performances and 
achievements!
 

Warm Regards,

 
George Paul
Executive Director (Retail)
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An iconic revival of an ICONIC brand

Bharat Petroleum has been credited 
with offering many firsts in the Oil 

Industry, be it pioneering customer 
assurance programs such as Pure for 
Sure, Pure for Sure Platinum, One Stop 
Truck and Tourist Shops-Ghar, Highway 
Stars, most comprehensive non fuel 
Convenience offerings to name a few 
or India’s first fuel Loyalty Programs- 
PetroBonus & SmartFleet or India’s 
first branded fuels Speed, Hi Speed 
Diesel and Speed 97, powered by multi 
functional additives to deliver superior 
driving experiences and sustained 
peak engine performance. 

Talking of branded fuels, way back in 
2002, even before the full scale entry 
of new generation car manufacturers 
in the Country, we launched the first 
new generation premium petrol in 
the country under the brand name, 
‘Speed’. Another first by the Retail 
SBU, known for its obsession for 
introducing several customer focused 
initiatives ahead of its times. Soon 
after, the other leading Oil Marketing 
companies also launched their own 
branded fuels.

Branded fuels were introduced 
with a view to offer a clearly 
differentiated product for the new 
generation engines winning over 
the customers’ fulfillment and 
preference. The product addressed 
customers growing concern about 
their vehicles performance and care 
and environmental impact of harmful 
emissions. From Bharat Petroleum’s 
perspective, it demonstrated its 
core values of Innovation, Caring 
and Reliability while improving 
brand image and winning over loyal 
customers.

An INNOVATION called SPEED
The introduction of premium additive 
based fuels was a welcome change in 
the rather commoditized fuel market 
of petrol and diesel. The Industry 
experts viewed this as a trend in line 
with the global trends to introduce 
new generation fuels to woo 
consumers buying new generation 
cars. 

Speed was marketed as a superior 
fuel with multifunctional additives 

that enhanced engine performance, 
lower emissions and better 
drivability. It also delivered on the 
promise of improved mileage. The 
multi functional additives were 
sourced from Cheveron Oronite 
Company LLC, USA.  We soon 
launched premium diesel, Hi Speed 
Diesel for the emergent segment 
of new generation diesel cars with 
CRDI engines. We also introduced 
Speed 97, high octane petrol for the 
premium luxury segment of cars.  

Marketing INNOVATION 
Speed’s journey as the first new 
generation fuel brand was an 
exciting one. The brand became 
synonymous with Motor Sporting 
activities in India, involving Formula 
1 association by sponsoring Narain 
Karthikeyan, identification, 
nurturing and supporting Motor 
Sporting talent in the country, 
GoKarting Championships, Amateur 
Motor Racing, Speed Run – India’s first 
drag race format, sponsoring young 
engineers for designing race cars 
and meet & greet events with brand 
ambassador. 

Speed also introduced India’s First 
Motor Sports Quiz, Speed I Quiz in 
partnership with a leading Media 
House. Fueling the passion of 
many Motor Sport enthusiasts in 
the country, Speed became the 
most loved brand in the category 
and a market leader with over 40% 
market share. Speed’s positioning on 
performance and association with 
motorsports was enhanced and taken 
to another level by bringing on board 
MS Dhoni, India’s master blaster as a 
brand ambassador along with Narain 
Karthikeyan. Speed and travel go 
hand in hand, a campaign – ‘Take 
the first road out’ was launched to 
promote travel and getaways with 
partnerships with leading travel 
publications.
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Speed sales reached a crescendo 
with peak volume of 1100 TKL being 
sold across 4000 Retail Outlets. After 
a great start and an overwhelming 
response from the market, Speed, 
which was sold at a premium of a 
mere Rs. 1.5 to Rs. 2 higher than 
normal petrol. Speed not only 
became the highest selling premium 
fuel, but also enjoyed high brand 
equity as a result of our marketing  
investments.

On the decline of the curve
However, success comes with its 
own set of challenges. In 2009, new 
duties were introduced on branded 
fuels, which increased the price of 
branded fuels by Rs. 7- 8 per litre 
more than normal fuels. In 2012, the 
government withdrew the subsidy 
support for branded fuels, which 
further increased the prices of 
branded fuels to Rs. 10-12 per litre 
over the normal fuels. Due to the high 
price differential, sales plummeted 
as the market shrunk and brands 
suffered from waning demand. 

Speed which was widely used by 
motorists and bikers now was bought 
only by premium luxury car and bike 
owners. In a positive move by the 
Government in 2015, the duties on 
branded petrol were reduced from 
Rs. 7.50 to Rs. 2.35 a litre. This came 
as a blessing for Oil Companies and 
the consumers too.

Revival and REBIRTH 
Retail SBU took on us 
the challenge to revive 
Speed across the network, 
aware of the challenges of reviving 
an almost extinct brand with low 
network strength of Speed retail 
outlets, extremely low sales volumes 
as loyal Speed customers distanced 
themselves from the brand owing 
higher prices and the newer ones did 
not know of its existence. 
Revival of Speed became the 
business’s top most priority with 
a clear target of regaining the 
leadership status in premium fuels 
segment to become 
the customers’ first 
choice. The task at 
hand was to address 
the users of Speed 
who migrated back 
to normal petrol 
due to the price 
differential, 
bring in new users 
in to the fold and 
convert competitor’s 
customers to our 
side. Comprehensive 
strategies were 
drawn out, detailing 
the strategic and tactical goals for 
Speed’s revival and re-establishing 
its strong brand equity. 

A systematic plan to improve product 
availability by adding hardware 
in the form of additional tanks in 
retail outlets and increased brand 
prominence in the Retail outlets was 
drawn out, coupled with rigorous 
network engagement & training. 

Network partners were enthused 
and encouraged to promote Speed 
sales and were attractively rewarded 
through strategically designed 

monthly sales schemes.  Awareness 
building activities, ground activations 
and brand engagement opportunities 

Speed Sales Performance (2015-16)
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were undertaken to woo Speed loyalists 
and prospects. 

SPEED Grand Prix
The Territory teams were enrolled to 
participate in the Sales Competition 
based on a  SPEED Grand Prix 
Championship format, where in each 
month there was a Grand Prix with a 
challenging target to add network and 
achieve sales and conversion goals. 
The Speed Grand Prix was designed to 
promote healthy competition amongst 
the sales teams, while scaling higher 
each month in Speed sales. The Speed 
Grand Prix received an overwhelming 
response from the Sales teams and with 
its growing popularity Speed became the 
buzz word in all markets. 

The Territory teams competed in 
their respective groups and aimed 
for a podium finish with top scores in 
their groups every month. Consistent 
performance in the Grand Prix with Top 
position in three races won the Speed 



Sales Champions a place in the 
‘Speed Grand Prix Hall of Fame’. The 
‘Fastest Lap Award’ was instituted 
for Territory teams achieving the 
Business Plan target earliest in each 
group, which encouraged them to 
realize the Business Plan goals well 
in advance.  The Speed Grand Prix 
participation by the sales teams 
was enthralling as they aimed to 
exceed their targets by modulating 
their strategies with each race and 
helped the Business to achieve more 
than 6 X growth in network and 10 X 
growth in Sales and in just one year.  

Iconic Brand AMBASSADOR
Speed sensation Narain 
Karthikeyan was once again 
engaged as Speed’s brand 
ambassador to popularize 
Speed across the Country and a 
communication campaign “With 
Speed every car is a Super car” 
was launched across the country. 
‘Speed Speak’, the exclusive 
meet & greet events with select 
customers and Speed dealers 
were conducted at select markets 
to strengthen Speed’s association 
with motoring passion and 
performance.

A number of relaunch events and 
brand engagement initiatives were 
conducted to build resonance with 
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High Octane campaigns of  SPEED 
with Narain Karthikeyan in Indore 
(above) and the Maharaja of  Udaipur 
(below). Read more and view 
complete album on BPCL website 
and Facebook.
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Speed users across most prominent 
markets. The Royal Riders Rally 
in Udaipur, Speed Treasure Hunt 
in Mumbai and Thane, Speed Car 
Treasure Hunt in Kolkata, Speed 
Rovers luxury Car and Bike Rally 
at Indore, Speed Biker Rallies in 
Gwalior & Bhopal, Speed Womens’ 
Rallies and co sponsorship of MP 
Auto  Expo in Bhopal, Speed Slogan 
Contest in partnership with ‘The 
Week’ magazine in Chennai to name 
a few. Speed’s long term association 
with Bond films was also revived with 
the launch of the Hollywood movie, 
‘Spectre’.  An invitation to watch the 
movie was extended to customers, 
select Speed dealers and sales teams 
across markets to leverage the 
association and acknowledge their 
contribution  in promoting Speed 
sales. 

1. Speed Treasure Hunt
2. Speed PIT-STOP
3 Mr.M.S Patke, GM (Brand & PR) 
along with ED(Retail) selects winner 
of the online contest SPEED IQ

Team BPCL at #BajaSAE India 
2016 in Indore. Read more 
and view complete  #SPEED 
album on BPCL facebook.

SPEED @ BajaSAE India
Speed’s continued association with 
Baja SAE India, 9th year in a 
row, was another feather in the 
cap, as Baja SAE India gives the 
perfect impetus for the young 
engineering talent to augment 
design and engineering skills, 
giving the country its next 
generation of automobile 
professionals.  

SPEED Digital 
Speed energized the young 
teams at Baja on the race track 
and off it too by leveraging the 
power of the digital media. As the 
official fuel partner, Speed not only 
energized the All Terrain Vehicles 
(ATVs) through the static, dynamic 
and endurance tests at Pithampur 

Indore but also encouraged them to 
showcase their digital currency with 
the exhilarating digital and social 
media contests, “60 Seconds to 
Fame”, “ They Battle- You win” and 
“What’s your Speed IQ?”.  

In association with Corporate 
Brand, we also experimented 
Speed on Digital with an exclusive 
SPEED micro-site on www.
bharatpetroleum.in, live coverage 
and  engagement programmes on 
Social Media. 

On the successful revival of Speed, 
Mr. George Paul, ED, Retail remarked, 
“The 360 degrees approach to revival 
of Speed can create a classic case 
study if we surpass the past peak 
performance of Speed this year itself, 
which will be remembered for a long 
time. We are now ready to shift gears 
and deliver another superlative Speed 
performance in the next FY too”
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Speed Fuels are enriched with 
world-class “Clean-All” and 

“Keep-Clean” special multi-
functional additives (MFA) that 
keep your vehicle’s engine free of 
deposits thereby giving us peak 
engine performance leading to 
better driving experience, lower 
maintenance cost, reducing 
emissions and improved mileage. 

How Speed Fuels work
In a new vehicle engine, fuel-port injectors, 
intake valves, and combustion chamber 
are free of any deposit. With time, deposits 
begin to accumulate on these engine 
parts, affecting the vehicle performance 
through deposits in the Fuel Injector, which 
lead to poor ignition, rough idling, loss of 
power, increased emissions & reduced fuel 
economy. 

Deposits in Intake Valve & Ports, which 
soak a fraction of the fuel like a sponge, 

resulting in an improper fuel-air mixture, hence, poor 
combustion. Deposits in the Combustion Chamber, which lead 
to rise in pollution levels, octane requirement increase (ORI), 
reduced power and sluggish acceleration.

The Speed PROMISE  

Better Driving Experience - The superior additive 
chemistry of Speed fuels keeps these deposits in check and 
helps in restoring and sustaining original engine performance, 
bringing you maximum conversion and realization of power 
and acceleration.

Reduced Emissions - The MFA technology used in Speed 
cleans-up the harmful deposits from intake valves and ports, 
fuel injectors and combustion chamber. Moreover, it prevents 
the formation of new deposits, ensuring correct air-fuel 
mixture and improve fuel spray pattern. 

Lower Maintenance Cost – Speed provides all round 
protection to fuel system components from rust and corrosion, 
thereby a cleaner engine.

Improved Mileage – Speed brings to you enhanced overall 
engine performance - easy starting, smooth idling, maximum 
power and acceleration, reduced emission and engine 
knocking.

Speed 97 is formulated for those who care about their car. 
Petrol, as advanced as today’s latest high performance engine, 
brought to you after years of research into what drivers really 
want from their cars. 

The top three luxe marquees Mercedes-Benz, Audi and BMW 
— which together command around 90% of the Indian luxury 
car market — are all looking at top-gear growth, with market 
leader Mercedes-Benz clocking a 41% increase in sales in 
2015. With more than 40 new cars and SUVs lined up for the 
entire year in the segment, we are looking at another year of 
strong double-digit growth for India’s luxury car brands. With 
growing demand of luxury cars, demand of high-octane petrol 

to complement technology enhancements is also increasing. 
Speed 97 is the only petrol in India, with an octane rating of 
97. Speed 97 is a unique blend of high-octane petrol of an 
octane rating greater than 97 RON,  with specially designed 
components. As the petrol with the highest octane rating in 
India it enables advanced modern design engines to work 
more efficiently thereby delivering more power. It has the 
ability to remove performance sapping deposits left by 
other fuels from the airways of the engine. The combination 
of these effects means that fuel and airflow smoothly and 
quickly to the engine, burning more effectively to give you 
increased performance and a quicker response. 

It also contains world-class multi-functional additive, 
which enables these vehicles to deliver their designed 
outputs by removing harmful deposits from all fuel 
metering systems and components, making Speed 97 give 
Better responsiveness, Maximum power output, Cleaner 
Environment, Improved drivability to the high end cars.
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It was the return of jubilations at the 
Leadership in Action, the All India 

Retail Business Summit that saw the 
convergence of Leaders of the Retail 
Business group. Bangalore played host 
to the summit and several initiatives 
were launched at this tremendous 
platform.  This summit is the launch 
pad for growth strategies to  propel 
the business. 

Placing the summit in perspective was 
Mr. George Paul, Executive Director 
(Retail) who gave an overview of 
Business performance, challenges 
ahead and our strengths as a 
business, as he welcomed the Retail 

Leadership   in ActionLeaders and the Junior Retail Council 
Members to the Summit that he had 
revived after a gap of 5 years.  He 
stressed entirely on the importance 
of business expansion, leveraging 
technology in every aspect of the 
business , connecting with customers 
of today, value maximization for 
all stakeholders, energizing people 
through inspirational leadership, and  
values to be internalized for nurturing 
talent, as we steer through the present 
with an eye on the future. 

In his address, ED, Retail, also 
emphasized on the fact that 
achievement of Project Dream Plan 
targets during the current year will be 
of top most priority as we embark on 
a new journey with Project Sankalp 
from 2016-17. 

Unveiling the theme of the Summit, 
Mr. George Paul, called the attention 
of all participants to the fact that our 
business is built on the foundation 

of the strong relationships that we 
build and nurture along the way, 
with our people and our customers, 
our ‘Rishta Dil Se’, which makes 
us what we are today.  Based on 
the theme of ‘Rishta Dil Se’ an 
Audio-Visual film was showcased, 
which enthralled and energized the 
participants.

Business Sessions at the meet were, 
moderated by senior leaders in the 
areas of Operational Excellence, 
Logistics as a differentiator, Digital 
Retail, Building Retail across Urban, 
Rural and Highway markets and 
Creating BPCL as the most loved 
brand. 

Ensuing sessions were rich with 
thought provoking exchange of 
ideas and reflections for strategies 
that would enable realization of 
business goals through creating 
strong customer connections. For 
the first time, members of the 
Junior Retail Council participated in 
the LIA Summit and brought several 
new perspectives to the business 
sessions. Mr.K K Gupta, then Dir 
(M) expressed his delight over the Mr. George Paul, ED(Retail), Mr. MS Patke, GM(Brand & PR), Mr.S Ramesh, then ED(LPG), Mr.I S 

Rao, ED(Gas \Business, Mr.R P Natekar, ED(I&C) and Mr.K P Chandy , ED(Lubes) at the LIA 2015

Inauguration of the “Leadership in Action” summit
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Leadership   in Action

business achievements and stressed 
on the importance of prudence 
in dealing with challenges that lie 
ahead due to competitive forces and 
market dynamics. 

At the ‘BPCL First’ Session, SBU 
Heads, Mr. George Paul, (ED, 
Retail), Mr. S Ramesh, (then ED, 
LPG) Mr. K P Chandy, (ED, Lubes), 
Mr. R P Natekar, (ED, I&C), Mr. I S 
Rao, ( ED, Gas Business) and Mr. MS 
Patke, (GM, Brand & PR) discussed 
the significant contribution of the 
BPCL First initiative on the business 
performance and building an 
inclusive culture in the Corporation. 

Views shared by Business leaders 
resonated with the fact that the 
BPCL First Initiative provides 
immense opportunities that will 
enable meaningful collaborations 
for business to engage with 
consumers and deliver measurable 
performance, which will be tough 
for competition to replicate. The 
Business leaders also opined that 
BPCL First initiative would go a 
long way in building a collaborative 
culture in the organization. An 

encouraging and inspiring ‘Leadership 
Talk’ Session with C&MD, Director 
Marketing, Director Finance and CVO 
invigorated the participants. 

Our C&MD, Mr. S Varadarajan, in his 
opening remarks lauded the efforts 
of the field teams in making the 
landmark performance a reality. He 
also appreciated the unparalleled 
synchronization of the businesses to 
create success stories of the future and 
emphasized the importance of value 
creation for all stakeholders, including 
BPCL teams, channel partners and 
shareholders. He asked the Retail 
TMs to take ahead the tradition of 
customer centricity to provide value 
to the customers on a sustained basis.    
The Summit witnessed the launch of 
the New Avatar of the BPCL Website 
and the SmartDrive Mobile App by our 
C&MD.

The Leadership in Action Awards 2015 
recognized the feats achieved by Retail 
Territories and Regions during 2014-
15, across business goals. Chennai 
Territory was honored with the Best 
Territory Award and Southern Region 
was awarded the Best Region for the 
overall excellence in performance.
The Summit concluded with a session 
on ‘Leapfrog Strategy’ by Mr. Porus 
Munshi, author of the best seller on 
‘Making Breakthrough Innovations 
Happen’. 

TOP : Southern Region jubilates on winning the All INDIA Best Region title.   
BELOW : The LIA team with C&MD and Directors.
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CMD at the Leadership Talk. Also seen, then CVO, D(M) 
and D(F) along with ED(R)
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SmartDrive is a Smart mobile app from Bharat Petroleum, which helps one 
locate Fuel Stations, services and much more. This app has been designed 

for motorist and bikers who like to keep updated on the go. 

It has several features which helps one find all their needs while driving. From 
planning one’s trip to finding the distance to the destination, locating fuel 
stations on way - with food outlets, where you can refresh, rejuvenate, eat, shop, 
use ATMs and do much more. Additional features are saving vehicle documents  
in digi format for anytime retrieval, managing PetroCard and SmartFleet and 
much more. With these facilities SmartDrive, a smart application from Bharat 
Petroleum, is more than a friend as one drives on. It is the one stop solution for 
all journey needs from BPCL. 

SmartDrive from Bharat Petroleum
One-stop smartphone App for all fuelling and services needs

C&MD, Mr.S Varadarajan 
launching the SmartDrive App 
in the presence of Mr. KK Gupta, 
(then Director - Marketing), Mr. 
P Balasubramaniam,  Director 
(Finance), Mr. Maonj Pant (then 
CVO, BPCL), Mr. George Paul, 
Executive Director (Retail) and 
Mr.AK Kaushik, GM   (IT Retail), 
at the National Retail Summit 
- “Leadership in Action” in 
Bengaluru

Our retail business is fast moving 
away from commodity-based 

selling towards service-driven 
marketing, with competition 
expanding the base and customers 
demanding more and better. 

Being the largest customer-facing 
business of the corporation, offering 
an ideal pool of captive audience 
for sales and brand promotional 
activities, it is our endeavor to create 
memorable experiences and strong 
connections with our customers at 
every touch point.  

To get a spot at the top of mind 
recall of the customer, we need to 
constantly communicate and engage 
them in meaningful customer-centric 
activities. In our endeavor to know 
our customers better, their buying  
habits and their preferences, we 
have launched Project Sampark to 
create an ambitious target of 1 Crore  
database of our Patrons. 

This is achievable only with the 
active participation of each and every 
Dealer in our network. To enable our 
dealers to gather this data easily 
and efficiently, Bharat Petroleum 
has launched a mobile app called 
Sampark. We encourage every dealer 
to use the mobile application- to 
collect the data of the customers 
visiting their retail outlets. 

We urge the dealer to ask his RO 
Manager or Forecourt Supervisor or 
Team Lead to carry out this activity 
on Sampark application. In Rural 
outlets where there may not be an RO 
Manager or Forecourt Supervisor or 
Team Lead, DSMs may be engaged in 
data collection.
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Sampark
A digital wave for creating a databas of our customers



The scheme 
provides cash 
less cards 
which can be 
used at 6,000 
hospitals 
across the 
country.
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Employees of our dealers and transporters are the face of our 
company and we are more than willing to go out of our way to 

make them feel at home with us. With this in mind, BPCL initiated the 
Bharat Arogya Yojana, which is a unique health and personal accident 
insurance scheme for employees of our dealers. “We have launched 
Bharat Arogya Yojana, a health and personal accident insurance scheme 
for employees of our business partners, who are employed for more 
than three years. They may not be our direct employees but are the 
crucial linkage to our relationship with our customers. We were looking 
at how to enhance the quality of life of this community, how they would 
respond to our customers needs differently,” said Mr. S. Varadarajan, 
C&MD, BPCL, while launching this scheme early last year. 

This scheme is our way of extending care to the larger family.  
Launched in collaboration with New India Assurance, it is applicable 
to all employees working for franchisees, across the country and it 
provides health cover of Rs.1 lakh for the individual and the family 
(spouse and two dependent children) and a personal accident cover of 
up to Rs.2.0 lakh. The scheme provides cash less cards which can be 
used at 6,000 hospitals across the country.
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Bharat  Arogya Yojana

BPCL has undertaken environmental friendly initiatives 
through its retail network across the country. We have 

ambitious plans to provide renewable energy solutions such 
as solar systems, save on energy by providing energy efficient 
light at Retail outlet and improve ground water level by way 
of Rain Water Harvesting.

Solar Power Systems at Retail Outlets: As a part of Green 
Retailing concept Solar Power Systems have been provided at 
535 Retail Outlet having capacity of  2650 KW. 
Green Lighting:  More than 1000 Retail Outlets have been 
covered by energy efficient Lights like Induction & LED 
resulting in almost 40% savings on electricity bill.
Rain Water Harvesting: Around 100 Rain water harvesting 
systems have been constructed in the current year, which has 
resulted in conserving 116 lacs lits of water /Year. 

Retail network has been organizing   various activities at 
retail outlet for sensitizing dealer network and generating 
awareness towards green retailing. In addition to that we 
have been utilizing our retail network In & Out store and 
Beyond LPG channel in rural areas to sell rechargeable solar 
lanterns to help and replace the traditional kerosene lamps in 
rural households.

Launched in 2006-07, Automation 
started a new movement in Oil 

Industry, recognizing the consumer need 
for trust worthy and reliable fuel stations. 
Automation brings transparency, giving 
customers not only Quality & Quantity 
assurance of the product delivered, but 
tank stock & dispenser deliveries across 
the network are also closely and remotely 
monitored. Any dispensing unit which is 
not automated gets disconnected from 
the system and stops dispensing fuel, till it 
gets rectified.

Once fueling is done, bill gets generated 
automatically, capturing rate, volume, 
details of the dealer, Start & End time, 
mode of payment, preset quantity and 
value details. If the customer vehicle is 
registered with us, bill captures these 
details as well, and a SMS is received by 
the customer on his registered mobile 
phone with all transactional details.  
Traceability of each transaction is ensured 
as  dispenser is secured by Password, 
which also captures the details of the 
delivery sales person, operating the pump 
thus helping in tracking back transaction, 
in case a customer has any query. 

With more than 7000 automated fuel 
stations across the length and breadth of 
the nation, we guarantee our customers 
transparent operations at our forecourt 
with assured quality and quantity, and 
accurate & automated billing.
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Mr. S Varadarajan, C&MD, BPCL 
presenting the Dividend cheque of 

Rs.1399.99 lakhs to Mr. Oommen 
Chandy, Hon’ble Chief Minister of 

Kerala in Thiruvanathapuram in the 
presence of Mr. P.K. Kunhalikutty, 

Hon’ble Minister for Industries & IT, 
Mr. KM Mani, Hon’ble Minister for 

Finance, Law & Housing, Mr. K Babu, 
Hon’ble Minister for Fisheries, Excise 

& Ports, Mr. Jiji Thomson, Chief 
Secretary and Mr. PH Kurian IAS, 

Secretary (Industries), Govt. of Kerala 
and Mr. Prasad K Panicker, Executive 

Director (Kochi Refinery) and other 
senior executives of BPCL. 

Bharat Petroleum has presented a 
cheque of Rupees Eight Hundred 

and Ninety Three Crores, Seventy 
lakhs, Two Thousand Seven Hundred 
only to the Government of India as 
Dividend for the financial year 2014-
15. 

Mr. S Varadarajan, Chairman & 
Managing Director handed over the 
cheque for the highest ever Dividend 
to Mr. Kapil Dev Tripathi, IAS, 
Secretary, Ministry of Petroleum and 
Natural Gas in the presence of Ms. 
Monica Widhani, Executive Director 
(Coordination), BPCL and officials of 
BPCL, MoPNG on 15 September 2015 
in New Delhi. 

At the AGM that was convened on 09 
Sept 2015, C&MD declared that BPCL 
has recorded outstanding results 
in all the facets of business for the 
year 2014-2015. Both in Refining and 
Marketing, excellent results have been 
delivered. Company has achieved the 
highest ever net profit of Rs. 5084.51 
crores during 2014-15 representing a 
25% leap over last year’s record of Rs. 
4060.88 crores. 

BPCL’s Gross Revenue from Operations 
for 2014-15 was Rs 2,53,254.86 crores, 
compared to previous year’s revenues 
of Rs 2,71,051.81 crores. BPCL 
generated the highest average Gross 
Refining Margin (GRM) amongst the 

Bharat Petroleum presents highest ever 
Dividend to Govt of India

Mr. S Varadarajan, Chairman 
& Managing Director handing 
over the cheque for the 
highest ever Dividend from 
Bharat Petroleum to Mr. Kapil 
Dev Tripathi, IAS, Secretary, 
Ministry of Petroleum and 
Natural Gas in the presence 
of Ms. Monica Widhani, 
ED(Coordination), BPCL and 
officials of BPCL, MoPNG on 
15 September 2015 in New 
Delhi.

PSU Oil Companies during 2014-15. 
BPCL’s market sales volume was 34.45 
MMT as compared to 34.00 MMT 
achieved during the last year. 

BPCL’s market share amongst the 
public sector oil companies stood at 
23.29% as against 23.50% recorded 
in the previous year. BPCL’s net worth 
as on 31.3.2015 stands at Rs.22,467.48 
cores as compared to Rs. 19,458.76 
crores at the end of the previous year.
In 2014-15, the Earnings per Share 
stood at Rs.70.32 as compared to  
Rs. 56.16 during 2013-14. 

The BPCL board has recommended a 
dividend of 225% (Rs.22.50 per share) 
for the year. 

BPCL Dividend to Govt. of Kerala
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The Corporate Website of BPCL www.bharatpetroleum.in in its brand new 
avatar was launched by Chairman & Managing Director, Mr. S Varadarajan 

at the Retail Leadership in Action Summit -2015 in Bengaluru in August 2015. 

Mr. K.K. Gupta, Director (Marketing), registered as the first customer on the 
website. Mr.P Balasubramanian, Director (Finance), Mr. Manoj S Pant, Chief 
Vigilance Officer, Mr. George Paul, ED(Retail), Mr. S Ramesh, ED(LPG), Mr. KP 
Chandy, ED(Lubes), Mr. R.P. Natekar, ED(I&C), Mr. I. S. Rao, ED(Gas), Mr. Milind 
S Patke, GM(Brand & PR) and the Corporate Brand & PR  Team witnessed the 
launch along with the huge gathering of the LIA Summit. 

In our efforts to being innovative, caring and reliable, the website has been 
developed with a host of new facilities. Apart from information about the 
business and services, the website will also serve as a business enabler with 
features to share, connect and do business with us. The website has been 
enriched with brand new images and videos and has features to make it more 
interactive, response-driven and is compatible on all user friendly devices. 
Planned digital marketing services and customer conversations on Website / 
Social Media to enrich consumer mind-space have also been integrated in the 
website. 

The site in its all new avatar is equipped for real time methods and platforms 
for e-transactions and  knowledge sharing for customers and global network. 
The website will also be an easily accessible platform for capturing customer 
feedback.

BPCL corporate website now 
in a brand new avatar

The website is equipped to create a 
superior user experience with single 
user dashboards and conveniences, 
therefore please login and register at 
your own www.bharatpetroleum.in 
to experience the value adds designed 
for all our valuable customers. 

The launch only marks the beginning 
of another new journey that requires 
continued collaborative support 
from all BUs, Entities and Business 
Associates. We dedicate the all new 
site to BPCL’s continued commitment 
to being Innovative, Caring and 
Reliable.

C&MD, Mr.S Varadarajan, 
Directors Mr. KK Gupta (M), Mr. P 
Balasubramaniam, (F),  
Mr. Maonj Pant (then CVO, 
BPCL), Executive Directors Mr. KP 
Chandy, (Lubes), Mr. George Paul 
(Retail), Mr. Ramesh S (LPG), Mr. 
R P Natekar (I&C), Mr.I S Rao (Gas) 
and Mr. Milind S Patke, GM (Brand 
& PR) along with the corporate 
Brand & PR team at the launch 
of  BPCL website in its  new avatar 
at the National Retail Summit - 
“Leadership in Action” in Bengaluru
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Bharat Petroleum has been 
adjudged MOST ATTRACTIVE 

BRAND by TRA. BPCL C&MD Mr. 
S. Varadarajan, Mr. K. K. Gupta, 
Director (Marketing) , Mr. S.P. 
Gathoo, Director (HR) and Mr. Milind 
S. Patke, GM(Brand & PR) are seen 
with Corporate Brand & PR Team.  
Mr. Patke received the award on 
behalf of Bharat Petroleum recently. 

Bharat Petroleum
Most attractive
Brand

Bharat Petroleum bags “HR Excellence Award” 
in India Today PSU Awards 2015

Bharat Petroleum has bagged the 
“HR Excellence Award” in the 

India Today PSU Awards 2015. Mr.S.P 
Gathoo, Director (HR) received the 
award from Shri. Ravi Shankar Prasad, 
Hon’ble Minister of State for Telecom, 
Ministry of Information Technology 
and Mr. Piyush Goyal, Minister of 
State for Power at a glittering function 
in New Delhi on 14 December 2015. 

The India Today Group’s study on the 
Best India PSU is an attempt to find 
out which of the Country’s Public 
Sector Undertakings are contributing 

the most towards various aspects 
of Nation-building. This survey on 
Indian PSUs that are playing a very 
significant role in India’s economic 
development and industrialization is 
the first ever comprehensive survey of 
Indian Public Sector Undertakings. 

It evaluates PSUs across four segments 
namely the Maharatna, Navaratna, 
Mini-Ratna and other PSUs, under 
eight categories; offering a rare 
insight into the functioning of Indian 
PSUs. Bharat Petroleum receives this 
accolade in the Navaratna Category.
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Touching lives every day is what Bharat 
Petroleum does and we are proud that Bharat 

Petroleum has been ranked among the Top Ten 
“Best Companies for CSR” in the recent survey by 
The Economic Times partnering  with  Futurescape 
and IIM Udaipur. 

From 115, the number of companies that were 
analyzed has risen to 216 in the second edition of 
the survey this year, which means there’s more 
competition, and as a result several new companies 
have risen to find a place in the top 10 rankings of 
the “Best Companies for CSR 2014” study. 

The survey reports that only about 18% of all 
companies surveyed met the mandatory 2% 

BPCL among top ten in
“BEST Companies for CSR 2014”

It was a proud moment for BPCL when the EFI National Award for Excellence 
in Employee Relations- 2015 was bestowed upon BPCL for Significant 

Achievement in Employee Relations. Employers’ Federation of India (EFI) 
is a leading apex national organization of Employers recognized by the 
Ministry of Labor and Employment, the State Governments and the ILO. Mr. 
R.R. Nair (GM- HRS), Mr.K. Padmakar (GM- HRD) and Ms. Sujata Chogle (GM- 
HR, Mumbai Refinery) received the award on behalf  of BPCL from Shri Arun 
Maira (former Member, Planning Commission, GOI). The award is reflective 
of BPCL’s strong commitment to excel in Employee Relations and recognises 
the positive initiatives that have been taken in the workplace to the benefit 
of both the organisation and its workforce. 

Mr. S Varadarajan, Chairman and 
Managing Director, BPCL receives the 
Business Today BEST CEO AWARD, in 
the Oil & Gas Sector, from Mr. Jayanta 
Sinha, Hon’ble Union Minister of 
Finance at the Business Today Awards 
ceremony, December, 2015

BPCL C&MD 
is BEST Oil PSU CEO

EFI Award for 
Significant 
Achievement 
in Employee 
Relations-2015” 

spending norm and that not a single services company 
features in the Top 10. What do these facts reveal? 
“Companies need to think of CSR more strategically,” 
says Namrata Rana, director, Futurescape. For now, 
companies are engaging with communities in limited 
areas. “Education, health and environment are 
prominent. Areas like women’s empowerment and 
supporting artisans, sportspersons etc get a short 
shrift,” says Janat Shah, director, IIM Udaipur. 

Having said that, the top 10 corporates featured in this 
report are veterans, with a tradition of executing and 
monitoring CSR projects. Others can learn from them.  
This year’s CSR study finds that many companies have 
scaled up operations in CSR and are looking at it as a 
priority.



The Retail Business introduced 
another path breaking initiative, 

by instituting first ever Junior Retail 
Council (JRC) of the Retail SBU. The 
JRC is a council of young managers 
of the Retail Business across various 
business functions, formed with 
the purpose of engaging the youth 
power and creating a driving force for 
effective realization of the business 
goals of today and for times to come. 
This team would be the business’s 
evangelists connecting the threads 
and enabling its progress in line 
with the overall business vision. This 
phenomenal initiative is the brain child 
of Mr. George Paul, Executive Director 
(Retail).

The energetic and tenacious JRC team 
has been handpicked by a rigorous 
selection process, with an objective of 
getting a fair representation from all 

functions and geographies. The JRC 
team would work under the tutelage 
and guidance of ED, Retail and work 
on taking ahead various initiatives 
and projects across key high leverage 
areas. In the first Junior Retail Council 
Meeting, the team co created the 
Core purpose, Vision and Team 
Operating Principles (TOPs) for the 
JRC. High leverage result areas (HLRs) 
were identified by the young team for 
developing future strategies, which 
mirrored the thoughts of the Retail 
Council team.   

Over the past few months, the 
JRCians have been taking forward 
the communication mandate across 
all Territories and locations in the 
Retail Business. The communication 
series is designed to establish a 
connect with the young officers in the 
business, share their JRC experience 

Catch them young : Junior Retail Council 

Sangam 2015

JRCians with Mr.George Paul, ED Retail at 
the JRC review in Indore
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The confluence of 
Highway Retailing, 

Fleet Sales and Retail 
Technology teams at the 
City of Lakes, Udaipur 
was designed to enable 
the teams coming 
together and craft 
winning strategies for 
market dominance on 
Highways. 

and use this platform for influencing 
& participating in the decision making 
process. The response from the 
Territories has been overwhelming 
and a significant step in the 
remarkable journey to creating an 
inclusive, growing and sustainable 
business.

For the first time, representative 
members of the Junior Retail Council 
also participated and brought several 
new perspectives to the business 
sessions during the Retail Leadership 
in Action Summit, Bengaluru. 

The institution of the Junior Retail 
Council is another positive step 
towards building a strong sense of 
camaraderie and common purpose to 
deliver business excellence. 



Kota Retail Pariwar joined hands 
towards the noble cause of saving 

lives, further promoting the cause 
‘Samajik Sarokar Ke Sath – Bharat 
Petroleum Ka Haath’.

A brand new ambulance with all 
necessary medical accessories was 
donated to Nirmal Hridya Home - 
Missionaries of Charity of Mother 
Teresa for their Orphanage and Old 
Age Home at Kota. The Ambulance 
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Safety Innovation Award
For Sewree Installation, Mumbai

Team Kota lends a helping hand
prominently branded with Bharat 
Petroleum logo on sides and roof, was 
handed over by Head Retail North, Mr. 
T Peethambaran at BPCL retail outlet 
M/s Bedi Brothers in the presence 
of Chief Manager Sales North, Mr. 
Rauf M Khan; Territory Manager 
Retail Kota, Mr. Rajeev Jaiswal; 
other officers of BPCL; BPCL dealers 
of Kota Retail Territory; Father of 
Bishop House; and, other prominent 
personalities and customers .

BPCL Sewree Installation has 
bagged  the “Safety Innovation 

Award” for various initiatives 
introduced for inculcating 
awareness and a safety culture 
in operations in the fields of 
Occupational Safety, Health & 
Environment at “The International 
Safety Convention & Exhibition, 
2015”. Mr. Sreedhar Sidagam, 
Chief Installation Manager, Sewree 
and Ms. Kakoli Bharali, Executive 
Opertaions Sewree received the 
award in the presence of high profile 
luminaries from Indian industries in 
September 2015.

As its theme, so was the All 
India Retail Operations Meet, 

a “Promise Beyond Excellence”. 
Held in Hyderabad from in October 
2015, it saw the convergence of 
Incharges of all Retail Locations, 
Regional Roleholders of Operations 
and Logistics and Headquarter 
Operations Team. 

ED Retail, Mr. George Paul; ED HSSE, 
Mr. P C Srivastava; ED Legal, Mr. 
S Vijayakumar; ED E&P, Mr. M M 
Chawla; ED I&C, Mr. R P Natekar; and, 

A promise beyond  excellence
All India Retail Operations Meet 

GM Operations, Mr. N Manohar Rao 
performed the traditional launch of 
the Meet. The presence and address 
of C&MD, Mr. S Varadarajan; Director 
Marketing, Mr. K K Gupta; and, 
Director HR, Mr. S P Gathoo, energised 
the team that had converged after a 
gap of nearly five years. 

“Tank Lorry Crew Training Video”, 
“Product Loss Manual”, “Tanker 
Operations Manual”, and “Safety 
Booklets” were launched by C&MD. 
The presence of Padmashri P V 

Sindhu was a source of inspiration 
and encouragement to Women 
participants to perform & excel. The 
Leadership in Action awards for the 
year 2014-15 and other Awards were 
given away during the meet. Western 
Region Operations bagged the 
Chairmans Rolling trophy. 

The meet concluded with GM 
Operations, Mr. N Manohar Rao, 
urging everyone present to raise 
the bar of performance, bring in 
professionalism in every activity and 
to continuously strive to deliver the    
Promise Beyond Excellence.
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In continuation of the nationwide sanitation 
and cleanliness Campaign as part of the 

national mission Swachh Bharat, various 
activities were conducted in four districts 
of Alwar Sales Area under Jaipur LPG 
Territory. SO and distributors also took part 
in these activities. Cleanliness Campaigns at 
Railway Stn, Sikar by all distributors of Sikar 
City was well appreciated. The MLA of Sikar 
also joined the drive. Cleanliness Campaign 
was also organised at Govt. Hospital Dausa. 

Going a step ahead LPG Plant, Mumbai 
Refinery undertook a cleanliness drive at 
the playground and the Cultural Centre Hall 

A continuous mission

Regional Distributor Advisory Panel 
has been formed in NR LPG and 

its first meeting was in Udaipur and 
graced by Mr. S. Ramesh, ED (LPG), 
along with Mr. Suresh Nair, GM LPG 
(Sales) HQ. The distributors were 
welcomed by Mr.D.N.Mathur, RLM 
North who shared the purpose of the 
meeting, the performance highlights 
and various customer centric 
initiatives taken in North. 

Mr.Ramesh, in his inaugural address, 
mentioned about the need of having 
such platforms where larger business 
aspects can be discussed among BPCL 
officials and network. He emphasized 
that the biggest investment is 

NR Regional Distributors Advisory Panel Meet 
Customer service and in such 
competitive scenario conventional 
ways of doing things may not 
work. He also shared about future 
strategies of BPCL including Project 
Sankalp, Project Chanakya covering 
training aspects and adaptation of 
Technological upgradation. 

GM LPG Sales explained in detail 
about RDAP concept, its roles and 
how to take it forward further and 
sustain this initiative.  Meeting 
was attended by 2 to 3 distributors 
including RGGLV from each territory 
who are DAP members and have 
been regular participants of teriitory 
level meetings every quarter.

Detailed action plan was chalked 
out on Safety at Customer premises, 
Customer service & prompt complaint 
redressal, Commercial sale and other 
New Initiative being introduced in LPG 
Business for the entire year. 

The forum was successful in enabling 
the sharing of best practices/ 
ideas, success stories, processes 
and distributors’ inputs on existing 
initiatives. It also provided a sense 
of ownership and will create synergy 
within network.  

NR DAP meeting will be held every 
quarter and valuable inputs will  be 
further shared with distributors.

of Anikgaon Municipal School, Shankar 
Devool, Vashi Gaon, Chembur.

Jalgaon LPG Territory disitbutors and 
staff also participated in cleanliness 
missions at public places like railway 
station, hospitals and schools. LPG 
and HRS, East jointly conducted a 
Campaign on Cleanliness & Sanitation at 
M/s. Alolika, Howrah (LPG Distributor) 
covering about 200 LPG customers. 
The showroom staffs, mechanics, and 
delivery men of the distributorship also 
attended the campaign that had spot 
quiz and talks.



Mumbai LPG Territory participated 
in Mumbai’s largest consumer 

exhibition, Times Utsav at Bandra 
Kurla Complex. The Times Utsav 
boosts of occupying more than 1.5 
lakh sq.ft of Exhibition Space and 
having footfall of around than 2 
lakhs during the complete exhibition 
period. We grabbed this opportunity 
to propagate our Brand Bharatgas at 
this forum. 

Leading with our message of “Safety 
first and Safety must”, we designed 
the stall with graphics to propagate 
safe usage of LPG cylinders. All 
safety instructions were prominently 
displayed in the stall. A live demo 
was set up to show the visitors the 
safe usage and operation of LPG at 

Spreading the Give-It-Up message 
at TIMES Utsav Deliverymen 

Training  at 
Solapurhome. Display of ideal & safe LPG 

connection was also set up. We used 
this opportunity to also promote the 
‘Give it Up’ campaign. Our Give it up 
campaigner was stationed at the stall 
to promote this campaign. LED screen 
playing the audio visual of the Give it 
up campaign caught the attention of 
most the visitors. 

In order to ensure that customers 
remember the safety instruction, we 
have distributed stickers of “Surakha 
ke Panchamantra” to the visitors at 
the exhibition. These can be displayed 
in household kitchens as they also 
have indicated the emergency 
contact number for Mumbai. LPG 
emergency number 1906 was also 
actively promoted at the exhibition. 

New showrooms and vitaraks, Jabalpur

RLM-West, Mr. SK Jain inaugurated the new Showroom of 
M/s Suvidha Gas Agency, Sihor and the newly commissioned 

Shankar Bharatgas Gramin Vitrak, Bhedhaghat. 

He also launched the MAK Quick Oil Change setup at M/s Harshit 
Bharatgas Gramin Vitrak , the BPCL FIRST initiative at Bargi. He 
also launched Implementation of printing of Pan India’s First Refill 
Cash Memo in Hindi Language at M/s Mittal Gas Company, Jabalpur 
through LPG One. He appreciated  the team for championing the 
Give It Up mission and later distributed Bharat Arogya Insurance 
Policies to Distributors’ Staff.

Deliverymen are our 
most important Brand 

Ambassadors who make 
a direct impact on our 
LPG consumers and their 
good conduct is critical to 
our success. To train these 
important Brand Ambassadors, 
Solapur LPG conducted 
“Deliverymen Training 
Program” at Solapur LPG 
Plant recently in which 40 
deliverymen from Solapur City 
(BPCL First city) participated.

Safety, Customer Service 
Standards & Zero Defect 
Cylinders were main theme of 
training program alongwith 
“IS-12936 1990- Code for Basic 
Requirement for Delivery 
Persons engaged in the delivery 
of LPG cylinders”. The entire 
program was anchored by 
Dy.Mgr. Sales Mr Firoj, TC, Dr. 
Makarand, Asst. Mgr. HSSE Mr. 
Nageswara Rao and GO Mr. V D 
Jadhav.
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If you are in a popular destination 
with great foot traffic, create a great 

window that tells one story and tells 
it well. Your window display must 
be your invitation to the passerby. 
A well-designed window display 
encourages impulse sales and peaks 
a customer’s curiosity. It might even 
tug at their heartstrings.” The Retail 
Doctor, speaker & consultant Bob 
Phibbs .

Taking a cue from the above, Kolkata 
Reseller Lubes Territory Transformed 
two Retail Lubricant shops and one 
PCMO Garage to the second level 

Catching more attention at Kolkatta
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with the thought - “By creating an 
experience, allowing us to connect 
with our customers in a physical 
space that communicates our MAK 
brand message” 

Marketing Manager, Lubes, Mr. G 
.Krishna Kumar inaugurated the 2nd 
level branding Retail shops and the 
2nd level MAK Serve Garage along 
with Regional Manager (Lubes) East 
Mr. S. Kannan in Kolkata. 

The joyous occasion was celebrated 
with members of Prem Automobiles 
Khidderpore, Loknath Auto Parts, 

Budge Budge and  A R Motors, 
Rajarhat . CMMS & TM (Lubes) 
Kolkata Mr. M. Sudhakar, BCM(Lubes) 
Mr. Tapas Mitra and Dy. Mgr Sales Mr. 
Souman Das completed these Level 
2 Branding jobs successfully working 
in close coordination with Brand 
Manager LHQ. 

The Retail shop owners and Garage 
owners were very happy with Level 2 
branding jobs done by the company 
and made a remark that these 
have really “Created a Lasting First 
Impression in the market with Eye-
catching displays”.



MAK Glitters at CII 
Expo - Pune 
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Being one of the top Industrial 
Lubricants suppliers to major 

industries in Pune, MAK Lubricants 
showcased to customers the Research 
and Innovation being carried out 
to offer the best lubricants to the 
customers at the 5th edition of 
Industrial Maintenance Expo (IMX 
2015)  in Pune

An exhibition on maintenance 
technology, solutions and innovation 
in industrial sector that was held in 
Pune during 18-20 December 2015 and 
the theme – Enabling Industries.  Mr. K 
P Chandy inaugurated the MAK stall in 
the presence of DGM Industrial Lubes 
- Mr. V Y Vartak, RM Lubes ( WR) - Mr. 
K. Ravi, Chief Manager (P&AD) – Mr. 
Deepak Jha along with other members 
from Lubes, Retail and LPG territory 
teams apart from BPCL Channel 
partners.  

The newly constructed International 
Airport at Mohali (CHIAL) was 

inaugurated by Prime Minister Mr. 
Narendra Modi on 11th September 
2015. The Greenfield airport is a 
JV of Airport Authority of India, 
Governments of Punjab and Haryana 
and will cater to the business and 
travel volumes of Punjab , Haryana , 
Himachal Pradesh and Chandigarh . 

Bharat Aviation has been the first 
to commission its Aviation station 
at CHIAL in a record time of 30 
days after receiving award of land. 
A containerized unit alongwith 

Hon’ble  Minister of Heavy Industries 
and Public Enterprises, Mr. Anant 
Geete also visited our stall showing 
keen interest in the new initiatives 
of BPCL for better products and 
customer services. The event was 
organised by Confederation of Indian 
Industries (CII), is a Non-Profit / Non-

After stiff competition and 
negotiations, Bharat Aviation has 

been successful in signing the deal for 
fuelling Qatar Airlines at Nagpur AFS 
and the British Airways at Chennai AFS 
and Hyderabad.
Bharat Aviation is all set for the Jet A1 
supplies for Air Canada. 

Meanwhile, as Vistara, the TATA-SIA 
JV airline is on its expansion spree 
in India,  Bharat Aviation has landed 
the ATF fuel supply and Into Plane 
business at Bhubaneswar. We are also 
fuelling their flights at Guwahati and 
Bagdogra. It is currently operating 
at 12 destinations with Varanasi and 
Bhubaneswar as the latest touchdown 
points. 

Fuelling more skiesFuelling the first flight at CHIAL

refuellers, Jeep , Porta cabin have 
been positioned. Quick leg work 
by the AM North and Aviation HQ 
teams with help from E&P and our 
Retail friends at Jalandhar Territory 
in true BPCL First spirit, saw us 
cross the finishing line first. 

Approvals, inspections, clearances 
etc were taken from a host of 
departments and authorities on 
a fast track mode. Thus Bharat 
Aviation has set a new record in 
rapid network expansion – a feat 
that will be replicated at other 
upcoming airports too.

Government organization working 
for the development of Industries 
and plays a proactive role in India’s 
development process. Various reputed 
firms from Manufacturing, Electronic 
Products, Auto Component, Oil & Gas 
and other sectors participated in the 
expo. 

Mr. K.P.Chandy, ED(Lubes), inaugurating the 
MAK Stall at the IMX Expo in Pune
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{É®ú, ½þ¨ÉÉ®úÒ ´ÉÞ‡rù B¨ÉBºÉ ¨Éå 15% +Éè®ú BSÉBºÉb÷Ò ¨Éå 3.5% ½Öþ<Ç* +{ÉxÉÒ EòÉªÉÇxÉÒ‡iÉ 
ºÉ¡ò±ÉiÉÉ{ÉÚ´ÉÇEò ±ÉÉMÉÚ Eò®úiÉä ½ÖþB ½þ¨ÉxÉä +{ÉxÉÒ EòÉ®úÉä¤ÉÉ®ú ªÉÉäVÉxÉÉ Eäò ±ÉIªÉ {ÉÉ®ú ‡EòB +Éè®ú 
+{ÉxÉä ¦É‡´É¹ªÉ ½äþiÉÖ ¨ÉWÉ¤ÉÚiÉ xÉÓ´É b÷É±ÉÒ*

170 OÉÉ¨ÉÒhÉ BxÉ+É®ú+Éä Eäò ´ªÉÉ{ÉEò xÉä]õ´ÉEÇò ´ÉÉ±Éä 630 BxÉ+É®ú+Éä +É®Æú¦É Eò®úiÉä ½ÖþB 
½þ¨ÉxÉä <ºÉ JÉhb÷ EòÒ ´ÉÞ‡rù Eäò |É‡iÉ +{ÉxÉÒ ´ÉSÉxÉ¤ÉrùiÉÉ VÉiÉÉ<Ç* ½þ¨É 1000 {ÉÒB¡òBºÉ 
{±Éè‡]õxÉ¨É +Éè®ú 6600 {ÉÒB¡òBºÉ ‡®ú]äõ±É +É=]õ±Éä]õ EòÒ ºÉÆJªÉÉ iÉEò {É½ÖÆþSÉä ‡VÉºÉEòÉ 
½þ¨ÉÉ®úÒ EÖò±É ‡¤ÉGòÒ ¨Éå ±ÉMÉ¦ÉMÉ 80% ªÉÉäMÉnùÉxÉ ½èþ*

|ÉÉäVÉäC]õ ‡´É„´ÉÉºÉ Eäò ºÉÉlÉ, ½þ¨É +¤É iÉEò EòÒ ºÉ¤ÉºÉä >ÆðSÉÒ ºÉÆJªÉÉ +lÉÉÇiÉ 8400 
º´ÉSÉÉ‡±ÉiÉ ‡®ú]äõ±É +É=]õ±Éä]õ iÉEò {É½ÖÆþSÉä* <xÉ ‡®ú]äõ±É +É=]õ±Éä]õ Eäò ºÉ¦ÉÒ ¨ÉÉäxÉÉä {É¨{ÉÉå 
EòÉä ½þ]õÉEò®ú B¨É{ÉÒb÷Ò ±ÉMÉÉªÉÉ MÉªÉÉ ½èþ ‡VÉºÉºÉä ½þ¨ÉÉ®äú ºÉ¦ÉÒ OÉÉ½þEòÉå EòÉä MÉÖhÉ´ÉkÉÉ B´ÉÆ ¨ÉÉjÉÉ 
EòÉ +É„´ÉÉºÉxÉ ‡¨É±ÉiÉÉ ½èþ +Éè®ú OÉÉ½þEò ºÉä´ÉÉ ¤Éä½þiÉ®ú ½þÉäiÉÒ ½èþ*

¨ÉWÉ¤ÉÚiÉ ¥ÉÉhb÷ ½þ¨ÉÉ®äú EòÉ®úÉä¤ÉÉ®ú EòÉ +ÉvÉÉ®ú ½éþ* <ºÉ ́ É¹ÉÇ, {Éä]ÅõÉä±É Eäò ½þ¨ÉÉ®äú |ÉÒ‡¨ÉªÉ®ú ¥ÉÉhb÷ 
º{ÉÒb÷ EòÉä xÉªÉÉ VÉÒ´ÉxÉ ‡¨É±ÉÉ* º{ÉÒb÷ xÉä]õ´ÉEÇò EòÉä ¤É½þÉ±É Eò®úxÉä Eäò ‡±ÉB +‡iÉ‡®úHò ]éõEäòVÉ 
±ÉMÉÉEò®ú +Éè®ú MÉ½þxÉ ‡¤ÉGòÒ B´ÉÆ ‡´É{ÉhÉxÉ MÉ‡iÉ‡´É‡vÉªÉÉå uùÉ®úÉ ¦ÉÉ®úÒ |ÉªÉÉºÉ ‡EòªÉÉ MÉªÉÉ* 
2014-15 Eäò nùÉè®úÉxÉ 32,000 ‡Eò±ÉÒ. º{ÉÒb÷ ¤ÉäSÉÒ MÉ<Ç, VÉ¤É‡Eò <ºÉ ´É¹ÉÇ 3,03,000 
‡Eò±ÉÒ. º{ÉÒb÷ ¤ÉäSÉÒ MÉ<Ç VÉÉä ±ÉMÉ¦ÉMÉ nùºÉ MÉÖxÉÉ +‡vÉEò ½èþ* +É{ÉEäò ‡xÉ®ÆúiÉ®ú ºÉ½þªÉÉäMÉ ºÉä 
ªÉ½þ ºÉÆ¦É´É ½Öþ+É ½èþ*

xÉä]õ´ÉEÇò +Éè®ú OÉÉ½þEò ºÉ½þ¦ÉÉMÉ Eäò ‡xÉ®ÆúiÉ®ú |ÉªÉÉºÉÉå Eäò EòÉ®úhÉ ½þÒ ‡{ÉUô±Éä ´É¹ÉÇ EòÒ iÉÖ±ÉxÉÉ 
¨Éå =±±ÉäJÉxÉÒªÉ ´ÉÞ‡rù ½Öþ<Ç ½èþ iÉlÉÉ ‡´É‡¦ÉzÉ MÉ‡iÉ‡´É‡vÉªÉÉå +Éè®ú EòÉªÉÇGò¨ÉÉå Eäò VÉ‡®úB º{ÉÒb÷ 
EòÒ ¥ÉÉhb÷ <ÎC´É]õÒ ¤ÉgøÉxÉä ½äþiÉÖ ‡xÉ´Éä„É ‡EòB MÉB* ¥ÉÉhb÷ ‡xÉ¨ÉÉÇhÉ Eäò ‡±ÉB ½þ¨ÉxÉä 'MÉÉä<ÆMÉ 
‡b÷‡VÉ]õ±É' EòÉä |É¨ÉÖJÉ ºÉÉvÉxÉ Eäò iÉÉè®ú {É®ú +‡¦ÉYÉÉiÉ ‡EòªÉÉ ½èþ +Éè®ú <ºÉEäò ‡±ÉB ½þ¨ÉxÉä 
¤ÉÉVÉÉ BºÉB<Ç <Æ‡b÷ªÉÉ 2016 ¨Éå BEòÒEÞòiÉ ‡b÷‡VÉ]õ±É +‡¦ÉªÉÉxÉ Eò®úEäò {É½þ±ÉÉ |ÉªÉÉºÉ 
‡EòªÉÉ, ‡VÉºÉEòÒ EòÉ¡òÒ |É„ÉÆºÉÉ ½Öþ<Ç*

EòÉ®úÉä¤ÉÉ®ú ¤ÉgøxÉä Eäò ºÉÉlÉ-ºÉÉlÉ, ½þ¨ÉxÉä xÉ Eäò´É±É EòÉì{ÉÉæ®äú„ÉxÉ EòÒ EÖò±É ±ÉÉ¦É|ÉnùkÉÉ ¨Éå 
ºÉÖvÉÉ®ú ‡EòB, ¤ÉÎ±Eò |É¨ÉÖJÉ ̈ É½þi´É{ÉÚhÉÇ +‡¦ÉGò¨É „ÉÖ°ü Eò®úEäò xÉä]õ´ÉEÇò EòÉä OÉÉ½þEò Eäò {ÉÉºÉ 
±ÉÉB* +{ÉxÉä OÉÉ½þEòÉå EòÉä ¤Éä½þiÉ®ú VÉÉxÉxÉä Eäò ‡±ÉB ½þ¨ÉxÉä |ÉÉäVÉäC]õ ºÉ¨{ÉEÇò „ÉÖ°ü ‡EòªÉÉ* ̈ ÉÖZÉä 
ªÉ½þ PÉÉä‡¹ÉiÉ Eò®úiÉä ½ÖþB JÉÖ„ÉÒ ½þÉä ®ú½þÒ ½èþ ‡Eò ‡®ú]äõ±É +É=]õ±Éä]õ Eäò VÉ‡®úB ½þ¨ÉxÉä ¤É½ÖþiÉ ½þÒ 
Eò¨É ºÉ¨ÉªÉ ¨Éå 7 ‡¨É‡±ÉªÉxÉ ‡´É‡„É¹]õ OÉÉ½þEò bä÷]õÉ <Eò]Âõ`öÉ ‡EòªÉÉ* ªÉ½þ ½þ¨ÉÉ®äú ºÉ¤ÉºÉä ¤Écä÷ 
ºÉÒ+É®úB¨É +‡¦ÉGò¨ÉÉå ¨Éå ºÉä BEò ½èþ, VÉÉä ½þ¨ÉÉ®úÒ ¦ÉÉ´ÉÒ ‡´É{ÉhÉxÉ EòÉªÉÇxÉÒ‡iÉ iÉªÉ Eò®äúMÉÒ* 
<ºÉÒ ‡nù„ÉÉ ¨Éå, ½þ¨ÉxÉä º¨ÉÉ]Çõ bÅ÷É<Ç´É xÉÉ¨ÉEò ¨ÉÉä¤ÉÉ<Ç±É Bì{É „ÉÖ°ü ‡EòªÉÉ VÉÉä ºÉ¡ò®ú Eäò ´ÉHò 
OÉÉ½þEòÉå EòÉä VÉÉxÉEòÉ®úÒ +Éè®ú ªÉÉäMªÉ ºÉ±ÉÉ½þ näùiÉÉ ½èþ*

=iºÉÉ½{ÉÚ´ÉÇEò ´É¹ÉÇ, ¤É‡gøªÉÉ |Énù„ÉÇxÉ

Website :  www.bharatpetroleum.in    l    Twitter : @ BPCLimited     l   FACEBOOK / BharatPetroleumcorporation     l   Linked.in / companybpcl     l   YouTube /BPCLindia    l  SmartLine : 1800224344

{É‡®úSÉÉ±ÉxÉ IÉäjÉ ¨Éå, <ºÉ ´É¹ÉÇ ½þ¨É {É‡®úSÉÉ±ÉxÉ ºÉÖ®úIÉÉ ºÉÖ‡xÉÎ„SÉiÉ Eò®úiÉä ½ÖþB =i{ÉÉnù EòÒ ¤ÉgøiÉÒ 
½Öþ<Ç ¨ÉÉÆMÉ {ÉÚ®úÒ Eò®ú {ÉÉB* |ÉÉètÉä‡MÉEòÒ ºÉIÉ¨É {É‡®úSÉÉ±ÉxÉÉå Eäò |ÉªÉÉºÉ º´É°ü{É ½þ¨ÉxÉä 26 +É{ÉÚÌiÉ 
±ÉÉäEäò„ÉxÉÉå ¨Éå º´ÉSÉÉ±ÉxÉ {ÉÚhÉÇ ‡EòªÉÉ +Éè®ú 20 ±ÉÉäEäò„ÉxÉÉå ¨Éå BxÉBBxÉ+Éä ±ÉÉMÉÚ ‡EòªÉÉ*

½þ¨ÉxÉä +iªÉÉvÉÖ‡xÉEò {Éä]ÅõÉä‡±ÉªÉ¨É =i{ÉÉnù ¦Éhb÷É®úhÉ B´ÉÆ ‡´ÉiÉ®úhÉ ±ÉÉäEäò„ÉxÉ-VÉÉì¤ÉxÉä®ú ºÉÆºlÉÉ{ÉxÉ 
iÉlÉÉ EòÉä]õÉ ºÉä VÉÉì¤ÉxÉä®ú iÉEò 211 ‡Eò¨ÉÒ. ±ÉÆ¤ÉÒ ¦ÉÚ‡¨ÉMÉiÉ {ÉÉ<{É±ÉÉ<ÇxÉ-VÉÉì¤ÉxÉä®ú {ÉÉ<{É±ÉÉ<ÇxÉ, 
®úÉ¹]Åõ EòÉä ºÉ¨ÉÌ{ÉiÉ ‡EòªÉÉ* UôkÉÒºÉMÉgø EòÒ ¦ÉÉ®úÒ +É¤ÉÉnùÒ, ‡VÉºÉ¨Éå ®úÉªÉ{ÉÖ®ú „É½þ®ú +Éè®ú nù‡IÉhÉ 
ºÉä {ÉÚ´ÉÇ VÉÉäc÷xÉä´ÉÉ±Éä xÉì„ÉxÉ±É ½þÉ<Ç´Éä EòÉì‡®úb÷Éä®ú ¦ÉÒ „ÉÉ‡¨É±É ½èþ, <ºÉ +É¤ÉÉnùÒ EòÒ {Éä]ÅõÉä‡±ÉªÉ¨É 
=i{ÉÉnùÉå EòÒ ¨ÉÉÆMÉä {ÉÚ®úÒ Eò®úxÉä Eäò ‡±ÉB ½þ¨ÉxÉä ®úÉªÉ{ÉÖ®ú UôkÉÒºÉMÉgø ¨Éå EòÉì¨ÉxÉ ªÉÚWÉ®ú ]õÌ¨ÉxÉ±É 
„ÉÖ°ü ‡EòªÉÉ*

{ÉÎ„SÉ¨ÉÒ IÉäjÉ Eäò ‡®ú]äõ±É {É‡®úSÉÉ±ÉxÉÉå ¨Éå {É‡®úSÉÉ±ÉxÉÒªÉ ºÉÖ®úIÉÉ =iEÞò¹]õ ‡xÉ¹{ÉÉnùxÉ Eäò ‡±ÉB ½þ¨Éå 
|É‡iÉÎ¹`öiÉ +Éä+É<ÇBºÉb÷Ò {ÉÖ®úºEòÉ®ú ºÉä ¦ÉÒ ºÉ¨¨ÉÉ‡xÉiÉ ‡EòªÉÉ MÉªÉÉ* ºÉÖ®úIÉÉ ºÉ{iÉÉ½þ ºÉ¨ÉÉ®úÉä½þ 
Eäò nùÉè®úÉxÉ, ½þ¨ÉxÉä {É‡®úSÉÉ±ÉxÉÒªÉ ºÉÖ®úIÉÉ EòÉ |ÉSÉÉ®ú Eò®úxÉä Eäò ‡±ÉB {É‡®úSÉÉ±ÉxÉ ±ÉÉäEäò„ÉxÉÉå +Éè®ú 
{ÉÒºÉÒ´ÉÒ+Éä GÚò EòÉä ‡´É‡¦ÉzÉ EòÉªÉÇGò¨ÉÉå ¨Éå ºÉÎ¨¨É‡±ÉiÉ ‡EòªÉÉ VÉèºÉä ‡Eò ºÉä¡òCªÉÖ, ºÉÖ®úIÉÉ´ÉÉhÉÒ 
+Éè®ú ¤ÉÆvÉxÉ, ‡VÉºÉºÉä ´Éä =iºÉÉ‡½þiÉ ½þÉå +Éè®ú BEò-nÚùºÉ®äú ºÉä ±É¨¤Éä ºÉ¨ÉªÉ iÉEò VÉÖcä÷ ®ú½äþ, ºÉÉlÉ 
½þÒ ºÉÖ®úIÉÉ EòÒ ºÉÆºEÞò‡iÉ EòÉ |ÉSÉÉ®ú ½þÉä* ºÉ{iÉÉ½þ ¦É®ú SÉ±ÉxÉä´ÉÉ±ÉÒ MÉ‡iÉ‡´É‡vÉªÉÉå Eäò +ÆiÉ ¨Éå  
®úÉ¹]ÅõÒªÉ EòÉªÉÇGò¨É ½Öþ+É ‡VÉºÉ¨Éå {É‡®úSÉÉ±ÉxÉ ±ÉÉäEäò„ÉxÉÉå Eäò |É‡iÉº{ÉvÉÔ nù±ÉÉå EòÉä {ÉÖ®úºEÞòiÉ ‡EòªÉÉ 
MÉªÉÉ* |ÉlÉ¨É ‡iÉ¨ÉÉ½þÒ ¨Éå SÉÖxÉÉè‡iÉªÉÉå Eäò ¤ÉÉ´ÉVÉÚnù, ±ÉÉì‡VÉÎº]õCºÉ ]õÒ¨É, =i{ÉÉnù EòÒ ¤ÉgøiÉÒ ¨ÉÉÆMÉ 
{ÉÚ®úÒ Eò®úxÉä ¨Éå ºÉ¡ò±É ®ú½äþ*

"ºÉä‡±É¥ÉäË]õMÉ ‡´Énù Eòº]õ¨ÉºÉÇ' +‡¦ÉGò¨É uùÉ®úÉ ½þ¨ÉxÉä näù„É ¦É®ú ¨Éå +{ÉxÉä OÉÉ½þEòÉå Eäò ºÉÉlÉ 
+ÉäxÉ¨É, ®úIÉÉ¤ÉÆvÉxÉ, MÉhÉä„É SÉiÉÖlÉÔ, nÖùMÉÉÇ {ÉÚVÉÉ, nùÒ´ÉÉ±ÉÒ, <Çnù, ‡GòºÉ¨ÉºÉ +Éè®ú ½þÉä±ÉÒ VÉèºÉä 
iªÉÉä½þÉ®ú ¨ÉxÉÉEò®ú =xÉEäò VÉÒ´ÉxÉ EòÉä UÖô+É*   

½þ¨ÉxÉä ¦ÉÉ®úiÉ +É®úÉäMªÉ ªÉÉäVÉxÉÉ Eäò +ÆiÉMÉÇiÉ, b÷ÒBºÉB¨É, {ÉÒºÉÒ´ÉÒ+Éä GÚò +Éè®ú =xÉEäò {É‡®ú´ÉÉ®úÉå 
EòÉä +¤É iÉEò EòÒ ºÉ¤ÉºÉä {É½þ±ÉÒ º´ÉÉºlªÉ B´ÉÆ ¤ÉÒ¨ÉÉ ªÉÉäVÉxÉÉ Eò´É®äúVÉ ¨Éå „ÉÉ‡¨É±É ‡EòªÉÉ* 
+{ÉxÉä ºÉ¦ÉÒ ‡®ú]äõ±É +É=]õ±Éä]õ ¨Éå º´ÉSUô „ÉÉèSÉÉ±ÉªÉ ={É±É¤vÉ Eò®úÉxÉä EòÒ „É{ÉlÉ ±ÉäiÉä ½ÖþB 
½þ¨ÉxÉä º´ÉSUô ¦ÉÉ®úiÉ +‡¦ÉªÉÉxÉ Eäò |É‡iÉ +{ÉxÉÒ ´ÉSÉxÉ¤ÉrùiÉÉ VÉiÉÉ<Ç* ¨Éé +É{É ºÉ¦ÉÒ EòÉä ¤ÉvÉÉ<Ç 
näùiÉÉ ½ÚÄþ +Éè®ú ¨ÉÉxÉiÉÉ ½ÚÄþ ‡Eò <xÉ ºÉ¦ÉÒ ={É±ÉÎ¤vÉªÉÉå Eäò {ÉÒUäô +É{É ºÉ¦ÉÒ Eäò +lÉEò |ÉªÉÉºÉ 
B´ÉÆ ªÉÉäMÉnùÉxÉ ½èþÆ* 

+{ÉxÉÒ nùÒPÉÇEòÉ±ÉÒxÉ oùÎ¹]õ EòÉä ºÉÉEòÉ®ú Eò®úxÉä +Éè®ú +{ÉxÉä ¨ÉÚ±ªÉÉå Eäò ¨ÉÉMÉÇnù„ÉÇxÉ ¨Éå, ½þ¨É <ºÉ 
´É¹ÉÇ ¦ÉÒ |É‡iÉº{ÉvÉÉÇ ¨Éå +ÉMÉä ¤ÉgøxÉÉ SÉÉ½þiÉä ½éþ* ½þ¨ÉÉ®úÉ º{É¹]õ =qäù„ªÉ ½þÉäMÉÉ ‡Eò ½þ¨É ¨ÉWÉ¤ÉÚiÉ 
OÉÉ½þEò EòÉªÉÇxÉÒ‡iÉ Eäò VÉ‡®úB ¤É‡gøªÉÉ |Énù„ÉÇxÉ Eò®úxÉä {É®ú vªÉÉxÉ nåù* <xÉ ºÉ¦ÉÒ Eäò ‡±ÉB, ¨ÉÖZÉä 
EòÉ®úÉä¤ÉÉ®ú EòÒ xÉÓ´É ¨ÉWÉ¤ÉÚiÉ Eò®úxÉä +Éè®ú +{ÉxÉä OÉÉ½þEòÉå EòÉä ¤ÉäVÉÉäc÷ ¤ÉÒ{ÉÒºÉÒB±É +xÉÖ¦É´É näùxÉä 
¨Éå +É{ÉEäò oùgø |ÉªÉÉºÉÉå EòÒ VÉ°ü®úiÉ ½þÉäMÉÒ* 

BEò ¤ÉÉ®ú ‡¡ò®ú, +É{ÉEòÉä B´ÉÆ +É{ÉEäò {É‡®ú´ÉÉ®ú EòÉä =kÉ¨É ‡xÉ¹{ÉÉnùxÉ +Éè®ú ={É±ÉÎ¤vÉªÉÉå ¦É®äú 
´É¹ÉÇ EòÒ „ÉÖ¦ÉEòÉ¨ÉxÉÉBÆ* 

ºÉÉnù®ú,

VÉÉìVÉÇ {ÉÉì±É 

EòÉªÉÇ{ÉÉ±ÉEò ‡xÉnäù„ÉEò (‡®ú]äõ±É)
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º{ÉÒb÷ <ÈvÉxÉ ‡´É…É ºiÉ®úÒªÉ "C±ÉÒxÉ +Éì±É" B´ÉÆ "EòÒ{É C±ÉÒxÉ" xÉÉ¨ÉEò ‡´É„Éä¹É ¨É±]õÒ 
¡ÆòC„ÉxÉ±É Bb÷Ò‡]õ´ºÉ (B¨ÉB¡òB) EòÒ ‡´É„Éä¹ÉiÉÉ+Éå ºÉä ºÉ¨ÉÞrù ½èþ VÉÉä ½þ¨ÉÉ®äú ´ÉÉ½þxÉ 
Eäò <ÆVÉxÉ EòÉä ‡b÷{ÉÉì‡VÉ]õ £òÒ ®úJÉiÉÉ ½èþ ‡VÉºÉºÉä ½þ¨Éå  <ÆVÉxÉ EòÉ {ÉÒEò |Énù„ÉÇxÉ näùJÉxÉä 
EòÉä ‡¨É±ÉiÉÉ ½èþ +Éè®ú ½þ¨É ¤Éä½þiÉ®ú bÅ÷É<Ë´ÉMÉ +xÉÖ¦É´É, Eò¨É ¨Éäx]õÒxÉåºÉ ±ÉÉMÉiÉ, PÉ]õiÉä 
=iºÉVÉÇxÉ +Éè®ú ¤Éä½þiÉ®ú ¨ÉÉ<±ÉäVÉ Eäò +xÉÖ¦É´É |ÉÉ{iÉ Eò®úiÉä ½éþ*

º{ÉÒb÷ <ÈvÉxÉ +Éì]õÉä¨ÉÉä¤ÉÉ<±É {É®ú EèòºÉä EòÉ¨É Eò®úiÉÉ ½èþ. . . 

BEò xÉB ´ÉÉ½þxÉ <ÆVÉxÉ ¨Éå }ªÉÚB±É {ÉÉä]Çõ <ÆVÉäC]õºÉÇ, <xÉ]äõEò ´ÉÉì±´ÉÂºÉ +Éè®ú Eò¨¤É„ÉxÉ 
SÉä¨¤É®ú ¨Éå EòÉä<Ç ‡b÷{ÉÉì‡VÉ]õ xÉ½þÓ ½þÉäiÉÉ ½èþ*  ºÉ¨ÉªÉ Eäò ºÉÉlÉ-ºÉÉlÉ <ÆVÉxÉ Eäò <xÉ ‡½þººÉÉå 
¨Éå ‡b÷{ÉÉì‡VÉ]õ VÉ¨ÉÉ ½þÉäxÉÉ „ÉÖ°ü ½þÉä VÉÉiÉÉ ½èþ VÉÉä ´ÉÉ½þxÉ Eäò |Énù„ÉÇxÉ EòÉä <xÉEäò ¨ÉÉvªÉ¨É 
ºÉä |É¦ÉÉ‡´ÉiÉ Eò®úiÉä ½éþ*

}ªÉÚB±É <ÆVÉäC]õ®ú ¨Éå ‡b÷{ÉÉì‡VÉ]õ ºÉä JÉ®úÉ¤É <ÎMxÉ„ÉxÉ, ®ú¡ò +É<b÷Ë±ÉMÉ, ±ÉÉìºÉ +Éì¡ò 
{ÉÉ´É®ú, ¤ÉgøÉ ½Öþ+É =iºÉVÉÇxÉ B´ÉÆ MÉè®ú ‡Eò¡òÉªÉiÉÒ <ÈvÉxÉ JÉSÉÇ ½þÉäiÉÉ ½èþ*

<xÉ]äõEò ´ÉÉì±´É B´ÉÆ {ÉÉä]Çõ ¨Éå ‡b÷{ÉÉì‡VÉ]õ ºÉä <ÈvÉxÉ EòÉ BEò +Æ„É º{ÉÉÆVÉ EòÒ ¦ÉÉÆ‡iÉ ºÉÉäJÉ 
‡±ÉªÉÉ VÉÉiÉÉ ½èþ ‡VÉºÉºÉä <ÈvÉxÉ-½þ´ÉÉ EòÉ +xÉÖ‡SÉiÉ ‡¨É¸ÉhÉ ½þÉäiÉÉ ½èþ, ¡ò±Éº´É°ü{É Eò¨ÉWÉÉä®ú 
nù½þxÉ ½þÉäiÉÉ ½èþ*

Eò¨¤É„ÉxÉ SÉä¨¤É®ú ¨Éå ‡b÷{ÉÉì‡VÉ]õ ºÉä |ÉnÚù¹ÉhÉ Eäò ºiÉ®ú ¨Éå <WÉÉ¡òÉ ½þÉäiÉÉ ½èþ, +ÉìC]äõxÉ EòÒ 
VÉ°ü®úiÉå ¤Égø VÉÉiÉÒ ½éþ (+Éä+É®ú+É<Ç) +Éè®ú MÉ‡iÉ ¨ÉÆnù ½þÉäiÉÒ ½èþ*

º{ÉÒb÷ ºÉä ¤Éä½þiÉ®ÒxÉ +xÉÖ¦É´É ‡¨É±ÉiÉä ½éþ:

•	 ¤Éä½þiÉ®ú bÅ÷É<Ë´ÉMÉ +xÉÖ¦É´É - º{ÉÒb÷ EòÒ ºÉÖ{ÉÒ‡®úªÉ®ú Bb÷Ò‡]õ´É Eäò¨Éäº]ÅõÒ <xÉ 
‡b÷{ÉÉì‡VÉ]õ {É®ú xÉWÉ®ú ®úJÉiÉÒ ½èþ +Éè®ú ¨ÉÚ±É <ÆVÉxÉ |Énù„ÉÇxÉ EòÉä ¤É½þÉ±É 
Eò®úxÉä +Éè®ú ºÉÆ¦ÉÉ±ÉxÉä ¨Éå ¨Énùnù Eò®úiÉÉ ½èþ*  <ºÉºÉä +É{ÉEòÉä {ÉÉ´É®ú +Éè®ú 
BCºÉÒ±Éä„ÉxÉ EòÉ +‡vÉEòiÉ¨É °ü{ÉÉÆiÉ®úhÉ B´ÉÆ |ÉÉÎ{iÉ ½þÉäiÉÒ ½èþ*

•	 Eò¨É =iºÉVÉÇxÉ - º{ÉÒb÷ ¨Éå <ºiÉä¨ÉÉ±É EòÒ MÉ<Ç B¨ÉB¡òB |ÉÉètÉä‡MÉEòÒ ºÉä 
<xÉ]äõEò ´ÉÉì±´É B´ÉÆ {ÉÉä]Çõ, }ªÉÚB±É <ÆVÉäC]õºÉÇ iÉlÉÉ Eò¨¤É„ÉxÉ SÉä¨¤É®ú ºÉä 
xÉÖEòºÉÉxÉvÉÉ®úEò ‡b÷{ÉÉì‡VÉ]õ ºÉÉ¡ò ½þÉä VÉÉiÉä ½éþ*  <ºÉEäò +±ÉÉ´ÉÉ ªÉ½þ xÉªÉÉ 
‡b÷{ÉÉì‡VÉ]õ ½þÉäxÉä ºÉä ®úÉäEòiÉÉ ½èþ, ½þ´ÉÉ-<ÈvÉxÉ EòÉ ºÉ½þÒ ‡¨É¸ÉhÉ   ºÉÖ‡xÉÎ„SÉiÉ 
Eò®úiÉÉ ½èþ +Éè®ú }ªÉÚB±É º|Éä {Éè]õxÉÇ ¤Éä½þiÉ®ú ¤ÉxÉÉiÉÉ ½èþ*

•	 Eò¨É ®úJÉ®úJÉÉ´É ±ÉÉMÉiÉ - º{ÉÒb÷ VÉÆMÉ B´ÉÆ ºÉÆIÉÉ®úhÉ ºÉä }ªÉÚB±É ‡ºÉº]õ¨É  
PÉ]õEòÉå EòÒ ½þ®ú ºÉ¨ÉªÉ ®úIÉÉ Eò®úiÉÉ ½èþ <ºÉºÉä <ÆVÉxÉ ºÉÉ¡ò ®ú½þiÉÉ ½èþ*

•	 ¤Éä½þiÉ®ú ¨ÉÉ<±ÉäWÉ - º{ÉÒb÷ ºÉä +É{ÉEòÉä ºÉ¨ÉOÉ °ü{É ºÉä BEò ´ÉÌrùiÉ <ÆVÉxÉ 

|Énù„ÉÇxÉ ‡¨É±ÉiÉÉ ½èþ - +ÉºÉÉxÉ º]õÉ]Çõ +{É, +É®úÉ¨Énäù½þ +É<b÷Ë±ÉMÉ, 
+‡vÉEòiÉ¨É {ÉÉ´É®ú B´ÉÆ BCºÉÒ±É®äú„ÉxÉ, PÉ]õÉ ½Öþ+É =iºÉVÉÇxÉ B´ÉÆ 
<ÆVÉxÉ xÉÉìËEòMÉ*

ºÉÉ¨ÉÉxªÉ {Éä]ÅõÉ±É ºÉä ̈ ÉÉjÉ 1.5 ªÉÉ 2 °ü{ÉªÉä +‡vÉEò {É®ú ¤ÉäSÉä VÉÉxÉä ́ ÉÉ±Éä º{ÉÒb÷ EòÒ   
´É¹ÉÇ 2002 ¨Éå „ÉÉxÉnùÉ®ú „ÉÖ°ü+ÉiÉ Eò®úxÉä +Éè®ú näù„É ¦É®ú ºÉä ¦ÉÉ®úÒ =iºÉÉ½þ´ÉvÉÇEò 
|É‡iÉ‡GòªÉÉ ‡¨É±ÉxÉä Eäò ¤ÉÉnù xÉ Eäò´É±É ªÉ½þ ºÉ´ÉÉÇ‡vÉEò ‡¤ÉGòÒ ´ÉÉ±ÉÒ |ÉÒ‡¨ÉªÉ¨É <ÈvÉxÉ 
¤ÉxÉ MÉªÉÉ  ¤ÉÎ±Eò +xªÉ |É‡iÉªÉÉäMÉÒ ¥ÉÉhb÷ EòÒ iÉÖ±ÉxÉÉ ¨Éå <ºÉä ¤É½ÖþiÉ >ÆðSÉÒ ¥ÉÉhb÷ 
<ÎC´É]õÒ EòÉ ºÉ¨¨ÉÉxÉ ¦ÉÒ |ÉÉ{iÉ ½Öþ+É*  {Éä]ÅõÉä±É +Éè®ú b÷ÒWÉ±É Eäò ´ÉºiÉÖ{É®úEò <ÈvÉxÉ 
¤ÉÉWÉÉ®ú ¨Éå º{ÉÒb÷ - nù |ÉÒ‡¨ÉªÉ¨É ¥ÉÉhbä÷b÷ }ªÉÚB±É - BEò º´ÉÉMÉiÉ ªÉÉäMªÉ ¤Énù±ÉÉ´É 
±ÉäEò®ú +ÉªÉÉ*

´É¹ÉÇ 2009 ¨Éå, ¥ÉÉhbä÷b÷ }ªÉÚB±ºÉ {É®ú xÉ<Ç bÂ÷ªÉÚ]õÒWÉ ±ÉMÉÉ<Ç MÉ<È ‡VÉºÉºÉä º{ÉÒb÷ 
+Éè®ú {Éä]ÅõÉä±É Eäò ¤ÉÒSÉ |É‡iÉ ±ÉÒ]õ®ú 7-8 °ü{ÉªÉä EòÉ ¡òEÇò +É MÉªÉÉ*  ´É¹ÉÇ 2012 
¨Éå ºÉ®úEòÉ®ú xÉä ¥ÉÉhbä÷b÷ }ªÉÚB±É ºÉä ºÉÎ¤ºÉb÷Ò ºÉ{ÉÉä]Çõ ¦ÉÒ ´ÉÉ{ÉºÉ ±Éä ‡±ÉªÉÉ ‡VÉºÉxÉä 
´ÉÉ{ÉºÉ ºÉÉ¨ÉÉxªÉ <ÈvÉxÉ EòÒ iÉÖ±ÉxÉÉ ¨Éå º{ÉÒb÷ EòÉä |É‡iÉ ±ÉÒ]õ®ú 10-12 °ü{ÉªÉä 
+‡vÉEò ¨ÉÚ±ªÉ EòÉ ¤ÉxÉÉ ‡nùªÉÉ*  <ºÉºÉä º{ÉÒb÷ EòÒ ‡¤ÉGòÒ ¨Éå ‡´ÉkÉÒªÉ ´É¹ÉÇ 2015 
¨Éå 4.5 ]õÒEäòB±É EòÒ Eò¨ÉÒ +É MÉ<Ç*

´É¹ÉÇ 2015 ¨Éå ºÉEòÉ®úÉi¨ÉEò Eònù¨É Eäò iÉÉè®ú {É®ú ºÉ®úEòÉ®ú xÉä ¥ÉÉhbä÷b÷ {Éä]ÅõÉä±É {É®ú 
b÷¬Ú]õÒ PÉ]õÉ nùÒ ‡VÉºÉºÉä º{ÉÒb÷ +Éè®ú {Éä]ÅõÉä±É Eäò ¤ÉÒSÉ EòÒ¨ÉiÉ EòÉ +ÆiÉ®ú |É‡iÉ  
±ÉÒ]õ®ú 2.35 °ü{ÉªÉä Eäò ªÉÖ‡HòªÉÖHò °ü{É ºÉä Eò¨É Eò®ú ‡nùªÉÉ*  +|Éè±É 2015 ¨Éå 
º{ÉÒb÷ xÉä ¨ÉÉjÉÉ +Éè®ú xÉä]õ´ÉEÇò ‡´ÉºiÉÉ®ú nùÉäxÉÉå oùÎ¹]õ ºÉä +ÉÆEòcå÷´ÉÉ®ú ´ÉÞ‡rù ½þÉ‡ºÉ±É 
EòÒ ½èþ*  º{ÉÒb÷ Eäò ‡´É{ÉhÉxÉ EòÉä MÉ‡iÉ näùxÉä +Éè®ú <ºÉEäò ‡±ÉB BEò °üZÉÉxÉ iÉèªÉÉ®ú 
Eò®úxÉä ½äþiÉÖ ½þ¨ÉxÉä BEò ¤ÉÉ®ú ‡¡ò®ú {ÉÚ´ÉÇ ¡òÉì¨ÉÚÇ±ÉÉ 1 bÅ÷É<´É®ú xÉÉ®úÉªÉhÉ EòÉÌiÉEäòªÉxÉ 
EòÉä º{ÉÒb÷ EòÉ ¥ÉÉhbä÷b÷ +¨¤ÉèºÉb÷®ú ¤ÉxÉÉªÉÉ ½èþ*  VÉ±nù ½þÒ ½þ¨É +{ÉxÉÒ ‡´É{ÉhÉxÉ 
EòÒ MÉ‡iÉ‡´É‡vÉªÉÉå ¨Éå xÉÉ®úÉªÉhÉ EòÉÌiÉEäòªÉxÉ Eäò ºÉÉlÉ º{ÉÒb÷ Eèò¨{ÉäxÉ „ÉÖ°ü Eò®úxÉä VÉÉ 
®ú½äþ ½éþ*  10 MÉÖxÉÉ +‡vÉEò ‡¤ÉGòÒ EòÉ ¨É½þi´ÉÉEòÉÆIÉÒ ±ÉIªÉ iÉªÉ Eò®úxÉä Eäò ¤ÉÉnù 
½þ¨É +{ÉxÉä ‡±ÉB iÉªÉ EòÒ MÉ<Ç ¨ÉÉjÉÉ {É®ú ‡xÉEò±É {Écä÷ ½éþ*

º{ÉÒb÷ EòÉ Eò¨ÉÉ±É
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Website :  www.bharatpetroleum.in    l    Twitter : @ BPCLimited     l   FACEBOOK / BharatPetroleumcorporation     l   Linked.in / companybpcl     l   YouTube /BPCLindia    l  SmartLine : 1800224344
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+{ÉxÉä OÉÉ½þEòÉå EòÉä |É„xÉÉå EòÉ =kÉ®ú näùxÉä EòÒ |É‡GòªÉÉ EòÉä +ÉºÉÉxÉ ¤ÉxÉÉxÉä Eäò ‡±ÉB 
xÉÒSÉä º{ÉÒb÷ {É®ú +ÉvÉÉ‡®úiÉ EÖòUô +CºÉ®ú {ÉÚUäô VÉÉxÉä ´ÉÉ±Éä {ÉÚUôiÉÉUô EòÉ VÉ´ÉÉ¤É 
‡nùªÉÉ MÉªÉÉ ½èþ*  º{ÉÒb÷ EòÉä ºÉ¤ÉºÉä VªÉÉnùÉ {ÉºÉÆnùÒnùÉ ¥ÉÉhbä÷b÷ |ÉÒ‡¨ÉªÉ¨É }ªÉÚB±É 
¤ÉxÉÉxÉä Eäò ‡±ÉB EÞò{ÉªÉÉ +{ÉxÉä +É{ÉEòÉä +Éè®ú +{ÉxÉä b÷ÒBºÉB¨É EòÉä ‡„É‡IÉiÉ Eò®åú*

1.º{ÉÒb÷ CªÉÉ ½èþ?

"¦ÉÉ®úiÉ {Éä]ÅõÉä‡±ÉªÉ¨É EòÉ BEò xÉªÉÉ ½þÉ<Ç {É®ú¡òÉì¨ÉçºÉ {Éä]ÅõÉä±É ½èþ"  VÉÉä ºÉ¨ÉOÉ °ü{É ºÉä 
<ÆVÉxÉ EòÉ |Énù„ÉÇxÉ ¤ÉgøÉiÉÉ ½èþ +Éè®ú +ÉºÉÉxÉ bÅ÷É<Ë´ÉMÉ IÉ¨ÉiÉÉ ºÉÖ‡xÉÎ„SÉiÉ Eò®úiÉÉ ½èþ*  
º{ÉÒb÷ {Éä]ÅõÉä±É Eäò ºÉÉlÉ ‡´É„´ÉºiÉ®úÒªÉ ¨É±]õÒ ¡ÆòC„ÉxÉ±É Bb÷Ò‡]õ´É EòÉ ‡¨É¸ÉhÉ ½èþ*

2.½þ¨Éå º{ÉÒb÷ CªÉÉå ±ÉäxÉÉ SÉÉ‡½þB? 

VÉ¤É ´ÉÉ½þxÉ ¥ÉÉhb÷ xªÉÚ ½þÉäiÉÉ ½èþ iÉ¤É }ªÉÚB±É <ÆVÉäC]õºÉÇ, EòÉì¤ÉÉæ®äú]õ®ú, }ªÉÚB±É <xÉ]äõEò 
´ÉÉì±´É B´ÉÆ {ÉÉä]Çõ iÉlÉÉ Eò¨¤É„ÉxÉ SÉä¨¤É®ú ‡b÷{ÉÉì‡VÉ]õ £òÒ ½þÉäiÉä ½éþ*  iÉlÉÉ‡{É {É‡®úSÉÉ±ÉxÉ 
Eäò {É½þ±Éä Eò<Ç ½þVÉÉ®ú ‡Eò±ÉÉä¨ÉÒ]õ®ú Eäò nùÉè®úÉxÉ =Hò {ÉÉ]Çõ ¨Éå ‡b÷{ÉÉì‡VÉ]õ <Eò]Âõ`öÉ 
½þÉäiÉä VÉÉiÉä ½éþ*  ªÉä ‡b÷{ÉÉì‡VÉ]õ ´ÉÉ½þxÉ Eäò |Énù„ÉÇxÉ {É®ú |É‡iÉEÚò±É |É¦ÉÉ´É b÷É±ÉiÉä ½éþ*  
º{ÉÒb÷ Eäò <ºiÉä¨ÉÉ±É ºÉä ¨ÉÉèVÉÚnùÉ ‡b÷{ÉÉì‡VÉ]õ EòÉä ½þ]õÉxÉä iÉlÉÉ xÉB ‡b÷{ÉÉì‡VÉ]õ ¤ÉxÉxÉä ºÉä 
®úÉäEòEò®ú ¨ÉÚ±É <ÆVÉxÉ ‡xÉ¹{ÉÉnùxÉ ¤ÉxÉÉB ®úJÉxÉä ¨Éå ¨Énùnù ‡¨É±ÉiÉÒ ½èþ*

VÉ¤É ‡EòºÉÒ EòÉ®ú Eäò ºÉÉ¡ò <ÆVÉxÉ ¨Éå ªÉÉ xÉ<Ç EòÉ®ú ¨Éå º{ÉÒb÷ EòÉ <ºiÉä¨ÉÉ±É ‡EòªÉÉ 
VÉÉiÉÉ ½èþ iÉ¤É näùJÉÉ VÉÉiÉÉ ½èþ ‡Eò ¨ÉÉ<±ÉäVÉ ¨Éå ¤ÉgøÉäkÉ®úÒ xÉ½þÓ ½þÉäiÉÒ*  BäºÉÉ <ºÉ‡±ÉB 
½þÉäiÉÉ ½èþ ‡Eò EòÉä<Ç ‡b÷{ÉÉì‡VÉ]õ VÉ¨ÉÉ xÉ½þÓ ½þÉä {ÉÉiÉÉ ‡VÉºÉEòÒ ºÉ¡òÉ<Ç º{ÉÒb÷ EòÉä Eò®úxÉÒ 
{Écä÷*  iÉlÉÉ‡{É <xÉ EòÉ®úÉå ¨Éå º{ÉÒb÷ EòÉ <ºiÉä¨ÉÉ±É Eò®úxÉÉ ¨É½þi´É{ÉÚhÉÇ  ½èþ CªÉÉå‡Eò 
º{ÉÒb÷ <ÆVÉxÉ Eäò ¨É½þi´É{ÉÚhÉÇ  ‡½þººÉÉå EòÉä ºÉÉ¡ò ®úJÉiÉÉ ½èþ <ºÉ‡±ÉB <ÆVÉxÉ EòÉ 
‡xÉ¹{ÉÉnùxÉ JÉ®úÉ¤É xÉ½þÓ ½þÉäiÉÉ ½èþ*

¨Éä®äú {ÉÉºÉ {ÉÖ®úÉxÉÒ EòÉ®ú ½èþ (xÉÉìxÉ-B{ÉÒB¡ò+É<Ç/VÉÒb÷Ò+É<Ç), CªÉÉ ¨Éé º{ÉÒb÷ EòÉ 
<ºiÉä¨ÉÉ±É Eò®ú ºÉEòiÉÉ ½ÚÄþ?

{ÉÖ®úÉxÉÒ EòÉ®ú ¨Éå EòÉ¤ÉÉæ®äú]õ®ú +ÉvÉÉ‡®úiÉ <ÆVÉxÉ ½þÉäiÉÉ ½èþ*  ªÉt‡{É <xÉ <Æ‡VÉxÉÉå ¨Éå 
B¨É{ÉÒB¡ò+É<Ç/VÉÒb÷Ò+É<Ç <ÆVÉxÉ VÉèºÉä +iªÉÆiÉ ºÉÆ´ÉänùÒ {ÉÉ]ÂõºÉÇ xÉ½þÓ ½þÉäiÉä ½éþ ‡¡ò®ú ¦ÉÒ 
BäºÉä Eò<Ç ‡½þººÉä ½þÉäiÉä ½éþ (<xÉ]äõEò ´ÉÉì±´É, Eò¨¤É„ÉxÉ SÉä¨¤É®ú) VÉ½þÉÄ ‡b÷{ÉÉì‡VÉ]õ <ºÉ 
iÉ®ú½þ EòÒ ºÉ¨ÉºªÉÉBÄ JÉc÷Ò Eò®ú ºÉEòiÉä ½éþ*

EòÉ¤ÉÉæ®äú]õ®ú  ¦ÉÒ Eò<Ç UôÉä]äõ SÉèxÉ±ÉÉå EòÉ ={ÉªÉÉäMÉ Eò®úiÉÉ ½èþ +Éè®ú ¨ÉÒ]õ®ú }ªÉÚB±É {É®ú 
ºÉÖ®úÉKÉ UôÉäc÷iÉÉ ½èþ; <xÉ ¨ÉÖ½þÉxÉÉå {É®ú VÉ¨ÉÉ ‡b÷{ÉÉì‡VÉ]õ Eäò ¡ò±Éº´É°ü{É <ÈvÉxÉ EòÒ 
+‡xÉªÉ‡¨ÉiÉiÉÉ +É{ÉÚÌiÉ ½þÉä ºÉEòiÉÒ ½èþ*  +iÉ: ´ÉÉ½þxÉ EòÉ |Énù„ÉÇxÉ Eò¨ÉVÉÉä®ú ½þÉä ºÉEòiÉÉ 
½èþ*  <ºÉEäò +±ÉÉ´ÉÉ <xÉEäò Eò¨¤É„ÉxÉ SÉä¨¤É®ú ¨Éå  ‡b÷{ÉÉì‡VÉ]õ <Eò]Âõ`öÉ ½þÉäxÉä EòÒ |É´ÉÞ‡kÉ 
½þÉäiÉÒ ½èþ*  ¡ò±Éº´É°ü{É xÉÉìËEòMÉ ½þÉäiÉÒ ½èþ*  EÖòUô ´ÉEÇò„ÉÉì{É xÉÉìËEòMÉ ]õÉ±ÉxÉä Eäò ‡±ÉB 
<ÆVÉxÉ ®úÒ]ÂõªÉÚxÉ Eò®úiÉä ½éþ*  <ºÉºÉä ´ÉÉ½þxÉ +SUôÒ iÉ®ú½þ xÉ½þÓ SÉ±ÉiÉÉ*

º{ÉÒb÷ Eò¨¤É„ÉxÉ SÉä¨¤É®ú ºÉ‡½þiÉ }ªÉÚB±É <xÉ]äõEò ‡ºÉº]õ¨É ¨Éå VÉ¨ÉÉ ºÉ¦ÉÒ ‡b÷{ÉÉì‡VÉ]õ  
½þ]õÉ näùiÉÉ ½èþ +Éè®ú <ÆVÉxÉ EòÉä ‡EòºÉÒ ¥ÉÉhb÷ xªÉÚ EòÉ®ú Eäò VÉèºÉä ¤ÉxÉÉ näùiÉÉ ½èþ* 

4.}ªÉÚB±É  ‡b÷{ÉÉì‡VÉ]õ ‡EòºÉ iÉ®ú½þ +É{ÉEäò <ÆVÉxÉ Eäò EòÉ¨É ¨Éå ¤ÉÉvÉÉ b÷É±ÉiÉä ½éþ?

VªÉÉnùÉ iÉ®ú xÉ<Ç {ÉÒgøÒ Eäò ´ÉÉ½þxÉÉå ¨Éå ¨É±]õÒ {ÉÉä]Çõ }ªÉÚB±É <ÆVÉäC]õºÉÇ (VÉÒb÷Ò+É<Ç) ‡¡ò]
õ ½þÉäiÉä ½éþ iÉÉ‡Eò <ÆVÉxÉ iÉEò <ÈvÉxÉ EòÉä ºÉ]õÒEò ¨ÉÒ]õ®ú Eò®ú ºÉEåò +Éè®ú º´ÉSUô nù½þxÉ 
Eäò ‡±ÉB xÉÉVÉÖEò bÅ÷Éì{É±Éä]ÂõºÉ Eäò °ü{É ¨Éå ¤Éc÷Ò ºÉ¡òÉ<Ç ºÉä <ÈvÉxÉ +É{ÉÚ‡®úiÉ ‡EòªÉÉ 
VÉÉ ºÉEäò*  {ÉiÉ±Éä }ªÉÚB±É {ÉèºÉäWÉäºÉ Eäò EòÉ®úhÉ ¨É½þi´ÉÚ{ÉhÉÇ IÉäjÉÉå ¨Éå ªÉ‡nù lÉÉäc÷É ¦ÉÒ 
‡b÷{ÉÉì‡VÉ]õ <Eò]Âõ`öÉ ½þÉäiÉÉ ½èþ iÉÉä <ÆVÉäC]õºÉÇ EòÉ¡òÒ ºÉÆ´ÉänùxÉ„ÉÒxÉ ½þÉä =`öiÉä ½éþ VÉ½þÉÄ 
<ÈvÉxÉ ¨ÉÒ]õ®ú +Éè®ú +hÉÖEÞòiÉ ½þÉäiÉä ½éþ*  ªÉä ‡b÷{ÉÉì‡VÉ]õ º|Éä {Éè]õxÉÇ EòÉä Eò¨É VªÉÉnùÉ Eò®ú 
ºÉEòiÉä ½éþ +Éè®ú <ÈvÉxÉ |É´ÉÉ½þ EòÉä Eò¨É Eò®ú ºÉEòiÉä ½éþ*  {É‡®úhÉÉ¨Éº´É°ü{É bÅ÷É<Ë´ÉMÉ 
EòÒ IÉ¨ÉiÉÉ, {ÉÉ´É®ú Eò¨É Eò®úxÉÉ iÉlÉÉ <ÈvÉxÉ EòÒ ‡Eò¡òÉªÉiÉ +Éè®ú ¤ÉgøiÉä =iºÉVÉÇxÉ EòÉä 
|É¦ÉÉ‡´ÉiÉ Eò®ú ºÉEòiÉä ½éþ*  ‡b÷{ÉÉì‡VÉ]õ <ºÉÒ iÉ®ú½þ EòÒ ºÉ¨ÉºªÉÉ EòÉ¤ÉÉæ®äú]õb÷ <ÆVÉxÉ ¨Éå 
¦ÉÒ JÉc÷Ò Eò®ú ºÉEòiÉä ½éþ CªÉÉå‡Eò EòÉ¤ÉÉæ®äú]õ®ú ¦ÉÒ }ªÉÚB±É ¨ÉÒ]õ®ú Eäò ‡±ÉB iÉÆMÉ ®úÉºiÉÉå 
+Éè®ú ‡UôpùÉå EòÉ |ÉªÉÉäMÉ Eò®úiÉä ½éþ*

SÉ±ÉÉä ¤ÉxÉÉBÄ º{ÉÒb÷ EòÉä ºÉ¤ÉºÉä 
 {ÉºÉÆnùÒnùÉ ¥ÉÉhbä÷b÷ |ÉÒ‡¨ÉªÉ¨É }ªÉÚB±É 
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1. +É{É VÉxÉÔWÉ  ‡EòiÉxÉÒ ¤ÉÉ®ú {ÉgøiÉä ½èþ?

q ºÉ¦ÉÒ +ÆEò 	 q +‡vÉEòiÉ®ú +ÆEò    q EòÉä<Ç +ÆEò xÉ½þÓ 		
 	  	       	

2.=xÉ ‡´É¹ÉªÉÉå EòÉä ‡SÉÎx½þiÉ Eò®åú VÉÉä +É{ÉEòÉä +ÉEòÌ¹ÉiÉ Eò®úiÉä ½éþ :

q =SSÉ |É¤ÉÆvÉxÉ ºÉä |ÉÉ{iÉ ºÉÆnäù„É   q EòÉì{ÉÉæ®äú]õ ºÉ¨ÉÉSÉÉ® q iÉä±É B´ÉÆ MÉèºÉ =tÉäMÉ q ´Éè‡„´ÉEòB´ÉÆ +ÆiÉ®úÉÇ¹]ÅõÒªÉ ¨ÉÖqä 	     
q ±ÉÒb÷®ú‡„É{É            q +xªÉ 

3. ‡xÉ¨xÉ Eäò ‡±ÉB  VÉxÉÔWÉ EòÉä  =kÉ¨É, +SUôÉ, ¤ÉÖ®úÉ Eäò +ÉvÉÉ® {É®ú ¸ÉähÉÒEÞòiÉ Eò®åú/iÉªÉ/Eò®åú:

	 ‡´É¹ÉªÉ Eò´É®äúVÉ 		  :	 ...................
	 {ÉgøxÉä ¨Éå +ÉºÉÉxÉÒ   		  :	 ...................
	 ‡±ÉJÉxÉä EòÒ „Éè±ÉÒ	   	 :	 ...................
	 ±Éä+É=]õ +Éè®ú °ü{É®äúJÉÉ		 :	 ...................
	 UôÉªÉÉ‡SÉjÉhÉ		       	 :	 ...................
				     	  	  	     		
4.  ‡SÉÎx½þiÉ Eò®åú ‡Eò VÉxÉÔVÉ EèòºÉä +É{ÉEòÒ ¨Énùnù Eò®úiÉÉ ½èþ :

q|ÉÉäiºÉÉ½þxÉ näùiÉÉ ½èþ 	 q  VÉÉxÉEòÉ®úÒ Eäò »ÉÉäiÉ Eäò °ü{É ¨Éå EòÉªÉÇ Eò®úiÉÉ ½èþ    q EòÉ®úÉä¤ÉÉ®ú ¨Éå ºÉÖvÉÉ®ú ±ÉÉxÉä ¨Éå ¨Énùnù Eò®úiÉÉ ½èþ

5. VÉxÉÔWÉ xÉä ¨ÉÖZÉä <ºÉEäò ‡±ÉB |Éä‡®úiÉ ‡EòªÉÉ  : ................... ................... ...................

6.  ´É½þ CªÉÉ ½èþ VÉÉä VÉxÉÔWÉ ¨Éå +É{ÉEòÉä ºÉ¤ÉºÉä +‡vÉEò {ÉºÉÆnù ½èþ? ................... ...................

7.  ¦ÉÉ®úiÉ {Éä]ÅõÉä‡±ÉªÉ¨É Eäò ºÉÉlÉ +É{ÉEòÉ CªÉÉ ºÉÆ¤ÉÆvÉ ½èþ?  

q EòÉ®úÉä¤ÉÉ® ºÉ½þªÉÉäMÉÒ  	 q OÉÉ½þEò  	 q º]õÉ¡ò  	 q +xªÉ

8.  ´ªÉ‡HòMÉiÉ VÉÉxÉEòÉ®úÒ

xÉÉ¨É : ………………………………………………………………………...............................  
+ÉªÉÖÖÖÖÖÖÖÖÖÖÖÖÖÖÖÖ : ……………………….........  VÉåb÷®ú: ...…………………………………………………......
|Énäù„É/IÉäjÉ:	 ………………………………………………………………………........................
ºÉÒºÉÒ xÉÆ:: ………………………………………………… ºÉÆ{ÉEÇò xÉÆÆÆÆÆÆÆÆÆÆÆÆÆÆÆÆÆÆÆ: ………………………………. 
<Ç-¨Éä±É : ……………………………………………………………………….............................

EÞò{ÉªÉÉ +{ÉxÉÉ ¡òÒb÷¤ÉèEò ‡xÉ¨xÉ {ÉiÉä {É®ú ¦ÉäVÉå :
ºÉÆ{ÉÉnùEò, VÉxÉÔWÉ, ¤ÉÒ{ÉÒºÉÒB±É ¥ÉÉÆb÷ B´ÉÆ {ÉÒ+É®ú,
¦ÉÉ®úiÉ {Éä]ÅõÉä‡±ÉªÉ¨É EòÉì{ÉÉæ®äú„ÉxÉ ‡±É‡¨É]äõb÷, {ÉÉä. ¤ÉÉìCºÉ xÉÆ.688,
¦ÉÉ®úiÉ ¦É´ÉxÉ, 4 B´ÉÆ 6 Eò®úÒ¨É¦ÉÉìªÉ ®úÉäb÷, ¤Éä±ÉÉbÇ÷ <º]äõ]õ, ¨ÉÖÆ¤É<Ç- 400 001.

ªÉÉ <Ç-¨Éä±É ¦ÉäVÉå : kavithamathew@bharatpetroleum.in
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1. How often do you read JOURNEYS?

qAll Issues 	 qMost Issues	 qNone 		  	

2. Tick the topics that interest you : 

qMessages from Top Management    qCorporate news  qOil & Gas Industry qGlobal & 
International issues  	      qLeadership            qOthers 

3. Rate Journeys as  Excellent, Good or Poor for the following:

	 Content	Coverage   	 :	 ...................
	 Ease of reading	   	 :	 ...................
	 Writing style	   	 :	 ...................
	 Layout and design 	 :	 ...................
	 Visuals & Photos      	 :	 ...................
				     	  	  	     		
4.  Tick on how JOURNEYS helps you :

qMotivation q Serves as a source of information qHelps improve business  	  

5. JOURNEYS has inspired me to : ................... ................... ...................

6.  What is it that you like most about JOURNEYS? ................... ...................

7.  TICK Your relationship with Bharat Petroleum?  

qBusiness Associate  	 qCustomer  	 qStaff  		  qOther

8.  Personal Information

Name : ……………………………………………………………………….................................  
Age:  …………………………….........  Gender: ...…………………………………………………. 
Territory/Region:	………………………………………………………………………..................
CC NO: ………………………………………………… Contact No: ……………………………… 
Email : ……………………………………………………………………….................................

PLEASE SEND YOUR FEEDBACK TO
The Editor, Journeys, BPCL Brand & PR, 
Bharat Petroleum Corporation Ltd. PB No: 688, 
Bharat Bhavan, 4&6 Currimbhoy Road, Ballard Estate, Mumbai 400 001. 
Or email to : kavithamathew@bharatpetroleum.in

JOURNEYS 
READERSHIP 
SURVEY

Website :  www.bharatpetroleum.in    l    Twitter : @ BPCLimited     l   FACEBOOK / BharatPetroleumcorporation     l   Linked.in / companybpcl     l   YouTube /BPCLindia    l  SmartLine : 1800224344
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º¨ÉÉ]ÇõbÅ÷É<´É
<ÈvÉxÉ ¦É®úÉ<Ç +Éè®ú ºÉä´ÉÉ+Éå EòÒ VÉ°ü®úiÉÉå  

EòÉ BEò ´ÉxÉ-º]õÉì{É º¨ÉÉ]Çõ¡òÉäxÉ

º¨ÉÉ]ÇõbÅ÷É<´É, ¦ÉÉ®úiÉ {Éä]ÅõÉä‡±ÉªÉ¨É EòÉ BEò º¨ÉÉ]Çõ ¨ÉÉä¤ÉÉ<±É Bì{É ½èþ, 
‡VÉºÉºÉä }ªÉÚB±É º]äõ„ÉxÉ, ºÉä´ÉÉBÆ <. fÚÆøføxÉä ¨Éå ºÉ½þÉªÉiÉÉ ‡¨É±ÉiÉÒ ½èþ* 
ªÉ½þ Bì{É =xÉ ¨ÉÉä]õ®úSÉÉ±ÉEòÉå +Éè®ú ¤ÉÉ<EòSÉÉ±ÉEòÉå Eäò ‡±ÉB ¤ÉxÉÉ<Ç MÉ<Ç 

½èþ VÉÉä ºÉ¡ò®ú Eäò nùÉè®úÉxÉ +tiÉxÉ VÉÉxÉEòÉ®úÒ {ÉÉxÉÉ SÉÉ½þiÉä ½éþ*

<ºÉ¨Éå Eò<Ç ¡òÒSÉºÉÇ ½èþ ‡VÉºÉºÉä bÅ÷É<Ë´ÉMÉ Eäò nùÉè®úÉxÉ +{ÉxÉÒ ºÉ¦ÉÒ 
WÉ°ü®úiÉå {ÉÚ®úÒ Eò®úxÉä ¨Éå ºÉ½þÉªÉiÉÉ ‡¨É±ÉiÉÒ ½éþ* VÉèºÉä ‡Eò +{ÉxÉÒ ªÉÉjÉÉ 
EòÒ ªÉÉäVÉxÉÉ ¤ÉxÉÉxÉÉ, MÉÆiÉ´ªÉ ºlÉÉxÉ iÉEò EòÒ nÚù®úÒ {ÉiÉÉ Eò®úxÉÉ, ®úÉ½þ  
¨Éå }ªÉÚB±É º]äõ„ÉxÉÉå EòÉ {ÉiÉÉ fÚÆøføxÉÉ VÉ½þÉÄ ¡Úòb÷ +É=]õ±Éä]õ ½þÉå, VÉ½þÉÄ 
+É{É iÉ®úÉäiÉÉWÉÉ ½þÉä ºÉEòiÉä ½éþ +Éè®ú ¤É½ÖþiÉ EÖòUô +Éè®ú +{ÉxÉÒ {ÉºÉÆnù Eäò 
+xªÉ IÉäjÉ, ´ÉÉ½þxÉ nùºiÉÉ´ÉäVÉ +{É±ÉÉäb÷ Eò®úxÉÉ ‡VÉºÉºÉä {ÉÖ‡±ÉºÉ uùÉ®úÉ 
¨ÉÉÆMÉä VÉÉxÉä {É®ú ¦ÉÚ±ÉxÉä ªÉÉ JÉÉäxÉä EòÉ b÷®ú JÉi¨É ½þÉäiÉÉ ½èþ* {ÉÖ‡±ÉºÉ, 
‡SÉ‡EòiºÉÉ ºÉ½þÉªÉiÉÉ {ÉÉxÉÉ ªÉÉ ®úÉºiÉä ¨Éå MÉÉc÷Ò JÉ®úÉ¤É ½þÉäxÉä {É®ú ºÉc÷Eò 
ºÉ½þÉªÉiÉÉ {ÉÉxÉÉ, {Éä]ÅõÉäEòÉbÇ÷ B´ÉÆ º¨ÉÉ]Çõ}±ÉÒ]õ ½þÉä±b÷®úÉå ºÉä ‡xÉ{É]õxÉÉ 

+Éè®ú ¤É½ÖþiÉ EÖòUô*

<xÉ ºÉÖ‡´ÉvÉÉ+Éå ºÉä ªÉÖHò º¨ÉÉ]ÇõbÅ÷É<´É xÉÉ¨ÉEò ¦ÉÉ®úiÉ {Éä]ÅõÉä‡±ÉªÉ¨É EòÉ 
º¨ÉÉ]Çõ B{±ÉÒEäò„ÉxÉ, ºÉ¡ò®ú Eäò nùÉè®úÉxÉ nùÉäºiÉ ºÉä ¤ÉgøEò®ú ½èþ* iÉÉä 
+MÉ±ÉÒ ¤ÉÉ®ú, º¨ÉÉ]ÇõbÅ÷É<´É Eò®å! ¦ÉÉ®úiÉ {Éä]ÅõÉä‡±ÉªÉ¨É EòÒ ¤ÉnùÉè±ÉiÉ, 

bÅ÷É<´É Eò®úxÉÉ +‡´Éº¨É®úhÉÒªÉ +xÉÖ¦É´É ¤ÉxÉ VÉÉiÉÉ ½èþ*

½þ¨ÉÉ®úÉ ‡®ú]äõ±É EòÉ®úÉä¤ÉÉ®ú, ºÉÉ¨ÉÉxÉ ‡¤ÉGòÒ +ÉvÉÉ‡®úiÉ ‡´É{ÉhÉxÉ ºÉä ½þ]õEò®ú, iÉäWÉÒ ºÉä ºÉä´ÉÉ- SÉÉ‡±ÉiÉ ‡´É{ÉhÉxÉ EòÒ 
+Éä®ú ¤Égø ®ú½þÉ ½éþ, CªÉÉå‡Eò |É‡iÉº{ÉvÉÉÇ EòÉ nùÉªÉ®úÉ ¤ÉgøiÉÉ VÉÉ ®ú½þÉ ½èþ +Éè®ú OÉÉ½þEòÉå EòÒ ¨ÉÉÆMÉ ¦ÉÒ ¤ÉgøiÉÒ VÉÉ ®ú½þÒ 
½éþ* EòÉì{ÉÉæ®äú„ÉxÉ EòÉ ºÉ¤ÉºÉä ¤Éc÷É OÉÉ½þEò-ºÉ¨¨ÉÖJÉ EòÉ®úÉä¤ÉÉ®ú ½þÉäxÉä Eäò xÉÉiÉä, ½þ¨É ‡¤ÉGòÒ B´ÉÆ |ÉSÉÉ®ú MÉ‡iÉ‡´É‡vÉªÉÉå Eäò 
‡±ÉB ¨ÉÆjÉ¨ÉÖMvÉ nù„ÉÇEòÉå EòÉ +Énù„ÉÇ ºÉ¨ÉÚ½þ ={É±É¤vÉ Eò®úÉiÉä ½éþ, ½þ¨ÉÉ®úÒ EòÉä‡„É„É ®ú½þÒ ½èþ ‡Eò ½þ¨É |ÉiªÉäEò ºÉ¨{ÉEÇò 
‡¤ÉxnÖù {É®ú +{ÉxÉä OÉÉ½þEòÉå Eäò ‡±ÉB ªÉÉnùMÉÉ®ú +xÉÖ¦É´É UôÉäcäÆ÷ +Éè®ú =xÉEäò ºÉÉlÉ ¨ÉWÉ¤ÉÚiÉ ºÉÆ¤ÉÆvÉ ¤ÉxÉÉBÆ*

OÉÉ½þEòÉå Eäò ‡±ÉB ªÉÉnùMÉÉ®ú ¤ÉxÉxÉä ½äþiÉÖ, ½þ¨Éå =xÉEäò ºÉÉlÉ ‡xÉ®ÆúiÉ®ú ºÉ¨|Éä¹ÉhÉ Eò®úxÉÉ ½èþ +Éè®ú =x½åþ +lÉÇ{ÉÚhÉÇ OÉÉ½þEò- 
Eåò‡pùiÉ MÉ‡iÉ‡´É‡vÉªÉÉå ºÉä VÉÉäc÷xÉÉ  ½èþ*

+{ÉxÉä OÉÉ½þEòÉå, =xÉEòÒ GòªÉ +ÉnùiÉÉå +Éè®ú =xÉEòÒ {ÉºÉÆnù EòÉä ¤Éä½þiÉ®ú fÆøMÉ ºÉä VÉÉxÉxÉä Eäò ‡±ÉB, ½þ¨ÉxÉä |ÉÉäVÉäC]õ 
ºÉ¨{ÉEÇò „ÉÖ°ü ‡EòªÉÉ ½èþ, ‡VÉºÉEòÉ =qäù„ªÉ ½èþ ½þ¨ÉÉ®äú ‡®ú]äõ±É +É=]õ±Éä]õ ºÉä <ÈvÉxÉ ¦É®ú´ÉÉxÉä´ÉÉ±Éä OÉÉ½þEòÉå Eäò 1 Eò®úÉäc÷ 
bä÷]õÉ¤ÉäºÉ EòÉ ¨É½þi´ÉÉEòÉÆIÉÒ ±ÉIªÉ {ÉÚhÉÇ Eò®úxÉÉ*

ªÉ½þ iÉ¦ÉÒ ½þÉä {ÉÉBMÉÉ VÉ¤É ½þ¨ÉÉ®äú xÉä]õ´ÉEÇò EòÉ |ÉiªÉäEò b÷Ò±É®ú ºÉ‡GòªÉ °ü{É ºÉä ºÉ½þ¦ÉÉMÉ ±ÉäMÉÉ* ½þ¨ÉÉ®äú b÷Ò±É®úÉå uùÉ®úÉ 
+ÉºÉÉxÉÒ ºÉä +Éè®ú EÖò„É±ÉiÉÉ{ÉÚ´ÉÇEò ªÉ½þ bä÷]õÉ <Eò_öÉ Eò®úxÉä Eäò ‡±ÉB, ½þ¨ÉxÉä "ºÉ¨{ÉEÇò" xÉÉ¨ÉEò BEò ¨ÉÉä¤ÉÉ<Ç±É Bì{É 
±ÉÉìxSÉ ‡EòªÉÉ ½èþ* ½þ¨É +{ÉxÉä |ÉiªÉäEò b÷Ò±É®ú EòÉä |Éä‡®úiÉ Eò®úiÉä ½éþ, ‡Eò ´Éä =xÉEäò ‡®ú]äõ±É +É=]õ±Éä]õ ¨Éå +ÉxÉä´ÉÉ±Éä 
OÉÉ½þEòÉå EòÉ bä÷]õÉ <Eò_öÉ Eò®úxÉä Eäò ‡±ÉB <ºÉ ¨ÉÉä¤ÉÉ<±É B{±ÉÒEäò„ÉxÉ - "ºÉ¨{ÉEÇò", EòÉ |ÉªÉÉäMÉ Eò®åú* b÷Ò±É®ú +{ÉxÉä 
+É®ú+Éä |É¤ÉÆvÉEò ªÉÉ ¡òÉä®úEòÉä]Çõ ºÉÖ{É®ú´ÉÉªÉWÉ®ú ªÉÉ ]õÒ¨É ±ÉÒb÷ EòÉä ºÉ¨{ÉEÇò B{±ÉÒEäò„ÉxÉ {É®ú BäºÉÉ Eò®úxÉä EòÉä Eò½þ 
ºÉEòiÉÉ ½èþ* ªÉ‡nù OÉÉ¨ÉÒhÉ +É=]õ±Éä]õ ¨Éå +É®ú+Éä |É¤ÉÆvÉEò ªÉÉ ¡òÉä®úEòÉä]Çõ ºÉÖ{É®ú´ÉÉWÉ®ú ªÉÉ ]õÒ¨É ±ÉÒb÷ xÉ½þÒ ½éþ iÉÉä 
b÷ÒBºÉB¨É ºÉä bä÷]õÉ ºÉÆOÉ½þhÉ Eò®ú´ÉÉªÉÉ VÉÉ ºÉEòiÉÉ ½èþ* 

ºÉ¨{ÉEÇò
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Celebrating with Customers

Ganesh 
Chaturti

Raksha
Bandhan

Eid

Website :  www.bharatpetroleum.in    l    Twitter : @ BPCLimited     l   FACEBOOK / BharatPetroleumcorporation     l   Linked.in / companybpcl     l   YouTube /BPCLindia    l  SmartLine : 1800224344



If you are yet un-initiated to this unique concept of Celebrating with Customers please gear up for what you have missed. 
Here is a game-changer concept for energising dealers, customers and festivities across the network.  It is not that we have 

not had celebrations and seasonal schemes for product or service promotions before. What’s unique is that this concept of 
celebrating with customers right on the forecourt has given a reason for patrons and passers-by to enquire and experience 
a new found excitement at BPCL outlets. The buzz and the thrills simply increased from State to State, festival to festival.

Yes, across locations, at select outlets, on different festivals, the seriousness and the fun of business  has taken a new turn  
altogether.  Breaking away from the mould, even Dealers pitched in with new found energy. Innovating and caring for our 
customers is our continuous mission and to that we have added an extra bit of love in the lives of everyone involved. We 
call it the “Rishta Dil Sey”, a story that we will unfold in the next exclusive issue. To relive the fond memories of celebrating 
with customers, we invite you to visit the Retail Busines Page at www.bharatpetroleum.in >> Motorists/FleetOwners >> 
Celebrating with customers, where you can view and share the images on your social media handles and pages.  At BPCL,the 
bond never ends!
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Onam

Navratri
Diwali

Christmas
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