
2015-16 Energising Dealers & DistributorsVÉxÉÔWÉ

JOURNEYS

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

A whole new 
range of exciting 
experiences.



Corporate Highlights 

In the NEWS

Lubricants Highlights 
MAK Lubricants launch  
new synthetic grades I 8
Know, Follow MAKI 10
Making it Possible – ED’s Message I 11

Focus : A whole new MAKover I 12

Photo Feature
Guts to Glory - All India Lubes Meet 
2016  I 20

Corporate
Two Energising Years of Petroleum Ministry I 4
Message from Director Marketing I 6
Awards and AccoladesI 22
Kochi Refinery commemorates Golden JubileeI 28
PCCKL turns wholly owned subsidiary of BPCLI 28

LPG Highlights
LPG Plant coming up in RaipurI 26
Touching lives at BikanerI 27

Retail Highlights
Marketing BUs converge at BPCL First Meet 2016II 24
PetroBonus & SmartFleet shine at the  
AIMIA Loyalty Awards 2016  I 25

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

JO
U

R
N

EY
S

20
15

-16



JOURNEYS
VÉxÉÔWÉ

2015-16 Energising Dealers & Distributors

Advisory Council
George Paul, ED (Retail)
Arun Singh, ED (LPG)
Chandy K P, ED (Lubes) 
M.M. Somaya, ED(Aviation) 
Prabhakar Nori, DGM(Brand & PR)

Editor
Kavitha Mathew (Brand & PR)

Chief Resource Group
Anil Ahluwalia (Brand & PR)
D. C. Patra, (LPG HQ)
Akhtar Abbas, (Retail, HQ)
Sheilagh Nair, (Lubes, HQ)
 Vidhyadhar Jog, (Hindi Cell)

Regional Correspondents

Retail 
S. Sen (WR) 
Sonal Bansal (NR) 
Saitu C (SR) 
Pradeep Minz (ER)
LPG 
Sivasankaran Rajagopalan (WR) 
Aravind Mahajan (NR) 
G. N. Srinivas (SR) 
Mona Srivastava(ER)
Lubes 
Milind Apte (WR) 
G Vikram (NR) 
S Kannan (SR) 
Amit Kumar (ER)

Designed, Produced & Published by : 
Corporate Brand & PR, BPCL, Mumbai
 
Mailing Address:  
Post Bag 688, Bharat Bhavan – 4&6, Currimbhoy 
Road, Ballard Estate, Mumbai 400001.

Editorial Correspondence:
kavithamathew@bharatpetroleum.in

Member, Association of Business 
Communicators of India. 
 
Printed at : Printrade India Pvt Limited, Mumbai 
 
For Private Circulation only. All rights reserved. 
Reproduction in any form only with the written 
permission of the Editor.

More from MAK
MAK just got younger with the introduction of two unique blends for new 
-gen vehicles. Assuring both high performance and longevity in addition 
to driving comfort,  the latest add-ons to the MAK stable live up to the 
promise of the brand, MAK makes it possible.

In this special issue dedicated to MAK, we bring you an exciting round-
up of the new branding strategies adopted by the brand to paint the city 
MAK. We also have a special feature to know more about MAK and to 
share more about it.

In addition to the lively coverage of the All-India Lubes Meet , we also have 
top stories from across businesses before we wrap up with the awards that 
have given us reasons to be proud of for our all-round efforts through yet 
another stupendous year. We hope you are following us on BPCL Social 
where you can also find most of these reports on real time. If you are not 
with us on Twitter and Facebook yet, we urge you to join us right away and 
feel the magic of being connected.  

We have also invited special stories from our business associates to give 
you a befitting space in the historic timeline of Bharat Petroleum, that is in 
its 40th year of fuelling dreams.  (Turn to page 38 for more details. )

Please join us on social media and help us share more positive stories 
about our network and associates on various platforms, online and print. 
We look forward to hearing from you. 

Warm regards,
Team Journeys.
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Our endeavor should be to build a 
strong and ever lasting relationship 

with our customers. Our singular 
objective should be to create 

disproportionate value to our 
customer. We must be vigilant of 

the competition and their moves. In 
today’s world, competition may come 

from the traditional ones and new 
disruptive players. We should not be 

caught unaware.. 

- S Ramesh, Director (Marketing) 

Editorial Team
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The last two years have seen a 
renewed thrust to put the LPG 

segment on a fast-track. PAHAL is 
an important initiative implemented 
nationwide, which has been 
acknowledged by the Guinness Book 
of World Records as the World’s 
largest cash benefit transfer scheme. 
The GiveItUp campaign for voluntarily 
giving up LPG subsidy has become a 
huge success with more than 1 crore 
people signing up till now. In a historic 
move, the government has decided 
to provide free LPG connections to 5 
crore women from BPL households. 
This scheme – Pradhan Mantri Ujjwala 
Yojana was rolled out by Hon’ble 
Prime Minister on May 1st, 2016, 
and will certainly go a long way in 
emancipating our mothers and sisters 
from the drudgery of unhealthy 
smoke-filled kitchens.

The Ministry of Petroleum & Natural 
Gas has pursued multiple initiatives 
to fulfill the ever increasing energy 
demand. Robust policy measures 
have been adopted to give our Oil 

Two energising years of 
Petroleum Ministry
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Exploration & Production sector 
a major push. Simultaneously, 
diplomatic engagements with Oil 
producing countries have been 
accelerated with an objective of 
securing Oil equity abroad.

Our mandate is to reduce import 
dependence by 10 percent by 2022, 
the year when our nation completes 
75 years of independence. In order 
to achieve that, we are revisiting 
our sedimentary basins to scout 
not only for Oil and Gas but also for 
unconventional energy resources like 
Shale Oil/Gas and Gas Hydrates. The 
Hydrocarbon Exploration Licensing 
Policy (HELP) has been formulated to 
streamline the processes and attract 
investment in our upstream sector. 
We are looking at increasing the usage 
of Bio-fuels and Natural Gas in our 
energy basket.

Hon’ble Prime Minister’s vision of the 
development of Eastern India has also 
been our vital objective. In liaison with 
what he once rightly said,- ‘ India’s 

progress is incomplete without the 
development of Eastern India’, the 
Government is doing everything 
possible for a holistic development of 
the Eastern States. We have also given 
special thrust on integrating North 
East with Hydrocarbon landscape 
of the country, through North East 
Hydrocarbon Vision Document 2030.

Over the past two years, we have 
consciously attempted to transform 
the Ministry of Petroleum & Natural 
Gas into an efficient and transparent 
economic ministry centred on people’s 
welfare. I remain optimistic that with 
the support and co-operation of all 
stakeholders in the coming years, we 
will continue to make rapid strides 
towards a cleaner, greener, and energy 
efficient India.”

 

– Excerpts from the Messsage of 
Shri Dharmendra Pradhan, Hon’ble 
MoS (I/C), Petroleum & Natural Gas
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Warm welcome 
to Hon’ble MoS 
(I/C) for P&NG 
at BPCL HQ

Pradhan Mantri Ujwala Yojana

Pradhan Mantri Ujjwala Yojana 
(PMUY) launched by Hon’ble 

Prime Minister of India on 1st May 
2016 at Ballia (Uttar Pradesh) is a 
scheme to provide clean cooking fuel 
to the women belonging to the ‘Below 
Poverty Line’ (BPL) households across 
the country. 

PMUY aims to provide subsidized 
connections to 5 Crore BPL 
households by 2019 and is a part of 
larger program of adding 10 Crore new 
LPG connections by 2019 to achieve 
full coverage of connections in Indian 

households. This is the first time in 
the history of the country that the 
Ministry of Petroleum and Natural 
gas is implementing a welfare 
scheme benefitting crores of women 
belonging to the poorest households. 

The identification of BPL families will 
be made on Social Economic Caste 
Census (SECC)- 2011 data. Providing 
LPG connections to BPL households 
will ensure universal coverage of 
cooking gas in the country.The 
scheme of providing clean cooking 
fuel will also reduce drudgery and 

the time spent on cooking and will also 
provide employment for rural youth in 
the supply chain of cooking gas. 

Finance Minister has budgeted Rs. 
2,000 Crore to subsidise 1.5 crore LPG 
connections for BPL households during 
the financial year 2016-17. During the 
next two financial years i.e. 2017-18 
and 2018-19, the Government of India 
would make budgetary provision of 
Rs. 6000 Crore to subsidise 3.5 Crore 
new connections to BPL households 
under PMUY. 

(More about PMUY coming up in LPG 
special of Journeys)

FO
LL

O
W

 U
S 

O
N

 : 
 w

w
w

.b
ha

ra
tp

et
ro

le
um

.in



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

Dear Partner,

Season greetings to all of you !

 We had performed exceedingly well last year  achieving the 
highest ever sale of 36.5 MMT and also during the first half 
of this year. The outstanding achievement and the accolades 
that came along with it belong to all of us.  I am convinced 
that this would not have been possible without your 
pioneering efforts which have contributed to this momentous 
performance. It now calls for a similar and renewed effort 
from all of us to repeat the performance and retain our no.1 
growth position in the industry.

 We live in a world where “Change” is the only constant.  We 
are witnessing change at a pace which was 

never before seen and experienced; 
which also provides each one of us 

opportunities that need to be 
embraced and exploited.  

Today, India is one of the 
brightest spots in the 

global economy. With 
low inflation and a 
high rate of growth, 
the economy is poised 
for dramatic growth 
in the next few years. 
Our growth rate is 
acknowledged as 
the highest among 
major economies.   

The changes recently 
announced by our 

Honourable Prime 
Minister are expected to 

bring in even higher growth.   
In this favorable context, we 

have set ourselves a course for 
the next 5 years through a program 

called “SANKALP”. Our ambition is to make 
BPCL the most customer centric, innovative and socially 
responsible organisation. The word Sankalp means the 
determination to perform and achieve the desired intention. 
We are, therefore, resolute and determined to achieve the 
goals set forth by us jointly. You are an integral part of this 
journey and in addition to many company wide initiatives in 
which you will be involved, I strongly exhort you to develop 
your individual business versions of Sankalp in consultation 
with your  Territories. I would be very keen to engage with you 
and be part of your plan and respond to the challenges we 
may face as we march ahead.

As we enter into more challenging times I would like you to 
take cognizance of a few priorities when you decide your 
business strategy:

 Safety – Our company expects that “Safety First, Safety 
Must” should be imbibed in all our thoughts and actions. We 

associate the highest value to the life and property of all 
those who are with us. I urge each one of you to critically 
relook at the way we do our business and if necessary, 
change the process for improving safety for all concerned. 
For example, LPG Distributors must particularly lay more 
emphasis on educating PMUY customers on safe usage 
of LPG.  Our RO dealers must be conscious of accidents in 
transit and at the RO.

 Excellence in Service - The expectations of the customers 
are constantly evolving. They are no longer satisfied with 
only quality and quantity.  The new customer rightly 
views this assurance as an entitlement.  Much more will 
be needed to develop stickiness with the customer.  On 
the other hand, disruptive marketing techniques and 
the emergence of newer technologies and interfaces, 
pioneered in other fields, are being felt in our markets as 
well. Convenience is no more a buzzword in marketing, it 
is what the customer expects and demands in every aspect 
of his life - be it in a grocery store, taxi services or personal 
banking and financial services. We will need to raise our 
game to respond to the challenges and opportunities that 
this creates for us. We will need to live up to these new and 
heightened expectations and respond to the needs of the 
modern customer and the customer of the next generation. 
We need to do this quickly.

Our endeavor should be to build a strong and ever lasting 
relationship with our customers. Our singular objective 
should be to create disproportionate value to our customer. 
We must be vigilant of the competition and their moves. In 
today’s world, competition may come from the traditional 
ones and new disruptive players. We should not be caught 
unaware and then react to these players. Rather we should 
be proactive and respond to customer needs ahead of any 
competition.  After all we know our customer much better 
over the years.

I have always believed that it is you, our network, who 
are the front face of BPCL and at the fore front of this 
changing landscape. You are our eyes and ears who help 
us understand what our customers want; you are BPCL to 
the customer and continue to serve and add value to them .

 My commitment to you is that we shall partner with you 
in whatever you need to ensure that we create teams 
that are professional, performance driven, motivated and 
innovative and that can credibly represent our brand and 
deliver disproportionate value to our customers.

In this our 40th year of existence as BPCL, let us work 
even harder and strive to achieve another year of safe and 
outstanding results.

I wish you, your family and your hard working teams a 
great year ahead.

Warm regards,

 
S Ramesh 
Director (Marketing)
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‡|ÉªÉ ºÉÉ‡lÉªÉÉä,

+É{É ºÉ¦ÉÒ EòÉä iªÉÉä½þÉ®ú EòÒ „ÉÖ¦ÉEòÉ¨ÉxÉÉBÄ,

½þ¨ÉxÉä  ‡{ÉUô±Éä ´É¹ÉÇ ¨Éå +¤É iÉEò EòÒ ºÉ¤ÉºÉä +‡vÉEò ‡¤ÉGòÒ +lÉÉÇiÉ 36.5 
B¨ÉB¨É]õÒ ‡¤ÉGòÒ  ½þÉ‡ºÉ±É Eò®úEäò +iªÉÆiÉ =¨nùÉ ={É±ÉÎ¤vÉ |ÉÉ{iÉ EòÒ +Éè®ú ºÉÉlÉ 
½þÒ <ºÉ ´É¹ÉÇ EòÒ {É½þ±ÉÒ Uô¨ÉÉ½þÒ ¨Éå ¦ÉÒ *  ªÉ½þ =iEÞò¹]õ ={É±ÉÎ¤vÉ +Éè®ú <ºÉEäò 
ºÉÉlÉ VÉÉä JªÉÉ‡iÉ VÉÖc÷Ò ½Öþ<Ç ½èþ =ºÉEòÉ ¸ÉäªÉ ½þ¨É ºÉ¦ÉÒ EòÉä VÉÉiÉÉ ½èþ*  ¨Éè +É…
ÉºiÉ ½ÚÆþ ‡Eò <ºÉ ¨É½þi´É{ÉÚhÉÇ ‡xÉ¹{ÉÉnùxÉ EòÉä ½þÉ‡ºÉ±É Eò®úxÉÉ, ªÉ½þ +É{ÉEäò +‡¦ÉxÉ´É 
|ÉªÉÉºÉÉå Eäò ‡¤ÉxÉÉ ºÉÆ¦É´É xÉ½þÓ lÉÉ* +¤É ªÉ½þ +É´ÉÉ½þxÉ ½èþ ‡Eò ½þ¨É ºÉ¦ÉÒ  =ºÉÒ 
|ÉEòÉ®ú xÉB ‡ºÉ®äú ºÉä |ÉªÉÉºÉ Eò®ú =ºÉ |Énù„ÉÇxÉ EòÉä nùÉä½þ®úÉBÆ +Éè®ú =tÉäMÉ VÉMÉiÉ 
¨Éå +{ÉxÉä +´´É±É nùVÉæ Eäò ‡´ÉEòÉºÉ EòÒ ÎºlÉ‡iÉ ¤ÉxÉÉB ®úJÉå*

½þ¨É BäºÉÒ nÖù‡xÉªÉÉ ¨Éå ®ú½þiÉä ½éþ VÉ½þÉÆ  u{É‡®ú´ÉiÉÇxÉxÉ ½þÒ BEò ¨ÉÉjÉ +SÉ±É iÉi´É ½èþ* 
½þ¨É BäºÉä iÉäVÉ {É‡®ú´ÉiÉÇxÉ Eäò ºÉÉIÉÒ ½éþ ‡VÉºÉä {É½þ±Éä Eò¦ÉÒ xÉ näùJÉÉ +Éè®ú xÉ ½þÒ 
+xÉÖ¦É´É ‡EòªÉÉ MÉªÉÉ; VÉÉä ½þ¨É¨Éå ºÉä |ÉiªÉäEò EòÉä ªÉ½þ +´ÉºÉ®ú ={É±É¤vÉ Eò®úÉiÉÉ 
½èþ ‡Eò ‡VÉºÉEòÉ +ÆMÉÒEòÉ®ú Eò®ú ±ÉÉ¦É =`öÉxÉä EòÒ +É´É„ªÉEòiÉÉ ½èþ*

+ÉVÉ, ¦ÉÉ®úiÉ ´Éè‡…ÉEò +lÉÇ ´ªÉ´ÉºlÉÉ ¨Éå ¤Éä½þiÉ®úÒxÉ VÉMÉ½þÉå ¨Éå ºÉä BEò ½èþ* ‡xÉ¨xÉ 
¨ÉÖpùÉ º¡òÒ‡iÉ +Éè®ú ‡´ÉEòÉºÉ EòÒ =SSÉ nù®ú Eäò ºÉÉlÉ, +MÉ±Éä EÖòUô ´É¹ÉÉç ¨Éå 
½þ¨ÉÉ®úÒ +lÉÇ´ªÉ´ÉºlÉÉ Eò±{ÉxÉÉ ºÉä {É®äú ‡´ÉEòÉºÉ ½äþiÉÖ iÉèªÉÉ®ú ½èþ* ½þ¨ÉÉ®úÉ ‡´ÉEòÉºÉ 
nù®ú |É¨ÉÖJÉ +lÉÇ´ªÉ´ÉºlÉÉ+Éå Eäò ¤ÉÒSÉ =SSÉiÉ¨É +lÉÇ´ªÉ´ÉºlÉÉ Eäò °ü{É ¨Éå ¨ÉÉxÉÉ 
VÉÉiÉÉ ½èþ*  ½þ¨ÉÉ®äú ¨ÉÉxÉxÉÒªÉ |ÉvÉÉxÉ¨ÉÆjÉÒ uùÉ®úÉ ½þÉ±É ¨Éå PÉÉä‡¹ÉiÉ ¤Énù±ÉÉ´ÉÉå ºÉä +Éè®ú 
=SSÉiÉ¨É ´ÉÞ‡rù +{Éä‡IÉiÉ ½èþ* <ºÉ +xÉÖEÚò±É ºÉÆnù¦ÉÇ ¨Éå, ½þ¨ÉxÉä ºÉÆEò±{É xÉÉ¨ÉEò 
EòÉªÉÇGò¨É uùÉ®úÉ +ÉMÉÉ¨ÉÒ {ÉÉÆSÉ ´É¹ÉÉç Eäò ‡±ÉB +{ÉxÉÒ ‡nù„ÉÉ ‡xÉvÉÉÇ‡®úiÉ EòÒ ½èþ* 
½þ¨ÉÉ®úÒ ¨É½þi´ÉÉEòÉÆIÉÉ ½èþ ‡Eò ¤ÉÒ{ÉÒºÉÒB±É {ÉÚhÉÇiÉ: OÉÉ½þEò EäòÎxpùiÉ, +‡¦ÉxÉ´É +Éè®ú 
ºÉÉ¨ÉÉ‡VÉEò °ü{É ºÉä ‡VÉ¨¨ÉänùÉ®ú ºÉÆMÉ`öxÉ ¤ÉxÉä* ’ºÉÆEò±{É“ „É¤nù EòÉ +lÉÇ ½èþ 
+SUôÉ |Énù„ÉÇxÉ Eò®ú <ÎSUôiÉ ±ÉIªÉ EòÉä |ÉÉ{iÉ Eò®úxÉä EòÉ oùgø ‡xÉ„SÉªÉ*  <ºÉ‡±ÉB 
½þ¨É º´ÉªÉÆ uùÉ®úÉ ‡xÉvÉÉÇ‡®úiÉ ±ÉIªÉÉå EòÉä ½þÉ‡ºÉ±É Eò®úxÉä Eäò ‡±ÉB  ºÉÆªÉÖHò °ü{É ºÉä 
ºÉÆEòÎ±{ÉiÉ +Éè®ú oùgø‡xÉÎ„SÉiÉ ½éþ*  +É{É <ºÉ ªÉÉjÉÉ Eäò BEò +‡´É¦ÉÉVªÉ +ÆMÉ ½éþ 
+Éè®ú EÆò{ÉxÉÒ´ÉÉ®ú Eò<Ç +‡¦ÉGò¨É ‡VÉxÉ¨Éå +É{É „ÉÉ‡¨É±É ½þÉåMÉä, Eäò ‡±ÉB +É{ÉEòÉä 
‡´É„Éä¹É °ü{É ºÉä |ÉÉäiºÉÉ‡½þiÉ Eò®úiÉÉ ½ÚÆþ ‡Eò ]äõ‡®ú]õ‡®úªÉÉå Eäò {É®úÉ¨É„ÉÇ ºÉä ºÉÆEò±{É 
Eäò +{ÉxÉä ´ªÉ‡HòMÉiÉ ´ªÉ´ÉºÉÉªÉ Eäò ºÉÆºEò®úhÉÉå EòÉä ‡´ÉEò‡ºÉiÉ Eò®åú* ¨Éé +É{ÉEäò 
ºÉÉlÉ SÉ±ÉEò®ú +Éè®ú +É{ÉEòÒ ªÉÉäVÉxÉÉ EòÉ ‡½þººÉÉ ¤ÉxÉxÉä Eäò ‡±ÉB +Éè®ú +ÉMÉä 
+ÉxÉä´ÉÉ±ÉÒ SÉÖxÉÉè‡iÉªÉÉå EòÉ ºÉÉ¨ÉxÉÉ Eò®úxÉä Eäò ‡±ÉB ¤É½ÖþiÉ ½þÒ =iºÉÖEò ½ÚÄþ*  

SÉÚÆ‡Eò ½þ¨É +iªÉÆiÉ SÉÖxÉÉèiÉÒ{ÉÚhÉÇ {É‡®úÎºlÉ‡iÉªÉÉå ¨Éå |É´Éä„É Eò®ú ®ú½äþ ½éþ, ¨Éé SÉÉ½þiÉÉ 
½ÚÄþ ‡Eò +É{É EÖòUô |ÉÉlÉ‡¨ÉEòiÉÉ+Éå {É®ú +´É„ªÉ vªÉÉxÉ nåù  VÉ¤É +É{É +{ÉxÉä 
EòÉ®úÉä¤ÉÉ®ú EòÒ EòÉªÉÇxÉÒ‡iÉ iÉªÉ Eò®úiÉä ½éþ*

ºÉÖ®úIÉÉ - ½þ¨ÉÉ®úÒ EÆò{ÉxÉÒ ªÉ½þ +{ÉäIÉÉ Eò®úiÉÒ ½èþ ‡Eò " ºÉÖ®úIÉÉ ºÉ´ÉÇ|ÉlÉ¨É, ºÉÖ®úIÉÉ 
½þ®ú Eònù¨É" ½þ¨ÉÉ®äú ºÉ¦ÉÒ ‡´ÉSÉÉ®úÉå B´ÉÆ EòÉ®Çú´ÉÉ<ªÉÉå ̈ Éå ºÉ¨ÉÉ‡½þiÉ ½þÉä* ½þ¨Éå =xÉ ºÉ¦ÉÒ 
Eäò VÉÒ´ÉxÉ B´ÉÆ ºÉÆ{ÉnùÉ EòÉä ºÉ´ÉÉÇ‡vÉEò ¨É½þi´É näùxÉÉ SÉÉ‡½þB VÉÉä ½þ¨ÉÉ®äú ºÉÉlÉ VÉÖcä÷ 
½éþ*  ¨Éé +É{É ¨Éå ºÉä  |ÉiªÉäEò EòÉä |ÉÉäiºÉÉ‡½þiÉ Eò®úiÉÉ ½ÚÆþ ‡Eò ½þ¨É +{ÉxÉä EòÉ®úÉä¤ÉÉ®ú 
Eò®úxÉä Eäò iÉ®úÒEòÉå {É®ú MÉÆ¦ÉÒ®ú °ü{É ºÉä {ÉÖxÉÌ´ÉSÉÉ®ú Eò®åú +Éè®ú ªÉ‡nù VÉ°ü®úÒ ±ÉMÉä iÉÉä 
ºÉ¦ÉÒ ºÉÆ¤Érù ¨ÉÉ¨É±ÉÉå Eäò ‡±ÉB ºÉÖ®úIÉÉ ºÉÖvÉÉ®ú ½äþiÉÖ |É‡GòªÉÉ ¨Éå {É‡®ú´ÉiÉÇxÉ ±ÉÉBÆ* 
=nùÉ½þ®úhÉ Eäò ‡±ÉB B±É{ÉÒVÉÒ ‡´ÉiÉ®úEò ‡´É„Éä¹É °ü{É ºÉä B±É{ÉÒVÉÒ Eäò ºÉÖ®ú‡IÉiÉ 
={ÉªÉÉäMÉ ½äþiÉÖ +{ÉxÉä {ÉÒB¨ÉªÉÚ´ÉÉ<Ç OÉÉ½þEòÉå EòÉä ‡„É‡IÉiÉ Eò®úxÉä {É®ú ‡´É„Éä¹É ¤É±É nåù* 
½þ¨ÉÉ®äú +É®ú+Éä Eäò b÷Ò±É®úÉå EòÒ ¨ÉÉMÉÇ ¨Éå iÉlÉÉ +É®ú+Éä ¨Éå ½þÉäxÉä´ÉÉ±ÉÒ nÖùPÉÇ]õxÉÉ+Éå 
Eäò |É‡iÉ VÉÉMÉ°üEò ®ú½þxÉÉ SÉÉ‡½þB*

ºÉä´ÉÉ ¨Éå =iEÞò¹]õiÉÉ - OÉÉ½þEòÉå EòÒ +{ÉäIÉÉBÆ ‡xÉ®ÆúiÉ®ú ¤Énù±É ®ú½þÒ ½éþ* +¤É 
´Éä Eäò´É±É MÉÖhÉ´ÉkÉÉ +Éè®ú ¨ÉÉjÉÉ ºÉä ºÉÆiÉÖ¹]õ xÉ½þÓ ½þÉäiÉä* +ÉVÉ Eäò OÉÉ½þEò 
=‡SÉiÉ °ü{É ºÉä <ºÉ +É…ÉÉºÉxÉ EòÉä +‡vÉEòÉ®ú Eäò °ü{É ¨Éå näùJÉiÉä ½éþ* <xÉ 
OÉÉ½þEòÉå ºÉä ºÉÆ¤ÉÆvÉ ¤ÉgøÉxÉä Eäò ‡±ÉB =x½åþ <ºÉºÉä +‡vÉEò ºÉä´ÉÉ näùxÉä EòÒ 
+É´É„ªÉEòiÉÉ ½èþ* nÚùºÉ®úÒ +Éä®ú xÉªÉä {É‡®ú´ÉiÉÇxÉEòÉ®úÒ ‡´É{ÉhÉxÉ iÉEòxÉÒEò +Éè®ú 
xÉ<Ç |ÉÉètÉä‡MÉEòÒ iÉlÉÉ <Æ]õ®ú¡äòºÉ EòÉ =nÂù¦É´É +xªÉ IÉäjÉÉå ̈ Éå ̈ ÉÉMÉÇnù„ÉÇEò ®ú½þÉ, 
‡VÉºÉä ½þ¨ÉÉ®äú ¤ÉÉVÉÉ®úÉä ¨Éå ¦ÉÒ ¨É½þºÉÚºÉ ‡EòªÉÉ VÉÉ ®ú½þÉ ½èþ* ºÉÖ‡´ÉvÉÉ +¤É 
¤ÉÉWÉÉ®ú ¨Éå ¨ÉÉjÉ BEò MÉÚÆVÉxÉä´ÉÉ±ÉÉ „É¤nù (¤ÉWÉ´ÉbÇ÷) xÉ½þÓ ®ú½þÉ ½èþ, ªÉ½þ ´É½þ 
½èþ ‡VÉºÉEòÒ +{ÉäIÉÉ B´ÉÆ ¨ÉÉÆMÉ  OÉÉ½þEò +{ÉxÉä VÉÒ´ÉxÉ Eäò |ÉiªÉäEò {É½þ±ÉÚ ¨Éå 
Eò®úiÉÉ ½èþ, SÉÉ½äþ ´É½þ EòÉä<Ç OÉÉìºÉ®úÒ º]õÉä®ú ½þÉä, ]èõCºÉÒ ºÉä´ÉÉBÆ ½þÉå ªÉÉ {ÉºÉÇxÉ±É 
¤ÉéËEòMÉ +Éè®ú ‡´ÉkÉÒªÉ ºÉä´ÉÉBÆ ½þÉå* ½þ¨ÉÉ®äú ºÉÉ¨ÉxÉä +ÉxÉä´ÉÉ±ÉÒ SÉÖxÉÉè‡iÉªÉÉå +Éè®ú 
+´ÉºÉ®úÉå EòÉ ºÉÉ¨ÉxÉÉ Eò®úxÉä ½äþiÉÖ ½þ¨Éå +{ÉxÉÒ EòÉªÉÇ{Érù‡iÉ ̈ Éå ¤Énù±ÉÉ´É Eò®úxÉä 
EòÒ +É´É„ªÉEòiÉÉ ½þÉäMÉÒ* ½þ¨Éå <xÉ xÉ<Ç +Éè®ú +iªÉ‡vÉEò +{ÉäIÉÉ+Éå EòÉ 
ºÉÉ¨ÉxÉÉ Eò®úxÉä EòÒ VÉ°ü®úiÉ ½þÉäMÉÒ +Éè®ú +ÉvÉÖ‡xÉEò OÉÉ½þEò +Éè®ú +ÉMÉÉ¨ÉÒ 
{ÉÒgøÒ Eäò OÉÉ½þEò EòÒ +É´É„ªÉEòiÉÉ+Éå EòÉä {ÉÚ®úÉ Eò®úxÉÉ ½þÉäMÉÉ* ½þ¨Éå <ºÉä 
„ÉÒQÉiÉÉ ºÉä Eò®úxÉÉ ½þÉäMÉÉ*

½þ¨ÉÉ®úÉ |ÉªÉÉºÉ, +{ÉxÉä OÉÉ½þEòÉå Eäò ºÉÉlÉ ¨ÉVÉ¤ÉÚiÉ B´ÉÆ ‡SÉ®úºlÉÉªÉÒ ºÉÆ¤ÉÆvÉ 
¤ÉxÉÉxÉä {É®ú ½þÉäxÉÉ SÉÉ‡½þB* ½þ¨ÉÉ®úÉ BEò¨ÉÉjÉ =qäù„ªÉ +{ÉxÉä OÉÉ½þEòÉå Eäò 
‡±ÉB +iÉÖ±ªÉ ¨ÉÚ±ªÉ ºÉÞ‡VÉiÉ Eò®úxÉÉ ½þÉäxÉÉ SÉÉ‡½þB* ½þ¨Éå |É‡iÉªÉÉä‡MÉiÉÉ+Éå 
+Éè®ú =xÉEòÒ {É½þ±É Eäò |É‡iÉ ºÉVÉMÉ ®ú½þxÉÉ ½þÉäMÉÉ* +ÉVÉ EòÒ nÖù‡xÉªÉÉ 
¨Éå, |É‡iÉªÉÉä‡MÉiÉÉ {É®Æú{É®úÉMÉiÉ B´ÉÆ xÉªÉä {É‡®ú´ÉiÉÇxÉEòÉ®úÒ |É‡iÉº{ÉÌvÉªÉÉå ºÉä ½þÉä 
ºÉEòiÉÒ ½èþ* ½þ¨Éå ½þ®ú |ÉEòÉ®ú ºÉä iÉèªÉÉ®ú ®ú½þ Eò®ú |É‡iÉº{ÉÌvÉªÉÉå EòÉ ºÉÉ¨ÉxÉÉ 
Eò®úxÉÉ ½èþ* ‡xÉ„SÉªÉ ½þÒ ½þ¨Éå +‡iÉ ºÉ‡GòªÉ ¤ÉxÉxÉÉ ½èþ +Éè®ú ‡EòºÉÒ ¦ÉÒ 
|É‡iÉº{ÉvÉÉÇ ºÉä +ÉMÉä ¤ÉgøEò®ú OÉÉ½þEò EòÒ VÉ°ü®úiÉÉå EòÉä {ÉÚ®úÉ Eò®úxÉÉ ½èþ* 
+É‡JÉ®úEòÉ®ú ½þ¨É <iÉxÉä ´É¹ÉÉç ºÉä +{ÉxÉä OÉÉ½þEòÉå  EòÒ VÉ°ü®úiÉÉå EòÉä +‡vÉEò 
¤Éä½þiÉ®ú °ü{É ºÉä VÉÉxÉiÉä ½éþ*

¨Éä®úÉ ½þ̈ Éä„ÉÉ ºÉä ªÉ½þ ‡´É…ÉÉºÉ ®ú½þÉ ½èþ ‡Eò +É{É, ½þ̈ ÉÉ®úÉ xÉä]ṍ ÉEÇò VÉÉä ¤ÉÒ{ÉÒºÉÒB±É 
EòÉ ¨ÉÖJªÉ SÉä½þ®úÉ ½èþ  +Éè®ú <ºÉ ¤Énù±ÉiÉä {É‡®úoù„ªÉ EòÉ +OÉ ¦ÉÉMÉ ½èþ* +É{É 
½þ̈ ÉÉ®úÒ +ÉÄJÉå +Éè®ú EòÉxÉ ½éþ VÉÉä ½þ̈ Éå ªÉ½þ ºÉ¨ÉZÉxÉä ̈ Éå ºÉ½þªÉÉäMÉ näùiÉä ½éþ ‡Eò ½þ̈ ÉÉ®úÉ 
OÉÉ½þEò CªÉÉ SÉÉ½þiÉÉ ½èþ, OÉÉ½þEò Eäò ‡±ÉB +É{É ¤ÉÒ{ÉÒºÉÒB±É ½èþ +Éè®ú +É{ÉEòÉä 
=x½åþ ºÉä́ ÉÉ näùEò®ú +Éè®ú =xÉEäò ‡±ÉB JÉÉºÉ ¤ÉxÉxÉÉ ½èþ*

¨Éé +É{ÉEòÉä ´ÉSÉxÉ näùiÉÉ ½ÚÄþ ‡Eò ½þ¨É BäºÉÒ ]õÒ¨É ¤ÉxÉÉxÉä Eäò ‡±ÉB +É{ÉEòÉä 
{ÉÚ®úÉ ºÉ½þªÉÉäMÉ nåùMÉä VÉÉä ´ªÉÉ´ÉºÉÉ‡ªÉEò,  |Énù„ÉÇxÉEòÉ®úÒ, |Éä‡®úiÉ +Éè®ú +x´Éä¹ÉEò 
½þÉå +Éè®ú VÉÉä ‡´É…ÉºÉxÉÒªÉ °ü{É ºÉä ½þ¨ÉÉ®äú ¥ÉÉhb÷ EòÉ |É‡iÉ‡xÉ‡vÉi´É Eò®ú ºÉEåò 
+Éè®ú ½þ¨ÉÉ®äú OÉÉ½þEòÉå EòÉä +iÉÖ±ªÉ ¨ÉÚ±ªÉ näù ºÉEåò*

¤ÉÒ{ÉÒºÉÒB±É Eäò °ü{É ¨Éå, +{ÉxÉÒ ¨ÉÉèVÉÚnùMÉÒ Eäò 40 ´Éå ´É¹ÉÇ ¨Éå, +É<B 
½þ¨É +Éè®ú VªÉÉnùÉ {É‡®ú¸É¨É Eò®åú +Éè®ú BEò +Éè®ú ºÉÖ®ú‡IÉiÉ B´ÉÆ ºÉ´ÉÉæiEÞò¹]õ 
{É‡®úhÉÉ¨ÉnùÉªÉEò ´É¹ÉÇ ½äþiÉÖ |ÉªÉÉºÉ Eò®åú*  

¨Éé +É{ÉEòÉä, +É{ÉEäò {É‡®ú´ÉÉ®ú +Éè®ú +É{ÉEäò ¨Éä½þxÉiÉÒ ]õÒ¨É EòÉä +ÉxÉä ´ÉÉ±Éä 
xÉªÉä ´É¹ÉÇ EòÒ ½þÉÌnùEò „ÉÖ¦ÉEòÉ¨ÉxÉÉBÆ näùiÉÉ ½ÚÄþ*

ºÉÉnù®ú*

BºÉ. ®ú¨Éä„É 
‡xÉnäù„ÉEò (‡´É{ÉhÉxÉ)
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Demand for high power bikes has been growing in India 
because of growing numbers of passionate young bikers. 

The lubrication requirements of these bikes are stringent. 
MAK 4T ROYAL 15W-50 is a semi-synthetic oil specially 
designed for lubrication of high power bikes such as Bullet, 
Classic 500, Thunderbird etc. These bikes deliver high power 
and torque and they run at higher temperatures. Hence they 
require a robust and thermally stable oil. MAK 4T Royal 15W-
50 provides faster pick up with a thrilling riding experience. 
It has enhanced oxidation stability which increases engine 
and oil life. It protects engine parts under extreme ambient 
temperatures. It meets API SL/JASO MA2 performance level. 

At MAK Lubricants, we have been continuously upgrading 
our existing product lineup and developing new products and 
grades to make MAK the customer’s first choice of lubricants. 
It has always been, and will always be our endeavour to 
provide our customers with high performance lubricants 
that can extend the oil and equipment life thus reducing the 
maintenance and operating costs, with the ultimate aim of to 
building relationships and ensuring loyalty to the brand. 

     MAK Lubricants 
launch new 

synthetic grades

Bharat Petroleum has launched two new 
premium grades of MAK at the recent All 

India Lubes Meet in Bengaluru. MAK 4T Royal 
15W-50 ( for high power bikes) and MAK Evolv 
0W-20 and 10W-40 ( synthetic oil for new 
generation passenger cars) was launched with 
exciting Audio Visuals and product reveals, and 
unveiled by BPCL C&MD,  Mr. S.Varadarajan, 
Director (Refineries) Mr. B.K. Datta, 
Director (Finance) Mr. P.Balasubramanian, 
Director (Marketing) Mr.S.Ramesh and 
Executive Director (Lubes) Mr. K.P.Chandy, 
in the presence of the Lubes Team and high 
performing Distributors from across India and 
abroad. 

In today’s marketing scenario MAK Lubricants 
continues to create value for stakeholders by 
offering innovative products and services with 
an ultimate aim of customer satisfaction. With 
continuous development of new products, 
alternate formulations, upgrading existing 
products, conducting field trials and offering 
prompt technical service to customers and 
marketing functions, we ensure that the 
customers every need is addressed .

MAK 4T Royal 15W-50  
For high power bikes
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Traditionally higher viscosity oils such as SAE 20W-
50, 20W-40 and 15W-40 have been predominantly 

used in Indian market in the passenger car oil segment. 
In the recent years, engine technology has advanced, 
major OEMs are designing their engines to target 
more and more fuel economy and they have started 
recommending synthetic and lower viscometry oils. As 

the low temperature properties and evaporation characteristic requirements of these grades 
are very stringent, conventional mineral oil formulations do not meet these requirements. 
The new premium synthetic engine oils MAK EVOLV in two viscometries - 0W-20 and 10W-
40 will cater to these specific requirements. 

MAK EVOLV 0W-20 has been designed for new passenger cars requiring low viscosity oil 
for better fuel economy. It provides better pick up, easy cold start and delightful driving 
experience, besides maximizing car mileage. 

MAK EVOLV 10W-40 has been designed for modern engines requiring higher viscosity oil for 
better lubrication. It provides enhanced sludge and deposit control, longer oil and engine 
life and smooth and trouble-free driving experience. 

Both MAK EVOLV grades meet API SN performance and offer enhanced protection to 
emission system components in passenger cars. They are suitable for hybrid passenger 
cars of Maruti Suzuki, Honda, TOYOTA, GENERAL MOTORS, etc and for vehicles running 
with ethanol blended petrol (upto E85). These grades will help our Corporation to align with 
government initiatives to conserve petroleum resources. 

MAK Evolv 
0W-20 and 10W-40 
for new generation 

passenger cars
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Our flagship brand - MAK 
Lubricants is one of the fastest 

growing brands in its category and 
has a wide range of products for the 
automotive and industrial segments. 
MAK Lubricants are sold through 
an elaborate network comprising of 
BPCL’s Retail Outlets (Petrol Pumps) 
across the country, Primary and 
Industrial Lube Distributors in the 
Bazaar segment and direct selling to 
Industrial customers. 

MAK also reaches out to core 
sectors like Coal, Power, Cement, 
Steel, Engineering, Construction 
and Infrastructure and also 
supplies lubricants to Government 
Departments like Indian Railways and 
Ministry of Defence. 

BPCL’s Mumbai Refinery produces 
the Best-In-Class Group II + Base Oil 
-  the main ingredient for the premium 
quality of Lubricants. Offering lubes 
blended with world-class additives 
in three blending plants across the 
country, MAK has over 450 SKUs of 
superior quality lubricants, greases 
and specialty oils offered in different 
pack sizes from 20 mls to 210 lts. 
Constant innovations with new 
oil formulations and introduction 
of  Lubricants meeting the specific 
requirements of customers has been 
the success story for the brand in one 

of the most competitive sectors in the 
Petroleum Industry.
Our network spans across more than 
14000 petrol pumps, 700 exclusive 
Lubricants Distributors and 71000 
secondary customers including 
Garages, Workshops and Multi Brand 
Retailer Shops spread across length 
and breadth of the Country.

The backbone of the business are 
the 3 state-of-the-art Blending cum 
Filling Plants and 1 modern Lubes 
Filling Plant that cater to the market 
requirements through 60 supply 
points well supported by a highly 
advanced  supply chain optimization 
system ensuring timely supply of 
products to customers and ensuring 
product availability at all times.

Competition has not been limited 
to local, regional, or even national 
players but also global players with 
increasing pressure on product 
margins. Despite challenges, MAK has 
been able to introduce many product 
level and marketing innovations. 
Our commitment to research and 
development reflects our ability to 
introduce the next generation of 
world class lubricants.

As we stand today, from the volumetric 
point of view, MAK is expected to 
continue to show robust growth. 

These accomplishments have become 
a reality through commitment and grit 
of all stake holders be it our esteemed 
customers, enterprising channel 
partners and the ever agile members 
of the lubricants team.  

Ensuring customized offerings in 
products and services to the customers, 
enhancing the product portfolio 
catering to modern equipment, 
developing our products in line with 
specific customer requirements and 
top of class Service Verticals are the 
key performance indices of the brand, 
which ensures it lives up to its tag line : 
MAK makes it possible 

The well crafted and well executed 
customer centric initiatives made MAK 
challenge its own past performance, 
year after year, while posing a threat 
to various established multinational 
players at the market. 

Another significant aspect of the MAK 
growth story has been its focused 
approach in brand building since its 
inception, which has not only given 
MAK an edge over the competitors, 
but also earned it a slot amongst the 
top three lubricant brands in India in 
terms of brand recall. 

Know 
Follow

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

JO
U

R
N

EY
S

20
15

-16

Know more :
www.bharatpetroleum.in



Dear  Partner, 

The Lubes business has delivered yet another landmark 
performance in 2015-16, with superlative performances 
across channels. The business grew exponentially, improving 
profitability and rolling out key strategic brand building 
initiatives. In terms of competitive position, we saw ourselves 
scale greater heights with the highest ever profit and created 
immense value for the Corporation. 

To give you an overview, we accomplished strong overall 
sales volume of 332 TMT, with the all time high sales in the 
Bazaar and Exports segments.  All this was possible with 
the commendable efforts of the Lubes team and our 700 
plus strong network of distributors in India and distributors 
present in eight Exports markets.

In today’s business environment, we cannot settle for 
incremental improvements to achieve exponential success. 
In our journey of being the most preferred lubricants brand, 
we initiated transformational branding initiatives across the 
Bazaar channel and also introduced the unique MAK City 
branding initiatives to get to the top and stay there. These 
distinctive branding initiatives have created a remarkable rub 
off effect across Channels and significantly contributed to the 
overall growth. 

I am proud to mention that our R&D laboratory in Mumbai is 
the first Laboratory in the Country to receive the accreditation 
from National Accreditation Board for Testing and Calibration 
Laboratory (NABL) for Proficiency Testing & Reference 
Material Producer.

On the Exports front, MAK is well represented across 8 
countries delivering a sales volume of 5.2 TMT and robust 
growth. Entry to new markets in Middle Eastern Countries 
like Oman, UAE and Saudi Arabia and Kenya, Nigeria and 
Uganda in Africa is on the anvil.

In keeping with the market trends, we introduced two 
specialized products, ‘MAK Scootech Nxt’ for the high 
potential automatic transmission Scooters segment and 
‘MAK Diesel Zenith’ for the Diesel Cars segment.   

As the automotive sector is poised for exponential growth 
over the five year horizon, with a projected growth of 18% 

ing it Possible

in the passenger car segment and 19% in the commercial 
vehicle segment, the demand for Automotive Lubricants 
is expected to growth manifold. Another significant 
development and technology based challenge that faces the 
Automobile manufacturers is the implementation of the BS6 
emission norms by 2020.  We have already developed engine 
oils meeting API CI4 specifications which would be one of the 
major requirements of diesel vehicles meeting BS6 norms.

Led by our long term vision to become a World Class 
Lubricants business and guided by our values, we will 
continue to outperform our targets with the highly inspired 
and energized team. We are committed to delivering stronger 
performances year after year, we live by our slogan and 
‘Make it Possible’ despite the highly volatile and challenging 
business environment.

This issue of Journeys focuses on the ‘’Transformational 
Branding Initiatives’ taken up by the business that unify 
MAK’s vision to become a market leader by building and 
leveraging its Brand Power. 

We believe in always ‘MAKing it Possible’!

Warmest Regards, 

K P Chandy 
Executive Director, Lubes 
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multiple players are trying to garner 
each and every bit of space available in 
the city with their communication, it 
was necessary for us to do something 
differently so that we get the desired 
level of brand visibility at the ground 
level. 

In line with this thought, MAK City 
Branding Initiative was rolled out 
with extensive communication in the 
form of Retailer boards, glow sign 
boards, wall painting, shutter painting, 
Retailer shop/garage transformation, 
auto back branding, LED boards and 
much more which actually visually 
communicates to the target segment 
– mainly at the point of purchase there 
by having an impact in the purchasing 
decision.  

This broke the clutter and gave the 
desired level of impact for the brand 
not only in that particular city but also 
in the nearby areas/districts. This not 
only created immense awareness for 
the brand but also quantum leap in the 
volumes too. 

MAK City branding is an initiative taken 
up by the Lubricants SBU during 2015-
16 and continued in 2016-17 also. MAK 
City Branding is a transformational 
initiative, which focuses on creating 
brand visibility opportunities across a 
city for improving brand recognition 
and recall. 

The purpose of this initiative was to 
make MAK visible in every corner 
of the city, with a sizable branding 
investment spent judiciously to 
create branding that is high impact, 
innovative, effective, lasting and 
gives the brand consistent and good 
exposure. The initiative ultimately 
has the purpose of generating a pull 
for the product through increased 
visibility, brand recall and repetitive 
communication as well as building 
a strong connect with ground level 
influencers. This initiative is not only 
for creating brand awareness and 
brand recall for MAK but also to 
achieve a quantum leap in volumes 
sold in that market and there by 
garnering no. 1 position. 

MAK has taken an all new turn 
with a three – pronged branding 

strategy built on the cornerstones of 
visibility to build awareness and recall, 
create buying triggers at the point of 
sale and  building long term loyalty 
for the brand. The strategy includes  
MAK City Branding, MAK Serve  
and Transformational Branding of 
Retailer Shops

    MAK City
    Branding Initiative

Communication about the brand 
to the target segment can be 

done in many ways, which include 
ATL media like TV, Radio, Outdoors, 
Print, Digital, Cinema etc. However, 
the effectiveness of this type of 
communication is very difficult to 
measure, is costly, can be done for a 
limited time and is highly cluttered. 
Also, we are not very sure whether 
communication has reached the 
target segment or not. 

To create an impact right at the point 
of purchase to the target segment, it is 
necessary to communicate visually at 
the ground level where the customers 
are able to see it – especially at the 
point of purchase, which includes 
Retailer shops, garages, Retail outlets, 
Transport nagars etc.  In a highly 
cluttered market segment where 

CITY BRANDING 
A transformational 
initiative, which 
focuses on creating 
brand visibility 
opportunities 
across a city for 
improving brand 
recognition and 
recall.1
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A whole new           eover
MAK’s transformational branding 
initiatives have taken the MAK brand 
from a journey of building brand 
salience to brand resonance. We bring 
you the latest MAKeovers that have 
become the talk of the town!  
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The initiative was a resounding success with Channel 
Partners (Retail Outlet dealers, Lube Automotive 
and Industrial Distributors) charged and energized 
with the widespread visibility and the visible results. 
MAK had the advantage of being first mover in this 
initiative, as no other Lube marketing company 
anywhere in India had carried out this type of 
intensive branding activity in any city.

The City Branding exercise included a number of 
elements done extensively across the city which 
brought widespread visibility and brand impact.
 
From one city in 2014-15, to 24 cities in 2016-17, the 
City Branding initiative has been a game changer 
for the Lubricants business with MAK Cities across 
India showing good growth .

Few of the many smart moves

“MAK City Branding is a unique 
initiative unseen, in my entire career, 

by any marketing companies. The 
Indore city’s face has been totally 

changed and I thank BPCL for 
supporting us in such aggressive 

manner. This initiative has brought us 
pride and respect in the market. I am 

glad to be a part of MAK Team.”

-Abhishek Pamnani,  
Sangam Scooter Parts, Indore 

CITY BRANDING  
and its rub -off 

CImproving number of retailers selling MAK 
and increasing the wallet share of existing 
retailers. 

CCreating a value proposition for the Retailers 
and there by getting more retailers enrolled for 
marketing of MAK brand from their counters. 

CCreating a long term relationship with the 
Retailers and thereby creating a sustainable 
business model for MAK. 

CSince there is a pull created for the brand, 
more number of mechanics will become brand 
ambassadors – through enrolment for MAK Garage/
MAK Serve. 

CInnovative branding options ensures very cost 
effective and concentrated communication to the 
target segment. 

CMoving away from discount war and there by 
getting a premium for MAK Brand.

’’My view
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The garages are normally located 
in auto workshop areas, or on easily 
accessible roads. Usually, garage 
owners advertise their services and 
the Garages are branded with Flex 
Boards, banners, and wall painting by 
OMCs, termed as, First level Garage 
branding. 
 
‘MAK SERVE’ – MAK’s new Garage 
Branding Initiative

Creating brand awareness to the 
target customers is of utmost 
importance for any Brand. For 
lubricants category, Mechanics play 
a vital role in promoting a particular 
brand and its success. Enrolling 
these mechanics and their garages 
for promoting MAK Brand through 
innovative means Communication 
is very critical for the success of the 
brand. This prompted us to go in for 
2nd level Garage transformation 
– there by transforming the entire 
Garage to MAK Branded authorised 
Service station.  

Brand communication was centered 
on focus premium grades and 
aesthetic use of BPCL colours. As 
part of the branding, a striking two 
sided branded services pylon was 
also installed at the entrance of 
the garage. The brand name MAK 
GARAGE was in vogue for some time 
and it was decided to enhance the 
name of the initiative to the more 
contemporary “MAK SERVE” with a 
new identity.

2
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         << after branding

“MAK has changed the look of my shop 
completely. The Garage looks more like a high-

end service station / mobile showroom. It’s a now 
a new era workstation for bikes and we only deal 

in premium lubes of MAK since then.”
-Naresh Rohira,  

Shiv Auto Garage, Indore

’’My view

“MAK approached me with the 
branding initiative last year and 
enrolled me for it. It has been a 

wonderful experience since then. My 
garage stands out in the entire area. 

My sale has doubled in just six months. 
I am a big fan of MAK”

Virji,  
-New Maruti Auto Garage, Indore

 

   

Mechanics and Garages are 
important influencers in our 

trade as they significantly influence 
the final choice of lubricants of the 
end user. Mechanics are the ground 
level Brand Ambassadors for any 
Lubricant Brand, and to enroll them 
into promoting MAK Lubricants, 
we had started the initiative of 
converting reputed mechanic run 
garages to ‘MAK Garages’ thereby 
creating a pull for the product and 
the brand. 

Our partnership with Garages 
through branding and service 
initiatives are intended at building 
MAK’s brand name and reputation in 
the market both among the garage 
owners and mechanics as well as 
vehicle owners. 

MAK SERVE
Transformational Branding  
of garages
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This activity has been replicated across 
the country to get maximum mileage 
and visibility out of this innovative 
initiative. Transformational garage 
branding has been implemented 
cars, bikes, trucks, tractors and auto 
rickshaws garages. 

This initiative is mainly for creating 
brand awareness and brand recall 
for MAK. The rub off effect would 
ultimately be:

CImproving sales from that 
garage and also creating a pull for 
the brand and thereby increase 
in sales across the garages in that 
vicinity. 

CCreating a value proposition for 
the mechanics and there by getting 
more mechanics enrolled for 2nd 
level branding of their garages and 
usage of MAK brand from garages. 

CCreating a long term relationship 
with the mechanics/garage owners 
and thereby creating a sustainable 
business model for MAK. 

With the triple objective of Reinforcing 
brand visibility and availability, 
Reassuring customer of Brand Choice 
and Relationship building with  garage 
owners and mechanics we are hopeful 
that the MAK SERVE garage initiative 
will take us a long way !

Benefits of 
TRANSFORMATIONAL  GARAGE 
branding 

CCreates awareness for the MAK brand at the Point of Purchase

CIt is a visible information and communication regarding MAK’s 
association with a premium garage

CProvides for a professional image of MAK 

CServes as an advertisement of our brand even if customers are not 
purchasing lubricants / availing of any service at the garage 

CThe reach and impact is extremely widespread in the area  especially 
if it is heavily populated 

CHelps in establishing our presence in the highly influential mechanic 
/ garage segment 

CHelps in building a long term relationship with the garage owner 
and garage mechanics 

CHelps us use MAK branded garages as a tool for customers to 
make a choice towards MAK grades with expert advice from garage 
mechanics 

CProvides a branded garage to customers in the similar look, feel 
and experience to Authorised Service Stations.

         Before branding >>

MAK SERVE 
Enrolling mechanics and their garages for 
promoting MAK Brand through innovative 
means Communication is very critical for 
the success of the brand. This prompted us 
to go in for Garage transformation – there 
by transforming the entire Garage to MAK 
Branded authorised Service station.  

15VÉxÉÒÇVÉ



RETAILER ShOPS 
Transformational 
Branding of Retailer 
Shops. This broke the 
clutter and gave the 
desired level of impact 
for the brand not 
only in that shop but 
also in the catchment 
area where the shop 
was located, thereby 
creating immense 
awareness for the 
brand.

3
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This initiative has been well received 
in the market and rendered many 
advantages to the business: 

Creates awareness for the MAK 
brand at the Point of Purchase 

Visible information and 
communication regarding MAK 
availability at the Retailer shop .

Provides for a professional image 
of MAK 

Serves as an advertisement of our 
product even if customers are not 
purchasing lubricants at that time 

The reach and impact is 
extremely widespread in the area 

Helps in establishing our 
presence in the highly influential 
mechanic / garage segment 

It gives an impression of a 
company authorized and 
exclusive MAK Lube shop 

This is a cost effective, long term 
brand communication 

In the Lubes Bazaar market, the 
Retailer or Counter Shops are the 

point at which the customer directly 
comes in contact with the brand. 
Retailers typically stock a large 
number of brands, and for our product 
(MAK) to stand out, we need to have 
strong brand visibility at this point.  
Shops are typically cluttered, with a 
number of Lube OMCs putting up Flex 
Boards, Point of Sale Units, Display 
Racks etc. 

To create an impact at the point of 
purchase to the target segment, it is 
necessary to communicate visually at 
the Retailer shops. In a highly cluttered 
market segment where multiple 
players are there trying to garner each 
and every bit of space available in the 
retailer shop, it was necessary for us 
to do something differently so that we 
get the desired level of brand visibility 
at the ground level. In line with this 
thought, complete transformation of 
the entire shop in to an exclusive MAK 
Lube Shop was piloted. This broke the 
clutter and gave the desired level of 
impact for the brand not only in that 
shop but also in the catchment area 
where the shop was located, thereby 
creating immense awareness for the 
brand.

Expected rub-off : 
From branding of 
Retailer shops

CImproving sales from that 
counter and also creating a pull for 
the brand and thereby increase in 
sales across the counters in that 
vicinity. 

CCreating a value proposition for 
the Retailers and there by getting 
more retailers enrolled for 2nd 
level branding and marketing of 
MAK brand from their counters. 

CCreating a long term relationship 
with the Retailers and thereby 
creating a sustainable business 
model for MAK. 

VÉxÉÔWÉ 17

“MAK has given me boards, painting & merchandize 
- a new face to my shop, which is great. What’s 

even greater is that it has done the same for all my 
mechanics and premium customers. MAK has become 

the talk of the town.”
-Rakeshji,  

 Pal Auto, Manpur

’’My view

The initiative is being replicated across 
all Lubes Territories in the country. 
This would surely contribute towards 
reinforcing the MAK brand in our 
customer’s minds, breaking through 
the clutter of normal Lubes on-ground 
advertising and enabling us to get 
excellent mileage and visibility.

Find your MAK : www.maklubes.com
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   Transformational    
  Branding of Retailer  
  Shops

Additional 
margin 
earnings

Growth in 
Automotive 
Distributors

Growth 
in Bazaar 
Channel

Growth 
in Key 
Brands

MAK 
#1 brand in  
NAShIK

eover
Key results of the
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MAK Torchbearers from across 
the country and abroad came 

together at Bangalore, the Garden 
City of India on 15th & 16th July for the 
All India Lubes Meet 2016, a platform 
for recognizing and rewarding our top 
performers, sharing our learnings from 
the year gone by, and articulating our 
visions for the year ahead. 
 
For the MAK team, the greater the 
challenge, the more the fight, and 
the greater the glory. Our teams 
have fought like warriors in the last 
year and emerged victorious on all 
fronts. The theme “Guts To Glory” 
was chosen both to communicate 
our appreciation for the exemplary 

performance for the year gone by, as 
well as prove to be a impetus for the 
year ahead. 

ED (Lubes) Mr. K P Chandy touched 
upon the outstanding performance 
of the Lubes Business in the last year 
on all fronts. The MAK Team was 
privileged to have BPCL C&MD Mr. 
S.Varadarajan,  Director (Refineries) 
Mr.B.K.Datta,  Director (Finance) 
Mr.P.Balasubramanian  and Director 
(Marketing) Mr.S.Ramesh present 
to share with the team an overall 
perspective of BPCL as well as share 
their thoughts with the Team. Director 
(HR) Mr. S. P.Gathoo, interacted with 
the team via video conference. 

Our C&MD left the team with four 
thoughts which would always keep 
us in the winning position  - Create 
Differentiation in everything , Create 
Value for ourselves and others, Keep 
the team inspired and encouraged 
and have  integrity and humility in our 
thoughts and actions. 

Director (R) , Director (HR) , Director 
(F) and Director (M)  in their inspiring 
addresses and interactions with the 
MAK Team  shared valuable insights as 
to their expectations from the Lubes 
team and expressed confidence that 
the business would reach even higher 
performance levels in the days ahead.

Guts to Glory - All India Lubes Meet 2016

   Open session with 
C&MD, Directors of 

Refinery, Marketing & 
Finance and ED (Lubes)
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The lubes team was also privileged 
to have Mr. George Paul, ED(Retail) , 
Mr. I S Rao, ED (Gas), Mr. R P Natekar, 
ED (I&C) and Mr. S S Sunderajan, ED 
(Mumbai Refinery) to share their 
thoughts and experiences with 
the team as a panel discussion on 
“Experiential Learnings – How to 
become a successful leader”. Ms. 
Dipti Sanzgiri, ED (IT) and BPCL 
Master Coach expertly moderated the 
panel discussion and also shared her 
perspectives and reflections on the 
topic. The insights shared by all the 
Business Leaders were truly inspiring 
for the team. 

The Awards Night was the victor’s 
parade  for those who ignited 
excellence in execution! A salute to 
the winners in each of the categories, 
who have set new benchmarks and 
garnered greater glories.  

The very special night also saw two 
product launches  – MAK 4T Royal 

15W-50 and MAK Evolv OW-20 and 
10W-40, at the hands off C&MD, D(R), 
D(F), D(M)and ED(Lubes). 

With Guts to Glory embodying all that 
we stand committed to, MAK team 
is fully prepared to march ahead like 
warriors to conquer obstacles  and 
emerge triumphant!

Panel Discussion with EDs from other Business Units

C&MD’s Rolling Trophy for Best Region –  Western Region

Director (Finance) 
Rolling Trophy for Best 

Direct Territory – Kolkata

Director (Marketing) 
Rolling Trophy 

for Best Reseller Territory - 
Chennai
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Mr. S Varadarajan, 
C&MD receives SCOPE 
EXCELLENCE AWARD

Director (Finance) Mr. P. Balasubramanian 
wins Business World BEST CFO Award

Corporate Governance 
and Sustainability 
Vision Award-2016

Hearty congratulations to Chairman 
& Managing Director of Bharat 

Petroleum Corporation Ltd, Shri. 
S. Varadarajan on receiving the 
SCOPE Excellence Award – Individual 
Leadership Category I (Maharatna/
Navratna PSEs) for the year 2013-
14 from His Excellency, Shri Pranab 
Mukherjee, Hon’ble President of India 
at Public Sector Day celebrations at 
Vigyan Bhawan in New Delhi on 11 
April, 2016.

Hon’ble President of India presented 
the SCOPE Excellence Awards and 

addressed the top echelons of India’s 
economic policy makers, Chief 
Executives, Directors and Senior 
Executives of Public Sector Enterprises 
on the occasion of 7th Public Sector 
Day Celebrations jointly organized 
by Standing Conference of Public 
Enterprises (SCOPE) and Department 
of Public Enterprises (DPE).

Shri Anant Geete, Union Minister 
of HI&PE, Shri G.M. Siddeshwara, 

It was a moment of pride for BPCL 
when our Director (Finance) Mr. P. 

Balasubramanian was awarded the 
Business World Best CFO award in 
the category of Best PSU – Large 
Enterprise in association with YES 
Bank. At a glittering award ceremony 
held on 8th April 2016 at Leela Palace 
New Delhi Mr. P. Balasubramanian 
received the award at the hands of 
Shri. Suresh Prabhu, Hon’ble Union 

Hon’ble Minister of State (HI&PE), Shri 
Ameising Luikham, IAS, Secretary, 
Department of Public Enterprises, Shri 
R.G. Rajan, Chairman, SCOPE & CMD, 
Rashtriya Chemicals & Fertilizers Ltd, 
Shri R.G. Rajan, and Dr. U.D. Choubey, 
Director General, SCOPE also 
addressed the gathering, while Shri 
Nirmal Sinha, Vice Chairman, SCOPE 
& CMD, Handicrafts & Handlooms 
Export Corporation, was present on 
the dais.

Indian Chambers of Commerce 
(ICC) has adjudged BPCL winner 

of the “Corporate Governance and 
Sustainability Vision Award-2016”. 
Mr. P.C.Srivastava, ED-HSSE, 
received the award on behalf of 
BPCL from Mr. Bibek Debroy, 
Member NITI Ayog, Govt. of India, 
at the Corporate Governance and 
Sustainability Vision Summit-2016,  
organised by the Indian Chambers 
of Commerce at New Delhi earlier 
this year. 

Minister of Railways. Also present on 
the occasion were Ms. Radha Singh 
YES Bank Non-Executive Chairperson, 
Shri. Ashok Chawla, Chairman TERI 
and Shir. Annurag Batra, Editor-in – 
Chief Business World.
 
The YES BANK-BW Businessworld 
Best CFO Awards strives to recognize 
CFO’s who have taken “center stage” 
within the organization’s strategic 

decision-making and execution, 
while also being a key flag bearer of 
Corporate Transparency, Governance 
and Corporate Social Responsibility. 

The final awardees are determined 
through a robust three-step selection 
process on the basis of a detailed 
quantitative analysis, an independent 
market survey and an eminent jury 
discussion. 
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BPCL bags prestigious NIPM National Award 
for Best HR Practices

BPCL Bags Lions CSR Precious Award

JOURNEYS bags 
ABCI Silver 
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BPCL added another feather to its 
cap by bagging the prestigious 

NIPM National Award for Best HR 
practices - 2015. We were adjudged 
winners of the GOLD Award in 
Category A (the highest category 
for large organizations) at the 
National Conference held recently 
at Coimbatore by NIPM (National 
Institute of Personnel Management).

Director HR Shri S. P. Gathoo received 
the award from Mr. Partha Chatterjee, 

The Lions CSR Precious Award 
2016 has been conferred upon 

Bharat Petroleum for the conscious 
contributions to energizing lives. 

Mr. Pradeep K Iyengar, Chief Manager 
Admin Services & CSR and his team 
received the award for BPCL from the 
Lions Clubs International Foundation 
(LCIF) Chairman Mr. Joe Preston at 
a glittering Ceremony in Mumbai 

Bharat Petroleum bags the 
ABCI SILVER for “External 

Publications”  at the 55th Annual 
Awards of the Association of 
Business Communicators of India 
(ABCI).  JOURNEYS, the publication 
for energizing BPCL Business 
Network has received this accolade 
for 2014-15 and the special edition 
done for the National Mission PAHAL 
has won us the recognition. Editor, 
Kavitha Mathew (Corporate Brand 
Team) and Ms. Devyani Rozario, 
former DGM (Marketing Services- 
LPG) received the award on behalf 
of BPCL at a glittering ceremony in 
Mumbai. 

BPCL Desk Calendar ENERGISING 
LIVES (2016) received the Bronze 
in the Corporate Calendar Category. 
The illustrations for the calendar 
were done by Mr. Chaitanya 
Govande, Area Manager (Industrial), 
Pune. 

Brand Team represented by Ms. 
Marianne Karmarkar, Mr. Siddarth 
Sharma and Ms.Kavitha Mathew 
along with Ms. Devyani Rozario 
received the award on behalf of 
Bharat Petroleum.  ABCI Awards, 
saw close to 1500 entries from over 
100 companies that were adjudged 
for 161 awards in 32 categories. It is 
one of the awaited moments each 
year by Business Communicators.

Hon. Minister for Education, West 
Bengal. Mr. Gathoo was accompanied 
by his team-Mr. Kurian Parambi 
(DGM-HRD), Mr. M V Prabhakaran, 
DGM (HR) Kochi Refinery, Mr. A. 
Suresh Kumar, Senior Manager 
Admin(HRS-South) and Ms Vasudha 
Agarwal, Assistant Manager-HRD.

BPCL was conferred the Gold Award 
in Category-A, which was the top spot 
for organisations having an employee 
base of more than 5000. 

that was attended by top PSUs 
and Private Companies. The LCIF 
has recognized the contributions 
by BharatPetroleum in the areas of 
Education, Water Conservation, Skill 
Development, Health, Sanitation 
and Community Development. 
Bharat Petroleum is encouraged 
and strengthened in our resolve to 
continue our qualitative interventions 
in the core thrust areas of BPCL CSR.
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Four years after the BPCL First vision 
was set out, the marketing SBUs 

came together to share experiences 
and celebrate successes in the BPCL 
First Meet that was held at Novotel 
Imagica, Khopoli on the 11th and 12th 
of August 2016. 
Joining the meet were C&MD Mr 
S Varadarajan, Director (Finance) 
Mr P Balasubramanian, Director 
(Marketing) Mr S Ramesh and Director 
(HR) Mr S P Gathoo. Also present 
were Mr.George Paul, ED (Retail), 
Mr.KP Chandy, ED (Lubes), Mr. R.P. 
Natekar, ED (I&C), Mr.Arun Singh, ED 
(LPG), Mr.K. Padmakar ED (HRD) and 
Mr. Prabhakar Nori, DGM Brand & 
PR along with the regional marketing 
leadership and representatives from 
29 qualifying BPCL First locations. 

ED (New Business Initiatives) Mr 
Pramod Sharma spoke about how 
BPCL First is the key to BPCL realising 
its core purpose of customer centricity. 
In the last four years, the initiative 
has expanded to 100 locations where 
this culture of collaboration has led 
to increased brand recall resulting in 
BPCL becoming the preferred choice 
of customers. This has come out very 
clearly in the way that BPCL First 
locations have gained in market share 
as well as customer satisfaction during 
2015-16. 

Director (Marketing). Mr. S Ramesh 
in his Keynote Address, while 
complementing the entire NBI team 
for bringing all the stakeholders 

together in the BPCL First Meet, 
emphasised that a strategic initiative 
like this needs to be replicated to as 
many locations as possible as well as 
to cover the entire revenue district 
of all the locations that it currently 
exists in. BPCL First plays a key role 
in preparing the field to be able to 
move from one business to another. 
He pointed out that while BPCL First 
enables us to work differently, it is 
also not easy to replicate, thus giving 
us a competitive advantage. It is for 
this reason that BPCL First becomes 
all the more important and we need 
to stay focused on BPCL First so as to 
achieve high performances year after 
year. 

Director (Finance) Mr P 
Balasubramanian spoke about how 
growth and profits have been driving 
the success of the company through 
the last decade. This however has 
mainly been on the back of refinery 
margins. It is time for marketing to 
gear-up and BPCL First is a step in this 
direction. A data driven and customer 
centric company is the way of the 
future and BPCL First has started 
moving us in that direction. With 
the continued growth in disposable 
incomes, oil and gas are going to grow 
exponentially. BPCL First is the key for 
us to remain ahead of the game and 
continue to lead the market. 

C&MD Mr S Varadarajan while 
thanking everyone for their 
contribution in BPCL generating 

Marketing BUs converge at "BPCL First" Meet 2016 
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record profits, brought out that 
BPCL First has brought out many 
insights into how we have done 
things differently, how we have got 
people together to look at customers 
differently, how we have been able 
to create propositions that are 
interesting and valuable from the 
customer’s point of view. 

One of the areas of BPCL First was 
inclusiveness, and he stressed the 
need to take this to another level by 
involving everyone in whatever we 
do, in the way we communicate and 
the way we work. BPCL First needs to 
be present in the way that we work, 
we behave, we perform. This is the 
only way that we can sustain the fast 
growth that we have experienced 
over the last few years. 

Director (HR) Mr S P Gathoo 
connected with the Meet over a video 
conference to share his thoughts and 
interact with the attendees. Earlier in 
the Meet, the regional business heads 
spoke about specific areas of BPCL 

First where they had a breakthrough 
experience.  Subsequently, Project 
Nishchay team leaders shared 
how BPCL plans to offer a bouquet 
of physical and digital non-fuel 
offerings to various customer 
segments through the four business 
themes namely Rural Market Place, 
Integrated Fleet Management, 
Personal Travel Offerings and Urban 
Household Solutions. 



Bharat EBMS Kit 
launched

The “BHARAT EBMS KIT” developed 
by Corporate R&D Centre, in 

collaboration with QA & Retail, was 
launched at Bijwasan Installation, 
Delhi. The indigenous Kit designed to 
detect the percentage of Ethanol in 
Ethanol blended Motor Spirit (EBMS) 
is a vast improvement over traditional 
methods, which shows more accurate 
results and also saves time.  Bijwasan 
installation has not only provided ideal 
testing grounds for field trials but also 
offered a great platform for launch of 
the EBMS kit as the volume of MS & 
simultaneously Ethanol, is the highest 
in the country. 

The kit was launched in the august 
presence of Mr. Manohar Rao, GM 
Operations, Retail HQ, Mr. Sanjay 
Bhargava, GM CRDC and Mr. Y.K. 
Gupta, DGM Operations, Retail North. 
Mr. Rakesh K. Sinha, TM-Retail, Delhi 
highlighted the need to make simpler 
& quicker methods for detection of 
ethanol in EBMS due to the large 
volumes being handled.  Dr. Sudha 
Tyagi & Dr. Shalini Gupta from CRDC 
detailed its features
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NR Innovation Council 

Retail (Northern Region) has come 
up with a unique model called the 

NRIC, Northern Region Innovation 
Council in pursuance of the business 
objective to  “Energizing Employees” 
by igniting minds.  

Seventeen young, innovative and 
energetic members were selected 
through rigorous process from all 
areas of field i.e. Sales, Engineering, 
Operations, Automation, Loyalty and 
Finance to form the first NRIC. 

The first “NR Retail Innovation Council” 
(NRIC) workshop was chaired by  Mr. T 
Peethambaran, Head Retail North and 
attended by NR Innovation Council 

Loyalty Programs from Bharat Petroleum were 
awarded the “Best Cards Product & Programme 

of the Year – Loyalty Card” for the year 2014-15, 
after a rigorous selection process by a coveted jury 
of Industry experts. 

The award was received by Mr. George Paul, 
ED(Retail), Mr.A.K.Kaushik, GM-IT & BI, Mr.Vijay N 
Tilak, DGM–Strategy & Loyalty, Ms.Vinita Kunder, 
Asst.Manager-Loyalty, at a prestigious ceremony 
attended by reputed Loyalty Brands across 
countries.

Members, Regional Role holders and 
State heads. The objective of the 
NRIC is to capture & implement new 
ideas and replicate best of ideas from 
BPCL Ideas platform. The workshop 
was came up with as many as 45 Ideas 
from council members. These were 
evaluated, discussed and adjudged 
by the Jury comprising HRN, Regional 
role holders and State Heads. 

Finally 30 Ideas were shortlisted 
for new implementation and 6 for 
replication. Teams were formed to 
work on implementation of the ideas 
at the ground level. Shortlisted ideas 
will be implemented across whole 
region in a phased manner. 

PetroBonus & SmartFleet shine at the AIMIA Loyalty Awards 2016

Program, Oil &Gas Sector ; B2B 
Sector & Service Sector.  

The awards were a part of a 2 
day Loyalty Summit with many 
informative and engaging sessions 
on contemporary topics such as, 
Mastering the Balance between 
Brand Loyalty & Payment Tender 
Loyalty; How To Get More Customers 
& The Data Driven Way to Loyalty.

Kn
ow

 m
or

e 
at

 w
w

w
.b

ha
ra

tp
et

ro
le

um
.in

The AIMIA Loyalty Awards were 
instituted in the year 2006-07 are the 
most credible awards in the Loyalty 
arena, creating a unique platform for 
loyalty marketers to showcase their 
work and exchange ideas. 

Our Loyalty Programs – PetroBonus 
and SmartFleet have received several 
recognitions in the past years in 
various categories of the AIMIA 
Loyalty Awards, such as, Best Loyalty 
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BPCL LPG plant slated to be 
commissioned by Sept 2017, is 

coming up on a 25.5 acre plot provided 
by CSIDC in Khapri village of Raipur.

  An MOU was inked between the Govt. 
Of Chhattisgarh and Bharat Petroleum 
Corporation Ltd, for the construction 
of their 44TMT LPG Bottling Plant 

Let us change our mindset now… for 
a better tomorrow was the theme 

of the Distributors meet organised 
by Vijayawada LPG Territory. The 
meet focused on the dynamics in 
the LPG market . RLM South Mr. P.K 

LPG Plant coming up in Raipur 

Territory Meet at Vijayawada

Distributors’ Meet at Vijayawada

in the presence of Hon Petroleum 
Minister, Shri  Dharmendra  Pradhan, 
in May 2016. The commissioning of 
this plant would go a long way in 
meeting the constantly burgeoning 
LPG demand of the state. Moreover 
it would lead to the development of 
the village community in and around 
the periphery of the plant creating 
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indirect employment opportunities. 
The Hon CM has assured all assistance 
to BPCL in clearing whatever technical 
hurdles in the way of expeditious 
commissioning.
 
HPCL and IOCL  already have their 
own plants in Mahasamund & Raipur 
district respectively.

Raghunathan and BDM south Mr. T.A 
Chakrapani spoke on the occasion and 
also distributed the awards. 
TM LPG Vijayawada Mr.B.Ramesh 
welcomed all the dignitaries and 
distributors. 

Top performers took home awards 
for incremental growth in domestic, 
commercial segments, best go 
down showrooms, best RGGLV 
distributorships and for surparssing 
other performance benchmarks.



In continuation of the efforts of 
helping deprived children of society, 

Bikaner territory has once again 
supported “SEVA ASHRAM” (A non-
profit organization for physically and 
mentally challenged children). 

Touching lives 
at Bikaner

Sholapur 
LPG
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Team Bikaner has donated 
educational books and study furniture 
apart from daily provisions in August, 
2016.  The management of orphanage 
has appreciated this gesture of BPCL 
and was grateful for the continuous 
support being provided by Bikaner 
LPG Territory for last three years.

Solapur LPG Bottling Plant 
receives 

 Certificate of Merit 
from the National Safety 

Council (Maharashtra 
Chapter) for the 9th 

consecutive year.

Meanwhile, to create customer 
awareness for safe usage of LPG, 
Bikaner territory celebrated “Safety 
First, Safety Must” in a different 
way with banner displays at all 
distributorship and delivery vehicles. 65 
customer engagements programmes 
on safety were conducted and 10 
rallies conducted covering all District/
Tehsil. Bulk SMS was also sent to all 
customers of RGGLV’s and all newly 
enrolled customer under PMUY, 
covering approximately a lakh of 
customers. Wide print media coverage 
was also ensured.
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Petronet CCK Ltd., (PCCKL) 
established by BPCL as a joint 

venture with Petronet India Ltd. has 
become a wholly owned subsidiary 
of BPCL this month, after shares 
in this Company held by PIL and 
institutional investors were bought 
by BPCL. PCCKL Board in its meeting 

BPCL Kochi Refinery celebrated 
its Golden Jubilee today at a 

commemoration ceremony which 
was graced by Shri P J Kurian, Hon’ble 
Deputy Chairman, Rajya Sabha, 
Shri Dharmendra Pradhan, Hon’ble 
Minister of State (I/C) Petroleum 
& Natural Gas, and Kadakampally 
Sureendran, Hon’ble Kerala Minister 
of Electricity and Devasoms along 
with Members of Parliament Prof K V 
Thomas and Shri Innocent and MLAs 
Shri V P Sajeendran, Shri Hibie Eden 
and Shri M Swaraj.  

To mark the occasion, Shri Kurian, 
Shri Pradhan and Shri Sureendran 

PCCKL turns wholly owned subsidiary of BPCL

Kochi Refinery commemorates Golden Jubilee The Panagarh Air Force Base , 
renamed as Air Force Station 

Arjan Singh (after the former Indian 
Air Force chief), becomes the 6th 
Indian Air Force base, where Bharat 
Petroleum will set up and operate ATF 
facilities. 

An MOU was signed recently  at the 
Air Force Station, Panagarh, West 
Bengal by Group Caption AS Sidhu, 
Station Commander, Panagarh 
Air Base and Mr. M. M. Somaya, 
Executive Director (Aviation) in the 
presence of Officials of Panagarh Air 
Base and BPCL Aviation to formalize 
the construction, maintenance and 
operation of the 4000 KL fuel farm. 
This MOU ensures ATF supplies to the 
base for next five years.  

Fuelling services 
for Panagarh 
Air Force Base

held on 25th July 2016 declared a 
special interim dividend of 90%. 
 
Mr. S P Gathoo, Director (HR), who is 
also the Chairman of PCCKL, handed 
over the dividend warrant to Mr. S. 
Varadarajan, Chairman & Managing 
Director, BPCL in the presence of Mr. P 
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Balasubramanian, Director (Finance), 
Mr. S Ramesh, Director (Marketing), 
Ms. Dipti Sanzgiri, ED (IT) and Board 
member PCCKL, Mr. N. Vijayagopal 
(Managing Director, PCCKL )and Mr. 
P.M.Thomas (Independent Director, 
PCCKL) at the office of PCCKL in 
Kochi, Kerala.

unveiled a commemoration plaque 
and released a Coffee-table book 
on the fifty years journey of Kochi 
Refinery titled ‘The Midas Touch.’ 

During the address, Shri Pradhan said 
that Kochi Refinery had embarked on a 
great journey by processing 2.5 Million 
Metric Tonnes Per Annum (MMTPA) 
and presently is in the threshold of 
becoming a world-class Refinery 
with crude oil refining capacity of 
15.5 MMTPA. It is also setting up a 
petrochemical complex which would 
enhance the value chain and will bring 
about employment opportunity and 
increased economic activity in Kerala. 



ºÉÉ‡lÉªÉÉä,

±ªÉÚ¤ºÉ EòÉ®úÉä¤ÉÉ®ú xÉä ́ É¹ÉÇ 2015-16 ̈ Éå SÉèxÉ±ÉÉå ̈ Éå ºÉ´ÉÉækÉ¨É ‡xÉ¹{ÉÉnùxÉ ºÉ‡½þiÉ +Éè®ú BEò 

Bè‡iÉ½þÉ‡ºÉEò ‡xÉ¹{ÉÉnùxÉ ‡EòªÉÉ ½èþ* ±ÉÉ¦É|ÉnùiÉÉ ¤ÉgøÉxÉä +Éè®ú ½þ¨ÉÉ®äú ̈ É½þi´É{ÉÚhÉÇ EòÉªÉÇxÉÒ‡iÉEò 

¥Éèxb÷ ‡xÉ¨ÉÉÇhÉ +‡¦ÉGò¨ÉÉå EòÉä +ÉMÉä ¤ÉgøÉiÉä ½ÖþB <ºÉ ´ªÉÉ{ÉÉ®ú ¨Éå iÉäVÉÒ ºÉä ´ÉÞ‡rù ½Öþ<Ç ½èþ* 

|É‡iÉº{ÉvÉÉÇi¨ÉEò ÎºlÉ‡iÉ Eäò ºÉÆnù¦ÉÇ ¨Éå ½þ¨ÉxÉä +{ÉxÉä +É{ÉEòÉä 394 Eò®úÉäc÷ °ü{ÉªÉä Eäò 

+¤É iÉEò Eäò ºÉ´ÉÉÇ‡vÉEò ±ÉÉ¦É Eäò ºÉÉlÉ +‡vÉEò ºÉä +‡vÉEò >ÄðSÉÉ<Ç {É®ú {ÉÉªÉÉ ½èþ +Éè®ú 

EòÉì{ÉÉæ®äú„ÉxÉ Eäò ‡±ÉB +{ÉÉ®ú ¨ÉÚ±ªÉ EòÉ ‡xÉ¨ÉÉÇhÉ ‡EòªÉÉ ½èþ*

BEò +´É±ÉÉäEòxÉ EòÒ oùÎ¹]õ ºÉä ½þ¨ÉxÉä ¤ÉÉWÉÉ®ú iÉlÉÉ ‡xÉªÉÉÇiÉ JÉÆb÷Éå ̈ Éå {ÉÚhÉÇ ºÉ¨ÉªÉ =SSÉiÉ¨É 

‡¤ÉGòÒ Eäò ºÉÉlÉ 332 ]õÒB¨É]õÒ EòÒ ¨ÉWÉ¤ÉÚiÉ ºÉEò±É ‡¤ÉGòÒ EòÒ ½èþ* ªÉ½þ ºÉ¤É ±ªÉÚ¤ºÉ  

]õÒ¨É iÉlÉÉ ¦ÉÉ®úiÉ ¨Éå ½þ¨ÉÉ®äú 700 ºÉä +‡vÉEò ‡´ÉiÉ®úEòÉå Eäò xÉä]õ´ÉEÇò +Éè®ú +É`ö ‡xÉªÉÉÇiÉ 

¤ÉÉWÉÉ®úÉå ¨Éå ¨ÉÉèVÉÚnù ‡´ÉiÉ®úEòÉå Eäò |É„ÉÆºÉxÉÒªÉ |ÉªÉÉºÉÉå Eäò EòÉ®úhÉ ºÉÆ¦É´É ½þÉä {ÉÉªÉÉ ½èþ*

+ÉVÉ Eäò EòÉ®úÉä¤ÉÉ®úÒ ¨ÉÉ½þÉè±É ¨Éå, ½þ¨É iÉäVÉÒ ºÉä EòÉ¨ÉªÉÉ¤ÉÒ ½þÉ‡ºÉ±É Eò®úxÉä ½äþiÉÖ 

´ÉÞ‡rù„ÉÒ±É ºÉÖvÉÉ®ú ºÉ´ÉÉÇ‡vÉEò {ÉºÉÆnùÒnùÉ ±ªÉÚ‡¥ÉEäòx]õ ¤ÉxÉxÉä Eäò ºÉ¡ò®ú ¨Éå ¤ÉÉWÉÉ®ú SÉèxÉ±É ¨Éå 

{É‡®ú´ÉiÉÇxÉEòÉ®úÒ ¥ÉèÏxb÷MÉ +‡¦ÉGò¨É „ÉÖ°ü ‡EòªÉä +Éè®ú ºÉ´ÉÉæSSÉ ºlÉÉxÉ {É®ú {É½ÖÄþSÉxÉä +Éè®ú 

´É½þÉÄ EòÉªÉ¨É ®ú½þxÉä ½äþiÉÖ +xÉÉäJÉä ¨ÉèEò ‡ºÉ]õÒ ¥ÉèÏxb÷MÉ +‡¦ÉGò¨É ¦ÉÒ „ÉÖ°ü ‡EòªÉä* <xÉ 

‡´É„Éä¹É ¥ÉèÏxb÷MÉ +‡¦ÉGò¨ÉÉå xÉä SÉèxÉ±ÉÉå {É®ú =±±ÉäJÉxÉÒªÉ |É¦ÉÉ´É b÷É±ÉÉ ½èþ +Éè®ú ºÉ¨ÉOÉ 

´ÉÞ‡rù ¨Éå ¨É½þi´É{ÉÚhÉÇ ªÉÉäMÉnùÉxÉ ‡nùªÉÉ ½èþ* 

¨ÉÖZÉä ªÉ½þ ¤ÉiÉÉiÉä ½ÖþB MÉ´ÉÇ ½èþ ‡Eò ½þ¨ÉÉ®úÒ ¨ÉÖÆ¤É<Ç ÎºlÉiÉ +É®ú BÆb÷ b÷Ò ±Éè¤ÉÉä®äú]õ®úÒ näù„É 

EòÒ ´É½þ {É½þ±ÉÒ ±Éè¤ÉÉä®äú]õ®úÒ ½èþ ‡VÉºÉä |É´ÉÒhÉiÉÉ {É®úÒIÉhÉ +Éè®ú ºÉÆnù¦ÉÇ ºÉÉ¨ÉOÉÒ =i{ÉÉnùEò 

Eäò ‡±ÉB {É®úÒIÉhÉ iÉlÉÉ +Æ„ÉÉÆEòxÉ ±Éè¤ÉÉä®äú]õ®úÒ Eäò ‡±ÉB xÉè„ÉxÉ±É B‡Gò‡b÷]äõ„ÉxÉ ¤ÉÉäbÇ÷ 

(BxÉB¤ÉÒB±É) ºÉä ¨ÉÉxªÉiÉÉ ½þÉ‡ºÉ±É ½Öþ<Ç ½èþ* 

‡xÉªÉÉÇiÉ Eäò ¨ÉÉäSÉæ {É®ú ¨ÉèEò 5.2 ]õÒB¨É]õÒ EòÒ ‡¤ÉGòÒ Eò®ú ¨ÉWÉ¤ÉÚiÉ ´ÉÞ‡rù Eäò ºÉÉlÉ 8 

näù„ÉÉå ¨Éå +SUôÉ |É‡iÉ‡xÉ‡vÉi´É Eò®ú ®ú½þÉ ½èþ* ¨ÉvªÉ {ÉÚ´ÉÇ näù„ÉÉå Eäò +Éä¨ÉÉxÉ, ªÉÚB<Ç +Éè®ú 

ºÉ>ðnùÒ +®ú¤É +Éè®ú +‡£òEòÉ Eäò EäòxªÉÉ, xÉÉ<VÉÒ‡®úªÉÉ +Éè®ú ªÉÖMÉÉÆb÷É Eäò xÉªÉä ¤ÉÉWÉÉ®úÉå ¨Éå 

|É´Éä„É Eò®úxÉÉ ‡´ÉSÉÉ®úÉvÉÒxÉ ½èþ*

½þ¨ÉxÉä ¤ÉÉWÉÉ®ú °üZÉÉxÉÉå EòÉä vªÉÉxÉ ¨Éå ®úJÉiÉä ½ÖþB, +‡vÉEò ºÉÆ¦ÉÉ´ªÉiÉÉ´ÉÉ±Éä º´ÉSÉÉ‡±ÉiÉ  

]ÅõÉÆºÉ‡¨É„ÉxÉ ºEÚò]õ®úÉå Eäò ‡±ÉB "¨ÉèEò ºEÚò]äõEò BxÉBCºÉ]õÒ" +Éè®ú b÷ÒWÉ±É EòÉ®úÉå Eäò ‡±ÉB 

"¨ÉèEò b÷ÒWÉ±É VÉä‡xÉlÉ" <xÉ nùÉä ‡´É„Éä¹É =i{ÉÉnùÉå EòÒ „ÉÖ°ü+ÉiÉ EòÒ ½èþ*

{ÉèºÉåVÉ®ú EòÉ®ú JÉhb÷ ̈ Éå 18% +Éè®ú ́ ªÉÉ´ÉºÉÉ‡ªÉEò ́ ÉÉ½þxÉ JÉhb÷ ̈ Éå 19% EòÒ +xÉÖ¨ÉÉ‡xÉiÉ 

´ÉÞ‡rù Eäò ºÉÉlÉ {ÉÉÄSÉ ºÉÉ±ÉÉå ºÉä +Éì]õÉä¨ÉÉä‡]õ´É IÉäjÉ iÉäVÉÒ ºÉä ́ ÉÞ‡rù Eäò ‡±ÉB iÉèªÉÉ®ú ½èþ, +Éì]

õÉä¨ÉÉä‡]õ´É ±ªÉÚ‡¥ÉEäòx]õÉå EòÒ ¨ÉÉÄMÉ ‡´ÉEòÉºÉ ½äþiÉÖ Eò<Ç MÉÖxÉÉ ¤ÉgøxÉÉ +{Éä‡IÉiÉ ½èþ* +Éì]

õÉä¨ÉÉä¤ÉÉ<±É =i{ÉÉnùEòÉå Eäò ºÉ¨ÉIÉ +Éè®ú BEò ¨É½þi´É{ÉÚhÉÇ ‡´ÉEòÉºÉ +Éè®ú |ÉÉètÉä‡MÉEòÒ 

+ÉvÉÉ‡®úiÉ SÉÖxÉÉèiÉÒ ½èþ ´É¹ÉÇ 2010 iÉEò ¤ÉÒBºÉ 6 =iºÉVÉÇxÉ ¨ÉÉxÉEòÉå EòÉ EòÉªÉÉÇx´ÉªÉxÉ 

Eò®úxÉÉ* ½þ¨ÉxÉä {É½þ±Éä ½þÒ B{ÉÒ+É<Ç ºÉÒ VÉä 4 ‡´É‡xÉnæù„ÉxÉÉå Eäò +xÉÖ°ü{É <ÆVÉxÉ +ÉìªÉ±É 

EòÉ ‡´ÉEòÉºÉ ‡EòªÉÉ ½èþ VÉÉä ¤ÉÒBºÉ 6 ̈ ÉÉxÉnÆùb÷Éå Eäò +xÉÖ°ü{É b÷ÒWÉ±É ́ ÉÉ½þxÉÉå EòÒ |É¨ÉÖJÉ 

+É´É„ªÉEòiÉÉ+Éå ¨Éå ºÉä BEò ½èþ*

‡´É…É nùVÉæ Eäò ±ªÉÚ‡¥ÉEäòx]õ EòÉ®úÉä¤ÉÉ®ú ¤ÉxÉxÉä +Éè®ú +{ÉxÉä ¨ÉÚ±ªÉÉå uùÉ®úÉ ¨ÉÉMÉÇnùÌ„ÉiÉ ½þÉäxÉä 

EòÒ ½þ¨ÉÉ®úÒ nùÒPÉÇEòÉ‡±ÉEò oùÎ¹]õ Eäò EòÉ®úhÉ ½þ¨É +iªÉ‡vÉEò |Éä‡®úiÉ +Éè®ú >ðVÉÉÇ„ÉÒ±É ]

õÒ¨É Eäò ºÉÉlÉ +{ÉxÉä ±ÉIªÉÉå ºÉä +ÉMÉä ¤ÉgøxÉÉ VÉÉ®úÒ ®úJÉåMÉä* ½þ¨É ́ É¹ÉÇ |É‡iÉ ́ É¹ÉÇ ̈ ÉWÉ¤ÉÚiÉ 

‡xÉ¹{ÉÉnùxÉ näùxÉä Eäò |É‡iÉ ´ÉSÉxÉ¤Érù ½èþ, ½þ¨É +iªÉ‡vÉEò +ÎºlÉ®ú +Éè®ú SÉÖxÉÉèiÉÒ{ÉÚhÉÇ 

EòÉ®úÉä¤ÉÉ®úÒ ¨ÉÉ½þÉè±É Eäò ¤ÉÉ´ÉVÉÚnù +{ÉxÉä º±ÉÉäMÉxÉ Eäò +xÉÖºÉÉ®ú 

"<ºÉä ºÉÆ¦É´É ¤ÉxÉÉiÉä ½éþ*"

VÉxÉÔVÉ EòÉ ªÉ½þ +ÆEò EòÉ®úÉä¤ÉÉ®ú uùÉ®úÉ ½þÉlÉ ¨Éå ‡±ÉB MÉB " {É‡®ú´ÉiÉÇxÉEòÉ®úÒ ¥ÉèÏxb÷MÉ 

+‡¦ÉGò¨É" {É®ú |ÉEòÉ„É b÷É±ÉiÉÉ ½èþ VÉÉä ¨ÉèEò Eäò +{ÉxÉÒ ¥Éèxb÷ {ÉÉì´É®ú Eäò ‡xÉ¨ÉÉÇhÉ 

iÉlÉÉ |ÉÉäiºÉÉ½þxÉ Eäò VÉ‡®úªÉä ¤ÉÉWÉÉ®ú ±ÉÒb÷®ú ¤ÉxÉxÉä Eäò ‡´ÉVÉxÉ Eäò ºÉ¨É°ü{É ¤ÉxÉÉiÉÉ ½èþ*

½þ¨É ºÉnèù´É "ºÉÆ¦É´É ¤ÉxÉÉxÉä' ¨Éå ‡´É…ÉÉºÉ Eò®úiÉä ½èþ* ,

ºÉÉnù®ú,

 

 

Eäò.{ÉÒ. SÉÉÆb÷Ò

EòÉªÉÇ{ÉÉ±ÉEò ‡xÉnäù„ÉEò, ±ªÉÚ¤ºÉ
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Eò®åú ‡VÉºÉºÉä ½þ¨Éå VÉ¨ÉÒxÉÒ ºiÉ®ú {É®ú +{Éä‡IÉiÉ ºiÉ®ú EòÉ 

¥ÉÉhb÷ où¹]õxÉÒªÉiÉÉ ‡¨É±É ºÉEäò* <ºÉ ‡´ÉSÉÉ®ú EòÉä vªÉÉxÉ 

¨Éå ®úJÉiÉä ½ÖþB ‡®ú]äõ±É®ú ¤ÉÉäbÇ÷, M±ÉÉä ºÉÉ<xÉ ¤ÉÉäbÇ÷, ´ÉÉì±É  

{ÉåË]õMÉ, „É]õ®ú {ÉåË]õMÉ, ‡®ú]äõ±É®ú „ÉÉì{É/MÉè®äúVÉ {É‡®ú´ÉiÉÇxÉ, 

+Éì]õÉä ¤ÉèEò ¥ÉÉËb÷MÉ B±É<Çb÷Ò ¤ÉÉäbÇ÷ +É‡nù Eäò °ü{É ¨Éå 

ºÉ´ÉÇ °ü{ÉähÉ ºÉ¨|Éä¹ÉhÉ ‡ºÉ]õÒ ¥ÉÉÏhb÷MÉ +‡¦ÉMÉ¨É „ÉÖ°ü 

‡EòªÉÉ MÉªÉÉ VÉÉä ±ÉIªÉÉÆ‡EòiÉ ºÉäMÉ¨Éå]õ EòÉä ´ÉÉºiÉ‡´ÉEò °ü{É 

ºÉä ºÉ¨|Éä‡¹ÉiÉ Eò®úiÉÉ ½èþ ¨ÉÖJªÉiÉÉ: JÉ®úÒnù EòÒ VÉMÉ½þ {É®ú 

‡VÉºÉºÉä JÉ®úÒnù Eäò ‡xÉhÉÇªÉ {É®ú |É¦ÉÉ´É {Éc÷ ºÉEäò* <ºÉºÉä 

VÉEòc÷xÉ ]Úõ]õiÉÒ ½èþ +Éè®ú <ºÉºÉä xÉ ‡ºÉ¡Çò =ºÉ ‡´É„Éä¹É 

„É½þ®ú ¨Éå ¥ÉÉhb÷ Eäò ‡±ÉB +{Éä‡IÉiÉ |É¦ÉÉ´É {Éc÷iÉÉ ½èþ 

¤ÉÎ±Eò  {ÉÉºÉ Eäò IÉäjÉÉå /‡VÉ±ÉÉå {É®ú ¦ÉÒ +ºÉ®ú ½þÉäiÉÉ ½èþ* 

<ºÉ¨Éä xÉ ‡ºÉ¡Çò ¥ÉÉhb÷ Eäò ¤ÉÉ®äú ¨Éå VÉÉMÉ°üEòiÉÉ +ÉiÉÒ ½èþ 

¤ÉÎ±Eò ¨ÉÉjÉÉ ¨Éå ¦ÉÒ EòÉ¡òÒ ‡´ÉºiÉÉ®ú ½þÉäiÉÉ ½èþ*

´É¹ÉÇ 2015-16 Eäò nùÉè®úÉxÉ ±ÉÖ‡¥ÉEåò]õ BºÉ¤ÉÒªÉÚ xÉä ‡ºÉ]õÒ 

¥ÉÉÆÏhb÷MÉ {É½þ±É EòÒ „ÉÖ°ü+ÉiÉ EòÒ +Éè®ú <ºÉä 2016-17 

¨Éå ¦ÉÒ VÉÉ®úÒ ®úJÉÉ* ‡ºÉ]õÒ ¥ÉÉÏhb÷MÉ BEò {É‡®ú´ÉiÉÇxÉEòÉ®úÒ 

{É½þ±É ½èþ VÉÉä ¥ÉÉhb÷ EòÒ {É½þSÉÉxÉ ´É ‡®úEòÉì±É Eò®úÉxÉä 

½äþiÉÖ „É½þ®ú ¦É®ú ¨Éå ¥ÉÉhb÷ EòÒ où„ªÉiÉÉ Eäò +´ÉºÉ®úÉå EòÉä 

={É±É¤vÉ Eò®úÉxÉä {É®ú EäòÎxpùiÉ ½èþ* <ºÉ {É½þ±É EòÉ =nùnäù„ªÉ 

¨ÉèEò EòÉä „É½þ®ú Eäò ½þ®ú EòÉäxÉä iÉEò ‡nùJÉxÉÉ ‡xÉÎ„SÉiÉ 

Eò®úxÉÉ ½èþ ‡VÉºÉ¨Éå ¤Éc÷É ¥ÉÉÏhb÷MÉ ‡xÉ´Éä„É ½þÉä +Éè®ú ¥ÉÉÏhb÷MÉ 

EòÉ =SSÉ |É¦ÉÉ´É xÉ´É°ü{ÉEòÉ®úÒ IÉ¨ÉiÉÉ{ÉÚhÉÇ nùÒPÉÇVÉÒ´ÉÒ ½þÉä 

+Éè®ú ¥ÉÉhb÷ Eäò ‡xÉ®úxiÉ®ú +SUôÉ BC{ÉÉäVÉ®ú näùiÉÉ ½þÉä* 

<ºÉ {É½þ±É EòÉ +ÆiÉiÉ: =qäù„ªÉ ¤ÉgøiÉÒ où„ªÉiÉÉ, ¥ÉÉhb÷ 

EòÉ ‡®úEòÉì±É,¤ÉÉ®ú¨¤ÉÉ®ú ºÉ|Éä¹ÉhÉ Eäò ºÉÉlÉ VÉ¨ÉÒxÉ ºiÉ®ú 

{É®ú |É¦ÉÉ´É b÷É±ÉxÉä ´ÉÉ±ÉÉå Eäò ºÉÉlÉ BEò ¨ÉVÉ¤ÉÚiÉ EòxÉäC]

õ (ºÉ¨{ÉEÇò) uùÉ®úÉ =i{ÉÉnù Eäò ‡±ÉB BEò {ÉÖ±É ¤ÉxÉÉiÉÉ ½èþ*

ªÉ½þ {É½þ±É ‡ºÉ¡Çò ¨ÉèEò ½äþiÉÖ ¥ÉÉhb÷ VÉÉMÉ°üEòiÉÉ iÉlÉÉ 

¥ÉÉhb÷ ‡®úEòÉì±É ºÉÞ‡VÉiÉ Eò®úxÉä iÉEò ºÉÒ‡¨ÉiÉ xÉ½þÓ ½èþ 

¤ÉÎ±Eò ¤ÉÉWÉÉ®ú ¨Éå <ºÉEòÒ ‡¤ÉGòÒ ¨Éå VÉ¤É®únùºiÉ =UôÉ±É 

±ÉÉxÉÉ ½èþ ‡VÉºÉ¨Éå {É½þ±Éä xÉÆ¤É®ú {É®ú +É ºÉEäò* 

SÉèxÉ±É ¦ÉÉMÉÒnùÉ®úÉå (‡®ú]äõ±É +É=]õ±Éä]õ b÷Ò±É®ú, ±ªÉÚ¤É 

+Éì]õÉä¨ÉÉä‡]õ´É B´ÉÆ +ÉètÉä‡MÉEò ‡´ÉiÉ®úEò) <ºÉ {É½þ±É 

EòÒ MÉÚÆVÉÉªÉ¨ÉÉxÉ ºÉ¡ò±ÉiÉÉ ºÉä +É´Éä‡„ÉiÉ ½ÖþB iÉlÉÉ ´ÉÞ½þnù 

où„ªÉ¨ÉÉxÉiÉÉ +Éè®ú ºÉÉIÉÉiÉ {É‡®úhÉÉ¨ÉÉå ºÉä =VÉÉÇ„ÉÒ±É ½ÖþB* 

¨ÉèEò <ºÉ {É½þ±É EòÉä |ÉlÉ¨É ̈ ÉÚ´É®ú(+OÉhÉÒ) ½þÉäxÉä EòÉ ±ÉÉ¦É 

lÉÉ CªÉÉå‡Eò ¦ÉÉ®úiÉ ¨Éå Eò½þÓ ¦ÉÒ ‡EòºÉÒ ±ªÉÚ¤É ‡´É{ÉhÉxÉ 

EÆò{ÉxÉÒ xÉä „É½þ®ú ¨Éå ºÉÆ{ÉÚhÉÇ ¥ÉÉÏhb÷MÉ MÉ‡iÉ‡´É‡vÉ „ÉÖ°ü 

xÉ½þÓ EòÒ lÉÒ*

‡ºÉ]õÒ ¥ÉÉÏhb÷MÉ |É‡GòªÉÉ ¨Éå Eò<Ç iÉi´É {ÉÚ®úÒ iÉ®ú½þ ºÉä „É½þ®ú 

¦É®ú ¨Éå „ÉÉ‡¨É±É ½ÖþB ‡VÉºÉºÉä ´ÉÞ½þnù °ü{É ºÉä où„ªÉ¨ÉÉxÉiÉÉ 

¡èò±ÉÒ +Éè®ú ¥ÉÉhb÷ EòÉ |É¦ÉÉ´É ºÉÉ¨ÉxÉä +ÉªÉÉ*

¨ÉèEò ‡ºÉ]õÒ ¥ÉÉÏhb÷MÉ +‡¦ÉMÉ¨É (<‡xÉ‡ºÉB‡]õ´É) Eäò ºÉÉlÉ 

¨ÉèEò ‡ºÉ‡]õWÉ ¤ÉxÉÉxÉÉ ±ÉIªÉÉÆ‡EòiÉ ºÉäMÉ¨Éå]õ Eäò ‡±ÉB 

¥ÉÉhb÷ ½äþiÉÖ ºÉÆ{ÉEÇò Eò<Ç |ÉEòÉ®ú ºÉä ‡EòªÉÉ VÉÉ ºÉEòiÉÉ ½èþ 

‡VÉºÉ¨Éå B]õÒB±É ¨ÉÒ‡b÷ªÉÉ VÉèºÉä ]õÒ ´ÉÒ ®äú‡b÷ªÉÉä, +É=]

õb÷Éä®ú, Ë|É]õ, ‡b÷‡VÉ]õ±É, ‡ºÉxÉä¨ÉÉ +É‡nù* iÉlÉÉ‡{É, <ºÉ 

|ÉEòÉ®ú Eäò ºÉ¨{ÉEÇò EòÒ |É¦ÉÉ´ÉÉäi{ÉÉEòiÉÉ EòÉä +ÉÆEòxÉÉ 

¤É½ÖþiÉ Eò‡`öxÉ ½èþ, JÉSÉÔ±ÉÉ ½èþ iÉlÉÉ <ºÉä ºÉÒ‡¨ÉiÉ ºÉ¨ÉªÉ 

Eäò ‡±ÉB ‡EòªÉÉ VÉÉ ºÉEòiÉÉ ½èþ +Éè®ú EòÉ¡òÒ =±ÉZÉÉ>ð 

½èþ* ºÉÉlÉ ½þÒ, ½þ¨É ªÉ½þ xÉ½þÓ Eò®ú {ÉÉiÉä ½éþ ‡Eò ºÉ¨|Éä¹ÉhÉ 

±ÉIªÉÉÆ‡EòiÉ ºÉäMÉ¨Éå]õ Eäò {ÉÉºÉ {É½ÖÆþSÉÉ ½èþ ªÉÉ xÉ½þÓ* 

JÉ®úÒnù Eäò ºÉ¨ÉªÉ ±ÉIªÉÉÆ‡EòiÉ ºÉäMÉ¨Éå]õ {É®ú |É¦ÉÉ´É ‡xÉ¨ÉÉÇhÉ 

½äþiÉÖ, ªÉ½þ VÉ°ü®úÒ ½èþ ‡Eò VÉ¨ÉÒxÉÒ ºiÉ®ú {É®ú où¹ªÉ¨ÉÉxÉ 

ºÉ¨|Éä¹ÉhÉ ½þÉä VÉ½þÉÆ OÉÉ½þEò <ºÉä näùJÉä ºÉEäò* ‡´É„Éä¹ÉEò®ú 

JÉ®úÒnù Eäò ºÉ¨ÉªÉ ‡VÉºÉ¨Éå ‡®ú]äõ±É®ú nÚùEòÉxÉå, MÉè®úÉVÉ, ‡®ú]äõ±É 

+É=]õ±Éä]õ , ]ÅõÉÆºÉ{ÉÉä]Çõ xÉMÉºÉÇ +É‡nù* EòÉ¡òÒ =±ÉZÉÉ>ð 

ªÉÉ PÉÖ¨ÉÉ´ÉnùÉ®ú ¤ÉÉWÉÉ®ú ºÉäMÉ¨Éå]õ ¨Éå VÉ½þÉÆ ¤É½ÖþºÉÆJªÉÆEò 

|É‡iÉº{ÉvÉÔ +{ÉxÉä ºÉ¨|Éä¹ÉhÉ ºÉä „É½þ®ú ¨Éå ={É±É¤vÉ  

UôÉä]õÒ ºÉä UôÉä]õÒ VÉMÉ½þ iÉEò {É½ÖÆþSÉxÉä EòÉ |ÉªÉÉºÉ Eò®úiÉä 

½éþ, ½þ¨ÉÉ®äú ‡±ÉB ªÉ½þ VÉ°ü®úÒ lÉÉ ‡Eò ½þ¨É EÖòUô +±ÉMÉ 
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¨ÉèEò Eäò {É‡®ú´ÉiÉÇxÉEòÉ®úÒ ¥ÉÉÆËb÷MÉ+‡¦ÉGò¨ÉÉå xÉä ¨ÉèEò 

¥ÉÉhb÷ EòÉä ¥ÉÉhb÷ |É¨ÉÖJÉ ¤ÉxÉÉxÉä EòÒ ªÉÉjÉÉ ºÉä ¥ÉÉhb÷  

ºÉÆº{ÉÆnùxÉ ¤ÉxÉÉªÉÉ ½èþ* ½þ¨É  +tiÉxÉ  ¨ÉèEò+Éä´É®ú ±ÉÉB 

½éþ VÉÉä „É½þ®ú ¨Éå SÉSÉÉÇ EòÉ BEò ‡´É¹ÉªÉ ¤ÉxÉ MÉªÉÉ ½èþ !

Website :  www.bharatpetroleum.in    l    Twitter : @ BPCLimited     l   FACEBOOK / BharatPetroleumcorporation     l   Linked.in / companybpcl     l   YouTube /BPCLindia    l  SmartLine : 1800224344
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‡jÉ¦ÉÖVÉÉ ¥ÉÉÏhb÷MÉ º]Åäõ]õVÉÒ, VÉÉMÉ°üEòiÉÉ ‡xÉ¨ÉÉÇhÉ  

´É ‡®úEòÉì±É, ‡´ÉGòªÉ Eäò {ÉÉ<Æ]õ {É®ú Gò‡ªÉiÉ ‡]ÅõMÉºÉÇ 

EòÉ ºÉÞVÉxÉ +Éè®ú ¥ÉÉhb÷ Eäò ‡±ÉB ±ÉÆ¤ÉÒ +´É‡vÉ EòÒ  

±ÉÉªÉ±]õÒ ¤ÉxÉÉxÉÉ Eäò où¹ªÉ¨ÉÉxÉ xÉÓ´É {É®ú ¤ÉxÉÉ<Ç MÉ<Ç* 

º]Åäõ]õVÉÒ ¨Éå ‡xÉ¨xÉ +‡¦ÉMÉ¨É „ÉÉ‡¨É±É ½èþ: ¨ÉèEò ‡ºÉ]õÒ 

¥ÉÉÏhb÷MÉ - ¨ÉèEò ‡ºÉ]õÒ EòÉ ºÉÞVÉxÉ, ¨ÉèEò ºÉ´ÉÇ u MÉè®äúVÉÉå 

EòÒ {É‡®ú´ÉiÉÇxÉ„ÉÒ±É ¥ÉÉÏhb÷MÉ +Éè®ú ‡®ú]äõ±É®ú nÚùEòÉxÉÉå EòÒ 

{É‡®ú´ÉiÉÇxÉ„ÉÒxÉ ¥ÉÉÏhb÷MÉ :

BEò xÉªÉÒ            ¨ÉÉªÉÉ            

1 ‡ºÉ]õÒ ¥ÉÉÏhb÷MÉ

C¨ÉèEò ¤ÉäSÉxÉä ´ÉÉ±Éä ‡®ú]õ±É®úÉå EòÒ ºÉÆJªÉÉ ¨Éå 

ºÉÖvÉÉ®ú  +Éè®ú ‡´Ét¨ÉÉxÉ ‡®ú]äõ±É®úÉå ´ÉÉì±Éä]õ Eäò 

‡½þººÉänùÉ®úÒ ¨Éå ¤ÉgøÉäiÉ®úÒ* 

C‡®ú]äõ±É®úÉå Eäò ‡±ÉB BEò ́ Éè±ªÉÚ |ÉÉä{ÉÉä‡VÉºÉxÉ ¤ÉxÉÉxÉÉ 

B´ÉÆ <ºÉºÉä =xÉEäò EòÉ=x]õ®úÉå ºÉä ¨ÉèEò ¥ÉÉhb÷ Eäò 

‡´É{ÉhÉxÉ ½äþiÉÖ +xªÉ ‡®ú]õ±É®úÉå EòÉä xÉÉ‡¨ÉiÉ Eò®úxÉÉ*

C‡®ú]õ±É®úÉå Eäò ºÉÉlÉ ±ÉÆ¤Éä ºÉ¨ÉªÉ ½äþiÉÖ ºÉÆ¤ÉÆvÉ 

ºlÉÉ‡{ÉiÉ Eò®úxÉÉ iÉlÉÉ <ºÉºÉä ¨ÉèEò ½äþiÉÖ ºÉiÉiÉ 

‡¤ÉVÉxÉäºÉ ¨ÉÉìb÷±É iÉèªÉÉ®ú Eò®úxÉÉ*

CSÉÚÆ‡Eò ¥ÉÉhb÷ ½äþiÉÖ BEò {ÉÖ±É ‡xÉÌ¨ÉiÉ ½Öþ+É ½èþ 

‡VÉºÉ¨Éå ¨ÉèEò MÉè®äúVÉ/¨ÉèEò ºÉ´ÉÇ ½äþiÉÖ xÉÉ¨ÉÉÆEòxÉ uùÉ®úÉ 

+Éè®ú VªÉÉnùÉ ¨ÉèEäò‡xÉEò ¥ÉÉhb÷ BÆ¤ÉäºÉb÷®ú ¤ÉxÉåMÉä*

CxÉ´É°ü{ÉEòÉ®úÒ ¥ÉÉÏhb÷MÉ ‡´ÉEò±{É +iªÉ‡vÉEò 

¨ÉÚ±ªÉ |É¦ÉÉ´É ºÉÖ‡xÉÎ„SÉiÉ Eò®äúMÉÉ +Éè®ú ±ÉIªÉÉÆ‡EòiÉ 

ºÉäMÉ¨Éå] ºÉä ºÉÆ{ÉEÇò„ÉÒ±É ½þÉäMÉÉ*

C‡b÷ºEòÉ=Æ]õ ªÉÖrù ºÉä nÚù®ú ½þÉäEò®ú ¨ÉèEò ¥ÉÉhb÷ Eäò 

‡|É‡¨ÉªÉ¨É |ÉÉ{iÉ Eò®äúMÉÉ*

¨ÉèEò ‡ºÉ]õÒ ¥ÉÉÏhb÷MÉ EòÉ |É¦ÉÉ´É
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2014-15 ¨Éå BEò „É½þ®ú ºÉä, 2016-17 ¨Éå 24 „É½þ®ú, ¦ÉÉ®úiÉ ¦É®ú ¨Éå +SUôÒ ¤ÉføÉäiÉ®úÒ ¤ÉiÉÉxÉä´ÉÉ±Éä ¨ÉèEò „É½þ®úÉå ºÉä 

±ªÉÚ‡¥ÉEåò]õ ‡¤ÉVÉxÉäºÉ Eäò ‡±ÉB ‡ºÉ]õÒ ¥ÉÉÏhb÷MÉ {É½þ±É BEò ¤ÉÉVÉÒ {É±É]õxÉä ´ÉÉ±ÉÒ ¤ÉxÉ MÉ<Ç ½èþ*

¨ÉÉ‡±ÉEòÉå iÉlÉÉ ¨ÉèEèò‡xÉEòÉå B´ÉÆ ´ÉÉ½þxÉvÉÉ®úEòÉå ºÉ¦ÉÒ ¨Éå 

¨ÉèEò EòÉä ±ÉÉäEò‡|ÉªÉ ¤ÉxÉÉiÉÉ ½èþ* ºÉÉ¨ÉÉxªÉiÉ: MÉ®úÉVÉ +Éì]

õÉä ´ÉEÇò„ÉÉì{É B‡®úªÉÉ ªÉÉ +ÉºÉÉxÉÒ ºÉä {É½ÖÆþSÉxÉä´ÉÉ±Éä ºÉc÷EòÉå 

{É®ú ½þÉäiÉä ½éþ* ºÉÉ¨ÉÉxªÉiÉ: MÉ®úÉVÉ Eäò ¨ÉÉ‡±ÉEò =xÉEäò 

uùÉ®úÉ nùÒ VÉÉxÉä´ÉÉ±ÉÒ ºÉä´ÉÉ+Éå EòÉ |ÉSÉÉ®ú Eò®úiÉä ½èþ +Éè®ú 

´É½þÉÆ }±ÉäCºÉ ¤ÉÉäbÇ÷, ¤ÉèxÉºÉÇ B´ÉÆ iÉä±É EÆò{É‡xÉªÉÉå Eäò ‡¦ÉxiÉ 

‡SÉjÉÉå ºÉä ¦É®äú ½þÉäiÉä ½éþ ‡VÉºÉä {É½þ±Éä ºiÉ®ú EòÒ MÉ®úÉVÉ 

¥ÉÉÏhb÷MÉ Eò½þÉ VÉÉ ºÉEòiÉÉ ½èþ*

 

‡EòºÉÒ ¦ÉÒ ¥ÉÉhb÷ Eäò ‡±ÉB  ±É‡IÉiÉ OÉÉ½þEòÉå iÉEò ¥ÉÉhb÷ 

VÉÉMÉ°üEòiÉÉ ‡xÉÌ¨ÉiÉ Eò®úxÉÉ +iªÉÆiÉ VÉ°ü®úÒ ½þÉäiÉÉ ½èþ* 

±ÉÖ‡¥ÉEåò]õ ¸ÉähÉÒ ¨Éå ‡EòºÉÒ ¥ÉÉhb÷ ‡´É„Éä¹É EòÒ |ÉSÉÉ‡®úiÉ 

Eò®úxÉä +Éè®ú =ºÉä ºÉ¡ò±É ¤ÉxÉÉxÉä ¨Éå ¨ÉèEäò‡xÉEò ¤É½ÖþiÉ 

¨É½þi´É{ÉÚhÉÇ ¦ÉÚ‡¨ÉEòÉ ‡xÉ¦ÉÉiÉä ½éþ* <xÉ ¨ÉäEèò‡xÉEòÉå +Éè®ú 

=xÉEäò MÉ®úÉVÉÉå EòÉä xÉB-xÉB iÉ®úÒEäò ºÉä ¨ÉèEò ¥ÉÉìhb÷ Eäò 

|ÉSÉÉ®ú Eäò ‡±ÉB ‡xÉªÉÉä‡VÉiÉ ‡EòªÉÉ MÉªÉÉ CªÉÉå‡Eò ¥ÉÉhb÷ 

EòÒ ºÉ¡ò±ÉiÉÉ Eäò ‡±ÉB ºÉ¨|Éä¹ÉhÉ ªÉÉ ¤ÉÉiÉ-SÉÒiÉ ¤É½ÖþiÉ 

VÉ°ü®úÒ ½þÉäiÉÒ ½èþ* <ºÉ ¤ÉÉiÉ xÉä ½þ¨Éå 2 ®äú ºiÉ®ú Eäò MÉ®úÉVÉ 

°ü{ÉÉÆiÉ®úhÉ Eäò ‡±ÉB |Éä‡®úiÉ ‡EòªÉÉ* <ºÉ |ÉEòÉ®ú ºÉ¨ÉÚSÉä 

MÉ®úÉVÉ EòÉä ¨ÉèEò ¥ÉÉhbä÷b÷ |ÉÉ‡vÉEÞòiÉ ºÉÌ´ÉºÉ º]äõ„ÉxÉ ¨Éå 

°ü{ÉÉÆiÉ‡®úiÉ Eò®ú ®ú½äþ ½éþ*

¥ÉÉhb÷ ºÉ¨|Éä¹ÉhÉ EòÉä |ÉÒ‡¨ÉªÉ¨É OÉäb÷ iÉlÉÉ ¤ÉÒ{ÉÒºÉÒB±É 

Eäò ®ÆúMÉÉå EòÉ ºÉÖ°ü‡SÉ{ÉÚhÉÇ °ü{É ºÉä ={ÉªÉÉäMÉ Eò®úxÉä {É®ú 

EäòÎxpùiÉ ‡EòªÉÉ MÉªÉÉ* ¥ÉÉÆËb÷MÉ Eäò ‡½þººÉä Eäò °ü{É ¨Éå 

¨ÉxÉ¨ÉÉä½þEò nùÉä iÉ®ú¡ò ¥ÉÉhbä÷b÷ ºÉÌ´ÉºÉäºÉ {ÉÉ<±ÉÉìxÉ ¦ÉÒ 

MÉ®úÉVÉ Eäò |É´Éä„É uùÉ®ú {É®ú ±ÉMÉÉªÉÉ MÉªÉÉ* ¨ÉèEò MÉ®úÉVÉ 

¥ÉÉhb÷ xÉÉ¨É EÖòUô ºÉ¨ÉªÉ Eäò ‡±ÉB |ÉSÉ‡±ÉiÉ lÉÉ +Éè®ú 

ªÉ½þ ‡xÉhÉÇªÉ ‡±ÉªÉÉ MÉªÉÉ ‡Eò <ºÉ +‡¦ÉªÉÉxÉ Eäò xÉÉ¨É EòÉä 

+‡vÉEò ºÉ¨ÉEòÉ±ÉÒxÉ ¨ÉèEò ºÉ´ÉÇ ºÉä BEò xÉ<Ç {É½þSÉÉxÉ 

nùÒ VÉÉB* 

½þ¨ÉÉ®äú ´ªÉÉ{ÉÉ®ú ¨Éå ¨ÉèEäò‡xÉEò +Éè®ú MÉ®úÉVÉ ¨É½þi´É{ÉÚhÉÇ 

|É¦ÉÉ´ÉEòÉ®úÒ iÉi´É ½èþ CªÉÉå‡Eò +ÆiÉ ¨Éå ´Éä ½þÒ +Æ‡iÉ¨É 

|ÉªÉÉäHòÉ EòÒ ±ÉÖ‡¥ÉEåò]õ ºÉÆ¤ÉÆvÉÒ {ÉºÉÆnù xÉÉ{ÉºÉÆnù EòÉä 

|É¦ÉÉ‡´ÉiÉ Eò®úiÉä ½éþ* ‡EòºÉÒ ¦ÉÒ ±ÉÖ‡¥ÉEåò]õ ¥ÉÉhb÷ Eäò 

‡±ÉB ¨ÉèEäò‡xÉEò VÉ¨ÉÒxÉÒ ºiÉ®ú Eäò ¥ÉÉhb÷ +¨¤ÉèºÉäb÷®ú 

½þÉäiÉä ½éþ* =x½åþ ¨ÉèEò ±ÉÖ‡¥ÉEåò]õ Eäò |ÉSÉÉ®ú ¨Éå „ÉÉ‡¨É±É 

Eò®úxÉä Eäò ‡±ÉB ½þ¨ÉxÉä |É‡ºÉrù ̈ ÉäEèò‡xÉEò ®úxÉ MÉ®úÉVÉÉå EòÒ 

"¨ÉèEò MÉ®úÉVÉ" ¨Éå °ü{ÉÉÆiÉ‡®úiÉ Eò®úxÉä EòÉ +‡¦ÉGò¨É „ÉÖ°ü 

‡EòªÉÉ ½èþ iÉÉ‡Eò =i{ÉÉnù +Éè®ú ¥ÉÉhb÷ EòÉä ±ÉÉäEò‡|ÉªÉ 

¤ÉxÉÉªÉÉ VÉÉ ºÉEäò* 

¥ÉÉÏhb÷MÉ B´ÉÆ ºÉä´ÉÉ+Éå Eäò VÉ‡®úB MÉ®úÉVÉ Eäò ºÉÉlÉ 

½þ¨ÉÉ®úÒ {ÉÉ]ÇõxÉ®ú‡„É{É EòÉ =qäù„ªÉ ¤ÉÉVÉÉ®ú ¨Éå ¨ÉèEò ¥ÉÉhb÷ 

EòÉ xÉÉ¨É +Éè®ú |É‡ºÉrùÒ ‡xÉÌ¨ÉiÉ Eò®úxÉÉ ½èþ ªÉÉ‡xÉ MÉ®úÉVÉ 

2 ºÉ´ÉÇ
MÉ®úÉVÉÉå EòÒ {É‡®ú´ÉiÉÇxÉEòÉ®úÒ ¥ÉäÏhb÷MÉ

½þ¨ÉxÉä CªÉÉ ‡EòªÉÉ

B±É<Çb÷Ò 
¤ÉÉäbÇ÷ 

„É]õ®ú {ÉåË]õMÉ

]ÅèõC]õ®ú ]ÅõÉ±ÉÒ {ÉåË]õMÉ

+Éì]õÉä ¤ÉèEò 
¥ÉÉÏhb÷MÉ

‡®ú]äõ±É +É=]õ±Éä]õ 
¥ÉÉÏhb÷MÉ

M±ÉÉä ºÉÉ<xÉ 
¤ÉÉäbÇ÷

‡®ú]äõ±É®ú ¤ÉÉäbÇ÷

¨ÉèEò MÉè®úVÉ

‡®ú]äõ±É®ú nÚùEòÉxÉ 
{É‡®ú´ÉiÉÇxÉ

´ÉÉì±É {ÉåË]õMÉ

¥ÉÉÏhb÷MÉ BEò ¡òÉªÉnäù +xÉäEò
CªÉ½þ JÉ®úÒnùiÉä ºÉ¨ÉªÉ ¨ÉèEò ¥ÉÉhb÷ Eäò ‡±ÉB 

VÉÉMÉ°üEòiÉÉ ‡xÉÌ¨ÉiÉ Eò®úiÉÉ ½èþ* 

CªÉ½þ BEò où„ªÉÉi¨ÉEò ºÉÚSÉxÉÉ ½èþ +Éè®ú |ÉÒ‡¨ÉªÉ¨É 

MÉ®úÉVÉ Eäò ºÉÉlÉ ¨ÉèEò Eäò ºÉÆ¤ÉÆvÉÉå EòÉ {É‡®úSÉÉªÉEò ½èþ* 

CªÉ½þ ¨ÉèEò EòÒ {Éä„Éä´É®ú Uô‡´É näùiÉÉ ½èþ*

CªÉ‡nù OÉÉ½þEò MÉ®úÉVÉ ºÉä ±ÉÖ‡¥ÉEåò]õ xÉ½þÓ JÉ®úÒnù ®ú½þÉ 

½èþ/´É½þÉÄ EòÒ ºÉä´ÉÉ+Éå EòÉ ={ÉªÉÉäMÉ xÉ½þÓ Eò®ú ®ú½þÉ 

½èþ, ‡¡ò®ú ¦ÉÒ ½þ¨ÉÉ®äú ¥ÉÉhb÷ EòÉ ‡´ÉYÉÉ{ÉxÉ Eò®úiÉÉ ½èþ*

C<ºÉEòÒ {É½ÖÆþSÉ +Éè®ú |É¦ÉÉ´É IÉäjÉ ¨Éå +iªÉÆiÉ 

´ªÉÉ{ÉEò ½èþ JÉÉºÉEò®ú ªÉ‡nù ªÉ½þ +‡vÉEò VÉxÉºÉÆJªÉÉ 

´ÉÉ±ÉÉ ½èþ*

C+iªÉÆiÉ |É¦ÉÉ´É„ÉÉ±ÉÒ ¨ÉäEèò‡xÉEò/MÉ®úÉVÉ JÉÆb÷ ¨Éå 

½þ¨ÉÉ®úÒ ={ÉÎºlÉ‡iÉ ºlÉÉ‡{ÉiÉ Eò®úxÉä ¨Éå ¨Énùnù Eò®úiÉÉ 

½èþ*

CMÉ®úÉVÉ ¨ÉÉ‡±ÉEò +Éè®ú MÉ®úÉVÉ ¨ÉäEèò‡xÉEò ºÉä nùÒPÉÇ 

+´É‡vÉ ºÉÆ¤ÉÆvÉ ¤ÉxÉÉxÉä ¨Éå ¨Énùnù Eò®úiÉÉ ½èþ*

C½þ¨Éå ¨ÉèEò ¥ÉÉhbä÷b÷ MÉ®úÉVÉ EòÉ ={É¦ÉÉäMÉ Eò®úxÉä ¨Éå 

¨Énùnù Eò®úiÉÉ ½èþ +Éè®ú OÉÉ½þEòÉå Eäò ‡±ÉB ̈ ÉèEò OÉäb÷ EòÒ 

{ÉºÉÆnùÒnùÉ ¤ÉxÉÉxÉä ¨Éå ºÉÉvÉEò ¤ÉxÉiÉÉ ½èþ ºÉÉlÉ ¨Éå MÉ®úÉVÉ 

¨ÉäEèò‡xÉEò ºÉä ‡´É„Éä¹ÉYÉ ºÉ±ÉÉ½þ ¦ÉÒ ‡¨É±ÉiÉÒ ½èþ*

COÉÉ½þEòÉå EòÉä ¥ÉÉhbä÷b÷ MÉ®úÉVÉ ‡¨É±ÉiÉÉ ½èþ VÉÉä 

|ÉÉ‡vÉEÞòiÉ ºÉÌ´ÉºÉ º]äõ„ÉxÉ Eäò VÉèºÉÉ ‡nùJÉiÉÉ ½èþ +Éè®ú 

=ºÉÒ iÉ®ú½þ EòÒ +xÉÖ¦ÉÚ‡iÉ |ÉnùÉxÉ Eò®úiÉÉ ½èþ*

MÉ®úÉVÉÉå EòÒ {É‡®ú´ÉiÉÇxÉEòÉ®úÒ ¥ÉäÏhb÷MÉ
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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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<ºÉ MÉ‡iÉ‡´É‡vÉ EòÉä näù„É ¦É®ú ̈ Éå nùÉä½þ®úÉªÉÉ MÉªÉÉ iÉÉ‡Eò <ºÉ 

+xÉÉäJÉä {É½þ±É ºÉä +‡vÉEòiÉ¨É ¨ÉÉ<±ÉäVÉ +Éè®ú où„ªÉiÉÉ 

‡¨É±Éä* {É‡®ú´ÉiÉÇxÉEòÉ®úÒ MÉ®úÉVÉ ¥ÉÉÏhb÷MÉ EòÉä EòÉ®ú, 

¤ÉÉ<CºÉ, ]ÅõEò, ]ÅèõC]õºÉÇ +Éè®ú +Éì]õÉä ‡®úC„ÉÉ MÉ®úÉVÉÉå {É®ú 

±ÉÉMÉÚ ‡EòªÉÉ MÉªÉÉ ½èþ* ªÉ½þ +‡¦ÉGò¨É ¨ÉÖJªÉiÉ: ¨ÉèEò Eäò 

‡±ÉB ¥ÉÉhb÷ VÉÉMÉ°üEòiÉÉ +Éè®ú ¥ÉÉhb÷ ‡®úEòÉì±É ‡xÉÌ¨ÉiÉ 

Eò®úxÉä Eäò ‡±ÉB ½èþ* <ºÉEòÉ +Æ‡iÉ¨É |É¦ÉÉ´É <ºÉ |ÉEòÉ®ú 

½þÉäMÉÉ :- 

>>=ºÉ MÉ®úÉVÉ ºÉä ‡¤ÉGòÒ ¨Éå <VÉÉ¡òÉ +Éè®ú ºÉÉlÉ ½þÒ 

¥ÉÉhb÷ EòÉ |ÉSÉÉ®ú, <ºÉ |ÉEòÉ®ú MÉ®úÉVÉ ´ÉÉ±Éä <±ÉÉEäò ¨Éå 

‡¤ÉGòÒ ¨Éå <VÉÉ¡òÉ*

>>¨ÉäEèò‡xÉEòÉå Eäò ‡±ÉB ¨ÉÚ±ªÉ |ÉºiÉÉ´É ‡xÉÌ¨ÉiÉ Eò®úxÉÉ 

‡VÉºÉºÉä +‡vÉEò ¨ÉäEèò‡xÉEòÉå EòÉä =xÉEäò MÉ®úÉVÉ EòÒ nÚùºÉ®äú 

ºiÉ®ú EòÒ ¥ÉÉÏhb÷MÉ Eäò ‡±ÉB xÉÉ¨ÉÉÆ‡EòiÉ Eò®úxÉÉ +Éè®ú 

MÉ®úÉVÉÉå ºÉä ¨ÉèEò ¥ÉÉhb÷ EòÉ ={É¦ÉÉäMÉ Eò®úxÉÉ*

>>¨ÉäEèò‡xÉEòÉå/MÉ®úÉVÉ ¨ÉÉ‡±ÉEòÉå Eäò ºÉÉlÉ nùÒPÉÇ +´É‡vÉ 

{ÉÉxÉä EòÒ ½þÉäc÷ ¨Éå ½èþ, ½þ¨ÉÉ®äú ‡±ÉB <xÉ ºÉ¤ÉºÉä ½þ]õEò®ú 

EÖòUô +±ÉMÉ Eò®úxÉÉ WÉ°ü®úÒ lÉÉ, ‡VÉºÉºÉä ½þ¨É ¦ÉÚ‡¨É 

ºiÉ®ú {É®ú ¥ÉÉhb÷ EòÒ ´ÉÉÆ‡UôiÉ où„ªÉiÉÉ {ÉÉ ºÉEåò* <ºÉ 

=qäù„ªÉ ºÉä, ºÉ¨{ÉÚhÉÇ nÖùEòÉxÉ EòÉä ‡´É‡„É¹]õ ¨ÉèEò ±ÉÚ¤É 

nÖùEòÉxÉ ¨Éå {É‡®ú´ÉÌiÉiÉ Eò®úxÉä EòÉ |ÉªÉÉäMÉ ‡EòªÉÉ MÉªÉÉ* 

<ºÉºÉä +´ªÉ´ÉºlÉÉ EòÒ ºÉ¨ÉºªÉÉ EòÉ ºÉ¨ÉÉvÉÉxÉ ½Öþ+É 

+Éè®ú ¥ÉÉhb÷ EòÉ ´ÉÉÆ‡UôiÉ |É¦ÉÉ´É xÉ Eäò´É±É =ºÉ nÖùEòÉxÉ 

3‡®ú]äõ±É®ú nÖùEòÉxÉÉå EòÒ{É‡®ú´ÉiÉÇxÉEòÉ®úÒ ¥ÉÉÏhb÷MÉ

±ÉÚ¤ºÉÂ ¤ÉÉWÉÉ®ú ¨Éå, ‡®ú]äõ±É®ú ªÉÉ EòÉ=Æ]õ®ú nÖùEòÉxÉ ´Éä ºlÉÉxÉ 

½éþ VÉ½þÉÄ OÉÉ½þEò ºÉÒvÉä ¥ÉÉhb÷ Eäò ºÉ¨{ÉEÇò ¨Éå +ÉiÉÉ ½èþ* 

‡®ú]äõ±É®ú Eò<Ç iÉ®ú½þ Eäò ¥ÉÉhb÷ ®úJÉiÉä ½éþ +Éè®ú ½þ¨ÉÉ®äú 

=i{ÉÉnù (¨ÉèEò) EòÉä <xÉºÉä +±ÉMÉ ®úJÉxÉä Eäò ‡±ÉB, 

<ºÉ ºlÉÉxÉ ¨Éå ½þ¨ÉÉ®äú ¥ÉÉhb÷ EòÉ º{É¹]õ ‡nùJÉÉ<Ç näùxÉÉ 

+É´É„ªÉEò ½èþ* nÖùEòÉxÉÉå ¨Éå ‡´É‡´ÉvÉ |ÉEòÉ®ú Eäò =i{ÉÉnù 

¦É®äú ½þÉäiÉä ½éþ, ªÉ½þÉÄ +xÉäEò +ÉäB¨ÉºÉÒ +{ÉxÉä-+{ÉxÉä 

}±ÉäCºÉ ¤ÉÉäbÇ÷, {ÉÉì<Æ]õ +Éì¡ò ºÉä±É ªÉÖ‡xÉ]ÂõºÉ, ‡b÷º{±Éä ®èúEò 

<iªÉÉ‡nù ®úJÉiÉä ½éþ*

JÉ®úÒnù ºlÉ±É ¨Éå ±ÉIªÉ PÉ]õEò EòÉä |É¦ÉÉ‡´ÉiÉ Eò®úxÉä Eäò 

‡±ÉB, ‡®ú]äõ±É®ú nÖùEòÉxÉÉå ¨Éå où„ªÉ °ü{É ºÉä ºÉÆ´ÉÉnù ºÉÉvÉxÉÉ 

WÉ°ü®úÒ ½èþ* BEò ¤Écä÷ ½þÒ +ºiÉ-´ªÉºiÉ ºlÉÉxÉ {É®ú, VÉ½þÉÄ 

Eò<Ç Eò¨{É‡xÉªÉÉÆ JÉÖnù®úÉ nÖùEòÉxÉÉå ¨Éå ={É±É¤vÉ ½þ®ú VÉMÉ½þ 

ºÉÆ¤ÉÆvÉ ¤ÉxÉÉxÉÉ +Éè®ú <ºÉ iÉ®ú½þ ¨ÉèEò Eäò ‡±ÉB BEò ‡]

õEòÉ>ð ´ªÉÉ{ÉÉ®ú ¨ÉÉìb÷±É ¤ÉxÉÉxÉÉ*

‡jÉ=qäù„ªÉÒªÉ ±ÉIªÉ Eäò ºÉÉlÉ ªÉÉ‡xÉ ¥ÉÉhb÷ où„ªÉiÉÉ +Éè®ú 

={É±É¤vÉiÉÉ EòÉä ºÉÖoùgø ¤ÉxÉÉxÉÉ, ¥ÉÉhb÷ {ÉºÉÆnù EòÉä OÉÉ½þEò 

iÉEò {É½ÖÆþSÉÉxÉÉ +Éè®ú MÉ®úÉVÉ ¨ÉÉ‡±ÉEòÉå B´ÉÆ ¨ÉäEèò‡xÉEòÉå Eäò 

ºÉÉlÉ nùÒPÉÇ +´É‡vÉ ºÉÆ¤ÉÆvÉ EòÉªÉ¨É Eò®úxÉä ¨Éå ½þ¨Éå +É„ÉÉ 

½èþ ‡Eò "¨ÉèEò ºÉ´ÉÇ' MÉ®úÉVÉ +‡¦ÉGò¨É ºÉä ½þ¨É EòÉ¡òÒ 

±É¨¤ÉÉ ºÉ¡ò®ú iÉªÉ Eò®åúMÉä*
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C‡®ú]äõ±É®úÉå Eäò ‡±ÉB ¨ÉÚ±ªÉ |ÉºiÉÉ´É ºÉÞ‡VÉiÉ 

Eò®úiÉä ½ÖþB +‡vÉEò ‡®ú]äõ±É®úÉå EòÉä ‡uùºiÉ®úÒªÉ 

¥ÉÉÏhb÷MÉ ½äþiÉÖ nùVÉÇ Eò®úÉxÉÉ +Éè®ú =xÉEäò EòÉ=Æ]õ®ú 

ºÉä ¨ÉèEò ¥ÉÉhb÷ EòÉ ‡´É{ÉhÉxÉ Eò®úxÉÉ*

C ‡®ú]äõ±É®úÉå Eäò ºÉÉlÉ nùÒPÉÇEòÉ±ÉÒxÉ ºÉÆ¤ÉÆvÉ 
ºlÉÉ‡{ÉiÉ Eò®úxÉÉ +Éè®ú <ºÉºÉä ¨ÉèEò EòÉ 

ºÉÆ{ÉÉä¹ÉhÉÒªÉ ¨ÉÉìbä÷±É iÉèªÉÉ®ú Eò®úxÉÉ* 

C <ºÉ +‡¦ÉGò¨É EòÉä ¤ÉÉWÉÉ®ú ¨Éå +SUôÒ 

|É‡iÉ‡GòªÉÉ ‡¨É±ÉÒ ½èþ +Éè®ú EòÉ®úÉä¤ÉÉ®ú EòÉä ‡xÉ¨xÉ 

±ÉÉ¦É ½ÖþB ½éþ :

C ªÉ½þ GòªÉ ºlÉ±É {É®ú ¨ÉèEò ¥ÉÉhb÷ EòÒ 
VÉÉMÉ°üEòiÉÉ {ÉènùÉ Eò®úiÉÉ ½èþ*

C‡®ú]äõ±É®ú EòÒ nÖùEòÉxÉ ¨Éå ¨ÉèEò ={É±É¤vÉiÉÉ Eäò 

¤ÉÉ®äú ¨Éå ªÉ½þ VÉÉxÉEòÉ®úÒ B´ÉÆ ºÉÆ|Éä¹ÉhÉ |ÉiªÉIÉ ½èþ*

C ªÉ½þ ¨ÉèEò EòÒ ´ªÉÉ´ÉºÉÉ‡ªÉEò |É‡iÉ¨ÉÉ 
ºlÉÉ‡{ÉiÉ Eò®úiÉÉ ½èþ*

C <ºÉºÉä ½þ¨ÉÉ®äú =i{ÉÉnù EòÉ ‡´ÉYÉÉ{ÉxÉ ½þÉäiÉÉ ½èþ, 
ªÉ‡nù OÉÉ½þEò =ºÉ ºÉ¨ÉªÉ ±ÉÖ‡¥ÉEåò]õ xÉ JÉ®úÒnù ®ú½äþ 

½þÉä iÉ¤É ¦ÉÒ*

C <±ÉÉEäò ¨Éå <ºÉEòÒ {É½ÖÆþSÉ +Éè®ú |É¦ÉÉ´É 

+iªÉÆiÉ ´ªÉÉ{ÉEò ½èþ*

C +iªÉÆiÉ |É¦ÉÉ´É„ÉÉ±ÉÒ ¨ÉèEäò‡xÉEò/MÉè®úÉVÉ 

PÉ]õEò ¨Éå ½þ¨ÉÉ®úÒ ={ÉÎºlÉ‡iÉ nùVÉÇ Eò®úÉxÉä ¨Éå 

ºÉ½þÉªÉEò ½èþ*

C Eò¨{ÉxÉÒ uùÉ®úÉ |ÉÉ‡vÉEÞòiÉ B´ÉÆ ‡´É‡„É¹]õ ¨ÉèEò 
±ÉÚ¤É nÖùEòÉxÉ EòÉ |É¦ÉÉ´É näùiÉÉ ½èþ*

C ªÉ½þ BEò ±ÉÉMÉiÉ |É¦ÉÉ´ÉÒ, nùÒPÉÇEòÉ±ÉÒxÉ 
¥ÉÉhb÷ ºÉ¨|Éä¹ÉhÉ ½èþ*

¡òÉªÉnäù +xÉäEò, |É¦ÉÉ´É ¦ÉÒ

¨Éå ½Öþ+É, ¤ÉÎ±Eò =ºÉ {ÉÚ®äú <±ÉÉEäò ¨Éå ½Öþ+É VÉ½þÉÆ ´ÉÉä 

nÖùEòÉxÉ ÎºlÉiÉ lÉÉ* <ºÉºÉä ¥ÉÉhb÷ Eäò |É‡iÉ ´ªÉÉ{ÉEò iÉÉè®ú 

{É®ú, VÉÉMÉ°üEòiÉÉ {ÉÉ<Ç MÉ<Ç*

<ºÉ +‡¦ÉGò¨É EòÉ ¨ÉÖJªÉ =qäù„ªÉ ½èþ OÉÉ½þEòÉå EòÉä ¨ÉèEò 

¥ÉÉhb÷ Eäò |É‡iÉ VÉÉMÉ°üEò Eò®úxÉÉ +Éè®ú JÉ®úÒnùiÉä ºÉ¨ÉªÉ 

<ºÉä ªÉÉnù ®úJÉxÉÉ* +ÆiÉiÉ: <ºÉEäò ‡xÉ¨xÉ ±ÉÉ¦É ½þÉåMÉä* 

>> =ºÉ EòÉ=Æ]õ®ú ºÉä ‡¤ÉGòÒ ¤ÉgøÉxÉÉ +Éè®ú ¥ÉÉhb÷ EòÉ 

|ÉSÉÉ®ú Eò®úiÉä ½ÖþB, =ºÉ <±ÉÉEäò Eäò EòÉ=Æ]õ®úÉå ºÉä ‡¤ÉGòÒ 

¤ÉgøÉxÉÉ*

>> ‡®ú]äõ±É®úÉå Eäò ‡±ÉB ¨ÉÚ±ªÉ |ÉºiÉÉ´É ºÉÞ‡VÉiÉ Eò®úiÉä ½ÖþB 
+‡vÉEò ‡®ú]äõ±É®úÉå EòÉä ‡uùºiÉ®úÒªÉ ¥ÉÉÏhb÷MÉ ½äþiÉÖ nùVÉÇ Eò®úÉxÉÉ 

+Éè®ú =xÉEäò EòÉ=Æ]õ®ú ºÉä ¨ÉèEò ¥ÉÉhb÷ EòÉ ‡´É{ÉhÉxÉ Eò®úxÉÉ*

>>‡®ú]äõ±É®úÉå Eäò ºÉÉlÉ nùÒPÉÇEòÉ±ÉÒxÉ ºÉÆ¤ÉÆvÉ ºlÉÉ‡{ÉiÉ Eò®úxÉÉ 

+Éè®ú <ºÉºÉä ¨ÉèEò EòÉ ºÉÆ{ÉÉä¹ÉhÉÒªÉ ¨ÉÉìbä÷±É iÉèªÉÉ®ú Eò®úxÉÉ* 

+‡iÉ‡®úHò 

¨ÉÉÌVÉxÉ 

+VÉÇxÉ

+Éì]õÉä¨ÉÉä‡]õ´É 

‡´ÉiÉ®úEòÉå ¨Éå ¤ÉgøÉäiÉ®úÒ

¤ÉÉWÉÉ®ú SÉèxÉ±É ¨Éå 

¤ÉgøÉäiÉ®úÒ 

¨ÉÖJªÉ ¥ÉÉhb÷ ¨Éå 

iÉÒxÉ +ÆEòÉå EòÒ 

¤ÉgøÉäiÉ®úÒ 

¨ÉèEò xÉÉ‡ºÉEò ¨Éå 
#1 ¥ÉÉhb÷ 

¨ÉÖJªÉ {É‡®úhÉÉ¨É  

<ºÉ +‡¦ÉGò¨É EòÉä ¤ÉÉWÉÉ®ú ¨Éå +SUôÒ |É‡iÉ‡GòªÉÉ 

‡¨É±ÉÒ ½èþ +Éè®ú EòÉ®úÉä¤ÉÉ®ú EòÉä ‡xÉ¨xÉ ±ÉÉ¦É ½ÖþB ½é

ªÉ½þ +‡¦ÉGò¨É, näù„É¦É®ú Eäò ºÉ¦ÉÒ ±ÉÚ¤É |Énäù„ÉÉå ¨Éå ±ÉÉMÉÚ ‡EòªÉÉ VÉÉ ®ú½þÉ ½èþ* ªÉ½þ ½þ¨ÉÉ®äú OÉÉ½þEòÉå Eäò ¨ÉxÉ ¨Éå ¨ÉèEò 

¥ÉÉhb÷ EòÒ |É‡iÉ¨ÉÉ ¨ÉWÉ¤ÉÚiÉ Eò®úxÉä ¨Éå ªÉÉäMÉnùÉxÉ näùEò®ú, ±ÉÚ¤ºÉ EòÒ ºÉÉ¨ÉÉxªÉ ¦ÉÚiÉ±É ‡´ÉYÉÉ{ÉxÉ EòÒ +´ªÉ´ÉºlÉÉ ºÉä UÖô]

õEòÉ®úÉ {ÉÉEò®ú ½þ¨Éä =iEÞò¹]õ ¨ÉÉ<±ÉäVÉ B´ÉÆ où„ªÉiÉÉ näùxÉä ¨Éå ºÉ½þÉªÉEò ½þÉäMÉÒ*
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VÉÉxÉÉä  
+{ÉxÉÉ+Éä

Know more :
www.bharatpetroleum.in

¦ÉÉ®úiÉ {Éä]ÅõÉä‡±ÉªÉ¨É EòÉì{ÉÉæ®äú„ÉxÉ ‡±É‡¨É]äõb÷ EòÉ |É¨ÉÖJÉ 

¥ÉÉhb÷ ¨ÉèEò ±ÉÖ‡¥ÉEåò]ÂõºÉ, +{ÉxÉÒ ¸ÉähÉÒ EòÉ ºÉ¤ÉºÉä 

iÉäWÉÒ ºÉä ¤ÉgøxÉä´ÉÉ±ÉÉ ¥ÉÉhb÷ ½éþ iÉlÉÉ ¨ÉÉä]õ®ú ´ÉÉ½þxÉ B´ÉÆ 

+ÉètÉä‡MÉEò JÉhb÷ Eäò ‡±ÉB +xÉäEò =i{ÉÉnù ½éþ* näù„É¦É®ú 

¨Éå ¡èò±Éä ¤ÉÒ{ÉÒºÉÒB±É Eäò ‡®ú]äõ±É +É=]õ±Éä]õ ({Éä]ÅõÉä±É 

{ÉÆ{É) ¤ÉÉVÉÉ®ú JÉhb÷ ¨Éå |ÉÉlÉ‡¨ÉEò B´ÉÆ +ÉètÉä‡MÉEò ±ÉÚ¤É 

‡´ÉiÉ®úEòÉå Eäò ´ªÉÉ{ÉEò xÉä]õ´ÉEÇò iÉlÉÉ +ÉètÉä‡MÉEò OÉÉ½þEòÉå 

EòÉä |ÉiªÉIÉ ‡¤ÉGòÒ uùÉ®úÉ ¨ÉèEò ±ÉÖ‡¥ÉEåò]õ ¤ÉäSÉä VÉÉiÉä ½éþ* 

EòÉäªÉ±ÉÉ, >ðVÉÉÇ, ºÉÒ¨Éå]õ, º]õÒ±É, +‡¦ÉªÉÉÆ‡jÉEòÒ, ‡xÉ¨ÉÉÇhÉ 

B´ÉÆ +´ÉºÉÆ®úSÉxÉÉ VÉèºÉä |É¨ÉÖJÉ IÉäjÉÉå iÉEò ¦ÉÒ ¨ÉèEò EòÒ 

{ÉÆ½ÖþSÉ ½èþ +Éè®ú ªÉ½þ ¦ÉÉ®úiÉÒªÉ ®äú±É´Éä B´ÉÆ ®úIÉÉ ¨ÉÆjÉÉ±ÉªÉ 

VÉèºÉä ºÉ®úEòÉ®úÒ ‡´É¦ÉÉMÉÉå EòÉä ¦ÉÒ ±ÉÖ‡¥ÉEåò]õ EòÒ +É{ÉÚÌiÉ 

Eò®úiÉÉ ½èþ*

¤ÉÒ{ÉÒºÉÒB±É EòÒ ¨ÉÖÆ¤É<Ç ‡®ú¡òÉ<xÉ®úÒ ¨Éå ¤Éäº]õ-<xÉ C±ÉÉºÉ 

OÉÖ{É II + ¤ÉäºÉ +ÉìªÉ±É EòÉ =i{ÉÉnùxÉ ½þÉäiÉÉ ½èþ VÉÉä 

=iEÞò¹]õ MÉÖhÉ´ÉkÉÉ´ÉÉ±Éä ±ÉÖ‡¥ÉEåò]ÂõºÉ EòÒ ¨ÉÖJªÉ ºÉÉ¨ÉOÉÒ 

½èþ* ¨ÉèEò uùÉ®úÉ näù„É¦É®ú Eäò iÉä±É ºÉÎ¨¨É¸ÉhÉ ºÉÆªÉÆjÉÉå ¨Éå 

‡´É…ÉºiÉ®úÒªÉ ºÉÆªÉÉä‡VÉªÉÉå Eäò ºÉÉlÉ ºÉÎ¨¨É‡¸ÉiÉ ±ÉÚ¤ºÉ 

={É±É¤vÉ Eò®úÉªÉÉ VÉÉiÉÉ ½èþ +Éè®ú ¨ÉèEò Eäò {ÉÉºÉ =iEÞò¹]õ  

±ÉÖ‡¥ÉEåò]ÂõºÉ, OÉÒºÉ iÉlÉÉ ‡´É‡„É¹]õ iÉä±ÉÉå Eäò 450 

BºÉEäòªÉÚ ½èþ VÉÉä 20 ‡¨É±ÉÒ ºÉä 210 ±ÉÒ]õ®ú Eäò ‡´É‡¦ÉzÉ 

{ÉèEò ¨Éå ={É±É¤vÉ ½þÉäiÉä ½éþ* xÉªÉä iÉä±É |É‡iÉ{ÉÉnùxÉÉå ¨Éå 

‡xÉ®ÆúiÉ®ú +‡¦ÉxÉ´ÉiÉÉ +Éè®ú OÉÉ½þEòÉå EòÒ ‡´É‡„É¹]õ 

+É´É„ªÉEòiÉÉxÉÖºÉÉ®ú ±ÉÖ‡¥ÉEåò]õ |ÉnùÉxÉ Eò®úxÉä ºÉä <ºÉ ¥ÉÉhb÷ 

EòÉä, {Éä]ÅõÉä‡±ÉªÉ¨É =tÉäMÉ Eäò +iªÉÆiÉ |É‡iÉº{ÉvÉÔ IÉäjÉ ¨Éå 

ºÉ¡ò±ÉiÉÉ |ÉÉ{iÉ ½Öþ<Ç ½èþ*

½þ¨ÉÉ®úÉ xÉä]õ´ÉEÇò 14000 {Éä]ÅõÉä±É {ÉÆ{ÉÉä, 700 ‡´É‡„É¹]õ 

±ÉÖ‡¥ÉEåò]ÂõºÉ ‡´ÉiÉ®úEòÉå +Éè®ú 71000 ºÉäEäòhb÷®úÒ OÉÉ½þEòÉå, 

‡VÉxÉ¨Éå MÉè®äúVÉ, ´ÉEÇò„ÉÉì{É iÉlÉÉ ¨É±]õÒ ¥ÉÉhb÷ ‡®ú]äõ±É 

nÚùEòÉxÉå „ÉÉ‡¨É±É ½éþ VÉÉä näù„É Eäò EòÉäxÉä-EòÉäxÉä ¨Éå ¡èò±ÉÒ 

½Öþ<Ç ½éþ*

<ºÉ ‡¤ÉVÉxÉäºÉ EòÉ ̈ ÉÚ±ÉÉvÉÉ®ú 3 ºÉÆ{ÉÚhÉÇ ºÉÖºÉÎVVÉiÉ ¤±ÉåËb÷MÉ 

B´ÉÆ ‡¡òË±ÉMÉ {±ÉÉÆ]õ +Éè®ú BEò +ÉvÉÖ‡xÉEò ±ªÉÚ¤ºÉ ‡¡òË±ÉMÉ 

{±ÉÉÆ]õ  ½èþ VÉÉä 60 +É{ÉÚÌiÉ ºlÉÉxÉÉå uùÉ®úÉ ¤ÉÉWÉÉ®ú EòÒ 

+É´É„ªÉEòiÉÉ+Éå EòÉä {ÉÚ®úÒ Eò®úiÉä ½èþ ‡VÉx½åþ +iªÉÉvÉÖ‡xÉEò 

ºÉ{±ÉÉªÉ SÉèxÉ <¹]õiÉ¨ÉÒEò®úhÉ |ÉhÉÉ±ÉÒ EòÉ ºÉ½þªÉÉäMÉ |ÉÉ{iÉ 

½éþ VÉÉä OÉÉ½þEòÉå EòÉä ºÉ¨ÉªÉ {É®ú =i{ÉÉnù EòÒ +É{ÉÚÌiÉ +Éè®ú 

½þ¨Éä„ÉÉ =i{ÉÉnù EòÒ ={É±É¤vÉiÉÉ ºÉÖ‡xÉÎ„SÉiÉ Eò®úiÉÒ ½èþ*

|É‡iÉº{ÉvÉÉÇ ºlÉÉxÉÒªÉ,IÉäjÉÒªÉ,ªÉÉ ‡ºÉ¡Çò ®úÉ¹]ÅõÒªÉ |É‡iÉº{ÉÌvÉªÉÉå 

iÉEò ºÉÒ‡¨ÉiÉ xÉ½þÓ ½èþ ±Éä‡EòxÉ ´Éè‡…ÉEò |É‡iÉº{ÉÌvÉªÉÉå ¨Éå 

¦ÉÒ ½èþ ‡VÉºÉ¨Éå =i{ÉÉnù Eäò ¨ÉÉÌVÉxÉ {É®ú nù¤ÉÉVÉ ¤ÉgøiÉÉ ½èþ* 

SÉÖxÉÉè‡iÉªÉÉå Eäò ¤ÉÉ´ÉVÉÚnù, ¨ÉèEò Eò<Ç =i{ÉÉnù ±Éä´É±É iÉlÉÉ 

¤ÉÉWÉÉ®ú <xÉÉä´Éä„ÉxÉÉå EòÉä ±ÉÉxÉä ¨Éå ºÉ¨ÉlÉÇ ®ú½þÉ ½èþ* ºÉÆ„ÉÉävÉxÉ 

B´ÉÆ ‡´ÉEòÉºÉ Eäò |É‡iÉ ½þ¨ÉÉ®úÒ |É‡iÉ¤ÉrùiÉÉ, ‡´É…ÉºiÉ®úÒªÉ 

±ÉÖ‡¥ÉEåò]ÂõºÉ Eäò xÉ<Ç {ÉÒgøÒ EòÉä ±ÉÉxÉä ¨Éå ½þ¨ÉÉ®úÒ ªÉÉäMªÉiÉÉ 

EòÉä |É‡iÉ‡¤ÉÎ¨¤ÉiÉ Eò®úiÉÉ ½èþ*

+xÉÖ¨ÉÉ{ÉÒ oùÎ¹]õEòÉähÉ ºÉä, +ÉVÉ VÉ½þÉÆ ½þ¨É JÉcä÷ ½éþ, 

¨ÉèEò ºÉä ®úÉä¤Éº]õ ´ÉÞ‡rù VÉÉ®úÒ ®úJÉxÉÉ +{Éä‡IÉiÉ ½èþ* ªÉä 

={É±ÉÎ¤vÉªÉÉÄ, |É‡iÉ¤ÉrùiÉÉ +Éè®ú ºÉ¦ÉÒ º]äõEò ½þÉä±b÷®ú, 

‡VÉxÉ¨Éå ½þ¨ÉÉ®äú ºÉx¨ÉÉxÉxÉÒªÉ OÉÉ½þEò, Bx]õ®ú|ÉÉ<ËVÉMÉ SÉèxÉ±É 

¦ÉÉMÉÒnùÉ®ú iÉlÉÉ ºÉnèù´É ºÉVÉMÉ ±ÉÖ‡¥ÉEäòx]ÂõºÉ ]õÒ¨É Eäò ºÉnùºªÉ 

½éþ,  Eäò vÉèªÉÇ ºÉä ´ÉÉºiÉ‡´ÉEòiÉÉ  ¤ÉxÉ MÉ<Ç ½èþ* OÉÉ½þEòÉå EòÉä 

‡nùB VÉÉxÉä´ÉÉ±Éä =i{ÉÉnù B´ÉÆ ºÉä´ÉÉBÆ ¤ÉxÉÉxÉÉ, +ÉvÉÖ‡xÉEò 

={ÉEò®úhÉ Eäò +xÉÖºÉÉ®ú =i{ÉÉnùÉå Eäò |ÉEòÉ®ú ¤ÉgøÉxÉÉ, 

‡´É‡„É¹]õ OÉÉ½þEò +É´É„ªÉEòiÉÉ Eäò +xÉÖ°ü{É +{ÉxÉä =i{ÉÉnù 

‡´ÉEò‡ºÉiÉ Eò®úxÉÉ +Éè®ú ºÉ´ÉÉækÉ¨É ºÉä´ÉÉBÆ <ºÉ ¥ÉÉhb÷ Eäò 

|É¨ÉÖJÉ ‡xÉ¹{ÉÉnùxÉ ]èõMÉ ºÉÚSÉEòÉÆEò ½éþ VÉÉä ºÉÖ‡xÉÎ„SÉiÉ Eò®úiÉÉ 

½èþ ‡Eò =ºÉEòÉ ]èõMÉ±ÉÉ<xÉ - ¨ÉèEò ºÉä ºÉÆ¦É´É ½èþ - EòÉä 

ºÉÉlÉÇEò Eò®úiÉÉ ½èþ*

ºÉÖMÉ‡`öiÉ iÉlÉÉ ºÉ½þÒ °ü{É ºÉä EòÉªÉÉÇÎx´ÉiÉ OÉÉ½þEò EäòÎxpùiÉ 

+‡¦ÉMÉ¨ÉÉå ºÉä  ¨ÉèEò º´ÉªÉÆ +{ÉxÉä {ÉÚ´ÉÇ ‡xÉ¹{ÉÉnùxÉ EòÉä ´É¹ÉÇ-

nù®ú-´É¹ÉÇ SÉÖxÉÉèiÉÒ näùiÉÉ +ÉªÉÉ ½èþ +Éè®ú ¤ÉÉWÉÉ®ú ¨Éå ÎºlÉiÉ 

‡´É‡¦ÉzÉ ºlÉÉ‡{ÉiÉ ¤É½Öþ®úÉ¹]ÅõÒªÉ |É‡iÉº{ÉÌvÉªÉÉå ½äþiÉÖ +É„ÉÆEòÉ 

|ÉºiÉÖiÉ Eò®úiÉÉ ½èþ*

¨ÉèEò ‡´ÉEòÉºÉ MÉÉlÉÉ EòÉ BEò +xªÉ ̈ É½þi´É{ÉÚhÉÇ {ÉIÉ <ºÉEòÒ 

ºlÉÉ{ÉxÉÉ ºÉä ¥ÉÉhb÷ ‡xÉ¨ÉÉÇhÉ {É®ú <ºÉEòÉ EäòÎxpùiÉ +‡¦ÉMÉ¨É 

®ú½þÉ ½èþ VÉÉä xÉ ‡ºÉ¡Çò ¨ÉèEò EòÉä +{ÉxÉä |É‡iÉº{ÉÌvÉªÉÉå ºÉä BEò 

Eònù¨É +ÉMÉä ®úJÉiÉÉ +ÉªÉÉ ½èþ, ¤ÉÎ±Eò ¥ÉÉhb÷ ‡®úEòÉì±É Eäò 

°ü{É ¨Éå ¦ÉÉ®úiÉ ¨Éå |É¨ÉÖJÉ iÉÒxÉ ±ÉÖ‡¥ÉEäòx]ÂõºÉ ¨Éå +{ÉxÉÉ 

ºlÉÉxÉ +ÌVÉiÉ Eò®úiÉÉ ®ú½þÉ ½èþ* VÉxÉÔ Eäò <ºÉ +ÆEò ¨Éå, 

½þ¨É ¨ÉèEò Eäò EÖòUô {É‡®ú´ÉiÉÇxÉ„ÉÒ±É ¥ÉÉÏhb÷MÉ +‡¦ÉMÉ¨ÉÉå EòÉä 

|É¨ÉÖJÉ ¥ÉÉhb÷ ‡xÉ¨ÉÉÇhÉ ºÉä ¥ÉÉhb÷ MÉÚÆVÉxÉ EòÒ ªÉÉjÉÉ {É®ú ±ÉÉ 

JÉc÷É ‡EòªÉÉ ½èþ*
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1. +É{É VÉxÉÔWÉ  ‡EòiÉxÉÒ ¤ÉÉ®ú {ÉgøiÉä ½èþ?

q ºÉ¦ÉÒ +ÆEò  q +‡vÉEòiÉ®ú +ÆEò    qEòÉä<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±ÉB´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

VÉxÉÔWÉ 
{ÉÉ`öEòMÉhÉ 
ºÉ´ÉæIÉhÉ
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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
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The time-line has captured some of the epic moments in the 40 years of Bharat Petroleum. You are 
our precious partners along the journey. We are sure you have very proud moments in your personal 
time-line with Bharat Petroleum. Tell us about your journey. From the year you started with us, your 
achievements and unforgettable moments. In a story not exceeding 1500 words please send us your 
beautiful memories of Bharat Petroleum. We would like to share it with many more on BPCL Social and 
even in exclusive compendiums that are planned as part of BPCL’s collectibles. As you know, the journey 
does not end, it continues with you. Together let’s tell the world about this wonderful journey called 
Bharat Petroleum.

Find your spot on the BPCL Timeline and ShARE it with us
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1. Like and Follow the official pages of Bharat Petroleum on Facebook & Twitter and send us your FB 
and Twitter profile names with your entry
2. Send your story in a word document to kavithamathew@bharatpetroleum.in
3. Send Photos 3 from the past and 3 recent photos of your Dealership/Distributorship
4. Contact Details to include CC Number, email, mobile number and office number
5. All inputs to reach us by 15 December 2016

Find your spot on the BPCL Timeline and ShARE it with us

how to send your special story :
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