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EDITORIAL [

Bharat Petroleum has a rich history of forging strong bonds of trust, innovation, and growth with

its channel partners. In this issue, we present to our readers an inspiring tale of one such enduring

relationship that has transcended time and multiple generations. Alongside, we also cover several

deeply impactful initiatives that define us and our innovative sectoral leadership.

harat Petroleum is ceaselessly expanding
Bits City Gas Distribution (CGD) network
across the nation, and the laying of the
foundation stone of the CGD project in
Bankura and Purulia districts of West Bengal
by Shri Narendra Modi, Hon'ble Prime Minister,
is one more step in this strategic endeavor. We
cover this event in our Spotlight section.

With a view to tapping new opportunities,
we forged several strategic alliances - in
CBG, more accessible dealer finance, as well
as strengthening and futureproofing our
supply chains.

We are defined by our customer-centric
innovation. MAK Lubricants showcased a
comprehensive range of lubricants at the
15 Roads & Highways (RAHSTA) Expo 2025,
demonstrating our leadership in infrastructure
lubrication solutions.

There has also been another interesting
initiative by MAK Lubricants to honour and
acknowledge the crucial contributions of
automobile mechanics in a very special and
innovative way. Want to know the 'what' and
'how' of it? Then, simply jump to the special
story in this issue that covers our one-of-a-
kind nationwide “Radio” campaign.

Our innovation and excellence were
recognised at several prestigious award
platforms. Bharat Petroleum was in the
limelight at the Goalfest Conclave 2025,
where MAK Lubricants was chosen among
the 'Prestigious Brands of India 2025' in the
Automotive Lubricants category. We shined
bright at the 19" Global Communication
Conclave 2025 hosted by the Public
Relations Council of India (PRCI), winning
the ‘Champion of Champions Trophy, as well
as victories across as many as 14 categories.

Bharat Petroleum has been adjudged the
'Most Preferred Workplace for Women 2025-26,
whichisatestamenttoourresolutecommitment
to inclusivity, empowerment, and building
a strong workplace culture, irrespective of
gender. Among several other coveted awards,
BPCL-CPO (Refineries) achieved national
recognition at the ISM-India Awards 2025,
securing two award wins.

A shared vision unites us with our channel
partners, nurtured by a relentless quest for
excellence. Our cover story narrates the
entrepreneurial journey of an enterprising
business family — an inspirational saga that
exemplifies enduring trust and ceaseless
growth spanning multiple generations.

According to the World Health Organization,
high blood pressure affected 1.4 billion people
globally in 2024. If not controlled and treated
inadequately, it could lead to serious health
issues, and even fatality. In our Health section,
we provide a broad overview.

This edition brings you an easy recipe to
prepare the delicious and very popular dish
of Mutton Biryani. Aromatic and enticing, the
dish packs sheer delight in its layered textures,
combining rich taste with spicy fragrance.

Serving you incisive and informative stories
is our constant endeavor. We would be glad
to have your suggestions to enhance our
offerings.

Happy Reading!

Sheilagh Nair

General Manager
(Public Relations & Brand)
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Cover sTORY

A 129-Year Legacy of Passion, Performance, and Progress

This is a captivating story of a family business that started with the spark of an idea, and has grown in leaps and bounds
over its 129 years of existence, expanding strategically and adopting modernity with changing times.

time when kerosene lamps lit the evenings,

and electricity was a distant dream for most
households. Amidst the bustle of cashew and peanut
trade, a visionary entrepreneur Shri M. Appasamy
Mudaliar was already looking beyond the horizon. He
shipped produce overseas, imported goods from the
United Kingdom, and with sharp foresight, stepped into
a new frontier — fuel retailing business. What began
with barrels of kerosene and light diesel oil would soon
grow into one of South India’s most enduring business
legacies.

The year was 1896 at Panruti in Tamil Nadu, a

Foundations of a Fuel Retailing Business

With his sharp business instincts, Shri Appasamy Mudaliar
partnered with Burmah Oil Company and Assam Oil
Company, introducing fuels at a time when electricity was
a luxury. In those days, kerosene lit homes and powered
cooking stoves, while light diesel oil kept small engines
running. His ability to spot opportunities and respond to
demand laid the foundation for a fuel retailing business that
soon became a lifeline to households and industries across
South India.

Early Years

After Shri Appasamy Mudaliar’s passing, the business was
carried forward by his brother, Shri M. Vedachala Mudaliar,
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and his son, Shri M. A. Krishnaraj Mudaliar. Under their
leadership, the enterprise grew into a formidable network,
stretching from Madras (now Chennai) to Pudukottai, with
more than 200 Burmah-Shell outlets across towns and
villages. Although most of these village outlets brought
relatively small revenue, cumulatively the business was
among the most successful entities in the region.

They were pioneers of theirtime, introducing dispensing
pumps as automobiles became common, shifting focus
from kerosene to petrol and high-speed diesel. In a bold
experiment to boost sales, the family even launched
a bus company, Shell Motor Service. Though later
sold, the venture remains a fascinating chapter in the
company'’s legacy.

A Turning Point

The early 1940s brought tragedy when Shri M. A.
Krishnaraj Mudaliar succumbed to yellow fever. His
untimely passing forced a reorganisation: the business
was divided between Shri M. Vedachala Mudaliar and his
nephew-in-law Shri A. R. Damodaran Mudaliar, who had
married Shri Krishnaraj’s daughter.

By then, the group had already begun consolidating its
operations, shifting focus from a sprawling 200-outlet

Issue No. 24 / July-Sep 2025



network to a more strategic cluster between Chennai and
South Arcot district, in Tamil Nadu.

Finally, in 1951, the split was formalised, whereby
Shri Vedachala Mudaliar retained outlets from Chromepet
to Tindivanam and Pondicherry, while Shri A. R. Damodaran
Mudaliar founded A.R. Damodaran Mudaliar & Co,
headquartered in South Arcot district.

The Baton is Passed

Till 1976, the firm was run solely by Shri A. R. Damodaran
Mudaliar. He later inducted his family as partners, weaving
them into the fabric of the business. Smt. Andal Damodaran
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(wife), Thiru Aswath Narayan and Thiru D. Sathyanarayanan
(sons), Smt. Kalpana Sabanayagam (daughter),
Smt. Vijayalakshmi Anantha Krishnan and Smt. Tripura
Sundari (sisters), Thiru Hari Krishnan (nephew), and later
joined by Smt.UrmilaSathyanarayanan (daughter-in-law)and
Smt.NarayaniSamyuktha Sathyanarayanan (granddaughter).

Thebusiness was steered by Thiru A.R.Damodaran until 1986,
when his son Thiru D. Sathyanarayanan took on a leadership
role. In 2016, the torch passed to the next generation, with
Smt. Narayani Samyuktha joining operations.

Presently, the dealership thrives under the stewardship of
Shri D. Sathyanarayanan, who oversees financial planning
and compliance, and his daughter Smt. Narayani Samyuktha,
who leads day-to-day operations, digital adoption, and
customer engagement.

From Bullock Carts to Tankers: Always
Moving Forward

From kerosene lamps to EV chargers, and from highways to
town centers, A. R. Damodaran Mudaliar & Co. has shown
remarkable foresight, and commitment to customer service.

For over 125 years, the guiding motto has remained
unchanged: “To serve every customer with trust, reliability,
and innovation.”

In those pioneering years, fuel distribution itself was a
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challenge. The product was carried in tanks mounted
on bullock carts, going from household to household.
Customers received exactly the quantity they desired,
measured out with calibrated cans — a system that built
trust right at the doorstep.

As demand grew, the supply chain modernised. Products
began arriving through railway tank wagons or packed cans
delivered by trucks, which were then distributed
locally. To keep pace with this growth, the family
invested in its own 8 kL tank trucks, transporting
fuel directly from Chennai terminals. Over time,
this fleet was upgraded to 12 kL vehicles, and
eventually to today’s 20 kL and larger tankers
that deliver with speed and efficiency.

A. R. Damodaran Mudaliar & Co., with its chain
of 11 Retail Outlets (ROs), is not just a dealership
— it is a heritage institution, blending tradition
with modernity, and standing tall as a symbol
of a family’s dedication to the fuel retailing
business.

What began as a bullock cart service has grown into a state-
of-the-art logistics network, magnifying the service factor
manifold. Technology has changed over the years, but the
dealership’s promise of service hasn't.

Modern Retail & Customer Focus

“We have embraced modern retail practices. We have always
provided our customers the benefit of latest technology by
offering them more choices, extra convenience, as well as
prompt and courteous service,” says Samyuktha, sharing the
customer-centric approach of the dealership.
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UFill has been enthusiastically accepted as a novel option
by customers as the swift fill-and-go option, with enhanced
transparency and trust. Digital payments were embraced
at their ROs several years ago, and are encouraged as the
preferred payment mode. Non-fuel retailing is available
at the ROs to refresh both drivers and travellers, extending
hospitality beyond fuel. CNG filling and EV charging
facilities support new-age vehicles and help in the nation’s

i'l.l'r':'_l-l‘*l’lrl
quest to decarbonising transportation.
What's more, Quick Oil Change (QOC)
machines have been installed at all their
outlets, delivering the highest free oil
changes in the district. In addition to all
this is the extra touch of care with 24x7
free nitrogen/air service with leak checks
and cap replacements, making road safety
accessible to all customers round the
clock.

More than Fuel: A Relationship
for Generations

The dealership greatly values its
relationship with customers, which is reciprocated by their
patrons in equal measure.

"At A. R. Damodaran Mudaliar & Co., our greatest strength is
not just fuel — it is the trust that spans generations. Many
of our customers have been with us for 30, even 40 years.
Their grandfathers visited our outlets when diesel was just
25 paisa a litre, and today their children and grandchildren
continue the same tradition. Every visit carries with it a story
of continuity, reliability, and shared growth," reminisces
Samyuktha.
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One long-time customer put it beautifully: “My
grandfather used to stop his bullock cart here for a litre of
diesel at 25 paisa. My father continued the same. Today, |
drive in with my car — and the greeting faces still welcome
me like family.”

The dealership has built
long-term relations with
customers by going the
extra mile.

Uninterrupted availability
of fuel is maintained,
ensuring that the tanks
never run dry; rain or
shine, fuel is always
ready. The patronage of
customers is appreciated
through loyalty schemes,
oil change melas, and gifts such as water bottles, towels,
kitchen equipment, and household goods. In business,
relations are pivotal for ensuring customer loyalty. It
is their personal touch that keeps customers not only
coming back but also bringing the next generation
along with them.

"Our Unique Selling Proposition (USP) is simple — we
don't just sell fuel. We nurture relationships. Customers

trust us because we stand by them, employees stay
because we treat them like family, and together, we
have built a legacy that fuels lives and livelihoods," says
Samyuktha.

Growing Together as a Family
The dealership firmly believes that its team is its family.

"The managers who run our outlets are true gems —
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four of them were personally trained and appointed by
our founder, Shri A. R. Damodaran Mudaliar, and they
continue to embody his values. Our longest-serving
employee has been with us for 38 years, and many others
have grown into leadership roles over time," shares
Samyuktha.

Samyuktha recalls how one senior manager summarised
his journey with the dealership to her. In his words: “Your
grandfather taught me how to serve every customer with
honesty and patience. Even today, when | guide new
staff, | remind them of his words: service first, everything
else will follow,”

The dealership has always ensured financial security
for their employees. Even before it was mandatory, the
dealership introduced Provident Fund (PF) and Employee
State Insurance (ESI) for their
staff based on a strong belief
in caring for those who serve
alongside them.

"At A. R. Damodaran Mudaliar &
Co., we believe that happy staff
makes for happy customers.
Our philosophy is simple:
when we care for our people;
they care for our business,
Samyuktha adds.

Every time a staff member delivers efficient, hassle-free
service, they are appreciated and encouraged on the
spot. These small but consistent words of recognition
build pride and motivation. They always remind the staff
that “Customers are paramount.” This simple truth brings
the team together to collaborate, improve service, and
ensure that the never lose sight of why the dealership
exists. Staff are incentivised based on sales, making
them feel that they share directly in the profit. This sense
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of ownership makes them more responsive, customer-
friendly, and personally invested in the outlet’s success.
For the dealership, achievements are never just numbers;
they are moments of joy. ,uuece. .,
When an RO wins an %n m ‘
award, they celebrate g
the occasion with their S
staff by organizing
cake-cuttings and &
shared meals, with both
vegetarian and non- |
vegetarian options to F
make everyone feel :

? Tc/
included and cared for. &
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Inclusivity & Empowerment

The dealership actively supports women’s employment
at its outlets, with careful focus on encouraging them
to balance their professional roles with commitments
at home. Also, they provide opportunities for the
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differently-abled, enabling them to maintain accounts,
manage key responsibilities, and even train as Driveway
Salesmen (DSMs) depending on their capabilities.

Caring Beyond Business

Through their Family Trust, they provide scholarships
to the children of employees, helping them pursue
school and college education. Many of their staff families
proudly narrate how these scholarships enabled their
children to become professionals and build successful
futures.

Every Pongal, employees are gifted a bag of rice and
clothes, ensuring that the harvest festival is celebrated
with dignity and joy in every household. Beyond gifts,
it is a gesture of honouring the people who fuel our
journey every day.

Compassion extends beyond people to animals as well.
Notably, the Mudaliar family provide gentle care to
animals in distress.
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Oil Change awards have recognised their
fast and reliable oil change services that
keep customer vehicles running smoothly.
The dealership was one of the earliest in
the region to facilitate digital payments.
The 'FINO Award for Largest Number of
Transactions' is a national-level recognition
they have earned for leading the country in
digital banking transactions, acknowledging
their early adoption of financial technology.
Sale performance in MAK range of products is
anotherareawhere the dealership shines.This
is evident in the Freedom Fest Performance
awards they have been bestowed with
for celebrating excellence during special
campaigns, achieving outstanding sales, and

Awards & Recognition: Celebrating enhancing customer engagement. Speed
Excellence across Generations Sales awards acknowledge the superior performance

Over the decades, A. R. Damodaran Mudaliar
& Co. has not only earned the trust of
customers but also industry recognition. Each
award reflects their commitment to service,
performance, and innovation.

|

The 'Lifetime Achievement Award, conferred
on Shri A.R.Damodaran Mudaliar by then BPCL
Chairman Shri Behuria at Mumbai, honoured
him for his pioneering role and contribution to
the fuel retailing business. The Best Performing
RO (Runner-Up) is another proud achievement.
It is a testament to their efficiency, dedication, and
customer focus at their Retail Outlets. Similarly, Quick

of the dealership in promoting 'Speed' fuel and related
products, while the Lube Sales awards they have
won demonstrate
consistency in
exceeding targets in
lubricant sales through
customer trust and
proactive service.

Each award is more than
atrophy;itis a reflection
of apromisetoinnovate,
to serve with integrity,
and to remain a trusted
partner to customers
and community.
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What the Future Holds

On potential growth areas for the
present and the future, Samyuktha was
clearly bullish on CNG, while equally
emphasising the importance of flex
fuels and EV charging.

"The future spells wider fuelling choices
for customers. CNG has appeared

strongly on the business scene. We (

are witnessing rapid growth in this
segment. It is today’s fuel and that
of the future. Flex fuels, with ethanol
blending, are important for the nation’s
energy security, and they help reduce
emissions. In step with the latest tech
advances in powering vehicles, we have
expanded our EV charging facilities,'
says Samyuktha, confident of an even
brighter future.

"Now, we are at a stage where we are
also considering making investments in
alternative/novel fuel production, if we
find asuitable opportunity. Forexample,
setting up a Compressed Biogas (CBG)
plant is something we could perhaps
be interested in. However, before that,
we have to consider several things such
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as statutory aspects like pollution control
norms, other compliances, as well overall
feasibility of a proposal,” adds Samyuktha,
brimming with confidence.

For 129 years, the Mudaliar family has
steered a business that is an amazing
example of Bharat Petroleum’s enduring
relationships with its channel partners. With
incessant growth over this entire period,
the enterprising family is looking forward to
unveiling new vistas in the years ahead.

Getificate of Appriciation
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Hon’ble Prime Minister Lays
Foundation Stone of CGD
Project in Bankura and Purulia
Districts of West Bengal

n a significant step towards expanding the City Gas
Distribution (CGD) network in India, Shri Narendra
Modi, Hon'ble Prime Minister, laid the foundation stone
of the CGD project in Bankura and Purulia districts of
West Bengal on July 18, 2025.
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Joining the Hon'ble Prime Minister on stage was
Dr. C. V. Ananda Bose, Hon'ble Governor of West Bengal,
Shri Hardeep Singh Puri, Hon’ble Union Minister of
Petroleum and Natural Gas (MoP&NG), and a galaxy of
other dignitaries.

The event, hosted by GAIL in Durgapur, had the gracious
presence of Shri Pankaj Jain, Secretary, MoP&NG, Shri P.
M. Khanooja, Addl. Secretary, MoP&NG, Shri D. K. Ojha,
DDG, MoP&NG, other MoP&NG dignitaries, along with
Shri Sanjay Khanna, C&MD and Director (Refineries),
Shri Subhankar Sen, Director (Marketing), Mr. Rahul
Tandon, Business Head (Gas), and Mr. Rouf M. Khan,
CGM (Projects & Marketing), Gas, Mr. Sudipto Mukherjee,
Head (Retail), East, and Mr. Vilas Pathrabe, Head (LPG),
East, along with other senior BPCL officials.

The occasion witnessed strong representation from
BPCLs other Business Units and Entities, including Retail,
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LPG, Lubes, Brand, Coordination and Aviation as well as
senior officials from major PSUs, viz., IOCL, HPCL, DVC,
etc. This collective presence highlighted the national
importance of the project and the shared commitment
across India’s energy ecosystem.

The Bankura & Purulia CGD project in West Bengal,
with a total cost of 1,950 crore, aims to provide Piped
Natural Gas (PNG) connections to 5,55,999 households,
250+ commercial and 35+ industrial customers and
also establish 29 CNG Stations for vehicular fuel across
Geographical Areas (GAs), in line with Minimum Work
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Foundation Stone of
City Gas Distribution Project in Bankura
& Purulia Districts of West Bengal

laid by
Shri Narendra Modi

Prime Minister
(through video conference)

@ In the sugust presence of -«
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v

& Ms. Mamata Baner!
o) | ﬂ y

Chief Minlster, West Br

Shri Shantanu Tl
U

Program (MWP) target as per authorisation by Petroleum
and Natural Gas Regulatory Board (PNGRB), as well as
laying steel pipelines to build a robust gas distribution
infrastructure.

The project is slated to generate employment, stimulate
local development and enhance the quality of life of
the people in these districts, besides playing a critical
role in transitioning the state of West Bengal towards a
gas-based economy by connecting Bankura and Purulia
districts to the “One Nation, One Gas Grid” vision of Govt.
of India. The project is scheduled to be completed by
March 2030.

Speaking on the launch, Shri Sanjay Khanna said, "This
project marks a major step forward in our mission to
make clean and affordable energy accessible to every
corner of India. With the Hon'ble Prime Minister laying
the foundation stone today, we are proud to begin
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this transformative journey in Bankura and Purulia —
empowering lives, driving economic development, and
contributing to India's vision of energy independence
and environmental stewardship."

Impact of the Project

The project is expected to have a significant impact on
the environment, employment, and the communities. It
aligns with India's net-zero emission goals, promoting
natural gas as a cleaner alternative to conventional fuels
by reducing air pollution and greenhouse gas (GHG)
emissions. The
project is expected
to reduce GHG
emissions by
approximately
27%, amounting to
a total reduction of
191 TMT over a 25-
year period. This
is equivalent to
planting 3.46 lakh
trees per year and
86.8 lakh trees over
the project period
of 25 years.

The project is also expected to create over 15 lakh
man-days of direct and indirect employment, boosting
local economic growth in these districts. Once fully
operational, a population of over 65 lakh will enjoy a
convenient, reliable, environment-friendly, and cost-
effective fuel supply.
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By providing a robust and
efficient gas distribution
infrastructure,  this  CGD
project sets the stage for
sustainable development
and a cleaner environment in
these districts.

Maiden Visit
of Director
(Marketing) to
Rohtak CGD

ohtak CGD had the honour of welcoming

Shri Subhankar Sen, Director (Marketing) on his
maiden visit to Gas Business Unit (BU) in the presence
of Mr. Anoop Taneja, Head (Gas), North, on August
18, 2025. It was an eventful day in the presence of
Director (Marketing), with territory apprising him on
the Geographical Area (GA) overview and business
landscape as well as visit to key gas infrastructure, i.e.,
GSPL-GIGL IP Station, City Gate Station (CGS), District
Regulating System (DRS) as well as customer outreach
and touchpoints.

Visit to Maruti Suzuki - a premier PNG industrial customer

Director (Marketing), along with Head (Gas), North and
Territory team visited M/s. Maruti Suzuki Industries
Limited (MSIL) and was greeted by Mr. Rohit Narula,
R&D unit Head, along with his management team. MSIL
management gave an overview of their only R&D facility
of India in Rohtak and also updated about the ongoing
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work underway at the R&D centre on different fuels and
variants of ethanol right up to E100.

also visited DRS at industrial model town area and took
stock of its working and its importance in the activation
of PNG industrial, commercial and domestic customers

Director (Marketing) apprised MSIL about the work
being done by BPCL in the field of green hydrogen, EVs
and other research work at our R&D facility in Greater
Noida. He briefed them about our close association with
automobile industry, and we being sponsors of BAJA
SAE & SUPRA SAE. The visit was marked by impactful
discussions on research advancements in energy and
automobile sector.

Visit to DODO

Director (Marketing) also visited our Dealer-Owned-
Dealer-Operated (DODO) M/s. BVR Gas Petroleum,
strategically located on the exit of Rohtak when moving
towards Delhi on the National Highway-90, which is
playing a crucial role in augmenting the CNG volume of
the Geographical Area (GA). He appreciated the efforts
made by the dealer for pushing sales and also enquired
about the customer and route profile of the RO and shared
key marketing insights to enhance the sales at the RO.

Visit to CGD IP Station of GSPL

He visited Gujarat State Petronet Limited (GSPL) GSPL
India Gasnet Limited (GIGL) IP station, where GSPL
team briefed him on their complete pipeline network
operations. This was followed by a visit to our CGS,
where the Territory team updated him on the criticality
of its operations and its role in the CGD network. He
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in the GA.

Director (Marketing)
acknowledged and
appreciated the
contribution and

efforts of Rohtak GA
in our Gas business
and motivated all to
scale it further with a
coherent vision. The
team is energised and
geared up to enhance
its performance to
achieve many more
milestones ahead.

Director (Marketing)
Inaugurates Kochi Lubes C&F
Warehouse

On August 31, 2025, the “Kochi Lubes C&F Warehouse”
was inaugurated by Shri Subhankar Sen, Director
(Marketing), in the presence of Mr. Aditya Mathur, Head
(Lubes), South, marking a new chapter for the Kochi
Lubes Territory under Southern Region.

Amidst Kerala’s Onam festivities, a traditional welcome
was accorded to Mr. Subhankar Sen. Following lamp-
lighting and curtain unveiling, Shri Sen inaugurated
the new Kochi Lubes C&F Warehouse, joined by senior
Primary Lubes Distributor (PLD) and Industrial Lubes
Distributors (ILDs).

Following this, Director (Marketing) toured the new
warehouse, witnessing modern palletised racks and
electric stacker systems. He felicitated senior warehouse
staff for their performance and appreciated Kochi
Refinery (KR) Projects & Estates team for their swift
project execution. He then interacted with Lubes HQ, KR
and Kochi officers, senior distributors, and C&F operators,
sharing insights on digitalisation and efficient work
practices, while reviewing initiatives like 3P Logistics and
gathering distributor feedback.
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The event was graced by Mr. Nitin Mehta, NCM (Reseller),
and Mr. Rahul Dongre, DGM (Strategy & Digital), Lubes
HQ, along with Mr. Harikishen V. R., State Head (Retail),
Kerala, Mr. Shaji Abdul Hakeemm, GM Ops. I/C (Retail),
I[rimpanam, Mr. Krishnakumar S., Head (Pipelines), South,
Mr. Priyadarshee Panda, State Head (I&C), Kerala, and
Mr. Sunil Bathula, Plant Manager (LPG), Kochi, Mr. George
Thomas, CGM (HR), and officials from Kochi Refinery.

This event marks a significant leap in strengthening the
supply chain of Kochi Lubes Territory and enhancing
services to customers across Kerala.

Commencement of Offshore
Pipeline Works at Mumbai-
Rasayani Pipeline
Project

PCL Pipelines has scripted yet
another historic milestone
with the ceremonial flag-off
of offshore pipeline works at

Land Fall Point-2 (LFP-02),
Ulwe, Navi Mumbai for the
prestigious Mumbai-Rasayani

Pipeline Project (MRPL) to mark
the start of Horizontal Directional
Drilling (HDD) pilot works for the
proposed 2.3 km HDD from land
to sea.

[N

The momentous ceremony
was inaugurated by Mr. Subhas
Balakumar, Director (Projects), Engineers India Limited
(EIL), in the presence of BPCLs senior leadership -
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Mr. Pardeep Goyal, Business Head (Retail),
Mr. A. R. S. Bhandari, ED (Mumbai Refinery),
Mr. Biju Gopinath, ED (Pipelines), Mr. Kani
Amudhan N., Chief Procurement Officer
(CPO-M), Mr. Dinabandhu Mandal, ED (E & P),
and Mr. S. Kannan, Business Head (Lubes).

Originating from BPCLs state-of-the-art
Mumbai Refinery, the 40-km pipeline
is designed to seamlessly transport
MS/HSD/SKO/ATF through 22-inch diameter
pipeline and LOBS/DAS product through
10-inch diameter pipeline to the upcoming
Petroleum, Oil and Lubricant (POL) and Base Oil Terminals
at Rasayani complex.

The 13.5 km offshore pipeline section of this project
represents one of the most challenging feats of
engineering in India’s pipeline history, as it crosses
critical waterways under the jurisdiction of Mumbai
Port Authority (MbPA), Jawaharlal Nehru Port Authority
(JNPA), MMBA and major navigation channels, including
Thane, Belapur, and Ambuja. Adding to its distinction,
the project will deliver India’s first-ever sea-to-sea HDD
crossing of 1.7 km - a landmark in trenchless pipeline
technology and a matter of immense pride for BPCL.

Speaking on the occasion, Mr. Gopinath underscored
BPCLs collective resolve to execute the project

with precision, accountability, and environmental
stewardship, affirming that the pipeline will provide
Mumbai Refinery with a seamless alternative for product
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evacuation through world-class infrastructure, apart
from improving logistics for Retail, Lubes and Aviation.

Mr. Subhas Balakumar lauded the legacy of BPCL-EIL
collaboration in project excellence, while highlighting
the formidable challenges of the MRPL Offshore
section. He reaffirmed the joint team’s commitment to
commissioning the pipeline ahead of schedule.

=
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Both leaders acknowledged the synergistic efforts of

BPCL, EIL, and executing partners, whose teamwork is
central to realising this ambitious vision.

The flag-off not only marks the start of a critical execution
phase but also reflects BPCL's core values of excellence,
resilience and innovation. The Mumbai-Rasayani
Pipeline Project is more than just infrastructure — it is
a bold stride towards energy security, a benchmark in
offshore engineering, and a symbol of India’s growing
self-reliance in fuel logistics and infrastructure.

Each beginning beneath the waters carries
the promise of progress above them —
and when that beginning is sanctified with
blessings and strengthened by BPCL's spirit
of teamwork, success becomes a certainty.

Business Head (Lubes)
Visits LOBP and Base Oil
Terminal at Rasayani

&P (West) had the honour of hosting

a delegation of Lubes Business Unit
headed by Mr. S. Kannan, Business Head
(Lubes) at the Lube Oil Blending Plant
(LOBP) project and Base Oil Terminal
on August 6, 2025. The delegation was
welcomed by the Mr. H. R. Dash, REH (West)
and the project execution team led by Mr. Suraj Singh
Parihar, Project Leader (E&P) for LOBP and Mr. Prabal
Singh, Project Leader (E&P) for Base Qil Terminal.

Though unable to attend the event due to unforeseen
exigencies, Shri Subhankar Sen, Director (Marketing),
extended his best wishes for the project, reaffirming his
confidence in the team to deliver this strategic initiative
with excellence.
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Being executed by Engineering and Projects (Marketing),
the LOBP project with a capital outlay of ¥526 crore, and
spread over 17 acres of land, is racing towards completion
by December 2025. Base Oil terminal has a capital outlay
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of 3266 crore and spread across 25 acres of land with
scheduled completion targeted for May 2026.

Upon commissioning, the fully automated LOBP will
have a production capacity of 75,000 MTPA, and will be
capable of manufacturing 334 grades of lube oils. The
facility will feature five filling lines for barrels, drums,
pails, and bottles, housed within a 50,000 sq. ft. concrete
mezzanine floor (approximately 1.2 acres). Additionally,
the plant willinclude a 28,000 sq. ft. warehouse equipped
with a 26-meter-high Automatic Storage and Retrieval
System (ASRS), capable of handling 555 SKUs — making
it the first of its kind in India.

The Base Oil Terminal will offer a tankage capacity
of approximately 87,000 KL for LOBS and DAS grade
products. It will be equipped for pipeline receipt of LOBS
and DAS, production of transformer oil, and dispatch via
both pipeline and tanker trucks.

The delegation appreciated the complexity of both the
projects and appreciated the project teams for achieving
this level of progress despite the challenges.

Sultanpur Team Hosts Business
Head (LPG)

growth, inclusive field engagement, and operational
excellence.

The visit commenced with a field interaction at M/s. Amar
Rasoi Point, Ayodhya, where the Business Head engaged
with the distributor team on key strategic initiatives
and on-ground challenges. The 5-kg Free Trade LPG
(FTL) cylinder initiative (a joint initiative with the district
administration) was launched by handing over of NC
documents to Anganwadi Kendra workers. Mr. Pandiyan
interacted with Anganwadi workers, introducing
them to BPCL's Consumer Retailing Initiative aimed at
developing rural micro-entrepreneurs and future-ready
retail solutions.

Onthe second day, the team visited Gonda Bottling Plant,
where a major technological upgrade was inaugurated
— the commissioning of a 10-Station Electronic
Carousel, enhancing operational accuracy, safety, and
aligning with the Zero Ka Dum (ZKD) quality framework.
A badminton court was also inaugurated under the
employee wellness initiative, promoting health and well-
being among staff.

During interactions with distributors, the leadership
outlined the strategic roadmap ahead, including

ultanpur LPG Territory had the honour of hosting
Mr. T. V. Pandiyan, Business Head (LPG), Mr. Rajesh
Kumbhare, Head (LPG), North, and Mr. Rajesh Kumar,
State Head, UPSO-1, during their two-day visit on July 18
and 19, 2025. This visit marked a significant milestone,
reaffirming BPCLs commitment to innovation-driven
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the Pure for Sure (PFS) initiative, Bharatgas Insta-
ATM, performance-based commissions, and digital
enablement — all anchored in a customer-centric
approach.

The dignitaries appreciated the exceptional upkeep
of the plant and the commitment of the staff. A tree
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plantation drive underscored BPCLs environmental
stewardship. The visit has energized the Sultanpur LPG
team, reinforcing their resolve to deliver excellence in
customer service and performance.

MAK Freedom Fest’25 Launched
at BP Greater Noida

he UP (West) & Uttarakhand State Office had the

honour of welcoming Mr. Pardeep Goyal, Business
Head (Retail), on his visit to BP Greater Noida. Amidst
much enthusiasm, he formally launched MAK Freedom
Fest'25 at the flagship Company-Owned Company-
Operated (COCO) BP Greater Noida in the presence of
Mr. Achman Trehan, Head (Retail), North, and Mr. Amol
Bhosale, State Head (UP-West
& Uttarakhand), along with
officers from RHQ, Region, State,
and Noida Territory.

The event commenced with the
inauguration of brand-new oil
change machines for both two-

wheelers and four-wheelers,
reinforcing the company’s
commitment to customer
convenience and service
excellence.

Customers  were  actively

engaged by Driveway Salesmen
(DSMs), who encouraged them
to avail of oil check and oil
change services. A specially
curated “Fortune Wheel” attraction added excitement for
customers opting for oil changes, bringing an element
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of fun and delight to the campaign. To further motivate
forecourt teams, a celebratory cake-cutting was held
to acknowledge the achievement of Noida Sales Area,
which recorded the highest number of oil changes in the
State.

Onthisoccasion, DSMs of NoidaTerritory COCOs were also
rewarded under the DSM/DSW Reward SPEED Scheme
rolled out by RHQ in recognition of
their exceptional efforts.

Addressingthe gathering, Business
Head (Retail) lauded the COCO’s
performance and motivated teams
to continue excelling in customer-
centric initiatives, which provide
a decisive edge in the trading
area and strengthen long-term
customer relationships.

Business Head (Lubes)
Inaugurates MAK SERVE facility
in Kolkata

As part of BPCL's ongoing commitment to strengthen
its presence in the lubricants market and foster

deeper customer trust, the MAK SERVE initiative
continues to expand its footprint with the inauguration
of a new MAK SERVE Car Care — G.S.H Motocorp in
Rajarhat, Kolkata.
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Strategically located in a high-traffic urban area, the
newly-launched outlet is poised to significantly enhance
the visibility of the MAK brand among city commuters
and residents. Designed to offer professional, reliable,
and customer-centric servicing, the garage stands as a
model of modern vehicle care infrastructure.

The inauguration was carried out by Mr. S. Kannan,
Business Head (Lubes), in the presence of Mr. Ravikanth
Govindu, Head (Lubes), East, and other roleholders and
officers from MAK ER Lubes team.

During the event, Mr. Kannan discussed the strategic
roadmap for expanding the MAK SERVE model across
key locations in the region. The event garnered attention
on social media platforms, effectively amplifying the
brand’s message and outreach to audiences across the
digital domain.

More than just a service point, MAK SERVE represents
BPCLls commitment to quality, consistency, and
empowerment — delivering trusted service experiences
that resonate with both customers and communities.

Second BeCafé of Indore
Territory Inaugurated

It marked another step forward in our journey to
enhance customer convenience and deliver a modern
retail experience. The event was graced by the presence
of senior leaders, including Mr. Manoj Menon, Business
Head (I&C), Mr. Thomas James, Head (Retail), West,
Mr. Raman Malik, then CGM (Admin Services, Facilities
& CSR), Mr. Sanjay Choubey, Head (LPG), West,
Mr. Praveen Gangwar, GM (Non-Fuel Business), Retail-HQ,
Mr. Neeraj K. Jaria, State Head (Retail), Madhya Pradesh
& Chhattisgarh (MP & CG), and Mr. Bivash Mondal, State
Head (LPG), MP & CG.

M/s. Lakshmi Service Station is located at Dewas Naka,
Indore, which is a residential and commercial hub, and
the Retail Outlet has become a complete energy station
with all initiatives — EV charging, Solar, CNG, and now
BeCafé.

In his address, Shri Sen appreciated MP & CG State
Office and Indore Retail Territory for their dedication in
strengthening the BeCafé brand across the region. He
highlighted the way BeCafé has been developed with
customer-centric facilities, creating a welcoming space that
enhances the overall retail journey. He also acknowledged
the silent yet consistent efforts of the teams that have
ensured BeCafé’s growing presence in Indore.

n September 1, 2025, Indore Retail Territory had the

honour of welcoming Shri Subhankar Sen, Director
(Marketing), for the inauguration of a second BeCafé of
Indore at M/s. Lakshmi Service Station.
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He conveyed his best wishes to the dealer and the

entire MP & CG Retail Team for their continued efforts.

He expressed confidence that the commitment and
innovative spirit demonstrated by Indore Territory will
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serve as a benchmark, inspiring further expansion of
BeCafé and reinforcing customer trust in the brand.

MAK Moto Rally 2025 Ignites
Passion and Builds Bonds in
Guwahati

he grand kick-off of the inaugural MAK Moto Rally

2025 was flagged off in Guwahati on July 4, 2025,
marking the beginning of an exciting new chapter
in MAK’s journey with the vibrant biking community in
the Northeast area. Over 100 bikers from 17 leading biker
clubs came together for an adrenaline-charged ride that
celebrated freedom, brotherhood, and the power of
performance.

The event was organised in association with Dannyz
Garage, a trusted MAK SERVE Partner, underscoring the
growing collaboration between MAK Lubricants and the
biking community. This initiative aims to foster deeper
engagement with bikers while building brand visibility
and awareness for MAK among key riding communities.

The rally was flagged off by Mr. S. Kannan, Business
Head (Lubes), in the presence of Mr. Ravikumar Natta,
Marketing Manager (Lubes), Mr. R.D.S. Dhillon, Head SCM
(Lubes), and Mr. Ravikanth Govindu, Head (Lubes), East,
and other senior members from Lubes HQ, and Regional
Roleholders, ER. Channel partners of the Eastern Region
also joined in to show their support.

As partofthe event, the newly launched MAK4T NXT series
from the 4T range of MAK Lubricants was showcased,
striking a strong chord with the biking community.
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The evening reached its crescendo with a power-packed
rock band performance, electrifying the atmosphere and
energising the crowd. The event received wide coverage
across major media outlets and was amplified by leading
social media influencers, capturing the spirit of biking
and the strengthening bond between MAK and its
growing rider community.

This event marks a significant step in MAK's brand
outreach journey, reinforcing its commitment to
supporting and empowering India’s biker ecosystem.

UP (West) and Uttarakhand
(Retail) Launch “Nitrogen Cities”

In an endeavour to enhance
customer-centric offerings
at retail outlets, the Uttar
Pradesh (West) & Uttarakhand
(Retail) team launched the
“Nitrogen  Cities” initiative,
covering four key cities —
Noida, Bareilly, Dehradun, and
Agra. Nitrogen air gauges have
now been installed at all Retail
Outlets (ROs) in these cities,
offering customers an added
service designed to improve
convenience and vehicle
performance.
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The launch at our flagship Retail
Outlet, BP - Greater Noida on August 16,2025, was graced
by Mr. Pardeep Goyal, Business Head (Retail), Mr. Achman
Trehan, Head (Retail), North, and Mr. Amol Bhosale, State
Head, UP (West) & Uttarakhand, along with officers from
RHQ, Region, State, and Noida Territory. Launches were
also conducted in parallel at Agra (Mathura Territory),
Bareilly (Bareilly Territory), and Dehradun (Dehradun
Territory), ensuring simultaneous rollout across the State.

The new initiative generated strong enthusiasm among
customers, with queues forming at ROs to avail of free
Nitrogen, while creating significant buzz and awareness
about the value-added services being offered.

This programme was the result of two months of
extensive planning and dealer engagement across all
four cities. Dealers were actively onboarded into the
initiative, highlighting the key benefits of Nitrogen usage
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— enhanced tyre durability, smoother rides, better grip,
and increased road safety. Consistent efforts were taken
to increase coverage until all ROs in the selected cities
were equipped with Nitrogen gauges.

The“Nitrogen Cities”initiative adds a strong differentiator
to the retail network, further strengthening the brand’s
positioning and reinforcing the focus on customer care,
safety, and service excellence.

MAK Lubricants Demonstrates
Advanced Lubricant Solutions
for the Infrastructure Sector

at 15" RAHSTA Expo 2025

AKLubricants made a strong markatthe 15" Roads &

Highways (RAHSTA) Expo 2025, held on September
3 and 4, 2025, at Jio World Convention Centre, Mumbai.
Asia’s largest infrastructure exhibition on roads, bridges,
highways, and tunnels attracted over 10,000 visitors and
100+ exhibitors from across India.

At the MAK Lubricant Solutions pavilion, we showcased
a comprehensive range of lubricants, reinforcing our
position as a one-stop solution

provider for infrastructure g
equipment lubrication. The [
pavilion became a hub for [
equipment manufacturers,
government officials,

engineers, and policymakers
to explore advanced
technologies that enhance
equipment performance and
durability in the demanding
infrastructure sector.
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The pavilion was inaugurated by Mr. Ravi Kumar
Natta, Marketing Manager (Lubes), in the presence of
Mr. Sarvesh Tomar, General Manager I/C, P&AD (Lubes),
Mr. Kumar Nandan Singh, Head (Lubes), West, and
other dignitaries, setting a tone of collaboration and
innovation. A key highlight was the presentation by
Dr. Prashant Parihar, Chief Manager, R&D (Lubes), where
he shared insights on the latest lubricant innovations
for the infrastructure sector, with a focus on sustainable
solutions that enhance machinery efficiency and extend
lifecycle in line with India’s infrastructure growth.

Over the two days, visitors interacted with MAK Lubricant
Solutions team to learn about the technical advantages
and application benefits of MAK products for road
construction and heavy equipment. The pavilion also
underscored MAK’s commitment to sustainability and
high-performance lubrication, aligned with the needs of
modern infrastructure.

As part of the India Construction Festival, the 15"
RAHSTA Expo 2025 served as a premier platform for MAK
Lubricants to showcase its leadership in infrastructure
lubrication solutions and build strategic partnerships
vital to advancing India’s infrastructure ecosystem.
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Gas North Moves Ahead with
CBG Implementation

Two Tripartite CBG Purchase Agreements
with GAIL Signed

In a significant step toward strengthening the green
energy ecosystem, Lakhimpur Geographical Area

(GA) of Gas North successfully signed two tripartite
agreements for the procurement of Compressed Bio-Gas

(CBQG) in collaboration with GAIL (India) Limited. These
agreements represent the 8" and 9" such tripartite
agreements signed by the GA. Till now, a total of 15
agreements have been signed by the various GAs of the
region for a total quantity of 122 tonnes per day (TPD).
This quantity is expected to be available by the year
2026, thereby further consolidating BPCL's commitment
to sustainable energy solutions and the development of
the City Gas Distribution (CGD)
network.

The signing took place in
Lucknow and witnessed the
participation of officials from
both organisations. Representing
BPCL were Mr. Ajit Kumar Singh,
Territory Manager (Gas), and
Mr. Shivansh Joshi, Sales Officer
(Gas). From GAIL, the agreements
were signed in the presence
of Mr. A. N. Jha, CGM, Lucknow Zonal Office, and
Mr. Anupam Gangopadhyay, GM, Lucknow Zonal Office.

These agreements aim to facilitate the long-term
procurement and offtake of CBG, a clean and renewable
fuel derived from agricultural and organic waste. By
leveraging this green fuel, BPCL seeks to reduce carbon
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emissions and contribute to India’s broader vision of
energy self-reliance. This would also help in reducing gas
procurement and transportation cost, thereby adding
to the profitability of the GA. Presently, Lakhimpur GA
is selling 37% of its natural gas sales volume for CNG
and PNG domestic with CBG, and the Northern region
is selling approximately 9.50% of its natural gas sales
volume for CNG and PNG domestic with CBG.

With these new additions, BPCL strengthens its foothold
in the CBG segment and continues to foster partnerships
that accelerate the
transition  to  cleaner
alternatives. The move is
expected to not only boost
local entrepreneurship in
bio-energy  production
but also ensure consistent
supply for the expanding
CGD networkin the region,
and it is expected to boost
Northern region CBG
blending to approximately
23% by 2026.

Strengthening Dealer
Financing: BPCL Signs MOU

with Leading NBFCs

MOU with L&T Finance

As part of continuous efforts to strengthen dealer
support and financial inclusion, the Electronic
Dealer Finance Scheme (EDFS) has taken a significant
leap forward with the signing of Memorandums of
Understanding (MOUs) with three leading Non-Banking
Financial Companies (NBFCs) - L&T Finance (LTF), Hinduja
Leyland Finance (HLF), and Tyger Capital.
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These partnerships are designed to enhance the reach
and effectiveness of EDFS, which has already facilitated
credit access for over 8,500 dealers through existing
banking partners such as SBI, Bank of Baroda, and ICICI.

s N 1
MOU with Hinduja Leyland Finance

Why NBFCs?

While traditional bank-led lending has served as a
backbone for credit support, smaller dealers often
face challenges due to stricter compliance norms and
collateral requirements. The inclusion of NBFCs creates
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MOU with Tyger Capital

an opportunity to bridge these gaps by offering flexible
credit norms, enabling financial inclusion for dealers
with lower credit scores; collateral-free financing of up
to %200 lakhs without hard collateral, with significantly
faster approvals; streamlined digital onboarding,
fully paperless process, no SAP integration, and direct
disbursement into virtual accounts, as well as enhanced
dealer support with proactive outreach supported by
dedicated relationship managers to drive awareness
and adoption.

This initiative represents a strategic
milestone in channel empowerment,
combining agility, inclusivity, and digital
enablement. With banking institutions
and NBFCs now working in tandem
under the EDFS framework, the scheme
is poised to further simplify access to
working capital, and strengthen the retail
outlet ecosystem.
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BPCL and FSN Forge Strategic
Partnership to Strengthen
BeCafé’s Supply Chain Excellence

v PCL has entered into a strategic

partnership with Food Service
Network (FSN), a leading warehousing
and logistics company, to strengthen
and future-proof BeCafé’s supply chain.

The agreement was signed by
Ms. Charu Yadav, CGM (Retailing
Initiative & Brand), BPCL and Mr. Rajesh
Shetty, CEO, FSN, in the presence of Mr. Pardeep Goyal,
Business Head (Retail), BPCL, Mr. Gorav, CGM (Marketing),
RHQ, Mr. Ashish Goyal, CGM (Finance), RHQ, and Mr. Praveen
Gangwar, GM (NFB), RHQ, along with senior officials from
BeCafé and FSN.

This partnership is a key milestone in
BeCafé’s journey to scale as a uniform,
customer-centricc, and pan-India café
brand. With FSN as our central warehousing
and logistics partner, BeCafé will now
benefit from seamless support for our
rapidly growing footprint and nationwide
scalability; dealer convenience in the form
\ of a single-window solution, reducing
‘ the need for supplier coordination;
assured availability and timely delivery for
enhanced supply chain reliability; uniform quality and
experience across outlets. This ensures standardisation
and consistency, technology-enabled operations for
better visibility, tracking, and responsiveness, as well as
sustainable logistics for eco-friendly practices aligned
with BPCL's ESG goals.

This collaboration reinforces our commitment to

transform every BeCafé into a vibrant, standardised, and
customer-focused experience.
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Alliance Forged with Metro
Cash & Carry for Supply of
FMCG Goods to In&Out Stores

Our Consumer Retail Business Unit (BU) has entered
into an agreement with M/s. Metro Cash & Carry
India Pvt.Ltd. asalliance partner for supply of fast-moving
consumer goods (FMCG) to our network of Rural and
Rurban In&Out stores — BPCL Lite stores and warehouses
at Lucknow and Indore. This tie-up will provide a wide
range of FMCG products at an attractive rates to our
channel partners running In&Out convenience stores.

Terms of Trade for In&Out Store

M/s. Metro Cash & Carry is India's leading wholesale
company, with food and non-food assortments, and
specialises in serving the needs of traders, kiranas,
restaurants, caterers, offices, as well as independent
businesses. This partnership will leverage BPCL's
extensive network to offer consumers more than just
fuel — groceries, as well as branded edible and household
items — transforming fuel stations into comprehensive
retail destinations.

Theterms of trade were signed between the organisations
by Mr. Amit Gupta, GM, Metro Cash
& Carry and Mr. Kannan Sundaram,
Head-Supply Chain & Operations
(Consumer Retailing), BPCL.

The initial tie-up is for Karnataka
(Bengaluru) and Andhra Pradesh
(Vijayawada), which will be expanded
to other states in stages.
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Delhi State Office Advances
#SilentVoices Initiative

On July 16, 2025, Delhi State Office (DSO) marked a
significant milestone in the #SilentVoices journey with
the successful conduct of the third edition of the Dealers’
sensitisation workshop in Ambala Territory. Designed in
consultation with experts from Skill Council for Persons
with Disability (SCPwD), the workshop was executed by
Team DSO, with strong support from Mr. Achman Trehan,
Head (Retail), North, and content inputs from Mr. John
Thomas, State Head (Retail), Delhi, Haryana & HP.

The event was inaugurated by Mr. Manish K. Verma,
DGM Marketing (Retail), Delhi, Haryana & HP,
followed by a session on the #SilentVoices
initiative by Mr. APS. Malhotra, Chief
Manager, Wayside Amenities (WSA) & BeCafé
(Retail). The workshop focused on dispelling
common myths, promoting inclusive
employment, and identifying simple yet
effective interventions to support the
integration of Speech and Hearing Impaired
(SHI) individuals into the workforce.

A total of 25 dealers participated in the session
and actively engaged in enriching discussions.
Also present were Mr. Shashank D. Sharma,
Territory Manager (Retail), Ambala, who delivered the
opening remarks, along with other BPCL officials.

Key takeaways from the program included a deeper
understanding of disability as a form of human diversity,
the importance of practicing disability etiquette, and
the need for accessible infrastructure and assistive
technologies in the workplace. Dealers also gained
insights into the business benefits of employing persons
with disabilities, supported by real-life examples and
success stories.
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Celebrating the Backbone of
Logistics

Western Region SmartFleet Network Meet
at Morbi, Gujarat

Bharat Petroleum Corporation Ltd.
A Govt of India Enterprise g

SmartFleet’
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"Every customer interaction is a doorway to trust,
growth, and a stronger network.”

With this conviction, Team Rajkot Retail proudly hosted
the SmartFleet Network Meet on July 3, 2025, in the
vibrant city of Morbi, Gujarat. The event welcomed an
impressive gathering of over 168 transporters and 14
distinguished dealers from across India, including states
of Haryana, Uttar Pradesh, Madhya Pradesh, Karnataka,
Rajasthan, and Guijarat.

The meet celebrated the indispensable role of
transporters in seamlessly moving vital commodities,
such as tiles, sanitaryware, chemicals, salt, and paper
from Morbi and Navlakhi ports to destinations across
the nation. Their dedication provides vital support to
industries and connects communities.

The event was graced by the presence of Mr. Praveen
Koul, GM (Highway Retailing), West, Mr. Achint Bhavsar,
State Head (Retail), Gujarat, Mr. Arpit Bansal, TM (Retail),
Rajkot, TC Retail, Rajkot, and Field Sales Officers from
Gurgaon, Udaipur and Gulbarga.

The event began with ceremonial lamp lighting,
symbolising unity, progress, and shared purpose, led by
BPCL officials and key transporters. A comprehensive
presentation was made on SmartFleet benefits by
Mr. Sanjay More, FSO, Kandla. The dealers showcased
the distinctive features and strengths of their respective
Retail Outlets, highlighting innovation and customer-
centric services. The attendees also united to take
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the “Swachhta Pledge,” reaffirming their commitment to
cleanliness and public hygiene. The evening concluded
with an engaging Q&A session, a quiz competition and
exciting awards, and a warm celebratory dinner, fostering
camaraderie and deeper connections.

This landmark event reaffirmed our
commitment to excellence, collaboration, and a
customer-first philosophy. It strengthened bonds
within the fleet-owner community and set the stage for
collaboration and future growth.

Nurturing High Potential NROs

Super Dealer Journey Mentorship Program
Rolled Out

s part of our ongoing commitment to engaging

high-potential New Retail Outlet (NRO) dealers from
the outset and unlocking their full potential, a focused
initiative — Super Dealer Journey Mentorship Program —
has been rolled out.

unwavering

Launch at Northern Region (NR) Retail Territory
The unique mentorship program was launched at
Northern Region (NR) Retail Territory on July 21 and
22, 2025 to nurture and mentor 54 high-potential NRO
dealers commissioned since FY 2023-24.

Conceived to accelerate the journey of these dealers
towards becoming Super Dealers, i.e., top performers
in their respective fields, the program features a multi-
layered approach. It commenced with an intensive two-
day workshop and continued with field-based guidance
from Territory Coordinators and mentorship from a panel
of Super Dealer Trainers comprised of exceptionally high-
performing peer dealers from NR Retail Territory.
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Territory Coordinators also participated in the workshop
to ensure alignment and consistent support at the
ground level. Mr. Achman Trehan, Head (Retail), North,
set the context and tone for the high-intensity sessions.

The program is designed to provide practical exposure
and peer-led insights. A key component included field
immersion visits to a high-performing NRO, showcasing
successful customer engagement initiatives. This
enabled participants to understand and adapt proven
strategies within their own markets.

Additionally, a unique “Manifestation” module
encouraged participants to reflect on overcoming
life challenges while aspiring for superior results.
Sessions focused on aspects such as innovations in
customer engagement, Retail Outlet (RO) profitability
enhancement, and strategies for thriving in competitive
markets.

The event concluded with the unveiling of the Super
Dealer contest, designed to evaluate the foundational
elements of successful RO dealerships, fostering
competitive spirit and goal orientation throughout
the mentorship journey. Inspiring closing remarks
were delivered by Mr. Achman Trehan, followed by the
distribution of a motivational book ‘Jeet Aapki’ by Shiv
Khera to support ongoing learning and resilience.

Karnataka Event

Mentorship is the bridge that turns potential into
performance. And to
realise this potential,
Karnataka Retail
Team organised the
Super Dealer Journey
Mentorship  Program
on August 19 and 20,
2025 at Bengaluru. The
program was specially
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designed for NRO Dealers who have
achieved less than 70% of their Retail
Outlet (RO) potential. A total of 25 NRO
dealers from Bangalore and Mysore
Territory attended the program.

Five senior high-performing dealers
delivered sessions on critical business
aspects in their own words as they
practiced and the way they succeeded.
The mentor dealers took sessions on customer
engagement, staff management & grooming, innovation
to win customers’ trust, highway leadership, succeeding
the competition, and leading the team by inspiring.

The mentors enriched the sessions by sharing real-
business experiences of how they evolved over the
years, inspiring the mentees with practical lessons and
motivation. A field visit to One-Stop Truck Shop (OSTS)
BP Mulbagal was organised for practical exposure
to mentees on RO upkeep, service standards, DSM
grooming, measure check and day-to-day operations. A
yoga and meditation session was also organised for the
team.

Mr. Ravi R. Sahay, Head (Retail), South addressed the
gathering and delivered valuable insights on the next
steps in marketing, leadership and basic business
practices to become a successful dealer. The dealers
enthusiastically shared their key learnings and takeaways,
committing to implement them in their business to
evolve as Super Dealers. All participants and mentors
were duly felicitated by Head (Retail), South and Mr.
Beerum Sukesh, State Head (Retail) Karnataka.

With a unique peer mentorship model supported by
field collaboration, the Super Dealer Journey program
for high-potential NROs is a significant step in converting
potential into performance for high-potential NRO
dealers, making it a transformational milestone in their
upward journey.
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Empowering Channel Partners

NH-52 & NH-53 Dealers’ Meet Organised
by Jalgaon Territory
hannel partner networking is not just about business,

it is about building trust, sharing vision, and growing
together.

Western Region Retail has embarked on a mission to
engage with its dealers from top 10 National Highways
(NHs), across the Region, to collaborate for strengthening
our market leadership.

The first such dealer engagement program was held
for NH-52 and NH-53 (formerly NH-3 & NH-6) in Jalgaon
Territory, chaired by Mr. Thomas James, Head (Retail),
West, Mr. Praveen Koul, GM (Highway Retailing),
West, and Mr. Abhijeet Chavan, State Head (Retail),
Maharashtra-2. Over 50 dealers
participated in the meet.

The event commenced with
a safety pledge and warm
introductions. ~ Mr.  Rahul
Kachare, TM (Retail), Jalgaon
Territory, presented Q1
performance highlights and
future plans. Mr. Abhijeet
Chavan emphasised the pivotal
role of dealersindriving MS and
HSD volumes. Mr. Thomas James outlined the agenda
and stressed the importance of service excellence.

A collaborative group exercise followed, where dealers
brainstormed actionable ideas to enhance sales and
sustain market leadership. Mr. Praveen Koul facilitated
the review and documentation of these initiatives, which
will be implemented within agreed timelines.
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The presence of regional leadership at the meet ensured
that the event was impactful and forward-looking. The
event concluded with enthusiasm, collaboration, and a
shared vision for growth.

'Miles to Go' - Bitumen Meet
Hosted by 1&C MP State Office

&CMadhyaPradeshStateOffice(MPSO)teamsuccessfully
organised 'Miles To Go' Bitumen Meet on August 25,
2025 for customers and transporters at Bhopal. The
event witnessed the enthusiastic participation of over 60
transporters and customers, including several from
adjoining states. The forum served as
an excellent platform to engage with
stakeholders and share insights into the
evolving bitumen business landscape.

The session commenced with awelcome
address and introduction by Ms. Amikul
Basur, Area Manager I&C, Bhopal.

Mr. Jitendra S. Pandey, State Head (1&C),
MP, delivered the keynote address
and emphasised the significance of
collaboration and working together as a team.

Informative presentations were delivered by Mr. Puneet
Gupta, GM (Logistics), I&C, HQ and Mr. Neeraj Kayasthi,
Ch. Mgr. (Business Development), I&C, HQ on the overall

bitumen scenario and logistics outlook in the segment.
Their engaging sessions were followed by the much-
appreaciated “Bhopal Badshah Quiz Competition,” which
was meticulously planned, designed and executed.

The meet received encouraging feedback from both
transporters and customers, who admired BPCL for
this initiative. The interactive and collaborative spirit
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of the event further strengthened relationships with

stakeholders and added to the momentum of BPCL's
customer-centric approach.

With the success of this initiative, the MPSO team looks
forward to organising more such engaging customer
interactions in the times to come.

Milap - SmartFleet Customer
Network Meet at Gwalior

walior, one of the largest truck traffic hubs in the
Western Region, plays a pivotal role in West/North
and pan-India freight movement, owing to its strategic
connectivity through NH-46, NH-44, NH-27, and NH-
719. With prominent transporters based in Gwalior

of Mr. Thomas James, Head (Retail), West, Mr. Praveen
Koul, GM (Highway Retailing), West, and Mr. Neeraj K.
Jaria, State Head (Retail), Madhya Pradesh & Chhattisgarh
(MP & CG), who outlined the vision for network expansion
and enhanced customer engagement.

Fleet Sales Officer, Bhopal showcased BPCLs latest
initiatives for transporters, while the participating
dealers highlighted the unique strengths of their Retail
Outlets. Over 90 transporters from Gwalior and Morena
and 16 dealers from MP, UP, and Rajasthan participated
in the event. Mementos were presented to high-volume
customers in recognition of their patronage and loyalty.

The meet was widely appreciated as a meaningful
engagement platform and is expected to generate
an incremental volume of nearly 300 kL per
month, reaffirming BPCLs focus on strengthening
partnerships and fostering growth.

Milap was not just a meeting, but a celebration of
partnerships, trust, and shared growth.

Reel Connect - SmartFleet Customer
Nights in Southern Region

martFleet Team, South, in collaboration with Retail
Territory teams, hosted special movie premiere nights
for SmartFleet customers at Gulbarga, Madurai, and
Salem. The evenings
were  curated to

.......

Transport Nagar and Morena, the region represents
significant business potential for long-haul transport
operations.

To harness these opportunities, “Milap — The SmartFleet
Customer Network Meet” was organised on August
6, 2025 at Gwalior. The event commenced with the
felicitation of senior customers, followed by addresses
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create a memorable
experience of
entertainment  and
togetherness for
valued SmartFleet
customers, select
high-selling  dealers,
iz and their families. At
Madurai and Salem,
guests enjoyed the
much-awaited release “Coolie,” featuring Tamil superstar
Rajinikanth, while in Gulbarga, audiences viewed the
Kannada film“Su From So,”a 2025 horror-comedy starring
Shaneel Gautham and Sandhya Arakere.

The events went beyond screenings to become shared
moments of appreciation and connection, with lively
conversations, high anticipation, and a strong sense of
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community. Customers shared warm feedback, noting
how refreshing it was to step away from the routine and
enjoy a cinematic experience with friends, families, and
the extended community. One customer aptly remarked
that the relationship has always been about more than
just fuel, reflecting the spirit of partnership and trust.

Each evening concluded with personalised souvenirs for
every guest as a token of gratitude and a keepsake
of a memorable night. The initiative underscored
a relationship-first approach—demonstrating that
great service extends beyond transactions into trust,
care, and shared experiences. Through thoughtfully
designed engagement like these premiere nights,
the team continues to strengthen long-term bonds
with SmartFleet customers and reinforce a culture
of customer-centricity and appreciation.

Tamil Nadu LPG Distributors’
Workshop

Nadu (TN)

amil
Workshop was organised on September 25 and
26, 2025 at Southern Region Office (SRO), Chennai for
distributors commissioned from 2018 onwards, with
the objective of enhancing knowledge and building
competency, as well as to align them with the company’s

LPG Distributors’ Operational
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expectations. The workshop was designed not only as a
professional knowledge-sharing platform but also as a
holistic development initiative, ensuring that distributors
gained insights into both business excellence and
personal growth.

The meeting was
graced by Mr. Peeyush
Gupta, Head (LPG), South,
Mr. Narayanaswamy, State
Head, Tamil Nadu, Mr.
Ramana Kumar, Marketing
Manager, Mr. Srinivasan,
Chief Manager, and Territory
Managers. Head (LPG),
South.

State Head shared LPG
Business Unit’s (BU) initiatives, operational best
practices (Zero Ka Dum), and during the workshop,
various topics were discussed and deliberated upon
to strengthen customer service and safety standards.
The group was also enriched with insights on basic LPG
aspects, opportunities in LPG business, profitability, and
governance.

A key highlight of the meet was the involvement of an
expert from the Brahma Kumaris, who enriched the
session with insights on behavioral aspects, fostering
a positive mindset in today’s dynamic environment.
Distributors were guided to strengthen self-awareness,

firr

I N

enhance emotional resilience, and develop a solution-
oriented approach to everyday challenges.

A series of activities engaging all stakeholders were
conducted. These interactive sessions combined
knowledge with entertainment, ensuring active
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participation and memorable takeaways. The activities
included games, team building and scenario-based
learning, as well as teamwork and customer-centric
thinking. The meet also provided a platform for open
interaction, allowing distributors to share experiences,
best practices, and innovative ideas.

Teams were formed to brainstorm among themselves
and frame strategies to improve business, focusing on
sales of domestic, commercial, and new initiatives.

Overall, the LPG distributors' meet was a blend of
knowledge, self-development, and experiential
learning by combining structured professional
inputs from sessions on positive thinking, behavioral
transformation, motivation, and providing safe,
customer-centric LPG services.

MAK Manthan Reinvigorates
Mechanics

he first MAK Manthan of 2025 was held on August
20 and 21, 2025 in Mumbai, bringing together 30
mechanics from across Western regions.

The program began with a visit to Mumbai Refinery,
Mahul, where participants attended an interactive
session with Mumbai Refinery team, followed by a guided

MAK Manthan |
2025-26

MAK makes it gggaitle.
-

tour of the refinery. The next day, they visited Wadilube
to understand the stringent quality and quantity checks
in lubricant supply, and later explored lubes R&D Centre
at Sewree, gaining exposure to the rigorous processes
behind product development.

The event was graced by Mr. Ravi Kumar Natta,
Marketing Manager (Lubes), HQ, and Mr. Renganathan
K., Head Marketing Services (Lubes), HQ, who engaged
with the mechanics and gathered their feedback. It was
anchored by Mr.S.Vinoth Kumar, MAK SERVE (Lubes), and

JOURNEYS | 26

coordinated by Mr. Navsharad Yadav, Marketing Services,
WR, with support from Lubes HQ and Mumbai Refinery
teams. The program, with enthusiastic participation of
the mechanics, was a grand success.

The participating mechanics left enriched with
knowledge and motivated to strengthen MAK’s presence
in their regions.

MAKe Your Mark

he team MAK Western Region organised its Annual

Distributor Panel Meeting in the vibrant city of Raipur.
The prestigious event celebrated the resilience and
achievements of our channel partners over the past year.
Aptly themed “MAKe Your Mark — Dream. Drive. Deliver,”
the event brought together the créme de la creme
of channel partners, the entire team of MAK Western
Region, and senior dignitaries from Lubes HQ.

The proceedings began with a warm welcome by
Mr. Kumar Nandan Singh, Head (Lubes), West, who
set the tone with an inspiring address. Mr. Ravi Kumar
Natta, Marketing Manager (Lubes), HQ, further energised
the audience with a rousing speech, urging them to
embrace challenges and outpace the competition. This
was followed by insightful panel discussions featuring
key HQ leaders, highlighting how cross-functional teams
across the Business
Unit collaborate
seamlessly to realise
the vision of our
business.

Mr. S. Kannan,
Business Head
(Lubes), took the

stage to articulate
the MAK Lubricants’
vision, emphasising
the need for meaningful, value-driven relationships
acrossthelubesvalue chain.He spotlighted breakthrough
initiatives like MAKSERVE and MAK Lubricant Solutions
as key differentiators in a competitive, evolving market.
Drawing from his vast experience, his heartfelt address
resonated deeply with the audience, leaving a lasting
impact.

The newly rechristened grades of the MAK 4T NXT
and MAKPLANITUM PRO series were also launched in the
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presence of Western Region channel partners and BPCL
team, marking a significant milestone in MAK product
evolution.

The meeting culminated in a spectacular awards
ceremony — a proud celebration that recognised
excellence, reaffirmed commitment, and reignited
momentum to scale new heights.

The meeting featured an inspiring session by renowned
motivational speaker Mr. Sonu Sharma, sparking a
dynamic exchange of ideas among channel partners
and instilling fresh drive to break barriers and set new
benchmarks. Team MAK Western Region remains fully
committed to MAKing a Mark and achieving exceptional
success in the years ahead.

Launch of ‘Khushiyon Ki Passbook’
in Eastern Region (Retail)

Driveway Salesmen (DSMs)/Driveway Sales Women
(DSWs) are the backbone and the face of BPCL,
embodying its promises and commitments to customers.
Present at retail outlets daily, despite the harsh weather
conditions, DSMs/DSWs diligently fulfill their duties to
meet the nation's fueling needs.

To recognise and reward the DSM/DSW, Sudipto
Mukerjee, Head (Retail), East launched the pioneering
and innovative 'Khushiyon Ki Passbook' scheme at
M/s. Padma and Sons Filling Station, Guwahati on July
1, 2025 in the presence of enthusiastic DSMs and DSWs,
dealers and Retail Outlet (RO) managers of Guwahati city.

Taking a cue from LPG, "Khushiyon Ki Passbook” is
conceptualised by Mr. Sudipto Mukerjee for Retail
Business Unit (BU) and is a pioneering step towards
addressing the financial aspirations of DSMs/DSWs,
while enhancing the earning potential of dealers—truly
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a win-win for all stakeholders. While dealers provide
incentives, a systematic and transparent mechanism was
missing. This scheme bridges that gap by introducing
a performance and incentive “Bahikhata” for each DSM
working at a dealership for the sale of lubricants from RO
forecourt.

Under the scheme, the RO manager will maintain a
dedicated ‘Khushiyon Ki Passbook’ for every DSM/DSW,
capturing their performance, incentives earned, and
family benefits availed on the sale of lubricants and
Speed. These could include well-deserved gifts like a
cycle for a child, a washing machine, or a television for

get Additional 1% Free Fuel :

the family — all sourced from the incentives earned over
a six-month period. This approach not only motivates
them but also involves their families, making them
valued stakeholders in the dealership’s success.

The launch of‘Khushiyon Ki Passbook’was also carried out
at all the territories of Eastern Region (Retail), where State
Heads and Territory Managers explained the scheme to
DSMs/DSWs. Sales Officers committed themselves to the
scheme and they will be the key monitoring mechanism.

This first-of-a-kind initiative will significantly boost
secondary sales of lubricants and help DSMs/DSWs
achieve their aspirational financial goals through
enhanced performance.
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Strengthening Driver
Community Engagement

UP-East Organises SDCV Health Check-up Drive

P-East State Team successfully conducted a large-
scale SDCV (Short Distance Commercial Vehicle)
networking drive on July 21, 2025
across six territories: Lucknow, Kanpur,
Gonda, Gorakhpur, Prayagraj, and
Varanasi, organising 24 health events.

Theinitiative adhered toastandardised
structure aligned with the SDCV model,
offering basic health check-ups, eye
examinations, colour blindness tests,
as well as blood pressure and blood
sugar screenings. Based on feedback
from the driver community, future events are planned to
include even more parameters.

The event witnessed strong participation from officers,
State Office personnel, and dealers. Sales Officers pre-
identified strategic touchpoints and Dominant Vehicle
Clusters (DVCs), such as vegetable/fruit mandis, stone
quarries, parking lots, and RTO yards, to ensure broad
outreach. Approximately 1,500 drivers benefited from
these health services.

Post-event feedback highlighted the importance of
regular and expanded initiatives. It is therefore proposed
to institutionalise SDCV health and business enablement
events on the 21 of each month. Under the leadership
of Mr. Pankaj Motiramani, State Head (Retail), the UP-East
team remains committed to impactful programs that
strengthen customer relationships, provide networking
opportunities, and reinforce our market leadership.
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Guarding Lives on Road

SmartFleet Insurance as a Social Responsibility

On July 24, 2025, the Western Region Fleet Team took
a significant step in supporting the community by
processing and disbursing SmartFleet
Driver Insurance claims totaling to
%20lakhtothefamilies of fourtruckers who
tragically lost their lives in road accidents
at Ahmedabad, Kandla, Surat, and Dhule.
This gesture aims to provide some relief to
the affected families during an extremely
difficult time.

Itdemonstratesan enduring commitment
to stand by those who form the backbone
of the transport industry and the nation. In Dhule, the
cheque was personally handed over to the customer by

Mr. Thomas James, Head (Retail) West, and Mr. Praveen
Koul, GM (Highway Retailing), Retail, West. Their presence
added a personal and emotional touch, making a
significant impact on the bereaved family as well as the
transporter community.

Suchiinitiatives strengthen the bond between SmartFleet
community as well as the broader transporter fraternity,
and highlight the core values of care, support, and trust.
Western Region Retail remains committed to supporting
drivers and their families, recognising that behind every
mile is a life, and every life matters.

Multi-Parametric Screening Systems
Provided for Govt. Medical College
& Hospital at Nagpur

As part of a transformative CSR initiative by HRS (West)
to enhance diagnostic infrastructure at Government
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Medical College & Hospital (GMCH), Nagpur, five cutting-
edge Multi-Parametric Screening Systems have been
installed across the departments of Gynaecology,
Anaesthesiology, General Medicine, Paediatrics, and
Cardiology at GMCH, Nagpur. These advanced systems
offer rapid and comprehensive diagnostic capabilities
for over 75 vital health parameters, enabling healthcare
professionals to make quick and accurate assessments. This
significantly reduces waiting time for patients, facilitating
prompt treatment decisions, and thus substantially
improving health outcomes for countless patients.

The vital CSR project funded by BPCL is poised to benefit
lakhs of citizens from Vidarbha, Chhattisgarh, Madhya
Pradesh, and Telangana regions - patients seeking
high-quality, accessible medical care at GMCH Nagpur.
The deployment of these state-of-the-art systems
marks a major step forward in bringing next-generation

healthcare solutions to underserved communities,
ensuring timely diagnosis and effective treatment across
diverse regions.

The inauguration of the initiative took place in the
presence of Dr. Raj Gajbhiye, Dean of GMCH Nagpur and
Mr. Suraj Shindhe, Manager, Admin Fac. (HRS) West. The
Dean expressed his heartfelt gratitude to BPCL for its
benevolence and emphasised the importance of such
initiatives in advancing healthcare infrastructure.

This  landmark initiative
underscores our collective
commitment to leveraging
innovation for social good,
reaffirming that accessible,
efficient healthcare is a right,
not a privilege.
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CSR Project 'Pragati' for
Skill Enhancement and
Nation-Building

PCL, under its CSR initiative, has taken another

significant step towards nation-building by launching
'Project Pragati — Empowering Mechanics, Powering
Progress.

On September 24, 2025, BPCL signed a Memorandum
of Understanding (MoU) with the Automotive Skills
Development Council (ASDC), New Delhi to implement
this landmark program. The MoU was signed by
Ms. Bina Mansukh, GM (Admin Services, Facilities & CSR),
CO, BPCL and Mr. Arindam Lahiri, CEO, ASDC, in the
presence of Mr. Syed Abbas Akhtar, then ED (PR & Brand),

CO, Mr. S. Kannan, Business Head (Lubes),
Mr.  Malik Raman, CGM (PR & Brand),
Mr. Ravi Kumar Natta, Marketing

Manager (Lubes), Mr. Renganathan K.,
Head Marketing Services (Lubes), and
Mr.DevendraJoshi,GM (AdminServices)
with Additional Charge of CSR, CO, and
Mr. Sanjay Yadav, DGM, CSR, CO.

Project Pragati aims to upskill 10,000
two-wheeler and four-wheeler
mechanics from the unorganised sector
across 22 states and 2 union territories.
With a focus on BS-VI training, the project will enhance
technical expertise of mechanics in modern automotive
systems, improve employability and income-generation
opportunities, promote sustainable and safer mobility
practices, and contribute to the Government of India’s
vision of a skilled India.

With Project Pragati, BPCL continues its journey of
empowering communities, enabling progress, and
shaping a skilled India.
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MAK Lubricants Earns the
Coveted ‘Prestigious Brands of
India Award 2025’

PCL has added another feather to its cap as its flagship

brand MAK Lubricants has been named among the
'Prestigious Brands of India 2025' in the Automotive
Lubricants category. The honour, bestowed by Herald
Global and Brand Advertising Research & Consulting
Pvt. Ltd. (BARC) at the
Goalfest Conclave
2025 in Mumbai
on September 21,
2025, celebrates MAK
Lubricants' unmatched
customer recall, deep-
rooted loyalty, and
relentless focus on
quality and innovation.

Mr. S. Kannan, Business
Head (Lubes) has also
been bestowed withthe
prestigious 'Marketing
Meister Award 2025.
This recognition highlights his visionary leadership and
the dedication of the entire MAK Lubricants and BPCL
teams in driving marketing innovation, strengthening
the brand, and setting new industry benchmarks.

The Prestigious Brands of India platform recognises
brands that have redefined benchmarks in their
respective industries, combining innovation, legacy,
and consumer trust to create lasting impact. For
MAK Lubricants, this accolade reaffirms its position as a
market leader driven by a customer-first philosophy and
pioneering spirit.

Herald Global, a premium news and success story portal,
is @ monthly online magazine featuring interviews of
leaders from various industries, latest national and
international news, movie reviews, brand reviews, and
many more. BARC is a global consultancy specialising
in brand equity, marketing campaigns, market research,
product development, and content marketing, delivering
innovative solutions for growth across industries.
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Mr. S. Abbas Akhtar, then ED (PR & Brand); Mr. S. Kannan;
Mr. Ravi Kumar Natta, Mktg. Mgr. (Lubes); Mr. Sarvesh
Tomar, GM 1I/C, P&AD; Mr. Ajay Goyal, Commercial Mgr.
(Lubes), and Dr. Pravin Kuhikar, CM Brand (Lubes),
received the award on behalf of MAK Lubricants family
for the relentless dedication in driving high-impact
brand presence over a long-term.

Expressing gratitude for the recognition, Mr. Kannan said,
"MAK Lubricants is an embodiment of the distinguishing

ABARC

e
Herald Global

MAK Lubriconts

qualities of a top-notch brand - superior product
quality, exceptional performance, unmatched reliability,
and extensive market reach — which is reflected in the
enduring trust of customers and patronage of iconic
OEMs. Our vigour, innovativeness and unflinching
customer focus have not only established us as a reputed,
trustworthy and preferred brand in India, but are also
pivotal to scripting an equally impressive success story
in overseas markets."

The award places MAK Lubricants alongside aniillustrious
line-up of brands such as Tata Steel, Crompton, Colgate,
HSBC India, Hero Electric, Indigo Airlines, Mahindra
Susten, APL Apollo, Finolex, Orient Electric, JSW Steel,
RuPay, and LG, all of whom have previously been
honoured on this prestigious platform for raising
industry standards and driving consumer trust.

The award not only celebrates its legacy but also signals
a future filled with innovation, growth, and global
aspirations.
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BPCL-CPO (Refineries) Bags
Dual Honors at ISM-India
Awards 2025

PCL-CPO (Refineries) has achieved national
recognition at the ISM-India Awards 2025, securing
Winner position in two prestigious categories.
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1. Best Procurement Transformation Program: For
pioneering digital interventions that streamlined
procurement processes and enhanced efficiency.

2. Public
the successful
exemplifying synergy and operational excellence.

Procurement Excellence: For
integration of CPO (Refineries),

Sector

Many other industries like IOCL, Reliance Industries,
IRCON (Indian Railways), Deepak Fertilisers, etc,
competed for the awards.

The awards were received by Mr. L. Ravi, Chief
Procurement Officer (Refineries), accompanied by his
team, at a grand ceremony held in New Delhi on August
1, 2025. The event celebrated the most transformative
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and impactful procurement practices adopted by
leading Indian organisations across sectors.

ISM-India, the Indian affiliate of ISM-USA (Institute for
Supply Management - USA), is a globally respected
body that promotes professional standards, digital
transformation, and leadership in procurement and
supply chain management. ISM-USA is the world'’s oldest
procurement institute, and its Indian chapter is a leading

platform  for  knowledge
exchange and industry
recognition.

BPCLs recognition at
ISM-India 2025 is a testament
to its strategic focus on

digitalisation, integration, and
excellence in procurement.
The awards highlight BPCLs
proactive approach in
transforming its procurement
landscape to align with global
best practices and support
India’s broader goals of
transparency, efficiency, and
sustainability in public sector
enterprises.

As  BPCL-CPO  (Refineries)
continues its journey towards
innovation-led growth, these
accolades serve as a powerful
endorsement of the company’s
leadership in driving
procurement excellence in the
Indian oil & gas sector.

data

BPCL Recognised as
Second-Highest Importer of
Liquid Bulk Cargo by SMPK

On August 22, 2025, BPCL was recognised as the
second-highest importer of liquid bulk cargo for
FY 2024-25 by the Syama Prasad Mookerjee Port, Kolkata
(SMPK). This prestigious award was presented in Kolkata
by Mr. Rathendra Raman, Chairman, and Mr. Samrat Rahi,
Deputy Chairman of SMPK. Mr. Vilas Pathrabe, Head
(LPG), East, accepted the honour on behalf of BPCL,
acknowledging his crucial leadership in operations
across the eastern and northeastern regions of India.
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This recognition solidifies BPCL's dominant position in
Eastern India's energy sector. The company operates a
key LPG import terminal that supplies both domestic
and commercial LPG to the entire eastern part of Uttar
Pradesh, as well as Eastern and Northeastern India. This
achievement is particularly significant, given the fierce
competition at Haldia, one of India's busiest liquid bulk
handling ports, where BPCL effectively competes against
major players like Aegis Logistics Limited and Indianoil
Petronas Private Limited (IPPL).

BPCL's success is a testament to its operational

excellence, which includes

smooth berthing, efficient e
cargo evacuation, and a robust

strategic distribution network. - -8

The award highlights the :

company’s ability to maintain
high standards of efficiency in
a competitive market. With the
demand for LPG continuously
increasing, BPCL is strategically
positioned to expand its
capacity and reach, aligning
with the government's vision
of making clean energy
accessible to all.

For BPCL, this honour is more than just an award—it's
a validation of its core values: operational excellence,
reliability, and national service. The company is
committed to not only maintaining but also exceeding
its current performance, ensuring that it continues to
excel in the near future. This recognition, which coincided
with the curtain-raiser for the upcoming India Maritime
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PUDIIC RE JU =
Clobal Com :

Week (IMW) in Mumbai, also
underscores the vital role PSUs
like BPCL play in driving the
nation's economic growth.

Haldia LPG Terminal team
is extremely thankful to HQ
and Regional Logistics for
their continuous guidance,
support and motivation. The
terminal team members are
highly motivated to further
improving the productivity
and efficiency of the terminal.

A Shower of Accolades at the
19t Global Communication
Conclave 2025

PCL sparkled at the 19™ Global Communication

Conclave 2025 hosted by the Public Relations Council
of India (PRCI), winning the ‘Champion of Champions
Trophy, along with outstanding wins across as many as
14 categories.

w-'nlcau.lon C'\nclave ~

KE""""" 73
| T

26tk

PRCI Excellence Awards are among the most respected
recognitions in the field of communication, celebrating
creativity, innovation and impact.

Mr. Raman Malik, Chief General Manager (PR & Brand),
Ms. Sheilagh Nair, General Manager (PR & Brand),
Mr.Ajay Ruge, Territory Manager-Retail (GoaTerritory),and
Mr. Sharad Hitesh, Territory Coordinator — Retail (Goa
Territory), received the awards on behalf of the corporation.
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campaigns and executing initiatives
on the ground, which gave us the
opportunity to showcase our brand
excellence to the world.

BPCL Clinches
'Special Achievement
in GIS' Award at

Esri India User
Conference 2025

PCL has been honoured with the

Special Achievementin GIS Award
for Innovative Applications in the oil
& gas sector at the Esri India User
Conference 2025, the world’s largest
gathering of Geographic Information
System (GIS) professionals.

Byintegrating enterprise and external
data, BPCL developed a powerful
application that drives market
expansion, channel activation, and
operational excellence.

The award was received on behalf
of BPCL by Ms. Mugdha Tandon,
Team Lead - Digital Strategy. The

BPCL received top honours
across 14 categories =
Gold for Best Social Media
Campaign, Community Impact
Communication, Annual Report, &
and Motivational Films. Silver for 3%
Marketing Campaign, Internal
Communication Campaign, Crisis
Management Communication, i
and Content Marketing. Bronze .I
for PR Case Study, Change
Communication Campaign,
Website & Microsite, Internal
Channel, and Government
Communication Films as well as
a Consolation prize for Corporate Films. event brought together distinguished practitioners
from the Government of India, academia, and industry,
underscoring how GIS is shaping the future of decision
intelligence.

ulz c_csg oratl’d"ngm

-4

We extend our heartfelt gratitude to our colleagues
across Business Units and Entities, for crafting compelling
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This recognition is a testament to BPCLs pursuit of
technology-driven excellence and its commitment to
shaping the future.

BPCL - Most Preferred
Workplace for Women

t gives us immense pleasure to share that BPCL has
been recognised as the Most Preferred Workplace for
Women 2025-26.

MOST
PREFERRED
WORKPLACE

FOR WOMEN

This accolade is a testament to our resolute commitment
to inclusivity, empowerment, and building a strong
workplace culture, where women can thrive and lead
across every sphere.

The award was received by Mr. Pushp Kumar Nayar,
ED (HRD) and Ms. Geetha Ramakrishnan, CGM (Finance).

At BPCL, we believe that when we empower women, we
empower progress!

Prestigious 'Honoured Member'
Award for Head (R&D) from
ASNT India

ounded in 1941, American
Society for Nondestructive
Testing (ASNT) is a global leader
dedicated to establishing

conTERE

2070900 72 gt | L Merician Kochi, Nerala

international standards, fostering j Prnoea 8
exceptional  innovation  and EVIDENT
providing committed service—

pillars that form the foundation | Parnon

of the nondestructive testing
profession. Their initiatives
strongly focus on advancing

FULFAN . QIRISS
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scientific research, enhancing technical knowledge and
raising public awareness in this vital field.

The ASNT India, every year, presents the awards in
different categories to the industry and leaders towards
theircommitment, exceptional dedicationandinvaluable
contributions to the fields of nondestructive testing,
corrosion, welding, engineering excellence and broader
societal impact. This prestigious award is reserved for
individuals who have made enduring contributions
to the growth and advancement of the inspection,
materials evaluation and research community, while
also promoting the highest standards of professional
excellence and knowledge-sharing across industries.

During the conference ICENDE 2025, held in Kochi on
August 21, 2025, Mr. N. Chandrasekhar, Head (R&D),
received a prestigious Honoured Member Award from
the CEO of ASNT USA, amidst a gathering of esteemed
professionals and peers from across the nation and
beyond.

This prestigious recognition is a proud moment for all of
us and a testament to our collective commitment and
excellence.

We do | reby proudly present this Honoured Member Award to

Mr. Chandrasekhar N

in ition of his i i i ication, and invaluabl,

contributions to the industry and society. His outstanding service and leadership have

significantly advanced the field and inspired countless professionals.

we honor Mr. C| N for his exemplary efforts and lasting impact.

Adae

Prakash Gokulanandam
Director & General Manager,
ASNT India

With deep appreciati

Y/ 4‘/

Mr. Chandrasekhar N joined BPCL in 1992 at
graduating from Coimbatore Institute of Technol
has held diverse roles in Energy & Environment
Projects, Operations, and Manufacturing.

From 2014-2017, he was deputed to Bharat

i ess), pla
operations. Hrgter servel”_AGM (
where commiy i ning of tI#HDT
Kochi Refine~ y ;
PDDPfacil’ | 1

Chandrasekhar N

AsCGM(( /
major turi
In January
Corporate

Executive Director and Head (R&D),
Corporate Research & Development
Centre, BPCL
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BPCL Conferred the ‘Best
Performing Biller Award’ by NBBL

We are pleased to announce that BPCL has been
conferred the ‘Best Performing Biller Award’ by
NBBL - NPCI Bharat BillPay Ltd. The award was received
by Mr.T. V. Pandiyan, Business Head (LPG).

\ RS
| i
P s:_
‘ :
[

Out of a total LPG customer base of over 9 crore
households, more than 9.7% have availed the online Pay
& Book facility, the highest in the oil industry.

This recognition celebrates Bharatgas’ outstanding
contribution in enabling high-volume, seamless, and
secure digital transactions across India, contributing
over 5.4 crore transactions worth
%4,505 crore through the online
Pay & Book facility in the last
financial year.

sididted B «PIdR
il IR fAe T8
H3ITA Bl el
féct qpR

| ST gU 8GRt ST e 8 b

TMAR dRRT IR HRA Ui ead
DI g HITerd gRT feried 14 fdeR,
2025 @1 5T (fEeh) & Bt

Ud HgpiRar Hft 5t &t 3uffa # fadid 14 fAdeR, 2025 &I
MefPR, TERIT H AN 5 d AL HRATT JISTHTST TR
i QBT i 5| ZH 3R IR HRA UIfeidH iU feifHcs
@t I Uikl UGt ASTHINT 5T T ot 315] A HeaTd,
ot fafer 3R =g vd Jud BRY 5T FHfl, HRd IRBR &
BR-bH! gRT 2t fgAQT oA, HiG Ud TAIsTh, THCI IASTHTHT
afafd &t ugelt 3uAAfd der oft
gk @I JTRAWMS 3ufRfd H
g GRBR Y fobar yman wrd
UAfeaA &t 3R F et Taeen
uregReft, wRuMe AR,
AT JATeH JaT0 F g ISTHTET
Pifd REBR ¢l oPTHIT 10 B3R
3 31feiep fégt Afadi & 3ufRfa
HRI Brdw edfd & sita e fasa|

gH BRIbA H 31 HEAT Hft
0T dAT HAGIT ASHINT JfAf
& HEAT JHG IT0T, I HATd & UgIeidRl den fafig

BRI FATedl, faumTl, drIferRl, 3udshl, sdl, TRemHl &
UHE Ud HfEBRI-BHARIIOT 3UfRd 1 g3 3R W HRd
Ugifead i f@dt dtw 5w off faemer 5im1, g Udierss,
fedl, fForfia; geft Afect va ww, uders, fédl, aferor e,

g
i/

off ISTHHR Wedl, Usier, fédl, 3R any; gaft A qere

H 3pec Ueid & folt ¥R IRBR gRT UeH fbarr s drelm  Jg, Usiere, fedl, Hog Rwrgt; gaft s6q 3midre, uders,
ufafsdd qReR ured g371 off i 2, At bt e féd, ufeam &ty off sif@eier seRan, Fere usiers, fadl,
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UfeTH &F; off erffeg AR e, eI Udierd, fadt, gd e

Td GISToh, TG ASTHTNT ST St ggal ST, ToRTd

oft gt PAR g, HeTaD Usierdp, fed, fAnfAd; 2t AATsipHR
fSidguyar, werad ysiers, féd, frfia vd sff dmepar e,
TgaPlt BRIUTAh d2T HRAd USIfeidH & 31~ 31feibRT 0T
3ufRard J; f5H 2ft 31 HIeRIR (158 Ui, Red, IRT), off
TehIQ1 511RM, 3U HETwSerd, ATdsfeT, Red; 2ff sifdrg o, 31eaer

I & GwaA o YUSHTS Ued Sit ol o=y SUfR gt |
HRA TSI &l 3R § I8 1 41 361 gehid 37,
UTefRIe eI, MaT Ud ot faemer ST, g uaias (g,
fAfErd = ST faumT &t afua e iRelt s, afa
(TSTTR), 76 FATT, IASTHTST fIHTT & BRebAC! J ATHT

©d Yeie] fAcRres o Afed, 3tR; off STIBHR faeeenHi, Ueiers,
3R; off At Uga, 158 By, IR 3Ufd 2

BRIATA® fAG2rdh ot gaemr ureiaReft 7 5 3uafes] Wk fagt ¢in
DI IS &t 37 3701 37R USRI &1 ie a3 o forw U fasam

S9 37eRR WR 3URRAd UIToiaH Ud UTdsfdds I FHalToldl bt 3T
fAgeres, 5T, St 5 e A fady ®a A MRd Uelfeiad o6t
et dm mraens <t

sitdidted o firer e Aifcies &
IpC HTeH gq 78 HlTAY Bl JRBR
JAdd g H1favg g fob HRA VSR S E HATT gIRT
femia 15 RidaR, 2025 ®1 U RI% Hrafed, Tidr & A1y
Y TR ISTH ST AT, MaT-IR & b d Jara- Ud
RTSTHTH BTG H S B UG & ol ot S1fie =g, A
Hilg 7TE Ud Yeb1iRar FEt ot @) siegerar § MR, ToR|
T T 5 d SRIT HRTT ISTHTST TR | clfcld Segef
off 31oTg dgphid T, UTGIRI® Ua=Ids, idl U9 Yaxd dfad
ot IRe RdY & AW SR fobar a1 TR 9 UaH @)
TG foram 7T 39 SfaTR WR it 3ol IW AudTd, hatd
fafd R =g Ud Gt o1 ey 1Y, 4t fewr zwf, 9ide

|
ﬂi
4
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10 B9IR ¥ 3ff¥es fec) Afaai 1 Sufufa & YRl sad e &
o g foha|

Y SHAHHH S AT HH YT e IS HTS gifa &
A1 TGS 7107, 8 HATT & UGB RI T fafis Hare),
fqurT, wrafeal, IumHl, dol, TR & U9 Td SHfUGRI-
FHHARNTU IURYT | T AR W YR Uciferd $i fgd!
Au foras ff faener s, g ve e, ), fAmfera; g AR
TH T, Usep, fgcl, aférn &= S eI HR Hgdl, Usiud, fidl,
IR a; gt T e=RYy Rig, veies, e, gas Rees);
gdt Bg Sard, Udysd, fedl, ufyw &= A erfgaw
Seikanaere yeyw, i), uftn &= ot e $HR aa,
g ysusd, f§dl, gd &= i Agd $HR Rig, Tes
Taye, fgal FfHd, ft TG aR fTdgudrd, Terae Udees,
f&d), fmfrd wa off 0% o= T, weantt eriuree, A
RIS U1 YR USierad & 3= STIBRI 701 IURRYT 9,
forad &t sifid WaaR RS0 g, Red, ToRrT), St U1
Sieft, Iu HeTEY®, Hidfen, ke, ot Sifdws &=, Sremer
Td yey R & Ifd, I & ot seuR fayeHf,
e, IR, ot T U, 0 wrafed, TorTd, 8t freToft
FHQEUS, IRT TeeH, uRaraH, Red, Hivferar td ot IHeRT
IIea, Jerus, Red Bt $eR SurRId |
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“Thank You, Mechanics” - MAK Lubricants Celebrates the
Mechanic Community with Nationwide Radio Campaign

n a one-of-its-kind initiative, MAK Lubricants launched  The span of the campaign was truly massive, spanning
a nationwide integrated radio campaign to honour  across 116 cities over 30 days. The innovative campaign
the invaluable contributions of automobile mechanics.  aired more than 18,000 radio spots across 14 leading
Themed "Thank you, Mechanics - for Safe and Smooth  radio stations, delivering over 16 lakh seconds of
airtime. As many as 75,000+ mechanics
were engaged and 10,000+ mechanics were
honoured through on-ground and in-studio
interactions. As one of the largest outreach
activity of its kind, the initiative reached an
audience of 11.5+ crore through radio and
12+ million on social media. A key highlight
of the campaign was its interactive approach
with the mechanic community. Mechanics
shared their experiences, tips, and their
customer stories through radio interviews,
while RJs travelled to more than 200 transport
hubs for live, on-air interactions, and more
than 200 RJ reels were created and released
Journeys," the initiative was rooted in a commitment to  for social media cross-promotion, ensuring widespread
recognising the unsung heroes who keep India moving  visibility and participation. Complementing the on-air
and ensure road safety for millions of commuters everyday.  activities, below-the-line activations further deepened
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connect and pride within
the mechanic fraternity,
making the campaign truly
memorable.

MAK Lubricants' brand

ambassador, cricketing
legend  Rahul  Dravid,
featured in  specially

created audio jingles in 13
languages.  Additionally,
innovative RJ mentions

during popular radio segments such as time checks and
traffic updates further extended the outreach.

Mr. S. Kannan, Business Head (Lubes), said, "As Bharat
Petroleum celebrates its 50™ year of foundation, MAK
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Lubricants is proud to
dedicate this campaign to
the mechanic community,
whose relentless efforts
keep India moving.
Through this unique
integrated campaign, MAK
Lubricants has not only
expressed its gratitude
but also strengthened its
bond with mechanics by
acknowledging the crucial
role these 'masters of
mobility' play in ensuring
safe and smooth journeys
for everyone.'

With its multi-format outreach and community-driven
approach, this campaign reinforced BPCL's ethos of trust,
reliability, and inclusivity, while honouring the remarkable
contributions of mechanics across the nation.
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121, Ue2iH 37 wIfa bt 129 AT 61 ferrad

&g Uep UTReITRe eerTe @l faoTed gl & 51l Ueb faelR bl faPTRT & YR8 g8 317 379+ 129 erSif @b 3fdied H, 0T
B 3 [A¥AR bR gU 3R SGeid FH @b H1el 31EYfAehdl el 3T g, dfl 3 3101 961 21

Q: 1896, F2ITH &T—AHwTg B UABIC| T GR ST TR W oMH

BT PRI P G131 5Tt A AR foiTett fSpier @l & fee
A e AT 2ft| P15 IR FPTohe b TR i gt b sitd, Uh
et 3ervt oft vA. sruraTHt gefear Jra & 3101 &6t A % Al
d AT 3Us1 I faqer WaTd, FATgcs foTeH A AT 3771dTd B3,
37R 370! gt GRgfSe & ATel Ueb AU 8151 — WY Refein e —
H BGH @ gb | BARH 3R oec ST AT P A PG SRl
¥ @ g8 TE UPI Siog gl Gfeior HRd ol Jery wermft armanfas
IR GIR: B R SR RIE]

W fRefeid1 crerara &t wta

31Ut dteur egeTdes JHeT & A1, 2t 3TTRATHT HefeiaR o o
37T Ut 3TR 3RTH 31T Ul b TT ATRIGRT o, 3R 39
HHT S o1 Y[ AR ehl, 5Tel falsTedt 31HT Hi Uep Wezrar eftl 37
T BRI =RY BT A BT a1 3R Feg! bl T 2T, STdfch
wISe Si3Tat 31T BIS S31A1 I *1fth odT eIl

HIT BT UgdT 3R 376RR1 BT HIUA bt 37T &THdT 7 FeT SeH
IR ot g ia 3, 37 5Teg & gferor HRd & =Y 3R 320l &
oI Sftaaar aq 7131

QBT e
oft rATHE HeflaR & fAeM & olg, I IR 3db Hig
oft TR, IGTaol HfoiaR, 3R 37 Y1 off UH. U. PURTS HEfmaR
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A 3101 SQIATl 3P Adcd H UE 3eTH Ueh HaTe(d Acdd &b 20 H
ferep T g3, 311 AR A geples ddb that 1T, R @il g Jifell |
200 ¥ 31feles THT- e MBI AT gel

ETci1fch 371 ATHIUT AT3cicd H A ATSBIRIH U BH BRIGR
11 T, wifchr ATHfEDh 31U F TE AR 3 &5 Pl He Athed
AT ShIsdl H I T &4 I

d 34 HHT b T 3WEd I—5g IHAHEEA HH
89 o, a9 3= BRI uu /e fer 3R RIfE I
&qH geldb: Ugld d ge-3g Si5al R dfgd &=a ahll
feicht g1 &b foit Ueb ATefRich TRINT B3 gU, URAR A Act HIcR
AT AT A 370+ U S durt Wt Qe Tl ETcifes I8 3eH dTg
W S g men, wifdsa st &t forRTd B arg 3111 Mt e ek 3R
ITEITR e &1 37T &1

U fAuTiaes Ais

1940 & [B3TdT Gorb H Ueb GG e go—2ft UA. U. RISt
HefeaR @l Uiel IR A fAe g1 711 34k 3rAd fHed +
AT H Yied ot 3Taeddsar UeT dil Se TRumHRGRAY,
MR &7 feMT=H 2ft TH. G HafoldR 3R 376 aTHIG off .
HR. GG HefoldR (51 off pSURTS bt aIct & ufd ) & sfta
feparm I
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e A THg 3701 ITfafaferdT Pl Jeaafeaid b ol G H BeH
QT TehT 2111 d 3 200 H Hfeh H3coicd & fAmel Acad A
e EeTeRR, ARG & Tds 3R A3Y 3AThic Fict & o v
37feIes 0TI defRer IR higd 8138 2l

3fAe 1951 H faHTT 3TuamRes %0 A R g31 it darad HafolaR
& U hIHUE ¥ fAfgann 31k Uifeast dd & 33caicd 38, Siafh

oft U. HR. GTHIGA HGcTIR A |13 31Tebie 5t A HRedTerdl b A1l
U.31R. GTHIGRA HAl(IIR US hrTeh! T <l |
TRORT 3101 dgt

1976 T I8 BH a9l T. AR, TTHIGH HaloldR gRT & Hatfard

JOURNEYS | 40

1 5T1elt oft | TG W 37817 U URAR & Hel &1 H WpfiaR s
3RIEIIII B R G| 3R QfAe &1 2ftHedt 3igTea
STHICRA (Tct), o 319aer ARTIUT 3R {2 &1 FIR™UE (),
SftAdt BeddT TeARPTH (i), sitAdt fasaaaHt 3rHem gom
AR sitmdt BT YaR (F&), s &R oM (vdh), 3R
drq | QnfAel g8 — ot 3ffc FARRIUE (Prae)) dar
SftAdt AR HYhT FIARRIUM (Uldt)|

1986 T TG BT TaTerd % T. 31R. GHIGH a3 B 8]
EHP d1G 3P Y3 05 &1 FRIARIIUA A A Pl aPIeR IHTe |
2016 H HITe 317Tait Ui T AT 778, 5T aftAelt ARIUM Fgeht &
et | gaer fear|

T ®, SorfAy oft . FR™IUH & Anfeda § ta-Tot I8t
& — 3 farefta 11T 3R U Y SR B €, STafds 3T
St it ARIRIUR HYHT G Aara, fBf5ied 30 31k Jgh
TEIITAT T Adcd Belt &l

SepTIfEa A B de: gA2M 3T dga ge
BRI B S A B Seifrech aTenl ob (Sat) AR b, IR ETsd
H oIhR AR & g db — U. 37R. GIHIGI HalwdR US BrIHT o
3Rgd gRa I, AaT-Hebed HRATED-bird Ardl bl IR e B |
125 3 37f€iep gt 3, 3ep1 APTERl fAgid U g 8T : “& gD
ot T fareamy, fareaaiardr 3IR AaTR & JTe|”
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3 Q3T &A1 H e fareRuT 32 e Tttt &l 3eTq bl Sapmfad
W GIIE I depl H WReR ER-ER UGEIT STTell &1l Ageb &l 3l gl
A At oft f5iant o agd & — ATz, YATOTd bt | Jgt TR-310H
TR QA G311 HRIAT 3111 TeTchr 5 cHaT bl el STl

SRY-3R AT o, 3y siaet vt 3megfAes et 1 e Yo &
TITT A 37T &1, AT ¢ebl gRT 1T ITT Sbe-Udhsit &b HIedw 3, f5ieg
TG H T ®U I fadaid fasar sirdr el

2 gt HiT &l R &= & foiw, IRaR o 31aw
T & 8 kL ¢ab gopt A fAaer b, 51 Hier 9gg
CfAF@I A S oTd & HAT & H1eJ T8 o187 12 kL
T SgT, 31R 37157 & 20 kL 31R ST 8 caBsl &b
37Te]fAep FaRay H faresfd 81 31, 571 91fd 3R garen
Gl UG Bd &

U. 3{R. QHIGA HEfdR U HIAl, 31U 11
e 3M3coicH (ROs) i YAl &b AT, Bae
Ueh SR el § — U Ueh (R FRAM g,
ST TRORT 3R 3ATe[AdBAT BT Yo I &, 3R Th
URaR ot e Yo FeARI b Ufd FAUUT bt
R U gl

51 Jar BHt depTEt A Qe gg off, a8 315 U AT
wfSeRT Aedds s gt &, 5 Ja1 % TR B 3 I 6T
& 81 dprlcs ART & 1T dceidt Igt, oifcpd 5 Stk bt
e o1 areT 31T W 31T 8l
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3telfaes e 31k Mges-tfraa A

"EHW 3TMEYfAe T en3il Bl 3T 81 §HA 37U ATEDI B
EHRIT AHAH bl BT @M UG fohd g, 3 S fawpay,
31fafes gfaem, Trer & @Ra 3iR oAy Ja1 vaw &t 8" Serfa
5 e -HTea GIeBIOT 3 X B STel U Wby el &1

UFill (JfeT) @I IMedl 7 3HEYdd 30T 8—dal ftha-
Ug-M 31gHd, I @ 31fde URGRMA 3R WA & BRI

fafSied WraM &g I gl & 34 3R313 W YF a1 b 3, AR
37T S8 WA WPTATH Wiea & 0§ Wieanfed fobar S 2l
Aot & — 31fAfd-TebR BT GRRT dem
q 37T d Fedl ¢l Hedsit fefer 3R
golfayp-algd  =ifstn  (geft  =nfm)
et 7& gt 3 et ot e el
& 3R Q21 o PreA-3ed URaed & wed |
AN et 81 ST 3TiTaT, feiep it
3T (QOC) ARf THT HBericd R @ITg
Mg & — 3 57l ® WeRy 1faies 1 3ifae
o UG Pt gl AR T He@yof —
24x7 Wt AGASA/CIR A, fd
P 3R HU Ruoade & A1 3uotee
g Gl T5d W R Ted &
foT0 & 0T Jo &1t &l

s deq wgt — vifea @1 fRean
ZeRISTT 37U ITgh! b TTT §ATU ITT Teiell Bl 37AfSh Hged Sl &
— 3R GBI YRR 375 Tedh! I Wi THH TaeR A e 8|
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TRITHT AT TS B &: “T. HR. GG HaloiaR U8 Brot &
BHRI e SigT dleba At ged el @ — Jg ulfgal A a1 g3
ARy 81 AR &S MED 30, T&T deb fob 40 sl J AR T &l
37db GIGTSHt e Tl 3T &l &1 576 §137a1 s 25 U oftez 2, 3R
37757 37 &= 31R OId-udrd
3t TR 1 31T 9gT 38 B
& A fAReRdl, faeaataar
3R Fren fder & et
B3 3Tt 81"

U R UEd o 3H deg
YaR <rscl B bel: “HR graT
31Ot SISt ABdR TST 25
U3 H U witeR Slaia HRaTd
| 7R fUdr o |t Tet STRT &
37751 H 310+ SR tepz 3T § — 3R TP B dled el HIRTd
e G 721 IRAR 311 3701 g g1

SeRfQTT = 37 UTgch! &b T2 SlEfhIfeich Heel IATU ¢ — Riifdp
J HTHI Y Ueb BGH HAPTTd 2l

g o} TPTIAR 3Uciseldl 91 3t 57Tt &, 5y I gfAfeaa
811 & fd5 b it @t A &Y; STRT 81 T €[4, S gHLIT 3Uweel

IEdl g1 oiidec! ThIH, 3T T Hed 3R UTHT bl Side, difelg,

e @1 ATATA 37R TR ATHH 3 RIBRI T JMED! b Haiel Bl

TRTET ST 8| TR H, BICHR @rdect bl JARTd P &b faiw
R g <1 81l &1 T 37epT ATthITd AU &l & 311 ATEehi Bl
A 3 a1 1T & sfews 3PTe! el ol HT 379+ J1er siigar gl

TYHI & QG H: “EHRT JUAU Sgd IR & — eH it Sed e
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ik

; SeIfQ;IieIiance;"'is the Only Road

to True Ereedom

e

A

hen Bombay High, an offshore oilfield located in the Arabian

Sea, started production in 1974, Burmah-Shell undertook e

the production of LPG from the indigenously found crude. In
doing so, it accentuated the importance of self-reliance to meet
India's energy needs. This major project involved a total capital
investment of ¥36 crore to create new facilities, which included
three new Horton spheres for storage, new pipelines, bottling and

bulk loading facilities.

It was aninvestmentto move from the vulnerability of dependence
on others to a pathway to self-reliance.
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Healthy Living in Focus on
National Sports Day

Major Dhyan Chand, India’s iconic hockey wizard,
transformed Indian hockey and lead the Indian team
to many memorable victories. The legendary sportsman
has a unique place in Indian sports history, and his
professional excellence and achievements continue to
inspire millions of sports aspirants in the nation.

BPCL celebrated National
the birth anniversary of
hockey legend Major Dhyan
Chand from August 29-31
2025, organising a series
of engaging sports events,
which has brought employees
together in a celebration of
sportsmanship,  teamwork,
and healthy competition.

Sports Day, honouring

All the participants have
shown their talent with great
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energy and enthusiasm across wide range of sports. The
events not only promoted fitness and recreation but also
fostered a strong sense of camaraderie and togetherness
among colleagues.

This celebration served as a powerful reminder of
the importance of a healthy lifestyle and the role of
sports in building team spirit. The day was marked
by immense energy, joyful participation, and a true
display of sportsmanship that resonated throughout the
organisation.

Overall, 1,087 employees and their families have
participated in many sporting activities such as Table
Tennis, Carrom, Chess, Walkathon, Cyclothon, Badminton,
Basketball, Volleyball, Football, Cricket, Running, etc.
These events were organised at Mumbai, Chennai, Navi
Mumbai, Delhi, Kolkata, Kochi, Noida and Bina.

A salute to all participants for making this celebration
a grand success! Let's continue to champion a healthy
lifestyle and the power of unity through sports.
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High Blood Pressure - A Silent Killer

Blood - the fluid that nurtures life can be unsafe at elevated pressure levels. Let us understand the
harmful effects of high blood pressure on the body.

igh blood pressure, also called 'hypertension, is a

detrimental health condition which is sometimes
undiagnosed or not taken seriously till the damage caused
by it becomes apparent.

It is not without reasons that high blood pressure is called
a "silent killer." Hypertension, if untreated, can damage vital
organs, with potentially life-threatening consequences.
Some people suffer from relatively mild hypertension. But
even a small higher-than-normal blood pressure can cause
silent damage in the body, which can build up to significant
levels. On the other hand, higher levels of blood pressure
can cause intense damage to blood vessels, kidneys, eyes,
heart, brain, and other parts of our body.

Our arteries are among the first to bear the brunt of high
blood pressure. Large blood vessels as well as capillaries
could be affected. High blood pressure is a major cause
of kidney damage, whereby chronic kidney disease sets
in initially - a condition where the kidneys cannot filter
blood as effectively as desired. If high blood pressure is not
treated, the situation can worsen, leading to kidney

failure. pa—

High blood pressure exerts excessive force on
the inner walls of a blood vessel, causing its
bulging at a weakened spot. This bulging
is called aneurysm. If there is a sizeable
aneurism, it could cause rupturing of the
affected blood vessel. When such a rupture
occurs in the brain, it is called a hemorrhagic
stroke (bleeding in the brain), which could
be either life-threatening or cause long-term or
irreversible damage to some parts of the brain. Even
without rupturing, a blood vessel swollen with a blockage
can cause ischemic (transient) stroke.  Similarly, an
aneurysm in the aorta can lead to a heart attack.

An aneurysm can cause blood clots, and if such a clot
breaks loose (embolizes), it can travel to other parts of the
body and can lead to a stroke of the brain, a heart attack,
or damage to the tiny blood vessels present in the kidneys.
Capillaries of the eyes can also be damaged. Chronic high
blood pressure can cause persistent high pressure in the
eyes, leading to glaucoma, which damages the optic nerve
in the long run. This could eventually lead to partial or total
loss of vision.

High Prevalence

It is a myth that high blood pressure affects old people. The
truth is that hypertension is quite common, and a person
in any age group could be affected, though the elderly are
more susceptible, and blood pressure tends to increase
with age. According to the World Health Organization, high
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blood pressure affects as many as 1.4 billion people aged
30-79years.Anestimated 600 millionadults with hypertension
(44%) are unaware that they have this condition.

The prevalence of high blood pressure has been seen to
be twice as high in diabetics compared to those without
diabetes. Controlling blood glucose levels is key for these
patients.

Treatment

Quite often, people suffering from high blood pressure are
asymptomatic or do not note any significant symptoms.
When present, the symptoms include shortness of breath,
dizziness or a feeling lightheaded, headaches (mild to
severe), blurred vision or sudden changes in vision, fatigue,
confusion or anxiety, numbness, weakness, face flushing,
difficulty in talking, and nosebleed, among others.

If diagnosed with high blood pressure, take medicines as
prescribed by your doctor and undergo periodic health
checks. Take enough sleep. Reduce your salt intake, as
higher levels of sodium result in hypertension and
worsen it. Avoid salty, sugary, and oily foods.
Exercise regularly under expert supervision, as
exercise is known to help in reducing high
blood pressure. Even brisk walking helps. But
remember, exercise is only an adjunct, and it
must be accompanied by a suitable therapy.

A normal blood pressure is a reading of
120/80 mm of mercury (Hg), or less (120 being
the systolic,c and 80mm being the diastolic
value). Athletes can have somewhat lower blood
pressure than an average person. A reading of
120-129 (systolic)/80 or less (diastolic) is termed as
'elevated, while 130-139/80-89 is considered high blood
pressure (Stage 1). Stage 2 is defined as a reading of 140/90
or higher. Be aware that a pressure of 180/120 is considered
hypertensive emergency requiring urgent medical help.
Blood pressure can change throughout the day. It could
increase momentarily after an intense activity, returning
to normal shortly thereafter, or it could be relatively lower
during rest. However, if you observe persistent higher
blood pressure, or any of its symptoms, consult a doctor
immediately.

Note that the information provided here is for general
awareness only, and is not a substitute for professional
medical guidance. High blood pressure is a major cause
of premature death. Any delay in treatment or inadequate
treatment could expose you to undue risks.

Millions of high blood pressure patients live healthy life
with proper treatment, exercise, appropriate diet, and a
healthy lifestyle — and so can anyone.
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BPCL Goes Viral!

BPCL

Rural Fuel Stations . . . . ™
Driving community growth beyondifuel Rural fuel stations are evolving into multi-utility centres that serve more

B Providing comfortable restrooms

and clean drinking water in than mObIIIty needS.

underserved villages

Supporting ra lvelhoods trovgh By providing comfortable restrooms, clean drinking water, and access to
financial services, they address essential gaps in rural infrastructure.

Through the Kisan Melas, digital payment hubs, and essential services
provided here, BPCL is deepening rural access, enabling livelihoods, and
building resilient local economies.

Building digital payment hubs and access:
to essentials, bridging rural divides,

When industries need more, Hippo delivers. The g '
. . . Dream big, grow wide.
smarter way to fuel your industry, it delivers clean Hippo's always I ice
energy and maximum efficiency

Designed for today’s plants, built for tomorrow’s growth.

CBG transforms waste into a force for
environmental progress.
Clean Combustion

With cleaner combustion, reduced emissions, and

e I effective and scientific waste disposal, Compressed
— & Bio-Gas delivers energy that aligns with India’s

Lower Emissions

T o climate vision. It stands as a powerful example of
== . . . . .l .
climate Actin how innovation can meet sustainability without

compromise.The shift to a cleaner tomorrow starts

with every step we take today. —

renew purpose

Because the road to a greener future should come with smarter stops that enable!
What we throw away doesn’t have to end up as waste.

Through recycling, plastic can become furniture, containers, or even clothing. Turning 2
once-discarded materials into useful everyday products, these transformations cut
pollution, conserve natural resources, and give plastic a second life. S

By embracing this change, we take Mission LiFE forward, one recycled piece at a time. S

[

BPCL enables 1,800 students across 22 villages through the Mobile Science Lab, i
a flagship CSR initiative that inspires young minds to fall in love with science in
an engaging and interactive way.

Equipped with 150 lab instruments and models, the van brings hands-on
learning directly to government schools. By nurturing Young Instructor
Leaders, it also promotes peer-to-peer learning, ensuring knowledge flows
beyond a single classroom.

By making science accessible, practical, and experiential, BPCL is sparking
curiosity, fostering creativity, and empowering rural students with the
confidence to dream bigger.
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Cook Food, Serve Love: Mutton Biryani

Mutton Biryani is one of the most popular South Asian cuisines. The combination of tender mutton, fragrant rice, and rich spices
makes it a delicious homemade meal. Whether you're using the traditional dum method or a quicker pressure cooker version, this
mutton biryani recipe will guide you through preparing mouthwatering meal. What's more, it is one of the favourite dishes of

Ms. Samyuktha, our RO dealer featured in the cover story of this edition.

Ingredients

For Mutton Marinade:

Mutton - 500 grams (bone-in pieces)
Yogurt - 1 cup (thick)

Ginger-garlic paste - 1%> teaspoons
Red chilli powder - 2 tablespoons
Coriander powder - 1 tablespoon
Turmeric powder - 1 teaspoon

Garam masala powder - 1% teaspoons
Lemon juice - 2 tablespoons

Salt to taste

Fresh coriander and mint leaves - Y2 cup

(chopped)

For Biryani Rice:
Basmati rice - 1'% cups
Water - 4 cups
Cloves-2to 3

Green cardamom - 2 to 3
Bay leaves-2to 3
Cinnamon stick - 1 inch
Salt to taste

For Biryani:

Onions - 2

Ginger-garlic paste — 1 tablespoon
Tomatoes - 2

Red chilli powder - 1 tablespoon
Garam masala powder - 1 tablespoon
Ghee - 1 tablespoon

Oil - 2 tablespoons

Cumin seeds - 1 teaspoon

Fresh coriander leaves - Y2 cup
Fresh mint leaves - Y2 cup

Preparation
Marinate the Mutton:

Prepare the Rice:

e Wash rice thoroughly in cold water until the water runs clear. Soak the rice for
30 minutes.

e Bring 4 cups of water to a boil in a large pot or pressure cooker. Add the soaked rice
along with cloves, cardamom, cinnamon stick, bay leaves and salt. Cook the rice
until it is 70-80% cooked.

e Drain the rice and set aside.

Prepare the Biryani Base:
e Heatoil and ghee in a large pan or pressure cooker. Add cumin seeds and sauté on
low flame for a few seconds.

e Add sliced onions and cook until
golden brown. Take out a few fried
onions for garnishing later.

e Add ginger-garlic paste to the
onions and cook for about
2 minutes.

e Now add chopped tomatoes and
cook till soft. Stir in the red chili
powder, garam masala, and salt.
Cook the masala mixture until the

- oil separates from it.

Layering the Biryani:
e Add the marinated mutton pieces to the cooked masala. Mix well and cook for about
5 to 10 minutes, allowing the mutton to brown slightly and absorb the flavours.

o If using the pressure cooker method, add about ¥ to 1 cup of water, cover the lid
of the pressure cooker and cook on a medium flame till the mutton pieces become
tender. For the stovetop method, you can cook the mutton in a deep pan till it
turns tender, adding water as necessary.

e Heat some ghee in a separate pan and fry a few cloves, cardamom, bay leaves to
add fragrance to the rice while layering.

Dum Cooking:
* Inapot, begin layering the mutton and rice alternately: first, spread a layer of the

cooked mutton, then a layer of rice. Repeat this till all the mutton and rice are
layered.

e Sprinkle fresh coriander, mint leaves, and some fried onions on top.
e (lose the pot with a tight-fitting lid.
¢ Place the pot on low flame and let it "dum" (slow-cook) for about 20 to 30 minutes

« Inalarge bowl, take mutton pieces and add to allow the flavours to meld and the rice to fully cook.

yogurt, ginger-garlic paste, red chilli powder, e After the dum cooking, let the biryani rest for 10 to 15 minutes before opening the lid.
turmeric powder, garam masala powder, o After opening the lid, gently fluff the rice with a fork. Mutton Biryani is now ready
coriander powder, lemon juice, salt, and to serve.

chopped coriander and mint leaves.

: Enjoy this irresistible M iryani hot with rai lad.
. Mik thomighly 6 cost the muton njoy this irresistible Mutton Biryani hot with raita or salad.

pieces evenly. Cover and marinate for at Tip: Alternatively, for the pressure cooker method, you can skip the layering step and cook
least 1-2 hours. everything in the pressure cooker itself (add the marinated mutton, then rice, and cook on
medium flame for 2 to 3 whistles).
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Scratch or spin your head. Do whatever but try your level best to answer the questions given below.
ran uiz The winners with the correct answers will be announced in the next edition.
To participate in the quiz, submit your answers by December 15, 2025. Hurry up! You could be the lucky winner!

At present, how many petroleum World Biofuel Day is observed Where was BPCL's latest How much wastewater was
refineries are there in India? every year on . Aviation Fuel Station recycled by BPCL in FY 2024-25?
inaugurated recently?

a) 15 c) 34 a) June 5 c) October 15 a) Udaipur c) Dehradun a) 19,415TKL <) 16,000 TKL

b) 23 d)18 b) August 10 d) April 22 b) Kottayam  d) Sagar b)5,708 TKL  d) 10,343 TKL

Where has BPCL set up a new QA laboratory recently?

Correct answers for Journeys Issue 23,

May-June 2025 Quiz

1:a)5Years | 2:b)2

3:b) Kochi Refinery | 4:c) 8,300+ | 5:d)240+

a) Kandla b) Chennai ¢) Visakhapatnam  d) Ahmedabad

§is daafetld Usaiiael RS IAd ATt & aig oraTa 3 aig orT & @rel [AoreTai

faRe & 3PT 3ot & fAT, 31Uat 342 15 REaE, 2025 dob FafAc B2l iedl HIfAA! 3y sPgensl fAAar g asa

EToT B ¥Rd H fdsat Ueifaam farea a gem fgaq gTeT g1 H sttt & Adiaad fera o 2024-25 W sfidttTe = fdda
RopreAfai &2 (World Biofuel Day) & TfIELI TR 320 BT HUFATE 5Tcd BT YreiehUT
qd____ BT HATIT STTT 21 3GETeH Bel g3HT? (wastewater recycling) fdsam?

®) 15 () 34 (@) 53 (1) 15 3TATER
(@) 23 (@) 18 () 10 3R (@) 2230

diiEfed & &7t & H 78 QA weRe det TRfid Bl &2

() 19,415 (o7) 16,000 Elpue
ﬁo—«fraﬁg?zriaama)

(@) 5,708 EXpua (&) 10,343 bt

fooit stis Ueiad s+131 376 23,

HS-3[H 2025 & 3R

(@)5ad | 2. ()G
3. (T) Pifd RWBrsdt | 4.(37) 8,300+ | 5. (&) 240+

(@) Bisel tEES () fererrRaTorerA (&) 3TEHETSIE
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T UbTA bl fafel ga1sd W1, R QR: Hed foRart

He feRaTHT GIETuT CIoTaTs miebfuel &istdl H # U & HolldH A, 1feld araa 3R gcyc ATl o [HE/07 § & I8 U e1iGT & &1 &7 &5 &
374 TTe URYRb GH fafe] (¥cIecTd fafel) T 392l &3 a1 Y9R ebr H Tea] i1 o faebet, 5H HeHd SR SR H 3T &g Flfaee &1+ HTHTH]
3 &7 UTU7T| S 3TeTTe, 53 HXh0T &l ba IR a1 §HART 3R311 SToiz Gl HYhT b HAURAG et H 3 T8 U &1

AT IR B3

At

Hed iilaE & fae:

He - 500 UTH (881 Afed)

Gt - 1Y (TIeN)
31CReB-TEgH bl URc - 1/; BIC T
et A U13sR - 2 98 IR

AT UI3sR - 1 981 I

BTl U133 - 1 BleT and

TRH FRATCTT UT3ER - 1%, VI ard
Al P13 - 2 913 T

FAETIAR A

AT &1 If7F 3R Yeiv o U - %% Y (e §U)

ferRa1 =vere o foe:
STAA T - 1% BY
Ul - 46U

@hT-233

&R garEt- 233
asTudT-23d 3

GloTdiAl - 189

AHD - FGIAR
ferarl o fore:

Q15 - 2
HERB-AEG bl URC - 1 981 THT
THIGR - 2

Tl A< UT3sR - 1 981 /g
IRA AATCT UI3SR - 1 981 I
ot - 1 JeT I

ad - 2 98 I

5TRT - 1 Bl gmg

AT3T &1 &IfFT - 1. Y

AT3T YT - %> U

fafer

Hed 3l Hine B

o TU® g3 PR H Hed & ¢S of 3R 300 o,
T, AHS, 31R el &1 eIf7aT a GeiaT STl

o HCH S gehsl UR 3Tt ke A oY A o feiw
31t RE AU | G PR bH U BH 1-2 8 B
o #iHe B2
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Tec 1 &8 UTHT H e ddb 378! dvg &lTE 76 b UTHT 1% A 81 51U dTerdl 1 30 fide
& foie fion <

T &5 S IT YRR Beb3 H 4 Y UTHT 3alTei | HIT g TITeret o ATl T, Setrrett, Grereiie,
ASTTT 31R H STed| T Y 70-80% dich UchTd|

Tl Y UTHT A fAehTeT B3 3761 1@ &

foRTTH 9 AUR B3

TS g3 UF A1 DR P H o 3R €t TRA 331 57R7 37 AR efteft 31T R 5w Jdbs & faw |

B¢ U WIT31 STt 3R YAERT I 1 b
UeBTU| &G H H5TH &b foll e et gU
Q131 37T fHebre ol

QT3 H 36Rep-TggH bl URe 8Ted 3T}
TITHIT 2 fAE s apTal

37el T gU CHIER 8Tct 31R 7RH g dlch
TehTU| wTeT A U138, IRH HATAT 3TR
A STaIR AT | AT o fHL0T ot
e Tcb UehTU 576 dh fob et 3TeTT
GEEELY

fora! bt URA =T

Uch §U HATA H ARV fobU GU Hed b gebs STet| 3768t aRe AU 3R @11 5 3 10 fAe
T UGBTU, Fed I godbl H3T 81 ¢ 3R w1g IR ol

3PR V2R bR &1 SHIHTA &3 38 &, A aPIHIT %5 T 1Y UTH STed, U2R G5ehe Bl o
11 & 3R AegH 3779 UR Ae o gobsl & ARH 8l b UehIU| Feraeiy fafel & foig, 3ma
HeH P U ITex U H 7RA 817 s UehT Aehd &, 3R R b 3R Tt ST |

Tes 31T U W € TRA &% of 3R arare W Qg & fft e wibT, St 3R

ATUT STeTeh: Ml

GH UchlT:

Ueh q[cid H, Hed 3R dTeret bl aR1-aIR} 3 IRAGR SATHT Y8 ehe: Uged Uch gU Hed ol Ueh
TR o1, foh3 TTaet bt Uch URd| 83 dd deh ale=d 37d deb fob [ Hed 31R Tdol bl
Rl A o7 10

FUR J AT &1 &I, Yeid & U R B ol g @1t (5|

i I B B3 siq B G

e 1 eftFft 37T TR R 3R GNP 20 F 30 fAve ae "gr™ (eftHt 31T WR) Ueen & d1fcs
e A 51T 31R 1ae U aRe Udh STl

GH Ut & 916, foRATH! BT gddh Bieia 3 Ugal 10 15 fiFe & fav @ §|

G WA oSG, TTa Pl Bic I goth F PaATe| Hed fSRaT 3716 Raw & fAu R 81

5 &IIqeC Hed 5971 &1 37T I T JaTlG & G712 IRAPRH @/

et dobfei 30 3, YR $obs fafe) & fo1E, 31T U &1 P TRUT P BIS Hebd & 3R 76
P YR B3 H &l UdhT Tabd & (ARACS Aed 3T, fOhR aradt giof, 3iR Heam 3ifa w2 ¥ 3 et
T ep UahIU)|
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