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ow that the financial year 2017-2018 comes to a close we can take a deep breath and
write down our goals and ambitions for the year ahead and also celebrate and bask
in the success of all that we have achieved in the previous year. We celebrated
Women’s Day on 8th March and this is a special issue covering stories of successful women

who have made a difference.

If you were to look at our cover page it gives a reflection of what is presented to our dear
readers. The central image is of "Rosie the riveter" who is a cultural icon of World War II,
representing the women who worked in factories and shipyards during World War II. Rosie
the Riveter is used as a symbol of American feminism and women's economic power.
Clockwise from the top we have "Amelia Earhart" the first woman to fly solo across the
Atlantic (1932). Earhart became a public favorite among aviators of the time. Earhart also
urged the public to encourage and enable young women to become airplane pilots
themselves.

Now that we have got a gist of where we are headed, the next iconic photo is of the "The Iron
Lady" Margaret Thatcher. She was the longest-serving (1979 to 1990) and first women
Prime Minister of great Britain. A Soviet journalist dubbed her the "Iron Lady", a nickname
that became associated with her uncompromising politics and leadership style. This is
followed by Dr. Janaki Ammal, the first Indian woman to receive a doctorate in Botany
overseas. At a time when female education was in a very nascent stage, Janaki Ammal
Edavaleth Kakkat made history for India by becoming the first Indian woman to receive a
D.Sc. (honorary doctorate) overseas. Receiving this degree before independence of our

country is no small feat.

The next two women are those, women for whom sky was not the limit. Valentina
Vladimirovna Tereshkova is a retired Russian cosmonaut, engineer and politician. She is the
first woman to have flown in space, having been selected from more than 400 applicants and
five finalists to pilot Vostok 6 on 16 June 1963. Last but not the least is Junko Tabeiwas a
Japanese mountaineer. She was the first woman to reach the summit of Mount Everest and to

ascend all Seven Summits by climbing the highest peak on every continent.

Since our cover page is dazzled with these heroic ladies, we have in store for you an
enchanting line of interviews to soak into and be energized to catapult into the future. If you
liked reading happily ever after stories, then we have a delightful number of strong minded,
courageous and brave women who have fought it out to reach the summit. We bring to our

readers this special edition dedicated to BPCL women dealers and distributors.

As part of Corporate Social Responsibility, BPCL has under taken several initiatives for

empowerment of women which have been covered in this issue for our readers.
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"I am a woman and
I am proud of myself"’

Smt. GOMA SAGAR, M/s. Sagar Gas Agency,
Khandela, Rajasthan

All that we can say or
rather give Smt. Goma Sagar
is an army salute, because
she is absolutely deserving
of that praise and admiration.
She is definitely an epitome
of bravery and heroism.

M/s. Sagar Gas Agency
(LPG) has been associated
with BPCL from the year
2000 and has a remarkable
consumer base of 32,152
and counting. Her agency
caters to an area of around
25 kms.



Her Journey :

"When the erstwhile Sales Officer Shri P. C. Kotiahad arrived
at my house for physical verification, I couldn't believe that I
had been selected. At the start of interview I had met almost all
the candidates and I was aware that besides me nobody had the
complete knowledge about Khandela's geographical
condition. I then appeared for the interview fully prepared. |
was asked why should I be considered for selection. To which I
replied that I should be selected because I have the business
acumen, confidence, knowledge of the area and about the
business to exel.

I have constantly received support from BPCL Officers at each
step. Corpus fund availability for conducting business was
very helpful for a single women like myself. Also regular
training was provided by erstwhile Officers (Shri Deepak Jain
& Javed Sir) inculcating a feeling of being a part of the family,
which provided constant support, co-operation and
encouragement.

I have always strived very hard to achieve the targets fixed by
BPCL. All Govt. Schemes have been well implemented. It was
indeed a great honor for me to lead BPCL from Rajasthan in
"Ujjwala Panchayat" organized at Rashtrapati Bhawan, New
Delhi. I even received a great opportunity to visit Rashtrapati
Bhawan, along with Ujjwala Consumers. I believe that my best
achievement has been in meeting each target. I also undertake
various social work activities to promote BPCL brand."

Some statistics :

Total consumer as of 15.03.2018 =32152.
Geographical reach - Approx radius of 25 km.

Wonder Women:

"I never felt that managing LPG distributorship or any other
work can be undertaken by males only. Khandela agency was
not meant for SC category & not especially for women.
Selection of woman under General Category itself was an
achievement. In the beginning, I faced huge challenges from
the Local Leaders. However 1 overcame these challenges
sensibly and courageously and started operating the agency. |

always considered myself to be equal to men. | possess
the strength and passion to work for 14-16

hours every day. 1 am not distracted by any challenge. T
conduct staff meetings and encourage them to work better than
before and to keep improving. I feel that there is absolutely no
work which cannot be done by women.

Also the operation of a LPG distributorship is very sensitive. A
little mistake can cause heavy losses. Therefore, the work has
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been divided among the staff of the agency for providing
complete attention to one particular task. I also make sure that
there is areview of job allocation every month. New initiatives
are undertaken by my team to give better service to the
consumers so that they can be satisfied. The staff is given the
required trainings to increase their awareness and also to make
sure that they are updated about all the latest initiatives and
safety trainings from time to time. Each work is done as per the
guidelines of the company. I can give time to my family by
delegating work to my capable staff. In spite of this, if any
adverse situation arises due to some unforeseen reason, I am
always ready to face the situation."

Quality all the way :

“Our mechanics are trained to visit the consumer's premises
and install the pressure regulator. They further communicate
critical safety precautions to the customer and about the
sensible and vigilant use of gas. Also, our mechanic makes sure
that the sticker containing Suraksha Panch mantra as well as
the information about the use of gas is pasted on the wall of the
respective customer's kitchen for their ease and ready
reference. We also build awareness about the use of gas among
the consumers by conducting safety camps from time to time.

My staff and myself assure the consumers about the best
services from brand BPCL as well as extend this co-operation
towards the customer 24 X 7."

Innovative : "Each officer/employee working in BPCL as well
as the agency staff believe the consumer as it's family member.
We listen to consumers, take suggestions from them for better
services make sure the same is implemented immediately and
completely. We convince them that we are always ready to
provide the best service. (Programme such as, birds nest,
plantation, safety camps in the school, providing water to the
animals throughout the year and awareness among the
consumers through vehicle rally). We invite suggestion from
consumers by organizing competitions every year on the
following topics :

1. Questionnaire related to cleanliness on use of gas.
2. Questionnaire on safety points of using gas.

3. Questionnaire on why girl education is necessary and save
daughter, educate daughter.

4. Questionnaire on tree plantation, benefits of plantation,
disadvantage of loss of trees.

5. Questionnaire on need of Sports for a healthy body."

Caring : "The consumer care service is provided 24 X 7. The
mechanic as well as the trained staff are always ready to
provide the best service."

Reliable : "1believe that I am the distributor of BPCL. No other



company can match its reliability. The acronym of BPCL can
be further elaborated to define its reliability B-Behavior,
P-Promise, C-Caring, L-Loving.

These characteristics of reliability are put forth towards the
consumers by the following actions.

1. We always check the cylinder & deliver to the consumer.

2. We make sure that the cylinder is weighed and has the
correct quantity of the gas as promised.

3. Westrictly bill as per the stipulated prices only.

4. Most important is that we do not stick to only transactional
relationship with our customers but we also treat them as
family members. We assure them that each link is important
in this chain. It is our duty to provide the best service & we
are always ready to reiterate this trust."

Have been there and done that :

"Most of the customers purchase a single cylinder as they are
incapable of purchasing two cylinders for backup. Often we
receive calls where customer has consumed all the gas midway
when cooking and then they call the gas agency for an
immediate refill. We have to heed to such immediate requests
as we need to cater to our customers who often tell me that
since I am a women I know how difficult it is to manage
without gas for an entire day.

Another idea that we implemented to help women of poor
families to receive uninterrupted gas supply was by facilitating
DBC on installments. And we made sure to provide these
facility to as many customers who were comfortable with such
apayment method.

So far, I have implemented every suggestion given by the
consumers to help serve them better. Their continued trust and
reliability on me is my motivation and I consider it as my duty."

Onapersonal note :

"Being a woman | am proud of myself. I would like to tell all
the women of India irrespective of their religion, caste, age
that:-

First of all you must love yourself, know yourself, analyze
your qualities with calm mind and when you are done with this
honestly, believe me nothing can stop you from being
successful in your respective fields.

Women always talk about equaling with men. I would suggest
that first you remove this notion or feeling of not being equal
with men and then see and feel the things. You will find that
you are no less than men. You have the courage, power &
competency to confront every challenge and you are complete

in yourself. Get all the information before

starting any work, give priority to your choice
of work and slowly march towards your goal.

We all know that reaching to the roof requires that we have to
climb each step, for which we require to have patience. Rise
and fall is a bitter truth of life. Whenever you feel the fear of
failure/disappointment, keep your eyes on the steps and always
keep reminding yourself the example of the slow and steady
effort of ants. Success will be yours."

Deeper trust in life : "The night of Dec 4, 1983 was a

nightmare for me which was worse than a cyclone. Mv

husband ousted me along with my three
daughters in the desire of a SON. Before that night 1

cannot call myself weak, but yes I was tied in the relationship
of a daughter in law, Sister, daughter etc. I took up the
challenge of my daughters responsibilities and decided to do
everything to make their future bright. There was no dearth of
misleading and discouraging people who wanted to take
advantage of a single mother. Cruel Words were hurled at me. I
have been through many ups & down in my life. Nevertheless,
Inever deflected from my purpose and goal. As days passed by
my hard work lead me from daily commuting by footto a Cycle
followed by a Luna scooter to a car and my journey has kept
moving forward. I never lost courage and I kept believing in
myself and have always maintained a positive attitude.
Whenever I came across a disappointment or failure, I probed
about the various reasons for the negative outcome and
amended those short comings. In this way I kept on fulfilling
my goals. I firmly believe that my hard work became my
strength.

The first and last formula of my life is to have confidence and
belief in oneself. The witness of my hard work and success are
my daughters who have excelled in their lives in spite of having
undergone rejection from their own father and family. Today
they hold a decent and admirable position in life.

My eldest daughter is the Principal of a Govt. C.S. School,
Govt. of Rajasthan.

My second daughter is a Chief Accounts Officer who works
for the Govt. of Rajasthan.

My youngest daughter is an Air hostess flying with Air
India, Central Govt.

Deep beliefin oneself, cannot be given by anyone it needs to be
brought out from within. Normally people say that they get
scared. However, I never got scared nor got distracted. Always
looked at the goal, worked towards it and adhered to my duty as
proprietor and mother with lots of planning and with sincere
honesty and dedication."

Special Thanks to - Rajwinder Singh (Territory Manager, LPG)
Sukriti Gupta (Assistant Manager Sales)
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""Dream big and then
have the courage to live
by your dreams.”

LEENA HEBLLE, M/s. Aditya Enterprise, Mumbai

With a charming smile and an office speaking out her wondrous journey with BPCL. Here is Leena
Heblle an entrepreneur and an altruist at heart who has defied the most painful and tough days in
her life to emerge as one of the finest and committed stakeholder of BPCL.

M/s. Aditya Enterprise is located in Mumbai and encompasses a customer base of Dadar and
Matunga. It currently caters to a whopping 17000 households in this residential and shopping
suburb of Amchi Mumbai. M/s Aditya Enterprise has been an extremely dedicated dealer of BPCL
for 34 glorious years.



Her Journey :

"I was a young widow of a fighter pilot, I had a very big dream
which I shared with my son of making him a pilot. I did not
have any means or plan how [ was going to achieve it, but | had
tremendous courage to take the challenge. I singlehandedly
started with baby steps initially, became an entrepreneur, set up
my distributorship, reworked the strategies and finances time
to time, and took all personal and business challenges in my
stride till I finally managed to achieve the goal and today I am a
proud mother and successful member of BPCL fraternity."

Becoming better than the best :

"Since the business was started by me, my emotional
attachment with BPCL distributorship is like that of a parent
and a child. I have had a long enriching association with BPCL
for 34 years where I have evolved to be a successful
entrepreneur and learnt to tackle all complex issues of running
adistributorship and face challenges of changing environment.

I have invested a lot of time in training my staff into all

aspects of running the distributorship so in critical
family emergencies, they stand by me because they are also
treated as part of my extended family.

BPCL has helped me to upgrade my knowledge by conducting
training programs and nominating me for Nirma Institute of
Management for Entreprenecurship courses to broaden my
vision. This enabled me to align my objectives with the brand
value of BPCL and bring about a more strategic way of
achieving the goals instead of merely restricting my role as a
distributor. BPCL have always encouraged us in our endeavors
and I truly appreciate the fact that BPCL recognizes our efforts
by organizing distributor awards annually which further
motivates us in achieving further milestones in our customer
service."

Girl POWEr : "I have never once felt that women have any
disadvantage compared to men. On the contrary I feel we are at
an advantage as we can relate to the housewives more than men
and can understand their problems and can empathize with
them. I always put myselfin the customer's shoes and see how |
would like to be treated and we give the same level of service to
the customers so they are always happy with us. We can deal
with every problem with honest intentions and confident body
language with positivity, the solutions come easily however
difficult and unsurmountable the problem may appear
initially."

More than business : "I have been connected with

17000 families in my geographical area of Dadar & Matunga
and this gives me innumerable opportunities to touch lives of
the under privileged, cancer patients, orphans, specially abled
children and senior citizens. We normally conduct safety
programs, celebrate Christmas and other festivals in
Orphanages, visit blind school and felicitate teachers on

Teacher's day for their contribution to society. It gives me a
purpose in life and a sense of well being helping society at large
in our own way. We have provided cylinders to mothers of
cancer patients who come to Tata Memorial Hospital and assist
them in finding temporary accommodation till the treatment is
done. I had donated some amount in a Blind school on their
annual day and was invited to have lunch with the blind girls
and it is so touching when each one shakes your hand and says
thank you. When we touch upon their lives, it creates an
immense brand value. We have celebrated festivals with Parsi
customers by visiting their houses with a small packet of
sweets on Parsi New Year day and distributed Til Gud on day of
Makar Sankranti to each customer who comes to the
showroom. On Eid, we have gone to Muslim locality and
visited few customers with sweets to bond with common
consumer. Small gestures like these go a long way in building
rapport and respect for each other especially when it comes as a
surprise to the customer. We have distributed Xmas caps to
orphanages when they have their Christmas celebration and I
feel such things add a lot of brand value in the market."

Quality atits best:

"Our staff has been attending safety programs conducted from
time to time by BPCL and in turn we conduct safety programs
to educate our customers. My delivery staff has been with us
for very long and they do pre-delivery inspection before
delivering the cylinder."

Innovative : "When an enquiry for new enrolment comes, we
use technology and get the documents sent on whatsapp and
the enrolment process is made quicker. These little gestures
makes our brand a household name, and recall value of the
brand is at the highest level because it becomes a direct connect
with the customer."

Caring : "Every outgoing customer who comes to take his
transfer papers is asked for feedback if they were happy over
the years and my cabin is always open for any customer who
wants to share his concern or grievances and patient hearing is
given so customer feels that we are genuinely concerned, and
corrective action can be taken immediately thereby keeping
our customer service at the highest level."

Reliable : "The cylinders are delivered at the right price, right
quantity and at the right time when the customer needs it. It is
the most trusted brand as they are assured of all these three
promises. In spite of stiff competition we have managed to
retain our commercial sale in the small geographical area and
have developed personal relationships with them with
assurance of service."

Power Quote : "Believe in yourselfand give your 100% in
whatever you do. Do not underestimate the power within you.
Do your best and then leave the rest to the divine power to show
you the right path. Dream big and then have the courage to live
by your dreams."

Special Thanks to - Deepak Jain (Territory Manager, LPG)
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“When it comes to
empowering women let it begin
from our homes”

Smt. SAROJ RATHORE,
M/s. Ambika Gas Service, Jaipur

Simplicity is the key to attain ultimate excellence. Smt. Saroj Rathore is an exemplary role model
that personifies this saying. With a calm mind and a focused mindset she has made us believe that
nothingisimpossible in life if you have the will to overcome obstacles and make it to the finish line.

M/s. Ambika Gas Service is located in Jaipur and has touched the lives of an overwhelming 55000
customers. It has made BPCL's presence strongly felt through her outlet and caters to a
geographical reach of 15 kms. Letus have alook at this inspiring story of Smt. Saroj Rathore.



Her Journey :

"My association with BPCL has been for past 28 years. My
distributorship by the name of Ambica Gas Service got
commissioned on 13th May 1990 and since then I have
received a tremendous amount of support, guidance and
encouragement from BPCL. BPCL helped me to overcome
litigation and become a proud member of BPCL family.

The most challenging moment was in the year 1999 when my
customer base was 8000 and new connection wait list was
18000. Moreover tragedy struck at around the same time in my
life when my husband met with a major accident. The accident
lead to a deeply agonizing state for me and my husband who
was now bed ridden due to the grievous injuries that he
suffered because of that unforetold accident.

However [ took on this challenge in my life and learnt the art of
work life balance. With the support of my sincere dedicated
team, we not only achieved a goal of 23000 customers in spite
of going through this grievous turmoil but also succeeded and
made history."

Setting the mindset:

"] personally don't feel gender as a handicap. T change
in thinking starts within you, knowing
yourself well since you are the best judge of
your strength, weakness, ambitions and fear
and let these guide in your life. Hiring best person

for the job and keeping result oriented staff and motivating
staff for their meritorious services. Every day is anew learning,
new experience with new challenges and opportunities and
solving the issues as per the situations and circumstances as
and when they arise.

When your profession becomes your passion then there is no
looking back and you will manage your work however
challenging the task may seem in any field. I manage my work
through second ladder management system. I am a strong
believer in team work and having efficient employees and
make them responsible for their work and then monitor their
tasks and select the right people with the required competence
for the right work. My principle of work life balance is it co-
exists in us and can't be compartmentalized giving 100% to
everything that is laid down in front of me; whether it is office,
children, family or field work."

Service atits hest:

Here's how M/s Ambika Gas Services has made it to the

forefront in acquiring its loyal customers. Tip from the proud
owner herself.

"We adhere and make sure that all our new connections
undergo Pre Dispatch Inspection both at customer's premises
as well as at the godowns. We can boast that till date our PDI is
100%.Since safety is of the highest cadence Safety talk and
leakage checks are carried out constantly whenever delivering
cylinders at the customer's premises. We have been creating
awareness of surakshake 5 mantra to the customers through
delivery men. Safety clinics have been organized on a regular
basis covering the geographical area one ata time.

We have been evaluating regularly a sample of 10 % of the
numerous feedback received from the customers. This helps us
to identify the shortcomings in the service provided and also
rectify the mistakes at the source which further helps to
improve our services."

When asked about how M/s. Ambica has been assimilating the
brand promise in their everyday dealings. Prompt came the

reply.
Innovative :

"Organized B.C.C meet, safety clinic, camps at rural areas
spreading safety message by distributing safety CD to the
Customers."

Caring :

"We have segregated the staff and each has been assigned with
different roles at the office for ease in sorting the incoming
queries. The office and delivery staff have been trained with
special behavioral training so that a cordial and customer
centric communication is maintained with all our customers."



Reliable :

“We have been continuously striving to achieve the best in
terms of both quality and quantity to both BPCL and our valued
customer."

The difference:

"This life time experience goes back to the year 1995-96. My
Distributorship had just opened in the morning and this
incident took place at Sikar road Jaipur. Also my office is
located at the same place. One of my mechanics witnessed an
oil tanker on fire on the highway. He immediately with his
presence of mind and with the help of other brave office staff
took fire extinguisher from our office and doused the fire. This
immediate action lead to the avoidance of a possible tragedy
from taking place and thus saved the lives of many people who

2
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were on the road. The people around took note of this incident
and the on time efforts taken by my brave staff thus giving a
boost to the image of our distributorship and in turn of BPCL
which enhanced the business in multiple folds."

Words of wisdom :

* "I would like to give a message to all the women that glass
ceiling exists only in our mind, Capability is the only ceiling.

* When it comes to empowering woman (charity begins at
home). We together can start empowerment right at our own
homes by encouraging our mothers, sister and wife to pursue
their dreams & excel in the carrier. A whole hearted support
from the family will boost their self-confidence and have
transforming impact on their way of life."

-

Special Thanks to - Rajwinder Singh (Territory Manager, LPG)
Sukriti Gupta (Assistant Manager Sales)

Have a story to share? We will make it interesting!

We are generating in-house videos on real life stories, capturing the social message in each story, ranging from hiring
differently abled DSMs, to DSMs acting as a real life Santa by helping customers or spreading joy in more than one way.
This also includes acts of generosity among the dealerships, when they provide fuel to the customers in state of natural
calamity, such as Kutchh earthquake, and also, dealerships sponsoring education of their frontline staff, thus ensuring best
service standards to the customer.

If you have done any such small act of generosity, overwhelmed customers, or done something different, discuss with your
Sales Officer and write to us at mendoncamelisaj@bharatpetroleum.in Our team shall come and shoot the story, which will
be promoted into BPCL Social Media.

Also if you have any interesting stories, poems, photographs, paintings which you would like to see published in the next
issue of the Journeys Magazine. Kindly forward the same at mendoncamelisaj@bharatpetroleum.in.
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"Don't give up.”

MALA MOHAN
M/s. Sri Venkatachalapathy
Agencies, Chennai

Mala Mohan is a confident, dynamic and strong woman. She has the capability to turn any
challenge into opportunity and come out victorious. As most of our other iron ladies who's
inspiring and enlightening journeys have jolted us with new fervor and renewed hope.

Here is another life changing story shared by Mala ji to enable us to look at life with positivity and a
never give up spirit. M/s. Sri Venkatachalapathy Agencies began its service in the year 2000 and
since thenthere is no looking back.



Our Journey :

"My journey with BPCL began in 1999 when I was offered a
dealership in north Chennai. Our outlet commenced in the year
2000. In the beginning our sales was 60KL per month. With a
bridge being constructed on our road it was very difficult to
improve our sales. But with proper guidance of BPCL officers
and PFS training for DSMs we were able to provide good
service and quality product to our customers.

Moreover with the support of our planning officers we were
able to receive uninterrupted supply of loads at all times. Every
month performance of all outlets is uploaded on the webmail.
This helps us to know where we stand amongst fellow
competitors and compete better.

BPCL also conducted many health camps and smart fleet
promotion camps which helped us to have a better rapport with
the transporters.

The most unforgettable moment was when we received awards
for highest HSD sales for the year 2014-2015 and 2016-17 in
Tiruvallur district."

Making use of resources::

"During demonetization, many transporters had difficulty in
running their business for short of money, at that time we
helped many customers by providing credit/advance facilities
until the cash flow normalized. These customers are still with
us since then and this has helped boost our outlets
performance."

Clearing the air :

"Initially, I had a misconception that this environment will be
male dominated but surprisingly it was not so, the surrounding
had always been supportive and encouraging. I've had mentors
both men and women, from the company as well as family side
who had given me the right counsel to overcome difficulties.

My children were very young when I entered
. s

this field.
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Initially I found it difficult to manage work and personal life,
but my husband always helped me manage the situation with a
generous spirit. Now that my children have grown up they also
assist me to manage some of my office duties."

Being a brand custodian:

"Broken brand promises can have a significant impact on an
organization's success. Today's consumers are media-savvy
and increasingly skeptical of advertising claims. The Internet
enables the consumers to instantly fact-check claims. When
consumers encounter a broken brand promise today, they don't
just complain about it to their spouse or neighbor. They can
share that bad experience with the world. More than ever, in
order to win new business and hold on to long-term customers,

we make sure W@ deliver the brand promises
through 3 mantras Inform, Inspire, Involve.

To reiterate this I would like to share an incident. Once a Delhi
based customer's trailer met with an accident in which the
driver was severely injured and the vehicle damaged. The
customer requested our help to handle the situation.

We made sure, our outlet manager was present at the accident
site, admitted the driver in the hospital and made sure the cargo
reached the destination on time. Later the customer thanked us
for the timely help."

Pearls of wisdom:

"My only advice is never give up. Giving up is very easy. It's a
matter of seconds. Always try; if you try, paths will open.

There will be ups and downs. But, at the end of the day, you
will find that you have done the right things, you've taken the
right calls, and if there have been any hiccups midway, then so
be it. Those are learning opportunities. Learn from them.
Learning is the main thing, it should be your mantra. You
should learn and just be there, hang in there.

Things will work out. Don't give up."
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Special Thanks to - Aditya Prabu (Manager Sales)
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/ ,7/ . ? "Believe in yourself,
~ 4 R you have great power”

BHAVNA DESAI
M/s. The Bombay Garage, Rajkot

Bhavna Desaiis the most cheerful and vivacious person that you will meet. Affectionately called as
Bhavna Ben. She is the third generation RO dealer of BPCL. M/s. The Bombay Garage (RO) is
located in Rajkot, Gujarat since 1947. Even though the petrol pump is located at an unfavorable
location it has made quite an impression with regards to sales in MS and HSD.

As we dive into the story of another women of substance let us discern that the women of this
country are no ordinary persons but women having amazing potential to raise the bar and carry on
a legacy with more effervescence and dedication to uphold the name of not only one but two
families.



Her Journey :

"We have been associated with BPCL since 1947. My
grandfather began his journey by selling Petrol in cans. BPCL
provided us with good support when we were facing a financial
crunch. The Company encouraged us to do better by providing
a canopy and added new pumps after the increase in the sale.
Because off our respectable image and the decent name of our
petrol pump our sale increased steadily and we improved from
selling 35 KL to 700 KL MS and HSD from 40 KL to 600 KL.
This remarkable increase in sale was commendable in spite of
the restriction of having a one way traffic flow and no entry for
heavy vehicles in the adjoining road of the petrol pump
location.

My Best moment of being associated with
BPCL was when BPCL decided to make my
pump a new generation retail outlet which
was to be the first in Gujarat. 1 have been awarded

the first prize in Rajkot division.”

More than what meets the eye :

"In the beginning due to lack of confidence it was little bit
difficult for me to manage this business. My mom also used to
worry about me as [ was new to this field and had very little
experience. But with a firm will I began to interact with the
customers and received a surprisingly unexpected response
from the customers. They were communicating with me with a
lot of respect and courtesy also BPCL treated me with a lot of
co-operation and respect as I was one of the few lady RO
dealers which was a rare encounter in this field. Apart from this
I also faced a lot of other challenges when I took over, with
regards to financial issues, staff recruitment at the pump and
had to also manage my family. However since | was passionate
to become successful at this venture I focused at my work and
tactfully managed all these trying circumstances handling each
problem day by day and growing in experience to finally reach
this outcome.

I have worked very hard in building this successful RO and this
was possible only with the help and support of my extremely
dedicated team and also the enormous backing from BPCL.
One advantage that I had was that the Pump was close to my
home which helped in spending maximum time at the RO
without having to spend time in commuting or worrying about
late timings. Later on my husband also joined with me in
managing the pump which further provided me with the
support to run the Pump more smoothly and efficiently."

The growth secret:

"We were maintaining the Quality and Quantity from the start,
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so people had faith in us so we started to concentrate on the
service criteria. We further added new facilities at the RO for
the convenience and ease of the customer. We have a dedicated
team for cleaning the windshield when the customer arrives at
the RO followed by air tyre filling station and a convenience
store."

If we were to dwell on the brand promises this is what Bhavana
Benhastosay:

Innovative :

"We have further enhanced the customer experience at the RO
by launching a mega scheme to maximize any new initiative or
program. In addition we have launched our own loyalty card
for approximately 7000 customers by giving them the best
possible benefits and this has been received with great
response."

Caring :

"Most of our customers are elderly and we know them
personally since a long time. Whenever they come to our RO
for a refill we frequently engage with them in casual
conversations and send them messages in case of any offers
that BPCL 1is providing and resolve any customer related
issues. Even our DSM are associated with us from a long time
and so many regular customers know them very well and
prefer to get a refill from our outlet as they are comfortable
interacting with them and also our DSM's are aware of their
regular fuel requirements."

Relaible :

"As earlier said we are maintaining excellent quality and
quantity practice from the start, we also ask the customers to
check the meter reading before filling fuel. Our DSM's always
ask the customer to check the zero indicator and final reading.
Because of our sincerity in serving the customer Bombay
Garage is a trademark that is recognized in Rajkot city"

Customers Confession:

"During one of the BPCL mega draw meetings one of our
customer expressed that Bombay Garage has been providing
the best service and he is a loyal customer since 30 years
fuelling his vehicle at our garage only and won't fuel from
anywhere else. I felt all my efforts were rewarded with this
confession."

Thought for the reader :

“I will say that Believe in yourself, you have great power. You
can do everything, let your passion come out and look at
achieving your goals and hence fulfill your dreams."

Special Thanks to - Sumit Singh (Assistant Manager Sales) -
15
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""A strong woman
is both soft
and powerful”

PREETI OMVINAYAK
M/s. Omvinayak Gas Service, Andheri, Mumbai

Young and determined but with a strong spiritual bent of mind, Preeti Omvinayak has a peculiar
way of narrating her story. She seems to be a strong lady with “| can do it” attitude.

M/s. Omvinayak Gas Service (LPG), Andheri, Mumbai began in 1996 and now boast of a
customer base of 44000 whichis marvelous and an almost unsurmountable feat.

Letus then be ready to read another success story..



The Journey:

"With the blessings of my guruji I began my operations back in
1996.My journey with BPCL for the past 22 years has been
euphoric. Secondly, BPCL has always backed me with support
and motivated me to operate substantially. There are numerous
moments with BPCL which I treasure deeply but if I were to
choose one then that would be the moment right back in 2002-
2003 when 1 was awarded as the Best Distributor in entire
Mumbeai Territory and the feeling was phenomenal.

When we inaugurated M/s. Omvinayak Gas Service we began
with 4000 domestic customers and 100 commercial customers
and till date we have touched the lives of 44000 domestic
customers and 1005 commercial customers. The operations of
Om Vinayak are widespread in entire Andheri taluka, in North
Mumbeai up to JVLR till Sher-e-Punjab and in east from MIDC
till Koldongari in West. Moreover, for commercial customers
we provide our service even out of Mumbai.

Even In an urban city like Mumbai we have catered to 28
families who were economically backward and were using
choolas for cooking. We relieved them from the sufferings of
choolas by installing LPG cylinders which are subsidized and
affordable to these families. It was truly a glorious sight when
we saw the smiling faces of these family members."

The support system:

"Without the blessings of my guruji and continuous backing of
my family I wouldn't be able to achieve this feat. I think mental
peace and family support is important for everyone to succeed
in business be it men or women. Moreover, I do not consider
any domain is either way dominated. I strongly believe in
equality, for instance in a metro city like Mumbai there are
women who have reached such heights where the men haven't
reached yet. Additionally, the guidelines and support of Sales
officer and Territory manager have also helped me in achieving
my goals.

Om Vinayak is not only an organization it is a family. My staff,
delivery men, mechanics and myself are the four wheels of our
organization due to which it runs and each department is
equally important. It becomes an easier task for me because of
my high skilled manager and staff. Secondly, when it becomes
difficult for me to make it to work I manage my work from
home as the entire operations has been switched online which
is trouble-free and convenient. Moreover, the support and
continuous backing of my family have made my work more
facile and plain-sailing."

The business point of view :
"Safetv First is safety always, we always promote

safety and safety has always been our top priority. We have
100% success rate for installing rubber tubes. Furthermore we
have conducted several safety promotion campaigns to bring
awareness among our customers. Also we conduct free hot
plate check-up camps.
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Innovative : Om Vinayak is always known for innovations.
Lucrative offers, special festive offers are some which we
provide like gifting the traditional diya's on Diwali and dhoopi
on Ganesh Chaturthi. Updated infrastructure is a mark of Om
Vinayak like having sufficient and maintained vehicles.

Caring : "Caring causes a Ripple Effect". Assisting senior
citizens in our locality in performing chores like paying bills,
fast and before time delivery for senior citizens. Providing
special services like the health card in which senior citizens get
a discount on various health check-ups. We have a team
dedicated for resolving customer complaints 24x7 as we
mainly focus on customer satisfaction. Connecting with high
end customers on various occasions like birthdays, festivals
such as Diwali, Ganesh Chaturthi and providing insurance for
drivers and also medi-claim for staff.

Reliable : Availability of all range of products like
* S5kg

* 14.2kg

* 19kg

* 47.5kg(LOT,VOT)

* BMCG (Bharat metal cutting gas)

PDI is done on regular basis. Our motto is first to connect with
customer touch-points and satisfy our customers and then earn
profits. "

The Witness :

“The service of Om Vinayak has been appreciated by many
customers but one of them still remains etched in my memory.
Mr. Shirke a teacher in ShramikVidhyalaya appreciated the
services, updated infrastructures, on time delivery and the
modest behavior of our staff. He went out of the way and
arranged a meeting with the principal of school and now we
organize Drawing and Essay competitions in their school to
promote our brand which allows students to showcase their
respective talents. By involving with students we indirectly
connect with their families which in turn helps in promotion of
our BPCL brand. Moreover, I was also felicitated at the annual
day program of ShramikVidhyalaya. This appreciation
motivates us to keep on improving and providing the best to
our customers."

Inspiring words :

"In my point of view if @ woman decides to do
something nothing can stop her. She will find
her way through overcoming all the barriers.

A woman is always more equipped and stronger than a man
both emotionally and mentally, a woman has more empathy
towards staff and customers than a man and this allows a
woman to get more connected with customers. "A strong
woman is both soft and powerful".

Special Thanks to - Deepak Jain (Territory Manager)



"She should not allow /
herself to be underestimated" p

HARSHADKUMARI
M/s. Shivshakti Gas Service, Guajrat

Harshadkumari is ambitious and a leader in her own way. She is a visionary and aims at achieving
her dreams by taking into consideration the overall perspective. Standing up for oneself is what
most women feel is not required, however the mostimportant aspect and every women should be
treated with respect and dignity irrespective of who they are and where they belong.

M/s. Shivshakti Gas Service has been associated with BPCL in fueling dreams for 34 years. They
boast of a customer base of 25000 people which consist of both rural and urban households.

Her Journev: was very supportive right from the beginning and with the
It has b | fruitful 34 A I Burmah Shell culture inculcated all over, it has been sheer bliss
"It has been a long fruitful journey o years now. As [ wa ) . .

down memory lane, I find myself looking back at lot of things ~ Working  for BPCL which is rated bV all
that have touched my life. I hail from a conservative, protected  djstributors as the most customer friendw &

Rajput family where women had minimum or no exposure, but .
as I got associated with BPCL, I started learning a lot. BPCL customer centric company. There is no one



particular best moment because my journey with BPCL has
always been blissful. BPCL has been extending all warmth and
support and has given me a platform to realize my passion of
helping people. Not only have I learnt a lot at every step but
have also progressed leaps and bounds. We have a customer
base of more than 25000 customers with a marketing area
admeasuring a radius of 30 kms. with many rural areas
included."

Being ahead of the crowd :

"Even before PMUY was launched we have been working with
women of the rural areas. We have not only propagated against
the use of wood but have also tried to help rural women in
getting loans to procure a gas connection. In cases where
families were of a low income group we have also helped them
with the hotplates."

Bringing inthe change :

"As India is a typically male dominated society with our
culture deeply rooted to male dominance, I have faced a lot of
challenges in this field. Not only was I taken for granted by
people at all times but was always underestimated for my
business acumen. The biggest challenge has been to deal with
people involved in doing deliveries to our customers. Since
they are workmen who were deprived of education, it has been
a challenge to communicate and inculcate good habits into
them. It was always my dream to give an excellent service to
our customers where we could deliver a cylinder within 24
hours of their booking. With a lot of patience and mentoring,
we have been able to achieve it. We are very glad to say that we
have aTDT of 0.5 days and are able to maintain it since the last
few years. | have always lead by example and hence have been
able to create a deep impact on them."

Work life balance :

"The distributorship has been my passion and I have strived for
perfection at every step of the way. I would not like to make any

compromises on that front. So much so that | have also
shared my mobile number on the portal
where | address every problem of any
customer myself. Being a woman also entails me to have

the quality of doing multitasking in which I feel every woman
has her expertise. I expect the same standards to be maintained
at home as well. All these years of working in a systematic
manner has brought about an excellent balance between the
two."

Being a perfectionist:

"We have tried to stipulate 100% Pre Dispatch Inspection
(PDI) to be done at the customer's premises. The delivery
personnel have been trained to do a safety check and PDI when
they reach the customer's place. They have to weigh every
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cylinder delivered to a customer. Not only this but we have
been able to achieve 100% of rapid inspections done by our
delivery personnel at the customer's premises. This has
educated our delivery boys to be diligent as far as safety
aspects are concerned and in turn have become very alert
regarding the same, advising a customer if anything is out of
turn."

Innovative : "We have educated our delivery boys to use the
delivery app on their phones. This not only expedites delivery
but also ensures delivery is done in our LPG One within a very
short time, thereby resulting in a lot of time management and
time saving."

Caring : "We not only strive for customer safety by ensuring
proper PDI and weighing of each cylinder but also try to take
care of customers by asking our delivery personnel to help
collect Aadhar from them for linking their accounts at our
distributorship. The delivery boys also impart safety tips and
educate customers thereby ensuring their safety. Apart from
this the delivery boys are always at their doorstep with a smile,
ready to help in any way possible."

Reliable : "Our greatest point of reliability is proved in our
ability to execute deliveries of cylinder within 24 hours and are
able to maintain it. This keeps the customer extremely happy to
be able to receive their refill within a few hours of booking."

"Further I would like to share a very memorable incident which
took place a few years back. My son had just got married and
we were busy with the reception receiving guests. I suddenly
received a call from a customer at about 9 pm, requesting me
for a cylinder as there was some emergency at his place.
Standing on the dais I responded by delegating a staff member
to take care of the customers requirement. The customer later
came to know that I had been in the midst of marriage
celebrations and had still been able to get a cylinder delivered
to him. This incident touched him to such an extent that he not
only sent a mail to the TM, but he personally came and visited
me at the distributorship and thanked each and every staff
member for their excellent services. This incident motivated
all the staff members to such an extent that they decided to
become more alert and customer centric and work towards
achieving greater customer satisfaction."”

Food for thought :

“The greatest message that I would like to give to today's
Indian woman is to believe in herself. She should never
compromise on her principles and always stand up for what is
right. In the male dominated society of today, she should not
allow herself to be underestimated. She is the mother who has
brought sons into this world, she should stand firm on her
ground and take on any challenge thrown at her because she

has the power to meet it, and if need be, go out there
and show them how it's done -

Special Thanks to - Sumit Singh (Assistant Manager Sales) -
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"Irrespective of what
the world says we
should move forward
with confidence and
always listen
to our hearts”

TEJASHREE KELUSKAR
M/s. The Mangala Auto, Goa Territory

Tejashree Keluskar is a very quiet lady who prefers to give crisp and precise answers.

She has been associated with BPCL for 25 years.

Words from the leader herself :

"I have been associated with BPCL for 25 years. The support
and encouragement BPCL has shown by trusting me for so
many years is in itself the best experience for me. As per my
view, customer retention and loyalty are of utmost importance.
At our RO we focus on the same by arranging varied sales

promotions and offers for our valued customers. | Delieve if
you have confidence in yourself you can face

any challenge. Time Management has helped me to have
awell-managed work life balance."

An experience shared : "once my RO was dry for

petrol. We were waiting for the tanker. One customer had
arrived at our RO and was in an urgency. As he could not wait
until the tanker arrived, I went ahead and offered him petrol
from my own two wheeler, for which he agreed. The customer
appreciated our efforts towards his need at that point of time.
However this also turned out to be a learning experience for me
and after that incident I ensured to keep enough stock at my
end."

One anecdote : "1 firmly believe that irrespective of what

the world says we should move forward with confidence and
always listen to our hearts."

Special Thanks to - Jayashree Borkar (Assistant Manager Digital Transaction)




o MAK

=5 LUBRICANTS

MAKE WAY FOR THE
ALL NEW NEXT GEN

MAK 4T
SCOOTECH
N "'l_

MAK &7

=Ll I T2

Mod;f:e' echinology

~Better fuel economy is specially designed for all
" Maximum driving comfort 4-stroke gearless scooters to

- Superior pickup offer ultimate protection and
- Reduced maintenance cost performance reliability. MAK " makes it possible.



CSRNeWS

BPCL CSR Projects
undertaken for women

At BPCL, CSR being ingrained in our DNA, we constantly
endeavour to maximize the positive impacts through our CSR
initiatives which strive to improve the livelihood opportunities
and achieve sustainable changes in the communities
neighbouring our business across the country as well as in rural
and tribal areas.

BPCL mainly works in 5 thrust areas Education, Water
Conservation, Skill development, Health & Hygiene and
Community Development. BPCL has done projects in these
thrust areas which are women centric.

In project SAKSHAM which is continuing since 2012 in
Mumbai where we empower the teachers and school leaders
with required skill sets and inputs on pedagogy. The project is
running successfully till now. Till date more than 150 schools
have been enrolled in Saksham Project. More than 350
teachers (Primary and Upper Primary) from low income
government schools have been trained through the project
intervention. In 2017-18, 44 primary teachers were enrolled
out of which 39 were women, and in Upper Primary total 96
teachers were enrolled of which 75 were women.

BPCL has worked in geography where there are challenges for
women. One such project is in Hisar where the sex ratio is 872
female for every 1000 male which is terribly low. The project
"Career Edu Connect" in Hisar ensured career awareness &
counselling for 5000 girls from Std 9th to 12th in government
schools.

In another project of BPCL known as Computer Assisted
Learning (CAL) Project which started in 10 schools in 2009.
The project aims learning level improvement of primary
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students through games and computer education to upper
primary & secondary students. Currently the project is running
in Mumbai, Solapur, Jaipur and Washala in Govt. and low
income schools. We have trained 89 women teachers in
computer education under CAL project..

In our BPCL Mumbai Refineries' 'Kohinoor Scholarship' there
is a provision for 40 girl students for the current year. The




scholarship will be given to students from 8th Std. till the
completion of their graduation.

Non availability of toilets in schools for girls is one of the
major reason for girl dropouts from schools. To address this
problem, BPCL has constructed / refurbished 891 toilet blocks
in government schools in line with Swachha Vidyalaya -
Swachha Bharat Abhiyan.

BPCL believes women should be an integral part

Bharat
Petroleum

of nation's economy. In line with this objective, we are
training 27 women in basic beautician course, 55 women in
advance beautician course and 7 women in tailoring course. As
part of Project Shakti - BPCL trained 30 women SHG
members on bakery production, operation, material purchase,
order management, banking and cash management. This is
creating sustainable entrepreneurship and regular livelihood
for 30 women in Mahul.

Felicitation ceremony of teachers of Saksham project




Corporate News

BPCL Shines with the Prestigious Star PSU Award

Our C&MD, Mr. D. Rajkumar receives the Star PSU Award
from Hon'ble Defence Minister, Smt. Nirmala Sitharamana

PCL has been conferred with the coveted Star PSU Award

at the Business Standard Annual Awards for Corporate
Excellence. This award is of special significance, as BPCL has
been declared the 'best and the brightest' amongst the 300
strong PSU fraternity, many of them formidable players in
their field. Apart from financial metrics and competitive
advantage, the criteria for selection included scale,
sustainability, leadership and innovation, bearing testimony to
BPCL's capabilities in these diverse spheres. This is yet
another affirmation of our stellar position in the energy sector,

R P

considering that Maharatna status was conferred on us a short
while ago.

Selecting the best in Corporate India was an eminent jury
headed by Mr. R. C. Bhargava, Chairman of Maruti Suzuki
India, who was the Chairman. The other jury members
included former SBI Chairman, Ms. Arundhati Bhattacharya,
BCG Asia-Pacific Chairman, Mr. Janmejaya Sinha, Cyril
Amarchand Mangaldas Managing Partner, Mr. Cyril Shroff,
Bain Capital Private Equity MD, Mr. Amit Chandra, Ernst &
Young India CEO & Country Managing Partner, Mr. Rajiv
Memani and Marico Chairman, Mr. Harsh Mariwala.

The grand award ceremony was attended by the Who's Who of
India Inc. in the Crystal Room of the Taj Mahal Palace Hotel in
Mumbai on 31st March, 2018. It was a proud moment for
BPCL when our C&MD, Mr. D. Rajkumar received the Star
PSU Award from Hon'bleDefence Minister of India,
Smt. Nirmala Sitharaman. The czars of the corporate world
applauded as BPCL was hailed as one of the leading drivers of
the growth story of the Indian economy.

To be selected as the best of the créme de la créme is indeed a
noteworthy achievement. To commemorate this event and
celebrate this glorious accolade, Corporate Brand & PR
organized a function in CO, which was well attended by the
team leaders of our organization.

In his inspiring address, our C&MD urged us to continue
working with zeal and zest. Echoing the same sentiments, our
Director (HR), Mr. K. Padmakar dwelt on the contributions of
our past leaders and teams, which have propelled us to this
lofty peak. A 'Star PSU' cake was cut by our C&MD and
Directors - Director (HR) and Director (Finance), Mr. K.
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Bharat Petroleum Corporation Limited,
Odisha University of Agriculture and
Technology ink MoA for research on Bio-Fuel

o e

fter initiating the move to set up a second generation

ethanol plant in Bargarh district with an investment of
%750 crore, Bharat Petroleum Corporation Limited (BPCL)
has partnered with Odisha University of Agriculture and
Technology (OUAT) to promote bio-fuel in the State.

BPCL, a Maharatna oil and gas company, signed a
Memorandum of Agreement (MoA) with OUAT on 24th
December 2017 for establishment of Bio-fuel Chair in the
university to promote research on bio-fuel production from
agricultural wastes in the presence of Hon’ble Minister of
Petroleum and Natural Gas and SDE Shri. Dharmendra
Pradhan.

"] urged the State Government to extend cooperation for
establishment of an agri-business incubation centre in OUAT
campus to promote students, farmers and young entrepreneurs
in Odisha," Shri Dharmendra Pradhan said addressing a
meeting on the occasion. Offering financial support for the
proposed incubation centre, the Hon’ble Minister said the
Ministry of Petroleum and Natural Gas will arrange funds to
the tune 0f30 crore for the project which will go a long way in
promoting agri-business in the State and reach new markets
across the globe. This will also give the youth of the State a
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platform to become entrepreneurs and enhance the income of
youths and farmers.

He also said that the Biofuel Chair will conduct research for
screening of best agricultural crops and develop new
agricultural varieties which can yield more cellulose content.
OUAT will support BPCL in strengthening technical support
for ensuring smooth functioning of 2G ethanol bio-refinery at
Bargarh.

"I have also given a proposal to the State Government for
setting up a plant in the city to generate bio-fuel from solid
wastes with support from BPCL," he added.

BPCL will be a technology partner of OUAT for effective
utilisation of rice straw for bio-fuel production in a bio-
chemical enzymatic process with financial support of3 5 crore.
While ¥ 2 crore will be used as a corpus for BPCL chair,
33 crore will be used as research contingency for development,
establishment and popularisation of the bio-fuel production
technology.

The MoA was signed between Director Refineries, BPCL
R.Ramachandran and OUAT Vice-Chancellor S. Pasupalak.



BORL wins

National Energy Conservation Award - 2017

conferring the 'National Energy Conservation Award 2017’ to
Managing Director, BORL Shri S. S. Sunderajan at a ceremony
at Vigyan Bhavan, New Delhi on 14th Dec 2017.

A true conservationist is a man who knows that the world is
not given by his fathers, but borrowed from his children. -
John James Audubon.

In today's world conserving energy is a need that is absolutely
essential to be implemented across industries and institutions.
Considering the gradual effects that the world is facing due to
increasing carbon footprints and the constant rise
in temperatures effecting not only the humans
but also causing extinction of thousands of
species. It is inevitable that it is time to bring in
and execute strategies of conservation in each
and every phase of not only ones business
decisions but also in the all the tasks that we
undertake.

wort wver By v

about Rs. 10 Crores were implemented during the last three
years. Over the period FY2014-15to FY2016-17.

e Total energy consumption of refinery reduced by 16% .

e Specific Energy Consumption (MBN) reduced by over
20%.

This could be achieved by initiating various energy
conservation measures such as :

1) Implementation of steam network management.

2) Optimization of process parameters and recovery flash
steam & condensate thereby reducing steam consumption.

3) Electrical power consumption was also optimized by use of
renewable energy.

4) Converting parallel pump operations to single pump
operation.

5) Switching to energy efficient lighting systems.

The Bureau of Energy Efficiency (BEE), a statutory body
under Ministry of Power - Government of India, is engaged in
strategizing the country's objective of reducing energy
intensity. BEE constituted the 'National Energy Conservation
Award' to encourage and recognize companies' achievements
in reaching the goal of reducing energy intensity. Applications
are invited across sectors from companies all over India for the
prestigious award.
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Beyond LPG - Training Program for Vendors

eyond LPG, HQ conducted a Refresher Training Program

for all Beyond LPG Vendors at Noida Office on 16th
February 2018. Around 40 Staff participated in the training,
which was organized by Beyond LPG HQ team Ms. Chandrika
Giri - Sr Manager, Beyond LPG and Ms. Parvathy Anish -
Manager, Beyond LPG. BDM (North) Mr. Ajit Kumar
welcomed the participants. The Training program was
inaugurated by RLM (North), Mr. Inderjit Singh by
enlightening the crowd with overall scenario of LPG business

5 KG FTL Launch
at the Highest Point in
Kashmir and at Dal Lake

It was great moment for Jammu LPG Territory when 5 KG
FTL was launched in Kashmir at the height of 9000 ft at
Phase 1 ahead of Gulmarg.

On this occasion, RLM NR Shri Inderjit Singh, RLC NR
Shri Dalip K Khorwal, TM (LPG), Jammu Shri Surinder
Dogra, Assistant Manager Sales Srinagar Shri Syed Faizan
Sadat, Kashmir Distributors & vendors were present. It was
quite motivating that RLM NR had detailed discussions with
the local vendors (eateries, tea stalls etc) using 19 Kg who
found it difficult carrying commercial cylinders at that place.
The local vendors were very happy with the introduction of 5

focussing on PMUY and thanked them for their crucial role in
rolling out the PMUY releases smoothly.

Mr. Inderjit Singh RLM (N) & Ms. Chandrika Giri Sr. Mgr
BLPG took this opportunity to interact with the vendors,
conveying the combined responsibility of providing Safe and
Quality Hotplates & Suraksha to the customers. They sought
the vendor's participation in safety awareness camps, which
can provide them a good platform to showcase their products
and also contribute to the society on safe use of products.
Vendors took active participation during the training and we
received excellent feedback from the vendors. Mr. Ajit Kumar

delivered the vote of thanks.
- “ "-‘-_-‘..___'

KG FTL there and during interactions they informed that -

"Previously they required two persons to carry one 19 KG
cylinder but now one person can easily carry 2 FTL cylinders".

POS (Point Of Sales) of 5 KG FTL of M/s. IK Gas Srinagar

inside the world famous DAL Lake was also started on this



occasion. This POS supplies 5 KG FTL to local
vendors/grocery shops who are using LPG for their meals &
make shift tea stalls on the Shikaras. It was unique to see an all
together different world in the Dal lake, which has Small time
Shikara vendors serving hot Kahwa to tourists inside the lake.

Following activities were also carried out during the visit of
LPGregional head :

Distributors meet

All distributors from across Kashmir participated in the meet.
While delivering key note address RLM north briefed the
network on the future of LPG and the need to focus on
customer acquisition, retention, developing a connect with
customers, 5 KG FTL, Mobile App etc. Brand VM of
Deliverymen making deliveries at hardship locations was also
highlighted during the meeting.

SBI Card.

»
LV

tAake life simple

Highlights of BPCL SBI Credit Card :

« 4.25 % value back on fuel transactions at any Bharat Petroleum outlet across the

country; highest in the industry.
« No minimum transaction threshold to save on fuel.

« 5X Reward points per Rs.100 spent at Department Store & Grocery, Movies, Dining and

Utility Bills payment through Standing Instruction.
« 1 Reward Point on all other retail spends, except fuel.
« Welcome gift of 2000 bonus Reward Points worth Rs 500.

« Instant redemption of reward points for free fuel at select Bharat Petroleum retail outlets '\
or for BPCL fuel vouchers valid at all Bharat Petroleum fuel stations across the country.

Launch of Mobile App with Delivery Men

Our Mobile App was launched in South Kashmir in presence of
all Distributors and staff. Android phones were handed over to
deliverymen on this occasion. It was a great time for the
network and their staff to meet and have interaction with the
Regional Head. The interaction was mainly to motivate them
so that they deliver brand promise and remain ahead of
competition.

Inauguration of remodeled showrooms of distributorships
1) M/s Gulmarg Bharatgas, Tangmarg, Gulmarg

2) M/s New Pomposh, Srinagar

3) M/s AR Bharatgas, Anantnag

4) M/s Star Bharatgas, Kakapora, Pulwama

Petroleum
I

To apply: SMS BPCL to 5676791
or visit sbicard.com

— e o —— ——————

- Redemption of Reward Points for exclusive products across categories at SBI Card " s flagship

rewards programme - Shop and Smile.

« Annual fee reversal on annual spends of Rs 50,000 or more, from second year.
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"SITARON SE AAGE " -
NR Lubes engages

the last mile connector -

the MAKDSR

"Dare to Dream. Dare to reach beyond the Stars".

The Program "Sitaron Se Aage" was launched where the NR
Lubes Bazaar team identified the DSR - Distributor Sales
Representative - the last mile connecter to become a catalyst of
change. The engagement comprises of Enrolment,
Empowerment and Evolution with multiple interventions for
building up desired competency and proficiency of the DSR in
aphased step-up format.

"Sitaron Se Aage" was launched on 01.12.2017 with the initial
enrolment at Territory level for DSRs and Distributors.
Divided into two parts, under the Qualitative head - the DSR
had to accomplish a minimum number of activities in 4T and
PCVO group in the field in his area, and on the Quantitative
front the Distributors had to achieve decided volumes in
December'17. This was Phase I of the program.

The Enablement Event - 17-18 January 2018 : The culmination
function of Phase I was organized at regional level on
17.01.2018 wherein the qualifying DSRs , all SOs and TMs
were invited for the program.

While inaugurating the program RM (Lubes) NR,
Mr. Bibhudutta Mishra encouraged the DSRs to lead a highly
successful career as a front line MAK Lubes sales person and
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be recognized as star performers. During the program's
technical knowledge session , the DSRs were provided with an
exclusively designed handy booklet covering the USPs of the
MAK grades. Motivational Speaker Mr. Vijay Michihito Batra
was also invited, and covered a diverse spectrum of desirable
personality traits through his witty and incisive anecdotes.

The evening was celebrated with a cultural program and
handing over of awards to all the eligible as well as the best
performing DSRs. The DSRs were also handed over a back
pack sales kit containing all the tools required for being a
successful salesman together with a book in Hindi "Be a
winner every time." To help the DSRs stay grounded to their
mission, RM (Lubes) Mr. Bibhudutta Mishra presented each
DSR with a badge which said "3/ e T 3gM, HSTe 7

3THHTT I” This message on the badge encapsulated their
journey and the dream ahead.

BCM (Lubes) NR, Mr. Manish Duggal successfully anchored
the entire event by explaining in detail the concept and
outcome behind the enablement. The DSRs were
overwhelmed with emotions for this first of its kind experience
ofbeing invited to a large forum, being greeted and treated well
and also being recognized for their achievements.

The lead indicators of the Phase I have been really
heartwarming - 96 out of total 148 Distributors of NR Lubes
participated and 43 DSRs out of total 147 DSR enrolled finally
moved past the eligibility threshold. The lag indicators of the
Phase I'in Dec 2017 offered us great surprises. In the 4T group
NR had grown by 76% and in PCVO by 71% in Bazaar
segment during month of December 2017.

Such a sterling performance by our extended team, makes our
resolve stronger to unleash the collective power of DSRs and
bring about a transformational and sustainable change in the
contours of Bazaar channel.



and statins.

Hysterectomy Tied to
Long-term Health Issues

Women who undergo hysterectomy have a significantly
increased risk of cardiovascular diseases and other metabolic
conditions, even if they don't have their ovaries removed.
While removing ovaries is known to increase health risks, the
current study suggests that hysterectomy alone has long-term
health risks, especially in women who have the surgery before
35.

For the US study published in Menopause, the researchers
compared data of 2,094 women who underwent a
hysterectomy with ovarian conservation for benign disease
and age matched set of women who did not have the procedure.

Over a median follow up of 21.9 years, women who had the
procedure had a 13 per cent higher risk of high blood pressure;
a 14 per cent higher risk in lipid abnormalities; 18 per cent
higher risk of obesity and 33 per cent greater risk of heart
disease compared with women who did not have the surgery.

Younger women had an especially greater risk. Women
younger than 35 had a 4.6 - fold increased risk of congestive
heart failure and a 2.5 - fold increased risk of coronary artery
disease. "Hysterectomy is the second most common

Women are up to three times more likely to
die during the year following a heart attack
than men, mostly because they are less
likely to receive the recommended
treatments such as bypass surgery, stents

Giving vitamin C with tuberculosis drugs
could kill more bacteria and shorten the
current treatment time, by reducing the
time it takes by the drugs to eradicate the
pathogen. Patients usually have to take TB

drugs for six months.
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gynecologic surgery, and most are done for benign reasons,
because most physicians believe that this surgery has minimal
long-term risks. With the results of this study, we encourage
people to consider nonsurgical alternative therapies for
fibroids, endometriosis and prolapse, which are leading causes
ofhysterectomy," the lead researcher suggested.
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NGT allows registration of
diesel trucks for carrying petrol

The new vehicles that are sought to be registered now should be
BS-IV compliant 11 January, 2018.

In a relief to public sector oil companies, the National Green
Tribunal has allowed registration of new diesel vehicles
conforming to BS-IV norms to be used for transporting petrol
or petroleum products.

The Commissioner of Transport Department of Delhi
government has been directed to register the vehicles, subject
to certain conditions. The order came after the oil companies
told the tribunal that they do not possess any diesel vehicle
which is more than 10 years old for transporting petroleum
products.

The new vehicles that are sought to be registered now should
be BS-IV compliant. The applicants shall file an affidavit
before the tribunal as well as before RTO that they do not
possess or engage any diesel vehicle/truck which is more than
10-year-old for the purpose of transporting fuel by oil
companies. It is also directed to furnish details of the other
vehicles owned by this applicant in the form of affidavit. The
said vehicle should be duly maintained and used only for

Policy updates brought out by CII

E-Way Bill to start from Feb 1

Businesses can use it on trial basis till Jan 31

Transporters and manufacturers have the facility to use the E-
Way Bill on a trial basis till the end of the month before it is
rolled out on a compulsory basis across the country from
February 1.

Policy updates brought out by CII
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exclusive purpose of carrying petroleum products and no other
use. The green panel directed the department to "dismantle"
old vehicles which are over 10 years of age and ordered that
new vehicles should be fitted with Global Positioning
Systems. The direction came on a plea filed by oil companies
contending that the NGT had banned the registration of new
diesel vehicles as well as re-registration of such vehicles after
10 years.

Source : The Hindu Business Line

Under the Goods and Services Tax rolled out from July last
year, inter-state movement of goods beyond 10 kms, with a
value of Rs 50,000 and above, will mandatorily require e-way
bill from February 1.

The e-way bill system has already been rolled out in
Karnataka, Rajasthan, Uttarakhand and Kerala, which are
together generating nearly 1.4 lakh e-way bills every day. The
remaining states will join over the next fortnight, the Goods
and Services Tax Network said on Friday.

The E-Way Bill is one of the pending provisions of the Goods
and Services Tax, that has to be issued for inter-state movement
of goods costing above Rs. 50,000 and being transported
beyond a distance of 10 km. The GST Council in a meeting last
month had decided to roll it out from February to check tax
evasion.

No E-way Bill is required for movement of goods in non-
motorised conveyance and also for certain class of goods like
fruits, vegetables, fish and water.

The new system enables generation of E-Way Bill on the
portal, through the mobile App, SMS and for large users using
the offline tool.

Source : The Hindu Business Line
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JOURNEYS
READERSHIP SURVEY

1. How often do you read JOURNEYS ?
O All Issues U Most Issues U None
2. Tick the topics that interest you :

U Messages from Top Management U Corporate news U 0il & Gas Industry
U Global & International issues U Leadership U Others

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

Content Coverage L ietteetieieeeeeeeeieeeeeeeaa e eeeaaa s
Ease of reading L ettt eeeee e e e e e e e s
Writing style L ettt reeeee e e e e e e e e
Layout and design L ettt eeeeeeeee e e e e e e e e e e
Visuals & Photos S

4. Tick on how JOURNEYS helps you :

U Motivation U Serves as a source of information U Helps improve business

6. What is it that you like most about JOURNEYS ? ...........ccccoeiiiiiiiiies coiiieeeeeeiiee e
7. TICK Your relationship with Bharat Petroleum ?
U Business Associate U Customer U staff U Other

8. Personal Information

AR & e (CT=T Lo [T PSRN
TEITIEONY/REZION & .eeveieiiiieeeiee ettt ettt e ettt e et e e eetaeeeeaaeeeeabeeeebeeeesaeesesseeeanseeesnseeeenseeesanees

PLEASE SEND YOUR FEEDBACK TO :

The Editor, Journeys, BPCL Brand & PR,

Bharat Petroleum Corporation Ltd. PB No.: 688,

Bharat Bhavan, 4 & 6 Currimbhoy Road, Ballard Estate, Mumbai - 400 001.
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Or Email to : mendoncamelisaj@bharatpetroleum.in 1
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Here are a few tips to help you save fuel and
spend less on more kilometers of riding!

Use superior grade of 2T oil as lubricant in 2-4 stroke engine for
getting the optimum performance. This will help in lubrication of
engine at all temperatures, reduce power loss and wear & tear of

engine components.

o Good driving skills help in fuel savings.

Drive steadily and at an optimum speed of 45 km/hr.

o Use brakes only when needed. Anticipate the route and regulate speed
so as to avoid breaking.

o Use the clutch pedal only to shift gears. Riding the clutch causes loss of
energy and fuel.

o Switch off engine at a red signal.

o Always drive in correct gear. Incorrect gear shifting leads to more fuel consumption.

Maintenance tips for your two-wheeler for fuel efficiency

Clean air filter regularly to avoid dirt that chokes and causes poor combustion.

Check tyre pressure regularly. Under inflation by 25% causes a 5% increase
in fuel consumption and 25% decrease in tyre life.

Check for fuel leaks. One drop/second amounts to 5% litres per day.
Regular tuning of the engine can save 6% of fuel.
Clean spark plugs regularly or replace if needed.

Keep fuel valve closed while parking.

For further information or assistance please contact:

©|PCRA

Petroleum Conservation Research Association

Sanrakshan Bhavan, 10, Bhikaji Cama Place, New Delhi - 110 066.
Ph.: 011-2619 8856, Fax: 2610 9668
E-mail: pcra@pcra.org
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THE CHANAKYA
. CHALLENGE

to register, visit:
» management/clerical staff. iConnect/VPN
* labour staff: saksham kiosk/z login systems
* chantel parthers: eep/open im portal

pirst prize: X 1 lakh  second prize: I 50,000

attractive prizes during live rounds.

automated certificate of
participation for every participant.

A People First Initiative from Corporate Brand & PR

Bharat
Petroleum
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