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Dear Customer,

We are proud to have you as one of our esteemed
customers on our DriveTrackPlus Loyalty Card Program.

As you may be aware, HPCL is a Fortune 500 and Forbes
2000 company providing best in class petroleum products
and services to its valued customers through its pan-
India network of 13300 retail outlets. We are constantly
training our dealers and fore-court salesmen, improving
facilities and adopting standard operating practices at our
retail network to provide safe environment and unique
experience to all our customers.

HPCLs DriveTrackPlus Loyalty Card Program offers
payment-cum-loyalty solution to customers for their
fuelling needs from retail outlets. This innovative fuel
management tool provides complete solution through
enhanced control, security, value and convenience to
its customers through its vast network of 5400 DT Plus
card accepting HPCL outlets. Its innovative features and
benefits, its user-friendly web-portal backed by a robust
system, are designed for efficient management of fleet
through greater control over fuel consumption and
operating costs.

DriveTrackPlus Card can be used for purchase of fuel and
lubricants at participating HPCL retail outlets spread across
the length and breadth of the country. The program also
offers gifting solution to corporate and bulk buyers of fuel.

The program has received widespread acceptance from
fleet as well as non-fleet customers across the country
resulting in rapid growth in terms addition of new
customers as well as sales volumes. We are therefore
encouraged to do continuous improvement in the program
through enhanced features and benefits to our customers.

We sincerely thank you for your patronage and hope
that you will continue to enjoy benefits offered by our
DriveTrackPlus Loyalty Card Program.

With warm regards,
G
Y K GAWALI

Director-Marketing
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Dear Customer,

We are happy to have you as our esteemed DriveTrack Plus customer
and thank you for your continuous patronage.

We have introduced various new features on our EDC terminal recently.
Now, you will be able to place redemption requests from terminal.
OTC Card Customers can place redemption requests on terminal using
their user card. User card can be unblocked on terminal without the
requirement to do anything on DT Plus website. Using the Control Card
PIN, you can get any of your blocked user cards unblocked. You will also
be able to do CCMS Recharge using any of your User Cards. It means,
without control card, you will be able to do CCMS Recharge.

We have introduced a card called Agent Card, which is targetted
to aggregators or accumulators in transport sector. We are shortly
introducing a card for Drivers which has separate reward points on
purchases made by the drivers and insurance benefits.

We have been introducing customer-centric features like Customer
Referral, SMS alert for low CCMS Balance, provision of emailing statement
to additional address etc. Please refer us prospective customers using
the Customer Referral application available once you log in to www.
drivetrackplus.com or using the Lead Generation interface available in
https://www.drivetrackplus.com/web/GuestCustomer.aspx.

Now, after each CCMS transaction on terminal, updated CCMS balance
is being printed on charge slip and is also available in a separate column
on web transaction summary. Similarly, after each card balance based
transaction, updated card balance is printed on charge slip and is also
available in a separate column on web transaction summary.

We have introduced a campaign for our customers called Monsoon
Delight, which will give you additional reward points on your increased
purchase and also on CCMS Recharge through EFT. Please refer
page no. 14-16 for details.

We are happy to publish the latest issue of Fully Loaded. We have tried
to keep this informative and we hope that you will enjoy reading it.

D N Krishnamurthy
Deputy General Manager
ARB and Loyalty Cards
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DRIVER CARD LAUNCH
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DriveTrack Plus is a powerful prepaid card that provides
complete fleet management solution to our customers.
It offers the fleet operators an unbeatable combination
of control, convenience, security and attractive reward
points. This innovative payment device is designed for
efficient management of fleet through greater control
over fuel consumption and operating costs. DriveTrack
Plus card can be used for purchase of fuel and lubricants
at participating HPCL retail outlets spread across the
length and breadth of the country. DriveTrack Plus
also offers fuel management and gifting solution to
corporate and bulk buyers of fuel.

On the occasion of Regional Managers’ Conference held
at Pune, a new variant of DriveTrack Plus, called “Driver
Card”, was launched by our Chairman and Managing
Director in the presence of all Functional Directors, ED
Retail and other SBU Heads on 10t April, 2015.

With the Driver Card, we will be targeting the Drivers
of our existing customers as well as other Drivers who
come to our retail outlets, to make them loyal to us.

This card Is Ehe property of Hin
eail SBUL B, 5V, Marg, Salland
cond bs govermed by the tems
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LAUNCHES DURING NEW RMs’ TRAINING PROGRAM
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Director-Marketing

launched DriveTrack
| Plus Ready Reckoner
DVD in presence of
ED-Retail during the
training program for
new Retail Regional

Managers, recently
held at HPMDI-
Nigdi,.

DriveTrack Plus

DVD
information on prevailing policies, guidelines, processes,

Ready Reckoner contains comprehensive
presentations and training materials. The DVD would
be distributed to all concerned in the field for effective
implementation of guidelines, training programs and

interaction with customers.

On the following day of the training program, ED-Retail
launched Retail Policies Ready Reckoner DVD and
DriveTrack Plus Start-
Up Kit for dealers.

In order to improve
awareness and
participation among
dealers on loyalty
card program, Retail
SBU has designed
DriveTrack Plus
Start-Up Kit for
dealers. It has items
like terminal operation guides in different languages
and various promotional and educational messages
relevant to the dealers, all included in a folder. Among
the items, the most important is Terminal Operation
Tutorial Video, which was made with the purpose of
improving knowledge of terminal operation among
dealers and FSMs.
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Team at Sainik Filling Station, Binola, NH-8, District - Team at Sainik Filling Station, Binola, NH-8, District -
Gurgaon Gurgaon

¥
- i@
eliitationiofes biianspott byjDitectopMarketing Felicitation of Mahaluxmi Transport by Director-Marketing Team at Raj Filling Station, Dharuhera, NH-8, Dist. Rewari
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VISIT OF DIRECTOR - MARKETING & ED-RETAIL TO RETAIL OUTLETS ON NH-8

On 1st April, 2015 a team comprising of Shri Y K Gawali, Director (Marketing); Shri S Jayakrishnan, ED (Retail); Shri
K Srinivas, DGM-Retail (North Zone), Shri T R Sundararaman — DGM (Highway Retailing), Shri Sanjay Kaushik, Chief
Manager-Highway Retailing & Loyalty Cards-North Zone; Shri Sandeep Maheshwari — Chief Regional Manager, Gurgaon
Retail Region along with other officials from North Zone & Gurgaon Retail Region visited various retail outlets on
NH-8. They met dealers & discussed plan for future expansion & improvement in services.

The team visited the following high selling outlets on NH-8:
Sainik Filling Station, Binola, Dist. Gurgaon

Bansal Petro, Binola, Dist. Gurgaon

Raj Filling Station, Dharuhera, Dist. Rewari

HP Best Fuels, Jaisinghpurkhera, Dist. Rewari

Pink City Midway , Jaisinghpurkhera, Dist. Rewari

P D

At Raj Filling Station, Director-Marketing and ED-Retail met 3 Tier-1 customers, represented by Shri Ramesh (Mahaluxmi
Transport), Shri Vipin (Balaji Transport) & Shri Guddu Meena (Jagdamba Transport). The transporters shared his
experience with HPCL. They felt overwhelmed after meeting the Director-Marketing. After having a round of discussion
with them, Director-Marketing felicitated them for having a long term relationship with HPCL. Customers expressed
their satisfaction with the services offered by HPCL outlets.

Team at HP Best Fuels, Jaisinghpurkhera, NH-8 Team at HP Best Fuels, Jaisinghpurkhera, NH-8, Dist.
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CUSTOMER CONNECT
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All India Moter
Tramaport Gangreas

Release of Special Souvenir of All India Motor Transport Congress by

Hon Governor Punjabf/Haryana & Chandigarh UT Administrator
Shri. Kaptan Singh Solanki Featuring HPCL Loyalty Card Program in the
front cover on 27" June 2015 at Hotel JW Marriot Chandigarh
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CUSTOMER CONNECT
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A meeting was organized at Kolkata Regional Office to hand
over Insurance cheque of Rs. 1 Lac to the family of Late Jay
Kumar Deb, who was a driver of Safehand Cargo Pvt. Ltd.

Shri D K Pattanaik, GM-East Zone; Shri S N Ray, CRM-Kolkata
RO; Shri K Indrasena, Sr. Mgr. - Highway Retailing & LoyaIty
Cards, East Zone; Shri R -

S Pammi , Sr. Manager-
MIS, EZ and Shri Palash
Baruah, Sr. Marketing iz
Officer-Loyalty Cards, Insurance

Kolkata Retail Regional i Handing
Office attended the ¥ N ot P !
meet. =
Shri  Baruah  took [

through a brief

presentation on DT

Plus loyalty cards for the customers present during the
meeting.

Shri Pattanaik handed over the Insurance Cheque of Rs. 1 Lac
to Mrs. Sushmita Dey Mitra, bereaved wife of Late Jay Kumar
Dey, who was driving the ill-fated vehicle bearing registration
no. WB 15 A 6706 of M/s. Safehand Cargo Pvt Ltd, that met
with a road accident on 2nd December, 2014 on NH-34 near
Behrampur, West Bengal.

In his address, Shri Pattanaik spoke of the various ways HPCL
takes to take care of its stakeholders, including fleet owners,
drivers and cleaners by bringing such schemes.

Shri K Indrasena gave the vote of thanks to the audience.
He also advised the transporters to utilize such facility for
betterment of relationships within their own organizations.
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On 29th April 2015, a customer meet was organized at
DANKUNI on NH-2.

The meeting was attended by Shri K Indrasena, Sr. Manager,
Highway Retailing & Loyalty Cards, East Zone and Mr. Palash
Baruah, Sr. Marketing Officer-ARB & Loyalty Cards, Kolkata
Retail Region.

| Mr. Baruah gave a brief
presentation on DriveTrack
Plus loyalty card program
for the customers. In the
presentation, RTGS/EFT
benefits, insurance benefits
and CCMS functions were
highlighted. Live CCMS
transactions and Online
Redemption were some of
the topics, where special
attention was given. Transporters kept the presentation
interactive. During the meeting, customers were provided
with RTGS format, as most of them were not familiar with
emails. Redemption of few transporters were also done.

Shri K Indrasena thanked the transporters for having attended
the meet.

TR A 1111

A meet of LPG transporters was organized in Kolkata on 6th
April, 2015, which was attended by Shri S Sreenivasulu, DGM-
LPG, East Zone; Shri S N Ray, Chief Regional Manager, Kolkata
Retail Region; Shri Anjani Kumar, Sr. Manager. Distribution-
(LPG), East Zone and Shri Palash Baruah, Sr. Marketing
Officer-ARB & Loyalty Cards, Kolkata Retail RO and 25 Bulk
LPG transporters.

The meeting started with welcome speech by Shri Kumar.
It was followed by key note speech by Shri Sreenivasulu,
where he brought to notice of the group about various
steps, organization is taking to meet MOPNG initiatives such
as DBTL, which has resulted in unprecedented growth in
the region. He also informed about various infrastructure
projects that are being planned to cater to the demand.

Detailed presentation on DriveTrack Plus Loyalty cards was
presented by Shri Palash Baruah. In the presentation, RTGS/
EFT benefits, insurance
benefits and CCMS
functions were discussed.
Route map identification
through Pump Locator on
Google map, live CCMS
transactions and online
Redemption were some of
the topics, where special
attention  was  given.
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Transporters kept the
presentation interactive. |

Shri Ray, in his address
showed satisfaction
for transporters’
inquisitiveness to
know more about
developments brought
by the Corporation for
their benefit and also
requested them to take full mileage out of them. He thanked
the transporters for considering themselves part of the HP

Driver Training Program, in line with PCRA guidelines, was
conducted for 40 Drivers and Helpers at Auto Care Centre,
Gobindapur on NH-2, about 90 kms away from Kolkata city.
Main agenda of the meeting was creating customer awareness
towards safe driving practices and saving fuel. Training was
chaired by Chief Regional Manager, Kolkata Retail Regional
Office in presence of Dy Mgr- Hooghly Sales Area, Sr. COMCO
Officer and Sr. Marketing Officer-Kolkata Retail Region.

Chief Regional Manager, Kolkata RO, in his opening remarks,
spoke on the need to drive safely in view of rising cases of
road accidents. He requested drivers present to make safety
a habit. He stressed on the need to have knowledge and
B courage to face untoward
9 incidents and help others.
He requested all present to
make use of medical facilities
available to all drivers/helpers
at COMCO-Gobindapur in
form of  Surakhsha/Khusi
Clinic. He requested the
drivers to give feedback of
such training programme, so
that more and more drivers/helpers can be covered and such
awareness drive can be made successful.

The COMCO Officer informed the gathering that they can
make use of Suraksha Clinic. He also requested all present to
bring more of their friends to get trained and use facilities in
the outlet.

Dy Sales Manager welcomed the gathering and requested all
members to be vigilant, not only while driving but also on
other occasions such as cooking near the vehicles, at parking
lots where chances of untoward accident is not remote.

Sr. Marketing Officer spoke to the drivers on DriveTrack Plus
card program. He also discussed about benefits, drivers/
helpers get (in case they any kind of road mishap happens),
in form of insurance schemes available for them and their
families.

DrivaeTrAck Plus
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Sambalpur Retail Region has conducted a meeting with major
customers of the mining belt of Jharsuguda at Belpahar. The
meeting was attended by major customers of Jharsuguda
Mining Belt. The meeting was chaired by Shri A K Patro,
Senior Regional Manager — Sambalpur Retail Region. Shri S
S Chatterjee, Senior
Sales Officer -
Sambalpur Sales Area
and Shri D K Majhi,
Senior Marketing
Officer participated in
i the meet along with
the dealers of the area.

Shri Majhi welcomed
the customers and
discussed the features
of DriveTrack Plus program. Point structure was discussed in
depth. Gift Redemption through Drive Track Plus website was
also discussed.

Shri Patro gave a brief overview of the Corporation. He also
spoke to the customers on the benefits of RTGS/NEFT and
urged them to convert to CCMS transaction.

The meeting was concluded with Vote of Thanks by Shri
Chatterjee, followed by lunch.
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SERVICE NETWORK - OUTLET PROFILE
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e Drive Track Plus Card

© SRA LP W B

acceptance
*  (Clean Toilets BT
e Parking . TS W™
e E-receipts o TIfchT
* 24 X7 operation & . S
assistance .
e 24 X7 UdTel Ud HerIdl

OUTLET LOCATION

85 Kms.

170 Kms.

HARYANA RAJASTHAN

Contact Person - Sh Ishwar Singh (Dealer) - 9896922554

Hud afks - o 4R R9E (SIeR) - 9896922554

L Rt Care Genten Horlal st Pawalon Nz LT a5 Siex) Stete et e e

Facilities ﬁﬁm
e DriveTrack Plus Center * S gEI afﬁ IR e

: c IEA TH W HS
e DriveTrack Plus Card TR

acceptance . .

¢ Clean Toilets o TIfh
e Parking 5 g_gﬁ
e E-receipts e 24 X7 Ydicld Ud Faradl

e 24 X7 operation &

assistance

MATHURA

\

Contact Person - Sh Bir Singh (Station Incharge) - 9816743542 < 85 Kms. > 80 Kms.

HARYANA U.P.
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As part of the ongoing

networking activities,
Bhubaneswar Retail
Region has taken an

initiative for networking &
on NH-5 by

Autonagar,

visiting _
Vijayawada S
along with the following

focus dealers:

1. Sai

Jaleshwar

Service Station,

2. JagganathSerivce Station, Sergarh
3. Chandi Filling Station, Cuttack

4. Sirinivas Highway Service, Rambha
5. Pratima Filling Station, Berhampur

Senior Manager-Highway Retailing and Loyalty Cards,
Shri Indrasena Kothandaraman; Senior Marketing officer-
Bhubaneswar RO, Shri Dinesh Majhi and Senior Sales Officer
Bhubaneswar
Sales
Shri

Banerji

Area,
Amit

accompanied
these  focus

dealers to

Vijayawada.

A team from
South Central Zone comprising of Senior Manager-Highway
Retailing and Loyalty Cards, Shri M Vasanta Rao; Area Sales
Manager — Vijayawada Sales Area, Shri B Vijaya Kumar and
Marketing Officer- Vijayawada Retail Region, Shri Yashpal

Chowki represented South Central Zone.

Senior Manager - Loyalty Cards, HQO, Shri A V N S K
Lakshmanarao was present in the occasion to guide the

participants in this endeavor.

The teams visited customers, who were fuelling on NH-5 in

Odisha. Outlet locations and facilities were shared with these

DRrivaTrAck Plus

customers. Customers were
mapped to the outlets and
along their route till Kolkata.
A route map along with the
contact details of all focus
outlets was provided to the

customers.

A meeting of the focus
NH-5
Vijayawada Retail

dealers of under
Region
along with the dealers of
Bhubaneswar Retail Region
was conducted in the conference hall of Vijayawada Retail
Regional Office. The Meeting was chaired by Senior Manager
- Loyalty Cards, HQO, Shri AV N S K Lakshmanarao. 6 dealers
from Odisha and 7 dealers of Vijayawada Retail RO attended

the meet along with HPCL officers.

Shri Lakshmanarao gave thrust on increasing the dealers’
involvement towards travelling customers and to ensure that
they fill only in HPCL outlets for all their requirements along
the route. The dealers introduced their outlets and important

customers, who are travelling on the NH.

During the meeting, the dealer of Jagganath Service Station,
Balasore, felicitated one of his very loyal customers of
Vijayawada, Shri Eydu Kondal Rao, who was fuelling from his
outlet  since
last 13 years,
by gifting him
a 1.5 ton AC.
The gift was
handed over to
the customer
by Shri

Lakshmanarao.

Dealers and customers appreciated efforts towards networking
taken by HPCL.
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DELIGHT

Terms and Conditions:

1. This campaign is open to DriveTrack Plus Customers on purchase of fuels using DriveTrack Plus Card at select
HPCL Retail Outlets. The mere participation in the campaign implies acceptance of terms and conditions of the
campaign.

2. This campaign will commence at 00:00 hours on July 1, 2015 and closes at 23:59 hours on Sept 30, 2015 .

3. This campaign is open for participation to all active and inactive DriveTrack Plus Customers meeting qualifying
criteria.

4. Active customers are those customers who have done min. DT Plus spends INR 15 Lakhs in Q1 (Apr'15 to Jun’15)
5. Inactive customers are those who have not transacted between April’14 to March’15.

6. Qualifying criteria for Active Customers :

a. Customers who spend more than 15% of their Q1 spends (April — June 2015) during the campaign months
July 15 to Sept 15 will get 1.5 times the rewards they are currently getting.

b. Customers who spend more than 20% of their Q1 spends (April — June 2015) during the campaign months
July 15 to Sept 15 will get 2 times the rewards they are currently getting.

c. Customers who have qualified for additional spends reward during campaign period will become eligible for
additional EFT reward provided :

i) Customer does EFT greater than or equal to 50% of spends and get 1.50 times EFT reward

i) Customer does EFT greater than or equal to 75% of spends and get 1.75 times EFT reward

iii) Customer does EFT equal to 100% of spends and get 2 times EFT reward

7. Qualifying criteria for Inactive Customers :
i) Tier-1 Customers who does minimum INR 10 Lakhs spends pm in any 2 months of campaign period, will get
1.5 times the rewards which otherwise they are eligible basis the current reward structure.
ii) Tier-2 Customers who does minimum INR 3 Lakhs spends pm in any 2 months of campaign period, will get
1.5 times the rewards which otherwise they are ligible basis the current reward structure.
i) Inactive EFT customers who have spent min Rs 15L in Q1, does EFT during campaign period and get
1.5 times EFT reward
8. The reward points including additional reward points will be credited to the customers’ card account by end of 2nd
week of Oct’15 and the same will appear in the quarterly statement.

9. Cash in lieu of points will NOT be entertained.

10. HPCL shall not be liable for problems faced by the customer while using DriveTrack Plus Card on account of poor
or bad or no network connection or due to any other reason, though reasonable attempts will be made to rectify
the issue.

11. Fuels will also be available for purchase without participation in this campaign.
12. No correspondence will be entertained with regard to the campaign.

13. Disputes if any will be subject to Indian laws and shall be subject exclusively to the jurisdiction of the courts
in Mumbai.

14. HPCL reserves the right to change, amend, extend and cancel the campaign or any part thereof without any prior
notice or giving any reasons.

. Participation in the campaign will be treated as void wherever such campaigns are prohibited under local laws.

. The decisions of HPCL regarding this campaign are final, binding and non-contestable. No queries, clarifications
d suggestions will be entertained on the modality of calculation of reward points which would be entirely at the
tion of HPCL.

mpaign details please log on to www.drivetrackplus.com or call our 24X7 helpline no.180
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