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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.

HPCL’s 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,

Y K GAWALI
Director-Marketing

efhe´³e ie´enkeÀ,

nceejs [^eFJeì^wkeÀ hueme uee@³euìer keÀe[& he´esie´ece kesÀ SkeÀ mecceeveveer³e ie´enkeÀ kesÀ 
ªhe ceW DeehekeÀes heekeÀj nce ieewjJeeeqvJele cenmetme keÀjles nQ~ 

pewmee efkeÀ Deehe peeveles ner neWies, S®eheermeerSue SkeÀ HeÀe@®³et&ve 500 leLee HeÀesyme& 
2000 kebÀheveer nw pees 13300 efjìsue DeeGìuesìeW kesÀ DeefKeue Yeejleer³e vesìJeke&À 
kesÀ peefjS Deheves ie´enkeÀeW keÀes meJeexÊece ÞesCeer kesÀ hesì^esefue³ece Glheeo SJeb mesJeeSb 
he´oeve keÀjleer nw~ nce nceejs [eruejeW SJeb HeÀesj-keÀesì& mesumecewve keÀes efvejblej 
he´efMe#eCe he´oeve keÀj jns nQ SJeb nceejs meYeer ie´enkeÀeW keÀes megjef#ele JeeleeJejCe SJeb 
DeefÜleer³e DevegYeJe he´oeve keÀjves kesÀ efueS megefJeOeeDeeW ceW megOeej keÀj jns nQ SJeb 
ceevekeÀ he´ef¬eÀ³ee Jeheef×efle³eeW keÀes Dehevee jns nQ~ 

S®eheermeerSue keÀe [^eFJeì^wkeÀ hueme uee@³euìer keÀe[& he´esie´ece ie´enkeÀeW keÀes efjìsue 
DeeGìuesìeW mes F¥Oeve Yejeves hej Yegieleeve-men-uee@³euìer meceeOeeve he´oeve 
keÀjlee nw~ ³en DeefYeveJe F¥Oeve he´yebOeve meeOeve ie´enkeÀeW keÀes 5400 [erìer hueme 
keÀe[& mJeerkeÀej keÀjves Jeeues S®eheermeerSue DeeGìuesìeW kesÀ efJeMeeue vesìJeke&À kesÀ 
peefjS DeefOekeÀ efve³eb$eCe, cetu³e SJeb megefJeOeeDeeW kesÀ ceeO³ece mes mebhetCe& meceeOeeve 
he´oeve keÀjlee nw~ FmekeÀer veJeesvces<eer efJeMes<eleeSb SJeb ueeYe, cepeyetle he´Ceeueer mes 
mecee|Lele Ghe³eesÊeÀe DevegketÀue Jesye heesì&ue keÀes F¥Oeve efve³eb$eCe SJeb heefj®eeueve 
J³e³e hej yesnlej efve³eb$eCe kesÀ peefjS he´YeeJeer HeÌueerì he´yebOeve kesÀ efueS ef[peeFve 
efkeÀ³ee ie³ee nw~   

[^eFJeì^wkeÀ hueme keÀe[& keÀe Ghe³eesie osMe Yej ceW HewÀues he´efleYeeieer S®eheermeerSue 
efjìsue DeeGìuesìeW ceW F¥Oeve SJeb u³etefye´keWÀì keÀer Kejero kesÀ efueS efkeÀ³ee pee 
mekeÀlee nw~ ³en keÀe³e&¬eÀce keÀe@heexjsì SJeb Yeejer cee$ee ceW F¥Oeve kesÀ KejerooejeW keÀes 
Ghenej meceeOeeve Yeer he´oeve keÀjlee nw~ 

Fme keÀe³e&¬eÀce keÀes osMe Yej kesÀ HeÌueerì leLee iewj-HeÌueerì ie´enkeÀeW mes keÀeHeÀer 
De®íe he´eflemeeo he´ehle ngDee nw, efpemekesÀ heefjCeecemJeªhe veS ie´enkeÀeW kesÀ pegæ[ves 
SJeb efye¬eÀer cee$ee ceW leerJe´ Je=ef× ngF& nw~ Deleë nce Je=ef×iele efJeMes<eleeDeeW SJeb 
ie´enkeÀeW kesÀ efueS ueeYe kesÀ peefjS Fme keÀe³e&¬eÀce ceW efvejblej megOeej keÀjves kesÀ efueS 
he´³eemejle nQ~

nce DeehekeÀer efveÿe kesÀ efueS DeehekeÀe DeeYeej J³eÊeÀ keÀjles nQ Deewj DeeMee keÀjles 
nQ efkeÀ Deehe [^eFJeì^wkeÀ hueme uee@³euìer keÀe[& he´esie´ece Üeje oer peeves Jeeueer 
megefJeOeeDeeW keÀe ueeYe Gþeles jnWies~

MegYekeÀeceveeDeeW meefnle, 

Jee³e. kesÀ. ieJeueer
efveosMekeÀ - efJeheCeve

Message of Director-MarketingefveosMekeÀ - efJeheCeve kesÀ mebosMe 
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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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efhe´³e ie´enkeÀ,

Deheves yengcetu³e [^eFJe ì^wkeÀ hueme ie´enkeÀ kesÀ ªhe ceW DeehekeÀes heekeÀj nceW KegMeer nes jner nw Deewj DeehekesÀ 
efve³eefcele men³eesie kesÀ efueS DeehekeÀes Oev³eJeeo osles nQ ~

neuener ceW nceves Deheves F&[ermeer ìe|ceveue hej DeveskeÀ veF& efJeMes<eleeDeeW keÀes Yeer ueeiet efkeÀ³ee nw ~ Deye 
Deehe ìe|ceveue mes efj[cheMeve keÀe DevegjesOe keÀj mekeÀles nQ ~ Deesìermeer keÀe[& ie´enkeÀ Deheves ³etpej keÀe[& 
keÀe Ghe³eesie keÀjkesÀ efj[cheMeve keÀe DevegjesOe keÀj mekeÀlee nw ~ [erìer hueme JesyemeeFì hej efyevee kegÀí 
efkeÀS ìe|ceveue hej ³etpej keÀe[& keÀes Keesuee pee mekeÀlee nw ~ kebÀì^esue keÀe[& efheve keÀe Ghe³eesie keÀjkesÀ 
Deehe Deheves efkeÀmeer Yeer yebo ³etpej keÀe[& keÀes Keesue mekeÀles nQ ~ Deehe Deheves efkeÀmeer Yeer ³etpej keÀe[& keÀe 
Ghe³eesie keÀjkesÀ meermeerSceSme efjpee®e& keÀj mekeÀles nQ ~ FmekeÀe DeLe& nw efkeÀ Deehe efyevee kebÀì^esue keÀe[& 
kesÀ meermeerSceSme efj®eepe& keÀj mekeÀles nQ ~

nceves SkeÀ keÀe[& ueeiet efkeÀ³ee nw efpemes SpeWì keÀe[& keÀnles nQ, pees ì^ebmeheesì& meskeÌìj ceW Sie´eriesìme& ³ee 
SkegÀceguesìme& kesÀ efueS efveoxefMele nw ~ nce MeerIe´ ner [^eFJejeW kesÀ efueS SkeÀ keÀe[& uee jns nQ pees [^eFJejeW 
Üeje Kejeroer keÀjves hej Deueie mes efjJee[& hJeeFbì leLee yeercee ueeYe he´oeve keÀjsiee ~

nce ie´enkeÀ jsHeÀjue, keÀce meermeerSceSme yewueWme kesÀ efueS SmeSceSme Sueì&, DeefleefjÊeÀ heles hej 
efJeJejCe F&-cesue keÀjveskesÀ he´eJeOeeve Fl³eeefo pewmes ie´enkeÀ keWÀefêle efJeMes<eleeDeeW keÀes ueeiet keÀj jns 
nQ ~ ke=Àhe³ee www.drivetrackplus.com ceW uee@ie-Fve keÀjkesÀ ³ee https://www.
drivetrackplus.com/web/GuestCustomer.aspx ceW GheueyOe ueer[ pevejsMeve 
FbìjHesÀme keÀe Ghe³eesie keÀjkesÀ Fme hej GheueyOe ie´enkeÀ jsHeÀjue SeqhuekesÀMeve keÀe Ghe³eesie keÀjkesÀ 
YeeJeer ie´enkeÀeW keÀes nceejs efueS meboe|Yele keÀjW ~ 

Deye ìe|ceveue hej he´l³eskeÀ meermeerSceSme efve<heeove kesÀ yeeo ®eepe& eqmuehe hej DeÐeleve meermeerSceSme 
yewueWme eEhe´ì nes peeSiee Deewj Jesye efve<heeove mecejer hej Deueie keÀe@uece ceW Yeer GheueyOe nesiee ~ Fmeer 
lejn mes he´l³eskeÀ keÀe[& yewueWme DeeOeeefjle efve<heeoveeW kesÀ yeeo ®eepe& eqmuehe hej DeÐeleve keÀe[& yewueWme 
eEhe´ì neslee nw Deewj Jesye efve<heeove mecejer hej Deueie keÀe@uece ceW Yeer GheueyOe neslee nw ~ 

nceves Deheves ie´enkeÀeW kesÀ efueS SkeÀ DeefYe³eeve Megª efkeÀ³ee nw, efpemes ceevemetve ef[ueeFì kesÀ ªhe ceW 
peevee peelee nw, pees DeehekesÀ yeæ{s ngS Kejeroer Deewj F&SHeÀìer kesÀ ceeO³ece mes meermeerSceSme efj®eepe& hej 
DeefleefjÊeÀ efjJee[& hJeeFbì oslee nw ~ ke=Àhe³ee, efJemle=le efJeJejCe kesÀ efueS he=ÿ 14-16 osKeW ~

nceW hetjer lejn mes uees[s[ veJeervelece DebkeÀ he´keÀeefMele keÀjles ngS KegMeer nes jner nw ~ nceves Fmes 
met®eveehe´o yeveeS jKeves keÀe he´³eeme efkeÀ³ee ns Deewj nceW DeeMee nw efkeÀ Fmes heæ{ves ceW DeehekeÀes Deevebo 
DeeSiee ~

[er Sve ke=À<Cecetefle& 
Ghe cenehe´yebOekeÀ 
SDeejyeer SJeb uee@³euìer keÀe[dme&  
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DRIVER CARD LAUNCH 

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 10th 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. 

[eFJe ì^wkeÀ hueme SkeÀ MeefÊeÀMeeueer he´erhes[ keÀe[& nw pees nceejs ie´enkeÀeW 
keÀes mebhetCe& HeÌueerì he´yebOeve meceeOeeve he´oeve keÀjlee nw ~ ³en HeÌueerì  
DeehejsìjeW keÀes efve³eb$eCe, megefJeOee, megj#ee SJeb DeekeÀ<e&keÀ efjJee[& hJeeFbì 
keÀe Dehe´eflece meb³eespeve he´mlegle keÀjlee nw ~ Fme DeefYeveJe Yegieleeve 
ef[JeeFme keÀes F¥Oeve Kehele SJeb heefj®eeueve ueeiele hej he´cegKe efve³eb$eCe 
kesÀ ceeO³ece mes o#e he´yebOeve nsleg ef[peeFve efkeÀ³ee ie³ee nw ~ [^eFJe ì^wkeÀ 
hueme keÀe[& keÀe Ghe³eesie osMe kesÀ keÀesves-keÀesves ceW HewÀues ngS menYeeieer 
S®eheermeerSue DeeGìuesìeW mes HeÌ³etue SJeb uegefye´keWÀìdme Kejeroves kesÀ efueS 
efkeÀ³ee pee mekeÀlee nw ~ [^eFJe ì^wkeÀ hueme HeÌ³etue he´yebOeve SJeb keÀe@heexjsì 
leLee HeÌ³etue kesÀ LeeskeÀ KejerooejeW kesÀ efueS Yesì meceeOeeve Yeer he´mlegle 
keÀjlee nw ~  

hegCes ceW Dee³eesefpele #es$eer³e he´yebOekeÀeW kesÀ meccesueve kesÀ DeJemej hej 10 
Dehe´wue,2015 keÀes meYeer keÀe³e&cetuekeÀ efveosMekeÀeW, keÀe.efve. efjìsue SJeb 
Dev³e Smeyeer³et he´cegKeeW keÀer GheeqmLeefle ceW nceejer DeO³e#e SJeb he´yebOe 
efveosMekeÀ Üeje `’[^eFJej keÀe[&’’ veecekeÀ [^eFJe ì^wkeÀ hueme kesÀ veS 
mJeªhe keÀe GodIeeìve efkeÀ³ee ie³ee ~  

[^eFJej keÀe[& mes nce Deheves efjìsue DeeGìuesìeW hej Deeves Jeeues Dev³e 
[^eFJejeW kesÀ meeLe Deheves Jele&ceeve ie´enkeÀeW kesÀ [^eFJejeW keÀe Yeer O³eeve 
jKeWies ~  
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launches during new rms’ training program 

neuener ceW 
S®eheerSce[erDeeF&-efveieæ[er 
ceW veS efjìsue #es$eer³e 
he´yebOekeÀeW kesÀ efueS he´efMe#eCe 
keÀe³e&¬eÀce kesÀ oewjeve 
keÀe³e&keÀejer efveosMekeÀ-
efjìsue keÀer GheeqmLeefle 
ceW efveosMekeÀ-efJeheCeve 
Üeje[^eFJe ì^wkeÀ hueme 
js[er jskeÀvej [erJeer[erkeÀe 
MegYeejbYe efkeÀ³ee ie³ee~

[^eFJe ì^wkeÀ hueme js[er jskeÀvej [erJeer[er ceW Jele&ceeve veerefle³eeW, 
efoMeeefveoxMeeW, he´ef¬eÀ³eeDeeW, he´mlegleerkeÀjCeeW leLee he´efMe#eCe meeceefie´³eeW hej 
J³eehekeÀ met®evee GheueyOe nw~ efoMeeefveoxMeeW kesÀ he´YeeJeer keÀe³ee&vJe³eve, 
he´efMe#eCe keÀe³e&¬eÀceeW leLee ie´enkeÀeW kesÀ meeLe heefj®e®ee& kesÀ efueS HeÀeru[ ceW 
meYeer mebyebefOeleeW keÀes [erJeer[er efJeleefjle efkeÀ³ee peeSiee~

he´efMe#eCe keÀe³e&¬eÀce kesÀ Deieues efove keÀe³e&keÀejer efveosMekeÀ-efjìsue ves 
efjìsue heeefueefme³eeW kesÀ efueS js[er jskeÀvej [erJeer[er leLee [eruejeW kesÀ 
efueS [^eFJe ì^wkeÀ hueme 
mìeì&-Dehe efkeÀì keÀe 
G×Ieeìve efkeÀ³ee~  

uee@³euìer keÀe[& he´esie´ece 
kesÀ yeejs ceW [eruejeW kesÀ 
yeer®e peeieªkeÀleeueeves 
DeewjmenYeeefielee yeæ{eves 
kesÀ efueS efjìsue Smeyeer³et 
ves [eruejeW kesÀ efueS [^eFJe 
ì^wkeÀ hueme mìej-Dehe 
efkeÀì keÀes ef[peeFve efkeÀ³ee 
nw~ FmeceW Deueie-Deueie Yee<eeDeeW ceW ìe|ceveue heefj®eeueve efoMeeefveoxMe 
leLee [eruejeW mes mebyebefOele efJeefYeVe he´ieefleMeerue SJeb Mew#eefCekeÀ mebosMe 
pewmes efJe<e³e nw Deewj Fve meYeer keÀes SkeÀ HeÀesu[j ceW Meeefceue efkeÀ³ee ie³ee 
nw~ Fve ceoeW ceW meyemes cenlJehetCe& ìe|ceveue heefj®eeueve ìîetìesefj³eue 
efJeef[³ees nw efpemes [eruejeW SJeb SHeÀSmeSce kesÀ yeer®e ìe|ceveue heefj®eeueve 
keÀer peevekeÀejer ceW megOeej ueeves kesÀ efueS yevee³ee ie³ee Lee~

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 
Ready Reckoner DVD contains comprehensive 

information on prevailing policies, guidelines, processes, 

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 - 
Gurgaon

Team at Sainik Filling Station, Binola, NH-8, District - 
Gurgaon

Team at Bansal Petro, Binola, NH-8, District Gurgaon

Felicitation of Balaji Transport by Director-Marketing Felicitation of Mahaluxmi Transport by Director-Marketing Team at Raj Filling Station, Dharuhera, NH-8, Dist. Rewari

1 Dehe´wue, 2015 keÀes Þeer Jee³e.kesÀ.ieJeueer, efveosMekeÀ (efJeheCeve), Þeer Sme.pe³eke=À<Ceve, keÀe.efve.(efjìsue) Þeer kesÀ ÞeerefveJeeme, Ghe ce.he´.-efjìsue (G.Deb.), Þeer ìer.Deej.
megbojjceve- Ghe ce.he´.(neFJes efjìseEueie), Þeer mebpe³e keÀewefMekeÀ, cegK³e he´yebOekeÀ-neFJes efjìseEueie SJeb uee@³euìer keÀe[&-G.Deb., Þeer meboerhe ceenséejer-meer.Deej.Sme., iegæ[ieebJe 
#es. keÀe. keÀer ìerce ves GÊej Deb®eue leLee iegæ[ieebJe efjìsue #es$e kesÀ Dev³e DeefOekeÀeefj³eeW kesÀ meeLe Sve.S®e.-8 hej efJeefYeVe efjìsue DeeGìuesìeW keÀe oewje efkeÀ³ee ~ 
Jes [eruejeW mes efceues leLee mesJeeDeeW ceW YeefJe<³e ceW efkeÀS peeves Jeeues efJemleej SJeb megOeej kesÀ yeejs ceW efJe®eej-efJeceMe& efkeÀ³ee ~  

ìerce ves SveS®e-8 hej efvecveefueefKele G®®e efye¬eÀer Jeeues DeeGìuesìeW keÀe oewje efkeÀ³ee : 
1.  mewefvekeÀ efHeÀeEueie mìsMeve, efpeuee iegæ[ieebJe
2.	 yebmeue hesì^es, efyeveesuee, efpeuee iegæ[ieebJe
3.	 jepe efHeÀeEueie mìsMeve, Oeeªnsje, efpeuee jsJeeæ[er   
4.	S®eheer yesmì HeÌ³etume, pe³eeEmenhegjKesje, efpeuee jsJeeæ[er   
5.	 eEhekeÀ efmeìer efce[Jes pe³eeEmenhegjKesje, efpeuee jsJeeæ[er   

jepe efHeÀeEueie mìsMeve hej efveosMekeÀ-efJeheCeve SJeb keÀe.efve.-efjìsue ves Þeer jcesMe (ceneue#ceer ì^ebmeheesì&), Þeer efJeefheve (yeeueepeer ì^ebmeheesì&) Deewj Þeer ieg·è efcevee 
(peieocyee ì^ebmeheesì&) kesÀ he´efleefveefOelJe ceW 3 ìe³ej-1 ie´enkeÀ mes efceues~ ì^ebmeheesì&jeW ves S®eheermeerSue kesÀ meeLe Deheves DevegYeJe kesÀ yeejs ceW yelee³ee~ 
efveosMekeÀ (efJeheCeve) mes efceuekeÀj ì^ebmeheesì& yengle KegMe ngS~ GvekesÀ meeLe SkeÀ oewj keÀer ®e®ee& kesÀ yeeo efveosMekeÀ (efJeheCeve) ves GvekesÀ S®eheermeerSue 
kesÀ meeLe uebyes mece³e kesÀ mebyebOeeW kesÀ efueS he´MebMee efkeÀ³ee~ S®eheermeerSue DeeGìuesìeW Üeje oer ieF& mesJeeDeeW kesÀ he´efle ie´enkeÀeW mes meblees<e J³eÊeÀ efkeÀ³ee~ 

SveS®e-8 DeeGìuesìeW keÀe efveosMekeÀ - efJeheCeve SJeb keÀe³e&keÀejer efveosMekeÀ - efjìsue keÀe oewje
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Visit of Director - Marketing & ED-Retail to retail outlets on nh-8

Team at HP Best Fuels, Jaisinghpurkhera, NH-8 Team at HP Best Fuels, Jaisinghpurkhera, NH-8, Dist. Team at HP Best Fuels, Jaisinghpurkhera, NH-8, Dist. 

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:
1.	 Sainik Filling Station, Binola, Dist. Gurgaon
2.	 Bansal Petro, Binola, Dist. Gurgaon
3.	 Raj Filling Station, Dharuhera, Dist. Rewari
4.	 HP Best Fuels, Jaisinghpurkhera, Dist. Rewari
5.	 Pink City Midway , Jaisinghpurkhera, Dist. Rewari   

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.
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Dee@ue Fbef[³ee ceesìj ì^ebmeheesì& keÀebie´sme yewþkeÀ

Dee@ue Fbef[³ee ceesìj ì^ebmeheesì& keÀebie´sme, ®eb[erieæ{ ì^ebmeheesì& DemeesefmeSMeve kesÀ 
men³eesie mes 27 petve, 2015 keÀes nesìue pes[yu³et cewefj³eì ®eb[erieæ{ ceW ’jes[ 
mesHeÌìer-keÀer FcehewjsefìJe Dee@HeÀ he´wpesvì ìeFce“ henue hej vee@Le& peesve keÀvJeWMeve yewþkeÀ 

keÀe Dee³eespeve efkeÀ³ee 
ie³ee~

yewþkeÀ ceW osMe Yej 
keÀer he´cegKe heefjJenve 
kebÀheefve³eeW, efpeveceW 
meæ[keÀ heefjJenve 
GÐeesie kesÀ efnleOeejkeÀeW 
kesÀ meeLe-meeLe lesue 
kebÀheefve³eeW, ìe³ej 
efvecee&leeDeeW, efJeÊe 
kebÀheefve³eeb Deewj Dee@

ìesceesefìJe GÐeesie kesÀ  ueieYeie 250 he´efleefveefOe³eeW ves Yeeie efue³ee~

S®eheermeerSue henueer yeej Fme efJeMeeue Dee³eespeve ceW lesue GÐeesie mes Yeeie uesves Jeeueer 
DekesÀueer kebÀheveer Leer, efpemeves YeJ³e meceejesn ceW yeæ[s hewceeves hej Yeeie efue³ee~ 

yewþkeÀ  ceW Ghe 
cenehe´yebOekeÀ - efjìsue 
(GDeb); cegK³e #es$eer³e 
he´yebOekeÀ - ®eb[erieæ{ 
he´l³e#e efye¬eÀer #es$e; 
Jeefjÿ #es$eer³e he´yebOekeÀ-
®eb[erieæ{ efjìsue #es$eer³e 
keÀe³ee&ue³e; ®eb[erieæ{ 
efjìsue Deewj he´l³e#e 
efye¬eÀer #es$e leLee GÊlejer 
Deb®eue kesÀ efJeheCeve 
DeefOekeÀejer GheeqmLele Les~ 

³en ®eb[erieæ{ he´l³e#e efye¬eÀer Deewj efjìsue mecetn Üeje henueer meb³egÊeÀ henue nw Deewj 
efpemeceW Jesv³eg  ceW  S®eheer mìeue ueiee³ee ie³ee Deewj nceejs uee@³euìer keÀe[& keÀe³e&¬eÀce 
“[^eFJe ì^wkeÀ hueme“ kesÀ hewcHeÀuesìdme Deewj ye´esMej kesÀ meeLe-meeLe S®eheeru³etyme 
Glheeo keÀes he´oMe&ve kesÀ efueS jKee ie³ee ~ mìeue hej DeefOekeÀeefj³eeW ves yewþkeÀ ceW 
Dee³es mebYeeefJele ie´enkeÀeW keÀes keÀe[& keÀe³e&¬eÀce hej hetís ie³es  he´MveeW keÀe peJeeye efo³ee ~

Þeer kesÀ. ÞeerefveJeeme Ghe-cenehe´yebOekeÀ, GDeb ves meæ[keÀ megj#ee kesÀ cenlJe hej 
Deewj efnleOeejkeÀeW kesÀ yeer®e peeieªkeÀlee yeæ{eves kesÀ efueS lesue GÐeesie kesÀ meom³eeW 
Üeje GþeF& ieF& henue kesÀ yeejs cess meYee keÀes mebyeesefOele efkeÀ³ee Deewj S®eheermeerSue 
keÀesDeecebef$ele keÀjves kesÀ efueS SDee³eSceìermeer Deewj meerìerS keÀes Oev³eJeeo efo³ee~

FmekesÀ yeeo  Þeer MegYesvog ceesnbleer- cegK³e he´yebOekeÀ, ®eb[erieæ{ he´l³e#e efye¬eÀer #es$eves S®eheer 
u³egefye´keQÀì Deewj yeepeej 
vesle=lJe hej leLee meYeer #es$eeW 
ceW ye´eb[ GheeqmLeefle hej 
he´mlegeflekeÀjCe efo³ee~  Þeer 
he´Meeble Jecee&, Jeefjÿ efJeheCeve 
DeefOekeÀejer, iegæ[ieebJe efjìsue 
#es$e ves [^eFJe ìwkeÀ hueme 
uee@³euìer keÀe[& keÀe³e&¬eÀce 
hej he´mlegefle oer Deewj FmekeÀer 
efJeMes<eleeSb leLee oMe&keÀeW keÀes FmekesÀ ueeYe kesÀ yeejs ceW yelee³ee~

®eb[erieæ{ ì^ebmeheesì& SmeesefmeSMeve Deewj SDee³eSceìermeerkesÀ meom³eeW ves meæ[keÀ megj#ee 
meccesueve kesÀ DeJemej hej S®eheermeerSue Üeje keÀer ieF& henue SJeb Fme yeæ[er yewþkeÀ ceW  
Yeeie uesves kesÀ efueS mejenvee keÀer³ee~

27 petve, 2015 keÀes 
jes[ mesHeÌìer keÀvJesvMeve 
kesÀ DeJemej hej Þeer kesÀ. 
ÞeerefveJeeme keÀes hebpeeye 
SJeb nefj³eeCee jep³e kesÀ 
ceeveveer³e jep³eheeue SJeb 
®eb{erieæ{ kesÀ he´MeemekeÀ,  
Þeer keÀhleeve eEmen 
meesuebkeÀer Üeje mce=efle 
ef®evn he´ole efkeÀ³ee ie³ee~

“jes[ mesHeÌìer-keÀer 
FcehewjsefìJe Dee@HeÀ he´wpesvì ìeFce“ hej Dee@ue Fbef[³ee ceesìj ì^ebmeheesì& keÀe@heexjsMeve 
keÀvJeWMeve keÀer 199 JeeR yewþkeÀ kesÀ DeJemej hej ®eb[erieæ{ ì^ebmeheesì& SmeesefmeSMeve Üeje 
SkeÀ efJeMes<e mceeefjkeÀe peejer keÀer ieF&, efpemeceW meeceves kesÀ keÀJej hej S®eheermeerSue kesÀ 
uee@³euìer keÀe[& keÀe³e&¬eÀce, [^eFJe ì^wkeÀ hueme keÀer cegK³e efJeMes<eleeSb efoKeeF& ieF& nQ ~ 
FmekeÀer he´efle SDee³eSceìermeer kesÀ meYeer men³eesieer meom³eeW keÀes Yespeer ieF&  nw~



FULLY LOADED I April - June 2015

9

Customer CONNECT

yejceevee ceW [^eFJej he´efMe#eCe keÀe³e&¬eÀce

yeercee ®eskeÀ meeQheves kesÀ efueS yewþkeÀ 

mesHeÀ nQ[ keÀeieex he´e.efue. kesÀ [^eFJej mJeieea³e Þeer pe³e kegÀceej [s kesÀ heefjJeej keÀes 
1 ueeKe ªhe³e keÀe yeercee ®eskeÀ meeQheves kesÀ efueS keÀesuekeÀelee #es$eer³e keÀe³ee&ue³e 
ceW SkeÀ yewþkeÀ Dee³eesefpele keÀer ie³eer Leer ~
Þeer [er.kesÀ.heìvee³ekeÀ, ce.he´.-hetJeea Deb®eue; Þeer Sme.Sve.js, meerDeejSce-
keÀesuekeÀelee Deej. Dees.; Þeer kesÀ.Fvêmesvee, Jeefjÿ he´yebOekeÀ, neFJes efjìseEueie SC[ 
uee@³euìer keÀe[&, hetJeeaDeb®eue; 
Þeer Deej. Sme. hecceer, Jeefjÿ 
he´yebOekeÀ – SceDeeF&Sme, het.
Deb. leLee Þeer heueeMe 
yeªDee, Jeefjÿ efJeheCeve 
DeefOekeÀejer - uee³euìer 
keÀe[&me, keÀesuekeÀelee efjìsue 
#es$eer³e keÀe³ee&ue³e yewþkeÀ ceW 
GheeqmLele Les ~ 
Þeer yeªDee ves yewþkeÀ kesÀ oewjeve GheeqmLele ie´enkeÀeW kesÀ efueS [eF&Je ì^skeÀ hueme 
uee@³euìer keÀe[& hej mebef#ehle he´mlegleerkeÀjCe efo³ee ~
Þeer heìvee³ekeÀ ves Þeer pe³e kegÀceej [s keÀer efJeOeJee helveer Þeerceleer megeq<celee [s 
efce$ee keÀes yeercee keÀe 1 ueeKe ªheS keÀe ®eskeÀ meeQhee~ Þeer [ss cesmeme& mesHeÀ nQ[ 
keÀeieex he´e.efue. keÀer ieeæ[er ®euee jns Les, efpemekeÀe hebpeerkeÀjCe veb. [yu³etyeer.15 
S6707 Lee Deewj pees yesnjecehegj, heeq½ece yebieeue kesÀ meceerhe SveS®e-34 hej 
2 efomecyej, 2014 keÀes ogIe&ìvee keÀe efMekeÀej nes ie³ee Lee ~
Deheves mebyeesOeve ceW Þeer heìvee³ekeÀ ves keÀne efkeÀ S®eheermeerSue Ssmeer ³eespeveeDeeW 
keÀes ueeiet keÀjkesÀ HeÌueerì ceeefuekeÀes, [^eFjeW leLee eqkeÌuevejeW meefnle Deheves mìskeÀ 
OeejkeÀeW kesÀ keÀu³eeCe kesÀ efueS he´efleye× nw ~ 
Þeer kesÀ. Fbêmesvee ves ÞeesleeDeeW keÀes Oev³eJeeo efo³ee~ GvneWves ì^ebmeheesì&jeW keÀes Yeer 
Deheves mebmLeeve kesÀ Deboj mebyebOeeW keÀes De®íe yeveeves kesÀ efueS Ssmeer megefJeOeeDeeW 
keÀes ueeiet keÀjves keÀe megPeeJe efo³ee ~

INSURANCE CHEQUE HANDING OVER MEET  

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 & Loyalty 
Cards, East Zone; Shri R 
S Pammi , Sr. Manager-
MIS, EZ and Shri Palash 
Baruah, Sr. Marketing 
Officer-Loyalty Cards, 
Kolkata Retail Regional 
Office attended the 
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.

efyeueemehegj efpeuee ì^keÀ Deehejsìme& keÀes. Deehe. meesmee³eìer kesÀ men³eesie mes 29 
petve,2015 keÀes yejceevee, efyeueemehegj efpeuee, eEncee®eue he´osMe kesÀ ³etefve³eve 
keÀe³ee&ue³e ceW [^eFJejeW kesÀ efueS [^eFJej he´efMe#eCe keÀe³e&¬eÀce keÀe Dee³eespeve 
efkeÀ³ee Lee ~ 
³en keÀe³e&¬eÀce efJeve³e mee|Jeme mìsMeve, yejceevee, efyeueemehegj efpeuee, efn.he´. 
keÀer mene³elee mes Þeer ieesheeue oeme, Sefj³ee efye¬eÀer he´yebOekeÀ, efMeceuee efye¬eÀer 
Sefj³ee Üeje Dee³eesefpele efkeÀ³ee ie³ee Lee ~
[^eFJej he´efMe#eCe keÀe³e&¬eÀce : jes[ megj#ee SJeb HeÌ³etue ye®ele Ghee³e leLee 
[^eFJejeW keÀer YetefcekeÀe Hej heermeerDeejS efoMee efveoxMeeW kesÀ Devegmeej Þeer ÞeerOej 
heguesF&, Jeefjÿ he´yebOekeÀ (efJeheCeve), ®ebæ[erieæ{ efjìsue #es$e ves megjef#ele [^eFeEJeie 
DeeoleeW, [^eFJejeW kesÀ meeLe HeÌ³etue ye®ele Ghee³eeW, jes[ ogIe&ìvee kesÀ keÀejkeÀeW 
leLee megjef#ele [^eFeEJeie DeeoleeW keÀes megefveeq½ele keÀjves ceW [^eFJej keÀer YetefcekeÀe 
leLee efpeccesojer hej SkeÀ mesMeve efue³ee, efpemeceW efvecveefueefKeleeW keÀes Meeefceue 
efkeÀ³ee ie³ee :

- 	 yesnlej ceeFuespe kesÀ efueS 
DeeoMe& [^eFeEJeie mheer[ kesÀ 
cenlhetCe& henuet 

- 	 Fbpeve keÀe jKejKeeJe leLee 
mece³e-mece³e hej mee|JeeEmeie 

- 	 keÌue®e efie³ej keÀe mener Ghe³eesie 
- 	 mJe®í S³ej efHeÀuìj  
- 	 mener ìe³ej he´smej 
- 	 mece³e-mece³e hej u³etye Dee³eue yeouevee 
[^eFJejeW ceW peeieªkeÀlee yeæ{eves kesÀ efueS HeÌ³etue ye®ele Ghee³eeW kesÀ yeejs ceW 
yelee³ee ie³ee ~ keÀe³e&¬eÀce ceW ueieYeie 60 [^eFJejeW ves Yeeie efue³ee Deewj HeÀer[ 
yewkeÀ yengle GlmeenpevekeÀ Lee ~
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CUSTOMER MEET AT DANKUNI 

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.

BULK LPG TRANSPORTER MEET 

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. 

DRIVER TRAINING PROGRAMME AT 
COMCO-GOBINDPUR, NH-2, West Bengal

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 

courage to face untoward 
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.

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 
Family.
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CUSTOMER MEET AT BELPAHAR

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 
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.

SveS®e-2 kesÀ efjìsue DeeGìuesì hej ie´enkeÀ yewþkeÀ 

SveS®e-2 DeeGìuesìes ceW [^eFJe ì^wkeÀ hueme uee³euìer keÀe[& he´esie´ece kesÀ yeæ{les 
ngS Ghe³eesie kesÀ efueS jeb®eer efjìsue #es$e kesÀ Oeveyeeo efye¬eÀer Sefj³ee kesÀ Debleie&le 
HeÀeskeÀme DeeGìuesìeW, Deeefol³e ceequìkeÀe@ce he´e.efue. leLee cegkegÀue mee|Jeme 
mìsMeve hej oes ie´enkeÀ yewþkeWÀ Dee³eesefpele keÀer ieF& ~ 
Fve DeeGìuesìeW hej 23 petve,2015 keÀes yewþkeWÀ keÀer ieF& ~ yewþkeÀ ceW 

Þeer Deeféeveer kegÀceej, 
Ghe he´yebOekeÀ (efye¬eÀer), 
Oeveyeeo #es$e leLee Þeer 
efovesMe kegÀceej, efJeheCeve 
DeefOekeÀejer - jeb®eer efjìsue 
#es$e GheeqmLele Les ~ yewþkeÀ 
ceW 48 ì^ebmeheesì&jeW ves Yeeie 
efue³ee ~ yewþkeÀ kesÀ oewjeve 
[^eFJe ì^wkeÀ hueme he´esie´ece 
keÀe mebef#ehle efJeJejCe efo³ee 
ie³ee ~ FmekesÀ Ghejeble 
ie´enkeÀeW SJeb [eruejeW kesÀ efueS 

he´esie´ece keÀer efJeMes<eleeDeeW Deewj ueeYeeW kesÀ yeejs ceW ®e®ee& efkeÀ³ee ie³ee ~ 
Fmeer lejn kesÀ Dev³e uee@³euìer keÀe[& he´esie´eceeW mes henues mes heefjef®ele yengle 
mes ie´enkeÀeW  ves [^eFJe ì^wkeÀ hueme he´esie´ece Üeje he´mleeefJele ueeYeeW keÀer he´MebMee 
efkeÀ³ee, pewmes :
1.	F&SHeÀìer kesÀ ceeO³ece mes lelkeÀeue meermeerSceSme efj®eepe& 
2.	efve<heeoveeW hej SmeceSme Sueì& 
3.	DeeGìuesì ®egveves keÀe efJekeÀuhe 
4.	[erpeue cetu³eeW kesÀ 

meeLe ceeefmekeÀ efJeJejCe 
5.	mebheke&À kesÀ efueS SkeÀue 

hJeeFbì
6.	ie´enkeÀ mesJee mes [^eFJe 

mìej meceehle nesves 
keÀe Sueì& keÀeue

7.	efve<heeoveeW keÀe mJe³eb 
®eeefuele efye¬eÀer jmeero 

mJeemL³e SJeb mLeeF& leLee 
DemLeeF& efJekeÀueebielee 
kesÀ efJeª× [^eFJej SJeb 
nsuhej kesÀ efueS yeercee keÀJejspe osves kesÀ efueS Jeenve ceeefuekeÀeW ves he´MebMee efkeÀ³ee ~

veercyeuee, SveS®e 62, peesOehegj ceW [^eFJej keÀe³e&¬eÀce 

heermeerDeejS Üeje efveOee&efjle HeÌ³etue Kehele keÀer cetue lekeÀveerkeÀeW kesÀ yeejs ceW 
heerDeesSue [^eFJejeW keÀes he´efMe#eCe he´oeve keÀjves kesÀ efueS SveS®e 62 hej, 
meeueeJeeme ef[hees kesÀ meceerhe S®eheermeerSue kesÀ pebkeÌMeve efjìsue DeeGìuesì hej 
30 petve,2015 keÀes SkeÀ heerDeesSue [^eFJej ÒeefMe#eCe keÀe³e&¬eÀce Dee³eesefpele 
efkeÀ³ee ie³ee Lee ~

Deeefol³e ceequìkeÀe@ce he´e.efue. Oeveyeeo ceW ie´enkeÀ yewþkeÀ

cegkegÀue mee|Jeme mìsMeve, Oeveyeeo ceW ie´enkeÀ yewþkeÀ

he´efMe#eCe peesOehegj efjìsue 
#es$e Üeje Dee³eesefpele efkeÀ³ee 
ie³ee Lee Deewj Þeer heefjlees<e 
oueekeÀesìer, Jeefjÿ efJeheCeve 
DeefOekeÀejer, peesOehegj efjìsue 
#es$e Üeje he´efMe#eCe efo³ee 
ie³ee ~ he´efMe#eCe keÀe³e&¬eÀce 
kesÀ oewjeve ceesìj ì^ebmeheesì& 
kebÀheefve³eeW mes kegÀue 14 [^eFJejeW 
ves Yeeie efue³ee ~
efvecveefueefKele ceevekeÀ lekeÀveerkeÀeW hej ®e®ee& efkeÀ³ee ie³ee :
1.	lesue Kehele kesÀ cegK³e keÀejkeÀ kesÀ ªhe ceW ieefle meercee
2.	Fbpeve DeesJejneeEueie / ìîeteEveie
3.	keÌue®e keÀe DeefOekeÀ Ghe³eesie SJeb FmekesÀ he´YeeJe 
4.	Gef®ele efie³ej keÀe ®e³eve
5.	Gef®ele ìe³ej oyeeJe 
6.	S³ej efHeÀuìj
7.	uegefye´keWÀ[dme leLee Fbpeve cewvegJeue kesÀ Devegmeej GvekeÀer efJeefMeälee
Deble ceW [^eFJejeW keÀes heermeerDeejS megjef#ele [^eFeEJeie lekeÀveerkeÀ kesÀ nQ[ 
DeeGìdme efoS ieS ~ 
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SERVICE NETWORK - OUTLET PROFILE

HP Best Fuels, Khera Border, Rewari on NH8

Auto Care Center, Hodal, Distt Palwal on NH2

S®eheer yesmì HeÌ³etume, Kesje yee[&j, SveS®e 8, jsJeeæ[er

Deeìes kesÀ³ej meWìj, nes[eue, SveS®e2, efpeuee-heueJeue

Facilities

•	 Drive Track Plus Card 
acceptance

•	 Clean Toilets
•	 Parking
•	 E-receipts
•	 24 X 7 operation & 

assistance

megefJeOeeSb

 

•	 [eF&Je ì^wkeÀ Hueme keÀe[& 
mJeerkeÀe³e&lee 

•	 mJe®í Meew®eeue³e 

•	 heee\keÀie 

•	 F&-he´eeqhle 

•	 24 X 7 he´®eeueve SJeb mene³elee 

Contact Person – Sh Ishwar Singh (Dealer) - 9896922554
mebheke&À J³eefÊeÀ–  -  Þeer F&éej eEmen ([eruej) - 9896922554 

D
EL

H
I

HARYANA RAJASTHAN

JA
IP

U
R

85 Kms. 170 Kms.

OUTLET LOCATION 

D
EL

H
I

HARYANA U.P.

M
AT

H
U

RA

85 Kms. 80 Kms.

OUTLET LOCATION 

          Facilities

•	 DriveTrack Plus Center

•	 DriveTrack Plus Card 
acceptance

•	 Clean Toilets

•	 Parking

•	 E-receipts

•	 24 X 7 operation & 
assistance

megefJeOeeSb

•	 [eF&Je ì^wkeÀ Hueme meWìj 
•	 [eF&Je ì^wkeÀ Hueme keÀe[& 

mJeerkeÀe³e&lee 
•	 mJe®í Meew®eeue³e 
•	 heee\keÀie 
•	 F&-he´eeqhle 
•	 24 X 7 he´®eeueve SJeb mene³elee 

Contact Person – Sh Bir Singh (Station Incharge) - 9816743542
mebheke&À J³eefÊeÀ–  -  Þeer yeerj eEmen (mìsMeve ÒeYeejer) - 9816743542 
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SERVICE NETWORK 

As part of the ongoing 

networking activities, 

Bhubaneswar Retail 

Region has taken an 

initiative for networking 

on NH-5 by visiting 

Autonagar, Vijayawada 

along with the following 

focus dealers:

1.	 Sai Service Station, 

Jaleshwar

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 Area, 

Shri Amit 

B a n e r j i 

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 

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 

dealers of NH-5 under 

Vijayawada Retail 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 A V 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.

NH 5 - Networking Drive : Focus Dealers’ Visit to Vijayawada







* efve³ece Je MeleexkesÀ efue³es He=. 15 osKeW


