


stores that sold mostly hard 
liquor, but also been and wine 
that's heavily discounted," 
Kapoor says. "�at was good 
experience... Today when you 
walk into a Bonfare Market, 
you're able to pick up 10 or 12 
good cabernets and merlots; each 
store has a decent selection of 
wine and liquor. Most [other] 
stores don't have that."
   Both of the company's c-store 
chains - Bonfare Markets and 
Stop 'N Save - are operated 
primarily by franchisees.
 "We have only one 
company-run store at most," says 
Kapoor. "I felt that running a 
company store was very hard. 
Putting an owner in a store makes 
a big di�erence, so we went to a 
franchised model in the very early 
stage."
 Sean  Kapoor takes care of 
most of the day-to-day 
operations, while Jag focuses on 
new opportunities, such as 
XProtean. XProtean, named a�er 
the shape-shi�ing Greek god 
Proteus, o�ers a �exible 
point-of-sale system at a�ordable 
costs, according to Jag Kapoor. He 
suggests it's ideally suited to small 
retailers but can adapt to just 
about any operation, including 
quick-serve restaurants.

 Necessity was the mother of 
XProtean. �ere was "no 
corporate type of solution we 
a�ord," says Kapoor, so he 
worked with engineers to build 
his own.
 "Every time I tried to talk to 
bigger [technology] companies, 
somehow their interest level just 
wasn't there," he says. "It was kind 
of a shocker to me. ...And it 
forced me to change."

�e Kapoor's experience 
"working  as a cashier and 
running stores" provided the 
blueprint, he says. He began 
testing the system about three 
years ago, using one store as a 
guinea pig, and rolled out the 
system to all stores in 2007.

"Initially I did not care much 
about  technology; we  were  using 
old  cash registers," he says. "As 
we grew, we  understood we had 
to get information as quickly as 
possible. If a store is making

money or not sooner you �nd out the 
better o� you are."
 Kapoor suggests stores have seen a 
remarkable di�erence in labor and 
inventory control since the technology 
changeover. Vijay Kumar will back up 
that assertion.
 Kumar, a Bonfare Market franchi-
see based in Antioch, Calif., has two 
XProtean scanners in his store, which 
he's been running for almost nine years. 
He implemented the system in Decem-
ber 2007. It cost him "something like 
$13,000 for the two [scanners]," but he 
believes it was a worthwhile investment.
 "I was on the manual system: no 
scanning at all," he says. "Sometimes 
you forget the price, so it's always good 
having that peace of mind. ...It's easy to 
run, and having the pricing component 
is a bene�t. �e other one is that you 
keep track of the inventory."

�e system has been a big help in the 
cigarette category especially, according 
to Kapoor.
 "�ere was a time when a manager 
was  doing his cigarette order and 
taking a ballpark �gure and guessing he 
should be ordering 10 or more of a 
particular brand," he says. "Now they 
know exactly what the sales are, and 
they can order exactly. ...We can 
manage all categories really well now."

GROWING: Kapoor Enterprises has growbn from a single store into a network of more than 40 
Bonfare Market and Stop 'N Save stores. As the company grew, it moved to a franchised model.
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