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 Best Original Store Design (a new-build)

 Best Interior Design (a new-build)

 Best Low Cost Remodel (less than $100,000)

 Best Mid-Budget Remodel ($100,000- $250,000)

 “The Sky’s the Limit” Remodel (more than $250,000)

 Best “Green” Design

CSNEWS C-STORE DESIGN CONTEST ENTRY FORM

Your name and title: ________________________________________________________________

Company name: __________________________________________________________________

(if you are a design frm submitting an entry on behalf of a retailer, please include retailer name and your key contact at that retailer)

Address: _______________________________________________________________________

Phone: _________________________________E-mail:___________________________________

Category entering:

Design frm worked with (if applicable): _________________________________________________

Date store design/remodel complete and store open for business: __________________________________

C-STORE DESIGN CONTEST RULES



1.    Entries are due no later than July 1, 2013. All others 
may be disqualifed.

2.    Clearly indicate the award category you are entering. 
Award categories include: 
• Best Original Store Design (a new-build) 
• Best Interior Design (a new-build) 
• Best “Green” Design 
• Best Low Cost Remodel (less than $100,000) 
• Best Mid-Budget Remodel ($100,000- $250,000) 
• “The Sky’s the Limit” Remodel (more than $250,000)

3.    Multiple entries in each category are permitted as 
long as the designs are diferent and unique.

4.    All entries must include a completed ofcial entry 
form, a brief description of the store, design/remodel 

objectives, challenges and results (i.e. sales, customer 
trafc, etc.), as well as before-and-after images. Please 
enclose a MAC format disk with an Illustrator EPS or 
high-res jpeg/tif of your store(s) before and after if 
applicable, as well as your company logo (retailer and 
designer). These images will be used to judge entries 
and for the awards and editorial coverage.

5.    Construction of eligible store designs and remodels 
must have been completed between January 2012 and 
February 2013. Concept designs not yet constructed 
and open for business are ineligible. Previous winning 
designs should not be entered.

6.    Send entries and supporting materials all in the same 
package to: Don Longo, Convenience Store News, 111 
Town Square Place, Suite 400, Jersey City, NJ 07310.

7.    Each entry requires a handling fee of $125. 
Checks should be made payable to Stagnito 
Media.

8.    Winners will receive an engraved award, and 
recognition and coverage in an issue of Convenience 

Store News.

9.    Entries will be judged on innovation, creativity and the 
positive impact of the overall design and/or remodel 
on the retail business.

10.  Judging and voting will be conducted by a Blue 
Ribbon Panel of editors and writers of Convenience 

Store News and other Stagnito Media trade magazines.

NEW • REBUILT • REMODELED8TH ANNUAL

In 2012, 12 convenience stores were 
recognized for setting the standard 
in store design and innovation. 
Their designs focused on originality, 
sustainability and blending nostalgia 
with modern convenience.

In 2013, YOU too could be recognized 
as one of the visionary leaders in 
c-store design when you enter the 
Convenience Store News Store Design 
Contest.

Six standard categories and three 
budget ranges give everyone a 
chance to be recognized, from mod-
est budgets to “sky’s the limit”! Plus 
our Best “Green” Design category 
looks at eco-friendly designs from 
construction to operations.

Share Your New Design with the Industry

2012 Best Original Store Design Winner: 

Hi Road; Clarksville, Tenn; 

Owner: Beach Oil Co;  

and Designer: Paragon Solutions, Inc.

Mail form, supporting material  

and entry fee to: 

Don Longo, Convenience Store News

111 Town Square Place, Suite 400

Jersey City, NJ  07310

T
hose who think rags to riches stories are only 
the creation of Hollywood producers have not 
heard the story of Sergei Gorloff.

When the future convenience store owner 
and CEO of technology company Petrosoft LLC 
first arrived in the United States from Moscow in 
September 1991, Gorloff had only the equivalent of 
$7 in his pocket and did not speak any English. Today, 
he owns 18 c-stores and gas stations — including the 
real estate — and operates another four locations as a 
franchisee. He is also head of a software company he 
founded that has more than 1,000 clients.

“When I came [to the U.S.], I just wanted to see 
what the country was all about,” Gorloff recounted. 
“I heard a lot about America, and I wanted to see it 
with my own eyes.”

While at an immediate disadvantage, he did have three 
things on his side: his youth, at just 24 years old; no fear 
of failure; and a tremendous amount of ambition. 

Good fortune didn’t hurt either. Upon arriving at 
John F. Kennedy Airport in New York City in 1991, he 
befriended a Russian taxi driver. “I told him I needed 
some work,” Gorloff recalled. “He told me he knew a 
guy in New Jersey [who could help]. The man owned 
12 or 13 gas stations.”

Gorloff was willing to start small. His first American 
job was as a gas station attendant, and he liked work-
ing in a small business because every day was different 
and he met a lot of people. “If you are doing a good 
job, you start to see results immediately,” he said. 

Gorloff was so successful in his role that he was 
quickly promoted to manager of one store, then five 
stores, and eventually offered his own Sunoco APlus 

franchise store in Pittsburgh in 1994. 
“Sunoco liked that I pumped a lot of gallons, was 

very aggressive on pricing and began several different 
programs,” he said. “In-store merchandise sales also 
increased dramatically.”

By the end of the following year, he owned 12 loca-
tions and today, he owns and/or operates a total of 22. 
“I always felt like I could own more than one store, or 
even more than two or three,” he added.

Gorloff’s stores are located primarily in Pennsylvania. 
Four of the locations he owns are marketed under his 
own brand, Market 24. Gas at most of the locations is 
sold under the Sunoco banner, while a couple of his sta-
tions are incorporated under the BP and Shell brands.

Unlike some other c-store operators, Gorloff does not 
focus on specific niches such as foodservice, alcohol or 

Sergei Gorloff went from a $7 
net worth to owning 18 c-stores 
and a software company
By Brian Berk

From Rags
to Riches
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REGISTRATION IS OPEN!
August 14-16

Red Rock Casino, Resort & Spa
Las Vegas, NV

Become a sponsor and reach this influential  
gathering of retailers and suppliers
For information on sponsorship opportunities,  
view the Hispanic Retail 360 Sponsorship page,  
or contact Michael Hatherill at (201) 855-7610  
or mhatherill@stagnitomedia.com.

HISPANIC RETAIL 360 SummIT 2013
AuGuST 14-16

REd ROCk CASINO, RESORT & SPA
IN LAS VEGAS

www.HispanicRetail360.com

Register now and take 
advantage of our best 
pricing of the year!
Leading marketing experts, retailers and suppliers 
will be at the 9th Annual Hispanic Retail 360 Summit 
on August 14-16, 2013, at Red Rock Casino, Resort 
& Spa in Las Vegas, Nevada. You need to be there 
too! Hispanic Retail 360 Summit is a three-day event 
for retailers and marketers who want to learn how 
to tap into the $1 trillion Hispanic market and grow 
their business.

REGISTER BY mARCH 22 TO SAVE $400

Visit www.HispanicRetail360.com in the coming months for details on this conference as they develop.

MEDIA SPONSORS PRODUCED BYPRESENTING SPONSOR

candy and snacks to boost sales. Instead, 
he focuses on one thing: margin.

“My store profit is higher than the 
industry average,” he said. “I don’t 
believe in selling items at cost, I believe in 
margin. If an item carried less than [my 
desirable margin], I don’t think it would 
work for me.”

Gorloff also thinks outside the box 
when it comes to promotions. “A lot 
of people have promotions during slow 
hours,” he said. “I do the complete opposite. I have 
promotions during peak hours when we have a lot of 
people passing by our station.”

BACK TO HIS ROOTS
Despite owning several successful businesses, Gorloff 
could not shake the desire to work in the technology 
field, in which he received collegiate training in his 
native Russia. Proving that “necessity is the mother of 
all invention,” he found a way to combine his software 
skills with the convenience stores he operates.

“Back in 1998, I had 18 stores in five different 
states,” he explained. “They were spread 500 miles 
apart. It was a challenge because I could not see 
employees on a regular basis.”

Gorloff was forced to drive from location to loca-
tion and often needed to sleep in his car on given 
nights. “The problem was collecting information 
from each site to make real-time decisions on pricing, 
margins, etc.,” he recalled. “Our business is all about 
nickels and dimes. If you lose 1 percent in margin here 
and there, you could go out of business.”

As a believer in technology, he sought software 
solutions to solve his problems, spending $30,000 on 
software. After three months, though, he realized he 
wasn’t using it at all. 

“The problem was the software was installed at each 
store, but we had nobody to maintain it,” he said. “I 
had to spend 20 hours a week myself to maintain it.”

Trusting that he could build a better “mouse trap,” 
Gorloff went to work creating a software solution that 
could collect data automatically and be accessed by 
anyone in the company simultaneously. 

“Everyone talks about the cloud now, but in 1998, 
there was no such thing. There wasn’t even Google,” 
he noted. “But I figured the best way to create the 
software was through the Internet.”

With the help of some software engineer friends, 
Gorloff developed a working software prototype and 
began using the program at his stores in January 2000. 
About a year after implementing the software in all 
of his stores, he realized that other convenience store 
retailers could benefit from the technology as well. 
Hence, Petrosoft LLC was born.

Gorloff started by providing Petrosoft software for 
free to a couple of friends in the convenience store 
industry. The software analyzes a c-store chain’s inven-
tory, can provide projections and handles automatic 
ordering, among other things.

“They loved it and we incorporated in 2003,” he 
said. The company started to sell the software com-
mercially in 2004. Over the last nine years, Petrosoft 
has grown to employ 90 people and now serves 
approximately 1,200 customers.

“I always thought I would make it somehow and I 
did,” Gorloff said.             n

The Path to Success: 
A Timeline
1991: Sergei Gorloff arrives at John F. Kennedy airport in New York 
from Russia and is immediately connected with a gas station owner 
via his cab driver.

1992: Gorloff is named manager of a Sunoco APlus convenience 
store and gas station in Philadelphia. 

1993: Gorloff manages five APlus locations. 

1994: Gorloff is presented with his first c-store franchise opportunity.

1995: Gorloff owns 12 c-stores and gas stations.

1998: Gorloff grows his business to 18 stores in five states. 

2000: Gorloff creates the Petrosoft LLC software prototype for use 
at his stores.

2003: Petrosoft becomes an incorporated business.

2004: Petrosoft begins selling its software to other convenience 
store chains.

2013: Gorloff owns and/or operates 22 c-stores and gas stations. 

Sergei Gorloff’s convenience stores and gas stations focus on margin the most.


