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	 The year was 1983, the 

Internet was a tool of the military 

and the CIA, and the World Wide 

Web was only a dream, but tens 

of thousands of early-adaptors had 

those wonderful new personal 

computers with names like 

Commodore, TRS 80 and Apple 

(the Mac would come a year 

later), and they were online with 

services such as The Source, 

Compuserve and Prodigy.

	 In those early days, 

content surely was king, and the 

folks online were desperate for 

something to do. CompUCard 

International had a highly 

successful discount shopping 

service and believed that these 

folks who were online had to be 

a great audience, and they were. 

Our direct mail campaign brought 

great responses, fabulous “Free

Trial” numbers and incredibly poor 

paid conversions. 
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	 Consumers loved the 

idea, but shopping online with a 

1200 baud modem (the fastest 

at the time) on a black screen 

with green or white type (color 

monitors were rare and 

averaged about 7.5 inches, about 

twice the size of the current 

iPhone screen) was infuriatingly 

slow.

	 Of course the client 

blamed our direct mail test 

program, not their market timing, 

and tried another agency, that 

agency failed to even match our 

front-end results, and that was 

the end of Comp-U-Store.

	 Fifteen-years later came 

the dot com revolution and all 

those can’t miss concepts that 

generated billions in IPO’s, and 

failed just as quickly by ignoring 

the basic rules of consumer 

marketing.
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