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Many major retailers are getting serious about online business although, in Australia,

FEW OF THE MAJOR TRADITIONAL RETAILERS have done that.

Brisbane entrepreneur Andrew Cooper wasn’t
too concerned when his brother got caught
computer hacking. In fact, he was excited.

“It showed he had talent,” Andrew recalls.
He soon put his younger sibling, Tim, to
work, designing software that eventually led
the brothers to establish what has become
Australia’s largest online department store,
dstore.com.au.

In the Australian NetGuide Web Awards
2008, dstore.com.au won the Best Online
Shopping Website Award — not bad for a
business that was once a major flop. Set up
during the dotcom boom of the late 1990s,
dstore was valued at $80m at its zenith and
investors included Microsoft, Kerry Packer’s
ninemsn, Hoyts boss Peter Ivany and other
high flyers. Former New South Wales premier
Nick Greiner thought dstore.com.au was such
a good thing he even resigned from the board
of Coles Myer to get involved, becoming
chairman of the online retailer.

“It was a classic techboom story,” Andrew,
42, recalls as we chat in the small, spartan
boardroom at his West End offices. “It
was all looking good, Macquarie Bank was
engaged to do a float and then it all went
pear-shaped. They ran out of cash, it was put
into receivership. That’s when my brother Tim
and I got involved.”

Tim Cooper had begun developing software
programs for HotShed, a software company
the two former Churchie (Anglican Church
Grammar School) students had formed in 1998.
They had early success providing e-commerce
systems to large retailers, including Rebel
Sport, Angus & Coote, Blockbuster video and
The Perfume Connection.

When they saw the dotcom darling
dstore.com.au fall on hard times the Cooper
boys sensed an opportunity to use the software
Tim had developed for their own ends.

“When dstore went broke I thought we
should have a good look at it,” Andrew recalls.
“Provided we could get the business for a
cheap enough price we thought we could turn
it around and make it a success where others
had failed.

“Lots of people were considering buying it,
including Coles Myer and Woolworths, but
they probably thought they wouldn’t be able
to make it work unless they had some sort of
competitive advantage. This is what we had
with our software.

“So we bought it in September 2001 and paid
around $600,000, which was certainly a lot less
than $80m. A lot of people did their dough the
first time around which was unfortunate but
we knew we could make it work.”

Eight years later the company, which has
remained privately owned, is going well, has
more around 500,000 online customers and
is recognised as Australia’s own answer to
amazon.com.

Once the challenge of setting up the business
was achieved, Tim decided to step back from
day-to-day operations, moving on to other
software challenges, though he remains
involved and is a major shareholder.

Andrew has stuck with it and has become one
of a handful of Brisbane online entrepreneurs
who are models for success in the industry, like
Graeme Wood of wotif.com, another locally
based online success story.

As president of the Brisbane branch of
Entrepreneurs’ Organisation, which has a

membership of 7000 worldwide, Andrew,
a graduate of QUT, is keen to share his
experiences. And one thing an entrepreneur
needs to be able to do is gauge what is
required next.

In the case of dstore.com.au, Andrew
realised that online shopping was great but, for
some, it wasn't enough. So he’s on the verge
of expanding the business from virtual to
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reality, and will be opening a dozen bricks and
mortar stores in Brisbane for customers who
like to actually leave the house to do their
shopping. These retail outlets, the first of
which is due to open in October, will reflect
the online experience of shopping at dstore.
com.au with online kiosks giving access to the
full range of products.

“The trend internationally is now multi-
channel retailing and a lot of online retailers
are expanding and setting up offline presences,”
Andrew says.

“At the same time, many major retailers are
getting serious about online business although,
in Australia, few of the major traditional
retailers have done that.”

This is fine as far as Andrew is concerned,
because it means more market share for
dstore.com.au which now sells around 800,000
products online and has an annual turnover in
excess of $10m.

Being a largely online affair still means
he can operate from his hometown, which
suits Andrew. He loves Brisbane and lives
at Carindale with wife Anna and daughters
Sasha, 5, and Isabella, 2.

Life is good, though he complains that the
traffic on his drive to West End each morning
is getting worse every day. And don’t get him
started on parking.

“Its OK over here at West End but it’s
such a hassle if you go into the city to shop,”
Andrew says. “I went the other day and paid
$40 for parking. If you know what you want
it’s so much easier to just buy it online.”

He would say that, wouldn’t he?

WWW.DSTORE.COM.AU
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