
December 28, 2007   Vol. 25, No. 30

When Daren Cotter was 15 years old, he 
was given a choice 
between two birth-
day gifts: a car or a 
computer. 

His ultimate 
choice — the com-
puter — is in part 
what Cotter said 
inspired him to 
launch CotterWeb 

‘Sticky’ Web business thriving
by Katharine Grayson 
Staff Writer

Enterprises, a firm that develops online 
loyalty marketing programs by paying con-
sumers to shop online, test products, play 
games and perform other tasks. 

Cotter began programming software in 
college while studying at Minnesota State 
University in Mankato. At the same time, 

he developed an interest in Internet adver-
tising. The idea underpinnings for the com-
pany ultimately came to him in his dorm 
room. 

“I have two core passions: entre-
preneurship and technology,” he said.  
“I started pulling those passions together.” 

Shortly thereafter, CotterWeb En-
terprises launched its flagship service,  
InBox Dollars. 

The Mendota Heights company’s biggest 
strategic advantage is its ability to offer 
consumers who participate in its programs 
cash. Most other similar services offer in-
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en a choice between two birthday gifts: a car or a 
computer. 

His ultimate choice — the computer — is in part 
what Cotter said inspired him to launch CotterWeb 
Enterprises, a firm that develops online loyalty mar-
keting programs by paying consumers to shop online, 
test products, play games and perform other tasks. 

Cotter began programming software in college 
while studying at Minnesota State University in 
Mankato. At the same time, he developed an inter-
est in Internet advertising. The idea underpinnings 
for the company ultimately came to him in his 

dorm room.
“I have two core pas-

sions: entrepreneur-
ship and technology,” 
he said. “I started pull-
ing those passions 
together.”

Shortly thereafter, 
CotterWeb Enterprises 
launched its flagship 
service, InBox Dollars. 

The Mendota Heights 
company’s biggest stra-

tegic advantage is its ability to offer consumers who 
participate in its programs cash. Most other simi-
lar services offer intangible points that can be re-
deemed later, he said. CotterWeb may pay partici-
pants amounts ranging from less than a dollar to as 
much as $40, depending on the client.

“Cash is really important. Our members know 
exactly what they’re getting for their participation. 
That’s not the case with the point-space program,” 
Cotter said. 

Also, InBox Dollars doesn’t force participants to 
answer market-research-related questions they 
don’t want to, said Keith Olson, the firm’s director 
of corporate strategy. “We essentially reward them 
to share, but give them the option as to what extent 
they choose to do so.”

Olson left a corporate job at Morgan Stanley to 
join CotterWeb, saying he was intrigued by the con-
cept behind the company.

In addition to InBox Dollars, CotterWeb also runs 
a similar service, SendEarnings.com, which was 
started by a firm that CotterWeb went on to acquire. 
Seventy percent of the people who participate in its 
programs are women. 

So far, CotterWeb’s strategy has paid off. The 
company’s revenue reached $6.9 million last year. 
It expects that number to climb to $12 million in 
2008. CotterWeb collects revenue from advertisers 
and customers who are seeking to collect market-
research data. The company’s customers usually 
only pay the firm for its services if they’re happy 
with consumers’ response and the information col-
lected, Olson and Cotter said.

CotterWeb doesn’t name its customers, but said 
its clients are focused on a wide range of “consum-
er-facing” products and services, from videogames 
to insurance. The company now has more than 4 
million people signed up to use its site. 

While CotterWeb has grown quickly in the past 
year, it’s also making big plans for 2008. The compa-
ny is expecting to grow to 40 employees, up from 26 
today. Some of the new hires will go toward boost-
ing the firm’s sales and marketing efforts. The firm’s 
biggest challenge, Cotter said, will be continuing to 
keep the company on a growth track.
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Keith Olson, left, and Daren Cotter are making big plans for CotterWeb Enterprises in 2008, including adding 14 employees.
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he said. CotterWeb may pay participants 
amounts ranging from less than a dollar to 
as much as $40, depending on the client. 

“Cash is really important. Our members 
know exactly what they’re getting for their 
participation. That’s not the case with the 
point-space program,” Cotter said. 

Also, InBox Dollars doesn’t force par-
ticipants to answer market-research-related 
questions they don’t want to, said Keith Ol-
son, the firm’s director of corporate strat-
egy. “We essentially reward them to share, 
but give them the option as to what extent 
they choose to do so.” 

Olson left a corporate job at Morgan 
Stanley to join CotterWeb, saying he  
was intrigued by the concept behind the 
company. 

In addition to InBox Dollars, CotterWeb 
also runs a similar service, SendEarnings.
com, which was started by a firm that  
CotterWeb went on to acquire. Seventy 
percent of the people who participate in its 
programs are women. 

So far, CotterWeb’s strategy has paid 
off. The company’s revenue reached $6.9 
million last year. It expects that number 
to climb to $12 million in 2008. Cotter-
Web collects revenue from advertisers and  
customers who are seeking to collect  
market-research data. The company’s  
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The company now has more than 4 million 
people signed up to use its site. 
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the past year, it’s also making big plans for 
2008. The company is expecting to grow 
to 40 employees, up from 26 today. Some 
of the new hires will go toward boosting 
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