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DEALING

WITH

DISCOUNTS

Awhole host of deal-based sites have gone out of business. Many others are
tweaking their business models. A look at what's working and what's not

ALOKANANDA CHAKRABORTY &
RARSHI BHATIACHARIEE
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“Deal sites tend to step into
other areas of business
when they see themselves
playing in an area which
offers low margin, and very
few high quality merchants
and customers coming in"

ANISHA SINGH
Founder and (£0, Mydala.com
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