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Food delivery firms agree to pare discounts 
Aggregators, restaurants close to truce after 
'logOut' protest against deep discounting 

FORUM GANDHI 
, Mumbal, August ~O ( 

Online food discovery com­
panies have , agreed to tweak 
their schemes and offers in a 
manner that addresses res­
taurateurs' concerns around 
deep discounting. 

Representatives of the Na­
tional ' Restaurateurs Associ­
ation ofIndia (NRAl) have met 
those of Zomato, Swiggy, Ma­
gicPin, Gourmet Passport, 
EazyDiner 'and NearBuy over 
the past two days in a bid to 
cobble up an agreement. 

The association 's President 
Rahul Singh said: "The NRAl 
and aggregators were in 
agreement that technology is 
the backbone to enable res-

taurant discovery and a fric­
tionless experience to the 
guests. However, guests 
should not be lured bydevalu­
ing the core product at a res-

, taurant." 
Therefore" it was decided 

that "all aggregators will rejig 
their features" to a:\low the 
restaurant-customer ecosys­
tem to "detox from the addic­
tion of deep discounts that 
has crippled the industry", he 
added. 

Anshoo' Sharma, co-
founder and CEO, MagicPin, _ 
said in a statement: "We are 
fully supportive of NRAI's 
cause and are looking for­
ward to working together to 
create sustainable impact for 

What's coOking 
Food aggregators offer 
several incentives such 

, as 1+2 offers and 
discounts up to 50% 

• The discounts are 
funded by the 
restaurants, not 
aggregators 

• Restaurants get no share 
of the subscription fees 
charged by aggregators 

• Aggregators have now 
agreed to "rejig their 
feaM(!s" to allow the 
restaurant·customer 
ecosystem to "detox 
from the addiction of 
deep discounts" 

"Discount is a 
privilege and nat a right 
Unlike retail, where an 

end-ot-season sale is to clear the 
leftovers, a restaurant doesn't 
serve leftovers at a discounted 

price, It's all prepared fresh 
, and made to order.' 

its members through the use 
of technology." 

campaign against online food 
delivery platforms, challen­
ging their deep discounting 
practices. SQ far, over 2,500 

On August 15, 300 restaurat­
eurs signed up to the 'LogOut' 

restaurants have logged out 
of online delivery platforms, 
according to sources, 

Staying competitive 
At the NRAl 's meetings with 
food delivery fi rms, it was un­
derstood that the latter were 
promoting deep discounts to 
stay competit ive. 

"While one aggregator gave 
1+1 offers, another had to ad­
opt a 50 per cent discount to 
stay relevant," said Singh, 
"And what hurts the most is 
that these deep discounts are 
funded by the restaurant in­
dustry and not the aggregat­
ors. Moreover, as opposed to 
the general perception, res- ' 
taurants do not get any share 

'of the proceeds that aggregat­
ors generate from guests as 
subscription fe~s." 

Rampant discounting is 

one of the worst things ag­
gregators can do because they 
are conditioning customers 
into de-valUing the product, 
the NRAl has noted. 

The iqea of scoring a dis­
count should' make guests 
feel special and not give them 
a sense of beating the system, 
Singh observed. 

"Discount is a privilege and 
not a right. Discounting 
works well in the retail space, 
because brands can limit sup­
ply - or at least make it look 
like supply is limited ,- and 
therefore create a sense of ur­
gency in the eyes of the con­
sumer. Unlike retail, where an 
end-of-season sale is to clear 
the leftovers, a restaurant 
doesn't serve leftovers at a dis­
counted price. It's all pre­
pared fresh and made to or­
der," he added. 


