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Preface


Two things that people seem to care very much about are saving money and spending time on the internet. As a business owner, by combining the two, you have a very good chance of success.

 



Of course it takes hard work to launch an online business and make it work. Business owners need to have the time commitment to start and grow their companies, including those that are strictly online.

 



The coupon and daily deal industries are extremely popular these days. The TV program Extreme Couponing on the TLC  network, and the high-profile and visibility of websites such as Groupon and LivingSocial, have led the way to a new generation of people looking to find the best deals and save money. Not only that, but many of us enjoy sharing our great finds with others.

Coupon website owners, while not very outspoken nor, in some cases, transparent, manage to load up pages of manufacturers’ coupons to provide consumers with discounts at their favorite grocery stores. The owners of coupon websites range from stay-at-home moms who love finding a good deal to business owners who for years worked long and hard to produce coupon books or circulars. Since coupons have been around for many years, and the idea of offering them isn’t new, just the means of delivering them to the consumers.

The daily deal websites are an offshoot of “shopping clubs,” only they are literally delivering deals to consumers through email and websites on a daily basis, hence the name. This rapidly growing industry is replete with business owners and merchants who are excited about providing win-win situations that deals can produce for all parties involved: customers, merchants, and you, the daily deal site owner. In essence, this would make it a win-win-win situation.

For an ethical, hard-working, passionate business owner, either a coupon or daily deal business can be lucrative. It can provide either a full-time or part-time income, depending on your time and monetary commitment, which does not need to be a lot of money. One of the best things about taking on such an online business is that startup costs, and even operational costs, do not need to be very high, especially if you, like hundreds of thousands of business owners, elect to start off from the comfort of your own home.

This book will provide the basics for starting a business in general. It will also provide information about the coupon and daily deal industries as well as many of the specifics you will need to know to run such a business. There are a lot of variables, such as how you will differentiate yourself from your competitors and how you will market your website. These, and many other areas of business, are discussed in the upcoming pages.

If you like saving money and passing on discounts and savings to your friends and family, you will likely be a great candidate to start either a coupon or daily deal business.

So enjoy reading, and I wish you great success if you take the plunge and launch your money-saving business.
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What Is the Coupon, and Daily Deal Business, All About?


Online coupons and daily deals are among the hottest trends in recent years. The overriding theme of these hot new businesses is saving money, and that is a big hit with consumers. It is also a way of drawing new business to all sorts of new establishments, from spas to restaurants to yoga classes. Both  coupon and daily deal websites, in their own ways, are serving the role of bringing merchants and customers together.

In this opening chapter we’ll take a look at some of the basics of the coupon and daily deal industries, such as:
• The overall industry

• The newfound popularity

• The history of coupons and daily deals

• The three types of online discount website

• Finding your niche

• Merchants and costumers








The Overall Industry 

Every day, several million people find the latest emails in their inboxes from places like LivingSocial, Groupon, or another of the many daily deal websites featuring discounts on all sorts of goods and services. In addition, millions of other cost-conscious consumers make a daily or weekly pilgrimage to find online coupons before they go shopping. Technically speaking, the daily deal and coupon industries are separate, yet their goals are similar, saving consumers money.

The recent success of the daily deal sites has been generating a lot of attention. In fact, led by Groupon, with over $1.2 billion in gross revenue, and LivingSocial, with $600 million (2011 numbers), the daily deal online coupon industry is booming. Other major staples of the internet, including social media sites such as Facebook, with its “Deals,” and search engines like Google, with its “Offers,” are adding to the mix of locations where millions of people are getting discounts. Meanwhile, the coupon industry is also going strong with websites including: coolsavings.com, save. com, coupons.com, couponmountain.com, couponcabin.com, coupons.smartsource. com, couponmom.com, ultimatecoupons.com, mycoupons.com, hotcouponworld. com, savings.com, and many more. There are also many new daily deal and coupon sites popping up on a regular basis, which indicates the industry is not yet saturated, but in fact, still growing.

What motivates these entrepreneurs is the passion with which the American consumer has taken to this new money-saving trend. Estimates show that more than 92 million adults used online coupons or daily deals in 2012, and that number is expected to close in on 100 million in 2013.




The Newfound Popularity 

Since 2009, finding discounts has become all the rage, but why? It’s a combination of several key factors. First, in an unsteady economic environment, everyone is looking for a deal, be it a “daily deal” for a vacation, or a coupon to save money on the necessities at the grocery store. Families are looking more closely at their budgets and trying to make ends meet, which is increasingly difficult as employers hold back on raises or commissions, cut back on hours, or lay off employees in favor of sending jobs overseas. Tightening the money belt has become the trend of a nation “stressed out” by weak economic numbers.
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Smart Tip

Before entering the online coupon or daily deal arena as an entrepreneur, it’s advantageous to become a customer by signing up with a variety of these websites. Read the emails, study their offers, use a few, and if possible, talk to some of the merchants providing the coupons or deals and find out if the process has been working out as anticipated. Are the coupons or daily deals helping their businesses?



The second reason for the latest surge in coupon and deal users is the new technology. No longer does one need to sift through pages with a scissors at the ready. Instead, savings-conscious consumers are receiving emails with offers and can easily search their favorite sites quickly and effectively by clicking to narrow down and zero in on their items of choice. In fact, with apps, buyers can find savings on their iPhones, Androids, or other mobile devices wherever they are. Vacationers can find weekly getaways and diners can find deals on restaurants of their choosing offering foods to suit the desired price range. Printing out a coupon or voucher is simple, and in some cases, redeeming by swiping your phone is even easier. The accessibility of deals and coupons in your inbox or on apps, thanks to modern technology, is bringing them to a larger market than ever before.
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Stat Fact

Yes, people are coupon crazed! It is estimated that 74 percent of consumers search multiple coupon sources each week, with 25 percent spending up to an hour shopping for the best online deals.



The third reason why online coupons and daily deals have become such a major aspect of modern consumerism is the need for retailers to stay afloat in an extremely competitive environment. For merchants, attracting new customers through advertising can be costly, but presenting attractive discounts can jump-start a business in a more  cost-effective manner. Coupons and deals can be used to draw customers, and their listings in emails and on the coupon/daily deal sites also serves as a means of free advertising. Of course, business owners need to know how to utilize such discounts effectively, which will be discussed later, but it’s safe to say that done correctly, a struggling business can get back on a profitable course through the use of deals and coupons without spending a fortune on advertising.




The History of Coupons: They’re Not New 

The popularity of coupons is not entirely new. Coupons in America are generally traced back to 1887, a year after the first appearance of Coca-Cola syrup in an Atlanta drugstore. A partner in the young Coca-Cola Company, Asa Candler, came up with the idea of mailing complimentary coupons for Coca-Cola to potential customers, while also placing them in magazines. To cover the cost savings of the coupons, Coca-Cola gave free syrup to local soda fountains. The plan worked. Over the span of 25 years, Coca-Cola gave out 8.5 million free sodas, and as a result people fell in love with the product. By 1919, the Coca-Cola Company was sold for $25 million, proving that those free introductory coupons worked.

It was also in the early 20th century that C. W Post conceived the idea of using coupons to help sell breakfast cereals and other products. Their one-cent coupons on Grape Nuts breakfast cereals may not sound like much today, but at the time the promotion drew millions of customers.

Following the stock market crash of 1929, with the start of the Great Depression, coupons became much more widely used. Many families seeking any kind of savings became avid coupon clippers. These were not savings on extravagant spas and vacations that are offered today, but good old coupons for the bare necessities (also offered today) that were so hard to afford, such as milk, bread, and warm clothing. A few pennies off were a great savings for most Americans who were struggling at the time. Meanwhile, the storeowners were happy to have the business even if they were not making as much as they had in the past. They were trying hard to stay in business. The public had needs, and the storeowners who could fulfill those needs with the best prices stood to survive. It was during the 1930s that many people became familiar with cutting coupons at an early age and continued that activity for many years to come, often passing it on to the next generation.

During World War II, a different type of coupons was issued by the government for rationing programs to limit the amount of products people could purchase. Since many companies were busily making supplies for the war, the amount of  available goods in the nation was limited. As a result, families had coupons to give store retailers for products ranging from sugar to gasoline, all of which were rationed. Items that were not rationed were in some cases sold by retailers that provided discounts and coupons to get more business. It was a trying time for Americans, but business owners did what they felt was necessary to help people along during these stressful years.

By the 1950s, ‘60s, and even the ’70s, manufacturer coupons for discounts on products such as Cheer detergent in a box, Dial soap, Ajax cleanser, Teem soft drinks, Maxwell House coffee, and many other popular goods became standard. Cutting the cardboard coupon off of a box of cereal for a discount was not at all unusual. And popular TV characters, such as Granny (Irene Ryan) from the Beverly Hillbillies, would be pictured on the coupon, making money of course off the endorsement while providing a friendly face to help sell the product.

The new, large chain supermarkets that emerged in the post-WWII era, along with other major retailers, also saw the advantage of coupons. Since they were now able to buy goods in major quantities, which saved them money, they could charge a little less on items to increase traffic in their stores. This drew business away from the smaller groceries who typically could not match their prices. Movie theaters used coupons to sell more popcorn and other business owners saw coupons as a way to draw customers into their establishments. Coupons became a significant part of American culture during these decades, as evidenced by statistics showing that half of all American families were cutting coupons as of 1965.

By the 1990s, however, the coupon culture had all but diminished. The economy throughout most of the decade was strong and people became less interested
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Fun Fact

Ironically, those who never used their coupons from the‘5os,’6os, and ’70s, and for some odd reason have them saved somewhere in their attic, can still benefit from them as they are being sold today on auction sites such as eBay, some for as much as $20 each. While selling current coupons is illegal, the jury is still out on selling long expired coupons as collectibles.

in spending their time looking for bargains. From 1992 until 2009, the coupon industry was relatively quiet. However, following the economic collapse of 2008, the industry, thanks largely to the internet, re-emerged, stronger than ever. Even the U.S. government used coupons to promote converter box sales for the digital TV transition. Inmar, an international marketing company, indicates that as of 2009, coupon redemptions grew by 27 percent as Americans sought out ways to curb their household expenses and get more bang for their buck. And they could do it all online! In fact, internet redemption growth skyrocketed by rising 263 percent in 2009.

The coupon industry continues to generate billions of dollars with extreme couponers leading the charge.
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Stat Fact

According to MakeLifeEasy.com, more than 3,000 manufacturers offer nearly 330 billion coupons every year—worth about $280 billion. Consumers redeem only about 8 billion of those coupons, or about $4.7 billion worth.




Daily Deal History 

As for the history of the daily deal industry, it’s fairly new, based in part on the old “buy now while supplies last” approach of TV advertising dating back to the 1950s. The shopping channels of the 1990s also offered deals if you acted quickly. But it wasn’t until the internet age that the deal concept that we know today began. A European company named Vente-Privée was among the first to form a private shopping club in 2001. The company offered luxury brands, which combined exclusivity with a time-limited event. They gained 5 million members over the next six years. This was the beginning of online private sales.

Meanwhile, in 2004, a website called Woot.com began the concept of offering daily deals on various products. But it wasn’t until 2006 that daily deal sites started appearing on a regular basis, with more than 100 popping up that year alone. With LivingSocial appearing in 2007 and Groupon in 2008, coupled with MySpace and Facebook leading the way in connecting the masses through social media, the daily deal sites came of age. In fact, it was in 2008 that Groupon became the second fastest online company to reach a billion-dollar valuation. It is estimated by Daily Deal Media (dailydealmedia. com) that by 2014, the worldwide opportunity for private sales and local deals together will be $40 billion.




Know Your Coupons, Daily Deals, and the Types of Websites 

What’s a Catalina Coupon you may ask? These are the coupons you find printed on your cash register receipt when you buy something at a store such as CVS, which often provides you with nearly an extra foot of coupons dragging from your receipt. Why Catalina? Because that was the name of the marketing company that came up with the idea.

Now that you know some trivia, let’s see what kind of coupon and daily deal websites are out there. But first let’s answer the $64,000 question.


What Is the Difference Between a Coupon and a Daily Deal? 


• Coupons are typically for a small discount, and are presented for a savings on a product or service at the time of purchase. They are printed in newspapers or found online, printed, and then redeemed at the point of purchase. There is also the e-commerce online version of coupons, which come with a promo code that is then used when making an online purchase. This prevents the coupon from being used more than the number of times specified. Once the promo code is submitted the discount is subtracted from the purchase. The leading issuers of coupons are manufacturers, followed by retailers.

• Daily deals are prepaid deals, usually at a deep discount, in which you buy a product or service at a reduced price in advance. The buyer purchases a voucher for the product or service (more often services than products) and the transaction has been paid for. The voucher is then printed and given to the service provider. This, too, can be done electronically, utilizing the voucher number at the place of purchase. The leading issuers of daily deals are merchants.



Looking at the deals on restaurants, spas, and vacations on a daily deal site and the wealth of coupons for products offered by all sorts of manufacturers on a coupon site, you can immediately see a difference. At times, in this book, we will use the older “coupon” or “couponing” terms to cover the overall industry. Many of the general concepts, such as finding merchants and customers as well as building and maintaining a website, will apply to both online daily deal and online coupon businesses. In addition, many of the basic needs and principles of running a business—such as having a great business name and a web domain with excellent keywords for search engine optimization (SEO) purposes—will also apply to both online daily deal sites and online coupon sites.


Coupon Sources


The most common type of coupon comes from manufacturers who offer a discount on their products at any participating location. By drawing people to new products in particular, many companies, such as Coca-Cola, have built up their consumer base. They continue to maintain customers by offering coupons on new products as well as on old favorites.

The other type of coupon is for a savings at a retailer, service provider, or another type of business. They provide a storewide discount on some of their products or services. This does not affect the wholesale price at which the retailer is buying an item, but is on the markup. Therefore, if they are purchasing an item at $5 and selling it for $10, they can offer a $1 coupon and their markup drops from $5 to $4.






The Three Types of Online Discount Websites 

These are the three most common methods of offering discounts, with hybrids doing a little of everything.


Online Clipping Services 

These are websites that provide coupons that you would otherwise clip from a newspaper, magazine, or a similar source (known as “clippers”). Examples include websites such as Coupons.com, CouponClippers.com, or RetailMeNot.com. These websites post numerous coupons from all sorts of manufacturers or merchants and make them available to consumers online. Shoppers go to the site, see what they want, and print out the coupons; they can then redeem them at their local stores. Note: When customers start printing coupons at home, they will first download quick and safe software from the site. Once installed, they can click away and get a ton of coupons. Remember, it’s illegal to sell or photocopy coupons.

This online method simply makes it easier than going through the myriad of newspapers and literally clipping coupons. Most often, clipping sites sort coupons by the types of products offered. Typically, shoppers can also order coupons, but that is only feasible if it is a product they don’t mind waiting for, since shipping the coupons takes time.

If you run such a coupon website, your sources of income include:
• A small percentage from the use of the coupons

• Serving as an affiliate to an established coupon website

• Selling advertising on your website

• Membership to your site

• A combination of these revenue streams






Daily Deal Websites 

The hot trend, as evidenced by Groupon and LivingSocial as well as Eversave, Jasmere, and the eco-friendly Roozt, are daily deal sites, also known as group-buying sites. These offer deals that evolve through sales volume. In other words, the merchants offer large savings (often 50 percent or more) provided the website can produce enough volume to make it all worthwhile. Therefore, once the minimum volume is reached, which is typically very low, if there is one at all, the credit cards of customers who purchased the deal are charged and they can print out their vouchers, which are typically then redeemed at the store, restaurant, spa, resort, or wherever the merchant does business. Most of them are short-term, “daily deals” lasting one to five days. The objective is to grab people quickly and get impulse purchases before time runs out. This prompts the popular “buy now while supplies last” mentality. Mobile apps have made these deals even more accessible to consumers who can make a purchase while out and about, and swipe their iPhones or provide the code on their mobile device to the merchant.

These sites can be a boon to business for the merchants or, in some cases, a complete disaster. Business owners need to know how to turn one-time visitors and impulse buyers into long-term customers, or at least mathematically make the deal work for them. While that is essentially “their problem,” it becomes your problem, too. If the merchants don’t return with more deal features on your website, you also lose business. Therefore, one of your jobs will be to educate merchants on how to benefit from utilizing your coupon website—which is discussed later on.

If you run a daily deal website, your sources of income include:
• A cut, usually around 50 percent, of each deal

• Selling advertising on your website

• Membership to your site

• A combination of these revenue streams





While coupon sites use several of these means of making money, revenue for daily deal sites is primarily, if not exclusively, from taking a cut of the deals.


Coupon Referral and Aggregate Sites 

These are sites that serve as a directory of sorts, pointing shoppers to where they can find deals, while helping various other coupon sites by offering a variety of their discounts all in one place. CoolSavings.com, for example, has everything from daily deals via LivingSocial and Groupon to coupons from manufacturers like Breyers, Betty Crocker, or Pillsbury. By affiliating with manufacturers, coupon sites, daily deal sites,  and anyone else offering a coupon or discount, you become an aggregate or one-stop shop of sorts, with a database providing customers with many choices from which they can select the best deals. In an age of faster, faster, faster you are essentially narrowing down the field for consumers who can look at your site instead of ten coupon or daily deal sites. You can even offer side-by-side comparisons of products from different websites. The lazier we get as a society, the more such aggregate sites will continue to flourish, provided you offer a great variety of savings.

If you run an aggregate site, your main source of income will be a percentage from the various other sites with which you are working.


A Fourth Alternative 

You could also be a deal site that does not offer “daily” deals, but instead features ongoing deals to members. Members pay a monthly fee and have access to savings on a regular basis from a wide range of merchants. The savings can change and new deals can be offered. However, members have access to many companies at all times.

Access Development has been doing this for years with affinity groups. For example, if you are a member of an auto club such as AAA, and the club offers membership discounts, it is likely working through Access Development or a similar type of membership deal service. You can also do this with individuals who join as members for a low monthly fee. In this case, it’s kind of like having a membership at a shopping club such as BJs or Costco, only in this case your customers have access to more than 300,000 merchants from their computers or smartphones, by use of an app.

If you run a membership site, your main source of income will be from the monthly membership fees.




Finding Your Niche! 

Regardless of the type of coupon or daily deal site you choose to run, it may be to your advantage to specialize, or find a niche. The increasing growth of the industry makes it harder for a new coupon or daily deal site to stand out. However, just as specialization has gained popularity in most other industries, the wave of the couponing and daily deal future will be to find a niche market. This will allow you to target your audience more closely and become known as “the place to go” for a certain genre of products and/or services. For example, if you become the premiere discount coupon site for school essentials, you can establish yourself in that area, offering students and their parents great deals on everything necessary for school. You might also offer schools  special deals much the way other sites sign up affinity groups for special “group savings.” For example, moms and dads will be able to find school supplies at a lower rate because they are parents of a student at Public School 126. From backpacks from several major manufacturers to graduation photo discounts, you could establish a niche as the back-to-school coupon or daily deal site.
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Smart Tip

Consider how simply you can set up your website to be efficient and very user-friendly. Online coupon competition is fierce, so you can’t afford to lose customers who are confused by your website. Make it easy to redeem coupons or deal vouchers.



Look for what you can offer that will entice people to become subscribers and regular visitors to your site. Is it an interest that your subscribers share? Is it a need that they all have in common? Is it an age range, such as teens or seniors? A lifestyle? Perhaps they are all residents of a town or community, and you provide the best deals in that area. If you find your niche early on, it will save you the trouble of trying to reach a massive audience when you can zero in on a more defined one and become the big fish in a smaller pond to start out.




Easy Market Research 

If you’re looking for a restaurant, it’s likely that you’ll ask for recommendations from friends and family. Likewise, if you’re buying a new car, you probably have an idea of the cars your friends, family, and neighbors drive and whether you like the ride. You’ll probably even test drive a couple of models if possible before making such a major purchase. Likewise, if you are opening your own business, you’ll want to do plenty of market research.

First, let’s assume that you are considering the possibility of launching an online coupon website because you are a fan of one or several such sites. It’s likely that the impetus to start this particular business comes from some experience in the genre. Either you have had terrific experiences or you have come away frustrated and have the notion that you could possibly do better than the coupon sites you have visited. But don’t take your own word for it.

Ask around. Ask your friends, family, and neighbors some simple questions, such as:
• Which coupon, daily deal, or deal websites do you use, if any?

• Are they easy to navigate?

• Do you need to become a member?

• Did they give you any gift or discount for becoming a member? 


• How easy was it to redeem the coupons?

• Were there a lot of restrictions?

• Would you use that website again?





Typically, simple questions such as these will get people talking, especially if they landed a great deal or if they had a terrible experience. Remember, when someone has a good experience they tell 10 friends; when they have a bad experience they tell 30. Discounts, or lack thereof, are subjects people love to discuss. You should therefore come prepared. Let your “respondents” know that you are doing some informal research on the topic (coupon or daily deal websites) and record their answers electronically or with a pen and paper. Yes, taking notes by hand is still allowed. The point is, gather a lot of comments about these websites before even venturing into the arena.
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Beware!

Some business owners think that a coupon or daily deal is some magical potion to end their sales lull—it isn’t! While you can certainly share their optimism, don’t get suckered into their pie-in-the-sky belief that this is the solution to all of your business problems. Before you order a new BMW, see how the coupons or daily deals work out for you first.



But don’t just take everyone else’s word for it—after all, they may have simply used the website incorrectly or just found a lucky deal. Join the sites, sign up, get their emails, and start browsing away. Go through the coupon or deal process on a number of sites and start getting a feel for the ones that you like and those that you do not care for. Take notes on what you like, what you don’t like, and more importantly, what you could actually improve upon if you were to launch your own site. Also, read articles, blogs, and anything else you can find about the industry. You need to develop a competitive edge in business, and one way to do so is to learn about the competition from research, both first- and secondhand.




Merchants and Customers 

For many business owners, making money comes from finding vendors and selling products to customers. In your case, you are not looking to purchase products to sell, but instead you want to serve as a go-between, or middle person, between the merchant or manufacturer and the customer. You are providing a service based on what the merchant/manufacturer is offering and the consumer is seeking. These are your most important relationships and both take time to establish and maintain.

 
Merchants: Quantity and Quality 

The greater your selection, the more opportunity your potential buyers have to find something they want to purchase at a discount. However, quantity alone is not the solution. For example, offering daily deals at three Chinese Restaurants in the same town on the same day may not draw enough customers to any one of the three eateries to make it worthwhile for the owners. Hence, you may lose them all as merchants.
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Smart Tip

Stay on top of what’s going on. If you are posting coupons from major manufacturers (legally, of course), you can usually trust these major name companies. However, you will still need to stay alert, especially in a down economy. Major companies do go out of business and you do not want to get stuck with coupons or deals for companies that are folding, failing, or under investigation. Also see who is recalling products.



The quality of the products and/or services offered is also essential to making a go of a coupon business. Selling poor-quality products or giving travelers discounts to unsatisfactory hotels is not the kind of discount that is likely to attract repeat business to your website. Therefore, you will need to become discerning as a purveyor of quality offerings. Sure, it’s hard to go wrong with coupons from major companies that have been around forever, BUT, that new restaurant down the street? Is it good? Subpar? How about the spa on the corner? Are they offering more than just massages? Quantity is nice, but quality offers are also important.

In short, you will need to know your merchants, who they are, what they offer, and if the Better Business Bureau has their name in bold letters and a sign that says “Beware” hanging in their office. Many people will be interested in offering savings, and these are your prospective clients. In most cases, you will be able to work out a deal that suits both of your needs. However, you need to know with whom you are forging a relationship since your reputation is on the line. You do not want to be aligned with businesses that do not come through on their deals, treat customers poorly, or are not legitimate.


Your Customers: Discount Seekers 

Who are these people?

Once upon a time it was your grand old aunt and your sweet grandmother sitting around the kitchen table in their not-so-fashionable bathrobes, cutting coupons from magazines. When you stood there questioning whether or not seven cents off on a can of corn was really worth all the trouble, you received the standard lecture on “a penny  saved.” Well, as one highly devoted, longtime coupon clipper explained, she saved as much as $15,000 in a year! So, perhaps it was worthwhile clipping those coupons.

The modern coupon clipper or savings seeker is likely to be anyone who uses the internet. Daily deals have become the thing to do, with many people emailing or texting their friends and family about their latest great find. Among the modern coupon seekers are:
• Moms and/or dads managing the household finances

• Anyone on a fixed income who has been hit hard by the economic doldrums

• Students

• The young upwardly mobile singles (or couples) who find a great deal “fashionable” and enjoy sharing it with their peers
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Stat Fact

The coupon enthusiasts, most of whom are also quite computer savvy, know how to find whatever they are looking for. Jill Catalado, who runs a super couponing website, notes that research shows a disproportionate number of households in the $50,000 to $70,000 income range who fall into the “enthusiast” category of couponers.




Customer Statistics 

There are also many wealthy customers seeking a good deal. A USA Today article from May of 2012 indicated that discount-coupon use among those who have household incomes of at least $100,000 is quite prevalent. Quoting a survey, they found that at least once per month, 71 % use newspaper coupons, while 54% use online coupons. Nearly six out of ten 10 get digital “daily deals,” with Groupon being the most popular service.

Is it a bigger trend among those who are not well educated? Nope. According to the same study, adults with college degrees were found to be almost twice as likely to have used coupons, in the six months previous to the study, as those who didn’t graduate from high school.

The survey also found that “even if economic conditions improve, eight out of ten U.S. adults responded that they planned to continue to engage in couponing activities.” This data was consistent then, and remains consistent now with other studies that show the popularity of digital (online, mobile) deals and coupons.

These are your potential customers—a broad base of individuals from various socio-economic classes, backgrounds, and education levels. As noted, they are your “potential” customers. You have to narrow down your niche, your target audience, and then go after them. They want deals, so they are out there and ready to listen, but you need to give them something that gets them excited.




Summary Points 


• After more than 100 years of coupons in the United States, today’s various types of coupon websites are doing very well. These include sites offering coupons that can be clipped for household necessities, such as groceries, to those offering daily deals for spas, vacations, or other luxuries.

• Online websites include those that offer the latest clippings for stores or manufacturer discounts, group-buying discount sites offering daily deals, and aggregate sites that post the best of a variety of deals from other leading sites for a small piece of the action. There are also membership sites that provide ongoing discounts to members. These are similar to shopping clubs.

• If this is the industry you have your sights set on, you should indulge yourself in some of the sites that are already going strong and do some grassroots research by asking friends, family, neighbors, and co-workers about their experiences with coupons and daily deals.

• Today’s coupon clippers span a wide demographic range from students and individuals on fixed incomes to Yuppies, all looking to save some money and get a good bang for their buck. In fact, the wealthier sector is very much into couponing activities.
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