
10 reasons 
finance fail  
to claim 100% 
of rebate due



Introduction 
Failing to claim 100% of rebate due can have a large negative impact  
on the bottom line for businesses in industries where rebates and B2B 
deals are commonplace.

Finding out why it happens and how to stop missing vendor rebate claims 
is at the forefront of the minds of finance teams and CFO’s the world over.

It all starts with the tools they use. Those using ERP systems have 
found that they have the functionality for recording rebate 
agreements, but often lack the granular level of functionality needed 
to carry out detailed matching of actual purchases and sales against 
those supplier agreements. Many companies also rely on spreadsheets 
to capture the details. However, they are also fraught with challenges 
including silo’d information and human error, to just name a few.

Most companies who deal with rebate claims also have several people 
involved in the rebate accounting process:

• Members of the commercial team who negotiate contracts that include vendor rebates 
• The buyers who place orders under those contracts 
• People responsible for sales and pricing 
• Rebate accountants who work out what to claim 
• Other members of the finance team 
• The suppliers themselves!

That’s a lot of people, a lot of processes and a lot of data involved  
to ensure that rebates are claimed by finance. It’s very easy for  
things to fall through the cracks, ending with rebate claims being 
unfortunately missed.
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How much  
rebate is missed?
On average, 4% of vendor  
rebate claims are missed.

When companies implement 
Enable, they are often 
astonished at the amount  
of rebate income they have 
missed claiming - even those 
who think that, despite the 
complexity of their old, legacy 
systems, they were actually 
claiming (roughly) the amount 
they are owed.

Businesses with existing rebate 
management processes in place 
chose Enable because they were 
looking for:
• A centralized system that kept  
 all information in one place 
• Certainty around claims and  
 accruals 
• Automated system 
• Transparent, reliable and  
 auditable data

They were not necessarily 
expecting to find too many 
unclaimed rebates. Yet in EVERY 
case, implementing Enable has 
uncovered missing rebates.

I’d say the events that really pushed us to start looking for 
a solution was when we realized we were owed a rebate of 

$500,000 that we did not receive. It really solidified my 
thoughts that we  needed a better solution. I’d say, 

perhaps it was just fate, but it was at that point we were 
introduced to Enable, the timing was just perfect.”

MATT FREEDMAN, DIRECTOR OF FINANCE AT GENERAL PLUMBING SUPPLY

‘‘



Ten reasons why 
rebate claims are 
missed by finance

Reason 1 Reliance on suppliers 
to calculate rebate due
We see this surprisingly often. 
Purchasing and goods receipts 
data in many companies is not in 
a format that enables them to 
readily calculate rebates owed.

For example, a rebate deal may be 
negotiated on a particular 
product category, but that 
product category might not be 
identified in their data. Alternate 
SKUs cause problems when 
goods receipts are expressed in a 
different SKU to the one used to 
express the rebate deal.

The end result is that companies 
rely on suppliers advising them 

how much rebate is due – a figure 
which, in many cases, is lower 
than what is actually due.

Enable handles multiple supplier 
codes and SKUs per item. This 
ensures that whatever coding is 
used by your suppliers, you can 
match stock movements to 
rebate deals and claim the 
amount owed without the need 
to check back with your suppliers.

Reason 2 Rebate isn’t 
calculated at a granular level
Because of the volume of 
transactions, most manual 
processes and systems 
approximate the rebate at a high 
level such as product category or 
brand, on a monthly basis.

However, in our experience of 
implementing Enable in many 
companies, rebate value is usually 
higher when calculated at the 

lowest level of granularity e.g., per 
product per branch per 
transaction type per day. This is 
often because individual products, 
branches and turnover types may 
be inadvertently excluded from 
the high-level approximations.

Enable works at the most granular 
level to calculate rebate claims. 
Not a cent is missed!
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Reason 3 Disparity between  
the supplier agreement and  
the information in the  
finance system
Most companies use one 
software solution to create the 
physical supplier agreements  
and a separate finance system  
to calculate the rebate due.  
(For example, if the supplier 
agreement is contained in a 
Word document, the details will 
have to be manually replicated in 
the finance system.)

Of course, this is open to manual 
error, and we have seen cases 
where an agreement has been 
produced, signed, and filed away, 
but not even entered on the 
finance system. The obvious 
result of this is that no rebate will 
ever be claimed.

Enable is a single system that 
performs both functions - deals 
must be entered on the system 
in order for the supplier 
agreement to be produced.  
And so, once a supplier 
agreement is on the system it 
cannot fail to be calculated.
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Reason 4 Deals do not  
perform as expected
We’ve seen a number of cases 
where a company enters into  
a deal with a supplier and some 
way through the year it becomes 
apparent that either zero or very 
little rebate is being earned. 
Usually this is where the deal 
structure is highly complex.

On the surface, the deal looked 
good - possibly better than last 

year - but on further investigation 
the buyers realized that something 
had been overlooked and the deal 
was never going to be lucrative.

Enable gets around this by 
immediately giving you a good 
indication of how much the deal  
is likely to earn before it’s finally 
agreed. There’s no crystal ball 
involved, of course, but a complex 
series of algorithms looks at 
purchasing trends and provides a 
good model of how well the deal 
will perform. Importantly, this is 
done before the deal is signed off.

Reason 5 Deals are not clear, 
or not completely agreed
So often deals are created and 
then negotiated in a rather adhoc 
fashion, with information 
distributed in spreadsheets, emails, 
documents and stored in people’s 
heads!

When it’s time to make a rebate 
claim, companies often find that 
the supplier has a different 
understanding of the deal 

structure and therefore disputes 
the claim. Other times they may 
find that they had not signed off 
the deal correctly or the person 
who did sign it off wasn’t 
authorized to do so.

With Enable, every detail of the deal 
is recorded in the system first, and 
from that the agreement is created 
– not the other way around. There 
is workflow to control the sign off 
process and a clear audit trail. There 
are no separate documents needed, 
and in summary, everyone involved 
sees just one version of the deal.

Reason 6 Missed
rebate thresholds
Still on the subject of the lack of 
visibility, there is nothing more 
frustrating to a buyer than 
agreeing a threshold for a rebate 
and then narrowly missing it – 
simply because nobody had 
visibility of that next breakpoint.

Enable has built in alerts that 
show the buyer if they are at risk 
of missing a threshold, or if there 
is an opportunity available to 
reach the next, enabling them to 
make decisions about purchase 
volumes that improve margin and 
rebate income.

Reason 7 Disparate data 
Manual processes bring with  
them unreliable data. As a result, 
it’s impossible for finance to know 
whether they can rely on the 
accuracy of the numbers or know 
whether the data they’re looking 
at is current. Worst of all there is 
a chance the data is not always 
backed up meaning it could be  
lost for good.

With Enable all data is uploaded 
into one system, meaning 
finance can trust the data 
they’re acting on and timely 
decisions can be made.
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Reason 8 Unpaid invoices
Finance teams pay rebates to 
customers and collect rebates 
from suppliers. Some organizations 
request payment of a rebate due 
to them by issuing an invoice to 
the supplier, or have an 
arrangement with the supplier to 
automatically debit the supplier’s 
account when rebate becomes 
due. Sometimes busy companies 
forget to create and send an 
invoice to their suppliers. And 
let’s face it, if a client doesn’t 
receive an invoice, most likely 
they will not be in a rush to pay it.

Reason 9 Misalignment 
between teams
After commercial and purchasing 
teams close a deal, clarification of 
the intricate details that make up 
each agreement type is often “lost 
in translation”. Improved 
communication and collaboration 
between finance and these 
departments is a key accounting 
process to determine the exact 
details of each contract. 

Enable ensures a systemized 
approach, ensuring that both 
teams have access to the correct 

information providing greater 
accuracy of data and rebate 
calculations and claims.

Reason 10 Human error
Human errors can creep in and 
seriously compromise the value 
of rebate agreements, especially 
when the process is highly 
manual and large amounts of 
data is involved. These errors 
tend to happen when managing 
many complex deals as they can 
be very labor intensive.

Some errors may have minimal 
effect to a company’s financials 
and can be corrected. While 
other errors are more serious 
and could have a significant 
impact by misrepresenting a 
company’s true financial health. 
Hence why a rebate management 
system is critical to claiming the 
correct rebate revenue.



How Enable can 
increase rebate 
revenue

Does any of this sound familiar? 
If so, addressing these 10 rebate 
accounting issues is fundamental 
in driving the bottom line of any 
business. According to market 
research firm IDC, companies can 
lose 20 to 30% in revenue every 
year due to inefficiencies. 

The aim of Enable is to be a 
collaborative platform that brings 
finance and your suppliers closer 
together to drive mutually 

profitable growth. It’s a win-win 
because Enable allows your 
suppliers’ objectives to be captured 
and executed, helping to achieve 
their goals whilst generating more 
rebate revenue for you.

So, as well as claiming 100% of 
rebates owed, by better 
collaborative working with 
suppliers, Enable facilitates deals 
that are mutually profitable, 
contributes towards improved 
supplier relationships and 
thereby positively impacts 
margin, profitability and growth.
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Finance teams are claiming 
100% of rebate revenue  
with Enable. Are you ready  
to join them?
Contact Enable today at hello@enable.com  
or visit enable.com to schedule a demo.


