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... Am I using:

reduce the price  
after the point of purchase

reduce the price  
at the point of purchase

Rebates                vs.               Discounts

Volume rebate programs
reward trading partners for purchasing 
higher volumes of a product.

Retrospective volume rebates
when your trading partner reaches a unit 
threshold, their rebate value goes up.

Non-retrospective volume 
rebates
your partner receives a 2% rebate up  
to their 10,000th purchase, but for  
all units purchased after that, they’ll  
receive a 4% rebate until they reach  
their next threshold.

Mix incentive programs
mix different types of products  
together (hence their name) to  
drive more purchases.

Marketing incentive programs
allow you to collaborate with  
your trading partners on a  
marketing campaign.

Promotional incentives
help move product that otherwise  
might not go anywhere.

Special pricing agreements
are a support mechanism to help 
distributors maintain a margin while 
selling to that end customer at an  
agreed rate.

See Rebates in Action

The History of Rebates
Rebates have been around since the 1800s 
and were often used by large industrialists to 
preserve or extend their power.

2 in 3  
manufacturers
offer annual rebate 

programs to influence 
long-term behavioral 

changes in their 
customers.

Rebates are essential to  
buying group
membership,
to incentivize their  

members to  
purchase more.

Distibutors
have rebate programs 

with 50 of their top 
100 manufacturers 
– representing two-

thirds of sales and an 
incredible 60-100% of 

net profit.

For Retailers,
rebates are heavily used  

in marketing and 
promotional activities. 

1800s 2023

Definition of a Rebate Program
A rebate is a deal between a supplier and a 
customer that returns part of a customer’s 
purchase price.

Supplier Rebates
reward trading partners for  
purchasing higher volumes  
of a product.

Customer Rebates
a support mechanism to help 
distributors maintain a margin while 
selling to that end customer at an  
agreed rate.

Rebates are also much more than mere pricing tools.  
With rebates, you can:

The End Goal of Rebates:  
A Thriving Partner Ecosystem

Spreadsheets

ERP System

Rebate Management Software

X  Unwieldy, with hundreds 
or even thousands of 
lines of data

X  Manual processing of 
data is prone to error

X  Lack of visibility across 
all parties

X  Difficult to synchronize 
inputs from buyers, 
contracts and accounts

X  Difficult to collaborate 
on decision making

X  No single version of the 
truth

X  Audit and security risks

X  Dependence on  
the knowledge of  
one or two users

✓  Ties into sales data

✓  Basic rebate functionality

✓  Automate rebate 
calculations based on 
data inputs

✓  Integrate with existing 
software like ERPs

✓  Streamline agreement 
signoffs so you never 
misplace deal terms again

✓  Show progress toward 
rebate goals so you never 
miss a target

✓  Collaborate with your 
trading partners on your 
deals in real time

Increase 
reliability and 
consistency  

of sales

Distributors  
using spreadsheets to manage 

rebates typically fail to collect 1% 
of rebates owed (an average of 

$218,829 annually).

Distributors  
using dedicated rebate management 
software typically earn 1.82% more 
rebates — or an extra $182,000 on 

every $10m of rebate income. 

Manufacturers  
tend to overpay by 0.21% using 

spreadsheets, equating to an  
average of $83,000 annually.

Manufacturers  
using rebate management software to 

automate month-end calculations typically 
spend 35% less time on month-end 

processes.

Boost sales on 
targeted SKUs 

Drive a  
higher margin

Create stronger 
trading relationships 
and customer loyalty

X  Lack of sophistication

X  Still require  
spreadsheet analysis

“We were shut down several times when attempting to implement 
one ERP at the time. So, we started interviewing ERP companies that 
also said they could do rebates. They couldn’t. Long story short: En-
able rose to the top as the solution for us to process all of our profes-
sional customer rebates.”
- Bob Gay, Customer Profitability Manager  |  AAP

https://enable.com

