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Unlocking the Hidden 
Power of Rebates
Rebates are often mistaken for just 
another cookie-cutter, one-size-fits-all 
incentive. But when they’re thoughtfully 
designed and tailored to your and your 
partners’ specific needs and goals, 
rebates become a powerful lever for 
achieving your strategic objectives. 

Sometimes, businesses stumble at the start 
line because their commercial objectives 
aren’t clear or actionable, making progress 
difficult to measure and preventing 
alignment across your team. The key to 
overcoming this hurdle is to understand 
not just what rebates can do, but how they 
can be crafted to drive specific behaviors. 
Objectives should clearly outline what 
success looks like, with distinct targets 
bound by precise parameters. For example, 
driving increased sales of a specific product 
in a specific territory within a set timeline.

https://enable.com/
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Most businesses know their goals 
– whether those are increasing 
margins or driving market share – 
but many struggle to clearly define 
their objectives, resulting in 
misaligned and ineffective efforts.

The hidden power of rebates lies in 
their ability to drive financial outcomes, 
but a truly effective rebate program 
needs a strategy to back it and solid 
behavioral drivers in place to achieve 
your objectives.

Read on to learn:
•	� What a precise rebate  

objective looks like
•	� How clear rebate objectives 

drive focus, alignment,  
and performance

•	� How to create measurable 
objectives that align with 
business goals

https://enable.com/
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Building Out Your 
Rebate Objectives
First, let’s dive into why setting clear 
objectives is so important when 
crafting rebate strategies. Rebates 
are powerful tools that can 
significantly boost your profitability, 
strengthen partner relationships, 
and drive strategic outcomes. But 
it’s crucial to clearly understand 
your desired outcomes and identify 
precisely how your rebate programs 
will help you achieve them. 
 
To take your goals from nebulous 
pursuits to objectives you can 
actually act on, try using frameworks 
like the GOST model to build them 
out. This will help clearly outline 
what you want to achieve and the 
steps you plan to take to get there. 

Broad view of your 
desired outcome to 
guide your efforts.

Boost sales in the 
midwestern U.S.

Clearly measurable, 
quantifiable outcome 
of achieving your goal. 
 
Increase sales revenue in 
the midwestern region 
by 5% within the next 
fiscal year.

Long-term efforts 
and the overall  
plan for how you  
will succeed. 

Leverage competitive 
rebate programs  
that incentivize  
high-volume 
purchases, foster 
brand loyalty, and drive 
customer retention.

Immediate key steps 
in your plan — the 
tangible “how” of  
your strategy.

•	� Launch a loyalty-
driven rebate program 
that increases rewards 
based on purchase 
history and frequency 
to incentivize repeat 
business

•	� Implement volume 
rebates to encourage 
high-volume or bulk 
purchases

•	� Use advanced data 
analytics to refine 
rebate offerings based 
on customer behavior 
and market trends, 
ensuring rebates 
remain competitive 
and aligned with 
customer needs.

Goal Objective Strategy Tactics

Let’s say your goal is, 
“Drive sales in the Midwest.” 
Using the GOST model, we 
could break it down like this:

https://enable.com/
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Instead of relying on the ambiguous 
direction of a goal, clearly laying out 
your objectives using a robust 
structure like the GOST model helps 
ensure that your rebates are being 
used to drive specific, targeted 
business outcomes. 

Plus, starting with precise, actionable 
rebate objectives lets you measure how 
these incentives are performing against 
expectations. This gives you a clear gauge 
of success and allows for real-time 
adjustments to optimize performance.

https://enable.com/
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Getting SMART with Rebate Objectives
It’s time to get smart about your rebate strategies. Not just smart, but SMART: Specific, Measurable, Achievable, Relevant, and  
Time-bound. The SMART model is another essential framework you can use to build out rebate objectives that aim high and deliver 
tangible results.

Here’s how to apply the SMART criteria to your rebate objectives.

Specific
Be crystal clear about 

your target and how you 
plan to achieve it.

Measurable
Determine what metrics 

you’ll use to evaluate your 
rebates’ performance.

Achievable
Goals that are challenging  
yet attainable within your 

current resources and 
market conditions.

Relevant
 Ensure your rebate objective 
aligns with broader business 

goals. Outline how this 
objective supports your  

overall strategy.

Time-bound
Set a deadline. Decide 
when you expect to  

see results.

https://enable.com/
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Making Rebate Goals Work for You
By bringing the principles of SMART into your rebate objectives, you can craft clear, actionable goals every time.  
Let’s apply this framework to a nebulous goal like “margin growth” and turn it into a tangible, effective rebate objective:

Don’t forget, the effectiveness of your rebate strategy hinges on how well 
you define your objectives – so take the time to craft them carefully. 

ORIGINAL GOAL (Vague) State your original goal.
Margin growth

NEW OBJECTIVE (Specific) Clearly state what you want to achieve in detail.
Increase margins in North America by 1%

METRICS Define how you will track and measure performance.
Track quarterly financial reports and compare year-over-year improvements in gross profit margins

ACHIEVABILITY
Assess the feasibility of achieving your objective.
Evaluate current financial resources, operational capacity, and market trends  
to determine if a 1% increase in margins is feasible within the set timeframe

RELEVANCE Explain how your objective supports overarching business goals.
Supports the business goal of enhancing profitability in key markets

TIMELINE Set a clear deadline for achieving your objective.
Achieve this by the end of the next fiscal year

https://enable.com/
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Tried-and-True Tips for Successful Rebate Objectives

Clarity is king. It’s critical to 
be as specific as possible 
when defining your rebate 
objectives. This ensures you 
can measure your progress 
and keep your team aligned 
on goals.

Ensure your rebate 
objectives are part of a 
cohesive business strategy. 
Ask yourself how your 
objectives map to overall 
business goals.

Business isn’t static – your 
rebate strategies shouldn’t 
be either. Schedule regular 
check-ins to assess the 
performance against your 
objectives. This is crucial to 
staying on track or making 
necessary adjustments in 
response to market changes 
or new insights.

Ensure your trading 
partners are on the same 
page regarding your goals. 
It also helps to have a single, 
centralized place to track 
results – it’s difficult to  
change behavior if someone 
doesn’t know where they are 
in their progress.

By following these tips, you can craft objectives and strategies that are  
not only effective, but also agile and responsive to your business needs.

https://enable.com/
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Get strategic with your rebates

Learn how

Remember, the clarity and 
precision of your objectives 
doesn’t just impact your rebate 
program. It can significantly 
drive your business’s broader 
strategic goals and financial 
outcomes, too. 

Now that you’re armed with the 
right framework and insights, it’s 
time to rethink your rebate 
objectives. Refine your 
approach, set clear objectives, 
and watch as your rebate 
programs transform into 
powerful tools for success.

It’s Time to Rethink – and 
Reset – Your Rebates

https://enable.com/
https://enable.com/rebate-strategist
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Enable helps manufacturers, distributors, and retailers take control of their 
rebate programs and turn them into an engine for growth. Starting with 
finance and commercial teams, Enable helps you better manage rebate 
complexity with automated real-time data and insights, accurate forecasting 
and stronger cross-functional alignment. This lets you — and everyone in 
your business — know exactly where you are with rebates. Then you can 
extend Enable externally to suppliers and customers, setting them up with one 
collaborative place to author, agree upon, execute on, and track the progress 
of deals. Find out more and try it for free at enable.com.
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