
Building the Best 
Foundations for Your 
Rebate Programs



Rebates are powerful strategic tools with the 
remarkable ability to shape customer behavior 
and influence critical business objectives. But 
to harness the true potential of these incredible 
incentives, it’s crucial to recognize that any rebate 
program’s effectiveness hinges on the strength of its 
foundations.

In this white paper, we’ll explore the fundamentals of 
crafting robust foundations for your rebate programs, 
including common objectives, necessary skills and 
the three pillars of success in rebate management. 
We'll also share some invaluable best practices for 
rebate management and thoughts on choosing the 
right tool for the job. Our goal is to equip you with 
the knowledge and tools you need to master the art 
of rebate management and embrace a more strategic 
approach to your trading programs.
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Logistics Rebates

Volume Rebates

Mix Incentives

Promotional Incentives

Price Masking/Padding Rebates

Loyalty/Retention Rebates

Cost Contribution Rebates

Stock Cleanses

Stocking Incentives

Price Increase Deferrals/Holidays

Special Pricing Agreements (SPAs)

. . . . . . .

What is a Rebate?
The technical definition of a 
rebate is any B2B transaction 
where funds flow back through 
the supply chain. A rebate can 
refer to almost any type of 
incentive program designed to 
lower the net cost of a product 
after it has been purchased 
at full price. There are many 
variations on this basic concept, 
from tiered volume rebates to 
product mix incentives to special 
pricing agreements (SPAs), that 
businesses can use to achieve a 
range of objectives.

These are just a few of the types of rebates that businesses have at their disposal:
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Common Rebate  
Goals and Objectives

Businesses use different types and structures of 
rebate programs to achieve a variety of goals. A few 
of the most common objectives for rebates include:
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Increase  
Sales

Drive higher 
product or service 

sales within a 
specific period.

Market 
Expansion

Enter new markets 
or expand your 
market share.

Competitive 
Edge

Gain a competitive 
advantage over 

your rivals.

Clear 
Inventory

Reduce excess 
inventory by 
incentivizing 
purchases.

Product 
Introduction

Promote the 
launch of a new 

product or service.

Customer 
Loyalty

Foster loyalty and 
repeat business 

from existing 
customers.
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The Value of a Rebate

There are many unique benefits of rebates that 
can make them a better strategic choice than 
simple discounts:

Influence customer decisions 
and drive desired behaviors

Discounts are easily forgotten, 
but rebates are earned

Targeted rebates can help you 
achieve specific objectives

Reward customer loyalty to  
strengthen trading relationships
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The Right Skills  
for Your Rebate 
Operations
Managing rebates is an intricate 
process involving multiple sets of 
complex responsibilities. That’s why 
it’s so important to have the right 
skills on your team. 

There are three critical functions 
that every rebate team must have:

The 3 Pillars
According to rebate expert Mark Gilham, there are three key pillars to a successful rebate strategy: 

Administrator 
Accuracy and Efficiency

Rebate Manager 
Oversight and Strategy

Data Analyst 
Measurement and Optimization

SMART
A SMART rebate strategy is:
•	� Specific: Clearly defined deal 

terms and objectives, leaving  
no room for doubt.

•	� Measurable: Precise and 
objective KPIs to track rebate 
effectiveness.

•	� Achievable: Reasonable 
conditions for customers, 
sustainable financial impact.

•	� Relevant: Alignment with overall 
business and marketing objectives.

•	� Time-bound: A defined timeline 
to motivate timely action and 
benchmark progress.

Commercial
A commercial rebate strategy 
focuses on optimizing profits 
through calculated decisions, 
balancing customer incentives with 
healthy margins and continuously 
monitoring financial performance.

Manageable
A manageable rebate strategy 
prioritizes clarity with clear 
targets, transparent terms, 
open communication, efficient 
automation, real-time visibility  
and robust support. 

Mark Gilham 
Evangelist | Enable

“A good rebate strategy is one that is SMART, aligns 
with commercial realities and is mutually manageable 
with the help of appropriate tools, providing a robust 
framework for an effective and mutually beneficial 
rebate program.”
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Best Practices for Your Rebate Program

Collaborate internally and externally
		  •	� Break down silos and facilitate seamless collaboration across teams and trading partners
		  •	� Explain the benefits to all parties involved

Keep it simple
		  •	� Rebates are complex enough; don’t overcomplicate your deals or processes

Start off small
		  •	� Don’t bite off more than you can chew
		  •	� Ramp up your efforts gradually

Begin with scalability in mind
		  •	� Develop foundations strong enough to build on as your rebates grow

Measure performance
		  •	� Keep a close eye on the progress of your deals
		  •	� Learn what works best and get ahead of potential problems

Continually refine and optimize
		  •	� There’s always room for improvement
		  •	� Re-evaluate regularly to improve both existing and future rebate programs
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Looking to become a master 
of rebate management and  
embrace a more strategic 
approach to your trading 
programs? Check out our 
Rebate Strategist University 
courses.

The Right Tool for the Job
To build the best foundations for your rebate programs, it’s critical to use the right tools for such a demanding 
task. When it comes to managing a high volume of complex rebates, spreadsheets, ERPs and email chains just 
won’t cut it. We recommend choosing a rebate management platform based on the 3 C’s: Comprehensive, 
Collaborative and Controlled. 

Comprehensive	
Track, manage and analyze  
every type of rebate on a single  
platform to streamline and 
optimize the entire rebate 
management process.

Collaborative
Work as a team to create, 
negotiate and execute deals 
with your trading partners, 
strengthening alignment with 
centralized data sharing and 
progress tracking.

Controlled	
Share data with care – both 
internally and externally – and 
configure workflows, approval 
processes and audit trails to 
maintain transparency and 
compliance.
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About Enable
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.

USA Office

+1 628-251-1057

535 Mission St, 14th Floor

San Francisco

CA 94105, USA

Australia (Sydney)

+44 330 3112 808

333 George St, 

Sydney NSW 2000,

Australia

UK Office

+44 330 3112 808

9-12 The Courtyard

Stratford-Upon-Avon

CV37 9NP, UK

Canada Office

+1 416-628-1921

545 King St. W.

Toronto

ON MSV 1M1, Canada

Australia (Melbourne)

+44 330 3112 808

Level 19, Office 112, 

120 Spencer Street Melbourne,

VIC 3000 ® Enable 2023. All rights reserved.

https://www.enable.com

