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Rebate programs serve as powerful tools used by
manufacturers, distributors, retailers and buying
groups to incentivize their customers to make
purchases by offering them a portion of their money
back after completing a transaction. These programs
not only influence buying behaviours but are powerful
drivers of growth.

While rebate programs are a common practice

in many industries, understanding the true value
requires more than just a basic understanding of its
implementation. Before you launch a rebate program,
it’s important to calculate the value of the program
and determine whether it will be profitable for your
business. If the value of the program is less than the
cost of administering it, then the program is not a
worthwhile investment.

In the pursuit of maximizing return on investment
(ROI) and making informed strategic decisions,
organizations need to delve into the intricacies of
evaluating the value of rebate programs. This white
paper aims to provide you with the knowledge and
tools necessary to effectively quantify the value of
your rebate program.
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The Importance of Calculating the Value of Your Rebate Program
Calculating the value of your rebate program is of utmost importance for several reasons:

e Profitability assessment: If you evaluate the costs involved in administering the program e Program optimization: By analyzing program data, you can identify patterns, trends and
against the potential benefits it brings, you can determine whether the program is a worthwhile potential bottlenecks that may hinder its effectiveness. This information helps you refine
investment for your business. This analysis allows you to make informed decisions about program elements, such as rebate amounts, redemption processes, communication strategies or
resource allocation and ensure that the program contributes positively to your bottom line. eligibility criteria. By continuously optimizing your program, you can enhance its value, customer

c . . . , , , engagement, and overall success.
e ROI optimization: By quantifying the program’s effectiveness, you can identify areas that can

be improved or optimized to enhance ROI. This includes analyzing factors such as participation e Financial planning and budgeting: Your finance team can calculate the program’s value,
rates, redemption rates, average order value and customer retention. Armed with this then you can forecast and allocate the necessary resources, including marketing expenses,
information, you can fine-tune your program to maximize its financial impact. operational costs, and rebate funds. This ensures that your program remains financially

) .. ) sustainable and aligned with your overall budgetary goals.
e Strategic decision making: Based on the calculated value, you can evaluate whether the

program supports your desired outcomes, such as increasing sales or boosting customer loyalty. e Competitive Analysis: Compare your program performance against competitors in your
This knowledge empowers you to make data-driven decisions about program modifications, industry. By benchmarking your metrics against industry standards, you can gain insights into
expansions, or terminations. your competitive position. This analysis helps you identify areas where your program excels and

areas where improvements are needed to stay ahead of the competition.

“Within our business, our data landscape was really fragmented with regards to rebates. Bringing everything into one place became very
important for us. We can now precisely track and attribute rebate payments to specific products and customers, providing insights into their
margins in a way that was not possible before. This improved visibility allows us to make more informed business decisions and optimize our
operations more effectively.”

Michael McSorley
Head of Business
Development, AAH
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7 Steps to Calculate the Value
of Your Rebate Program
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Define program goals and objectives

What do you want to achieve with your rebate program? Do you want to increase sales, boost customer
loyalty, or introduce a new product or service? Once you know what you want to achieve, you can tailor
your program to meet those goals. Align your goals with your overall business objectives to ensure
coherence and strategic alignment.

Identify and analyze program costs:

Identify all costs associated with administering the rebate program, including operational expenses,
rebate fulfilment costs, marketing and promotional expenses and any additional overhead costs.
Quantify these costs accurately to establish a comprehensive understanding of the financial investment
required for the program.

Estimate revenue generation potential:

Analyze historical data and market research to estimate the potential revenue impact of the rebate
program. Consider factors such as anticipated increase in sales volume, average order value, repeat
purchases and customer lifetime value. Use conservative estimates to ensure a realistic projection of the
program’s revenue generation potential.
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Brennan Hall
Director of Duct

Fab Supplies and Air
Distribution Products,
at Conklin Metal

“If the tool indicates that we

are on track to reach a specific
milestone or goal, we can
engage in conversations with
our vendors based on that
information. Conversely, if the
tool suggests that we might

not meet a target, it gives us

an opportunity to reassess and
make necessary adjustments.
The tool’s strategic impact in
various aspects has proven to be
incredibly valuable for us so far.”

By following these seven steps, you can systematically
calculate the value of your rebate program, gain insights into
its financial impact, and make informed decisions to optimize

its performance and achieve your desired goals.
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Determine relevant metrics and measurements:

Identify key performance indicators (KPIs) that align with your program goals. Examples of relevant
metrics include participation rates, redemption rates, average rebate amount, customer acquisition cost,
customer satisfaction and customer retention. Select metrics that are measurable and provide actionable
insights into the program’s performance and value.

Calculate the program’s ROI:

ROI calculation involves comparing the program’s financial gains (revenue generated) against its costs.
Subtract the total costs from the total revenue generated and divide the result by the total costs. Multiply
by 100 to express the ROl as a percentage. This calculation helps determine whether the program is
generating a positive return on investment or if adjustments need to be made for improved profitability.

Interpret and evaluate the results:

Analyze the calculated value, ROl and other performance metrics to interpret the overall effectiveness of
the rebate program. Assess whether the program is meeting its goals and objectives. Identify areas for
improvement or optimization based on the results and insights gained from the analysis.

Continuous program optimization:

Based on the evaluation, refine and optimize various program elements, such as rebate amounts,
eligibility criteria, redemption process, marketing strategies or targeting strategies. Continuously monitor
the program’s performance, collect feedback from participants, and adjust as needed to maximize its
value and effectiveness over time.
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Tips For Maximizing the Value of Your Rebate Program

Creating a successful rebate program that actually earns your company a profit rather than takes away from your bottom line can be complex and tricky.
Here are some tips:

Outline the contract terms

Ensure that the terms and conditions of your rebate program are explicitly stated and easily comprehensible to your customers. Transparency is key.
People should understand the requirements for participation and how they can redeem their rebates. If the terms in the contract are overly complex or

ambiguous, potential participants may be discouraged from taking part.

Collaborate to ensure mutual benefits

Establishing clear communication, defining roles and responsibilities, and establishing mutually beneficial terms are vital for a successful partnership. By
leveraging the resources, expertise, and reach of your trading partners, you can amplify the value and impact of your rebate program, driving growth and
customer satisfaction.

Assign roles and responsibil

ities internally

The management of your rebate program should be entrusted to a dedicated team with expertise in designing rebate programs and the capacity to
devote significant time and effort to adapt the program according to business and consumer requirements. It is crucial for this team to understand the
importance of striking a balance and avoid creating a program that leads customers to expect rebates for every purchase they make. Rebates should not
become a routine part of your sales strategy; instead, they should be strategically implemented to create value and drive specific behaviors.
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Gordon Briscoe
CFO, BSN Sports

“Enable will provide us
with the assurance that we
can effectively track and
calculate rebate programs
for our vendors. It has the
potential to incentivize
vendors to offer us more,
improved, and potentially
even more lucrative rebate
programs.”
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Ongoing analysis

To ensure the effectiveness of your rebate program, it is crucial to conduct regular analyses, ideally on a daily
basis. By consistently evaluating the performance of your incentives, you can gain valuable insights into which ones
are generating profits and which ones are incurring costs. When certain incentives prove to be more appealing

to customers than others, it provides a clear indication of how you can modify your rebate program to maximize
profitability.

Adapt your rebate programs

As your business evolves and the market changes, it is essential to adapt your rebate program accordingly. By
regularly analyzing your rebate program, you will identify fluctuations that require adjustments in your rebate
strategy to maximize profit potential. Keeping a close eye on your entire business structure is crucial in this process.

Evaluate what aspects of your rebate program are effective and which ones are not. Determine which products or
services are most likely to be purchased by customers and which ones bring in the highest profits. Consider offering
incentives to boost the sales of your most profitable products or services. It is important to note that if your prices
undergo regular changes, your rebates should also be modified accordingly. This ensures that the incentives remain
effective in generating more profit than they cost.

By continuously monitoring and updating your rebate strategy based on the changing dynamics of your business and
customer behavior, you can maintain a profitable and impactful incentive program.
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André Beaumier
Accounting Manager,
G2S TOBEQ

“Enable allows us to easily
download reports for 120
vendors and gain clarity on our
purchasing and sales data. This
is particularly useful for making
purchasing decisions based on
forecasts or sales channel data.
By identifying customers who are
close to their targets, the sales
team can focus on them and
push sales to meet their goals.”
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Using Enable to Calculate,

Track and Measure the Value

of Your Rebate Program

Rebate management software offers automated
calculation capabilities to determine the potential
value of your rebate program, saving valuable time and
ensuring accuracy compared to manual processes. By
inputting relevant information and data, the software
can perform calculations efficiently and reliably.

Real-time performance tracking is another valuable
feature provided by rebate management software. It
enables you to monitor the progress of your rebate
program, including the attainment of rebate tiers by
your trading partners, the amount of money to be
collected or paid out, and how well the program aligns
with your predetermined goals. Having access to up-
to-date information empowers you to make timely
adjustments and informed decisions to optimize
program performance.
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In addition to calculation and tracking, rebate
management software offers built-in reporting
functionalities. These reports provide valuable insights
that help identify areas for program improvement.

By analyzing the reports, you can gain a deeper
understanding of the program’s effectiveness,
uncover trends, and measure its true value. These
insights serve as a foundation for making data-driven
decisions, refining program elements, and maximizing
the overall impact of your rebate program.

By harnessing the capabilities of Enable, you can
optimize your rebate program’s performance,
maximize its value, and drive meaningful results
for your business and trading partners.
Schedule a demo to see the platform in action.
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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 alighnment. 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 e@nable.com.
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