Effective rebate management
DO’S & DONT’S

Managing rebates can be rather complex, requiring a lot of your
time and energy. If you don’t follow stringent processes, you could
get it wrong, which might end up being costly for your company.
That’s why you should follow these do’s and don’ts for a more
effective rebate management process.

DO’S DONT’S

Work in siloes with other
departments

Rely on one individual to manage
your rebate agreements

Wait until the end of the year to see
how your deals are performing

Rely on your trading partners to tell
you what you are owed

Calculate and accrue rebates using
error-prone spreadsheets

Base deals on data that is
not “real-time”

Risk having a weak
audit trail

Miss out on claiming the
maximum amount of rebate

Over or understate your profits

File away your agreements
and forget about them

Discover more about how Enable can help you improve your
rebate management processes at



