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What are rebates?

Any deal where money flows back in a B2B transaction. Businesses must meet a

predetermined requirement (such as purchasing volume) and make a claim to earn
a portion of their purchase price back.

Rebates are widely used by both manufacturers and distributors, bringing many
benefits - both shared and unique - to businesses across the supply chain.

How Do Rebates Benefit...

o

Manufacturers Distributors
Increase volume and Drive revenue,
frequency of sales margin and ROI

Hedge against market Compete strategically in
volatility and unpredictability % adverse market conditions
Manufacturers can use rebates to i%b Manufacturers can help distributors
grow their market share or gain a %% = = §_ compete on price by offering them a
foothold in new markets. == retroactive discount in the form of a

special pricing agreement (or SPA).
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Drive customer loyalty /\@K@C\ Gather valuable customer insights
and retention from rebate data and forms

Manage inventory by boosting Encourage strategic alignment
sales for slow-moving SKUs /. and trading collaboration
Manufacturers can encourage K}‘ From their unique position in

bulk purchases or specific shipping \;\ the middle of the supply chain,
preferences using logistics rebates. A N\ distributors can use rebates to
2 <~ strengthen trading relationships with
both suppliers and customers.
Annual rebate programs > Rebates can represent
are offered by 2 in 3 up to 100% of a
manufacturers. distributor’s profits.

As rebates gain in popularity, manufacturers and distributors across the supply

chain continue to find unique ways to leverage these powerful deals for the benefit
of their business and their trading partners.

Rebates are only as effective as your team’s ability to manage them. Streamlining
and automating your rebate management processes with a software solution such

as the Enable platform can maximize your rebate performance while saving your
team time and effort.

Ready to learn more about how rebates and rebate
strategy benefit businesses across the supply chain?

Download our white papers to find out how SPAs
benefit distributors and manufacturers.
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https://enable.com/
https://enable.com/whitepaper/how-do-special-pricing-agreements-spas-benefit-distributors
https://enable.com/whitepaper/how-do-special-pricing-agreements-spas-benefit-manufacturers

