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The retailing environment is dynamic and constantly changing, 
adapting to changes in consumer behaviour and preferences, 
accommodating market trends, and occasionally having to deal with 
unexpected global issues impacting supply chains, such as COVID-19.

All this while managing hundreds, thousands or even 
millions of products selling across multiple ‘bricks 
and mortar’ stores and, increasingly these days, 
online. Most retailers have a mix of methodologies for 
managing promotions, demonstrating that there is no 
single ‘right’ way to do it. Retailers want the flexibility to 
drive gross margin in the way that suits their business, 
their products, and their suppliers.

As a result of the increasing complexity of retailing, 
tougher consumer expectations, the rise of omni-
channel sales and the ever-present risk of ‘the 
unexpected’, the ability to accurately manage large 
volumes of deals now requires much more than 
individual proficiency and simple tracking and 
management systems. 

On the whole, we have seen that while promotion 
types have remained relatively stable across the retail 
industry, traditional methods of managing these 
promotions are just not cutting it anymore.

100% of our customers miss income they are entitled 
to every year, purely because they can’t reliably 
manage their promotions or rebates.

What our data tells us
As businesses grow, retailers are increasingly struggling 
to manage rebates and deals in a way that prevents 
leakage. In fact, retailers simply accept that they will 
miss some income every year – sometimes in the order 
of millions of dollars a year.

This is, in part, due to the intricate nature of the 
supply chain and source to pay process. Somehow, 
retailers need to capture all the different types of claim 
calculation, and spreadsheets (or worse) just don’t cut 
it anymore. In addition, turnover of staff results in a 
loss of corporate knowledge, which exacerbates the 
situation.

Our data tells us there are consistently three major 
deal methods used by retailers.
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1) SCAN FUNDING
Among our clients, we see that most of their product 
promotions are managed this way. Suppliers benefit 
because their product and brand are marketed to a 
broad audience, and they can win new customers. 
When scan funding promotions are an integral part 
of a retailer’s market position, such as ‘everyday low 
prices’, and extend for significant periods, it’s even 
more imperative to ensure the stores are getting 
it right. Scan funding can also be undermined by 
erroneous point-of-sale discounting. 

2) OFF-INVOICE DEALS
Getting a discount up-front for a specified period is a 
great way for retailers to drive volume. But off invoice 
deals have a core flaw – it’s not always guaranteed 
that they’ll be actioned at all or actioned correctly. This 
problem is compounded with retailers who have to 
deal with multiple store types or locations, requiring 
even closer management to ensure the deal is being 
administered correctly. If it’s not, it’s ultimately the 
supplier who loses, having provided an up-front 
discount with no promotional benefit, seriously eroding 
the trust in the relationship.

3) MARGIN MAINTENANCE
This method of promotion is well-established in the 
retail industry and relies on a fixed term agreement 
between the retailer and supplier to maintain a 
product’s margin at a certain level. Retailers benefit 
from having the flexibility to run promotions as 
required over the period of the agreement. The rebate 
is easy to calculate, as it’s based on the final total 
of revenue against the required margin. However, 
managing this promotion requires being able to track 
the fluctuating retail price of the product over the 
agreed period, including during reactive promotions, 
and the volumes sold at each price point.

Administrative failures
Regardless of the individual pros and cons of different 
promotion types, they can (and do, in our experience) 
suffer from a common problem – poor record keeping. 
It’s a recipe for disaster. Deals made over email or 
in discussions, if not properly documented become 
hard to track and even harder to claim. All it takes is a 
change in staff or the loss of a document for a retailer 
to lose this income forever.

Many retailers now have systems to track their 
business operations, but often there are multiple, 
unconnected systems. We see Enterprise Resource 
Planning (ERPs) systems managing the fundamental 
business processes, but not linked to systems 
managing promotions. 

If there is no system for managing promotions and 
retailers are instead relying on people inputting retail 
data, this introduces yet another potential point of 
failure.

Multiple small points of failure, multiple opportunities 
to incorrectly enter figures; these failures lead 
to missed claims and difficult recoveries (which 
constitute 1-2% of income in retailers with rebate and 
deal management). In our estimation, retailers are 
regularly sacrificing potential income that can add up 
to hundreds of thousands of dollars, or more, due to 
a fear of investing in a solution to help manage the 
complexity. 

It adds up to a reluctance to endure short-term pain 
(cost of investment in a management system and 
the time to transition) for long-term gain. Retailers 
are not just writing off income – they are writing off 
the flexibility and power to respond to environmental 
challenges and grow in new directions.

What we say
As a retail business matures, it’s common for practices 
to become entrenched. This might have little impact 
on profit when the business is dealing with a relatively 
small number of products or has a simple business 
model.

When growth occurs, however, practices that are 
unable to cope with complexity become a millstone 
around the business’s neck, holding it back in 
important ways and impacting on profit. Our Rebate 
and Deal Management (RDM) platform is specifically 
designed for retail complexity and for high velocity 
growth. 

Getting a powerful system in 
place removes rebate and deal 
management pains
The time to employ a rebate and deal management 
system is not after your retail business has become 
so complex that it’s causing issues. The optimum time 
is during the early stages of growth when potential 
issues are becoming apparent. The first time a retailer 
decides a workaround is needed is the point at which 
the business starts limiting its own potential success. 
Workarounds are very rarely replaced with sound 
processes and systems, and in the long run become 
the norm. 

However, it’s never too late to change and improve, 
and for retailers improvement equates to money in 
the bank. In our experience, retailers of all sizes have 
benefited from implementing RDM even at the later 
stages of their growth cycle. 
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The critical element is to stop the leakage of revenue, 
and start leveraging that revenue for the benefit of the 
business.

If not, the avoidance of short-term pain inevitably 
results in much greater pain when the business realises 
down the track that they can no longer continue 
working the way they used to, and now they have 
much greater complexity and cost to deal with in 
applying the remedy.

This is particularly critical if the structure of your 
business changes, or people move to different roles 
– working with us, your business will still be capturing 
the data required to accurately calculate rebates. Most 
importantly RDM ensures knowledge is retained within 
the business and passed on to inexperienced staff 
members. 

Our experts facilitate the change management within 
your organisation and our client liaison teams support 
the implementation and maintenance of our platform 
or ongoing Audit programmes. We’re available to work 
with your teams and help deliver true transactional 
compliance. 

Effective management of 
rebates and deals creates 
a better relationship with 
suppliers
When a promotional program is working properly, 
when there are no aged claims being argued, and when 
both the retailer and suppliers are benefitting from a 
smoothly running, flexible and profitable rebate system, 
the relationship between the two is stronger. 

The reason for this is trust. Suppliers feel more 
confident signing up to rebates and deals when they 
know they will be managed in a timely and accurate 
manner. Retailers can demonstrate the full power of 
their promotional efforts through the data that is 
collected and analysed to calculate rebates. 

When harmonised through one platform, live 
compliance reporting is also far more easily available to 
capture potential gaps or anomalies.

Our Rebate Deal Management (RDM) system contains 
a vast array of different rules, which each represent 
a different method of claim calculation. Commonly 
used rules include flat percentage rules, lump sum 
payments, and dollar per unit rules.

Each of these rules can be applied at the product level, 
or further up the product hierarchy (ie. at the category, 
department, or division), or to a brand, or even 
uniformly across a supplier. There are more complex 
rules as well, which include tiered rules, rules based off 
net cost/sales +prices, and late deliveries. These rules 
remove any ambiguity about calculation.

With retailers and suppliers both benefiting from their 
collaboration, the future becomes a place where they 
can work to their mutual advantage.
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The beauty of our Rebate Deal 
Management (RDM) system is that 
it flexes to a retailer’s needs – as 
you grow, it grows. As your business 
changes, RDM accommodates those 
changes. 

Let us...
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