[REDENCE Beyond Possible

m

POINT OF VIEW

Pivot from a reactive
to a proactive rebate
management model




Driving competitive advantage with a robust rebate
management approach

In the B2B world of smart, educated and savvy buyers, rebates are increasingly popular in aiding
large and small businesses to differentiate themselves from their competitors. Rebates help
boost brand loyalty and incentivize engagement by providing attractive discounts on products
and services, enabling business collaborations and lasting partnerships. For small and medium
business owners, rebates can make up a considerable portion of their profits.

Many small business owners sign up to become members of buying groups as they are assured
of consistent gains through rebate earnings. However, some of these smaller members prefer to
remain dormant, silent observers in the group, satisfied with the assured minimal, recurrent profits
as long as they are consistent. Buying group dynamics are often driven by the larger players and
this might not be the best strategy.

Why is the small buyer's engagement in the buying group
important?

Signing up to be a member of the buying group is just the beginning. Being an active member

is to contribute, share, and grow with the group. Apart from the consistent rebate earnings that
small buyers benefit from, buying groups often provide an excellent platform for suppliers and
distributors to engage in a meaningful dialogue, capitalizing on collective market knowledge to
drive maximized returns. And to ensure this, enabling participation across members of the group
is key. Here's how active participation across aids group dynamics and operations:
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Every member counts:
QQ% Increased engagement results
in increased efficiency
4

A buying group can be of any size, standard, or revenue
handling capacity. But as a business owner who is a
member of the community, each buyer, irrespective of
the scale of operations, brings to the table unique
experiences, workflows, business processes, supplier
relationship experiences handling techniques, and
rebate management approach. Small business owners
can contribute significant value by sharing their insights
and operating processes, strengthening the
community’s buying power with their expertise.

@vvg Contribute towards effective community decisions:

Small business owners are abreast of local trends

As small business owners are extremely clued in to and deeply aware of local requirements and
trends, they can accurately predict market fluctuations based on multiple factors. These include
demographics, buying capacity of the local populace, current trends, competitors in the locality
and their offers, common issues in the region, and environmental factors. These business owners
are capable of offering relevant suggestions, ideas, and feedback to the buying group that can
prove to be immensely beneficial in making community decisions.

See how Rebate.ai fosters collaboration between trading partners in the B2B
rebate ecosystem

o
™ Benefit from the advocacy of fellow community members:
e Leverage group expertise for business growth
4

As most buying groups are formed by industry bodies, and trade associations, they will be
equipped to provide advice and support to issues related to business problems, supply chain
management, legal queries, and statutory compliance. Some buying groups also conduct
seminars and forums to benefit their active members. Smaller members can benefit immensely
from this support.
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Position the buying group to execute attractive

y L] L] L] L3
W transactions: An active community negotiates better deals
4

Buying groups that receive inputs from members across the spectrum — large and small, are
able to identify key focus areas that form the foundation for beneficial deals, negotiating on the
combined advantage of large-scale data backed by localized, granular level, actionable insights.
Hence, a buying group with a greater base of active members across the board is more
successful at executing impactful business transactions for all its members.

Identify opportunities to increase rebate revenue earnings:

Higher group turnover results in higher revenue earnings
4

Rebate agreements are based on aggregate group purchases. Each member providing
up-to-date data on their purchasing contributes to arriving at an improved rebate margin. This
positions the buying community to negotiate for a higher rebate with confidence, as the new deal
results in improved rebate revenue earnings for all the group members.

You improve what you measure

The overarching advantages of ensuring an active buyer member base and the ensuing benefits
of group dynamics are obvious. However, what is the net earnings that small members stand to
gain? As members, your contributions to the buying community should manifest in increased
productivity for the group and increased profits for you. This translates into increased rebate
earnings.

To achieve better results through your rebate programs, you require quantifiable metrics that are
efficient, scalable, and data-driven. To improve, you need to measure, and to measure, you need
data. Data that is real-time, predictive, competitive, and provides you with a single-pane view of
your performance, helping you make relevant decisions to maximize your rebate earning
potential.

S Rebate.ai: Increase ROI through rebate

ﬂl:lﬂ earnings

With Rebate.ai’s centralized and automated platform, buyer members, large and small alike, can
easily automate and manage multi-party, multi-product, and multi-tiered rebate schemes. You
can leverage accounting features and standardized processes like central product catalogs and
centralized rebate management.




Is Rebate.ai better than the traditional rebate management
| systems?

Rebate.ai is a revolutionary, cloud-native, SaaS-based platform with a seamless interface that
facilitates collaboration across stakeholders, including buying groups, suppliers, and buyers.
Our transparent rebate management process forecasts potential areas for growth for all
members, irrespective of the size of your business, unlike manual calculations that mask
growth opportunities for stakeholders in the buying group community.

To know more about the features of our turnkey rebate management platform, click here.

Turn B2B rebate management into an opportunity for
accelerated growth

Some of the salient features of our rebate analytics platform include:

- Workflow automation:
0-00 The platform’s Al-driven functionalities, backed by strategic advisory inputs
olodo from our rebate management services team on workflow automation, can

—D help you reduce expenditure on manpower, tools, and resources.

Intelligent decision-making capability:
g;é; The platform delivers advanced, real-time contextual insights backed by
domain knowledge, aiding decision-making for all stakeholders.

Smart insights and alerts:
4 Our Al-powered engine gathers rebate management-related information
Q_‘ from across your other enterprise systems and applications, providing
optimized suggestions to help maximize rebate earnings, minimize loss
and build on customer loyalty.

Missed opportunity identification:
M Our platform supports predictive and prescriptive analysis of market
: intelligence, allowing you to capitalize on opportunities that promise
—D better rebate earnings.

Unified data and vocabulary:
Our insight-driven retrospective model with APl and NLP integration
E—

creates a unified data space, provides room for building vocabulary,
and offers prescriptive solutions that enhance rebate management.

A turn key rebate management platform to maximize your
rebate earning potential

The rebate ecosystem is experiencing a revolution. Manual rebate management processes can

no longer serve buyer and distributor requirements in the digital era, whatever the size and scale
of your operations. The new manufacturing ecosystem demands agility, scalability, and domain

expertise to stay competitive and fuel growth.
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Schedule a demo with our experts today to understand how you can leverage our platform to

empower yourself and your buying group, driving equitable growth and profits across your
member ecosystem.
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