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How SYM-PAC’s 
Rebate Tracking 
saves you money:

�� Keeping�track�of�the�rebates�
you�expect�back�into�the�
business�can�be�a�very�time�
consuming�task.

Even though you *know* it’s 
costing you money, often this 
process is difficult to administer 
— you’re printing out transaction 
lists, based on a date range, trying 
to add them up, & so on.

So what happens then? 
You end up taking whatever you’re 
given & hoping that it’s right.

Do you know what 
you’re owed?

questions to ask 
yourself about 
rebates:

1  How do you know what rebates 
you expect to get coming in from 
your suppliers?

2  How do you measure what rebates 
you are given versus what you 
should be getting?

3  How do you report on what you 
should get based on the deal you 
have in place with your suppliers?

4  How do you track the rebates on 
specific products or groups of 
products for a defined period of 
time?

5  How do you receive the payment 
or credit back from your supplier, 
and how often?

6  How do you know what rebate 
should be coming in if you are: 
— Budgeting? 
— Business planning?
— Negotiating with suppliers?

The range of selection criteria for 
reporting on your expected rebates is 
extensive.

Report by Supplier, at a date you decide. 
Then choose your Rebate Reconciliation 
Period: monthly, quarterly, & so on.
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Use Target Frequency 
to chose the timeframe 
for rebate calculation, 
for example:

 � Monthly
 � Quarterly
 � Yearly,              & so on.

Payment Method 
selection includes:

 � Adjustment Note

 � Cash

 � Bonus Item

This example shows 
that for this supplier 
we get a 5% rebate 
on ALL products, 
plus an additional 
2.5% on one 
particular product.

The end result is a 
powerful report that 
shows your supplier 
exactly what rebate 
you are expecting!

This allows you 
to be on the front 
foot at your next 
meeting with your 
supplier sales 
representative or 
account manager.


