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Introduction

Wazee Group has developed the Rebate Forecasting & Management (RFM) tool that allows 
companies to easily and accurately manage their rebate programs. This software increases the 
accuracy of the forecasts, simplifies the data entry tasks, and offers greater insight into the rebate 
domain.  This system allows:

• Greater forecast accuracy. By capturing the contracts and the underlying pricing rules, the system 
performs calculations on the building and products/services data to produce precise forecasts. 

• Increased productivity. The system guides the users through the necessary steps to create and 
maintain the business data.  It also minimizes the steps that require human interaction.

• Consolidated business data. The system supports the activities for the forecasting of the rebates, 
the invoicing of the rebates, and the receiving of payments for the invoices.  By supporting the major 
activities, the business data may be consolidated and interlinked. 

• Diverse and unique insights. The system supports multiple and diverse reports that increase the 
understanding of the rebate program and, ultimately, leads to increased 
profits.
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Overview

The curret version of the tool consisted of the following major components:

• Contracts: A contract represents the rules and conditions for the rebate between the 
client and a vendor.  The rules and caculations expressed in the contract can range from 
simple bulk rebates to complex, multi-tier, multi-product coverage over geographical 
dispersed areas. 

• Building Data: This information represents the quantity and types of building to be 
performed over the next 12 months. 

• Product/Service Usage: This data represents the usage of products and services of 
each vendor for the next 12 months.  Since the usage varies over geographical areas, the 
data is specific to each of the major markets.

• Invoices: As the forecasts become actual rebates over the course of the forecast 
periods, invoices are generated and sent to the vendors.

• Payments: Payments of the rebate invoices are also tracked in the tool. 

• Reports: The most important component is the reporting capabilities.  By consolidating 
all of the business data, rebates may be calculated, compared with actual values, and 
tracked against invoices and payments.
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Walkthrough

The navigation menu consists of the major 
sections of the tool:

• Contracts

• Rebate Forecasts

• Building Forecasts

• Rebate Invoices

• Rebates Received

• Reports

• Administration
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Organization Hierarchy

A key concept used 
throughout the tool is the 
organization hierarchy.  

Contracts, forecasts, 
invoices, receivables, and 
reporting rely on this 
hierarchy to manage large 
scale rebate programs.

There are four levels with the 
Enterprise at the highest and 
the Division at the lowest.
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Contracts

• The parts of the organization to be 
included (Division Participation).

• The products that are covered (Product 
Participation).

• The calculations used in generating the 
rebate amount (Product Usage 
Calculations).

• Rebates that are not tied to product 
usage (Bulk Rebates).

A contract represents the rebate terms 
and conditions for a specific vendor.  A 
contract consists of:
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Contract - Calculations
A calculation represents one of 
the algorithms for generating a 
portion of the rebate amount 
with the contract.  

A calculation may be based on 
per product unit, per house, total 
houses, total units, or total cost.

All or a subset of the divisions in 
the contract may participate.

All or a subset of the products 
may participate.

Tiers may be created that 
specify different amounts over 
different time spans.
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Contract – Bulk Rebates

A bulk rebate is a payment 
that is not tied to product or 
service usage.   

A bulk rebate is applied to 
one or more divisions in a 
contract with either a uniform 
or weighted distribution.
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Building Forecast

Building forecast 
represents the amount of 
building to be performed in 
the next 12 months.

This data represents the 
number of starts, closes, 
model starts, and model 
closes at the division level.

The numbers can be 
baselined (i.e. locked from 
changes) so the initial 
estimates can be tracked 
against actuals thorough 
the forecasting period.
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Rebate Forecast

• The parts of the organization to be 
included (Division Participation).

• The products that are covered (Product 
Participation).

• The calculations used in generating the 
rebate amount (Product Usage 
Calculations).

• Rebates that are not tied to product 
usage (Bulk Rebates).

To generate a rebate forecast, the product usage is entered by importing a spreadsheet or 
through the Rebate Forecast screen.  The product usage covers units per house, spend per unit, 
and market share.  Once the usage data is entered, the calculations are applied and the rebate 
amounts generated.
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Invoices

An invoice represents a 
rebate amount for a contract 
and time period.

The invoice is partitioned by 
the type of rebate (Marketing, 
Residual, etc) and division.

The initial values are derived 
from the rebate forecast but 
can be changed by the user.

All changes to the invoices 
are recorded for tracking 
purposes.
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Receivables

A receivable is a 
payment by the vendor 
against a rebate 
invoice.

The payment is 
distributed by the 
rebate type and the 
division.

All changes to the 
receivables are 
recorded for tracking 
purposes.
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Reports

Several reports are 
available along with 
import/export utilities 
to ease data loading. 

The key reports 
include the Forecast 
Plan, Invoice, and Red 
List.
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Report – Forecast Plan

The Forecast Plan Report contains the rebate forecasts by product, rebate type, and basis 
(Closes, Starts).  The data includes percent market share, percent usage, baseline rebate, 
current amount, invoice amount, and received amount.

The report also contains an aggregate view at each level in the organization hierarchy.
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Report – Invoice

The Invoice Report contains the baseline, current, invoiced, and received amounts by product, 
rebate type, contract, and period. The report also contains an aggregate view at each level in the 
organization hierarchy.
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Report – Redlist

The Redlist Report contains the current state of the vendors with respect to their invoices, 
payments, past due amounts, and written off amounts.
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Summary
The Rebate Forecasting and Management software increases the accuracy of the 
forecasts, simplifies the data entry tasks, and offers greater insight into the rebate 
domain.  This tool allows:

• Greater forecast accuracy. By capturing the contracts and the underlying pricing rules, 
the system performs calculations on the building and products/services data to produce 
precise forecasts. 

• Increased productivity. The system guides the users through the necessary steps to 
create and maintain the business data.  It also minimizes the steps that require human 
interaction.

• Consolidated business data. The system supports the activities for the forecasting of 
the rebates, the invoicing of the rebates, and the receiving of payments for the invoices.  
By supporting the major activities, the business data may be consolidated and interlinked. 

• Diverse and unique insights. The system supports multiple and diverse reports that 
increase the understanding of the rebate program and, ultimately, leads to increased 
profits.


