
 SPA (Special Price Agreements) in Wholesale Distribution 
 

 

SPA (Special Price Agreements) in Wholesale Distribution 

Empowering Distributors to Maximize Margins through  

Effective SPA Management

 

      

 

Gajendra Pareek 

Across industries, manufacturers follow the common 

practice of offering special pricing agreements to 

distributors to win business and compete for market share.  

This often means that the distributor ends up selling 

inventory for less than they originally paid for it, and to 

recover margins, it is critical that they efficiently 

‘chargeback’ that cost delta to the vendor.  Managing the 

high volumes that run through these special pricing 

programs requires a solution that is tightly integrated with 

a company’s existing systems, resulting in the visibility that 

is critical to obtaining maximized profitability. 
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