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SBS Automotive: 
Tapping the full potential of 
the market with professional 
data management

The most important currency of the future? Data. If a company wants to remain future-proof, it has to be able to identify clients’ wishes 
before they are expressed. And a company needs to be able to access the relevant market data for this purpose. This is precisely what brake 
manufacturer SBS Automotive achieved for its B2B ‘NK’ brand; this was done using an ingenious combination of multiple solutions provided 
by TecAlliance. 

Founded in 1964, SBS is a corporation that 
possesses a treasure trove of experience, and 
which spotted the signs of the times at an ear-
ly stage: “We make deliveries in Germany, 
France and Denmark within 24 hours and 
throughout Europe in 48 -72 hours and attach 
great importance to the fulfilment of our cli-
ents’ wishes”, explains Lars Sendal From, sales 
executive/CSO of SBS Automotive. “At the 
same time, we also keep a close eye on the 
market. In order to further strengthen our po-
sition in Europe, we had to optimise our data 
management system.” What’s more: in the 
case of NK, in addition to its own information, 
SBS Automotive also wanted to use all of the 
collected and processed information regard-
ing the new vehicles, in order to tap the full 
potential of the market.  

Against this background, SBS Automotive defi-
nitely did the right thing when it knocked on 
TecAlliance’s door: The globally-active data 
management specialist possesses an exten-
sive data corpus, which is made up of vehicle 
master data, OE data and a car parc data-
base (VIO – Vehicles in Operation). In this re-
gard, TecAlliance provides support pertaining 
to both the management and the analysis of 
the data. With regard to NK, SBS Automotive 
was thus able to design the processes in a sim-
pler and more efficient manner. It also gained 
a more extensive and more nuanced overview 

analyse our own data, as well as external 
data”, explains Lars Sendal From. “With an 
area of 12,000 square metres, our central 
warehouse in Eisenach has room for more 
than 20,000 item numbers. We introduced a 
modern WMS featuring paperless order pro-
cessing. That in itself translates to a much larg-
er volume of data that needs to be processed. 
We then needed a suitable software solution, 
in order to be able to integrate the vehicle 
fleet data and the vehicle manufacturers’ 
parts information into our data pool.” While 

of market potential that had yet to be tapped. 
The TecAlliance Vehicle Data Portal (on which 
the VIO are disclosed) alone contains more 
than a billion registered vehicles from six geo-
graphical regions. It also covers more than 60 
identifying characteristics for the vehicles.  

Using the right solutions to keep ever- 
expanding data volumes under control  
“SBS Automotive sought a better view of glob-
al markets – We were able to provide that”, 
explains Camiel Cobben, Business Consultant 
at TecAlliance Netherlands. “The first order of 
business is to understand the client’s data 
structure and content. In case of SBS Automo-
tive, the implementation of our CCU solution 
was a wonderful intensive collaboration be-
tween both teams. Standardizing, and inte-
grating all existing data for their multiple 
brands was a successful achievement”, says 
Camiel Cobben. The collaboration started 
when SBS chose the TecDoc Catalogue in 
2001. The business relationship gradually be-
came closer. This was primarily due to the 
growth in the digital automotive aftermarket: 
Data became ever more valuable. 
And suitable solutions for keeping the ever-ex-
panding data volumes under control became 
more and more important. “A lot has hap-
pened since 2001. We had to change our way 
of thinking and searched for solutions that 
would enable us to efficiently integrate and 
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searching for suitable solutions, SBS Automo-
tive quite naturally approached its long-term 
partner TecAlliance.  

Reimagining the entire product development 
process 
It quickly became clear that the situation 
would involve the premium solution from the 
TecAlliance portfolio, i.e. the CCU data man-
agement tool. Why? Since CCU 

 ▪ facilitates one-hundred per cent accuracy 
in OE data research, 

 ▪ contains thoroughly-integrated parts 
information from the vehicle manufac-
turers (OE) and vehicle fleet data (VIO), 

 ▪ and provides various data export for-
mats, such as TecDoc Standard, MAM or 
ACES/PIES.

All the relevant data for the cataloguing activ-
ities is thus available in one high-performance 
solution.  But first the processes had to be 
adapted. “Since each department was sup-
posed to work with the data from the CCU, we 
had to rethink the entire product develop-
ment process”, explains Anette Poulsen, who 
is responsible for SBS Automotive’s global 
product management & customer support. 

“We had to replace the existing data solutions, 
which in turn led to a total reorganisation. In 
the end, the sales department was networked 
into the whole as well.”  

The organisation has now turned into a more 
close-knit entity. CCU now makes it possible to 
carry out the tasks of planning new develop-
ments and monitoring and simultaneously 
analysing the market in a more efficient and 
comprehensive manner. “We are now in a po-
sition to check our portfolio for gaps and re-
spond to clients’ wishes that haven’t even 
been sent our way yet”, explains Anette Pouls-
en. The so-called ‘gap analysis’ makes this pos-
sible. CCU offers a 360-degree view of the 
market. “Thanks to the comprehensive input 
of OE and VIO data, SBS now knows exactly 
how many vehicles are in operation with 
which parts. They know all the details, and can 
run an analysis to find out which characteris-
tics specific products need to have in order to 
fulfil this or that client wish”, explains Camiel 
Cobben. “This also makes it possible to evalu-
ate competitors and assess your own position 
in the market.”  

The market of the future 
Regardless of the direction in which the mar-
ket evolves, one thing’s for certain: The de-
mand for high-value data and a reliable valida-
tion of this information will continue to 
increase. “It’s essential for us to be able to 
keep our data under control flexibly and dy-
namically”, says Anette Poulsen. 

Why TecAlliance?
With data, processes, integrated solutions and 
comprehensive consulting services, TecAlliance 
provides a portfolio for the market participants 
in the digital aftermarket that makes you more 
successful in the long term.  

“We keep an eye on new developments and 
adapt if necessary. We have successfully ex-
perienced how this works in recent years – 
With a strong partner at our side.” That this 
collaboration should extend into the future 
is self-evident from TecAlliance’s point of 
view as well: “We’re always ready to provide 
our clients with consultations and support, 
regardless of whether they need our help in 
their data management operations before, 
during or after the implementation of our 
solutions”, promises Camiel Cobben. In addi-
tion to the Data Onboarding Service for new 
data suppliers and the Data Update Service 
for established data suppliers, TecAlliance 
has a range of consulting services available 
upon request if they are needed. The data 
specialist is always ready to support its cli-
ents with individual training sessions, prod-
uct training and workshops. With the Analyt-
ics Manager, TecAlliance also offers 
standardised analyses and reporting services 
for more extensive market and potential 
analyses.  

Would you also like to benefit from our pow-
erful CCU solution, which combines both 
parts information from vehicle manufactur-
ers (OE) and vehicle inventory data (VIO)? 
Contact us and we’ll show you how to opti-
mise your cataloguing activities and leverage 
the full potential of portfolio analysis. 

Anette Poulsen
Global Product Management & 
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