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BOSCH and TecAlliance:
Shaping the digital transformation
in Spain and Portugal for 20 years

Since the launch of our Order Manager solution in 2000, the Automotive Aftermarket division of Bosch has been using our international B2B
platform in Spain and Portugal to constantly optimise their order-related processes, from availability requests to the dispatch of tax-compliant
electronic invoices. Jose Juan Mota Sanchez, looking back on 20 years as e-commerce responsible at Bosch, explains the advantages of our
industry solution and talks about recent developments in the Iberian market.
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