
Teamplace
Collaboration Solutions

The simple, easy to use answer, that cuts lead-times 
straight “out of the box”.

TeamPlace is a new Microsoft web-based
solution expanded by Volvo IT to facili-
tate team collaboration. Team websites
can be created on the enterprise intranet
where documents, tasks, contact lists
and discussions can be shared, regard-
less of time and location. 

TeamPlace is fully integrated with Microsoft Office

XP applications, such as Word, Excel, PowerPoint

and Outlook, so it is very easy to share informa-

tion.  TeamPlace gives you a team website without

needing any special software.

Easy to set-up, 
TeamPlace is ready to use. 
As an ‘out of the box solution’ no specific develop-

ment is required. You can rapidly set up a team

website with standard features that can be cus-

tomized using your web browser and the ‘site 

settings’ option. You use seven pre-configured lists

to manage announcements, events, contacts, 

discussion boards, links, tasks and surveys.

A TeamPlace manager is appointed by the

owner of the team site depending on what the

owner wants. This manager delegates new mem-

bers, manages access rights, helps organise docu-

ments, which specific users can add to or modify,

organises lay-out structures, etc.

Adding business value.
As TeamPlace is so quick and easy to set up, a key

function immediately becomes apparent. If your

company works with product design then the

“concept-to-market” time of your product can be

dramatically shortened. Different parts of your

organisation can immediately start working with

each other on-screen from the design phase to

final technical drawing or plan. The synergy bene-

fits gained and the speed with which ideas can be

finalised are real added value.

A secured workplace.
Anonymous access to a part of the team site is

possible. If anonymous access is removed, then a

log-in is required to access the workspace. Only

registered users on the workspace will gain access

with the authorization level that has been assigned

to them by the TeamPlace manager. 

Security is guaranteed by the security of the

Outlook system. The same log-ins and password

facilities are utilised. Thus a 2-level security 

system is in place with full “steer and control”

functionality for deciding who goes in and out.

Availability is also guaranteed, as everything is

stored and backed up on a server providing full

access 24 hours a day, 7 days a week. 

The issue
North American Truck’s Part Sales & Marketing 

department was using a time-consuming and cost-

ly method of tracking parts concessions allowed for 

dealers. Volvo IT was challenged with the task of 

designing a system to automate concessions track-

ing and provide accurate and timely responses to 

dealers.

The Volvo IT solution
In the spring of 2007, Volvo IT delivered the Parts 

Concessions Application (PCA) to North Ameri-

can Trucks’ Part Sales & Marketing. Implemented 

within budget, scope, and the desired timeframe, 

the PCA solution has delivered increased visibility 

into the concessions process.

Using PCA, District Parts Managers have access 

to the information they need at their fingertips. For 

each part in the system, the user is able to access its 

cost and price in order to calculate profit margins 

on the fly. This has been a significant shift from a 

manually-intensive to an automated process and 

after market SOLUTIONS

Parts Concession Application 
(PCA)
REFERENCE CASE 

Volvo IT Delivers Increased Profitability 
to Mack and Volvo Trucks Parts Sales & Marketing 

By introducing automated concession 
tracking, Volvo Truck NA and Mack 
Truck Inc’s (North American Trucks) 
Part Sales & Marketing has realized the 
following benefits: 

•	 Cost reductions 
•	 Increased efficiency and 
	 operational excellence 
•	 Innovation for the customer 
•	 Strategic business and IT alignment 
•	 The ability to manage profitability 	
	 of parts sales.



Volvo Information Technology provides the Volvo Group, Volvo Car Corporation and selected customers with specialised skill
and cost-effective solutions for all areas of industrial IT, including superior data centre operations and infrastructure.

Benefits of choosing TeamPlace.
TeamPlace is designed for projects and small work-

ing groups. Users can easily customize its structure.

Collaboration is possible regardless of time and

place; discussion forums, announcements, tasks and

contact lists can all be shared in one secured part of

the web.

From your own Office XP application you can

import and export documents, create notice boards

and links directly using Outlook 2002. The benefits

of this include seamless functionality, user-friendly

click and edit functions, automatic save and better

integration.

A function is included for surveys and automat-

ic analysis letting you simply create surveys on elec-

tronic forms and addressing them to members of

the team-place. The results are presented as graphs

and/or reports. 

A simple email invitation registers team mem-

bers to the site, and different authorization levels

can be assigned to each member. 

Requirements for use.
TeamPlace is run on a Windows 2000 web server.

You must have Internet Explorer version 5 or 6

installed on your desktop and a connection to the

enterprise intranet.  

Volvo IT package.
With over 30 years of working with IT solutions,

Volvo IT has developed strong methods and exten-

sive know-how that can benefit your business. 

The packaged solution provided by Volvo IT in-

cludes the creation of the web team site, operation,

user manuals and support. E-learning through the

intranet is also available and included in the

TeamPlace version 2.

TeamPlace Home Page.

The “Create Page” in Team Place.

Volvo Information Technology AB
www.volvoit.com

Volvo IT provides specialist skills and cost-effective solutions for all areas of industrial IT, from product development to sales and the aftermarket. 
Volvo IT’s range includes superior data centre operations and IT infrastructure. Volvo IT is a global organization and part of the Volvo Group.

has resulted in gains in the efficiency and speed of 

processing concessions requests. Increased flexibility 

is also an advantage, as District Parts Managers can 

access the system from the field and give a dealer an 

estimate on the spot.

An Overview of PCA’s Capabilities
•	 Enabling District Parts Managers (DPMs) to enter 

accurate concessions for their dealers

•	 Providing DPMs access to accurate pricing and 

cost to assist in making sales

•	 Allowing DPMs to make informed decisions by 

calculating new prices and margins based on the dis-

counts entered

•	 Notifying DPMs when a concession is approved 

and activated into the pricing system.

•	 Ensuring that approval and escalation guidelines 

are followed based on strict system checks

•	 Systematically moving the concession through the 

approval and escalation process

•	 Creating feeds into the North American Parts 

Pricing system, so that the legacy parts systems re-

ceive automatic and quick concession updates

•	 Notifying approvers with email that concessions 

need approval.

The benefits
PCA is an open-ended system enabling NA Trucks 

Part Sales & Marketing the ability to more effetively 

manage profitability on parts sales. Additional benefits 

include: 

•	 Cost reductions

•	 Increased efficiency –  This automated system 

takes less time for the District Parts Managers to 

make concessions requested by their dealers and 

ensures the accuracy of those concessions prior to 

submitting them for approval

•	 Increased operational excellence – Provides the 

customer with an accurate, easy, efficient, and cen-

tral method for submitting concessions

•	 Innovation for the customer –  Improves District 

Parts Managers insight into effects of discounts on 

margins

•	 Reduces phone calls and emails to the administra-

tors

•	 Streamlines the approval process

•	 Provides an audit trail for S-Ox compliance, mak-

ing it easy to see who made changes and what the 

changes entailed

Migrating from manual processes to an automated 

way of working was a fairly easy transition for the 

business.  After four hours of training and a little 

hands-on time, the sales staff was ready to help cus-

tomers place orders.  Mark Kahane, Manager of Busi-

ness Performance, stated that PCA has “streamlined 

the process and given control to the field personnel.”  

With the implementations of PCA, the business is 

able to assist the customer without the frustration of 

long delays waiting for approvals.  
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Solution at Glance 

•	 Visibility to manage profitability of parts sales
•	 Access to parts pricing information in 
	 real-time
•	 Ability to estimate concessions on the fly
•	 Built-in workflow for concessions approval
•	 Integrated with multiple legacy applications
•	 Expandable for future needs, including 
	 enhanced forecasting and reporting


