LLLLLLLL /
||||||||
i

i AR\ i
i i

10 raisons d'aimer le BIZBOK -

............

CLLTTTTer
........

11111111

i

[F=
EESEEEHEEEEE - S
-
&

=

.

‘‘‘‘‘‘‘‘‘

2=
la,

-
E=go=

o
1

EEEE
NAFAAA AT = 15

it >




Plan de la présentation

1. Survol de l'architecture d'entreprise

2. 10 raisons d'aimer le BIZBOK
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FARID MHEIR

farid@mheir.com
(514) 867-7720
www.mheir.com
Canadian, born in Montreal
French-English-Spanish

ENTERPRISE ARCHITECT FOR THE DIGITAL ERA
Advisor to executives and managers, brings hands-on experience from his management and startup days. He
delivers technology assessments and audits, detailed architectures, transformation roadmaps and project
management and governance.

myButler.com
Founder & CTO

FM Consulting

Strategy consultant

FM Consulting

Technology consultant

Capgemini
Senior manager

cal

Vice-Presiden

Consulting & Strategy

eCommerce & Web
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Analogie utile pour comprendre I'architecture d'entreprise

Architecture Architecture de
d’Entreprise Solution

Urbanisme Architecture
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Plan d'urbanisme
Ville de Victoria, CB Architecture d'Entreprise

S
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_Transport
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Schémas d’aménagement Processus majeurs
T\ e il

7
7z

hrough broker core process

Source: Aerial view of Victoria, BC, Canada juin 2006, © beyondthefourthwall. Official Community Plan, city of Victoria, Canada, July 2012. Google Throws Open Doors to Its
Top-Secret Data Center, Wired, octobre 2010.
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BIZBOK

:BUSINESS ARCHITECTLgRIE
uIL

A Guide to the
Business Architecture
Body of Knowledge™

(BIZBOK® Guide)

~i

Version 4 lancée a I'été 2014

A Guide to the Business Architecture
Body of Knowledge provides a
practical guide for business
architecture practitioners and
individuals who wish to use business
architecture to address business
challenges.

Copyright 02014 Mlleusiness ArchrTeCTURE
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Qui, Que, Quoi, Donc, Ou, Quand, Pourquoi, etc.

.
Stakeholders &~

J

Vision,
Strategies &
Tactics

Policies, Rules,
Regulations

t Capabilities

v
Who? & ]
Where? Organization Information < J What?
Products & Value Streams Initiatives
What? Services / & Projects<— How?
5 Metrics & Decisions &
How? Measures Events
When? &
How Well? Business Architecture Where?

Figure 1.1: Aspects of the Business Represented by Business Architecture
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1- Provide a shared business vocabulary

Productivity
Strategy

Strategy Map

Long-term
Shareholder Value

Expand

Increase Asset

e Revenue
Utilization

Growth
Strategy

Enhance
Customer
Value

Financial Improve Cost
Perspective Structure
—— ~—
Customer

Customer Value Proposition

Perspective
GCEPCOLIEICTCEDOCD

Leadership
-

Product/Servnce Attnbutes - Relationship Image
Internal Operations Customer Management Innovation Processes Regulatog & Social
Perspective Management Processes Processes -Opportunity ID, R&D Processes
p -Supply, Production, -Selection, Acquisition, Portfolio, Design/ -Environment, Safety,
Distribution, Risk Mgmt Retention, Growth Develop, Launch Employment, Community
N i
|} 1 | | 1 | |} A |} 1 |
Learning & | Technical Capital |
G(owth | | | | | - | | | | | |
. ’ Human Capital |
Perspective I  — I I  — I
@ Organization Capital et @
| — — | [ — —|

*Source: R. S. Kaplan and D. P. Norton, Strategy Maps: Converting Intangible Assets into Tangible Outcomes (Boston: Harvard

Business School Press, 2004)

Figure 2.1.8: Sample Strategy Map
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2- Establish a more complete scope of a given requirement

Strategic: Direction
Setting

Business Planning

Capital Management

Marketing

Policy Management

Partner Management

International Relations
Management

Core: Customer
Facing

Supporting

Account Management

Customer Management

Financial Management

Information Technology
Management

Product Management

Channel Management

Agent Representative
Management

Employee Management

Training

Procurement
Management

Operations
Management

Figure 2.2.4: Example of Stratified, Level 1 Capability Map
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3- Ensure that conflicting or overlapping requirements are addressed

appropriately across business boundaries

Financial
Management |V

e

Employee
Management

Legal
Management

Business unlt 7
has capability

Business unit
has capability

Business un|t
S~ -has capablllty

|nto
/

ecoﬁrpqses - ~
” ABC
~ \_lnsurance /.

\ into

Decomposes

Business unit

Decomposes \
|nto
Business unlk

Business unit

has capability

Claims
Management

Product
Management

Payments

. 777) Management

| Y .
D c;nmtzoses ) Decomp& s D composes has capability Account
into S~ B Management
~ Business unit
has capability
Diagram Key Customer
- Va Business unit Enterprise Management
/ has capability [ 4
Information Customer Facing Capabilities
Procurement Technol
Management ecnnology Source: TSG, Inc
Management Supporting Capabilities '

Figure 2.3.9: Sample Organization Map of Insurance Company
Showing Business Unit-to-Capability Mapping
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4- Value streams provide clarity as to how a given business
requirement delivers value to specific business stakeholders

L

Acquire Loan
~ — — ~
Onboard \{ Process Fee ) /ﬁ N{ \{ Issue Second \{LJ
. ) Approve Loan Issue Loan
Applicant Payment Application / Approval
@ e | Applcation | ui,\,,,,_/ =

Loan Modification Loan Manager

L Docket Docket
Loan ad 7 o
Administrator 77\ ) / 5
Review Docket J N2 | PR —
Loan Officer |-~ . g )T Docket
Docket
|
3 3
Vv T~ Contract
Terminate TS Officer Review
Loan Request Docket
Validate Application Approve Loan Issue Second

Approval

Figure 6.3.3: Deriving Business Requirements from Business Architecture
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5- Formalizes the traceability of requirements from strategic direction
through solution deployment

......................................................

Customer | What Customers = Strategic . = Customer Stakeholder | Whatthe ' Investment&

Perspective | Want . | Perspective | | Perspective Perspective | :Organization Has | Solution
; | | | ~ the Ability ToDo = | Perspective

Needs : Business | | ! ] ;
Needs 5 - 1| Initiative/ || : 5
(0| Product | § é
| Roadmaps | Valig Stream o capaviny |

D R I 1 I

Requirement

.................................................................................

|8uslness Unit F

Stakeholder

Service P :
Support ! | Business-Wide |

| Solution | Solution
Delivery | Architecture

Operations Perspective Execution & Delivery Perspective

( Product &
Service
Delivery

Service
Portfolio
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6- ldentify capability gaps/overlaps, misalignment between value

propositions, and delivery channels

Business Unit / Capability Mapping

Business Unit Capability (Level 1) Capability ( Level 2)
Health Claims Management Claim Processing
Claim Adjudication
Claim Payment
Customer Management Customer Information Management
Life & Disability Claims Management Claim Processing
Claim Adjudication
Claim Payment
Customer Management Customer Information Management
Property & Casualty Claims Management Claim Processing
Claim Adjudication
Claim Payment
Source: T5G, INC. Customer Management Customer Information Management

Figure 2.2.14:

Business Unit to Business Capability Mapping
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/- Limits variation in requirement definition and structure from analyst
to analyst

Current State Challenges

U External / Internal stakeholder communication is highly email, phone-based

0 End-to-end workflow lacks transparency, fluidity across stakeholders

QO External stakeholder views differ from internal stakeholder views across value stream

O Workflow, process changes are expensive and time consuming

O Requests get lost, customers and internal stakeholders have no visibility into status of requests
QO Lack of customer self-service ability

B ] Manage Loan Change Request
/Acceprt\\} \ 15rocess Fee| \f/\;alldate Apprové / Second Notlfy\ N
;VRequest/ /\ Payment 48 Request pply Chang Approval Appllcan
o T
Future State Vision
O Streamlined, highly collaborative external and internal stakeholder communication
Q External / internal stakeholder views differ only based on user authorization levels
O Workflow, process changes can be applied quickly and by the business
O Seamless case management handling across this value stream and all related value streams
QU Higher volume processing with higher quality of all end results

QO High degree of transparency of all customer requests at any point, across any product line or
business unit Source: TSG, Inc.

Figure 2.4.16: Value Mapping Enables Current State Analysis / Future State Visioning



8- Help frame user stories and use cases within the context of value
streams and capabilities

Acquire Product

egister
Apply for Accept Notify Manage
Inqui Deli
nquiry Product A"’"“MMJ
Account Managpment| /7
ry v
Account S"““”“"ﬂY} Account Risk Deterirktich o

Basic Eligibility D inali Customer Risk Rating Capabilities enable value stream

8 Eligibilty Determi ] [Financil Hitory sk ]

r [Location / Afiiaton | stages

|Goownphic Eligibility Determinatjon | [Porer o - ]

[Financial Exgiity Determinato | || Account Swucire riok atho These capabilities are typically level

- Account Payment Defauk Rifk ] 2-3-4 capabilities

C / Product Matching Account Default Recourfe REsk DX |
Account Needs D inatx e .
[Account Neods Quensicaton ] S e ] Level 1 capability-to-stage mapping
[Account Request At | Account Price DetenSnatbn is rare
[Recount Weeds Visbity Dwternaton | [Standard Pricing Determinatior |
Candidate Product Identification [Account Custom Pricing Deterings | Level 1 capabilities typically include
[Roquest 1 Product Atoute Matcing | " © Offor Finatization ¥ too many lower level capabilities
[AocontProcet risge J Final Account Structuring that do not apply to that stage
[m/s«maum ] [Terms & Conditons Finalization |

[Account Otter Structuring ]

Account / Product S) izath
Account Product / Service Attachment
[wnitat Account Terms identification | Offer lsswance

[t Acoount Terms Structuring ] [OferCommunicaton ]

Source: TSG, INC.

Figure 2.2.15: Capability, Value Stream Mappings
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9- Prioritize requirements based on business need and impact

Figure 2.2.13: Capability Heat Map Concept
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10- Provides a framework for evaluating business investments within
and across portfolios

Objective 1
Objective 2
Objective 3
Objective 4

Objective 5

Strength of
o Objective
Alignment

® ® Llow

G aAIleNIU|
¥ aAnenu|
€ dAIIeIU|
Z 9Aneniu|
T aAleIU|

Figure 2.6.8: Relative Contribution Visualization for Initiatives
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Les 10 raisons d'aimer le BIZBOK en résumé

1. Provide a shared business vocabulary 6.

2. Establish a more complete scope of a
given requirement

3. Ensure that conflicting or overlapping £
requirements are addressed
appropriately across business 8.

boundaries
4. Value streams provide clarity as to how a

given business requirement delivers 9.

value to specific business stakeholders

|dentify capability gaps/overlaps,
misalignment between value
propositions, and delivery channels

Limits variation in requirement definition
and structure from analyst to analyst

Help frame user stories and use cases
within the context of value streams and
capabilities

Prioritize requirements based on
business need and impact

5. Formalizes the traceability of 10.Provides a framework for evaluating

requirements from strategic direction
through solution deployment

Source: inspiré de section 6.3 du BIZBOK v4

business investments within and across
portfolios
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Quoi faire a partir d'ici?

1.

S'abonner au Business Architecture Guild
http://www.businessarchitectureguild.org/

. Lire sections 2, 3 et 6.3 du BIZBOK

Inclure une section BA dans vos
documents d'analyse d'affaires
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Farid Mheir
+1-514-867-7720
farid@mbheir.com

ca.linkedin.com/in/fmheir/

Feel free to reach out or get more insight from

Digital Transformation Blog
www.scoop.it/t/digital-transformation-of-businesses

Enterprise Architecture examples
bit.ly/1f4Uvu2

Enterprise Architecture class at HEC Montreal
bit.ly/10pRzmc
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