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About Presenter hp

| Dr. Darius Silingas

v' Head of Solutions Department @ No Magic Europe

v" Product Manager, Cameo Business Modeler

, v’ Expert in information system and business modeling,
lead ~200 training/consulting sessions in 20 countries

1 v Chair of an annual conference Business Process
al Management in Practice in Lithuania

v Head of BPM studies at ISM Executive School
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BA as a part of EA (Zachman simplified)

Business System Technology
Architecture Architecture Architecture

WHO? Roles and
Employees

WHAT? Concepts and
Information

HOW? Business
Processes

WHERE? Organization
Structure

WHY? Vision, Mission,
Goals, Objectives




Challenges in Specifying Business Architecture N@

Most organizations try to capture their
business architecture in document plus
disintegrated informal drawings

» This approach quickly leads to
inconsistent and out of date business
architecture specification




How to optimize
the service
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Modeling Standards for Business Architecture NO

BMM

(Business Motivation Model)

Vision, Mision,
Goals, Objectives, Strategy, Tactics, ...

Physical

Information ~N

Resources
Systems

UNIFIED [
MODELING ||}
LanGUAGE | (1

Business Processes
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Cameo Business Modeler

Cameo Business Modeler (CBM) is a
@ AMEO modeling platform for business architects

BUSINESS MODELER providing capabilities for building, using,
and governing business architecture.

v' Standard-based (OMG)

Customizable Business Model

] Modeling Analysis
Supports systematic methods

for model creation

v" Enables model usage through _
Model Collaborativ

advanced publishing Publishing ?nh{ll_%%enlqigg

v" Enables model governance

*using Teamwork Server

12



Value Propositions

A systematic approach to building, using, and
governing Business Architecture, which enables:

v' Transparent, accessible, and current business
knowledge
v" Compliance

v Business process improvement

v' Bridging the gap between business and IT

13



Business Modeling: Strategic View AP

Business Motivation Model

«Strategys E '
Increase Repeat
Business
-7 T RS
glmplements: | ™~ glmplements:
-~ ~
- glmplementss | ™~
- ~
-~ | ~
«Tactics z A «Tactics z ' «Tactics z ‘
Call first-time Increase quality of the Gather feedback after
customers personally production production is
provided for customer
K ‘ ‘ T~ ‘ ' K
«Realizess | «Realizes» | «Realizes» |

] Provide Order to
> Register Order > - — > Produce Ordered tems > - — > Customer >
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Business Modeling: Process View I\P

Different levels of details for different roles

15



Loan Declined

risk too high

Make Issue
Issue Loan
Demsmn
Loan Issued

issues in appllcatlon

Verify Loan
Application

Request

Provide Info
about Loan
Loan

Fill in Loan
Application

Minimize number of errors
and re-filling loan
application by automated
form validation

Move verification to
the previous or next
steps depending on
their nature

Increase percentage

of automated
decisions based on
business rules

Duration 20 min 30 min 15 min 20 min 20 min lw
Waiting 0.5d 1d 1d 0.5d
Errors 10% 40% 20%
Number 50.000 70.000 70.000 50.000 40.000
Loan Declined
A risk too high
Provide Info Fill in Loan 1 4 Make Issue D Issue Loan O
Loan about Loan Application ) i Decision N
Request oan Issue:
Durati 20min 30min 15min 20min 20min
uration 10min Omin 30min ~d
Waiting 0.5d 1d 1d 0.5d ~2d
0d
Errors y ° 20%
3% 0%
Number 50.000 000 £0-000. 50.000 40.000
50.000 0
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Business Modeling: Data View W

Capture Business Vocabulary and Data from Process Descriptions!

Order

Customer -icl Invoice
-status

-placed date

-closed date

\

\

Manufacturing Item\

\
= Understand business concepts \l

: Order

= Re-use in business processes |

= Link process and data views O_{B repare invoice || ¥Send invoice ] o—O
to Customer \ J
Customer

el

17



Business Modeling: Organizational view

Evolve from typical org charts to integrated organizational view

Manufacturing
Company

&

Sales Department @ ‘ Supplies

Department

|

Manufacturing
Department

&

) i

?

|

L/ |

Sales Direftor Salesman Supply Officer

Tl

8

Production Director &

Worker Distributor

Company
1t| Manufacturing Department| Sales Department

ring

Prepare D

# Name

Register Order

for Ship

Order Request

A sales Director

Make a Plan for
Manufacturing

[Materials need to
be ordered]

Produce Ordered

Documentation
Sales C Manager is for the and e of all sales activities.
He staffs and directs a sales team, establishes plans and strategies to expand the customer base, and
icontributes to the development of training and educational programs for salesman.

Sales Manager Responsibilities:

® Develops a business plan and sales strategy.

® Maintains accurate records of all pricing, sales, and activity reports.
® Provides feedback to management regarding performance.

® Assists salesman in preparation of proposals.

® Creates and conducts proposal presentations.

L] for the e and of the salesman.

~

A Production Director

Production manager coordinates the resources and activities required to produce ordered
manufacturing items. He staffs and directs a manufacturing team, establishes plans and strategies to
improve manufactoring process, and contributes to the development of training and educational
pprograms for workers.

P ion Manager

® Responsble for fulfiling all orders timelyPlans and schedules tasks for each worker.
Maintains accurate records of all manufactoring, resources, and raw material reports.

® Provides feedback to management regarding performance.

® Plans and schedules tasks for each worker.

3 for the e, safety, and of the workers.
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Bridging the Gap between Business and IT

Order
id
placed
closed
total
discount
T
I
I«abstraction»
I
|
Order

buyer : Customer [1]
tems : tem [1..7%]
invoice : Invoice [0..1]
id : String

placed : date

closed : date

total . Real

discount : Real
status : OrderStatus

@

= Refine business data from business process
context with Information data used in the
information system

= Know which business processes are automated

by which information system

/7
/

gcomponent: &

Financial
Accounting

System

19
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«BPMNProcesss

Fulfill Order

gcomponents

Order
Processing

System

=1

N

gcomponents
Production
System

=




Model Analysis

Business
Modeling

Model
Analysis

Collaborative
Modeling in
Teams*

Model
Publishing

= Understand business domain
concepts

= Who is performing specific

task?

= Which tasks are without

assigned responsibility?

= What task could be re-

delegated?

= Which tasks could be
automated?

@

O Production Director

O Distributor

El £ Business Processes
El & Fulfill Order
Close Order
Collect Order
Make a Plan for Manufacturing
Prepare Documents for Shipment
Produce Ordered Items
Purchase Requested Materials
Register Order
Ship Order
=] Make a Plan for Manufacturing
(D Calculate Required Materials
(2 Develop Manufacturing Plan
Make Materials Reservation
(D Send List of Ordered Materials for Suppli...
B Make Materials Reservation
() Add material to Ordering List
(0 Reserve Material in Stock
(D validate if Required Material is Avalable
B [+ Register Order

8 Prepare Invoice
2 Denrner e

O Sales Director

O Salesman
O Supply Officer
O Worker




Model Traceability AP
How my Business Goal is realized?
= By what Capabilities,

= Which Organization Units participate? ..

= What systems/services supports it?

«%‘Sales Department

« = | Financial Accounting System
4@ Ordering® —

= .« Ordering Semice®-

F Minimize order fullfiling time @

Y= I Production System

4

= Order Processing System

21



Model Validation

Business

Modeling

Model

Publishing

Model
Analysis

Collaborative
Modeling in
Teams*

J Make a Plan for Manufacturing x’

dh - B b 8s B 10D

&L -A-BHER

0 s

@ Q|100% ~

Calculate Required
Materials

Make Materials Reservation

o Remove Sequence Flow )
“EI Reserve Material
N Ignore in a Stock
& Select in Validation Results —

[need to be ordered)] Add material to

Ordering List

. 8) J
| © Active Validation Resuits |
| Active Validation Results '
’% HwE S E .-g %-n ‘Filt:er:‘A;»... v | <a> v | <au> -

Element

Severity

_ Sequence Flow[Business Processes: | & error Sequence Flow c;nnot connect elements inside SubProcess
= to elements outside SubProcess.

22
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Use of Business Architecture NO

* BA should be stored in a centralized repository
Define ownership and access rights

* BA should be published in a way that is accessible
to all its stakeholders

Website for reading and finding information
Word documents for reviewing / approving

« Change projects should use BA and contribute to its

evolution
AS IS > TO BE > AS IS

23



Publishing Business Architecture [\P

Business Architecture must be accessible without specialized tools!

= Multiple points of view
Executive View

= Process Manager View

= Process Participant View

= Multiple forms

= HTML for browsing, Word for approving

E-[& Data
[ Design

£

E}@ Domain Analysis

[~ Relations
- Ttem
---Q Loan
B~ Notification
~-Q Request
«-Q Reservation
- Title

- [Z] Implementation

EH-[&] Requirements

(-7 Relations

Bl Communications

~ < Cancel Title Reservation
~~ < Motify about Availability

i & Notify about Due Return
) Notify about New Titles

.. 3 Reader

)

TEMPLATE

L
-]

This sasmgl temglats vl fstal lasses fvem sefected
package. The contentof each class conists ofclass
name, visibdity, and it oestions.

Pantelement

\§Class

\$cls, name ‘

\foreacl h (\S¢ls in

24
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Model Collaborative
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Publishing Teams*
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Business Processes Description Report (Web)

@m0
BUSINESS MODELER

PROCESS PORTAL

m mProoesses

@ -

Manage Payment

—D Business Processes

=B Training Center Processes
- 1 Perform Dedicated Training/Consultation
1) Manage Payment
: + i Perform Open Enrollment
+EI Collaborations

im Business Processes / am Training Center Processes / y Perform Dedicated Training/Consultation / 3 Manage Payment

Activity Responsible Description
Agreement must registered in online sales
system which is integrated with accounting

system. This task is performed by salesman.

S Register agreement in online sales sys... [ Salesman

Sub process describes actions that mus be

A Accounting Manager
performed if payment overdue.

Manage overdue payment

After payment is received, the accounting
manager register it in the accounting
system.

S Register payment A Accounting Manager

Accounting system sends invoice for the
customer after the agreement for a
dedicated training/consultation is signed.

4% Send invoice for dedicated training/co...

Accounting System

Used Data Objects (A]

Manage Payment (v

Signed agreement

3 & Register agreement in
[ online sales system

: Agreement

[@ent? invoie for dedicated } ﬁ

: Invoice

. 1
» http://webreports.nomagic.com
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Business Collaboration ND

Modeling
Publishing
Centralized repository.

‘C%'} 1 . -\ Controlled access to your models.
g — Multiple users working simultaneously on

e the same project.
k Prevention of conflicts.
(j/}

Powerful version management (history,
branching, comparison, merge).

Lightweight Directory Access Protocol
(LDAP) support for user authentication.

Collaborate in Teams Using the Teamwork Server!

Model
Analysis

Collaborative
Modeling in
Teams™*

26



Realizing Value of Business Architecture W

Modeling
4 - ip

Center of
Excellence

¥

High Value from Business Architecture
27



Throwaway Models D

Business models are created for a short-term usage
= Typically for scoping change in business improvement projects

A particular aspect is emphasized
= Automation, data exchange, task durations, waste, etc.

Consistency and completeness is not the main concern

v Apply simplest tools
v Do not forget to throw away the model!

28



Sustainable Business Architecture N‘

Business architecture is a corporate asset that provides a
long-term value and needs to evolve

v’ Strict adherence to the principles is necessary
v A need for a dedicated business architecture tool
v A need for a dedicated team supporting this effort

29



Professional Services

e

Training material
Online/Onsite trainings

Training

modeling approach
Model reviews
® Mentoring modelers in actual projects

ﬁ@ﬁ Initial workshops for proposing

Consulting

QO Extended modeling capabilities
Custom report templates
Custom validation rules

Custom Integration with other information
Development  systems

N (@) M a g iC The Truth is in the Models™



Our recipe for success

think BlG

start smaLL

and EVOLVE
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Let’s Keep in Touch

Lmkedﬂﬂ

Dr. Darius Silingas

Head of Solutions Department
No Magic Europe

Phone (direct): +370 37 705899

e-mail: darius.silingas@nomagic.com

lt.linkedin.com/in/dariussilingas/
www.nomagic.com
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