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i'quallwa re
Enabling positive change

How can we as architects approach
Investments?

OKAY, FIRST ON THE
AGENDA, WE NEED TO
BLOW OUR BUDGET
BEFORE YEAR END SO
WE DONT GET LESS
MONEY NEXT YEAR.

HOW MANY
TEN—DOLLAR HOPE
MOUSE THIS
PADS CAN IS A
WE GET FOR PANIC
$10,000¢7 ATTACK.

HI HO! T™M A COMMON
STOCKHOLDER. T'™M
HERE TO SEE HOW MY
INVESTMENT IS
COMING ALONG.

Dilbert.com DilbertCartoonist@gmail.com
111340 ©2010 Scott Adams, Inc./Dist. by UFS, Inc.




The enterprise investment process -"qua||wc|re®

Enabling positive change

Investment in....

..turning ..turning ..turning ..turning

Ideas into Innovations | Investments | Changesinto
Innovations into Investments | into Changes Outcomes
Have Propose Commit to Implement Measure
ldea Investment Investment Change Value
(Output) (Outcome)



qualiware

Enabling positive

70%0 of projects fail

Why is that?



Value chain "quahware““

Enabling positive change

QOutcomes

Strategy
Enterprise Investment
Enterprise Investment
. P Portfolio
Architecture
Management

(Internal/External — Cloud)




Strategy In the QualiWare framework
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Customer Journey Map and capturing
business moments

Procurement person,
Midsize, Construction
‘Company

Learn about the Narrow down Decision made and Product received Correct payment is
marketplace candidates purchase and validated made
completed
¥ Friends and coleagues  Leam about the product [1] Satistaction
marketpiace from
3 - Importance
friends and colleaguel - | Satisfaction ] imoo
- Talk to @] Eflort
@ | Importance D NES
Effort ! =
— &l
NPS
= prodi
\
"~ Google and third party websites
= Satisfaction
Importance
Search for Effort
!)roducta on NPS
internet
b Retail Location Receive product in
Visit retall Sl ot _ _
stores to leam Purcha shipment. Only Satisfaction
about retail sHhre possible for certain Importance
products and products Effort
«compare @| NPS
— Review sites and industry magazines Eresermen T et
industry magazines.
Moment of truth:
If our preduct is not included
we won't make the short list
: ‘Company website Our wel — _ _ _ _
used to @ | Satisfaction Satisfaction
complement @ | Imporiance @ | Importance
review and [®] Effort Decision is Effort
reduce ﬂ NPS made NP3
candidates
b ‘Customer location |
{3 Eectronic Payment System \. [@] satistacton
. ﬂ Importance
IR"“_E“EPa [@] Effort
nvoice. Pay NPS
via bank D
transfer

‘Web based DMS may be able to
provide customer with adequate info
and retain their attention

mmm Company is
difficuit to interact

with

mmm Orderprocessing
takse far too long

‘Web based product configuration
and payment system will improve

order processing
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Business Capabilities required for the 1‘¢:|u¢:|||\.m;|re®
future state Customer Journey Map

Core
Capabilities with
"Importance” &
"Maturity”
iIndication

10




Business Outcomes & Metrics to apply to the l"qu(:;|||\/\l¢_:'|re®
future Customer Journey Map

Strategy
ﬁ Customer Experience ] Business Drivers

‘Core Capabilities ' Offer custom configured
stainless products - online

Direction

‘Web bazed DMS may be able to
provide customer with adequate info

and payment system will improve

and retain their attention order processing

‘ ‘Web based product configuration

Outcomes

@ Increase sales by 25 @ Increase Customer @ Deliver

. % before 2013 . Satisfaction by 20% . Mass-Customization
before 2018 of core products

before 2018

&= snnual sales revenue == Customer &= \umber of Customized
Satisfaction preducts delivered

e - |5 - |5 -




Strategic Roadmap quallware

Enabling positive change

Strategy EA Statistics
Roadmap Scenanoc Base
| ﬁ Customer Experience I ‘ @. Business Drivers | Core Capabiiies ‘ . Offer custom configured Web Statistic (Processes)
stainless products - onfine
Offer custom configured stainless products - online
H2 - 2011 H1-2012 H2- 2012 H1- 2013 H2- 2013 H1- 2014 H2- 2014 H1- 2015 H2- 2015 H1- 2016

E;, Global CRM

[E—;, Develop processes for Mass Customization

Ep Cinline Product Configuration System

E; Provide Total Customer Information and Senvice Platform

E:, Roll-cut of new Products and Service
Offerings

12



Business outcomes
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e« Business Sales
Capabi I itieS —& Current

— A T armab

« Aplication ] Sales |
- Business Ris g B Entered value
Portfolio Mgmt. '~ 1 -

{5: 5 “» Calculated From Current Scores

/ ' Aggregated From Sub-higrarchy

BEO Hr Calculated from Target Scores
Asset Lifecycle

[ Investigation
[ tmplementation
[ Praduction

- Frozen

Il Fhase Out

ProFlow

Asset

(3,81 2,3)
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Predefined reports, matrices and
analyses

qualiware’

Enabling positive change

Initiative

Offer custom configured stainless products - online

Gantt View
"M Planning
Global CRM
Offer custom configured stainless products - online
Develop processes for Mass
Costomion Cost / Benefits / Profit
Online Product Configuration
System [0 Cost P Benefits — Met Profit
Provide Total Cu_s(nmer Information |
and Service Platform 27,000,000 —
Raoll-out of new Products and i - i
Servce Offerngs ] 24.000.000 Offer custom configured stainless products - online
K| 21,000,000 - Effort (Management, Planning, Operational)
g
S e
¢ & 18.000.000 - 36,000, 00 ™ operational
11.000,00 ' ! L .
15,000,000 - Banig
P | 10.000.00 - 33.000,00 [ Management
12,000,000 - oo, — Total effort
a
= 9,000,000 - 30.000,00
g LI — J
|E= | /28 qualivare £ Framework || & offer custom configured stainles.... | /&% Offer custom configured stainles. . | ||| Initiative Properties for curren... []|
Inikathve Properties for current StrategicRocadmap | Iniiatve FromDate | Initathve ToDate ShortDescrption Business Case: Implementation: | Participating units: Process supported: + Information Sy
Global CRM 2011 07 01 | 2012 06 30 Impiement a global CRM system solution Global CRM Application Portfolic Roadmap Marketing Creste Awareness & Interest CRM
H 1T Understand Markets &
; Customers
Develop processes for Mass Customization | 2012 03 01 201306 01 Develop processes for Aberdeen Product Development SAP - MM & GM
Mass Customization Logistics
Aberdeen,
Support
Operations
Copenhagen
Operations
Frankfurt
Operations Sao
Paulo
Online Product Configuration System 2013 01 01 2014 06 30 Online Product Oniine Product Configuration
Configuration System and Purchase
Provide Total Customer Information and 201301 01 20141231 Build new web portal to handle all communication with  Prowide Total C Information Capability Roadmap 1T Customer Partner Portal
Senvice Platform customers Information and Service
Platform
Roll-out of new Products and Service 201601 01 2016 12 31 Roll gut in world wide organization Roll-out of new Products Roll-out of new Products and Human Confirm the Crpportunity
Offerings and Service Offerings Service Offerings Resource Analyze the Sclution
Inwestment Structure the Solution
1T
Marketing
Sales,
Customer
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Value chain "quahware““

Enabling positive change

QOutcomes

Strategy
Enterprise Investment
Enterprise Investment
. P Portfolio
Architecture
Management

(Internal/External — Cloud)
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Enterprise Investment -"qua|lwc|re®

Enabling positive change

Are we achieving our goals for both value and structure
as risk-efficiently as possible?

Enterprise Architecture Investment Portfolio
Achievement of agreed design characteristics Achievement of agreed investment goals
Success of structural investments Percentage investment by goal

Influence on people’s strategies & plans Portfolio costs to Profit &Loss
Impact on portfolio productivity & efficiency Each project: value milestones achieved
Impact on time-to-first benefit in projects Contribution of ‘exploitation projects’

16 16



Investment Goals "quahware““

Enabling positive change

Direction

l". Mission ‘

— @ Revenue ‘ — Costs ‘ — Productiity ‘ — Brands ‘ — Compliance ‘

— @ Customer ‘ — Innovation ‘ — Employee ‘ — Enterprize ‘ — Business

koyalty Architecture continuity
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’Culture eats strategy for breakfast”

- Peter Drucker
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Culture diagnosis

Value Creation

Innovation Focus
Investment Portfolio
Targeting
 Exploiting Assets & Services
Investment Strategy
Sponsorship

Project Management
Impact on Operating Costs

'Behavior Towards Projects

Prevailing Culture

qualiware’

Enabling positive change

Considered Always [5]

None [7]

Inventory [18]
Outcomes [7]
Central [5]

Random [16]
Accountable [8]
Delivering Change [6]
Important [4]

Controlling [3]

Considered Last [6]
Market [3]

Bottom-Up [9]
Activities [9]

Missing [14]

Strategic Goals [4]
Nominal [13]
Time/Cost/Quality [16]

ignored [9]

Influencing [12]

Avoided [9]

Technical [10]
Non-Existent [9]
Outputs [14]
Peripheral [10]
Operational Goals [10]
Absent [12]

ROI Hypothesis [9]
Interesting [13]

Undermining [5]

Considered First [16]
Internal [13]
Top-Down [5]

None [6]

Intended [7]
Something Else [6]
Responsible [6]
Delivering Value [8]
Critical [16]

Not Interested [13]
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”A strategy Is a pattern of behavior”

(Not a document or an aspiration)

- Henry Mintzberg
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Investment portfolio diagram
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E:, Mew GPS in
trucks
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Generated project/value (smartie)
matrices
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OUR PROJECT PLAN
IS5 S0 COMPLICATED
THAT FAILURE IS
ASSURED.

Dilbert.com DilbertCartoonist@gmail.com

BUT COMPLEXITY IS

TOO ABSTRACT FOR
YOU TO MANAGE, S0
INSTEAD YOU WILL
SPRAY MY ENERGY
INTO THE VORTEX
OF FAILURE.

10-26°]0) ©2010 Scott Adams, Inc./Dist. by UFS, Inc.
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I NEED YOU TO

FINISH IT SIX

WEEKS SOONER
FOR A TRADE

23



Job of the IMO -"quallware®

Enabling positive change

Investor’s Perspective (Outcome)

Implementer’s Perspective (Output)
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For those Iinterested in more

FrulTion

DefriCtion

RecrEAtion

Courses delivered by Qualiware

25



	Enterprise investment in QualiWare
	The ecosystem
	Slide Number 3
	How can we as architects approach investments?
	The enterprise investment process
	70% of projects fail
	Value chain
	Strategy in the QualiWare framework
	Customer Journey Map and capturing business moments
	Business Capabilities required for the future state Customer Journey Map
	Business Outcomes & Metrics to apply to the future Customer Journey Map�
	Strategic Roadmap
	Business outcomes
	Predefined reports, matrices and analyses
	Value chain
	Enterprise Investment
	Investment Goals
	”Culture eats strategy for breakfast”
	Culture diagnosis
	”A strategy is a pattern of behavior”�(Not a document or an aspiration)
	Investment portfolio diagram
	Generated project/value (smartie) matrices
	Slide Number 23
	Job of the IMO
	For those interested in more

