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JAMES Consulting Introduction

e At JAMES Consulting we are working with three
areas of the EA discipline - Enterprise Architecture
w Management, Digitalisation and Transition
Transition Management, Business and IT portfolio
Management Management. We offer services in all three areas
and services that glues the areas together by
focusing on their intersection

Digitialisation
and

Enterprise
Architecture

Management

e JAMES Consulting are established by Allan
Baungaard Jakobsen and Jan Staack as an
umbrella and network to generate the knowledge
and learnings from the best experiences
personally and in our network

* You are invited to be included in our network




https://dit.dk/nyheder/2020/otte-
anbefalinger-om-ea

Fagradet for Business and IT Alignment i Dansk IT haber, at
s anbefalingerne om enterprisearkitektur (pa engelsk: Enterprise
Otte a n befa I I n g e r Architecture - EA) i denne artikel kan bidrage med inspiration og
O m e nte rp risea rkitekt u r veerdivaekst i danske virksomheder og organisationer.

De otte anbefalinger om EA adresserer fglgende omrader:

. Forretningsforstaelse og sammenhang.

. Skab kontekst for din opgave med en business operating model.

. Skab forstaelse for konteksten for rollen som EA og ngglemedspillere.
. Opstil alternativer og lav beslutningsopleaeg til ledelsen.

. Teknologiforstaelse og ny teknologianvendelse.

. Arkitekturprincipper og reviewkoncept.

ik

dansk-it

. Lgsningskomponenter - byg til organisationen.
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. Arkitekturrepository og documentation
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Anbefalinger

" Indsaml forretningsviden om hvad der er essentielt for forretning at
kunne (ability), check hjemmeside for samme informationer

" Hvis der er en branche specifik model for capabiliteter, besgg eller brug
denne for sanity check

* |nvolver forretningen i validering / accept af forretnings capabiliteter
= Nedbryd capabiliteter til Business functions / Business processer

" Brug indsamlet capabilitesviden til at fa sammenhang i ITSM
implementering

" Understpt jeres Capability map med en tegning af virksomhedens
Reference Architecture



How can Companies be supported in delivering
across Enterprise and Business strategy,
Enterprise Architecture and IT a coherent
Mobility concept setup and enablement,
using an Enterprise Mobility Framework?”
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Alexsander Osterwalter Business Canvas areas
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Key Value Customer
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Alexander Osterwalter Business Canvas description

Beskriver forretningsmodel for: Udfart af:

Forretningsmodellen

Partnere
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From Business Model to Capabilities

Partners Activities Value Relations Customers

Fast and secure
Mobile Payments

You may be familiar with the Business Model Canvas,

which is a great way to depict the business model of an Accessible customer
enterprise. R
e ) Simple and
Within this structure (see the figure), there’s a box called - - ﬁﬂh"ﬁ" -
“(Key) Activities”. account administration

Rather than describing operational activities here, we Resources Channels
would use this to list the key capabilities needed for this

In the example below, we focus on a specific aspect of the
business model of our example company, concerning a
customer-centric banking application.
Relating Capabilities to ‘Strategy’ and ‘Business Model’ - -
BiZZdesign

Costs Revenues
Erand Channel Interest c Account Advisory Interest Transaction
Promotion Costs Expense I i Fees Services Income Fees
P | c Costs for Advanced
T Customer Analytics
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High-level capability map of an insurance
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Capabilities vs.

Business Functions: Same Difference? - BiZZdesign
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https://bizzdesign.com/blog/capabilities-vs-business-functions-same-difference/

Capabilities, by functional areas

Capability

NSRS 2 e L] e
A A A AN JA JA
Ef:fﬂn:;s i Y .

=1, T T =T, Tot,
=1 ] [?’I T T 1

] ]
ﬂ i i LiqpalE:nq:n-'ltulvBan:lnt_i
Office

Homeowner's &

Marketing & Sales
Travel Back Office

Auto Back Office
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Capabilities vs. Business Functions: Same Difference? - BiZZdesign
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Anbefalinger

" Indsaml forretningsviden om hvad der er essentielt for forretning at
kunne (ability), check hjemmeside for samme informationer

" Hvis der er en branche specifik model for capabiliteter, besgg eller brug
denne for sanity check

* |nvolver forretningen i validering / accept af forretnings capabiliteter
= Nedbryd capabiliteter til Business functions / Business processer

" Brug indsamlet capabilitesviden til at fa sammenhang i ITSM
implementering

" Understpt jeres Capability map med en tegning af virksomhedens
Reference Architecture
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Empower you

Our philosophy is to empower you:

We aim to raise the level of competence in your company
rather than just deliver a solution

We believe that we help you more by making you skilled
than by solving your specific problem

We would rather coach and train you to choose the right
IT systems than choose them for you

We would rather enable you to challenge the IT suppliers
than be the IT supplier

We start where you are and at your pace






