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Objective of Decomposing and Composing a Business C
Competencies ((D)LEAD

What is a Business Competency?

0 A business competency consists of capabilities (organization, people, systems) and
the resources (people, systems, machines) to execute them

o It is not a organizational unit or department, but as competencies reside in them it is
often mistakes as them

o Consists of one or more business competencies that need personal competencies
e.g. business planning needs people that have competencies to manage and
delivery/processing (people that have competencies to do the work)

Why is it used?

1. Business Competencies can be seen as an instrument well suited to analyze the
organizational capabilities and resources of a organization.

2. Understand the business: Analyzes the business functions as a set of discrete
specialist competencies that can organized and viewed in a value chain, a
accountability or the service flow view

3. Identify how competencies perform: Analyzes and identifies how the business
competencies performance.

4.Value Creation: Analyzes and identifies how the business competencies create
value for the organization.

5. Organizational premise: Business contains a groups of competencies by which it
can organize itself. The potential to organize ones organization according to ones
competency groups releases the functional silo bottlenecks and thereby the double
work that is done in many places.

6. Service Model: Analyzes and identifies the business workflow of how the business
competencies service each. The reorganization and redeployment of services in
different ways can optimize the whole in order to create a new service flow

www.LEADiIngPractice.com



Objective and usage of Business Competencies

How is it used?

Business Competencies can be used in ether a Business Model or Service
Model in the context of organizational mapping:

Identify a Customer Specific Business Model:
1. Select Business Model Competency Areas
a) Business Model level 1 can be created for a value chain view
b)  Service Model level 1 can be created for a service flow view
2. Select & Customize Business Model Competencies to reflect the
organizational specific competencies
a) Business Model level 2 can be created for a accountability view
b)  Service Model level 2 can be created for a service flow and
service accountability view
3. Select & Customize the specific Operational Business Competencies
a) Business Model level 3 can be created for a operational
business model view
b)  Service Model level 3 can be created for a service flow of the
operational competencies of an organization

When is the Business Model used?

In Business Blueprinting, Business Architecture and or other Business
Mapping projects, where the objective is to Identify a Customer Specific
Business Model (BM)
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What is a Business Model ((O)LEAD

A firm’s profitability is determined by both industry factors and firm-specific
competencies (positions, activities/capabilities, and resources). Thus, because
business models are about serving the customer (Service Model) to make money, a
business model must also depend on the factors that determine a firm’s profitability
(Revenue Model). That is, a firm’s business model is a function of its:

1.Position to its cooperative forces (external drivers-industry’s factors)
2.Core Critical Competencies (CCCs), and non core competencies (NCCs)
3.Service Model to its customers

4.Standardized & Integrated Operating Model and Cost Model

5.Effective & Efficient use of its competencies (capabilities and resources)

A business model is about competencies, which when combined together, build a
framework for making money. It is to use the competencies in a set of services that a
firm performs, how it performs them, and when it performs them to offer its customers
services they want and to earn a profit.
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Link to Business Competencies ((O)LEAD

=\Within any business model of an organization, one would find the business
competencies relevant for them. The business uses through its business
competencies the business task, business functions and services to create
value within the organization and to its customers. Being able to identify ones
competencies that are ether “core differentiated, core competitive or non-core”
are today missing within process modelling and process architecture.

=The lack to identify the core differentiated, core competitive and non-core
competencies is the very reason why an process experts and process
architects don't know which processes are a part of an organizations
competitive aspects and therefore can relate them to the value and
performance drivers of one's organization (this is not to be mixed up with main
(core) or supporting processes as they are not the same).
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Basics to understand around Business Layer: Business

Modelling Principles

Business Model Input

Industry Model
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Client Documentation

+ Organizational Chart

+ Business Area

+ Business Groups

+ Strategy Map

+ Value Map

+ Financial Statements

+ Balanced Scorecards

+ Measurements

+ Business |ssues

+ Pain Points [ Weakness Clusters
+ Competency Benchmark
+ Enterprise Maturity Model
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Business Model Views

Business Model Level 1) Competency Value Chain View
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Business Model Level 2) Competency Accountability View
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Some concepts that underpin the Business Layer concepts
and how they connect ((O)LEAD

Business Defi he b I d the strat ] oot
Strategy efines the business goals an e strategic business objectives

Strategy Diagram that is used to document the primary (strategic) business objectives and critical
success factors of your organization

« Relates the business goals and the wished benefits/results together
Map

e Link’s Value Drivers with the Performance Drivers
Scorecards

* A management tool used to cascade business goals defined in the Strategy Map and the
wished benefits/results captured in the Value Map with the operational performance.
» Enables a company to monitor operational performance against strategic goals.
Business A business model describes the rationale of how an _organization through it's cc_)mpeter_lcies
creates, delivers, and captures value (competency view, cost and value potential, service flow).
Model The process of business model construction should be part of business strategy.

A
) Core_ » Competencies and within them high value oriented business services and thereby processes
PUCENIEICIN  (hat distinguish from competitors and are not easy for competitors to imitate
SCICHS - Most Value Drivers are within these competencies and are needed for the differentiation
* Specific competencies and within them value oriented processes that business sees as

central to the way it competes and operates
* Essential value competencies that are needed for the the competitive environment

Core
Competitive
Competenc

» Basics competencies and within them performance oriented processes necessary for
effective operations

=¥ Base (Non-Core)
SO - Support Competencies for the core differentiating and competitive competencies

_ * An operating model is a abstract representation of how an organization operates ones business
SIEIEUNCEN . Operating Model definition can span across business competencies, process, organization,
Model technology domains in order to standardize to cut cost or integrate to deliver value defined by

the business goals.
Source: Real-world BPM in an SAP environment , SAPpress, 2010

—Mark von Rosing, Ann Rosenberg, et al.
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Business Model Level 1 (value chain view) template

(DO)LEAD

Primary Business Competencies

Supporting Business Competencies
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—— Direct Money Flow (Cost) — Direct Tasks . Primary Business Competencies Result/Service Consumer

= = Indirect Money Flow (Value) - —- Indirect Tasks . Shared Services Business Competencies Influencing Forces
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Example of Business Model Level 1 (value chain view)

(DO)LEAD

Suppliers Competitors Joint Venture Customers
v —
Primary Business Compeljéncies \L\'/
Sw . Marketing,
® G Business
=2 1 Development Sales &
S8 P Service Customer
7] Experience
g H
3 o uman . .
S5 & General Information Operations
3 . : Resource
s & | Administration Technology Support
= Management
=}
Supporting Busmes;r Competencies
Partners & Goverment Macro-Economics Rivals Service Providers
Collaborators Regulations
—— Direct Money Flow (Cost) — Direct Tasks . Primary Business Competencies Result/Service Consumer
= = Indirect Money Flow (Value) = = - Indirect Tasks . Shared Services Business Competencies Influencing Forces
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Business Model Level 2 (Accountability view) Template ((O))_EAD

General Human Information Operations Business \ NS Sae Marketing,
P : Resource Operations Distribution CE T
Administration Management Technology Support Development and Service
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OPERATIONAL




Example: Business Model Level 2:
Oil & Gas Upstream: Business Model

Business Competency Areas

« A high-level view and description of the competencies - from competency
groups to the competencies, and their elements.

* The business model framework and their competencies should be simple,
logical and practical

Scout for A
Opportunities and &Aé)p.rfl.sl: Des'%'1lcr’l'1;lrl'ct Operate Abandon A iBEls'm[es:'
Acquire Acreage valuate nsta dministration
1T : Divestrment / -

Accountability Level S R Development Contracting Partner Abandonment = Corporate
« A simple framework for ALl Strategies Strategy Management Strategy Strategy
separating strategic b ———————————
decisions (i.e., strategic), Reserves Alliance Contracting Corporate
management checks Acquisition Strategy Management Planning Planning
(i.e., tactical) and business J U 3

STRATEGY

operations where there is
execution (i.e., operational). Build Reservoir Strategies l‘

Opportunity
Analysis

4

TR - -

Portfolio / Asset Management Strategy

Develop Relationship
wiMineral Rights Data Management LA %sssssrnent Supplier Relationship Management * CAPEX Allocation
| Owners J 1 J (Gas) |
Surveying, Positioning) | Development Timing . W
-‘ el Ton e s e e Health Safety and Environmental Management
TACTICS - - —_
Organization and
Process Design
Exploration and Appraisal Drilling for Boundary Determination M;Z%T;Zm Well Managemen* Site Restoration Legglo&m;tieagnu;:tory
Acquire Leasings Contract Services Economic Design w Production Design Accounting and GL
and Licenses Assessment and Engineer Accounting and Engineer
o Seismic Data
Joint Venture Acquisition Procurement Reserves HR Administration
Management and Processing Accounting
EXECUTION -‘ - l Safely Case ElA QA/QC Ta;jc“:uﬁl‘i’gg“f QA/QC T'eh‘:::gg::‘n"eﬂ”k
: Manage and * Manage and IT Systems o
Acquire Data ‘ Store Data ‘ Store Data Change Control Change Control and Operations
; - ; Project Operations Project Contractual
‘- Mg eehnical oMt naETelEnmem! Management Management Management Allocation

Operational Business Competencies

+ Competency elements that play a specifically designed role within the
enterprise value chain and ecosystem

» Thase competencies collaborate and integrate seamlessly with each other
using agreed competency performance indicators: Core Competitive,
Core Differentiated, As-ls, To-Be, Revenue, Cost and Value Opportunity,

A
<l" \_7 = Value Opportunity

* = Performance Opportunity



Example: Business Model Level 2:
Oil & Gas Upstream: Business Model

Financial Banking
Business Model

STRATEGIC

TACTICAL

OPERATIONAL
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BUSINESS

ADMINISTRATION

Business & Resource
Planning

Extemal Relatianship

Businzss Unit Tracking
Assurance & Compliance

Procedures

‘Staff Adminésiration
& Development

Systems Development
& Operations

Audit & Regulatory
Compliance

Facilives Operations
& Maintenance

Fived Asset
Administration

Production Assurance
(Help Desk)

REVENUE MODEL LEGEND

ﬁﬁﬁwuef}wonurﬂy

ammﬁm

@ = Channe!

[ﬂ = (Gore Differentiating Competency

@ = Core Compefitive Compelency

IALEADing Practice of the Business Model Reference Framewark

RISK & REWARD
MANAGEMENT

Fnanca Poicies & plans "5t/ Ly Polcy
& Planning
Financial Tacticals
Sensitivity Analysis
& Scenarios
Budget Tracking
o Maintain Consolidated
Positions
— S Entesprise Limit
i Maintenance & Alers
VALUE MODEL LEGEND
ﬁr =Vehuz Opporunity
V/-roromaney

O=‘-‘abe |dentification
<>=\'alx Creafion
Qﬂ-‘abe Govemance

BUSINESS
DEVELOPMENT

Segment Plans &
Assessments

Segment & Opportunity

Evaluation
Acqussifion Administration

Product Development

Market Research

Specialist Sales Support
(Campaign Exgcution

SERVICE MODEL LEGEND

@=mw
@&F

@. = Main/Supporting Servie

IH = Simga Sendce

x = Complex Service
% = Unique Senice

RELATIONSHIP
MANAGEMENT

Strategy

Customer Profitabilty

Customer Behavior
Modelling

Call Center

Client Profile
Collateral / Credit
Relationship Sales

Transaction Consolidation
Consolidated Statements

Contact History

COST MODEL LEGEND

ﬁrcost(}m‘.unhr

AR
A Cost Fler

Aﬂmmnn

INFORMATION
& INSIGHT

External Dzta Planning

& Negotiation
Trade Management
Research Planing
Manitor [formation
Quality & Use
Trading Oversight
Manitor Adherence fo
Research Rule
Market Data (Order Management
Reference Data Dealer Workbench
Restarch Deal Confirmation
Market Analytics
Securities Finance
Portolio Analytics
PERFORMANCE MODEL LEGEND
A
W: Performance Opporturiy

m = Control & Monitoring

E = BPM (Eflectiveness & Eficiency)

D = Gockpits, Dashboards & Scorecards m = Measurements

Evaluation & Audits A Reporting Flow

OPERATIONS
& SERVICES

Operafions Planning Asset Senicing Planning
Qperations Monitoring Funds Crersight
R aton .k&s;l Senvicing
versight
Clearing & Setflement Transaction Services
Payments Custody Services
Position Accounting
Portolio Valuation
Fails Handling
OPERATING MODEL LEGEND
ﬁ= Integration Opportunity

— .
= Standardazabion Opportunity

= Govemance, Policies & Cuidzlines

»@ = Maturity Level

(DO)LEAD

Issuance Planning

Fund Planning

Oversight

Underwriting & Syndication

Corporate Finance

Trade Finance
& Facilitation

Fund Develcpment

Fee Senvice Planning

Performance Tracking

Mergers & Acquisitions

Financial Engingenng

Transition Management

BUNDLED PRODUCTS

Complex: Product Planning

Complex Product
Proftatilty

Comnplex: Product Delivery
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Business Model Level 3:
Operational Business Model for Medical Equipement
Manufacturer
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Business Model Level 3:
Operational Business Model for Pharmaceutical
Equipement Manufacturer

Cpprasaral Busness Mode: Phammaceutical Exuipment Masufachring
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(D)LEADING PRACTICE

Questions?

Professor Mark von Rosing
LEAD Enterprise Architect
Global University Alliance, Chairman

Henrik von Scheel
LEAD Transformation Architect
LEADINng Practice, CEO

Mobile: +45 2888 8901

Mobile: +45 6072 8401
E-Mail: MVR@LEADIngPractice.com

E-Mail: HvS@LEADingPractice.com

For more information:
For more information or questions about Process Modelling and Process Architecture, including business

models, strategy maps, value map examples, and Process Architecture templates, please visit
www.L EADingPractice.com

T ——— R TECHHOLOGY LATER
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