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THE 4-STAGE EVOLUTION OF THE CAPABILITY MODEL (XCM)

SCM- Strategic Capability
Model: WHAT does the
business want to do and
achieve, how to monitor and
measure, and what high level
capabilities and services are
envisaged to provide the key
products and services?

BCM- Business Capability
Model: HOW can the
business and operate to
optimise how it provides
the key products and
services? want to do and
achieve, in a manner that
is AGNOSTIC TO FUTURE
IMPLERMENTATION.
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ECM- Enterprise Capability Model: How
will the established and optimized
business strategy and Design be
IMPLEMENTED by a supporting
enterprise (People, Technology, Plans,
...) optimise how it provides the key
products and services?

CCM- Change Capability Model: What
specific areas need to be implemented
or changed and transformed in order to
ensure that the business has the agility
and speed to improve redefine how it
provides the key products and
services, ,
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BOTH BUSINESS AND IT

Business Value Lens (SCM relation) * Fact b_ased analysis made with 4+1
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ENTERPRISE CAPABILITY MODEL (ECM):

BUSINESS CAPABILITY MODEL (BCM) BECOMES MAPPED, PROFILED, AND “BASELINED” WITH 360-DEGREE ENTERPRISE INSIGHT
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ENTERPRISE CAPABILITY MODEL (ECM): USED AS BASELINE TO ASSESS
CURRENT ENTERPRISE AND OPTIMISE PROGRESSION TO TARGET OPERATING

MODEL (TOM)
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OPTIMISATION OF THE IT FUNCTION WITH CAPABILITY OWNERSHIP

(ILLUSTRATIVE)
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e Thank You!
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