
E A  T R A N S F O R M  C O N F I D E N T I A L

Career Roles
•Founder & Managing Director  EAtransform
•Global Head of Digital and Consulting | Esplendor Group- UK/Europe
•Head of Consulting Partners, EA & Digital | Wipro- UK/Europe
•Director CIO Advisory, Executive Architect | IBM UK/Europe
•Managing Director | ODC Netherlands
•Head of Enterprise Architecture | DXC Europe
•Senior Consultant | Accenture Sweden
•Practice Leader Object Technology Practice | IBM North America

Digital Transformation with 
ePerspectives 
Digital Enterprise Method & Framework

THE EVOLUTION OF X-CAPABILITY MODEL (XCM)
ECM (Enterprise Capability Model)

Arsalan N. Rad
Distinguished Enterprise & Business Architect  (The Open Group)



E A  T R A N S F O R M  C O N F I D E N T I A L

1. 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?

2. 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.

3. 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? 

4. 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, , 

THE 4-STAGE EVOLUTION OF  THE  CAPABIL ITY  M ODEL  ( XCM )
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Business Capability Model

(BCM)

The Value
Chain

Planning 
Analysis & 
Refinement

Execution and 
(S)TP

Monitor and 
Manage
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Business
Activity Level

Operations 
Planning

Service 
Management 

Contract &
Policy Setup

Channel 
Managemen
t
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t
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Product 
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Planning Distribution 
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Control

Financial 
Control
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Planning

Asset & 
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Managemen
t
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Management

Trading

General 
Ledger

Treasury

Claims 
processingContact 

Servicing 
Inforce 
Processing

Check 
Processing

Contract 
Administratio
n

Correspondenc
e

Intelligent 
RoutingContact 
Repository

Customer
Profile

Fees & 
Commission
s

End-customer 
marketing

Campaign 
Execution

Product 
Developmen
t

Sales 
Support

End-
Consumer 
Sales

Conservation

Human 
Resource

Business 
Planning

Managemen
t Manual

Advisor/ 
Intermediary 
Administratio
nAdvisor/
Intermediar
y Setup

Wholesales

Product Profile
Implementatio
n

Regulatory 
Reporting
Training

Council 
Services
Systems & 
Facilities 
Helpdesk

Business Value Lens (SCM relation)
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The Value
Chain

Planning 
Analysis & 
Refinement

Execution and 
(S)TP

Monitor and 
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marketing
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Execution
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Developmen
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Support
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Development
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Product Delivery
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Management

Operations
And

Execution
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Production &
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Management
Finance
Policies

Business
and Resource

Planning
Asset &

Liability Policy
& Planning

Customer
Servicing & Sales

Planning Customer
Portfolio &
Analysis

Segment
Analysis &
Planning
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Development &
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The Value
Chain
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IT & Technology Lens

• Fact based analysis made with 4+1 
mapping

• Business capabilities are assessed in 
relation to the 4 aspects

• Optimised roadmap and change 
(implementation) planning made based 
on uptodate valid enterprise insight and 
data

COMBINING LENSES ALLOWS FOR STRATEGIC DECISION-MAKING IN 
BOTH BUSINESS AND IT

The Value
Chain
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1 2

3 4

C

Business & Strategy 
Profile & Oversight Link 

Change Portfolio- PGMs & Projects
Profile & Oversight Link 

Enterprise IT App., Data, 
Technology

Profile & Oversight Link 

Organization
Profile & Oversight Link 

ENTERPRISE CAPABILITY MODEL (ECM):
B U S I N E S S  C A P A B I L I T Y  M O D E L  ( B C M )  B E C O M E S   M A P P E D ,  P R O F I L E D ,  A N D  “ B A S E L I N E D ”  W I T H  3 6 0 - D E G R E E  E N T E R P R I S E  I N S I G H T
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M A R K E T I N G  &  
C U S T O M E R  

M A N A G E M E N T
M E R C H A N D I S I N G

P R O D U C T  S T R A T E G Y

P R I C I N G  S T R A T E G Y

S O U R C I N G  S T R A T E G Y

P R I C E  /  P R O M O T I O N S  
M A N A G E M E N T

M E R C H A N D I S E  /  
A S S O R T M E N T  
P L A N N I N G  &  

M A N A G E M E N T

S O U R C I N G  &  V E N D O R  
M A N A G E M E N T

P R O D U C T  L I F E C Y C L E  
M A N A G E M E N T  ( P L M )

F O R E C A S T I N G  

A L L O C A T I O N

P U R C H A S E  O R D E R S

C H A N N E L  ( D I G I T A L )

C H A N N E L  A N D  C R O S S  
C H A N N E L  S T R A T E G Y

C H A N N E L  D E S I G N  &  
L A Y O U T

C H A N N E L  C U S T O M E R  
E X P E R I E N C E  &  
I N T E R A C T I O N  
M A N A G E M E N T

C H A N N E L  A N D  C R O S S  
C H A N N E L  

P E R F O R M A N C E  
M A N A G E M E N T

C U S T O M E R  
R E L A T I O N S H I P  

S T R A T E G Y

M A R K E T I N G  
S T R A T E G Y  &  

P L A N N I N G

C U S T O M E R  
S E G M E N T A T I O N  &  

I N S I G H T S  
M A N A G E M E N T

M A R K E T I N G  
P E R F O R M A N C E  

M E A S U R E M E N T  &  
M A N A G E M E N T

C U S T O M E R  S E R V I C E  
M G M T

C A M P A I G N  
M A N A G E M E N T  &  

O P E R A T I O N S

L O Y A L T Y  P R O G R A M

M A S S  M A R K E T I N G  &  
A D V E R T I S I N G

T A R G E T  M A R K E T I N G

S E A R C H  M A R K E T I N G

S O C I A L  M E D I A  
M A R K E T I N G

C U S T O M E R  D A T A

M E R C H A N D I S E  
P E R F O R M A N C E  
M A N A G E M E N T

P R O D U C T  M A S T E R  
D A T A  M A N A G E M E N T

C H A N N E L  B A C K  
O F F I C E  O P E R A T I O N S  

M A N A G E M E N T

S A L E S  A N D  
C U S T O M E R  

T R A N S A C T I O N S

S E R V I C E  D E L I V E R Y

L A B O R  A N D  
W O R K F O R C E

B A C K  O F F I C E  /  
I N V E N T O R Y  

O P E R A T I O N S

S T O R E F R O N T  
M A I N T E N A N C E

S U P P L Y  C H A I N

D I S T R I B U T I O N ,  
W A R E H O U S E ,  S U P P L Y  

C H A I N  S T R A T E G Y

S U P P L I E R  
R E L A T I O N S H I P  

P L A N N I N G  
( L O G I S T I C S )

S U P P L I E R  
P E R F O R M A N C E  
M A N A G E M E N T

I N - B O U N D ,  I N T R A -
C O M P A N Y ,  O U T B O U N D  

L O G I S T I C S

C U S T O M E R  O R D E R  
M A N A G E M E N T

I N V E N T O R Y  
V I S I B I L I T Y

R E P L E N I S H M E N T

C R I T I C A L  
A R E A  

L A C K I N G  
C A P A B I L I T Y

S I G N I F I C A N T  
P O T E N T I A L  T O  
I M P R O V E  F O R  
S C A L A B I L I T Y

C A N  
C O N T I N U E  I N  

C U R R E N T  
M O D E  W I T H  

I N C R E M E N T A L  
I M P R O V E M E N T
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D I S T R I B U T I O N  
C E N T E R  O P E R A T I O N S  

&  M A N A G E M E N T

T R A N S P O R T A T I O N /  
F L E E T  O P E R A T I O N S  /  

S H I P M E N T  

 F O C U S  O N  
E V A L U A T I N G  
O P E R A T I N G  
C A P A B I L I T I E S

 B U S I N E S S  
S T R A T E G Y  
E L E M E N T S  
N O T  
E V A L U A T E D

 E V A L U A T I O N  
F O C U S E D  O N  
E N T E R P R I S E  
W I D E  
M A R K E T I N G ,  
M E R C H A N D I S I
N G  A N D  S C M  
A N D  D I G I T A L  
C H A N N E L  
F R O N T  E N D

L E G E N D

ENTERP RISE  CAPABIL ITY  M ODEL  (ECM ):  USED AS  BASEL INE TO ASSESS  
CURRENT ENTERP RISE AND OPTIM ISE  P ROGRESS IO N TO TARGET  OPERAT ING 
MODEL  (TOM)  



E A  T R A N S F O R M  C O N F I D E N T I A L

OPTIMISATION OF TH E IT  FUNC TION WITH CAPABIL IT Y  OWNERSH IP  
( I LLUSTRATIVE)

Service and 
Solution 

Development

IT Customer 
Relationship 
Management

Business
Enablement

Service & Solution
Strategy

Business 
Performance 

Planning

Demand
Management

Communications
Planning

IT Service and
Solution Marketing

Business
Performance Mgmt

IT Business 
Management

Business 
Resilience

Service and 
Solution 

Deployment

Strategy

Manage

Execute

Information 
and 

Knowledge 
Management

Service 
Delivery and 

Support

Services 
Delivery Strategy

Support
Services Planning

Infrastructure 
Operations

Infrastructure
Resource 

Management

Support Services
Management

IT Support Strategy

Infrastructure
Resource Planning

Operations
PlanningChange Planning

Release Planning

Deployment 
Strategy

Change
Implementation

Release
Implementation

Enterprise
Architecture

Portfolio
Management

Financial 
Management

Business 
Technology 

Performance & 
Value

Human Resources
Management

IT Financial 
Management

Staff Administration
& Development

Supplier and 
Contract 

Administration

Business 
Technology Strategy 

Technology
Innovation

Information
Management 

Strategy

Information 
Architecture 

Knowledge
Management

Strategy

Data and Content 
Management

Knowledge Capture
And Availability

Knowledge
Resource

Management

Information
Resource

Management

Business 
Resilience Strategy

Continuous Business
Operations

Regulatory
Compliance

Integrated Risk 
Management

Security, Privacy
And Data Protection

Regulatory 
Compliance 
Remediation

Business Resilience 

Services and 
Solutions Lifecycle

Planning

Service and 
Solution 
Creation

Services and 
Solutions 

Architecture

Service and 
Solution

Maintenance

Development
Strategy

Regulatory 
Compliance Strategy

Integrated 
Risk Strategy

Centralize

Optimize

Partner

Co Source

Out Source

In Source
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