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KaK yCTpoeHa

Oun3Hec-apXxXUTeKTypa MaKCUM

CMUPHOB



ApxuterTyna UT-peleHumn

JlaBayiTe 3HAKOMUTHCHA!

c 2018: UT-apxmTeKTOp, aBTOp U
npenogasaTenb y4ebHbIX KypCcoB

2017 — 2018: TnaBHbIN apXUTEKTOP
AO "BMHBAHK Aunaxutan”

o~ 2015 —2016: TnhaBHbIN apXUTEKTOP
Telegram: @it_arch MHPOPMALMOHHbBIX CUCTEM
LleHTpanbHoOro baHka PO

2006 — 2014: PykoBoauTtens [lenaptameHTa
NT-apxutektypbl OAO “BbimnenKom”

2000 — 2005: MeHeaXep No pa3BUTUIO
AONONHUTENbHbIX YCAYT CBA3MU



JlOMEeHBbI apXUTEKTYPhI NPpEeANPUATHA

bASHEC APKHTERTYPA

APKMTERTVPA APXMTERTYPA
NPHIOMEHNN NAHHbIN

TEXHONOIMYECKAR APXMTERTYPA




CoBpemenHoe moHuMaHue EA

B o0 s

g ApxuTeKkTypa npeamnpuiaTuia - 3TO

£y cTpaTernuyecKku HHCTPYMEHT J1JIA
BBIABJIEHUA Y YCTPAHEHUA PaspDhIBa
MEKY YCTpeMJIEHUAMU OpraHu3auu

1 PE€aJIbHOCTBIO ...

ApxXuTeKkTypa npeanpuaTia paspadéoraHa
C OJHOU MPOCTOM 11eIbI0: 3(PPEeKTUBHO
YIIPaBJIATHh U3MEHEHUAMMU

ADM Practitioners’ Guide, 2022



... APXHUTEKTYPA BOILIOIAETCA
B 3JIEME€HTaX M OTHOIIEeHUAX
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GUBHEC
APXUTEKTYPbI
3TO HE TOJIBKO
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The Business
Architecture
Metamodel Guide

https://clck.ru/3CR3ex
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Bceraa jiv pUMCyHKM IMOJIE3HbI?
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Stakeholders
e 2
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Policies = Strategies
Capabilities
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[ Organization ] [ Information ]
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Value Streams ;
Products \ J Initiatives ]

Metrics
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Business Architecture

rchitecture Knowled9€

Business
Architecture
Scenarios

Business
Architecture
Blueprints
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n CueHapuu

NCMonb30BaHUS
apXUTEKTYPbI

OnuncaHve cutyauun, B
KOTOPbIX apXUTEKTypa
cnocobHa npuHecTun
LleHHOCTb opraHusaumm

n Cxembl

apXUTEKTYpbI
(cross-mapping)

Pabo4yne NHCTPYMEHTHI,
oTobpaxatoLwme
3aBUCUMOCTU MexXay
anemMeHTamu naHgwadra

Tpu yacTu OM3HEC ApXUTEKTYPhI

ba3sa

3HaHUN

apXUTEKTYPbI

XpaHunuiie gaHHbIX,
CTPYKTYpUpOBaHHOE Ha
OCHOBe MeTamMmoaenu
OU3HEeC apxXUTEKTYpPbI




CneHapuu MCIIOJIb30BAHUA AaPXUTEKTYPbI

Tnancthhonmalun OnTMU3aLIMK

- Cvsiing v nornoluenus (3) - Lindposasi Tparcdopmaums (14) - CoKpalueHue onepaLmoHHbix

- KnnentouenTpuuHocts (2) - UuTepuet sewen (15) pacxonos (11)
- OTuy>xaenve aktneos (8)
- AyTcopewnr (6)
- OnTvmnzaLms Lenovex

“3MEHGH“’| - 3anycK HoBOrO NpoaykTa (4) nocrasok (/)

Ynpagn. usmenennsma (10) - Mobanmsaums (5)

“nnllee ~ AHanm3 nhsecTvumi (1) - UnBecTvumv 8 UT (13)
- BenuypHbie nneectvumm (12) - HopmatBHbie Tpefosanms (9)




High-Quality O | Well-Targeted O Fast and Easy O
Insurance Products For Handling of New
Product with The Millennials Policies and

Attractive Price Market Senment Inairance Claima
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Intimacy Based Customer @)

on Detailed

High Customer O
Custnmer Nata
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1
Serve Customers 2

] Attractive
_____ +mm=> Insurance
{ Offerina

Customer oH
Management

Customer 48
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Senvice Channel 48
Management

CxeMbl OM3HEC

APXUTEKTYPhI
cross-mapping
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MeTaMo1eJIb OU3HEC
APXUTEKTYPhI

[ Stakeholders }




JaueM HY:KHO MOHATHE capability

[TpyuunHEI cABUTA OT OM3HEC-ITPOIIECCOB
K capabilities u value streams:

v CIMAHUA U MMOIVIOIIEHUA
(cxoskue onepaiiy B
IIPUOOPETEHHBIX KOMIIAHUAX
peaIn30BaHbl pa3HLIMU CIIOCOOAMI)

v’ AyTCOpCHHT (XapaKTEPUCTUKH
pesysbTaTa BasKHee IIYyTH €TI0
JIOCTHKEHUS)

v OnTuMHu3anuga Iernouek
IMOCTABOK (11HTepoI1epadelbHOCTh ~ ABusiness-Oriented
6 Foundation for Service Orientation
ITIO3BOJIACT BbIOHNPATD aJIbTepHaTI/IBbI) Ulrich Homann, Microsoft Corporation, 2006




CBaA3b yeThIpex KJII0UYEBbIX KOHIEIIITNH

Value Stream Information

A\

Organization




MeTaMoeJIb OU3HEC
APXUTEKTYPbI

[ Stakeholders }
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/IB€ CTOPOHBI IIEHHOCTHOI'O IPEAJI0KEeHUA
Cwstomer Experience
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enables
participates in
¢ triggers _
is actor

Value Stream Value “Stakeholder” in Customer

delivers \_Proposition / conveys \  Customer Journey

value to
contains accrues experiences
into contains
exchanged

delivers during _

Value Stream Value Item Touchpoint Sdouimsy
Szl realizes S

enables _
|s assigned to

CoriiacoBanue OmsHecC
apXUTEKTYPhI U
KJIUEHTCKOI'O OnpITa

achieves



g
BusHec apxmemypy Requ|rements

MOXHO CO3A0aBAaTb HA

OCHOBE UMEFOLINXCS (Tpe6OBaHV|F| )

matepuanos
Customer Experience < BusHec

(KIMTMEHTCKUU ONbIT) apxuTeKTypa

CorsacoBaHue .
c apyrin e ()
AUCIUIIJIMHAMHA pot




APXUTEKTYpA

Makcum CMupHob
Q7 @mxsmirnov



