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\When, \Why, and How
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Agenaa

e Get to know the audience

o State of Applications and Governance

« Why SpawGlass started their EA journey
e Why clients of BCG adopted EA

e How to get early wins and next steps you can take
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Warm up question: What's the worst pizza topping?
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\What is your company's annual revenue?

less than $200 million

$200-$500 million
$500-$999 million

over $1 billion
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\What is your job title?
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Current state
Applications and Governance
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Primary issues:
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\What is Enterprise Architecture?
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It's a blueprint of your tech stack and how it fits together
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How familiar are you with EA?

0 O O O

Using it today Aware of it, not in use Know in name only First time hearing about it
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Itis NOT a softwarel
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Symptoms present that show you should consider EA

O O O
Manual data entry Upload and download of data systems Individualized reports

0 O
Over reliance on spreadsheets Content and app sprawl
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What firms should consider EA

e Do you use middleware?

Do you have a data strategy?
e Does your company see technical debt as anissue?

e Do you lack visibility of IT systems and applications across the organization?



Getting executive buy in




\What does EA aim to solve?
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\Which of these issues would you like EA to solve first?

O O O
Manual data entry Upload and download of data systems Individualized reports

0 O
Over reliance on spreadsheets Content and app sprawl
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SpawGlass' Journey




Once upon a time
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Because of that
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And Because of that




Until finally




And ever since
that day
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== Ardoq Discover 0. @ L spawGlass

Get Control of Applications

Total Chart Application Life Cycle - Trendline

Applications

Application Ownership

Application Ownership State Application Ownership Trend

Inowned Nominated [l Owned [ Managed

ample outcomes
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¥ Sales-Proposal-Process Overview  Insights

Sales-Proposal-Process

Open editor o Drafts

4T 23] |47

Cpportunity 1S créeated in Cosentl Opportunity 15 assigned to a
by Regional | ler Marketing 5 list or 11 Cervice peral Manager reviews
. - p | 1 : senkor Marketing = ist by Manag« solicitation given 1o us from a visits site, possibly documents it
and email sent with creates or updates the Cosentia prospective client using using OpenSpace
K or being opportunity record Bluebeam C
discussed ona M

meating

Sample outcomes



A Mentimeter

* Sales-Proposal-Process Insights

Actors involved in this process

Q& Microsoft Outiook

uii Microsoft Teams sleps 31.38 min
ﬂa Microsoft Excal teps ] 1.45 hrs
ﬂ: Microsoft Word ' 27 min

& Microsoft PowerPoint i 20,25 min

Hiles

Regional President

©
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Business Develop Manager

Executive Assistant

Operations Manager

Marketing Specialist

Senior Markeating Specialist 4.53 dy

Preconstruction Services Manager 5 stap: '- 1,56 hre

Preconstruction Services Manager, Civil Division : ' 30 min

© © 0

Business Development Manager ‘ 5 ] 27 mimn

Sample outcomes

T



BCG Clients
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Getting some early wins:

o Visibility on assets

e \Valuing applications

e \Who to contact regarding applications

o Understand company processes visually
e |dentify waste in your company

o Otherexamples
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Get access to resources for next steps:




