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Introduction to BIAN

Getting your
bank ready

for the future
Is hard work




BIAN’s Mission

T 0 provide the world with the best banking

architecture. To be the banking technology standard.

The Central objective is to support the banking
business/clients with high performance and
security.

One ofthe key objectives for IT in the banking

Industry is to help banks lower IT and operational
costs and mitigate the risks associated with
technology innovation.

To provide a trusted roadmap for constant

Innovation. We create best practice arc

nitecture that

the world’s banks can rely upon 100%. To gather the

best minds in banking architecture fort
share in an open way.

By collaborating and sharing in an ope

best expertise across our

to

ne world to

n way, the

define a

revolutionary banking technology framework that

standardizes and simplifies the overall banking

architecture.
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WELCOME

From Service Domains
to Strategic Decisions

1. BIAN began as an integration and composability standard

2. It became a strategic capability model and reference architecture

3. With Al, it is now a boardroom intelligence layer




London, August 1854

PRISON
(separate water)

Cholera is ravaging Soho. Hundreds are dying. Physicians
catalogue every death — by patient, by symptom, by date.

Cases everywhere. Nobody can make sense of it. ® 01D ST PUMP ®

Most scientists believed the disease was spread through the air.

Then John Snhow does something different.

He takes the same death records and plots them on a map — ' WELL
not just where people died, but their relationship to water
sources.

I The insight wasn't in the case data. It was in the connection between the deaths and the pump.

BIAN + CC&C Webinar 2026




Now Bring That to Your Architecture

Same data. Structured differently. Completely different insight.

THE INVENTORY THE RELATIONSHIP MAP

Application Owner Lifecycle Cost
_ Home Loan Party IDVerify
PayGateway Payments Production $2.1M oG, Reference + EraudWatch
Data
LoanEngine Lending Production S$1.8M
Journey BIAN Service Domain Applications
FraudWatch Risk End-of-life S950K —
CustPortal Digital Production $3.2M The same data, connected, reveals:
"3 high-value customer journeys depend on FraudWatch — which
CorelLedger Finance Sunset Q3 S4.1M . . : : ) /"
is end-of-life with no migration plan. 180K customers exposed.
IDVerify Onboarding Production $680K No spreadsheet could have surfaced this.
500 applications catalogued. You know what you have. Same 500 applications. But now you can trace impact, risk, and
But you can't answer what depends on what. dependency across the enterprise.

Snow didn't need more records. He needed them structured to reveal connections. So do you.

BIAN + CC&C Webinar 2026




The Architecture Paradox

More data than ever. More advanced tools. And yet the gap between what we know and what we can answer on
demand has never been wider.

L Q =
Thousands Weeks Static

of entities modelled to answer a leadership question artefacts decay on arrival
Tools, teams, frameworks, repositories — yet A board member asks about risk exposure. By the time a blueprint is reviewed, the
the investment produces artefacts, not The architecture team compiles from 4 environment has already changed. Every
answers. spreadsheets, 2 tools, and 6 email threads. artefact is a photograph of a moving target.

“The EA repository, intended as the source of truth, devolves into a dusty attic of outdated diagrams and deliverables.”
- Forrester “The Augmented Architect: Real-Time Enterprise Architecture In The Age Of Al”

I What if architecture could answer back?

BIAN + CC&C Webinar 2026




Why Today’s Approaches Fall Short

The data already exists. What is missing is a common frame of reference that connects it and makes it answerable.

1 2 3

Dashboards Al on raw data Static EA models

They show what happened, not Language models hallucinate They document the enterprise but
why it happened or what to do without the semantic structure to cannot be interrogated. They
about it. reason about banking. decay on arrival.

Each approach answers part of the picture. None connects strategy, journeys, applications and risk in one place.

The missing ingredient: a stable, semantic canvas every source can attach to

BIAN + CC&C Webinar 2026




BIAN: The Right Organizing Framework for Your Model

Change with every platform
decision

X Applications

X Org Structures Shift with every reorg

Ambiguous, overlap, hard to
govern

X Capabilities

Interdependent, complex,

X Processes
overlap

BIAN Service Domains

Industry-standard, not tied to any vendor or reorg

Consistent meaning across the entire organisation

300+ domains — mutually exclusive, collectively
DUEINOE

Pattern-based with defined guardrails

BIAN gives you something most internal taxonomies can't: a stable, pre-governed anchor that every bank, vendor,

and regulator can align to.

BIAN + CC&C Webinar 2026




The Relationship is the Insight

The question: "What's our exposure if we lose our fraud platform?"

WHAT THE
JOURNEYS APPLICATIONS SR ATIEMNMEE DG [EVEAN
C ) 4 ) @ )
Underwritingfor Loan Application 320K customers
Mortgage Loan St across 3 journeys
(S ) \_ _J ~ W
a \ 4 ) 4 A
. . 12M annual
Acquirer Card Clearing — — — — — — — - Card Ledger ? annua
End-of-life revenue exposed
(S ) g J N y
C I 4 ) 4 I
Request for Credit Retail Origination No migration plan
Facility Sunset Q3 for 2 of the 3 platforms
& ) . J N\ y

No single entity contains this answer. The insight — 320K customers, S12M revenue, no migration plan — only exists in the relationship across
journeys, service domains, applications, and financial data.

‘ Q
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Back to Show

Snow had the same records as everyone else. His advantage was structuring them to reveal the relationship between deaths and the water source. Your
architecture data works the same way.




Al Isn't the Intelligence. Your Model Is.

The right anchor, relationships, and traversal capability allows GenAl to unlock the value of your enterprise architecture

BIAN’S role

Service Domains, BOM, and semantic
APls provide the governed structure
that grounds Al — preventing
hallucination with standardised
meaning.

GenA
know
The B

is the navigation layer, not the
edge source
AN-aligned model grounds the Al

through structured semantics that
eliminate ambiguity.

Same model, infinite views —
depending on who's asking

BIAN + CC&C Webinar 2026

What are my lowest-scoring NPS
Journeys?

What are the root causes of the
customer pain points?

Which in-flight projects can | leverage
to address these pain points?

What other issues or incidents can | fix
while | am addressing these customer
pain points?




“lI Need To Fix My Net Promoter
Score Issues”

The Chief Product Officer wants the root-cause of low NPS,
and a clear view of where to invest to lift CX.



BIAN and GenAl Can Unlock Your EA Value

° In 1854, Snow mapped deaths to water supplies and saved a city.
The question for us: have we mapped our architecture to the questions that matter?

THREE TAKEAWAYS

01 The model is the asset, artefacts are temporary views

02 Structure for relationships and traversal, not just inventory

(03  Alamplifies what's already there, invest in the model

https://ccandcsolutions.com/viztools

IArchitecture maturity isn't about documentation completeness. It's about how fast you can answer the questions that matter.

BIAN + CC&C Webinar 2026 ‘



WHERE TO FROM HERE

See [t On Your Own
Architecture

Book a meeting to learn more, or start a 12-week pilot

info@ccandcsolutions.com



S=BIAN Annual Membership Fees

Banking Industry

reneauenenetk— (Stable since 2008!!)

/

Large Software / Tech vendors / Integrators / Consultancies
(250 employees or more)

EUR 30.000,-

Banks / FI’s that are not vendors
EUR 20.000,-

Mid-Size Software / Tech vendors / Integrators /
Consultancies
(less than 250 employees)

EUR 10.000,-

Federal Banks / Central Banks
EUR 10.000,-
Small Software / Tech vendors / Integrators / FinTech’s /

Consultancies (less than 50 employees)
EUR 5.000,-

Academic Partners
EUR O,-




QUESTIONS?

Please stay muted and type your
guestions in the righthand bar

Or send them to info@bian.org







APPENDIX

StratlQ
Walkthrough

Step-by-step screens from the live demo for the Chief Product Officer use case




Lowest-Scoring NPS Customer Journeys Analysis

This report identifies the 10 customer journeys with the lowest Net Promoter Scores (NFP5), revealing critical opportunities for experience improvement. The analysis examines journey

complexity, digital adoption, conversion performance, and strategic prionty to guide targeted enhancement initiatives.

28 42 5 51%

Lowest NPS Score Average NP5 Critical Priority Average Digital
(Dispute Resolution) (Bottom 10 Journeys) Journeys Adoption Rate

NPS Performance QOverview

The chart below displays the NP5 scores for the 10 lowest-performing customer journeys, highlighting significant vanation from 28 (Dispute Resclution) to 55 (Wealth Advice).

NPS Scores - Bottom 10 Customer Journeys
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Detailed Journey Performance Breakdown

Journey Name

Dispute Resolution

Payment Difficulty Assistance

Business Lending

Home Loan Application

Business Account Opening

Personal Loan Application

Credit Card Application

Account Closure

Mew Account Opening

Wealth Advice

Segment

Retail

Retail

SME

Retail

SME

Retail

Retail

Retail

Retail

Retaill Affluent

MPS Score

28

32

35

38

42

45

48

48

52

55

Priority

High

High

Critical

Critical

High

High

High

Medium

Critical

High

Conversion Rate

88.0%

75.0%

58.0%

68.0%

70.0%

72.0%

75.0%

95.0%

82.0%

65.0%

Digital Adoption

35.0%

25.0%

32.0%

45.0%

55.0%

68.0%

72.0%

65.0%

78.0%

40.0%

Avg Days

12.0

8.0

22.0

18.0

7.0

4.0

5.0

2.0

3.0

14.0



Root Cause Analysis: Journey Stage Performance

This report analyzes the root causes of performance i1ssues across three critical customer journeys: Business Lending, Payment Difficulty Assistance, and Dispute Resolution. The

analysis identifies systemic issues affecting customer experience through elevated drop-off rates and manual intervention requirements.

20% 80% 7 31

Highest Drop-Off Rate Highest Manual Intervention Pain Point Stages |dentified Total Incidents Analyzed
(Financial Documentation) (Security Assessment)

Journey Stage Performance Overview

The following chart illustrates the top 10 lowest-performing Jjourney stages across all three customer journeys, ranked by drop-off rate and manual intervention requirements.

Top 10 Lowest-Performing Journey Stages

I Crop-Off Rate (%) [ Manual Intervention (%)

100

Fercentage (%)
B 2858838 &

10




Root Cause Distribution Analysis

Process gaps represent the most prevalent root cause category, accounting for the majonty of incidents affecting journey performance. System himitations and training gaps also

contribute significantly to operational challenges.

RHoot Cause Distribution Across All Incidents

\\

I Frocess Gap
B =ystem Limitatio
I Training Gap
B Cata Cuality



Journey-5pecific Root Cause Breakdown

Business Lending Journey

The Business Lending journey exhibits the highest performance challenges, with Financial Documentation stage showing a 20% drop-off rate and 65% manual intervention
requirement. Root causes include:
* Process Gaps: KYC refresh delays, data prnivacy concerns, and loan serviceability assessment i1ssues

* System Limitations: Legacy system data integrity and data retention compliance challenges
¢ Training Gaps: Customer identity venfication and credit decision documentation

¢ Data Quality: PEP screening gaps affecting compliance

Business Lending: Incidents by Stage

Fimancial Documeniation Credit Anahysis Securty Assessment Approval & Documentation cettlerneant

1]

Ll LT

Mumbear of Incide nts

P
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Payment Difficulty Assistance Journey

This journey shows moderate performance issues with Financial Assessment requiring 75% manual intervention. Key root causes include:

* Process Gaps: Hardship program compliance 1ssues affecting multiple stages

¢ Process Gaps: Customer complaint resolution delays and interest rate disclosure

* Process Gaps: Open banking consent management challenges

Payment Difficulty Assistance: Incidents by 5Stage

Hardship Request Arrangement Proposal Finanoal Assessment Agresement & hMonitonng

2

Mumbear of Incide nts

0



Dispute Resolution Journey
The Dispute Resolution journey demonstrates high manual intervention requirements, with Case Investigation at 80%. Root causes include:

* Process Gaps: Customer complaint resolution delays, third-party nsk management, IT change management, and business continuity testing

¢ System Limitations: Fraud detection model dnft and card fraud spike incidents

¢ Process Gaps: Fraud investigation delays impacting resolution timelines

Dispute Resolution: Incidents by Stage

Mumbear of Incida s

Cispute Lodgement Resolution Decision (Zase Investigation



Detailed Incident Analysis

The table below provides a comprehensive view of all incidents affecting the lowest-performing journey stages, including severity levels and associated service domains.

Joumney Stage Drop-Off % Manual % Service Domain Root Cause Severity Incident Title
Business Lending Financial Documentation 20.0% 65.0% Party Data Management Process Gap High Data Privacy Breach
Business Lending Financial Documentation 20.0% 65.0% Party Data Management System Limitation High Legacy System Data Integnty

Business Lending Financial Documentation 20.0% 65.0% Know Your Customer Process Gap High KYC Refresh Delays

Business Lending Financial Documentation 20.0% 65.0% Know Your Customer Training Gap High Customer Identity Verification
Business Lending Financial Documentation 20.0% 65.0% Know Your Customer Data Quality High PEP Screening Gaps

Business Lending Credit Analysis 12.0% 75.0% Credit Risk Assessment Process Gap High Loan Serviceability Assessment
Business Lending Security Assessment 8.0% 80.0% Document Services System Limitation Medium Data Retention Compliance
Payment Difficulty Assistance Hardship Request 8.0% 60.0% Collections Process Gap High Hardship Program Compliance
Payment Difficulty Assistance Financial Assessment 5.0% 75.0% Collections Process Gap High Hardship Program Compliance
Dispute Resolution Case Investigation 2.0% 80.0% Fraud Detection System Limitation High Fraud Detection Model Dnift
Dispute Resolution Case Investigation 2.0% 80.0% Fraud Detection System Limitation High Card Fraud Spike

Dispute Resolution Resolution Decision 3.0% 70.0% Customer Case Process Gap Medium Customer Complaint Resolution Delays
Business Lending Settlement 3.0% 65.0% Payment Execution System Limitation Critical Payment Processing Cutage



In-Flight Initiatives: Pain Point Mitigation Analysis

This report identifies 13 active projects with a combined investment of $106.8M that can be leveraged to address current customer journey and operational pain points. The
analysis reveals strategic opportunities to maximize ROI by aligning existing inttiatives with identified friction areas.

13 $106.8M 38 12

Active Projects Total Investment Unique Pain Points Service Domains

Top Projects by Pain Point Coverage

The following projects offer the broadest coverage of identified pain points and represent the highest-leverage opportunities for addressing customer fnction:

Project Pain Point Coverage Analysis

18
16
14
Bz
£
£ 10
o
-
E
=z 6
4
2
o
Cpen Banking Phase 2 Customer 350 Cists Lake EXYC Automation Diigital Lending Contact Centre AML Platform Regulatory Reporting
Project Name Type Pain Points Addressed Budget ($M) Health 5tatus
Open Banking Phase 2 Regulatory 17 £4.8M Green
Customer 360 Implementation Strategic 15 £12.5M Amber
Data Lake Implementation Maodernization 14 $7.2M Green
KYC Automation Regulatory 132 £4.5M Amber

Digital Lending Platform Strategic 12 L18.5M Green




Service Domain Pain Point Analysis

Analysis of service domains reveals where pain points are concentrated and which in-flight projects can provide relief:

Service Domain Pain Points vs. Active Projects

I Fain Point Count [l Active Projects

Document Senvices Party Data Mgmt Fnow Your Customer Undensriting Credit Risk Customer Case

Count
(%] (4% o=

—r

Critical Service Domains Requiring Attention

Service Domain Pain Points Active Projects Avg Drop-0Off Rate Avg Manual Intervention
Document Services 8 1 12.5%% 45.6%
Party Data Management 7 4 15.4% 30.7%
Know Your Customer 6 2 16.3% 33.3%
Underwriting 5 1 9.6% 65.0%%

Credit Risk Assessment 3 1 11.7% 58.3%



Critical Pain Points and Mitigation Projects

Investment Distribution by Project Type ($106.8M Total)

High-impact pain points with corresponding in-flight intiatives:
Financial Documentation (20% Drop-0ff, 65% Manual Intervention)
* Customer 360 Implementation ($12.5M) - Centralizes customer data to reduce documentation requests
¢ KYC Automation ($4.5M) - Automates document verrfication and validation processes
* Data Lake Implementation (57.2M) - Provides unified data access to eiminate redundant requests
Digital 1D Verification (18% Drop-0ff)
« KYC Automation ($4.5M) - Implements automated identity venfication workflows
* AML Platform Upgrade (53.2M) - Enhances real-time identity screeming capabilities

* Open Banking Phase 2 ($4.5M) - Enables secure digital identity federation

Credit Decision (15% Drop-0ff, 40% Manual Intervention) B Cirstegic (380.3M)

B Fegulatory (528.7M)
B Modemeabon (311.06

B Coerations {S6.2M)

* Digital Lending Platform ($12.5M) - Automates credit decisioning with Al/ML models

Document Upload (18% Drop-0ff, 20% Manual Intervention)

* Customer 360 Implementation ($12.5M) - Pre-populates applications with existing data
* Data Lake Implementation ($7.2M) - Retneves documents from centralized repository

» KYC Automation ($4.5M) - Implements intelligent document capture and OCR
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