Spring is bootiful

N but so is your domain
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Check In to the talk on your phone and answer the following question:
Why did you become a software engineer?

Because it makes a lot of fun

Money

To finance my lavish lifestyle

Improving people's lives

.

(

Because | love develop new thing.

| Like to wipe my tears with benjamins

Lovin'the code

To build things | would see only Iin the

future

| don’'t ke manual labour

| didn't know what | was doing

Because | can!

Interest in computers/software

Because it's fun

| Like ruining my eyes every day

Creative work

It was the most fun | could have while
sitting down and still get paid!

To continually challenge myself
throughout my career

Create stuff other people use on a daily
bases

nterested iIn many things (including tech),
figured back in 1997 that IT will be used
everywhere, opening doors to all kind of
fields, and it really did!

Better than economics

Loved coding

~ N

= S/

Best way to get a EU job visa with only an
undergrad degree

To contribute to a product that can have a
positive iImpact on the world whilst

solving challenging technical problems

Creativity

| was always drown to computers and
than | found out | can talk to them through
software

For the money

| love solving problems Iin general. Plus

we create a lot to solve later, too )

Money and creativity

Parents forced me

The big money :D

As a child | loved computers

School teacher said he hated it and then

explained what it meant. It sounded like
I'd love It

Father told me that | will make a lot of
money.

-

\

Test

It sounded cool

| wanted to create videogames

Not creative enough for design &'

~ ™
| like solving problems

\. J
|s fun

| didn't know what to study.

You have to choose something right

Interest In solving problems with Logic

Pure randomness, but luckily | found my
path

|

1 Because its easy

Math made sense and so did software
engineering.

To program the machines!

-
| like solving problems. j

Because its awesome, passion and pays
well

Because my mom wanted me to be a
linguist.

Needed a surefire way to make a living,
and always had a knack for computers

\

Money

To earn more but it Turner out
sooooogreat

| love to solve problems

Interest

| like solving problems.

( Love programming }

As kid 1 liked to build paper models what
was mostly about following instructions
how to build 1it. Then 1 came to computer
and found that | can write these

Instructions to build a model and that got
—oon laaaliadl .\ N
| like to tinker around and solve problems.

\. J

| love digging deep into how stuff works.

Page 1 of 2 p

W 67




Check In to the talk on your phone and answer the following question:
Why did you become a software engineer?

Gaming Entertainment, fun, math and €@ The Community

N\ 4 e
My father got me interested In | got a offer for this job 10 years ago and | Because I1s an amazing feeling see your
programming when | was in 6/7th grade got to love It. code working

4 y 9 4

and | always found it fascinating. Also It's
a varied field with a lot of options for the

Because, | could not became space man,

future. . ,
IS my second opcion.
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Michael Plo

Fellow at INNOQ

Mastodon (or Twitter): @bitboss@mastodon.social

LinkedIn: https://www.linkedin.com/in/michael-ploed/

Current consulting topics:

Domain-Driven Design Neads On
DOMAIN-

, DRIVEN

Team Topologies DESIGN

Michael Plad

Transformation from IT Delivery to digital product orgs

Regular speaker at (inter-)national conferences and author of a Y

DDD Crew

book + various articles 2

Domain-Driven Design Crew

© woriawide
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But SORRY!

This is the last time I'll mention Spring
in this talk

... NOt sOrry ;-)



Let me motivate you for
your domain and some business stuff



Don’'t be afraid: |
don't want to turn
you into a business

suit




Instead | think that
business and
domain knowledge
will make you a
more valuable
developer

Photo by Jon Tyson on Unsplash



VALUE

Your value will increase

You write better code which is more maintainable




VALUE

Your value will increase

You will make better modularization decisions

You write better code which is more maintainable




VALUE

Your value will increase

You will communicate better and therefore be heard more

You will make better modularization decisions

You write better code which is more maintainable




Your value will increase

You can make a significant impact on the product design

You will communicate better and therefore be heard more

You will make better modularization decisions

You write better code which is more maintainable




VALUE

Let's approach this bottom-up

You write better code which is more maintainable
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~the key to incremental architecture
Is to build on a framework that can
accommodate change... that
framework is the domain.... By
modeling the domain, you can more
easily handle changes to the domain”

Allen Holub

https://holub.com




Innovation Cycles

Market

D Great User ﬁ ﬁ
. Teams
Experience

—ﬁ—

Eacs

Software Architecture
13




Innovation Cycles

Market

\ ,.

G '
Grect.User = BUS|ne§s S
Experience & Domain

—ﬁ—

geacs

Software Architecture
13



We can drive this even further



ACCELERATE
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ACCELERATE

Building and Scaling High Pe “A loosely coupled software

lechnolo gy C ':.‘:n,;"ftnz“»rw

: architecture and org structure
to match” is a key predictor of:

Continuous Delivery Performance

Ability to scale organization and
iIncrease performance linearly

Nicole Forsgren, PhD
Jez Humble ocnd Gene Kim
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What goes into production

84.94%

6.63% 8.43%
E— S
The knowledge and experience The content of specifications The assumptions about the
of business folks domain of developers

W 166



Michael as a young developer for a
mortgage loan scoring engine
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Michael .
Engineers

Risk
Managers



| had a great and thorough specification




The starting point




Let's look at the business rules




Existing customers with an amount
of cash of more than 10.000 EUR on
accounts of the Pug Bank will be
preferred per person with more
points (+ 5 points).

Probability of
repayment from credit

agency query = points

Applicants from Munich
and Hamburg will be
preferred with more

points (+ 5 points)

Total amount of loans
+ sum of own funds !=
Sum of (purchase)
costs is a nogo criteria

Customers with equity ratio of 15 -
20 percent get 5 points, customers
with equity ratio > 20 percent get 10
points and customers with > 30
percent get 15 points

ls the market value of
the property in the
average range that
gives 10 points

Probability of
repayment from credit
agency query<60is a

NOgo criteria

One nogo-criteria
present: red
(independent of
amount of points)

>3 warnings in the
credit agency response
are a nogo criteria

<120
points: red

>= 120
points: green

Total amount of loans
> collateral value is a
nogo criteria

e

A negative remark in
the result of the credit
agency query is a nogo

criteria

A monthly budget
surplus with future
repayments of > 1,500
EUR gives 10 points.

T

Total monthly loan
payments > monthly
earning capacity - monthly
expenses is a nogo criteria



Total amount of loans
> collateral value is a
nogo criteria

Total amount of loans
+ sum of own funds |=
Sum of (purchase)
costs is a nogo criteria

A monthly budget
surplus with future
repayments of > 1,500
EUR gives 10 points,

Exist ng custormers wath an amount
of Cash of moe than 10.000 EUR en
accounts of the Pug Sark will be
preferred per person with more
polets [+ 5 points)

The rules in the bigger picture

Customers with couty rasio of 15
20 percent get 8 polrts, customens
wth equity ratio » 20 percert get “0
polars 30d CUstam ers with > 30
percent gel 15 sonts

Is the market value of
the property in the
average range that

gives 10 points

Total monthly loan
payments > monthly
earning capacity - monthly
expenses s a nogo criteria

Applicants from Munich
and Hamburg will be
preferred with more

points (+ 5 paints)

-~

A negative remark in

Probability of the result of the credit
repayment from credit agency query is a nogo
agency query = points ciibecia

“Probabiityor
repayment from credit > 3 warnings in the
agency query<60isa  credit agency response
NOgo criteria are a nogo criteria
L ———————
One nogo-criteria
present: red
(independent of
amount of points)

<120
points: red

>= 120
points: green




The specification implied the
following structure



Points

No Go Criteria

Scoring Result

A monthly budget
surplus with future
repayments of > 1,500
EUR gives 10 points.

Probability of
repayment from credit

agency query = points

S -
Customers with equity ratio of 15 - Applicants from Munich
20 percent get 5 points, customers and H amburg will be

with equity ratio > 20 percent get 10 :
points and customers with > 30 preferred with more

percent get 15 points points (+ 5 points)

Is the market value of
the property in the
average range that

gives 10 points

Existing customers with an amount
of cash of more than 10.000 EUR on
accounts of the Pug Bank will be
preferred per person with more
points (+ 5 points).

A negative remark in Total monthly loan
the result of the credit payments > monthly
agency query is a nogo earning capacity - monthly

criteria expenses is a nogo criteria

[

Total amount of loans

+ sum of own funds !=
Sum of (purchase)

costs is a nogo criteria

>3 warnings in the
credit agency response
are a nogo criteria

Probability of
repayment from credit 1.1 2 ount of loans
agency query <60 is a > collateral value is a

Nogo criteria nogo criteria

One nogo-criteria
present: red
(independent of
amount of points)

<120
points: red

>= 120
points: green




So | built my scoring engine
according to that structure
which | assumed in my head
which roughly looked like this
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The acceptance test and a
change in communication




i Pl — Dt

Michael Risk

Managers



| developed a bad gut feeling
but go-live was fine, just two
minor bugs.

But then came a new
requirement...



We want to see if a red scoring
can become green with more
own funds

iIf yes: how much more money
do the applicants need?



Michael: ,,this affects nearly everything”

Points

A monthly budget

surplus with future
repayments of > 1,500
EUR gives 10 points.

T ————————

Customers with equity ratio of 15 -
20 percent get 5 points, customers
with equity ratio > 20 percent get 10
points and customers with > 30
percent get 15 points

Is the market value of
the property in the
average range that

gives 10 points

Probability of

repayment from credit
agency query = points

Applicants from Munich
and Hamburg will be
preferred with more

points (+ 5 points)

Existing customers with an amount
of cash of more than 10.000 EUR on
accounts of the Pug Bank will be
preferred per person with more
points (+ 5 points),

—

No Go Criteria

A negative remark in
the result of the credit
agency query is a nogo

criteria

> 3 warnings in the
credit agency response
are a nogo criteria

Probability of
repayment from credit
agency query <60 is a

NOgo criteria

Total monthly loan
payments > monthly
earning capacity - monthly
expenses is a nogo criteria

Total amount of loans

+ sum of own funds !=
Sum of (purchase)

costs is a nogo criteria

R —

Total amount of loans

> collateral value is a
NOgOo criteria

Scoring Result

One nogo-criteria
present: red
(independent of
amount of points)

<120
points: red

>= 120
points: green




Risk Management: ,,no, it's only in one part”



The risk managers started to
think that | do my surname

justice
(just replace the P in Plod by a B)

Deutsch (erkannt ) WV : Englisch (US) v ( © ) Glossar
Blod < Stupid
Silly

Dumb



They had a different mental model

Points |

No Go Criteria

Applicant Rule Cluster

A monthly budget
surplus with future
repayments of > 1,500
EUR gives 10 peints.

LLstomes wath equaty rato of 15
2) poreen: gt 5 poimts, customrs
WY 2CUty "abo > A percent get 10
PONS INI CATMETS At > S
parent pet 15 points

s the market value of
the property in the
average range that

gives 10 points

A negative remark in
the result of the credit

agency query Is a nogo
criteria

Probability of
repayment from credit
agency query = points

Applicants from Mun ch

and Hamburg will be
preferrec with more
points (+~ 5 points)

EXIEE NG CULIOMErs Wit 21 amcunt
of cath o' rore than "V OUU UK on
2200nts oF The Aug Bank will ¢
preforrac per person with more
pants (* 5 coimts)

>3 warnings in the
credit agency response
are a nOgo criteria

Probability of
repayment from credit
agency query<tlis a

Nogo criteria

Scoring Result

One nogo-criteria
present: red
(independent of

amount of points)

<120
points: red

S ——

>=120
points: green

Total monthly loan
payments > monthly
earming Lapdacity - monihly
EXDENSes is 4 NOKU Cr leria

Total amount of lcans
+ sum of own funds !=
Sum of (purchase)
COStS IS @ NOgo criteria

'otal amount of lcans
>collateral value is a

NOgo criteria

Zestngunstoimers alth a1 4 nou o
of cash of srore than 10.20C EUR on
ACTNOTS of the Pug Rark Al he

preferred ger person wit more

ponts (+ & Jonts)

Applicarts from Munich
and Hamburg will he
preferrad with more

points (+ S points)

Credit Agency Rule
Cluster

Maonthly Cash Flow
Rule Cluster

A monthly budget Tolal menthly loan
surplus with future payments > monthly
repayments of > 1,500 ecrning cauacity - monthly

“UR g'ves 10 points. CXPENSCS 15 3 NORO Critern

K Tegauve TEMTark mm—

the result of the credit
agency query is a nogo

Probability of
repayment from credit
agency query = points

creeria
ﬁoBaBI!!W or
recayment from credit > 3warnings in the
agency query <6015a  ¢redit agency response
n0go cntera are d NORL criteria

Scoring Result |

Real Estate Financing
Rule Cluster

Total amount of ‘oans
> collateral value is a
NOgO criteria

Total amount of ‘oans
+ sum of own funds =
Sum of (purchase)
cOSts iS a nogo criteria

fusramars Witk anp ity “anant 15.
20 percert get 5 poirts, customers
~rh ecunty rato ~ U parsantget °0
s sl cunslom ens will » 30
percent ge: 15 ponts

Is the market value of
the property in the
average range that

gives 10 points

One nogo-criteria
present red
(Independent of
amount of points)

<120
points: red

>= 120
points: green




Everyone was right, from their perspective

Points

No Go Criteria

Applicant Rule Cluster

A monthly budget
surplus with future
repayments of > 1,500
EUR gives 1C points.

LLStome s wath equaty rato of 15
2 percen: get S poimts, customrs
WM 2CuUty "abio > A percent get 0
PONS INT CATMETS At > S
partent pet 15 paints

s the market value of
the property in the
average range that

gives 10 points

Probability of
repayment from credit
agency query = points e

& e A criteria

A negative remark in
the result of the credit

agency query Is a nogo

Applicants from Munich

and Hamburg will be >3 warnings in the
preferrec with more credit agency response
points (~ 5 points) are 2 NOgO critera

EXISE NG CUSIOMErs Wit 2% amcunt
of cash o' rore trhan "V OUU UK on
JC2o0NtS OF Ihe Ag Bank will o¢

Probability of
repayment from credit

prefarrac ger person with more agency query<tlisa
St el e nogo criteria

Scoring Result

One nogo-criteria
present: red
(independent of

amount of points)

<120
points: red

———

>=120
points: green

T ——

Total monthly loa:
payments > monthly
earming Lapdacity - monihly
EXDeNsSes is 4 NOKU o leria

Total amount of lcans
+ sum of own funds !=
Sum of (purchase)
COStS IS a NOgo criteria

'otal amount of lcans
>collatera value is a

NOgo criteria

m—

Applicants from Munich
Zestngunstoimers alth a1 4 nou o :
of cash of rere than 10200 EUR o and Hamburg will be

preferred ger person with more 3
ponts (+ 5 soente) points (+ 5 points)

Credit Agency Rule
Cluster

Maonthly Cash Flow
Rule Cluster

A monthly budget Total menthly loan
surglus with future payments > monthly
repayments of > 1,500 ecrning capacity - monthly

EUR gives 10 points. CXPENSCS I5 A 0RO Critery

ATegauveTermarkmr

the result of the credit
agency query is a nogo

Probability of
repayment from credit
agency query = points

creeria
Probzbil'ty of
repayment from credit > 3warnings in the
agency query <60152  ¢redit agency response
n0go cnitera are a Nogo criteria

Scoring Result

Real Estate Financing
Rule Cluster

CHar wish iy an f15.
Total amount of ‘oans o R A o
L0 percert getl 5 ports, customers

> collateral value is a ~h ecunty ratio ~ JUparsentget "0
s sl Lunlomens will » 30

“080 cr terla percent ge: 15 ponts

Tetal amount of ‘oans Is the market value of

+ sum of own funds = the property in the
Sum of (purchasc) average range that

COStS IS a nogo criteria gives 10 points

One noge-criteria
present red
(Independent of
amount of points)

- <120
points: red

>=120
points: green




| refactored my code to their
mental model and the new
requirement was suddenly
very easy to implement
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Key

Learnings

It Is essential that you understand the mental
model which is in the heads of the business folks.

Their requirements and assumptions stem from this
mental model.

Implement the structures in your domain logic code
according to this shared understanding.

Try to reduce the amount of implicit assumptions in
your head as much as possible.



1t i1s not the domain
experts knowledge that
goes into production, itis

the assumption of the
developers that goes into
production”

Alberto Brandolini

Inventor of EventStorming



Story Mapping Example

E' g‘ Sackbone # / Steps #
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Image for example mapping taken from: h ; npracticelibrary.com/practi xample-mappin
Image for user story mapping taken from: https:/www.hanssamios.com/dokuwiki/how_do_we_build_and_maintain_context_when_all_we_have_is_a_backlog_list
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Design Level EventStorming

An actor observes the read model
usually in an user interface

Consistent Read Actor /

/’ - = Ul <= = = Ppersona

/ Rules ~ . Produce an Model \

Invoked on \ Results in Decides to
{ - one or more ;

Domain Command
Event

’ Activates a

Invoked on External Produces an \» y
System e

Command

!




Starting point




Total amount of loans
> collateral value is a
nogo criteria

Total amount of loans
+ sum of own funds |=
Sum of (purchase)
costs is a nogo criteria

A monthly budget
surplus with future
repayments of > 1,500
EUR gives 10 points,
T

Exist g customers wath an amount
of cash of more than 10,000 EURon
accounts of the Pug Sark will be

preferred per persor with more
polots (+ 5 points)

Customers with couty rasio of 15
20 percent get S polrts, customens
wrth equiy ratio » 20 percert get "0
points a0d custom ers with > 30

e gel 15 pons

Is the market value of
the property in the
average range that

gives 10 points

Total monthly loan
payments > monthly

earning capacity - monthly
expenses s a nogo criteria

Applicants from Munich
and Hamburg will be
preferred with more

points (+ 5 paints)

Chaotic Exploration on business rules

A negative remark in

Probability of : the result of the credit
repayment from credit agency query is a nogo
agency query = points Ciitaria

“Probabilityor
repayment from credit > 3 warnings in the
agency query <60isa  credit agency response
NOgo criteria are a nogo criteria
T ———""
One nogo-criteria
present: red
(independent of
amount of points)

<120
points: red

>= 120
points: green




You can already st

art to wri

Total amount of loans
> collateral value is a
nogo criteria

Total amount of loans
+ sum of own funds |=
Sum of (purchase)
costs is a nogo criteria

A monthly budget
surplus with future
repayments of > 1,500
EUR gives 10 points.
S ————————

Exist g custormers wath an amount
of cash of mo~e then 10.000 EUR en
accounts of the Pug Sark wil be
preferred per persor with more
polets [+ 8 poines)

Customers with couty rasio of 15
20 percent get 8 polets, customers
wth eqaiy ratio » 20 percert get "0
polnls 20d Custam e with > 30
percet gel 15 oons

Is the market value of
the property in the
average range that

gives 10 points

Total monthly loan
payments > monthly
earning capacity - monthly
expenses is a nogo criteria

Applicants from Munich
and Hamburg will be
preferred with more

points (+ 5 paints)

te tests!

A negative remark in

Probability of the result of the credit
repayment from credit agency query is a nogo
agency query = points criteria

“Probabllityor
repayment from credit > 3 warnings in the
agency query <60isa  credit agency response
NOgo criteria are a nogo criteria

L —————

One nogo-criteria
present: red
(independent of
amount of points)

<120
points: red

>= 120
points: green




Which grouping of the rules is the right one?

Points

No Go Criteria

Applicant Rule Cluster

A monthly budget
surplus with future
repayments of > 1,500
EUR gives 10 peints.

Lustome s wath equaty rato o 1%
2) percen: get 5 poimts, customars
WY CUty "abio > A percent get W0
PONS INT CATIMETS it > &
parcent pet 15 peints

's the market value of
the preperty in the
average range that

gives 10 points

Probability of
repayment from credit
agency query = points

Applicants from Munch
and Hamburg will be
preferrec with more

points (= 5 points)

EXIX NG CuLioMers wn 2% amcunt
of cash o' Mmore than "V OUU UK on
2200Nts OF The Aug Bank will 2¢
preforrac per person with more
pants (+ 5 2oimts)

A negative remark in
the result of the credit

agency query Is a nogo
criteria

>3 warnings in the
credit agency response
are 2 NOgo criteria

Probability of
repayment from credit
agency query<tlis a

nogo criteria

Scoring Result

One nogo-criteria
present: rec
(independent of

amount of points)

<120
points: red

>=120
points: green

Total monthly loan
payments > monthly
earming capacity - monthly
EXDENSes is 4 NOKU Cr leria

Total amount of lcans
+ sum of own funds !=
Sum of (purchase)
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Credit Agency Rule
Cluster

Monthly Cash Flow
Rule Cluster

A monthly budget Tolal menthly loan
surplus with future payments > monthly
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R TeZaUve TeTTark
r |
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Probabilityor
recayment from credit > 3warnings in the
agency query <6015a  ¢redit agency response
n0go cnitena are a NORL criteria

Scoring Result

Real Estate Financing
Rule Cluster
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Sum of (purchase) average range that
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One nogo-criteria
present red
(iIndependent of
amount of points)

<120
points: red

>=120
points: green




VALUE

Let's approach this bottom-up

You will make better modularization decisions

You write better code which is more maintainable




We already talked about modularization
on a lower level...
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Modularization on a higher level



There are many choices to group domain concepts

Output quantity
@ - Q

s &
CD
CD |




There are many choices to group domain concepts

Output quantity

AB




All models are wrong, some are useful
George Box



Not at all

To which degree do you understand the following parts of the
business model of your application?

| fully understand it

@ Customer
Segments

() Value Proposition

@ Channels (like
online, mobile,...

@ Cost Structure and
Revenue Stream

W 194



The Business Model Canvas
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OREILLY

CSCAPING THE ~When companies do not understand their

B“llD customers’ or users' problems well, they

cannot possibly define value for them.
TRAP Instead of doing the work to learn this
information about customers, they create
a proxy that is easy to measuvure. Value’
becomes the quantity of features that are
delivered, and, as a result, the number of

How Effective Product Management

Creates Real Value features shipped becomes the primary

MELISSA PERRI metric of success.”







| don't agree at all

To which degree do you agree with the following

sentence

There are modularization options that work for or against a value proposition

| fully agree

$ 182



How can we come up with proper boundaries for
modules (be it in monoliths or microservices) when we
don't know or understand the value proposition?



Ask these questions

What value do we deliver to the customer?

Which one of our customer's problems are we helping to solve?
Which job are we helping the customer get done?

Which customer needs are we satisfying?

What bundles of products and services are we offering to each Customer
Segment?

Source: https://www.strategyzer.com/business-model-canvas/value-propositions



Types of value propositions

Newness Brand / Status
Performance Price
Customization Cost Reduction
.Getting the job done” Risk Reduction
Design Accessibility
Usability Convenience

Source: https://www.strategyzer.com/business-model-canvas/value-propositions



Book hints

You're holding a handbook for visionaries, game changers,
and challengers striving to defy outmoded business models
and design tomorrow's enterprises. It's a book for the...

WRITTEN BY
Alexander Dstervalder & Yves Pgneur

CO-CREATED BY
An amazing crowd of 470 practitioners from 45 countries
DESIGNED BY

. s *V’ -'-;‘
? m“ A8 "?ﬂ

 International Bestseller
30+ Languages

WILEY
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A

How to create products and
services customers want.

Get started with...

Value

strategyzer.com/vpd

written by

Alex Osterwalder

Yves Plgneur

Greg Bernarda Series

Alan Smith Sl
Designed by hlummmm
Trish Papadakos
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Check out DDD-CREW on GitHub

Pull requests Issues Marketplace Explore

Domain-Driven Design Crew Follow
DDD Crew
@ Werldwade
() Overview [ Repositories 6 [ Projects 1 @ Paccages R Teams 1 2 People %
Pinnec
';’) ‘/'Cfo' 3. %b“c v
: rou are viewing The READNME and dinned
4 welcome-to-ddd >ublic I ddd-starter-modelling-process Public
IRDUSIHONIZS &5 4 DubiiC Lt
Defintcns of DD and furdamerta saoncects to reduce the lsarh ng I vou're 2en Lo DD 2 and not sure where 10 start tus orocess will gude
curve and cenfusion yCL 3ep-by-step fou €3N Sreate 3 REALME fe visib € 1o anyere
w7250 Y 43 wak Y232

People

] Repositories

() Fnd areposilony Type ~ Anguage - Sorl ~ a

<

2E
806

@
e

Osl
eventstorming-glossary-cheat-sheet Pubic ‘
\‘l' 3 14 6[3( (C-HY-5A.4 1) L., ah '3 ' :.1 / LUpadated 711 days ann

Iop languages

bounded-context-canvas “ublc

A structured aporoach 1o ces gning anc cocumenting @ach of your bounded contexts ®HTML
.HI‘.'A 1’{ 1 O6 @ L-BY-SA-4d1 'x’ 120 G\ | t'l L Updated 12 Jays £Q0

https://github.com/ddd-crew



Domain-Driven Design starter
modeling process

A slarler process for beginners, no: a rigid best-praclice.
DDD is continuous, evolutionary and iterative design.

) o

Align

Business model and
Lser heedls

Discover

Tne domair visually &
collabzratively

Decompose

The domain into
sub-domeirs

ooooooooo

Strategize

Businzss dilferentiating
core-domans

o

Sub domains tc form a
Icosely coup ed
archileclure

Organize

Teams aroungd
bourdead contexts

Define

Reles & responsibilities
for bounded contexts

Code

Your bounded coritext
with tactical patterns

https://github.com/ddd-crew/ddd-starter-modelling-process



Bounded Context Design Canvas

The canvas guides you through the process of designing a bounded context by requiring you to
consider and make choices about the key elements of its design, from naming to responsibilities, to
its public interface and dependencies.

Vs
Na me: guhut com/ddd-crevuhounded-comtext-canvas

™

Purpose Strategic Classification [ Domain Roles

Damain Evolution Roke Types
ir -1

Inbound Communication Outbound Communication
Ubiquitous Language

Context-specific domain terminology

<Dare n Tedme
wuivh 4o

Business Decisions

ey business rules, policies, and decisions

Assumptions Verification Metrics Open Questians

Source: https://qithub.com/ddd-crew/bounded-context-canvas




V5
Name: SCOring github.com/ddd-crew/bounded-context-canvas |@ Q I

Purpose Strategic Classification Domain Roles
Domain Business Model Evolution Role Types

Provide a fully automated, highly trustable and reliable

assessment of the approvability of a credit application core compliance
for retail mortgage loans.

custom execution =
built context

| —— L

- other

Inbound Communication Outbound Communication
Ubiquitous Language

Context-specific domain terminology

Saconns Pre Scoring Document
. Check
Grouping of scorning rules Green
: : (ko criterla & point
Application Application hased) Inta clusters that
Entry submitted can be ndependendy
scorec Pre Scoring Credit
Red Decision
: Scoring Result
Jthe scoring resu s either
S R, Application T A °'_"'“
Check merked as Main Scoring  Main Scoring Credit
checked Green Red Decision
= = k2
Business Decisions
Key business rules, policies, and decisions ol
Retrieve S
Real Estate Account Core Banking System ¢
Real Estate ratios KO Criterla Paint Based Rules Balance ¢ .
Rating 1 e
calculated

Scoring Result: ; s )} « )
1 KO Criteria: red Determine
= 120 points and no KO: green creditworthiness Credit Agency >
‘ of applicant )‘ .
4

Assumptions Verification Metrics Open Questions

+ Pre- and Main Scoring will run on the same rules for the + 95% of changes will affect both pre- and main Should there be a

forseeable future scoring and 90% only on rule cluster at a time. score color "yellow"

+ We will only work with one credit-agency . 75% of changes to the application form will have S———
+ There will be a high stability in the area of real estate ratios no impact on Scoring




VALUE

Let's approach this bottom-up

You will communicate better and therefore be heard more

You will make better modularization decisions

You write better code which is more maintainable
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Food for thought

Michael Plod - Sie coeo
| Fellow at INNOQ
® 2 wochen - ®

| see many job postings in which companies are looking for solution-oriented
architects / developers.

It may sound absurd but |I'd rather look for problem-oriented ones: folks who
try to understand the problem first and not those who jump head-first into
solutions lacking the understanding of the actual problem to solve.

e 173 23 Kommentare - 3 direkt geteilte Beitrage
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The Software
Archltect Elevator

- Redefining the Architect’s Role
o'l°.

Gregor Hohpe

https://architectelevator.com/



Modern architects align organization and
technology, reduce friction, and chart
transformation journeys. In addition to
working with UML and architecture styles,
such architects ride the Architect Elevator

from the penthouse, where the business
strategy is set, to the engine room, where
the enabling technologies are implemented.
They shun popular buzzwords in favor of a
clear strategy defined by conscious
decision making.

Gregor Hohpe

Author of , The Software Architect
Elevator”



Let's approach this bottom-up

You can make a significant impact on the product design

You will communicate better and therefore be heard more

You will make better modularization decisions

You write better code which is more maintainable




Shift
from

Projects
to
Products

Tech-enabled
Organizations

Tech is core strategic asset in
product and not a cost center

No feature factories

Strong aim to insourcing of
development of functionality
which is core to the business




Technology

Product

Product Thinking 101 by Naren Katakam https://uxplanet.org/product-thinking-101-1d71a0784f60



«Product thinking is the journey from the
of the users to the
of the business.

The goal of this journey is to
between users and the business.”

Naren Katakam




Direct customer feedback

Team brainstorming

I

Market research

'If you're just using your ‘
engineers to code, Campettr procuc
you re only getting
about half their value.”

Executive orders

Marty Cagan '

Crowdsourcing tools and/cr company idea submissions forms

I
o~

External consultants

Other

Source: https:/medium.com/agileinsider/what-we-learned-from-our-survey-of-550-product-managers-and-leaders-79340126ccab



process automation

What is digitali

take physical documents o continuous learning

zation?

on

.
o -
8 efficiency and effectivit o "
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— : L a8 93
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automating processes fyt N 350 £ 09 o SPHNJI9 o hanging a manual 3
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What is the

from a business perspective



Purposes of digitalization

Digitalization




Purposes of digitalization

Improve an existing business
model with tech

Digitalization




Purposes of digitalization

Improve an existing business
model with tech

Digitalization

Create a whole new business
(model) enabled by tech



Did you realize?



nLet's just introduce DevOps!”
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Developers
Architects
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1474
Business

Domain
Experts

1474
Developers
Architects
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Opportunity Reqs Build Release
Selection Planning

Waterfall

Opportunity Reqs : “Agile” with

Galictinn Planning Build ' Test Release Kt siallrn
Opportunity Regs “Agile” able

Calection Planning Build Test ’ Release b valanss
Og 522:: g;ty Plzggisn ] Design I \pBuild Test Release o,
oﬁgggggy pgﬁﬁisn : Design Build Test Release Run roorsr R
Opportunity Regs , .

ST Planning ’ Design Build Test Release Feature Factory
Opportunity Reqs : ; Product Team

oot WY Srnne Design Build Test Release Run P
Op b Req§ Design Build Test Release Run Product Team

Selection Planning

Sovurce: https://amplitude.com/blog/journey-to-product-teams-infographic ’ CrOSS'funCtiona| COllaboraﬁon #
Team Boundary Start | Work | Finish together A m p I [ t U d e

External handoff Internal handoff



Waterfall

“Agile” with
release silo

“Agile” able

tO release

Moving the responsibilities
to the left requires developers

DL"‘)igfl adS
team membel

DevOps

design/dev collab

to understand the business
as well as the business to
understand tech

Feature Factory

PFroduct leam
w! “mini CEQ”

Product Team

Ty, /e y r [N - 2Tl T2l mellb ~ A" TIAN
Source: https://amplitude.com/blog/journey-to-product-teams-infographic Cross-functional collaboratio
.'\“ ll'l\," : & i p . 4 =
Start | Work | Finish to jethel
Ewrbarmal o mbtarnal b s A
External handoftt Internal handon



| am convinced that
business and
domain knowledge
will make you a
more valuable
developer

Photo by Jon Tyson on Unsplash



Thank you! Q

www.innog.com

Michael Pload

E-Mail: michael.ploed@innog.com
Socials: @bitboss@mastodon.social
LinkedIn: https:/www.linkedin.com/in/michael-ploed/
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