
Philosophic thoughts on 
integration - Drills or holes?

Lessons learned after 25 years of 
providing integration solutions
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The bumpy road of 25 years of integration



Integration is taken for granted, 
like water from the tap



What if the water runs out?  



Disruption can turn into a disaster!



Did you ever send flowers 
to the water company?



What  does the  business really  want?

Does the  business 
want integration ?



What  does the  business really  want?

Does the  business 
want integration ?

NO!



What 
does the 
business 
really 
want?



The business
do es n’t want drills

They want 
holes



The customer wants holes!

How? 

The business just doesn ’t care.



And what does IT provide the business with?

The best drills they can find



And the business was ordering holes……



Often customers do bring their existing 
solutions



And what do we do?



What does the customer really want?



What is your deepest desire?



Take aways

Mutual Trust is key, become partners

Predictable time to delivery 

Agree a process (model) to follow

At what level can the customer and 
WeAreFrank! find each other?

How do we find each other?



Key success factors for integration 
from 25 years of experience

Meta Data Management is the key success differentiator

→ Differentiate between relational and hierarchical meta data

Check an integration capability matrix (create one)

Estimation is that 40 % of integrations use the wrong solution

“You have to use our existing platform, because we have invested in it ”

“Everything needs to be a synchronous API ”

A strategic approach to integration is an imperative, not a “nice to have ”

Be ready for the AI demand which will require 100x integration

Engage before ordering holes !
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Capability Matrix Integration Example



Capability Matrix Integration AI expanded

AP
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Questions?
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