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Les outils d'architecture d'entreprise (AE) permettent d'envisager, de
modéliser et de planifier I'avenir de I'entreprise, en offrant des
fonctionnalités pour faire évoluer en continu les modeles commerciaux,
opérationnels et technologiques. Les responsables de |'architecture
d'entreprise doivent choisir un outil d'AE qui favorise une visibilité
globale, une transformation a long terme et I'atteinte des objectifs
commerciaux.

Définition/Description du marche

Gartner définit le marché des outils d'architecture d'entreprise (AE) comme
un ensemble d'outils permettant aux utilisateurs de modéliser les
interrelations et les interdépendances au sein et entre les applications, les
capacités, les processus, les modeles opérationnels, les roles, les
informations et les technologies d'une organisation. Ces outils offrent un
référentiel centralisé pour la collecte de données et de métadonnées
relatives aux artefacts qui décrivent I'entreprise. Les utilisateurs élaborent
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des modeles et des points de vue pour représenter les relations entre ces
artefacts, contribuant ainsi a décrire et a faconner I'avenir de I'entreprise.
Les outils d'AE permettent d'analyser les tendances, les ruptures et autres
facteurs de changement au sein de I'entreprise afin d'établir des feuilles de

route réalistes et d'explorer différents scénarios.

Les outils d'architecture d'entreprise (AE ) permettent de modéliser les
aspects informatiques et commerciaux de l'entreprise, afin de faciliter
I'atteinte des objectifs. Cela nécessite la collaboration de multiples parties
prenantes au sein de |'organisation, chacune jouant un réle différent a un
moment donné. Les modeles et méthodes utilisés par les parties prenantes
varient selon leur réle et doivent étre intégrés et interconnectés pour étre

utiles.

Pour répondre a ces besoins, les outils d'architecture d'entreprise (AE)
comportent trois volets. Le premier est le métamodele de I'entreprise, qui
refléte la taxonomie et l'ontologie de tous les éléments (artefacts) qui la
composent, y compris leurs caractéristiques et leurs relations. Le deuxiéme
volet est I'environnement de modélisation, associé a un référentiel qui reflete
I'instanciation du métamodele. Le troisieme volet vise a faciliter la
collaboration entre les différentes parties prenantes au sein de

l'organisation, des métiers a l'informatique.

Les outils d'architecture d'entreprise (AE) sont utilisés dans de nombreux
domaines de l'architecture et des technologies de l'information, tels que le
métier, I'information, les solutions, la sécurité, les applications et
I'infrastructure. lls fournissent des informations détaillées et facilitent la prise
de décision éclairée en fonctionnant efficacement dans différents domaines.
Afin de répondre aux besoins d'un large éventail d'acteurs, les outils d'AE
doivent également faciliter la consultation et I'enrichissement des

informations contenues dans le référentiel. Pour travailler, les utilisateurs
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naviguent entre une multitude de vues et de représentations visuelles des

jeux de données contenus dans le référentiel.

Les outils d'architecture d'entreprise (AE) sont des méta-outils qui
nécessitent une intégration avec divers systemes d'entreprise, tels que les
bases de données de gestion de la configuration (CMDB), les outils de
planification, les outils de gestion financiere et les outils de gestion des
processus métier (BPM), afin d'accéder aux données et de les agréger pour
en extraire des informations pertinentes. De ce fait, le succés des outils d'AE
dépend fortement de 'acces aux données, de leur qualité et de leur

gouvernance au sein de tous les systemes avec lesquels ils s'integrent.

Fonctionnalités obligatoires

« Référentiel : Fournit une source unique de vérité pour l'organisation avec
le stockage, la catégorisation et le versionnage des objets, modeéles et
artefacts de toutes sortes, ainsi que des relations entre eux, et des

artefacts et vues métier associés.

« Modélisation : Structure les relations entre les entités, telles que les
stratégies commerciales, les objectifs, les buts, les contraintes, les
capacités, les personas, les parcours clients, les activités, les processus,
les flux de valeur, les politiques, les modeéles de décision, les indicateurs,
les applications, les technologies, les feuilles de route, les projets et les

programmes.

« Présentation : Des tableaux de bord, des cartes thermiques, des modeles
et des scénarios illustrent les informations et enrichissent les capacités
de présentation de l'outil. Ces représentations visuelles variées aident les
collaborateurs a comprendre et a évaluer les impacts des décisions et

des solutions proposées.
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Analyse : Identifier, évaluer, hiérarchiser et suivre les lacunes, les défis,
les opportunités et les risques au sein et entre les portefeuilles de
capacités commerciales, d'investissements, de processus, de projets,

d'applications et de technologies.

Configuration et gestion : Fonctionnalités de configuration et
d'administration pour assurer la sécurité de 'outil EA, ainsi que la mise en
place de différentes expériences utilisateur en fonction du profil, de ses
droits d'acces et de |'alignement des fonctionnalités, y compris le

contrble de 'accés aux informations stockées dans le référentiel.

Publication : Permet une large diffusion des données contenues dans
l'outil d’architecture d’entreprise au sein de l'entreprise et au-dela. Les
outils doivent également pouvoir recueillir des commentaires et des
retours d’information sur ce contenu, et/ou évaluer les éléments

contenus dans les vues du référentiel.

Intégration : Exposer et importer des données depuis et vers d’autres
produits permet a l'outil d’architecture d’entreprise de servir de
plateforme unifiée pour d’autres outils courants de I'€cosysteme
technologique de l'entreprise. Cela inclut des catégories telles que la
gestion des produits, la CMDB, la suite de gestion des processus métier
(BPMS), I'exploration de processus et les outils de planification agile

d’entreprise .

Extensibilité : Etendre le métamodeéle de I'outil EA par la définition de
nouveaux concepts de modélisation et de types de relations — jusqu'a de
nouvelles représentations graphiques et |'application de regles

spécifiques au domaine.

Caractéristiqgues communes
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« Gestion de l'innovation et du développement durable : mécanismes

favorisant la création et le suivi des initiatives d'innovation et de
changement. Cela inclut le soutien a l'idéation, a la veille des tendances
et a la mobilisation des collaborateurs, les outils de planification agile
d'entreprise, les synergies et la concrétisation des bénéfices. Les experts
en architecture d'entreprise doivent aider les organisations a suivre et a
exploiter les tendances émergentes, les technologies et les avancées en
matiére de développement durable grace a des méthodes structurées,

flexibles et itératives.

« Automatisation intelligente : fonctionnalités assistées par I'lA et
automatisées permettant aux professionnels de l'architecture d’entreprise
d’industrialiser leurs activités, leurs livrables et leurs décisions, en
fournissant de la valeur plus rapidement et de maniéere plus fiable tout en
maintenant les informations a jour. Ces fonctionnalités doivent se
concentrer sur I'automatisation des processus et des politiques au sein

de l'outil (plutot que sur des solutions externes).

. Cadres de référence : Point de départ pour structurer le référentiel et les
relations entre les artefacts, en mettant I'accent sur la prise en charge de
différentes méthodes architecturales et de modeles sectoriels. Cela inclut
une aide au choix des cadres d’architecture d’entreprise a adopter et a
I'identification des chevauchements et des lacunes, ainsi que des cadres

réglementaires ou de sécurité a respecter.

« Développement d'architecture augmentée : |IA générative (GenAl) et
développement assisté par I'lA des ressources d'architecture, que ce soit
sous forme textuelle ou graphique ou les deux, ce qui inclut, sans
toutefois s'y limiter, les conceptions d'architecture d'entreprise et

d'architecture de données, les conceptions d'architecture de référence
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de domaine et de solution, les modéles de référence technologique et les

feuilles de route.

« Assistant IA : Outil d’'IA conversationnelle capable de prendre en charge
les requétes des utilisateurs en temps réel, d’aider a identifier les
artefacts et les relations, de proposer et de construire de nouveaux
modeéles et de configurer des rappels pour les utilisateurs et les parties
prenantes concernant les taches de gestion de l'architecture d’entreprise
(EAM).

Quadrant magique

Figure 1: Quadrant magique des outils d'architecture d'entreprise ¥
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Points forts et points faibles des fournisseurs

Ardoq

Ardoq figure parmi les leaders de ce Magic Quadrant. Basée a Oslo, en
Norvege, I'entreprise a été fondée en 2013 et compte environ 250 employés.
Son produit d'architecture d'entreprise (EA), qui porte le méme nom, est
propose exclusivement en mode SaaS, aussi bien dans le cloud public que
privé. Le modele de tarification d'Ardoq repose principalement sur le

nombre d'applications, avec des modules et extensions supplémentaires
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disponibles en option. Les fonctionnalités avancées d'lA sont intégrées a
chacun des modules du produit Ardoq et ne font pas 'objet d'une

facturation séparée.

Points forts

« Priorité a l'innovation : Ardoqg consacre prés de la moitié de son chiffre
d'affaires au développement de produits et a déja commercialisé la
majorité des articles de son ambitieux plan de développement. Ardoq
dispose également d'une équipe de recherche appliquée dédiée qui suit
I'évolution des marchés des technologies connexes, ce qui a permis
d'apporter des améliorations proactives et tournées vers l'avenir a ses

produits.

+ Inherently flexible metamodel: Ardoq is built on a graph database and is
not bound to a predefined metamodel. Ardog does not require any
custom development to add unique components or reference types,

which helps streamline adaptations to specific business contexts.

« Strategic focus on business process management: Ardoq positions its
product at the intersection of enterprise architecture and business
process management. This strategic direction is evident in the launch of
its optional Process Mapping add-on, its partnership with Celonis, a
comprehensive SAP Signavio integration, and its acquisition of ShiftX — a

collaborative business process tool.

Cautions

- Elevated organizational change: In the past year, Ardoq has undertaken
significant business transformations, such as a core personnel
restructuring and a comprehensive overhaul of its pricing model. There
has also been an influx of executive and senior-level hires, at a rate far
exceeding that of its market peers. These actions, combined with ArdoQg’s
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intent to become cash flow positive and profitable in the next fiscal year,

may result in near-term disruption.

« New pricing model may constrain EA scope: Pricing for Ardoq is now
primarily based on the number of applications. For organizations with
large application portfolios or those seeking holistic enterprise
architecture coverage, this pricing model can become cost-prohibitive.
This may result in selective or incomplete application visibility, reducing
the overall value of Ardoq for large-scale initiatives. Ardoq’s definition of
an “application” is subject to change and may result in unexpected costs

or adjustments during contract renewals.

- Limited presence in emerging markets: Compared with its Leader peers,
Ardoq has relatively few customers in Latin America and the Asia/Pacific
region. Although demand for EA tools is growing in these markets,
Ardoqg’s continued reliance on regional sales partners has not resulted in
notable expansion. Ardoq’s English-only language support further
complicates its ability to gain traction and serve customers in these

emerging markets.

Avolution

Avolution is a Leader in this Magic Quadrant. Headquartered in North
Sydney, Australia, the company was founded in 2001 and has approximately
100 employees. Its enterprise architecture product, ABACUS, can be
delivered as a SaaS offering in both public and private cloud, or as an on-
premises deployment. ABACUS's pricing model is primarily based on a per-
user charge, with supplemental modules available at additional costs.
Advanced Al capabilities are complimentary as part of the Advanced and

Enterprise bundles, but are subject to a fee in the Foundation bundle.
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In December 2024, Avolution received external investment from private
equity firm Whiteoak. Subsequently, in January 2025, Avolution appointed a
new CEO as part of this investment initiative. A further CEO transition took

place in October 2025.

Strengths

« Capital infusion drives modernization: Avolution’s injection of capital
from Whiteoak has doubled its marketing budget, increased its resources
across product development and operations, and enabled a Ul/UX
modernization for power users. Avolution is also in the midst of a website
overhaul, and has opened a new office in Germany, with further

geographic expansions planned.

« Broad framework support: ABACUS supports a comprehensive catalog of
over 100 out-of-the-box EA, IT, software-related, industry-specific,
government, and defense frameworks. Users can configure, adapt, or
combine these frameworks through an intuitive drag-and-drop interface

— a process that is typically complex or nonexistent in competing tools.

« Comprehensive analysis capabilities: ABACUS provides wide-ranging
support for multiscenario and gap analysis, current-state versus future-
state diagram comparison, and foundational financial analysis. Users can
leverage a library of prebuilt, no-code algorithms that span diagnostic,

operational, and predictive use cases.

Cautions

« Lackluster innovation strategy: Despite Avolution’s increases to its
product development budget, it remains unclear how these investments
have translated into meaningful product advancements. During the
evaluation period, ABACUS's product roadmap consisted mostly of minor
enhancements rather than transformational features. Also, Avolution did
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not articulate a refreshed innovation strategy or provide sufficient

evidence of recent innovations.

« Elevated customer churn: Although Avolution has experienced customer
growth, its churn rate was higher than the majority of its competitors and
well above the industry average for software organizations of similar size.
The majority of ABACUS customers are on annually recurring contracts,
which increases the chance of year-over-year retention volatility and

fluctuations in renewal rates.

« Customer reliance on post-implementation support: Over 80% of
ABACUS users opt for paid professional services in addition to Avolution’s
standard product support contracts. While Avolution has reduced prices
for select levels of professional services — leading to increased usage —
the proportion of customers using paid professional services is higher
than most of its market competitors. This may indicate a product with a

steep learning curve or that the included product support is insufficient.

Bee360

Bee360 is a Niche Player in this Magic Quadrant. Headquartered in
Karlsruhe, Germany, the company was founded in 2003 and has
approximately 80 employees. Bee360’s eponymous EA product can be
delivered as a SaaS offering in both public and private cloud, or as an on-
premises deployment. Bee360’s pricing model is primarily based on pricing
tiers that correspond to the size of the managed IT budget a customer
organization manages within Bee360, with charges applied either monthly
or annually. Basic Al features are included in the cost of the Bee360 license,

but customers are required to use their organization’s Al APl key(s).

Strengths
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« Holistic IT and business management focus: Bee360 positions its
product as a holistic solution spanning enterprise architecture, IT
financial management, and strategic portfolio management. To maintain
consistency across these disciplines, Bee360 leverages a standardized
governance model during implementation. This has allowed the company
to simplify its internal processes related to customer onboarding, while

providing customers with a common language for decision making.

« Long-term customer relationships: Bee360 has high contract renewal
rates and one of the market’s longest average customer contract lengths.
By specifically targeting CxOs, Bee360 has ensured its product addresses
the needs of executive leadership, resulting in increased loyalty and

retention.

« Strong Asia/Pacific presence: Nearly one-third of Bee360’s customer
base is located in the Asia/Pacific region, representing a significant share
compared with most EA tool vendors, which have traditionally focused on
Europe and North America. This distribution highlights Bee360’s attention
to markets where EA tool adoption is on the rise. Comprehensive
language support further enables organizations across the Asia/Pacific

region to easily access and utilize Bee360.

Cautions

« Standardization stifles unique needs: Bee360’s standardized and holistic
approach to implementation may not accommodate organizations with
unique requirements or varied interpretations of enterprise architecture.
EA practices without extensive need for IT financial management or
strategic portfolio management capabilities may find the additional

functionality for these disciplines cumbersome.
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« Unstructured innovation and limited technical differentiation: Bee360
does not have a dedicated R&D budget and has indicated its focus is on
execution rather than innovation. Its strategy to parlay customer and
partner feedback into product enhancements is also unclear. During the
evaluation period, Bee360 explicitly stated that it does not differentiate

on technology, but instead on thought leadership.

« Limited built-in support for industry frameworks: Bee360 continues to
prioritize its own holistic governance model — BeeCore — and does not
offer comprehensive out-of-the-box support for industry, software, or
compliance frameworks. Users can still integrate or leverage industry

frameworks, but they are not directly embedded.

Bizzdesign

Bizzdesign is a Leader in this Magic Quadrant. Headquartered in Enschede,
Netherlands, the company was founded in 2000 and has approximately 600
employees. Its EA product suite contains three standalone EA tools: Alfabet,
HOPEX, and Horizzon. Each can be delivered as a SaaS offering in both the
public and private cloud, or as an on-premises deployment. The primary
pricing model for the tools is based on a per-user charge, with supplemental
modules and add-ons available at additional cost. Bizzdesign offers cross-
sell licensing to combine functionalities across its product suite. Al
capabilities are complimentary in the Alfabet and HOPEX products, but are

subject to separate consumption-based pricing in Horizzon.

Bizzdesign acquired MEGA International in September 2024 and announced
the acquisition of Software AG’s Alfabet product in January 2025. In this
Magic Quadrant evaluation, Bizzdesign — and its EA tool product suite —
have been assessed together as a single business entity. Alfabet, HOPEX,

and Horizzon have been assessed separately as three distinct products in
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Gartner’s Critical Capabilities for Enterprise Architecture Tools.

In May 2025, Bizzdesign announced a new product under development —
Bizzdesign Unify. For the purposes of this evaluation, Bizzdesign Unify has
been considered part of the organization’s overall vision but has not been

included as part of Bizzdesign’s EA product suite.

Strengths

« Acquisition-led growth and diversification: Through its acquisitions,
Bizzdesign has grown its customer base sevenfold and has tripled its
annual revenue since last year’s evaluation. Bizzdesign has also
significantly increased the size of its product development and
professional services teams, while maintaining a similar level of marketing
and business development roles. Bizzdesign has further diversified its
geographical customer base with a significant increase in Latin America-

based organizations.

« Ambitious organizational strategy: Bizzdesign’s acquisition of two EA tool
competitors, coupled with the announcement of a new product in
development, demonstrates its ambitious approach to reshape the EA
tools market and strengthen its competitive position against market
peers. Bizzdesign'’s future product is being developed to complement its
existing product suite and simultaneously bridge long-standing gaps
between EA tools, diagramming and modeling tools, and enterprise

business platforms.

« Comprehensive feature set across the product suite: Bizzdesign's EA
product suite fully supports a myriad of use cases and maturity levels
across every architecture domain. Users will also find adjacent discipline
functionalities within the product suite, such as business process

management, strategic portfolio management, technology portfolio
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management, and governance, risk and compliance. Bizzdesign’s cross-
selling option — which keeps the primary pricing model identical —
allows users to mix and match specific product functionalities across its

product suite under a single license.

Cautions

« Multiproduct strain and uncertainty: Bizzdesign has committed to
supporting three standalone EA tools for the next five to seven years,
while also developing and launching its new Unify product in parallel.
This approach introduces significant administrative complexity, as
Bizzdesign will need to dedicate substantial resources to maintaining
multiple tools — each with different codebases and deployment options.
For customers who plan to only use a single product in Bizzdesign’s
product suite, this may mean slower progress on, diminished attention to,

or less ambitious individual product roadmaps.

« Overlapping product capabilities: Although each of Bizzdesign'’s
products is marketed as relatively differentiated, all three still contain a
significant amount of capability overlap. This is especially pronounced in
select EA capabilities such as modeling, repositories, integrations,
presentation, innovation and sustainability management, and Al
assistants. The presence of similar capabilities across multiple offerings

may complicate product selection for prospective customers.

« Inherited on-premises customer dissonance: Through its acquisitions,
Bizzdesign has inherited a significant number of on-premises customers.
However, Bizzdesign has explicitly positioned itself as a SaaS-first
organization through its sales channels, with hybrid and on-premises
options offered only as exceptions. While Bizzdesign has committed to

simultaneous updates across deployment options, this SaaS-first
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orientation may result in feature parity incongruence, with on-premises

customers receiving updates or new features later than SaaS customers.

BOC Group

BOC Group is a Leader in this Magic Quadrant. Headquartered in Vienna,
Austria, the company was founded in 1995 and has approximately 310
employees. Its EA product ADOIT — part of the ADOXX platform — can be
delivered as a SaaS offering in both public and private cloud, or as an on-
premises deployment. ADOIT’s pricing model is primarily based on a per-
user charge, with supplementary product add-ons available at additional
costs. Advanced Al capabilities are complimentary in its Grow or Individual

pricing plans.

Strengths

« Straightforward pricing and accessible licensing: BOC Group'’s pricing
model is clear and straightforward, with its website outlining the price for
edit-users, readers, and ADOIT Form-users. ADOIT’s pricing page displays
prices in different currencies for each of its product tiers. BOC Group also
offers the Individual plan with the option for individual customization and
advanced tech support, as well as a completely free product version —
ADOIT Community Edition — that provides a hosted ADOIT instance with

no time restrictions.

« Complimentary Al feature set: ADOIT provides a robust set of
complimentary Al features, which can be activated via self-service, in
several of its primary pricing plans, such as text-to-diagram creation,
automated compliance checks, and decision support. While many of its
market competitors provide basic Al functionality for free and charge
separately for advanced features — typically on a consumption basis —

ADOIT distinguishes itself by including advanced Al capabilities at no
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additional cost. This allows its customers to avoid extra fees and complex

usage-based pricing.

« Prioritization of customer autonomy: BOC Group has transitioned a
range of back-office tasks and end-user ADOIT features to a self-service
model, allowing customers to independently set up configurations and
connectors that previously required paid professional services. This
approach has enabled BOC Group to reallocate resources from
professional services, business development, and support to product

development, further prioritizing product innovation.

Cautions

« Significant on-premises customer base: A substantial portion of ADOIT
customers remain on on-premises deployments, despite BOC Group's
meaningful efforts to prioritize SaaS in its sales strategy and migrate
existing users to its cloud-based offering. The persistence of on-premises
installations may hinder BOC Group’s ability to accelerate SaaS
innovations, as product development teams must continue to maintain

and update multiple product versions.

- Limited brand awareness outside Europe: Although BOC Group has
invested significantly in expanding ADOIT’s presence beyond its core
European market, ADOIT is still rarely referenced by Gartner clients in
North America, Latin America and Asia/Pacific. Compared with its Magic
Quadrant Leader peers, ADOIT received relatively few mentions in over
1,000 EA-tools-related inquiries with end-user clients assessed during the

research evaluation period.

« Multiproduct feature fragmentation: BOC Group continues to spread
resources across its product portfolio, which spans three distinct yet

interconnected domains: enterprise architecture (ADOIT); business
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process management (ADONIS); and governance, risk, and compliance
(ADOGRC). In an increasingly competitive EA tools market, having feature
sets unified in a single product has taken on added significance. While
customers undertaking full-scope enterprise architecture initiatives may
leverage basic BPM and GRC functionalities in ADOIT, accessing more
advanced BPM or GRC features requires investing in BOC Group’s
dedicated BPM and GRC products, which may be challenging for EA

practices to fully utilize or justify.

GBTEC

GBTEC is a Challenger in this Magic Quadrant. Headquartered in Bochum,
Germany, the company was founded as Global Business Transformation &
Excellence Company in 2005 and has approximately 400 employees. Its EA
product, BIC EAM — part of the BIC platform — can be delivered as a SaaS
offering in both public and private cloud, or as an on-premises deployment.
BIC EAM's pricing model is primarily based on a per-user charge, with
supplementary product modules available at additional cost. Advanced Al

capabilities are priced as modular, supplementary add-ons.

Strengths

« Common data model across product portfolio: GBTEC’s BIC platform
hosts a range of products that contain commonly sought-after EA-
adjacent capabilities, including process design, process mining, and
governance, risk and compliance. All of GBTEC's products are based on a
common data model, allowing straightforward data exchange across

adjacent disciplines.

« Flexible and broad Al capabilities: BIC EAM offers modular Al features —
delivered through Arty, the Al assistant — that can be licensed

individually. These provide organizations with the flexibility to select and
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invest in functionalities that align with their specific requirements. Al
capabilities span the breadth of BIC EAM'’s feature set, including data
management, document generation, chat-based summarization, and

insight and recommendation generation based on repository data.

« Modern user experience: GBTEC's BIC platform features a shared user
experience across its product suite, with a user interface that supports
eight languages and native embedding of accessibility features. In a
market where design elegance and intuitiveness are differentiators, the
ability to deliver an interface that is readily accessible and usable by
nontechnical stakeholders has become an increasingly important

selection criterion for prospective customers.

Cautions

« Process and operations feature bias: GBTEC'’s business has historically
revolved around business process management and operational
excellence. While the shared BIC platform offers native integration of its
products, much of the EAM tool’s user experience is built from a business
operations perspective, which may not be intuitive for customers

primarily interested in a tool to support their EA practice.

« Limited presence outside Europe: GBTEC’s operations and customer
base remain predominantly concentrated in Europe, with approximately
89% of full-time employees and 67% of customers in the region. Although
GBTEC is actively pursuing international expansion through increased
staffing and strategic partnerships, its presence outside Europe remains

limited.

« Immature EA capabilities: Despite an ambitious product roadmap, BIC
EAM is still a relatively new entry into the EA tools market and its full-
scope EA capabilities are still developing. BIC EAM’s innovation and
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sustainability management features are rudimentary compared with
Leaders in this Magic Quadrant. Customers looking for more advanced

EA features may find existing functionality sparse in the near term.

ins-pi

ins-pi is a Visionary in this Magic Quadrant. Headquartered in Cologne,
Germany, the company was founded in 2015 and has approximately 30
employees. Its EA product, YouDesign, is built natively on the ServiceNow Al
Platform and can be delivered as a SaaS offering in the public cloud or as an
on-premises deployment. YouDesign'’s pricing model is primarily based on a
flat annual subscription fee and a per-user charge, with supplementary
product modules available at additional cost. Advanced Al capabilities —
contingent on a separate ServiceNow license — are based on consumption-

based pricing of Now Assists.

Strengths

« Built on the ServiceNow platform: YouDesign is built on — and natively
integrates with — the broader ServiceNow platform. By leveraging and
expanding ServiceNow’s common service data model, workflows, and
user interface, YouDesign provides live access to ServiceNow data
without connectors or integrations — a clear advantage for many

customers in the EA tool market.

« End-to-end adaptiveness: ins-pi has remained nimble in the face of
significant EA tool market disruption, introducing new licensing models
for non-ServiceNow customers and completing a structural overhaul of
YouDesign’s user interface. ins-pi’s product roadmap for YouDesign is
intentionally dynamic, with significant influence and prioritization based

on customer feedback.
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« Fast time to value: ins-pi’s Transformation Framework — used during
customer onboarding — helps improve time to value for customers by
facilitating the scoping, planning, and implementation of architecture. It
has over 60 predefined capabilities and over 150 transformation-specific
use cases, including fully defined data requirements and solution

functionality descriptions.

Cautions

« Unequal co-opetition with ServiceNow: ins-pi is directly competing with
ServiceNow’s Enterprise Architecture module, while simultaneously
cooperating as a certified build partner in the ServiceNow ecosystem.
ins-pi and ServiceNow target a shared customer base with competing EA
solutions, creating potential for channel conflict. This dynamic may
present a significant challenge to ins-pi’s business model, given its
comparatively smaller size and specialized focus within the ServiceNow

ecosystem.

« Limited appeal for non-ServiceNow users: Most of ins-pi’s differentiating
features are contingent on having an active ServiceNow contract, which
provides live access to ServiceNow data and use of native ServiceNow
integrations. Although ins-pi has introduced its “Platform Complete”
license — geared toward organizations without ServiceNow — it remains
unclear how differentiated YouDesign is without the data synergy

associated with the ServiceNow platform.

« Lacking presence in emerging markets: ins-pi has no customers in Latin
America and has a minimal amount of customers in the Asia/Pacific
region. Organizations in these regions are increasingly interested in EA
tools, and ins-pi‘s absence may hinder its ability to capitalize on rising

demand in these emerging geographies.
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Orbus Software

Orbus Software is a Leader in this Magic Quadrant. Headquartered in
London, United Kingdom, the company was founded in 2004 and has
approximately 280 employees. Its EA product, OrbusInfinity, is delivered
exclusively as a Saa$S offering in the public cloud. Orbuslinfinity’s pricing
model is primarily based on a per-user charge and a general-use platform
fee, with supplemental solution modules available at additional cost.
Advanced Al capabilities are complimentary as part of OrbusInfinity’s

platform fee, but token usage is capped per customer.

Orbus Software acquired Capsifi in December 2024 and has incorporated
select Capsifi features into the Orbusinfinity platform, offered as the

Business Architecture (formerly Capsifi) solution. Specific Capsifi features
that have not been incorporated are those for which Orbuslinfinity already

provides equal or superior capability.

Strengths

« Comprehensive business architecture capabilities: With Orbus’s
acquisition of Capsifi, OrbusInfinity now offers some of the most
comprehensive business architecture capabilities in the market.
Customers can leverage Orbusinfinity’s Business Architecture (formerly
Capsifi) solution, with features such as value trees, value streams with
related business capability heatmaps, skills gap analysis, objectives and
key results progress tracking, and capability maps augmented by its

capability model generator.

« Expansive Al support: Orbus has expanded its support for Al, allowing
customers to leverage increased automation and intelligent decision
making. OrbusInfinity offers integration via its Flow iPaaS to numerous

third-party Al solutions, allowing features such as Al-enabled queries. Al
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capabilities also include automatically checking solution designs for
alignment with security standards, and mapping project principles and
goals to associated risks. Additionally, an Al governance agent is available
to flag projects that leverage Al, ensuring they are reviewed by the

appropriate Al governance group.

« Direct integration with Microsoft 365: OrbusInfinity natively integrates
with Microsoft Teams, SharePoint, Visio, Word, Excel, Power Bl, and Power
Automate to create diagrams, documents, and reports in OrbusInfinity.
Previously, storing Visio diagrams generated in OrbuslInfinity required a
SharePoint license; however, the platform’s built-in Draw feature now
allows users to create and manage diagrams independently of both

SharePoint and Visio.

Cautions

« Post-acquisition product uncertainty: Orbus’ plans for integrating and
evolving its products after acquiring Capsifi remain unclear. Orbus has
incorporated select Capsifi functionalities into OrbuslInfinity’s Business
Architecture (formerly Capsifi) solution, while also offering Capsifi
Jalapeno as a standalone product for select deals. Because OrbusInfinity
and Capsifi have different codebases and user experiences — and Orbus
does not intend to reengineer Capsifi's interface — managing both
products adds administrative complexity and may lead to an inconsistent

user experience when switching between them.

« Continued customer dependence on professional services: Nearly half
of all Orbus customers have opted for paid post-implementation
professional services, while all customers acquired in the past year have
used paid professional services for onboarding. While customers
commonly leverage professional services for software implementations

and ongoing support, OrbusInfinity customers’ usage rate of these
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services is among the highest in the EA tools market. Prospective
customers should assess their potential need for additional services and

include these costs in their planning.

« Limited language support: Orbusinfinity is one of the few products in this
year’s Magic Quadrant that only supports English in its primary user
interface, although integrated Microsoft 365 components (SharePoint,
Power BI, etc.) support multiple languages. Customers with numerous
architects who require non-English interfaces, especially frequent users,
should evaluate whether this English-centric platform aligns with their

requirements.

QualiWare

QualiWare is a Visionary in this Magic Quadrant. Headquartered in Farum,
Denmark, the company was founded in 1991 and has approximately 60
employees. Its EA product, QualiWare X, can be delivered as a SaaS offering
in both public and private cloud, or as an on-premises deployment.
QualiWare X's pricing model is primarily based on a per-user charge, with
supplementary product add-ons available at additional costs. Access to
advanced Al capabilities is included in the cost of the QualiWare X license,

but customers are required to bring their organization’s Al APl key(s).

Strengths

« Enduring customer loyalty: QualiWare’s average lifetime customer
contract duration is 15 years — the longest in the EA tools market.
QualiWare has also indicated it retained 100% of its customer base in the

last 12 months, a rare achievement in a market rife with customer churn.

« Intentional focus on regulatory compliance: QualiWare has invested
considerable resources into supporting evolving standards like CSRD,
CRA, and DORA. QualiWare X contains out-of-the-box compliance
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matrices and analyses, with the ability to track relevance and impact of
anticipated changes. QualiWare X also has dedicated visualization

dashboards that support audit-focused personas.

« Proactive innovation: QualiWare devotes half of its overall revenue to
product development and research. It has been a consistent early
adopter of emerging technologies, such as augmented reality and
agentic Al, while pioneering complex regulatory compliance solutions.
QualiWare also provides full support for EDGY — an open-source tool for

collaborative enterprise design.

Cautions

- Plateaued growth: Despite QualiWare’s strong customer retention and
long lifetime customer contracts, its customer growth rate was among
the lowest in the EA tools market. Additionally, its overall revenue growth
was nearly flat in the latest fiscal year compared with the previous year.
Continued growth stagnation over multiple years suggests persistent
challenges in expanding QualiWare’s footprint amid intensifying

competition in the EA tools market.

« On-premises reliance amid market shift: While QualiWare’s cloud-based
offerings are gaining traction among its newer customers, over 90% of its
existing customer base continues to rely on on-premises deployments.
Although QualiWare maintains that its on-premises optionality is strategic
and it does not force on-premises customers to migrate, client demand
for on-premises solutions has continued to decline across the EA tools

market.

« Customer dependence on professional services: Nearly 90% of
QualiWare customers have opted for paid post-implementation

professional services, and all new customers leverage paid professional
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services from QualiWare or its partners. While customers commonly
leverage professional services for software implementations and ongoing
support, QualiWare X customers’ usage rate of these services is the
highest in the EA tools market. Prospective customers should assess their
potential need for additional services and include these costs in their

planning.

SAP LeanlX

SAP LeanlX is a Leader in this Magic Quadrant. Headquartered in Bonn,
Germany, the company was founded in 2012 and has approximately 810
employees. LeanlX was acquired in 2023 by SAP, a Walldorf, Germany-based
company founded in 1972 with approximately 109,000 employees. SAP
LeanIX’s eponymous EA product — independent from the SAP Business
Technology Platform — is delivered exclusively as a SaaS offering. SAP
LeanIX’s pricing model is primarily based on a per-application count, with
supplementary product modules available at additional cost. Advanced Al
capabilities are subject to separate consumption-based pricing of SAP Al

Units.

Strengths

« Comprehensive growth surge: SAP LeanlX has continued to generate
notable revenue increases and has exponentially increased its reseller
and certified partner network as part of SAP’s PartnerEdge program.
Since last year’s Magic Quadrant, SAP LeanlX has nearly doubled its
dedicated product development team, which was already the largest in
the market. SAP LeanlIX won the most unique customer organizations
(relative to its peers) and maintained a high customer retention rate

during this evaluation.
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« Exemplary product support: SAP LeanIX offers the market’s most

comprehensive customer success program — which includes
onboarding, success roadmapping, integration, and engineering support
— at no additional cost. Its customers have the lowest utilization of paid
professional services among its competitors, which is rare in the EA tools
market, where extensive use of such services is typical. This suggests that
SAP LeanlX customers are able to rely primarily on the complimentary

onboarding and support services.

« Accelerated repository setup: SAP LeanlX contains a range of features to
quicken and simplify repository setup. Its Al-powered Inventory Builder
feature extracts objects, relationships, and attributes from diagrams or
static images and creates application fact sheets within the repository.
Leveraging integrations with an organization’s cloud security and access
management solutions, the SaaS discovery feature provides a
streamlined way to identify, add, or link SaaS applications to the
repository. The SAP Landscape Discovery feature can also identify, add,

or link on-premises and cloud-based SAP services to the repository.

Cautions

« SAP-related dilution and fragmentation risks: SAP LeanIX’s product
roadmap dedicates 30% of planned developments to SAP-specific
features. Because of SAP’s diversified product suite, additional SAP
LeanlIX features may be designed to function exclusively with SAP
products or may be redirected into adjacent SAP products such as SAP
Signavio. Prospective customers should carefully evaluate their
organization’s existing and planned investments in SAP products to

maximize potential synergies or minimize potential capability gaps.
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« Pricing model may constrain EA scope: Pricing for SAP LeanIX is
primarily based on the number of applications, in graduated tranches of
100, with a 100-application minimum. For organizations with large
application portfolios or those seeking holistic enterprise architecture
coverage, this pricing model can become cost-prohibitive. This may
result in selective or incomplete application visibility, reducing the overall
value of SAP LeanlX for large-scale initiatives. SAP LeanlX’s definition of
an “application” is subject to change, and may result in unexpected costs

or adjustments during contract renewals.

« Future-state features cost extra: SAP LeanlX's flagship module — LeanlIX
Application Portfolio Management — primarily supports application
portfolio management capabilities and omits forward-looking
functionalities often found in competitors’ base offerings. EA practices
looking to model the future-state, create roadmaps, conduct scenario
analysis, and analyze dependencies will need to purchase additional

product modules.

ServiceNow

ServiceNow is a Challenger in this Magic Quadrant. Headquartered in Santa
Clara, California, the company was founded in 2003 and has approximately
27,000 employees. ServiceNow Enterprise Architecture is a product within
— and dependent on — the ServiceNow Al Platform, and can be delivered as
a SaaS offering in the public cloud or as an on-premises deployment.
ServiceNow Enterprise Architecture’s pricing model is primarily based on a
per-business application count or number of unrestricted users, depending
on the specific EA product package. Advanced Al capabilities are subject to

separate consumption-based pricing of Now Assists.
Strengths
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« ServiceNow platform synergy: ServiceNow Enterprise Architecture
natively integrates with the broader ServiceNow platform, streamlining
data classification via a common service data model. Organizations do
not need to build or maintain separate integrations to ingest real-time
ServiceNow data into their EA tool — a common requirement in this

market.

- Path to democratized enterprise architecture: ServiceNow’s prevalence
in business and IT functions means that employees beyond EA are likely
familiar with the broader ServiceNow platform. This lowers barriers to
participating in and contributing to EA activities, addressing what is often
the most challenging aspect of successfully leveraging an EA tool —

consistent stakeholder engagement.

« Vibrant peer community: ServiceNow has a large global community of
customers, partners, and practitioners, connected through user groups,
conferences, and a robust online ecosystem. In contrast to many EA tool-
related communities and forums, which are often small or inactive,
ServiceNow’s peer network offers architects extensive opportunities for
peer learning, sharing best practices, and early access to product

innovations.

Cautions

- Extensive ServiceNow investment required for full value: ServiceNow
Enterprise Architecture’s full value proposition is reliant on integrations
with other ServiceNow products — such as IT Service Management
(ITSM), IT Operations Management (ITOM), and IT Asset Management
(ITAM) — beyond the core platform and configuration management
database (CMDB). Purchasing and successfully leveraging these products

in unison requires significant enterprisewide investment and
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coordination. Prospective customers should consider the breadth of
additional products and internal resources needed to fully derive value

from ServiceNow Enterprise Architecture.

« Base product package lacks foundational EA features: ServiceNow's
Enterprise Architecture Standard package prioritizes application portfolio
management, but omits core features such as modeling, roadmapping,
business capability modeling, and technology portfolio management,
which other vendors evaluated in this Magic Quadrant often include in
their base offerings. These features are available at an additional cost in
the Enterprise Architecture Professional and Strategic Enterprise

Architecture Suite packages.

« Unknown product evolution and future packaging: ServiceNow
Enterprise Architecture is a nascent product, with a broad roadmap
mostly focused on commoditized EA features. With over 180 ServiceNow
products, it is unclear whether future EA functionalities will be included
within ServiceNow Enterprise Architecture or split into its adjacent
products — like Strategic Portfolio Management (SPM) or Integrated Risk
Management (IRM). This will potentially require customers to purchase

additional product packages.

Sparx Systems

Sparx Systems is a Niche Player in this Magic Quadrant. Headquartered in
Creswick, Australia, the company was founded in 1996 and has
approximately 125 employees. Its EA solution is anchored by its primary EA
product, Enterprise Architect, with two supporting products: Prolaborate, a
cloud-based collaboration platform; and Pro Cloud Server, a remote work
management platform. Sparx Systems’ solutions can be delivered as a

combination of SaaS in both public and private cloud, and as on-premises
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deployments. Enterprise Architect and Prolaborate’s pricing models are
primarily based on a per-user charge, while Pro Cloud Server is priced per-
server, per-year. Basic Al capabilities are included in the Enterprise license,

but require customers to use their organization’s Al APl key(s).

Strengths

- Extensive modeling and framework focus: Sparx Systems has prioritized
deep modeling functionality for enterprise, solution, and software
architecture, along with business process and data modeling. It also
supports a comprehensive range of out-of-the-box EA, IT, software-

related, and industry-specific frameworks.

« Vast and fervent user base: Enterprise Architect is an iconic tool in this
market, with over one million cumulative users since its commercial
release in 2000. Many users, both past and present, continue to show
constant engagement in online forums and communities for the product,

highlighting its status as an industry stalwart for modeling.

« Transparent and economical pricing: Sparx Systems offers clear,
transparent pricing that is readily accessible on its website. Its EA
solution’s pricing structure is designed to support organizations of all
sizes and levels of maturity. Additionally, Sparx Systems’ prices are

significantly lower than the majority of its competitors in this market.

Cautions

- Steep and daunting learning curve: Sparx Systems has continued to
focus on product functionality, while many of its market peers have
prioritized more intuitive user experiences and interfaces — for both
architects and stakeholders. Enterprise Architect is commonly regarded

as an enthusiast’s tool, favored by diehard architects dedicated to the art
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of architecture, often demanding a long runway for product mastery and

effective utilization.

« Lacking product vision and strategy: Sparx Systems lacks an ambitious,
forward-looking product vision, with recent and planned roadmap items
reflecting only incremental improvements. During this evaluation, Sparx
Systems did not meaningfully demonstrate a coherent product strategy,
raising concerns about its ability to stay relevant as the discipline of

enterprise architecture evolves.

« Lagging cloud adoption: Despite significant investments in its cloud-
based supplementary products, such as Prolaborate and Pro Cloud
Server, over 98% of Sparx Systems’ customers continue to use on-
premises deployments. This cloud adoption rate remains exceptionally
low compared with its market peers, which may reflect customer
trepidation or possible gaps in the value proposition of Sparx Systems’

cloud-based products.

UNICOM Systems

UNICOM Systems is a Niche Player in this Magic Quadrant. Headquartered in
Mission Hills, California, the company was founded in 1981 and has
approximately 1,000 employees. Its EA product, System Architect, can be
delivered in the public and private cloud or as an on-premises deployment.
System Architect’s pricing model is primarily based on a per-user charge,
with supplemental product add-ons available at additional cost. Basic Al

capabilities are complimentary in its eXtended Teams (XT) pricing plan.

Strengths

« Established product with a trusted provider: UNICOM sees longer
contract terms and larger deal sizes than most competitors. With some of
the lowest staff turnover in this market, customers benefit from
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consistent expertise. Additionally, System Architect customers spend less
on professional services than the customers of most competitors,

suggesting the free, included support is sufficient.

« Robust reporting capabilities: System Architect offers extensive tools for
creating reports and dashboards. Its advanced information-sharing
features and integrated reporting engine enable users to efficiently
generate reports and export them to HTML or PDF formats. System
Architect Publisher and XT can leverage these HTML outputs to create

and publish websites, enhancing accessibility and collaboration.

« ERP metadata discovery: With UNICOM System Architect’s SA/ERP add-
in, customers can extract key metadata from ERP systems, including SAP,
Oracle (E-Business Suite, PeopleSoft, and Siebel), and JD Edwards. Once
extracted, customers can decide which metadata to import into System
Architect for data modeling. Additionally, customers can compare
versions of ERP implementations to help conduct impact analysis and

future-state architecture definition.

Cautions

« Legacy technology constraints: System Architect is built on dated
technology with an aging user interface. As customer demand shifts
toward Al-related features and more holistic collaboration, System
Architect’s product architecture will make it more difficult to incorporate
enhancements. While UNICOM continues to invest in its comparatively
modern web-based extension, System Architect XT, it requires UNICOM
to expend additional resources and effort across different codebases and
interfaces. This may result in slower delivery of planned enhancements,

relative to competitors with more modern or unified platforms.
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« Asset sweating risk: During the evaluation period, System Architect’s

product roadmap consisted mostly of minor enhancements, several of
which remained identical to the previous year’s roadmap items. Many of
System Architect’s planned feature releases are scheduled on a
considerably longer timeline than those of its competitors. Combined,
these observations suggest that UNICOM is relying on the returns from an
established product rather than prioritizing product innovation to expand

its market share.

« Technical prowess over business value: UNICOM continues to focus on
technical architecture at a time when many enterprise architecture
practices are shifting to business-outcome-driven EA and internal
consultancies. While its SysML improvements may be useful for technical
architects and mechanical engineers, there are limited enhancements on
the horizon related to business architecture. Customers should evaluate
UNICOM System Architect against the architecture disciplines they plan

to prioritize over the next several years.

ValueBlue

ValueBlue is a Visionary in this Magic Quadrant. Headquartered in Utrecht,
Netherlands, the company was founded in 2011 and has approximately 90
employees. Its EA product, BlueDolphin, is delivered exclusively as a SaaS
offering. BlueDolphin’s pricing model is primarily based on a per-user
charge, with supplemental product add-ons available at additional cost.

Basic Al capabilities are available — on request — free of charge.

Strengths

« Ambitious product-led growth strategy: ValueBlue is shifting to a
product-led growth strategy and is beginning to offer time-bound free

trials of BlueDolphin. This will allow prospective customers to sign up for
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free and explore BlueDolphin using self-guided onboarding. By reducing
the friction-prone process of accessing and administering hands-on
demos — a common issue in the EA tools market — ValueBlue will allow
prospects to experience BlueDolphin firsthand before considering a paid

plan.

« Modern infrastructure and streamlined design: In a market still teeming
with monolithic product architectures, BlueDolphin is built on a cloud-
native infrastructure that combines microservices and Kubernetes to
deliver reliable performance and scalability. BlueDolphin maintains a
unified and simplified user interface to sidestep the complexity

associated with having multiple views for different stakeholders.

« Prioritized user input for enhancements: ValueBlue has been quick to
incorporate urgent user feedback and has pivoted BlueDolphin’s product
roadmap on numerous occasions to include out-of-the-box bidirectional
ITSM/CMDB integrations and bulk metadata editing. ValueBlue also hosts
recurring “user days” to present ongoing developments, interpret

feedback, and source input from its users.

Cautions

« Simplicity over breadth of features: While ValueBlue's commitment to
product simplicity results in a streamlined and user-friendly experience,
this comes at the expense of a broader range of functionalities. Although
this is an intentional choice by ValueBlue, prospective customers should
ensure their current and future use cases can be sufficiently fulfilled with

existing and planned BlueDolphin functionality.

- Limited traction outside Europe: Only a small portion of ValueBlue’s
customer base is located outside of Europe, with no customers located in

Latin America. Although ValueBlue has been prioritizing its growth efforts
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in North America, its conversion rates — after a prospect engages in a
hands-on demo — remain well below its market peers. This low
conversion rate, combined with the company’s predominantly European
customer base, suggests that ValueBlue may still be struggling to adapt
its sales approach to the needs and expectations of the North American

market.

« Revenue growth deceleration: While ValueBlue continues to increase its
overall revenue and improve its profit margins, its rate of revenue growth
continues to drop — a notable trend for a vendor of its size and stage.
This deceleration suggests that recent investments in product
development are not yet translating into commercial momentum. Given
that ValueBlue's total revenue remains lower than most of its market
peers, this pattern may indicate a need to strengthen the connection

between innovation and sales execution.

Vendors Added and Dropped

We review and adjust our inclusion criteria for Magic Quadrants as markets
change. As a result of these adjustments, the mix of vendors in any Magic
Quadrant may change over time. A vendor's appearance in a Magic
Quadrant one year and not the next does not necessarily indicate that we
have changed our opinion of that vendor. It may be a reflection of a change
in the market and, therefore, changed evaluation criteria, or of a change of

focus by that vendor.

Added

« GBTEC

« ServiceNow
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Sparx Systems

Dropped

Capsifi was acquired by Orbus Software in December 2024. It is no longer

an independent corporate entity and therefore has been dropped.

Enterprise Architecture Solutions (EAS) no longer met the inclusion
criteria for year-over-year revenue growth and therefore has been

dropped.

MEGA International was acquired by Bizzdesign in September 2024. It is
no longer an independent corporate entity and therefore has been

dropped.

North Highland no longer met the inclusion criteria for EA-tool-specific
unique customer count and total EA-tool-specific overall revenue and

therefore has been dropped.

Software AG’s EA product — Alfabet — was acquired by Bizzdesign in
January 2025. Software AG no longer has an EA tool product and

therefore has been dropped.

Inclusion and Exclusion Criteria

The inclusion criteria represent the specific attributes that Gartner analysts

believe are necessary for inclusion in this research. To properly evaluate the

evolving EA tools market, analysts have expanded the inclusion options

available for organizations.
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For this year’s inclusion criteria, participating vendors were able to classify

their EA tool submissions as only one of the following archetypes:

Single product, single codebase: Refers to software acquired under one
license, using the same code base and repository, not requiring any
customized integration to access and exchange data. Such a product may
include multiple modules or features, which can be accessed based on

different pricing tiers within the same license.

Single solution, multi-codebase: Refers to software acquired under one or
more licenses, using different codebases and a singular repository. Any
additional features that augment collaboration, access, integration, or data
must be developed exclusively for the primary EA tool component. Such a
solution may include multiple modules or features, which can be accessed

based on different pricing tiers across multiple licenses.

If a vendor’s solution consists of capabilities from different codebases, that

vendor will only be included if its solution meets all of the following criteria:

Has predefined workflow integrations.

Uses vendor-supported integration technologies that are maintained

exclusively by the participating vendor.

Any supplemental components are exclusively designed to augment the

primary EA tool component.

The solution is overtly marketed and used as an EA tool.

Suite of standalone products
Refers to multiple software products, using multiple codebases and
repositories. If a vendor puts forth multiple products, the vendor (and its

products) will only be included if they meet all of the following criteria:
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« Each product is independently capable of meeting all dimensions of

inclusion criteria.

« Each product independently possesses all eight mandatory critical

capability features and at least three common critical capability features.
« Each product is overtly marketed and used as an EA tool.

To qualify for inclusion in this Magic Quadrant, vendors and their EA tool
submission must meet all the criteria set forth across the following three

dimensions.
Dimension 1: Performance Threshold

To demonstrate sufficient performance, the vendor’s EA tool submission

must meet one of the following criteria:

. Total licensing revenue: Achieved at least $8 million in licensing revenue
for the vendor’s EA tool submission in the last fiscal year (2024-2025).

or

« License revenue growth: Achieved at least 30% year-over-year license
revenue growth for the vendor’s EA tool submission in the last three

calendar years.

. License revenue includes software license and software maintenance,
as well as software upgrade revenue for higher tiers of the vendor’s EA
tool submission (such as additional functionalities, modules), but

excludes hardware, customer support, and professional services.
Dimension 2: Market Momentum Threshold

To demonstrate sufficient market momentum for the vendor’s EA tool

submission between 2 April 2024 and 2 April 2025, the vendor needs to
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achieve the following:

« Secure a total of at least 20 net new customer acquisitions, with at least

10 net new logos in two of the four major geographic regions:

« North America

Europe, the Middle East, and Africa

Asia/Pacific

Latin America

These customer acquisitions must primarily involve the vendor’s EA tool

submission being actively used in production.

Dimension 3: Market Focus Threshold

To qualify for inclusion, as of 2 April 2025, the vendor’s EA tool

submission must have all of the following:

« Aninstalled base of at least 100 customers (unique logos) who use the

vendor’s EA tool submission in production

« General availability as of 2 April 2025, for the vendor’s EA tool

submission
« The vendor’s EA tool submission demonstrably supports:

« All five Critical Capability use cases as defined in the context section

of this research

« All eight of the mandatory features as defined in Critical Capabilities

for Enterprise Architecture Tools
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. At least three of the common features as defined in Critical

Capabilities for Enterprise Architecture Tools

Honorable Mentions

Enterprise Architecture Solutions

Enterprise Architecture Solutions (EAS), headquartered in London, United
Kingdom, offers two EA product options: Essential Cloud, a fixed-price
platform with unlimited users; and Essential Open Source, a free,
downloadable open-source solution. EAS was previously a Visionary in the
2024 Magic Quadrant for Enterprise Architecture Tools, but was dropped
from this year’s Magic Quadrant after no longer meeting the inclusion
criteria for either performance threshold, although it continued to satisfy the

market momentum and market focus thresholds.

Evaluation Criteria

Ability to Execute

Analysts evaluated the vendors’ Ability to Execute in the EA tool market by

using the following dimensions and criteria.

Product or service: Analysts assessed how and what the vendor’s EA tool
offers EA practitioners. This includes current product/service capabilities
(including differentiating capabilities), as well as quality and feature sets as
defined in the Market Definition/Description section, whether offered
natively or through OEM agreements/partnerships. Where responses rely on
third-party products or products requiring separate licensing, these must be
clearly identified. Analysts assessed products to determine how well they

met the critical capabilities and supported the use cases.
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Overall viability: Analysts assessed the viability of the vendor’s overall
financial health, focusing on growth in revenue, profitability, customer base,
etc., and the financial and practical success of the business. This includes
our assessment of the likelihood that the vendor will continue to offer and
invest in the product (R&D, sales, vertical and regional strategies, etc.), as
well as advance the product’s position within its current product portfolio.
Analysts compared organic growth to growth by other means, including
growth by acquisition or by securing additional funding. Analysts value

organic growth more highly than other types of growth.

Sales execution/pricing: Analysts assessed the vendor’s sales execution and
clarity in pricing, including presales activities and the structure that

supports them. This includes responsiveness in sales engagement, deal size
and management, pricing and negotiation, presales support, scalability, and

the overall effectiveness of the sales channel.

Market responsiveness and track record: Analysts assessed each vendor’s
recent history of responsiveness to customer requests and the timeliness of
these responses in terms of the product life cycle (updates and releases,
etc.). This includes mechanisms for both responding quickly and changing
development, and/or company direction to meet the needs of an evolving
marketplace. Analysts also examined each vendor’s recent track record in
the field.

Marketing execution: Analysts assessed the clarity, quality, creativity, and
efficacy of each vendor’s programs, campaigns, and events designed to
deliver its message to influence the market, promote the brand and
business, increase awareness of the products, and establish a positive
identification with the product/brand and organization in the minds of

customers.
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Customer experience: Analysts assessed each vendor’s products and
services and/or programs that enable customers to achieve anticipated
results with the products evaluated. This includes a track record of
successful implementations, mechanisms for ensuring customer
success/support, and at what cost. Analysts assessed the responsiveness of
each vendor, the customer experience of doing business with it, and

customers’ overall perceptions of each vendor.

Operations: Analysts assessed each vendor’s ability to meet its goals and
commitments. Factors include the quality of the organizational structure and
its resources across all functions. This includes skills, experiences,
programs, systems, applicable standards, the underlying infrastructure, and
other vehicles that enable a vendor to operate effectively and efficiently on

an ongoing basis.

Table 1: Ability to Execute Evaluation Criteria

Evaluation Criteria Weighting o
Product or Service Medium

Overall Viability High

Sales Execution/Pricing High

Market Responsiveness/Record High

Marketing Execution Medium
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Evaluation Criteria Weighting o
Customer Experience High
Operations Low

Source: Gartner (October 2025)

Completeness of Vision

Market understanding: Analysts assessed each vendor’s understanding ¢
the market dynamics — including trends, competitor activity, customer
needs, and emerging use cases and personas — and how it translates the
into products and services over a three-year time horizon. Vendors that
show a clear vision and expression of their market are those that listen,
understand customer demands, and can shape or enhance market chang

with their added vision.

Marketing strategy: Analysts sought clear, differentiated messaging that ;
consistently communicated internally and externalized through the vend
website, social media, advertising, customer programs, and positioning
statements. This included differentiating strategies based on regions,
specific countries, and buyer personas, as well as ways to measure and

adapt the strategies.

Sales strategy: Analysts wanted to understand the vendor’s sales strategy
and how it leveraged direct and indirect sales, marketing, service, and
communication. Analysts also examined the use and reliance on partners to
extend the scope and reach of the vendor, focusing on the levels of

expertise and technology required, as well as the partners’ services and
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customer base. Our assessment also included target customer personas and
sales strategies differentiated for their context, size, level of maturity, and

geographic locations.

Offering (product) strategy: Analysts explored the vendor’s approach to
developing a compelling product and service vision with an emphasis on
market differentiation, functionality, methodology and features as they map

to current and future requirements.

Business model: Analyst assessment explored the design, logic and
execution of the vendor’s business proposition to achieve continued
success. This included support for customers in different deployment
modes, alongside a vendor’s business capabilities, its overall value

propositions, related profit models and the resources at its disposal.

Vertical/industry strategy: Analysts assessed the vendor’s strategy to direct
resources (sales, product, and development), skills, and offerings to meet
the specific needs of individual industry segments, including any focus on
specific industry verticals and associated standards, and an illustration of

revenue performance from its top sectors.

Innovation: Analysts explored the vendor’s innovation vision, considering its
resources, expertise, and capital for investment. Analysts looked for a strong
product vision that pushes the market forward while considering the
disruptive and opportunistic forces of digital on businesses. Analysts also
considered the vendor’s ideas for innovation and future development of the

market.

Geographic strategy: Analysts looked at the vendor’s strategy to direct
resources, skills, and offerings to meet the specific needs of geographies
outside the “"home” or native geography, either directly or through partners,
channels and subsidiaries, as appropriate for that geography and market.
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Table 2: Completeness of Vision Evaluation Criteria

Evaluation Criteria Weighting
Market Understanding Medium
Marketing Strategy High
Sales Strategy High
Offering (Product) Strategy High
Business Model Medium
Vertical/Industry Strategy Low
Innovation High
Geographic Strategy Low

Source: Gartner (October 2025)

Quadrant Descriptions

Leaders

Leaders have a deep understanding of the realities of the market, a reliable

global delivery record, and an ability to influence the market’s direction,
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along with an ability to attract and keep a growing customer base. In the EA
tool market, leadership implies understanding, facilitating, and supporting
the strategic role that enterprise architects play at a broad level. Leaders are
generally more business-strategy-focused, with a shared operating model at
the business level that helps drive the relationship with IT. Leaders must not
only demonstrate a market-leading vision, but also the Ability to Execute on

that vision.

It's important to note that a vendor that demonstrates a high Critical
Capabilities score will not necessarily have a high Magic Quadrant position.
This is because the Magic Quadrant evaluation focuses on the Ability to
Execute and Completeness of Vision, informed by 15 dimensions, out of

which only two dimensions are product-related.

Six vendors are designated as Leaders in the Magic Quadrant for Enterprise
Architecture Tools this year, and have sustained excellence in both

execution and vision long enough to demonstrate effective leadership.

Customers should note that a Leader is not always the best choice. A
focused, smaller vendor can also provide excellent support and
commitment to suit individual needs. Other vendors may provide a certain
capability — such as a focus on your industry, a better cost-performance
ratio, or a commitment to specific features or functions — that is important
to your organization. This more focused type of vendor would not appear as
a Leader in the overall EA tool market, but, within a specific market segment,

it may well be treated as one.

Challengers

Challengers excel in their ability to attract a large user following, but this

ability is limited to a subset or segment of the market. For that target
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audience, Challengers are effectively Leaders, but that specificity presents a
barrier to adoption for those outside that subsegment. For example, in the
EA tool market, a Challenger may have a strong, proven presence or
following, but lack sophistication in the evolving use cases for EA tools.
Alternatively, a Challenger might understand those use cases well and
achieve a strong following in its home market, but still struggle to deliver the

same levels of success on a global scale.

Two vendors are designated as Challengers in the Magic Quadrant for

Enterprise Architecture Tools this year.

Although Challengers are typically of significant size with significant
financial resources, they may lack elements of the vision analysts expect,
innovative ideas and plans, or an overall understanding of market needs. In
some cases, Challengers may offer products that dominate a large, but
shrinking, segment of the market. Challengers can become Leaders if their
vision develops. Large companies may move between the Challengers and
Leaders quadrants as their product cycles and market needs shift. Small
companies may shift from Challengers to Visionaries if their increasingly

innovative strategies do not translate into additional growth or market share.

Visionaries

Visionaries in a market are the innovators driving the market forward by
responding to emerging, leading-edge customer demands and offering new
opportunities to excel. Typically, these vendors appeal to leading-edge
customers and may even have minimal mainstream presence or name
recognition. Their ability to deliver sustained and dependable execution in
the mainstream enterprise market is not sufficiently tested. Visionaries
enable model-driven enterprises, focusing deeply on the business and its

strategy rather than on the traditional fixation of EA on the scope of IT.
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Three vendors are designated as Visionaries in the Magic Quadrant for

Enterprise Architecture Tools this year.

Visionaries can eventually grow to become Leaders. Alternatively, they may
decide to limit their target markets to focus on their core competencies,
core technologies, or existing customers, and become Niche Players. They
could also develop their specialties to advance in execution and become

Challengers.

Niche Players

Niche Players choose to operate in a subsegment of a market, or they have a
limited ability to innovate or outperform other vendors in the wider market.
This limitation may result from a focus on a particular area of functionality,
vertical industry, or region, or because they are new entrants. Alternatively,
Niche Players may struggle to remain relevant in a market that is moving
away from them. Niche Players may have reasonably broad functionality, but
limited implementation and support capabilities, and relatively limited

customer bases.

Three vendors are designated as Niche Players in the Magic Quadrant for

Enterprise Architecture Tools this year.

Assessing Niche Players is more challenging than assessing vendors in other
quadrants. This is because some could make progress, while others may not
execute well and/or lack the vision and means to keep pace with broader
market demands. Even if a Niche Player seems perfect for your
requirements, it may be developing contrary to the market’s overall
direction, in which case it can represent a risky choice with limited long-

term viability.
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Context

This Magic Quadrant focuses on EA tool vendors’ placement in the market,
not specifically on the capabilities of their products (for a more detailed
evaluation of the products, see Critical Capabilities for Enterprise
Architecture Tools). Only two of the 15 evaluation criteria in this Magic
Quadrant relate to product or service functions. The other 13 evaluation
criteria focus on the vendors’ ability to meet the requirements of this market
(for details, see the Inclusion and Exclusion Criteria, and Evaluation Criteria
sections). In response to changing client needs and market dynamics,
analysts adjust the weight of different evaluation criteria to accurately reflect

the state of the market.

As part of Gartner’s evaluation process, analysts used five key use cases that
they believe are important to EA practices, as well as to the senior leadership

that vendors need to support to maintain relevance in the EA tool market:

« Enterprise transformation and portfolio management: EA practitioners
must be able to: (1) produce and manage models to guide enterprise
adaptation to changing strategies, objectives, and outcomes; and (2)
utilize these models to help build, analyze, manage, and assess IT
portfolios and related risks, opportunities, and recommendations in

preparation for execution.

« Advanced roadmapping: EA practitioners need to be able to build,
present, and communicate roadmaps that describe enterprisewide
transformation and investment decisions for a broad range of enterprise
viewpoints, where these viewpoints correspond to changes in the market,
regulations, enterprise (business and IT) strategy, objectives, outcomes,

and architecture.
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« Solution architecture design and delivery: EA practitioners need to be
able to efficiently design and communicate strategic, tactical, and
emergent solution architecture that is aligned with enterprise standards,
while ensuring these designs can be easily consumed and implemented

by teams to deliver products and services at pace and at scale.

« Enterprise architecture governance: EA practitioners need to define the
guidance, processes, and policies required to support multiple
governance styles (from control to autonomous) and mechanisms that
deliver required business outcomes in a given context, striking a balance
between risk and agility. In addition, the validation of the guidance
includes the tracking of architecture health and decisions across

enterprise transformation initiatives.

- Innovation and sustainability: EA practitioners must be able to help
organizations track and leverage emerging trends and technologies
through structured, flexible, and iterative methods. This includes

identifying and tracking improvements in sustainability.

Market Overview

Over the past year, the enterprise architecture (EA) tools market has
undergone significant transformation, characterized by a series of strategic
mergers, acquisitions, consolidations, and the entry of several new well-
resourced vendors. This dynamic shift has attracted heightened attention
from EA practitioners, private equity and venture capital firms, and adjacent

IT software vendors, all keen to capitalize on the evolving landscape.

As IT estates grow more complex and business environments become more

volatile, EA tools are increasingly viewed as essential investments by the C-
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suite. Despite their perceived necessity, EA tools — and the practitioners
that use them — continue to face challenges related to integration,
sustained adoption, and demonstrating tangible impact on business

outcomes.

Because enterprise architecture is not a standardized discipline, practitioner
needs are fragmented across a myriad of activities and use cases that often

overlap with adjacent software markets, such as:

Application portfolio management

« Business intelligence

« Business process management

- Data modeling

 Digital twin of an organization

« Enterprise business process analysis
« Financial planning

« Governance, risk and compliance
« Modeling and diagramming

« Project and portfolio management
« Roadmapping and planning

« Strategic portfolio management

« Technology portfolio management

Third-party risk management
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Both vendors and practitioners face formidable challenges. Vendors are
confronted with the strategic dilemma of whether to offer a broad range of
functionalities, risking complexity and dilution of focus, or streamline their
features, potentially limiting their total addressable market. Concurrently,
practitioners must choose and justify tools that align with their immediate
needs, without being able to predict if tools will evolve in tandem with their
organization’s unique — and often turbulent — enterprise architecture
strategy. This situation creates a complex decision-making landscape for

vendors and practitioners alike.

A notable trend in this evolving market is the accelerated growth in revenue
and customer base among larger EA tool vendors, often outpacing — and at
the expense of — their smaller competitors. Larger, more well-resourced
vendors are better positioned to invest in product innovation, develop
polished marketing campaigns, attend, sponsor, or host well-known industry
events, support complex deployments, and meet the sophisticated
requirements of global organizations. Additionally, larger vendors are
generally able to offer greater leeway in product pricing and feature
bundling, whereas smaller vendors are typically limited to providing

flexibility primarily through their support offerings.

To remain competitive in this challenging environment, smaller vendors
should focus on leveraging their agility and personalized service to
differentiate themselves. By developing solutions tailored to specific
customer needs or industry segments, they can carve out unique market

positions that larger vendors may overlook.

The EA tools market has witnessed a series of significant developments in

the past year:
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In September 2024, Ardoq acquired ShiftX, a process mapping,

management, and runtime tool.

In September 2024, Ardoqg and Celonis announced the launch of a joint
solution for business transformation, leveraging the process mining and
intelligence capabilities of Celonis, coupled with the EA capabilities in

Ardog.

In September 2024, Bizzdesign acquired MEGA International. Then, in
January 2025, it announced the acquisition of Software AG's Alfabet
product. Bizzdesign has publicly committed to supporting its three
standalone EA tools — Alfabet, HOPEX, and Horizzon — for the next five

to seven years.

In September 2024, ServiceNow formally rebranded its Application

Portfolio Management product as its Enterprise Architecture product.

In December 2024, Orbus Software acquired Capsifi and began
integrating parts of Capsifi’s feature set into OrbusInfinity’s Business

Architecture solution.

In December 2024, Avolution announced a strategic growth investment
from private equity firm Whiteoak. Subsequently, in January 2025,
Avolution appointed a new CEO as part of this investment initiative. A

further CEO transition took place in October 2025.

En mai 2025, Bizzdesign a annoncé le développement d'un nouveau
produit : Bizzdesign Unify. Ce dernier est présenté comme un outil de
collaboration et de transformation, visant a combler les lacunes
persistantes entre les outils d'architecture d'entreprise, les outils de

diagramme et de modélisation, et les plateformes métiers.
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Clé des acronymes et glossaire

CMDB

Métamodeéle

ML

Une base de données de gestion de la configuration
(CMDB) est un référentiel concu pour stocker de
nombreux composants d'un systeme d'information. Son
objectif principal est d'aider une organisation a
comprendre les relations entre les différents composants

et a suivre leur configuration.

Un métamodeéle, ou modeéle de substitution, est un modeéle
de modeéle. La métamodélisation est le processus de
geénération de tels métamodeles. Ces derniers répertorient
chaque type de composant d'une architecture
d'entreprise, fournissent des définitions détaillées,
documentent les relations entre les composants,
définissent la structure et la configuration de l'architecture
elle-méme et aident les utilisateurs a comprendre sa

structure et son comportement.

L'apprentissage automatique est un domaine d'étude de
I'intelligence artificielle qui s'intéresse au développement
et a I'é¢tude d'algorithmes statistiques capables
d'apprendre a partir de données et de généraliser a des
données inédites, et donc d'effectuer des taches sans

instructions explicites.

@ Définitions des critéres d'évaluation
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