
Enterprise level modelling
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Lesson 12
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Objectives

The candidate can…

7.1  explain the business process hierarchy

7.2  list the following techniques used to model the enterprise level processes:

• Value propositions  

• SIPOC

• Value chain analysis
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Fig. 3.9



Value Proposition (Osterwalder & Pigneur)
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Value Proposition (Kaplan & Norton)
Fig. 7.7
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Product / Service attributes
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House of BPM
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I. Awareness

II. Visualisation

IV. Analysis III. Management

V. Improvement & 

optimisation



I. Awareness
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SIPOC
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Fig. 7.5



II. Visualisation: business process hierarchy

Level 2: 

Event-response level

Level 1:

Enterprise

 level

Strategy, business models,

business (process) architecture, 

Organisation model, Value Streams, 

Value Chains  

BPMN 2.0, UML Activity diagrams, 

Business Use Cases

UML Activity diagrams, Task descriptions 

(Procedures) System Use Cases Level 3: Actor-task level
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Fig. 7.1



Enterprise level techniques

✓Value Proposition

• Organisation chart

• Organisation model (Harmon)

✓Value Stream

• Value Chain (Analysis)
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Organisation chart
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Fig. 7.3



Organisation model (Harmon)
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Fig. 7.8



Silo-thinking
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Process-thinking

PESTLE factors such as the economic 

situation, employer requests for 

qualifications, legal requirements etc.

Technology 

suppliers

Competitor organisations such as alternative 

examination bodies, universities, etc.

People

suppliers

Capital
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Owners
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End Customers
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suppliers’ services

Competition for 

customers

Board
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Value Chain (Porter)
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Value Chain 
Example 1
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Value Chain 
Example 2
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You don’t need to do it all 

yourself!

Create 

new type of

pc’s

Marketing & 

sales of pc’s

Customers

PC market
Demand for new products

Contacts with market

Sales cont(r)acts

Orders

Pc’s

Value chain: Design and sales of pc’s

Dell

Produce 

& deliver pc’s Service

Design

Orders

Value chain: Produce and deliver pc’s (incl. 

after-sales service)

Partner of Dell

After-sales service



Next lesson
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Photo by Oleksandr Kurchev on Unsplash
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