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Lesson 12

Enterprise level modelling

Chapter 7. Pag. 164 - 176
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Business process
improvement
service

Strategic context

VMOST critical succes factors/Key performance indicators

Target operating model

Situation investigation
and problem analysis

\

Feasibility assessment
and business case
development

Business process
improvement

Enterprise & domain architectures

b2

—O

Requirements definition

\

Business acceptance
criteria

Business change
deployment
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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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Business
mode]
canvas

BCL cooperates with
other car
companies (e.g.
Toyota) and with IT
companies to
develop new
technologies
together.

Sales, marketing and
production are daily
activities. Continuous
innovation for a
better driving
experience and
development for the
future of maohility.

Strategic partners

Key Activities

BCL employs talented
people for
maintenance and
service.

Key Resources

BCL has various
types of cars that
offer the customer a
great driving
experience. From
the customer's point
of view, the driving
experience is
continuously
enhanced by new
technologies. This
includes adaptive
cruise control and
various online
services to ensure
that the customer
stays mobile.

BCL builds up a long-
term relationship with
its customers.
Personal service is
always a priority.

Customer Relationships

People who are
aware of safety and
the environment.
Recently, BCL has
also been targeting
city dwellers with
its electric cars and
mobility services.

Value Propositions

BCL has a traditional
dealer network to sell
and service its cars.
They provide services
and the connection to
the car via apps (e.g.
MyBCL).

Channels

Customer segments

BCL invests in partnerships for innovation in electric
driving and IT. Daily budget spending on sales and

BCL earns its money by selling cars and also by
service and maintenance, leasing and rental.

marketing. Training people to deliver good service.

Cost Structure

Revenue Streams




Value Proposition (Osterwalder & Pigneur)
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4] Value Proposition (Kaplan & Norton)

Fig. 7.7

Product / Service attributes

Customer

Functionality Quality Availability Relationship
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V. Improvement &
optimisation

V. Analysis ll. Management

House of BPM

[I. Visualisation
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Focus on process

[Level5: Optimizing ] "

Process measured

|. Awa reness [ Level 4: Managed and controlled

Process characterized for

[ Level 3: Defined the Organization and is Proactive

Process characterized for
Projects and is Reactive
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[ Level 2: Repeatable

Process unpredictable, poorly

Level 1: Initial controlled, and Reactive
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Supplier

Part
Supplier

Car parts

Process

7
)

Assembly W

Process

Car

Customer

)

Dealer
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Strategy, business models,

business (process) architecture,
Organisation model, Value Streams,
Value Chains

This lesson Level 1:
(Lesson 12) Enterprise
level

Lesson 13 Level 2: BPMN 2.0, UML Activity diagrams,
Event-response level Business Use Cases

l
v

Lesson 14 UML Activity diagrams, Task descriptions
Level 3: Actor-task level (Procedures) System Use Cases
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Enterprise level techniques

v'Value Proposition
* Organisation chart
« Organisation model (Harmon)

v'Value Stream
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* Value Chain (Analysis)
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Organisation chart

Business Unit Mgr
Car Development

Business Unit Mgr
Software
Development

Business Unit Mgr
Marketing & Sales

Business Unit Mgr
Energy Services

Car Software
Manager

Front End System
Development
Manager

Back End System
Development
Manager

Car Software
Engineers

Front End System
Engineers

Back End System
Engineers

Apprentice

Apprentice

Apprentice




A\ Organisation model (Harmon)

Fig. 7.8

External business environment
for organisation
(laws, regulation, PESTLE)

Information
Dividend

Shareholders

Job market

Demand for service,
Complaints

Capital Market Capital > Demand for
v new products
our

Organisation

Marketing
contacts

Customers

Technology Sales

contacts
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Orders

Material

Suppliers

Products/Services

Competing
. Products/Services o220
Competitors (SRV )
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Silo-thinking

External business environment
for organisation
(laws, regulation, PESTLE)

Job market Management gﬁg:/fgon » Shareholders

Demand for service,
Complaints

Capital Market Capital > Demand for
new products

Marketing
contacts

Customers

Production
Marketing

Technology Sales

contacts
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Orders

Material

Suppliers

Products/Services

Competing
. Products/Services o220
Competitors (SRV )
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Process-thinking

PESTLE factors such as the economic
situation, employer requests for
qualifications, legal requirements etc.

!

Technology
suppliers

People
suppliers

Capital
suppliers

Competition for

Operations| | Finance | [Marketing
> Value Chain A

i i i il
=

> Value Chain B

suppliers’ services

Competitor organisations such as alternative
examination bodies, universities, etc.

Owners

Partners

End Customers

Competition for

customers
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Value Chain (Porter)

Pag. 168-170

Support
activities

Primary
activities

Infrastructure

Human Resource Management

Technology development

Procurement

Inbound Qutbound \ Marketing

logistics Operations logistics & Sales Service
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Value Chain
Example 1

Michelin

Value chain: Make & Sell Tires

[ Create new

type of tyres J

)| Demand for new tyre products

Tyre market

A A

Contacts with market

Marketing & Sales co

nt(racts

sales of tyres

J

A

Orders

Vs

Produce

» & supply tyres
-

Tyres

Customers

|

)<

Value chain: Research & Publish Restaurant Guides

Create w
new type of

J Contacts with market

Demand for new guide products

Demand for t

Guide market

quides
A A

Marketing & Sales co

nt(nacts

sales of guides

>

J

A

Orders

»(  Produce

& supply

"L quides

Guides

Customers

|

)<

Demand for g
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Dell

Value chain: Design and sales of pc's

PC market

Create w Demand for new products
new type of f

pc's Contacts with market

A

Marketing & Sales cont(r)acts Customers

sales of pc's

J Orders

Value Chain
Example 2

A 4 y

~
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Produce W
& deliver pc's > Service
L J After-sales service

J

Value chain: Produce and deliver pc's (incl.
after-sales service) You don't need to do it all

yourself!

Partner of Dell
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