
WHY ANALYZE YOUR CORE PROCESS?

CUSTOMERS YOUR ORGANIZATION SUPPLIERS

Objective: For shareholders and employees to
increase the rate that this process adds value

Understand needs of existing and potential customers (consider other stakeholders too)

Develop system (Plan, Policy, Objectives, Organization, Interacting processes, Data)

Use and improve your process-based management system

Learn what each customer values and promote ability to meet needs

Offers

Y
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Convinced of ability to meet needs?

Orders

Translate orders into product requirements (Design)

Specifications for goods and services

Translate specifications into process requirements (Plan/design processes and service)

Plans to meet requirements 

Buy>Make/Build/Serve>Deliver per the plan and specification

Invoice and control credit (and pay suppliers for conforming product)
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Meets requirements?

Goods/services

Pay for product that meets requirements

Remove nonconformity

Learn from nonconformity in products>processes>system

$$$ $$

Gather and analyze data (including customer satisfaction) and invest in system>processes>product improvements

CORE PROCESS

From needs to cash

Shows sequence 
and interaction of 
key processes
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