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“We achieved an 18 percent growth in revenue—over and above our standard growth—that is directly attributable to our participation in the Microsoft Partner Program.” 
Karel ten Hoope, Chief Technology Officer, KnowledgeTech Consulting
As KnowledgeTech shifted more of its enterprise development from Java to the Microsoft® .NET Framework, the firm also reengaged in the Microsoft Partner Program. Increased technical support, early access to new technologies and research, and expanded market​ing opportunities derived through the program helped KnowledgeTech boost revenue by 18 percent, expand into new markets, and form successful alliances with other Microsoft partners.  

Business Needs
Since 1993, KnowledgeTech Consulting has helped mid-size to large corporations reduce time to market, increase efficiency, and manage risk with mission-critical technology solutions. KnowledgeTech’s customers span many industries, including energy, education, healthcare, and financial services, and they all seek to gain a competitive edge by implementing the latest technology.  

Since its inception, KnowledgeTech has built departmental-level solutions on the Windows Server® operating system, but it had turned to the Java Platform, Enterprise Edition (J2EE) for enterprise-wide applications. However, as KnowledgeTech consultants became more familiar with the Microsoft® .NET Framework, the Windows Server 2003 operating system, and the latest generation of Microsoft server software, they saw the improved scalability, manageability, reliability, security, and interoperability that is required for successful enterprise solutions.

“The more robust server products that Microsoft has released over the last few years, are really ready for the enterprise space,” says Karel ten Hoope, Chief Technology Officer for KnowledgeTech Consulting. “We’ve always focused on both Microsoft and J2EE, but the bulk of our enterprise business was Java. We’ve been looking to change that, so we decided that focusing more of our efforts on Microsoft .NET–based solutions in the enterprise space would give us a unique niche.” 

KnowledgeTech enrolled in the Microsoft Partner Program in the mid 1990s, but according to ten Hoope, the company “just never did anything with it.” However, as KnowledgeTech began, in 2004, to add more resources to its .NET-based development, it also learned that the Microsoft Partner Program had been redesigned. Many of the benefits available through the program, such as technical resources, direct access to a partner account manager (PAM), and potential collaborative opportunities with other part​ners, convinced KnowledgeTech to reengage. 

“We saw the opportunity to engage in a deeper relationship with Microsoft through the Microsoft Partner Program as a way to expand our market and build our strength in developing Windows Server–based enterprise solutions,” says ten Hoope. 

Solution

In November 2005, KnowledgeTech Consulting was pursuing a major account opportunity that involved building a solution on the Microsoft .NET Framework and Microsoft server products. Ten Hoope contacted the Microsoft Partner Program for technical assistance and was put in touch with a Microsoft PAM. The PAM became KnowledgeTech’s direct line into Microsoft technical, training, and marketing resources.  

“Now we have someone specific we can talk to at Microsoft and engage in our marketing efforts,” says ten Hoope. “Our PAM has made things happen for us.” KnowledgeTech also has access to a Microsoft technical consultant who is available at any time and who works onsite part time for technical consultations and meetings.  

KnowledgeTech won the business that it initially contacted Microsoft about, and has continued to expand its .NET development within the enterprise space. The firm has also been invited to participate in various Microsoft marketing initiatives.  

Since reengaging with the Microsoft Partner Program, KnowledgeTech has achieved the Microsoft Gold Certified Partner level and has earned four Microsoft Competencies: 

· Advanced Infrastructure Solutions

· Custom Development Solutions

· Data Management Solutions

· Networking Infrastructure Solutions

Benefits

Since participating more actively in the Microsoft Partner Program, and achieving the Gold Certified Partner level, KnowledgeTech Consulting has received increased technical and marketing support from Microsoft, achieved an 18 percent revenue increase, cut its time to market by half with .NET-based solutions, and expanded market opportunities. 

· Increased vendor support. Having access to Microsoft technical, research, and marketing resources through the Partner Program has enhanced KnowledgeTech’s ability to develop .NET-based solutions and to market those solutions to enterprise customers. “What I’ve always liked about the Microsoft Partner Program is its partner-centric approach,” says ten Hoope. “We have direct access to Microsoft support resources when we need them.”
· 18 percent revenue increase. In its first year in the redesigned Microsoft Partner Program, KnowledgeTech achieved a significant increase in revenue. “We achieved an 18 percent growth in revenue—over and above our standard growth—that is directly attributable to our participation in the Microsoft Partner Program,” says ten Hoope.

· Faster time to market. KnowledgeTech continues to develop on Java, but it is focusing more development resources on Microsoft .NET to shorten its time to market. “With .NET a lot of best practices are wrapped into the development tools, so a lot of architecture decisions are already made, which helps cut development time in half,” ten Hoope notes. “At a client’s request, we developed a solution in both J2EE and .NET. The Java effort took three months and the .NET version took about a month and a half.”  

· Developer and partner alliances. By expanding its .NET-based development business, KnowledgeTech has access to a larger pool of developers and is forming alliances with other Microsoft partners to explore ways of developing business together.  

· New business opportunities. Early access to new Microsoft technologies, technical resources, research, and training opportunities gained through the Microsoft Partner Program have been very important to KnowledgeTech’s new business efforts. In addition, invitations to participate in various Microsoft marketing initiatives are expanding the firm’s market reach. “As a result of working on some of these initiatives, we’re being introduced to a number of clients that we’ve never met before. That’s gold to us,” says ten Hoope.  




























For more information about other Microsoft customer successes, please visit: � HYPERLINK "http://www.microsoft.com/casestudies" ��www.microsoft.com/casestudies��








�
�
�
��
�






Customer: KnowledgeTech Consulting


Web Site: � HYPERLINK "http://www.knowledgetech.com" ��www.knowledgetech.com��Customer Size: 90 employees


Country or Region: Canada





Customer Profile


KnowledgeTech—incorporated in Vancouver, B.C., in 1993—offers application development, implementation, management, and technology consulting. It has three offices in western Canada.  





Software and Services


Microsoft® Server Product Portfolio


Windows Server® 2003 


Technologies


Microsoft  .NET Framework
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