
INFORMATION WORKER SOLUTIONS COMPETENCY
Microsoft Partner Success Story.

FAST FACTS

Location:
Carmel, Indiana.

Industry:
Ambassador Solutions specializes in 
the creation of integrated collaborative 
environments (ICE), custom development 
solutions, and providing selective IT Expert 
Services within the insurance, ü nancial 
services, and healthcare industries.

Background:
Brad Lindemann founded Ambassador 
Solutions in 1989. Ambassador has been a 
Microsoft partner for almost 12 years, and 
became a Microsoft Gold Certiü ed Partner 
in 2005.

At a glance:
Ambassador Solutions employs a staff of 55. 
The company services more than 200 clients. 
Revenue in 2006 reached more than 
US$6 million. 

Partner status:
Microsoft Gold Certiü ed Partner.

Competencies and specializations:
Microsoft Information Worker Solutions

Ofü ce Solutions Development 
specialization
Portals and Collaboration specialization

Microsoft Custom Development Solutions
Application Infrastructure Development 
specialization
Smart Client Development specialization
Web Development specialization

Beneü ts:
IW proü ts are as much as 50 percent 
higher than generic .NET custom 
application work.
Reduced time from customer introduction to 
ü rst deal from three months to one month.
Achieved 121 percent of gross proü t plan 
driven by growth in IW business.
Full pipeline of IW projects in 2007 due to 
customer seminar strategy.
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New levels of collaboration services offered 
by partner with Ofü ce SharePoint Server 2007.

“We absolutely believe in the Microsoft mission, helping people 
around the world recognize their full potential. We also believe in 
the idea of leveraging ‘common’ technology to deliver uncommon 
business results,” says Brad Lindemann, CEO, Ambassador Solutions.

Ambassador Solutions has been delivering IT solutions to emerging growth and Fortune 
1000 companies since 1989. Based in Carmel, Indiana, Ambassador delivers leading-
edge technology solutions to its clients across the Midwest.  

Within its Microsoft practice, Ambassador concentrates on two broad areas: custom 
application development and information worker (IW) solutions (portals, collaboration, 
enterprise content management, worký ow, and business intelligence). With the arrival of 
Microsoft® Ofü ce SharePoint® Server 2007, Ambassador saw an opportunity to deliver a 
new level of collaboration solutions to its customers.

“We saw SharePoint becoming the ógolden 
thread’ that Microsoft was weaving throughout 
its product suite. We could also see how this 
same technology was going to be invaluable 
to us in building our internal IW systems. So 
we became early adopters and SharePoint 

evangelists,ò says Brad Lindemann chief executive ofü cer (CEO) of Ambassador Solutions.

To become true evangelists and IW solution experts, the next step for Ambassador 
Solutions was to attain the Microsoft Information Worker Solutions competency. The 
competency was a perfect ü t for Ambassadorôs IW business focusðsince most of 
its clients were demanding integrated portal, collaboration, and enterprise content 
management tools. With the expertise and resources unlocked through the Information 
Worker Solutions competency, Ambassador was able to turn IW into its calling card with 
nearly every existing and prospective account situation.

“The Information Worker Solutions competency is a very logical extension for a company 
that was primarily doing Microsoft .NET custom software development. With Ofü ce 
SharePoint Server 2007 becoming the new development platform, it made sense for us 
to move in that direction,” says Lindemann.

Expanding relationships with Microsoft. With the competency under its belt and a 
growing portfolio of IW successes, Ambassador Solutions has become a key Microsoft 
partner in the Indiana area. Ambassador has built a strong relationship with the local 
Microsoft team, which has helped it close key customer wins within its geography. 
And with the tools and resources available through that relationship, along with the 

Turned IW into their 
calling card with nearly 

every prospective 
engagement.
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Microsoft Partner Program, Ambassador 
has reduced the time from customer 
introduction to ü rst deal down from 
three months to one. 

Lindemann elaborates on Ambassador 
Solutions’ relationship with Microsoft: 
“We really like the fact that with our 
relationship with Microsoft, we’re able 
to stay as pure consultants and trusted 
advisors to our clients. We’re not asked 
to carry any kind of product quotas. 
Our activities generate a signiü cant 
amount of license revenue for Microsoft 
and our clients understand that we 
have a strong Microsoft bias, but it’s a 
bias based upon what’s in the client’s 
best interest, not based upon what’s in 
it for us.” 

While 2007 has been a very strong year 
for Ambassador, driven by growth in its 
IW practice, a full return on investment 
(ROI) is expected in 2008, as customers 
move beyond proof-of-concepts to 
implementation. Already IW solutions 
proü ts are as much as 50 percent higher 
than generic .NET custom application 
development work.

Enabling cross-boundary 
collaboration. A recent Office 
SharePoint Server 2007 win came 
with a large bank in the Midwest in 
the middle of a merger. The bank 
struggled with maintaining document 
management policies and providing 
a central repository across two 
different organizations for project 
and status reports.

Ambassador created a series of 
collaboration sites using Office 
SharePoint Server 2007, providing an 
environment where users could feel 
conü dent that they were looking at the 
latest information. At the end of the 
project, Ambassador had created a 
user experience that, within two weeks 
of implementation, enabled over 600 
users to actively collaborate and focus 
on their projects, rather than on the 
logistics of collaboration. 

Keys to success. Ambassador Solutions 
believes one of the keys to its success 
has been the ability to generate a 
strong sales pipeline through holding 
regular customer seminars. For these 
seminars, Ambassador uses messaging 
and content from Microsoft Ready-to-
Go Campaigns,* including slide decks 
and demonstration images. With these 
resources, the company can enrich 
the message of the seminars and take 
advantage of the marketing investment 
Microsoft has made. 

Lindemann advises, “If you’re not doing so 
already, get involved in delivering regularly 
scheduled seminars to customers. They 
work. We had packed houses at almost 
every one that we’ve done.” 

In 2006, Ambassador held six highly 
successful prerelease Ofü ce SharePoint 
Server 2007 seminars throughout 
Indiana. This set the stage for an 
overý owing pipeline of IW portals and 
collaboration projects in 2007. 

Practicing what you preach. 
Ambassador not only implements IW 
solutions for its clients, but uses IW 
solutions to run its own businessðwith 
the help of the software licenses 
available through the Information 
Worker Solutions competency beneü ts.

“We are running more and more of our 
business on SharePoint every day. We run 
our sales pipeline, contract management, 
and project management all from within 
SharePoint,ò Lindemann reports of their 
internal IW solutions successes. 

For Ambassador Solutions, the power of 
IW solutions to transform the way people 
collaborate and get their work done is 
being realized both internally and with a 
growing number of its customers.
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*For more information on Microsoft Ready-to-Go Campaigns, visit https://partner.microsoft.com/us/readytogo. 

This document is for informational purposes only. MICROSOFT MAKES NO WARRANTIES, EXPRESS OR IMPLIED, IN THIS SUMMARY.
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