
From Plateaued to Purposeful: KiZAN's Strategic Transformation 

How a Microsoft Gold Partner broke through stagnation to chart a path for doubling revenue 

 

The Strategic Imperative 

 

KiZAN Technologies, a well-established Microsoft national Partner with operations 
spanning Kentucky and Ohio, found themselves at a pivotal moment in 2023. Since their 
founding in 1991, they had cultivated an impressive reputation as trusted implementation 
and solution experts, particularly excelling in the mid-market and enterprise clients in both 
public and private sectors. 

 

However, like many successful organizations, KiZAN faced the challenge of sustained 
growth. Revenue had reached a plateau, and profit margins were experiencing downward 
pressure. Their talented sales organization had become increasingly cautious, focusing 
primarily on partner-funded opportunities rather than exploring new market territories. 
Despite operating under unified branding, their business units and technical delivery teams 
operated independently, limiting cross-team collaboration and ultimately limiting the 
organization’s potential for growth.   

KiZAN's leadership demonstrated remarkable strategic awareness by recognizing the need 
for evolution. They had established an ambitious goal of doubling revenue by 2027, 
showing their commitment to growth and market leadership. However, they understood 
that achieving this vision would require more than incremental improvements—it 
demanded a comprehensive transformation strategy. 

 

Engaging Strategic Partners 

 

This recognition led KiZAN to partner with The Holistyx Group (THG), specialists in 
organizational transformation who excel at navigating complex business challenges. THG's 
approach goes beyond surface-level consulting to create fundamental, sustainable change 
that positions organizations for long-term success. 

 



The Holistyx Group immediately recognized KiZAN's substantial foundation for growth. 
Here was an organization with deep technical expertise, strong Microsoft partnership 
credentials, and authentic client relationships built over decades of excellence. KiZAN 
possessed all the essential ingredients for transformation—they simply needed a strategic 
framework to unlock their full potential and transition from implementation specialists to 
strategic advisors. 

 

The challenge wasn't merely about revenue generation; it was about organizational 
evolution to grow exponentially while retaining innovative, caring and collaborative culture.  
Being a Microsoft national partner, how would KiZAN leverage their proven capabilities to 
expand their operations efficiently? This transformation would require a comprehensive 
approach to address multiple organizational dimensions simultaneously. 

 

Strategic Discovery and Analysis 

 

The Holistyx Group initiated their engagement with an extensive discovery process, 
conducting comprehensive interviews across all departments and organizational levels to 
understand both visible challenges and underlying opportunities. This thorough approach 
ensured that solutions would address root causes rather than symptoms. 

 

Their analysis included detailed financial modeling to understand revenue flows, 
comprehensive market research to identify expansion opportunities, and a complete 
SWOT analysis that revealed KiZAN's significant competitive advantages alongside areas 
for strategic improvement. 

 

The findings validated what KiZAN's leadership suspected: their organization possessed 
exceptional technical capabilities and strong client relationships, but they weren't 
consistently translating these strengths into strategic value propositions. Their 
decentralized structure, while fostering specialization, was preventing them from 
leveraging their full suite of capabilities across client relationships—creating untapped 
revenue opportunities. 

 



Vision Development and Strategic Alignment 

 

Building on this foundation of understanding, THG facilitated comprehensive vision-setting 
sessions that challenged KiZAN's leadership to think expansively about their market 
position and client impact. The result was a refined organizational vision centered on client 
transformation through strategic technology implementation—shifting their value 
proposition from tactical execution to strategic partnership. 

 

This vision was both inspirational and actionable, encompassing specific elements across 
people's development, operational excellence, market expansion, and financial 
performance. Each component included measurable objectives, creating a clear pathway 
toward achieving their 2027 revenue targets while maintaining operational excellence. 

 

KiZAN's leadership found this process transformative, as it reconnected them with their 
fundamental purpose: not simply implementing technology solutions but genuinely 
transforming how their clients operate and compete in their respective markets. This 
renewed sense of purpose became a powerful catalyst for organizational change. 

 

Comprehensive Transformation Roadmap 

 

With their destination clearly defined, The Holistyx Group collaborated with KiZAN to 
develop a detailed transformation roadmap. They identified twelve strategic initiatives 
spanning data management optimization, sales capability enhancement, client experience 
improvement, and cultural development. These initiatives were designed as 
interconnected components of a cohesive transformation program rather than isolated 
projects. 

 

THG implemented an innovative OKR (Objectives and Key Results) framework that aligned 
corporate strategies with departmental goals while promoting horizontal integration across 
business units. The implementation timeline was carefully designed to respect 
organizational capacity constraints and prevent change fatigue while maintaining 
momentum toward strategic objectives. 



 

Critically, The Holistyx Group established a robust governance structure with clear 
accountability mechanisms. An executive steering committee provides strategic oversight 
while an initiative management office drives consistent execution—ensuring that strategic 
priorities receive sustained attention and resources. 

Michelle Burwinkel, Director Operations at KiZAN Technology shared, "What we have 
accomplished in the last couple months was based on THG’s guidance. You guys got the 
ball rolling, asked the right questions, and pushed us in the right place. I considered you 
guys as part of the KiZAN Team.”   

 

Tangible Outcomes and Strategic Foundation 

 

The engagement delivered substantial value beyond strategic documentation. KiZAN now 
possesses a detailed year-by-year progression plan toward their revenue objectives, a 
practical strategy for reducing dependency on partner funding, and prioritized initiatives 
with appropriate resource allocations and success metrics. 

 

While comprehensive transformation requires sustained effort, immediate actions for 
sales organization development provided early momentum and demonstrated the practical 
value of their new strategic approach. Simultaneously, risk mitigation strategies ensure 
business continuity throughout the transition period, protecting existing client 
relationships while expanding market reach. 

 

KiZAN's leadership appreciates how the transformation plan balances ambitious goals with 
practical implementation steps. They're positioning themselves to become national 
strategic advisors while building systematically on their existing strengths and market 
position. 

 

 

Sustainable Growth in Motion 

 



Today, KiZAN is actively implementing their transformation strategy with significantly 
enhanced clarity and direction. It is expected that the organizational silos will be 
systematically dissolving as horizontal integration OKRs foster unprecedented cross-
functional collaboration. Their sales teams are developing advanced capabilities for 
strategic selling, progressively reducing dependency on partner funding while expanding 
their market reach. 

 

The path to doubling revenue by 2027 remains ambitious but now appears entirely 
achievable given their strategic framework and implementation discipline. With each 
initiative they execute, KiZAN advances closer to their vision of becoming trusted 
transformation partners—delivering enhanced client value while creating sustainable, 
profitable growth. 

 

KiZAN's transformation demonstrates how strategic organizations can leverage existing 
strengths while developing new capabilities to achieve breakthrough growth. They're not 
just implementing technology solutions anymore; they're implementing comprehensive 
organizational transformation that creates lasting competitive advantage. 

--- 

 

*This case study illustrates The Holistyx Group's approach to strategic transformation, 
addressing interconnected challenges across people, processes, and performance to 
create sustainable organizational growth. KiZAN Technologies exemplifies how established 
organizations can successfully navigate complex transformation initiatives to achieve 
ambitious growth objectives.* 


