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Visit Keithbitikofer.com for more information about Keith, his publications, and how he can help you as a career coach.

Find Keith on LinkedIn for additional resources and to join in the conversation about all things Workday. Keith’s engaging audience adds insightful and helpful comments to the posts. Feel free to contact someone via LinkedIn if you find their comments interesting. They will most likely reply, and you will both benefit!

[As a reminder, Workday® is the registered trademark of Workday, Inc. Keith is not an affiliate and not endorsed by Workday, Inc.]
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To my wife, Christine: Thank you for your steady support through every career change. I couldn’t have done it without you.

To my children, Luke and Nicole: I’ve loved our conversations about life and work. I’m so proud of the bold paths you’ve taken in your own careers. At your age, I never would’ve had that kind of courage.

To my editor, Stacy: Your edits made this book so much better. Thank you!

And to my LinkedIn audience: Your encouragement over the years has meant more than you know. Thanks for cheering me on.



​About the Author

Keith Bitikofer brings over 30 years of experience in IT and Operations leadership across the higher education, manufacturing, consulting, and nonprofit sectors. From 2014-2020, he served as project manager, HRIS director, and Enterprise Systems director at a large global nonprofit organization that adopted Workday. Keith led the initial HCM implementation then guided the expansion into Financials, Prism, Extend apps, global rollouts to over 40 partner organizations, and a complex web of integrations.

As the organization’s Workday footprint grew, so did the demands on the internal support model. Keith played a key role in designing and scaling the support structure to meet those evolving needs — a challenge that shaped much of his practical approach to Workday strategy and team development.

Since 2020, Keith has been a partner and consultant at EMD (EnterpriseMarketdesk), an official Workday Partner. In addition to consulting, he coaches Workday professionals and teams to offer career guidance, leadership coaching, and tactical support for those looking to grow and thrive in the ecosystem.

If you're interested in coaching, mentorship, or simply swapping stories about your Workday journey, reach out and schedule a discovery call.

Keith would love to connect with you! 

Learn more about how he works with people and see what others are saying on his website: KeithBitikofer.com.

Follow him on LinkedIn at Keith Bitikofer.

Dear Friend,

If you are working in a role in the Workday ecosystem, congratulations! The Workday ecosystem holds many different opportunities for career diversification and advancement that you may not have considered yet. 

Why? Because many of us only feel comfortable in the Workday sector where we began our careers. Even when recruiters reach out with other options, we may not have adequate context to understand the pros and cons of different positions to determine if they would be a good fit.

I’ve mentored many people over the years as they’ve considered their next career steps. In fact, it’s happened so often that I decided to dive deep into their thoughtful questions and my experience and observations to write this book.

If you are considering a career move, or if you just want to know more about your options as a Workday professional, I wrote this book for you.

Your career isn’t a destination; it’s a journey!

Sincerely,

​[image: ]


P.S. If you’d like to hear more from me, scan this QR code to join my newsletter. I look forward to sharing more with you!
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​Terms List


	AMS: Application Management Services.

	BP: Business Process.

	CFO: Chief Finance Officer.

	CIO: Chief Information Officer.

	CHRO: Chief Human Resources Officer.

	ERP: Enterprise Resource Planning Systems.

	ESS: Employee Self Service.

	FIN: Finance.

	GMS: Global Modern Services. A Workday sample tenant (or database) with a sample company called Global Modern Services set up in it. It is used for demonstrations and training.

	HCM: Human Capital Management.

	HRIS: Human Resources Information Systems.

	HR: Human Resources.

	LLC: Limited Liability Corporation.

	IT: Information Technology.

	Phase X: Projects to deploy new functionality or significant changes to the existing functionality are generically called Phase X projects (as opposed to Phase 2, Phase 3, etc.).
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​Introduction
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"What are you going to do when you grow up?" 

As someone in my mid-50s, I've found myself revisiting this question repeatedly over the years. Sometimes it emerges from boredom or a desire for change. Other times, circumstances force the question upon us, perhaps through layoffs, organizational uncertainty, or the looming presence of technological disruption.

If you're reading this book, you might be contemplating your professional options within the Workday ecosystem.

When I began drafting this book in 2024, the Workday landscape seemed relatively straightforward. Artificial intelligence tools like ChatGPT existed but were largely viewed as novelties. By January 2025, I realized that AI advancements will profoundly transform roles within the Workday space, though the precise contours of this transformation remain uncertain. 

Organizations will require extensive guidance on integrating AI solutions within and beyond Workday's platform. Our companies and clients clients will look to us for direction, creating tremendous opportunities for those prepared to lead. 

Whether you're reading this in 2025 or years later, three core groups will continue offering career pathways: Workday corporate, Workday partners and other consulting companies, and Workday customers. The emerging "Built on Workday" Partner ecosystem represents another promising avenue which will likely introduce an entirely new category of professional opportunities. While the specific roles may evolve as AI agents become integral to HR and Finance processes, these foundational pillars will remain relevant.

You have choices; you always do. But for now, consider this question: How can you help organizations leverage emerging technologies to accomplish more with greater efficiency and reduced costs to position your clients or employer for success?

Those of us leading in the business process solutions space with Enterprise Resource Planning (ERP) systems like Workday have an unprecedented opportunity. With AI, the future holds exciting possibilities for automating routine tasks, streamlining data management, integrating previously inaccessible datasets, and delivering personalized, just-in-time training.

Throughout the book, you’ll encounter AI Challenges to help you consider how you could leverage AI to grow your career. I've long maintained that decision-making is challenging because we never possess 100% of the necessary information. But with AI’s advances, we'll be able to connect the dots in previously unimaginable ways! 

Note: As you experiment with the AI Challenges in the book, consider these suggestions:


	Use a paid version of your preferred tool. Even the least expensive version is considerably better than the free version.

	Change your personal settings in the tool to not use your conversation to train their models, which is typically only available in paid versions.

	Use a personal account instead of an employer provided account. You’ll be asking personal and career related questions which you may not want your employer to have access to. 



Because few professionals understand business processes and techno-functional systems as thoroughly as those in the Workday space, you have the privilege of participating in this transformation. What role do you want to play? The choice is yours. Together, let's help shape a better world!

​How to Use This Book

You can read straight through this book, or you can pick and choose what looks most interesting to you in the table of contents. 

​Careers Rarely Follow a Straight Line

For some, a career path may appear traditional: steadily climbing the ladder within a single company. In reality, most career journeys only make sense in hindsight. It's often only when you pause and reflect that you see how each role specifically prepared you for the work you're doing today.

That’s certainly true for me. I’ve worked in a wide range of roles, across different industries, companies, states, and even countries, often staying just 2-4 years in each role. But those varied experiences have become one of my greatest assets; they’ve given me a broader lens, allowing me to help companies and individuals consider their decisions in ways I never could have if I’d stayed in one place or followed a more conventional path.

So don’t fear change — fear stagnation. Fear getting stuck. Regret comes more often from not trying something new than from trying and needing to adjust course.

Trying something new doesn’t need to be dramatic. For me, it often starts with a small step in a new direction. Then another. And another. Over time, those steps add up: one LinkedIn post led to hundreds of LinkedIn posts, which led to writing books, which led to a podcast.

I didn’t set out to be an influencer, and I still don’t think of myself that way. But when someone walks up at a conference and says, “Your content helped me,” I’m reminded of why I share in the first place. It’s about impact. It’s about helping others. That’s the value that’s guided me all along, and it's been worth it.

So, I’ll repeat it: What role do you want to play? Let’s explore those opportunities together.
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​Chapter 1: The Workday Ecosystem
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​Workday Career Paths: Be Intentional About Your Journey

In my years of coaching Workday professionals, one of the most common questions I hear is: "What are my career options in the Workday ecosystem?" Many talented individuals are drawn to this field but aren't sure about the available paths or how to navigate them strategically. 

​Where You Can Work in the Workday Space

The Workday ecosystem offers four primary employment environments, each with its own advantages and growth trajectories. While we’ll explore each environment more deeply later in the book, let’s start with a basic summary of each.

Workday Corporation: Working directly for Workday itself offers unique insights into the platform's development and direction. Roles typically include product development, customer support, implementation services, internal operations (such as the Workday on Workday team), and sales. The various roles and number of staff at Workday have exploded in the past ten years.

Workday Consulting Partners: These firms provide implementation and support services to Workday customers. They range from large global consultancies to specialized boutique firms focusing on specific industries or modules. Some are officially Workday partners, but many aren’t.

Built on Workday Partners: A recent addition to this space, these partners focus on creating new applications using Workday Extend. Some applications offer minor additional functionality for Workday, while others create new modules that open Workday up to whole new customer groups, much like what has happened with the SalesForce applications. This is an exciting new area for these partners and the ecosystem at large.

Workday Customers: These companies use Workday for their HR, Finance, or other business functions. Most Workday customers have internal experts to help them maximize their investment in the platform.

Independent Consulting: This path involves working for yourself and serving various Workday customers or partners. As we'll explore in Chapter 6, this option offers maximum flexibility but requires significant expertise and business acumen. It also includes additional risks that need to be considered.

​Common Career Entry Points and Transitions

The beauty of the Workday ecosystem is its flexibility. Many professionals move between these environments throughout their careers, with each transition building valuable perspective and expertise.

At Workday Corporations or Consulting Partners:


	Many start directly out of college with little Workday software experience as entry-level consultants and progress through increasing responsibility levels.

	Some transition from customer organizations, bringing valuable real-world experience.

	Others come from technical backgrounds in adjacent platforms and learn Workday's specific architecture.









At Workday Customer Organizations:


	Many transition internally from HR or Finance functional roles or IT, leveraging their business process knowledge. They begin as entry-level Workday support specialists and grow over time based on their company’s use of Workday, training, etc.

	Others join from consulting roles, seeking more stability or deeper engagement with a single company and group of users.



I’ve coached many people who have worked for both partners and customers, which gives them a broader understanding of how Workday support can vary drastically at different organizations. Their experiences also give them more flexibility when exploring future roles.

Most didn’t set out with a plan to work across multiple environments when they started their first Workday-related job. But that’s part of the opportunity within the Workday ecosystem! There are many paths to take, and people often shift as new roles appear or when they’re ready for a change but still want to apply their Workday skills and experience.

​Career Progression: Technical, Leadership, and Nontechnical Paths

As you advance in the Workday ecosystem, you'll generally find yourself gravitating toward one of three primary tracks: module or technical specialization, management/leadership, or a nontechnical path such as sales, marketing, or recruiting.

Technical path growth typically follows this progression:


	
Initial Focus: Supporting one or two Workday modules.

	
Expansion: Adding expertise in additional modules.

	
Specialization: Developing deep skills in advanced technical areas such as: 
	Workday Studio.

	Workday Extend development.

	Prism Analytics.

	Integration design and implementation.







These specialized areas require more technical aptitude than standard module configuration work. As your expertise grows, you may progress toward a Solutions Architect role. In this role, you understand multiple Workday modules deeply enough to solve more complex customer issues by designing sophisticated solutions spanning various areas of the platform. 

The Solutions Architect role may be a separate position or may be a role that you naturally fall into as part of an existing position. You know you have arrived here when people within (and sometimes even outside) your organization seek you out when a more complicated issue arises that others don’t want to touch. Identifying creative solutions that deliver significant impact can be very fulfilling.

The more comprehensive your functional and technical knowledge becomes, the more valuable you'll be to employers and clients. The Workday ecosystem consistently needs creative architects who can envision holistic solutions rather than solely relying on module-specific fixes.​

A Way Into a Workday Support Team

When I was leading Workday support teams, many of my staff came from functional teams in our company. I watched how they handled their current positions, how quickly they picked up new technology/Workday, and how they interacted with others during Workday project meetings. I would also get permission to take them to Workday regional user group meetings. Then I’d follow up afterwards and see what they learned. 

I was essentially interviewing them, and they didn’t even know it. Then, when we had an opening on our team, I already knew several internal people who I wanted to consider for the role. Some of them came to work for me, and others shifted their current job positions to include some Workday support duties. 

The Management/Leadership path involves transitioning from doing the technical work to guiding others who perform it. This progression typically follows the paths below.

At a Workday Customer:

	Individual Contributor → Team Lead → HRIS Manager → HRIS Director → Cloud Systems Director.


At a Consulting Partner:


	Consultant → Senior Consultant → Project Manager → Engagement Manager → Practice Leader → Partner.

	Project Manager → Engagement Manager → Practice Leader → Partner.



Whether you start as a consultant or a project manager, each step requires developing new mindsets and capabilities beyond technical Workday knowledge. You'll need to master stakeholder management, team development, strategic planning, and executive communication.​

Nontechnical paths such as sales, marketing, customer success, and recruiting roles are essential to helping Workday customers succeed — yet they’re often overlooked when people think about Workday careers.

You may bring experience from fields outside the Workday ecosystem and successfully transition into roles that apply your skills within it. Or, you may use your technical or functional background and thrive in a non-technical path. You’ll even have a unique advantage: You already speak the Workday language and understand the real-world problems Workday solves because you’ve lived them.

I’ve seen consultants shift into sales roles and quickly rise to become top performers. Others have moved from customer-side support teams into customer success positions at Workday or partners, where their insider knowledge makes them invaluable. Some have transitioned into recruiting, using their understanding of Workday roles to help clients find the right independent consultants or permanent hires.

Personally, after leaving my position at a Workday customer, I’ve supported Workday sales teams with active deals, sourced consultants for client needs, and provided advisory services to Workday customers. It’s been rewarding to contribute in a variety of ways — and still make a meaningful impact — without being deep in the technical weeds of every project. It has also allowed me to shift from being paid hourly to being paid based on commission. This was a huge adjustment for me, but it has also been a great opportunity. 

The typical employers for each of these nontechnical roles are Workday corporate and consulting partners.

Sales and Business Development


	Roles: Account Executive (AE), Solution Consultant (Pre-sales), Partner Sales Representative.

	Skills: Understanding customer needs, Workday value proposition, storytelling in conjunction with demonstrating Workday software.

	Career Path: Sales → Senior AE → Sales Leader → Regional VP or Channel Manager.

	Pay: Often commission based.​









Marketing


	Roles: Product Marketing Manager, Content Strategist, Demand Generation Manager.

	Skills: Messaging, market research, search engine optimization (SEO), campaign analytics.

	Career Path: Marketing Coordinator → Marketing Manager → Director of Marketing.

	Pay: Hourly or salary based.



Recruiting and Talent Acquisition


	Roles: Corporate Recruiter, Agency Recruiter, Talent Partner.

	Skills: Sourcing and vetting Workday professionals, understanding module experience, market trends.

	Career Path: Recruiter → Senior Recruiter → Talent Acquisition Manager.

	Pay: Often commission based.



Customer Success and Account Management


	Roles: Customer Success Manager, Engagement Manager, Account Manager.

	Focus: Ensuring satisfaction, renewals, expansion after go-live.

	Skills: Relationship building, issue triage, roadmap planning.

	Pay: Hourly or salary based.



​Other Paths to Consider

Workday corporate has many product- or module-specific roles, including developers, product managers, program managers, and a variety of leadership positions. Many people began as developers within Workday or as consultants at consulting companies and then transitioned to Workday corporate. 

It has been fun to watch many Workday colleagues grow into high levels of leadership. Recently, some of the keynote presenters at Workday DevCon were “just” developers on projects with me ten years ago! This could be a path that you follow as well. 

Workday corporate and Workday consulting companies need salespeople and services leaders. Service leaders may have a variety of titles, but they are responsible for learning about a new customer's needs at a much deeper level than salespeople. They help scope projects based on customer needs, work with the services team (group of consultants) to determine project estimates, and later transition what they have learned to a services team after contracts are signed. 

I’ve seen Workday consultants and Workday customer support staff transition into sales and services roles and become top sales people and some of the best services people because they have worked in the trenches implementing and supporting Workday. The knowledge they learned from that experience adds huge value to new customers in the sales process. 

​Key Considerations for Your Workday Career Path

​Training and Certification Opportunities

Your access to formal Workday training varies significantly depending on where you work.

Workday customers can access Workday training and certifications if their organization is willing to fund it. While certification isn't required to work for a customer, it shows that you have competency in a given area, which can be helpful in your career development.







Implementation Partners have access to Workday Implementation Certification training. To work on a Workday Implementation project, you are required to be certified on the module(s) that you are helping customers implement. Partners will typically pay for your training and certification tests. 







Due to these costs, companies may require new employees to commit to stay for a minimum number of years or pay a portion of the training costs back if they leave earlier. When hiring new staff, companies also tend to look for people who are already implementation certified to reduce their hiring costs. 







In early 2025, Workday reorganized its training programs to align the courses offered to customers with those provided to consultants. While certification exams remain separate, and consultant exams are still more challenging, the overall training landscape has shifted significantly and will continue to evolve.







One thing that hasn’t changed, though, is access. Official Workday training is still only available via two paths: working for a Workday customer or a certified partner consulting firm. I don’t see that changing anytime soon.







Workday support firms without official partner status typically hire experienced practitioners and may not provide Workday training. Again, without Workday partner status, they don’t have access to purchase Workday training. The types of Phase X and post production support roles that these companies provide don’t require Workday certifications.







If you're transitioning from a customer role to an implementation partner consulting role, you'll need to pass Workday Implementation Certification exams regardless of your prior customer Workday certifications, though your experience will certainly make the process easier.

​Deep vs. Wide Experience: The Impact of Company Size

The size of the organization you work for, regardless of if it is a consulting company or a Workday customer, significantly influences the potential breadth and depth of Workday positions available.

Larger organizations tend to create specialist roles. Large customers tend to have larger Workday support teams, and larger consulting companies tend to work on huge Workday projects with potentially hundreds of consultants involved. You'll likely develop deep expertise in specific modules or functions but may have limited exposure to other areas.







Smaller organizations typically require broader responsibilities. Small customers tend to have small Workday support teams, and smaller consulting companies tend to work on implementations at smaller companies with smaller consulting teams. You’ll potentially support multiple modules in these positions and participate in the broader set of Workday implementation or support activities.







Smaller organizations often provide better opportunities if you prefer developing broad knowledge across the platform. In contrast, larger organizations may offer better specialization paths if you aspire to become a recognized expert in a specific area.

While company size has a significant impact on what positions may look like, there are many other factors to consider, including what currently works best for you and what has the potential to set you up for future successes.

For example, in my first consulting role, the ERP system (pre-Workday) regularly released new modules. As each came out, a fellow consultant and I made a point to learn them, while another consultant chose to stick with the core modules she already knew. The first consultant and I embraced the new functionality, and we stayed busy because customers were eager to adopt new tools and needed help. Meanwhile, the other consultant sometimes struggled to find work since demand for support on the older modules was limited.

That experience taught me the value of taking a broader view. By learning a variety of modules, I created more flexibility and opened up more opportunities for future work.
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