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BIO: 

Russell Sarder, author, entrepreneur 

and CEO of Learning epitomizes the 

American dream. Sarder came to the 

United States from Bangladesh, one 

of the poorest countries in the world 

with a few suitcases and books. In 

addition to being CEO of NetCom 

Learning, Russell is the founder of a 

nationwide learning movement, a 

combination of activities including 

The Love of Learning program which 

in partnership with BRAC USA pro-

vides a full year of education for a 

child in a disadvantaged community 

for every NetCom Learning class en-

rollment, and the Sarder Scholarship 

program which provides $2,500 worth 

of IT training at NetCom Learning to 

worthy students every month. A big 

supporter of the learning movement is 

Sarder TV, a learning channel with 

interview videos on learning and busi-

ness success with CEOs, CLOs, busi-

ness executives, authors, and inspira-

tions figures Another contribution for 

the learning movement is a series of 

short videos called "Learning Is..." 

where people share what has inspired 

them in their lives, what learning has 

means to them and why the concept 

of lifelong learning is so important to 

individuals and to the future of our 

world. 

 

Russell Sarder is the author of the 

award-winning book Learning: Steps 

to Becoming a Passionate Lifelong 

Learner and Effective Learning Meth-

ods: How to develop the most effec-

tive learning method. He has been 

featured in Yahoo Finance, CNBC, 

Daily News and the New York Times; 

his television appearances include 

CBS Market Watch, and NY1. Sarder 

is also a business practitioner and 

mentor for MBA students and alumni 

at Columbia University. Sarder re-

ceived the Gold Stevie Award for Ex-

ecutive of the Year from American 

Business Awards. Sarder was a win-

ner of the 2011 and 2012 Top Ten 

Asian American Business Award and 

the 50 Outstanding Asian Americans 

in Business. Sarder is also the Chair-

man and CEO of Sarder Inc., a hold-

ing company that includes NetCom 

Learning, LearningGG, LearningCMS, 

Sarder Learning, Ebiz9, Technology 

and Training magazine, and other 

smaller companies. Microsoft Chair-

man Bill Gates, Microsoft CEO Steve 

Ballmer, and CISCO CEO John 

Chambers have contributed to his 

technology magazine. 

 

Business Services 

Learning Solutions 

 

 

 

About NetCom Learning: 

NetCom Learning is an innovative 

leader in IT, business and executive 

training to companies, individuals, 

and government agencies. Since its 

inception in 1998, NetCom Learning 

has trained over 80 percent of the 

Fortune 100, provided training to over 

45,500 business customers, and ad-

vanced the skills of more than 71,000 

professionals through hands-on, ex-

pert-led training, with the organization 

maintaining an average instructor 

evaluation score of 8.6 out of 9. Net-

Com Learning was recognized by Mi-

crosoft Corporation as its Worldwide 

Training Partner of the Year and 

named three times to Inc. Magazine's 

list of fastest growing private compa-

nies in America. The organization was 

also recently named to the 2012 Top 

20 IT Training Company by Train-

ingIndustry.com and was named 

"Company of the Year" by the Ameri-

can Business Awards. 

 

NetCom Learning’s Love of Learning 

program in partnership with BRAC 

USA provides education for children 

in disadvantaged communities around 
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the world for every course enrollment. 

NetCom Learning and BRAC USA 

expect to be able to raise funds to 

open more than thirty new preprimary 

schools for children in the next few 

months thanks to clients and partners 

in the Love of Learning program. The 

organization offers over 1,000 training 

courses from more than 20 vendors 

such as Microsoft, CompTIA, CISCO, 

PMI, Autodesk, and more. By regis-

tering for a training course, NetCom 

Learning students not only become 

certified in their fields, they will gain 

powerful knowledge they need for 

their job but more importantly they are 

contributing to the future of a child 

around the world. The purpose of 

NetCom Learning is to promote the 

values of lifelong learning. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr.  Sarder, would you tell 

us the concept for NetCom Learning?  

Mr. Sarder: NetCom Learning is an 

innovative learning organization that 

provides learning solutions for corpo-

rate, individuals and government cli-

ents. Eighty percent of our target cli-

ents are corporate decision makers. 

The other twenty percent are indi-

viduals.  

 

CEOCFO: Are there specific indus-

tries of focus, or is it across the 

board?  

Mr. Sarder: That is a very good ques-

tion. We have a diversified client 

base. We provide training to a variety 

of industry sectors including health-

care, finance, technology, and most 

other sectors. Over the years we have 

provided training to almost seventy-

one thousand people from forty-five 

thousand companies, so we have a 

broad range of verticals that we are 

targeting.  

 

CEOCFO: NetCom describes itself as 

an innovative leader. Would you tell 

us about the innovative part? What 

are you doing that is better, cheaper, 

faster, and more effective?  

Mr. Sarder: I am really glad that you 

brought that up. To me, innovation is 

not just about technological innova-

tions but about being a company that 

is open to change across the board. 

As far as technological innovations, 

we have built an enterprise resource 

planning application that we call 

Learning CMS. Our Learning CMS 

system helps us to reduce back office 

operational costs, improve operational 

efficiencies, and automate the differ-

ent processes that we have. The sys-

tem allows us to automate our proc-

esses so that customer service is im-

proved so that we can provide the 

highest quality service in a cost effi-

cient manner. Our Learning CMS 

software recently received an innova-

tion award from Microsoft, also from 

Brandon Hall, and other prestigious 

organizations. From the outside peo-

ple perceive us as just a learning 

company but we are also a software 

development company that is lever-

aging that software to help grow and 

support our learning business. That is 

one of our biggest technological inno-

vations. We also have introduced in-

novations to our business model so 

that we are now providing different 

types of solutions based on individual 

and corporate needs. We provide 

boot camp solutions when the main 

objective is to become certified in a 

short period of time. We provide solu-

tions to corporate clients when they 

need regular nine to five scheduled 

classes. We also provide customized 

private learning solutions for corpora-

tions when needed. We are constantly 

looking for new ways to meet our cus-

tomer’s needs. We also review all of 

our processes on a regular basis look-

ing for ways to be more efficient, and 

cost effective while maintaining our 

high level of customer service.  

 

CEOCFO: What areas of the busi-

ness show the most growth for you?  

Mr. Sarder: That is a very good ques-

tion. Right now, the area that we are 

seeing the highest growth is in live 

online training. As a matter of fact, 

last year our live online training reve-

nue went up by 100% over the previ-

ous year. You probably know the way 

people learn is changing completely. 

We still have students coming to our 

locations and taking classes and we 

still provide classes at client locations 

but right now the biggest area of 

growth in learning is in remote training 

from a client’s office or home loca-

tion. Another area of growth for us is 

in providing classes where students 

can learn at their own pace. This is 

particularly popular with students who 

are into interactive social media. We 

call it “Online Anytime”. Another area 

that we are seeing tremendous 

amount of growth in is our customized 

private classes. We realize that most 

organizations do not like off the shelf 

training. We can tailor the training for 

an organization so that it fits a com-

pany’s business goals. We ask our-

selves how can we help the client to 

reach their business goals through the 

development of customized content 

and individualized delivery in terms of 

location; we offer classes all over the 

U.S. We also can provide training in 

other countries. Right now we are 

seeing a huge spike in our revenue in 

our D.C. market, as well as our north-

east market, especially in New York 

and the New Jersey area.    

 

CEOCFO: How have you found the 

current economic scenario over the 

last few years; helpful, harmful, not 

much of a difference for you?  

Mr. Sarder: The way I look at it, it is 

up to us and our leadership team to 

work to unleash the potential within 

our own organization so that we are 

prepared for whatever the economy 

throws at us. From a macro level, 

there was a short-term decline for us 

and most other training companies 

but fortunately we have enjoyed tre-

mendous growth over the last year 

and the previous year. As a matter of 

fact, we have been growing at a 

steady pace even during the reces-

sions in 2008, 2009, and 2010. One of 

the reasons we have been successful 

is due to our strong management 

team. We are also completely fo-

cused; we know that we are passion-

ate about learning and we focus on 

that. We are focused on doing what 

we know the best. We also constantly 

modify our business model so that we 

can deal with all of the negative con-

ditions in the marketplace. I will say 

that overall, we are optimistic about 

what is happening in the marketplace. 

Overall we are happy with the fact 

that we have been in business for fif-

teen years, we have grown every sin-
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gle year, and we have been profitable 

every single year.  

 

CEOCFO: Giving back is important to 

you and to the company. Would you 

tell us about your activities and why 

that is meaningful for you? 

Mr. Sarder: I am really glad that you 

asked that question, because it is 

probably the most important question 

to me. I want to first talk to you about 

NetCom’s purpose; why we exist in 

the first place. Our purpose is to pro-

mote the values of lifelong learning. 

One thing I am finding out in the 

United States is that a lot of people 

think their education stops when they 

finish college. I believe education be-

gins when you finish your college de-

gree. My purpose is to infuse the im-

portance of lifelong learning into eve-

ryday life, and at the same time, I 

want to make sure people who cannot 

afford college, who cannot afford tui-

tion fees, that we can do something to 

help those individuals. To answer that 

need we came up with a pro-

gram, the Sarder Scholarship 

Program. Every month we 

give a scholarship to one indi-

vidual who is passionate 

about learning, who wants to 

learn more about technology, 

or to understand business, but 

cannot afford it. The scholarship pro-

vides $2,500.00 every single month to 

a deserving student. At the same 

time, we also came up with the Love 

of Learning program that we started 

this year. We partner with a company, 

one of the biggest nonprofit organiza-

tions in the world, called BRAC USA 

so that every time somebody signs up 

for a technical course, we provide 

funding for a child’s education in a 

third world country for one year. We 

have a set a goal to fund the educa-

tion for between three thousand to ten 

thousand children. I am a big believer 

of learning. I am a big believer in as-

sisting others to get an education 

when they cannot afford to do so. Our 

purpose is built into our DNA it is not 

just a marketing slogan for us. I know 

we are in business to make money, 

but that is not our bigger purpose; our 

biggest purpose is to promote the 

values of lifelong learning. 

 

CEOCFO: What is ahead: new ideas, 

new areas or new courses? Is there 

anything that you are working on of 

particular interest today?  

Mr. Sarder: Yes, right now, 95% of 

our revenue is coming from informa-

tion technology related courses. We 

offer thousands of different courses in 

IT. The one thing we are seeing is a 

huge growth in soft skills training. At 

present only 5% of our revenues 

come from soft skills training such as 

leadership training, management 

training, and finance training. We 

know that soft skills training is a 

twenty-four billion dollar market in the 

U.S. according to industry sources. 

So that is one of the areas that we will 

be targeting to develop in coming 

years. As a matter of fact, I have 

even opened up a live online TV 

channel which we are going to be tak-

ing to cable called Sarder TV where 

we interview top CEOs, authors, 

CLOs, and others. The interviews 

contain information on how to grow a 

business, ways to hire the best per-

sonnel, and how to become a learning 

organization. We are also going to be 

publishing different types of leader-

ship management books which will be 

tied in to areas where we are trying to 

increase revenues. 

 

CEOCFO: What do most companies 

miss as far as learning? What are 

some of the basic concepts that you 

find lacking in most companies and 

that your courses are able to instill or 

infuse in the companies?  

Mr. Sarder: I believe the best run 

organizations are learning organiza-

tions. An organization which has the 

ability to learn and translate that 

learning into action is a company with 

a big competitive advantage. If you 

look into highly successful compa-

nies, you will see that they are build-

ing a culture, a learning culture, 

where they are focused on developing 

the individual, they are focused on 

developing their team, and they are 

focused on building an organization 

that has the right skills and processes 

to drive growth for the organization. 

The biggest problem I see with com-

panies that are struggling is if you 

look into the root cause of the prob-

lem you find leadership that does not 

believe in learning. Some companies 

in economic hard times the first 

budget they will cut is their learning 

budget. While successful companies 

and well run organizations actually 

increase their learning budgets in 

times of recession. They might reduce 

the number of employees, but they 

will invest more in training the em-

ployees they keep. Right now, if you 

look into college programs where 

people go for MBA degrees or four 

year degrees you find that most col-

leges fail to teach people the software 

skills training they need to do their 

jobs. Organizations like ours can fill 

this skills gap for companies by offer-

ing the training in areas they need to 

run their organization. It is also impor-

tant to remember that tech-

nology is ever changing, that 

what is important today is not 

going to be enough three 

months or six months down 

the line to be current, so or-

ganizations need to learn the 

importance of keeping their 

technical people trained and up to 

date with the newest technology so 

that the company can remain com-

petitive in the marketplace. The big-

gest problem I see with organizations 

that are failing to grow or are strug-

gling is that they do not have the right 

leadership team with the right beliefs 

about the importance of lifelong learn-

ing and the importance of building a 

learning organization.    

 

CEOCFO: How is business these 

days?  

Mr. Sarder: Business looks pretty 

good for us, thankfully. I hope it con-

tinues this way. If everything goes 

right, we are projected to grow the 

company by 20-25% every year. We 

are also in the process of raising 

growth capital; a lot of exciting things 

are happening so that we should be 

able to raise that capital. If we are 

successful we should be able to grow 

more than 100% year after year. 

While we are currently maintaining a 

“Our purpose is built into our DNA; it is not 

just a marketing slogan for us. I know we are 

in business to make money, but that is not 

our bigger purpose; our biggest purpose is 

to promote the values of lifelong learning.” 

- Russell Sarder 
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20-25% in cash flow, we are planning 

with the help of our investors to in-

crease that growth exponentially. 

 

CEOCFO: Why should investors and 

people in the business community pay 

attention to NetCom Learning?  

Mr. Sarder: Right now, if you look 

into what is happening in the invest-

ment community, the majority of in-

vestment is happening in Silicon Val-

ley or in IT education. NetCom is the 

only training center in the entire U.S. 

that has over twenty vendor partners. 

We have an innovative learning plat-

form that is helping us grow the learn-

ing business. IT training in the U.S is 

a twenty-four billion dollar market. 

Software is a twenty-four billion dollar 

market. So this is a scalable business 

segment where investors can invest. 

We also see that the entire learning 

industry is going to go through a 

process of transformation because 

there are a lot of new technologies 

coming in. We believe that we have 

the right management team, we have 

the right business plan, we have the 

right software, and we have the right 

mission to capitalize on this growth 

opportunity. As a matter of fact, we 

are also building a learning platform 

called LearningGG, where we are go-

ing to be streaming different types of 

education videos in an organized cur-

riculum format, and it is already be-

coming a super popular in the mar-

ketplace. We are going to be provid-

ing technology classroom training, 

live online training and we are coming 

up with a new technology platform to 

deliver video content. In addition, we, 

we are also going after a lot of differ-

ent types of training and training 

models. So we are in the right place 

at the right time. We have the right 

people to execute our business 

model.
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