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Analyst and consultant Tim Bajarin 
proffered these words of advice to me, 
a twenty-seven year old who’d just 
been passed over for a promotion, as 
I asked for his council about starting a 
consulting business. It officially marked 
the beginning of my consulting career. 
Back then, the “how-to’s” behind creating 
a consulting firm were non-existent. So, 
after a decade of perfecting the processes, 
tools and techniques I’ve used for clients 
in over thirty industries, it’s time to help 
others by providing the answer to the 
questions I asked so many years ago.

Author Sarah Gerdes
is the founder and CEO of BMG,  
a partner development consultan-
cy. She sold her first client to Mi-
crosoft at 27, one year after found-
ing her consultancy. During the last 
decade, her clients have included 
Fortune 500 companies, govern-
ments and private companies alike. 
Her successes have been featured 
in Fortune Magazine, Inc., Entre-
preneur and the Economist, and 

she was the first partner consultant asked to speak at Harvard, 
MIT, Stanford and other prestigious institutions. She provides 
expert commentary for print, radio and TV programs, and in 
2002, wrote Navigating the Partnership Maze for McGraw-
Hill, which was later translated into Chinese.

“Consultants must find a niche and stick to it.  
	 If you can’t find one, create one.” 

www.sarahgerdes.com

From the author of Navigating the Partnership Maze 

Sarah Gerdes

Turning your skills into a profitable consulting firm
Sarah G

erdes
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