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BY Jim Hammerand
Staff Writer

One of the Twin Cities’ largest exec-
utive search firms is going after a new 
quarry: human-resources leaders.

The owners of Minnetonka-based 
McKinley Group Inc. plan to open a 
new recruiting company, McKinley 
Human Resources Inc., next month, di-
versifying the firm into a booming field.

Tony Sorensen, a McKinley owner, 
will lead the new venture with the help 
of two seasoned HR headhunters. 

CJ DuBé, one of the founders of 
Minneapolis-based Oberon, will be 
a strategic partner. Dina Simon, for-
merly vice president of a region span-
ning from Minnesota to Texas for 
Express Employment Professionals, 
an Oklahoma City-based staffing 
firm, will be managing director when 
the business launches Oct. 10.

McKinley HR’s niche will be finding 
experienced human-resources man-
agers for temporary and permanent 
positions at corporations.

The firm will target businesses with 
revenues between $500 million and 
$5 billion, placing contract profes-

sionals at hourly 
rates ranging from 
$70 to $250, and 
permanent man-
agers at salaries 
from $100,000 to 
about $250,000.

“There isn’t a 
lot of competition 
that is focused 
specifically on this 

HR niche here in the Twin Cities or 
Minnesota at large,” Simon said.

The owners are projecting revenue 
of $1.5 million to $2 million for 2012 
and at least $4 million a year after 
that. They hope the company will 
grow to 20 employees in its first year. 

Sorensen called the business pipe-
line the strongest he’s ever seen, and 
said he’s cautiously optimistic.

McKinley HR’s sister companies 
under the same ownership already 
provide placement services for man-
agers in sales, marketing, information 
technology, engineering and con-
sumer products through McKinley 
Group, technology consultants 
through McKinley Consulting Inc. 
and finance and accounting profes-
sionals through McKinley Finance 
Inc. Together, they had $10.98 million 
in revenue last year.

“There’s a huge opportunity in this 
market to bring another offering to-

executives who are out looking for the 
right talent,” DuBé said.

McKinley recruiters are regularly 
in touch with human-resources ex-
ecutives, many of whom are clamor-
ing for this kind of service, Sorensen 
said. “This year more than any year, 
when we’ve been in front of large 
clients, they’re asking if we are doing 
HR. When the opportunity came to 
partner with CJ and Dina, it just made 
sense to get in the game now.”

The new offering could protect 

McKinley’s portfolio against an-
other recession, but is also timed to 
take advantage of signs of economic 
weakness that have potential clients 
wondering if now is the time to hire.

“Companies have been so lean. … 
They’ve cut, cut, cut. When they ex-
pand, the first thing they’re going to 
do is hire strategic consulting con-
tract people,” Sorensen said.

Other Twin Cities recruiters and 
staffing providers also say they’re 
cashing in on client demand for hu-
man-resources needs.

The consulting side is “really start-
ing to skyrocket” at Oberon, which 
provides HR executives for contract 
interim work, said Craig Dexheimer, 
director of operations and adminis-
tration at sister company Salo. 

Oberon would not disclose its rev-
enue, but Managing Director Ann 
Ruschy said business has grown 
above pre-recession levels this year.

“It’s been a great year for our con-
sultants and clients,” she said. “The 
organizations that will succeed in any 
economy are those that have the tal-

ent to get the work 
done.”

At Robert Half 
Inter national’s 
Minneapolis of-
fice, demand for 
human-resources 
personnel is mak-
ing that division 
one of the Menlo 

Park, Calif.-based staffing firm’s 
fastest growing. The local human-
resources staffing team has doubled 
in size over the past 12 months and 
continues to grow, said Jim Kwapick, 
Robert Half’s district director for 
Minnesota, Iowa and Nebraska.

Many businesses didn’t need re-
cruiting executives during the down-
turn. But companies that cut are 
hiring again, focusing on work force 
engagement and human-resources 
departments to boost productivity.

“There clearly is demand, there’s no 
doubt about that,” Kwapick said.
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CJ DuBé, left, and McKinley Group co-owner Tony Sorensen are two of the leaders behind 
McKinley’s effort to expand its executive-search business into the human-resources segment.

Benefits firm asks drug-makers to pay for failed meds
BY KatHarine GraYson
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Why should you pay for a medica-
tion if it didn’t work?

That’s the question pharmacy-
benefits management firm Prime 
Therapeutics is putting to drug com-
panies as part of a new strategy it calls 
CareCentered Contracting. Eagan-
based Prime’s approach asks phar-
maceuticals firms to agree to refund 
the cost of a drug if there’s evidence 
that it wasn’t effective.

If a patient must undergo a medi-
cal procedure because a medication 
didn’t appropriately treat a condition, 
the drug company may also cover 
costs associated with that procedure. 
For example, if a patient takes a drug 
that’s supposed to treat osteoporosis, 
and then winds up fracturing a bone, 
the drug manufacturer would pay for 
treatment of the fracture.

Prime Therapeutics’ CareCentered 
strategy is a departure from the way 
pharmacy-benefits firms typically 
negotiate contracts. Usually, costs are 

tied to the volume of drugs bought. 
And one benefits expert ques-

tioned whether the method — which 
requires proof that a drug failed — 
would be broadly feasible. 

“I think it would be extremely dif-
ficult to prove” that a drug failed, said 
Susan Hayes, principal at Pharmacy 
Outcomes Specialists, a Lake Zurich, 
Ill.-based firm that provides pharma-
cy-benefits consulting services. 

But Prime Therapeutics already has 
used the approach to negotiate deals 
for two drugs: Actonel, an osteoporo-
sis medication developed by Warner 
Chilcott Co., and Januvia, a Merck & 
Co. Inc. drug that treats diabetes. 

This year, Prime’s goal is to put 
between three and five health out-
comes-based contracts in place, said 
Peter Wickersham, senior vice presi-
dent of cost of care. 

Long term, the company expects 
about 10 percent of its contracts 
with pharmaceutical companies will 
be based on outcomes. Prime plans 
to target specialty drugs for treating 

conditions such as 
multiple sclerosis.

To make its ap-
proach work, 
Prime must deter-
mine whether a 
drug was effective. 
To do that, the firm 
said it will ana-
lyze medical and 
pharmacy claims 

data, using a committee of outside 
pharmacy and health care experts  to 
make decisions.

 Prime also plans to examine issues 
such as whether patients are appro-
priately taking medications.

Prime didn’t estimate by how much 
the approach might lower costs, but 
said the strategy may lead to savings 
for the 12 Blue Cross and Blue Shield 
health plans that own it.

Prime’s strategy is in keeping with a 
broader shift in the health care sector. 
Federal health legislation emphasizes 
that health care organizations should 
be paid based on how well patients 

do following treatment,.
“What Prime’s doing is interesting 

— this is what health care reform is all 
about,” said Hayes, the benefits con-
sultant. “I like the discussion around 
it. But I’d like to see the actual con-
tract language before I endorse it or 
say it has any legs in the industry.”  
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CaRe-CenteRed 
ContRaCting
Prime Therapeutics’ CareCentered 
Contracting asks pharmaceuticals 
companies to refund the cost of 
medication if there’s evidence that a 
drug didn’t help a patient. It’s already 
negotiated contracts for two drugs:

Actonel, which treats osteoporosis, and 
is manufactured by Warner Chilcott Co.

Januvia, a diabetes drug made by Merck 
& Co. Inc.

Prime plans to have between three and 
five such contracts in place this year.  
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Search firm targeting H.R. execs
One of the Twin Cities’ largest executive 

search firms is going after a new quarry: human-
resources leaders.

The owners of Minnetonka-based McKinley 
Group Inc. plan to open a new recruiting com-
pany, McKinley Human Resources Inc., next 
month, diversifying the firm into a booming 
field.

Tony Sorensen, a McKinley owner, will lead 
the new venture with the help of two seasoned 
HR headhunters.

CJ DuBé, one of the founders of Minneap-
olis-based Oberon, will be a strategic partner. 
Dina Simon, formerly vice president of a region 
spanning from Minnesota to Texas for Express 
Employment Professionals, an Oklahoma City-
based staffing firm, will be managing director 
when the business launches Oct. 10.

McKinley HR’s niche will 
be finding experienced human-
resources managers for tempo-
rary and permanent positions at 
corporations.

The firm will target business-
es with revenues between $500 
million and $5 billion, placing 

contract professionals at hourly rates ranging 
from $70 to $250, and permanent managers at 
salaries from $100,000 to about $250,000.

“There isn’t a lot of competition that is  
focused specifically on this HR niche here in the 
Twin Cities or Minnesota at large,” Simon said.

The owners are projecting revenue of $1.5 
million to $2 million for 2012 and at least $4 
million a year after that. They hope the company 
will grow to 20 employees in its first year.

Sorensen called the business pipeline the 
strongest he’s ever seen, and said he’s cautiously 
optimistic.

McKinley HR’s sister companies under the 
same ownership already provide placement ser-
vices for managers in sales, marketing, infor-
mation technology, engineering and consumer 
products through McKinley Group, technol-
ogy consultants through McKinley Consulting 
Inc. and finance and accounting professionals 
through McKinley Finance Inc. Together, they 
had $10.98 million in revenue last year.

“There’s a huge opportunity in this market to 
bring another offering toexecutives who are out 
looking for the right talent,” DuBé said.

McKinley recruiters are regularly in touch 
with human-resources executives, many of 
whom are clamoring for this kind of service, 
Sorensen said. “This year more than any year, 

when we’ve been in front of large clients, they’re 
asking if we are doing HR. When the opportu-
nity came to partner with CJ and Dina, it just 
made sense to get in the game now.”

The new offering could protect McKinley’s 
portfolio against another recession, but is also 
timed to take advantage of signs of economic 
weakness that have potential clients wondering 
if now is the time to hire.

“Companies have been so lean. … They’ve 
cut, cut, cut. When they expand, the first thing 
they’re going to do is hire strategic consulting 
contract people,” Sorensen said.

Other Twin Cities recruiters and staffing 
providers also say they’re cashing in on client  

demand for human-resources needs.
The consulting side is “really starting to 

skyrocket” at Oberon, which provides HR  
executives for contract interim work, said Craig 
Dexheimer, director of operations and adminis-
tration at sister company Salo.

Oberon would not disclose its revenue, but 
Managing Director Ann Ruschy said business 
has grown above pre-recession levels this year.

“It’s been a great year for our consultants and 
clients,” she said. “The organizations that will 
succeed in any economy are those that have the 
talent to get the work done.”

At Robert Half International’s Minneapolis 
office, demand for human-resources personnel 
is making that division one of the Menlo Park, 
Calif.-based staffing firm’s fastest growing. The 
local human-resources staffing team has doubled 
in size over the past 12 months and continues to 
grow, said Jim Kwapick, Robert Half’s district 
director for Minnesota, Iowa and Nebraska.

Many businesses didn’t need recruiting  
executives during the downturn. But companies 
that cut are hiring again, focusing on work force 
engagement and human-resources departments 
to boost productivity.

“There clearly is demand, there’s no doubt 
about that,” Kwapick said.
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drug was effective. 
To do that, the firm 
said it will ana-
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data, using a committee of outside 
pharmacy and health care experts  to 
make decisions.
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such as whether patients are appro-
priately taking medications.

Prime didn’t estimate by how much 
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said the strategy may lead to savings 
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Federal health legislation emphasizes 
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— this is what health care reform is all 
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tract language before I endorse it or 
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