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Family-Owned IT Consulting 
 

On-Demand Group (ODG) is a global family-owned IT consulting firm that has been 
in business since 1996. ODG provides contract and contract-to-hire IT resources for 
staff aug and project based needs. Being family owned, ODG has impeccable 
morals and ethics and a passion to continue its growth. Our staff includes individuals 
with advanced degrees in vocational psychology that allow us to assess EQ 
(emotional intelligence) as well as technical aptitude. Offshore solutions in Latin 
America and South East Asia means we support you onshore and offshore in a 
multitude of areas. ODG is a woman-owned company that holds several 
certifications, including WBENC, SDB, CERT, TBG, DBE and Green 
(environmental), in order to align with organizations that have diversity and 
sustainability initiatives.  
 
Check us out: www.ondemandgroup.com 
 
Key areas of success in delivering senior-level IT resources for consulting and 
contract-to-hire needs are the following: Developers (.Net, Java), Programmers, QA, 
BA, DBA, Security Analyst, System Analyst, Project Management, System 
Administrators, Security Engineers and Network Engineers - all working in various 
applications. We also provide offshore resources in Latin America and Manila for 
development (.Net/Java/Mobile/Cloud) and QA. 
 
Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine 

 
CEOCFO: Ms. Manley, your website indicates that ODG is saving the world on IT consultant at a time. How so? 
Ms. Manley: We take a different approach to IT consulting. We come from a very entrepreneurial and creative mindset 
regarding our company, clients, consultants and operations. We have a passion and commitment to continuous 
improvement while providing value to our clients. Our website is a strong indicator of how we are different. We invest in 
our company and in technology. What I tend to see from others in our industry is that they have the same story, same 
language on their website and there is no real personality, passion, connection or investment in their organization. What 
we really strive on is bringing the best of the talent to the client, which is what it is all about, but doing it with a strong 
sense of morals, ethics, partnership, transparency and honesty. Oh, and fun! 
 
CEOCFO: How does that play out day to day? 
Ms. Manley: I think the basis of a good partnership is when you know that your business partner is going to do what is 
right for the business and not a personal agenda. We go above and beyond with our commitment to our clients. I have 
heard of many firms refusing to adapt to a scenario if it is not outlined in their signed agreement. With ODG, even if it is 
not in our agreement, we ask the question, “What is good business and how are we serving everyone best?” What is 
important is that we align with clients who value that partnership. 
 
CEOCFO: Is there a typical client for you? 
Ms. Manley: No, we are in manufacturing, government, travel, retail and finance. We recruit for technical individuals who 
usually have 10 to 14 years of expertise in the IT industry. They are senior-level resources and we server our clients in 
every silo – development, project management, QA, BA, infrastructure and security. We work within a multitude of 
technologies. Our recruiting methodology supports the versatility and the types of resources that we can provide our 
clients. 
 
CEOCFO: How do you reach prospective clients? What is the process to know if they are a right fit for ODG as 
well as you being a right fit for them? 
Ms. Manley: When Sean and I took over the business in 2008, we really revamped everything with the company from 
marketing to our core services as well as our mission and how we are going to partner with organizations. With that 
dedication to revamping the organization, we have become very sticky with our current clients and have grown organically 
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within them as well as being referred by them. With that model, we have grown 20 to 40 percent every year since Sean 
and I joined. This organic growth is a testament that in such a commodity-based environment what we are doing is 
different and that different is good. 
 
CEOCFO: Would you tell us about the offshore solutions you are able to provide and why that is a feature you 
included in your offer? 
Ms. Manley: It became an area that we wanted to offer due to clients requesting us to have that capability. We provide 
consulting services for .Net and Java development, QA and mobile development in both the Philippines and South 
America. South America provides near-shore solutions, meaning there is no time difference and it allows you to conduct 
agile development, which is a growing demand. The Philippines provides that same solution but also a 24/7 model where 
some organizations need that constant output.  
 
CEOCFO: Do many people opt for those solutions? 
Ms. Manley: I think when it makes sense for an organization; it’s always a great option for the client to explore more with 
us. We have years of experience doing this and can help them understand the best practices of engaging offshore 
solutions. 
 
CEOCFO: How do you know when people are right for your organization? What are the intangibles; how do you 
know when they fit with your corporate culture? 
Ms. Manley: We really base our hiring not on a “need now” basis but on a talent basis. If you find the right person who 
aligns with our morals and ethic, culture and brings value to the organization-you find a way to make them work-whether 
there is a current need or not. Transparency is vital in the recruiting process to ensure we do not have any mis-hires.  

 
CEOCFO: What is your geographic reach? 
Ms. Manley: We are all national as well as resources in Latin America and Philippines. 
 
CEOCFO: Would you tell us about your dog? 
Ms. Manley: I have two Russian wolfhounds. One is seven and the other is four and they are my “kids”. They are 
absolutely adorable, and with my passion for animals, we have created a dog friendly office, which is really fun. Some 
people use it and some people do not. You can bring the dog in and we have dog treats and dog beds. The dogs are a 
nice break to get away from the computer and force you to get out and walk around.  
 
CEOCFO: One of your core values is fairness. Would explain what that means in practice? 
Ms. Manley: I am a Rotarian, so one of the statements is, is it fair to all concerned? To me, I take that personally. I think it 
aligns back to partnership. When you have a good partner, you all know that you are going to do what is right for the 
business and what is fair. We are in a services industry, and people are not predictable. If they were, everyone would still 
be married. You need really good relationships so that when things go great, we are going to have fun, and when things 
go bad, we are going to do what is right for the business and what is fair to everyone involved. To me, that is how I define 
fair. 
 
CEOCFO: Put it together for our readers. Why pay attention to On-Demand Services Group? 
Ms. Manley: What is fun is our growth in such a commoditized industry, which supports that we are doing something 
different. The differentiating values that we bring to the table and being around for 18 years ensures that the client is going 
to get a senior-level resource that has been well screened by a veteran team that has an impeccable reputation. All this 
will also be done in a fun way where you really feel like you have a partner. I will say there really no balance between 
work and life and life and work. When you find people who you respect and are just so fun and brilliant that you get to 
learn from, you never feel like you are working. To me, that is what I try to obtain in all of my relationships. We are all here 
working for the same goal to grow something, work together and have fun while we are doing it. I think that is a big 
differentiator - we love what we do here. We get goose bumps when we talk about our company, and we are truly 
passionate about it. It is not a mission statement, it is really what we are living. 
 

“When you find people who you respect and are just so fun and brilliant that you get to 
learn from, you never feel like you are working. To me, that is what I try to obtain in all of my 
relationships. We are all here working for the same goal to grow something, work together 
and have fun while we are doing it. I think that is a big differentiator - we love what we do 
here. We get goose bumps when we talk about our company, and we are truly passionate 
about it. It is not a mission statement, it is really what we are living.”  

                                              - Heather Manley 
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CEOCFO: Final thoughts? 
Ms. Manley: I have a spice company on the side called Heather’s Dirty Goodness, Inc. We are at Kowalski’s Markets and 
Cub Foods. It’s a line of five seasonings all about meat. The website is dirtygoodness.com, and we just won third place 
out of the top 50 at the World Food Championship in Vegas November 2013. We also took Top 9 out of the Top 10, and it 
will be on an A&E mini-series either this month or next month, which is kind of fun! Heather’s Dirty Goodness, Inc. has 
been a really fun way to connect with my clients in a different because everyone loves food! 
 
 

 
BIO:  
 
Business 
Heather purchased On Demand Group, an IT consulting company and family business, in 2008 and since has led the 
organization through significant growth. Heather has also expanded her business clientele to reach global markets by 
offering offshore solutions in Latin America and Southeast Asia. Under her leadership, this global business has generated 
nearly $20.4 million in revenue since 2008 via an impressive roster of Fortune 500 clients. She attributes their growth to 
their outstanding team and sticking to their mission of partnering with clients who align with their morals and ethics and 
appreciate transparency, honestly and partnership. They also need to be willing to have a little fun because after all, if it 
isn’t fun, why do it? 
  
In 2011, Heather opened a second business called Heather's Dirty Goodness, Inc. that sells seasonings, food 
products and bourbon that has experience double growth since its inception. She has a total of 5 spice rubs that are 
sold in all Kowalski Markets and Cub Foods.Spring of 2014 she will be introducing a small batch craft bourbon to the Twin 
Cities market called Crooked Water.  
  
Heather established another business in 2012 called DiversifyIT, a MSP/VMS provider. Outside of managing contingent 
labor for organizations via their vendor management system (VMS), DivesifyIT is a passionate supporter for small diverse 
or disadvantaged businesses. DiversifyIT provides a highly unique service to partner with corporations to ensure the right 
partners are found, managed and measured.  
 
Community/Personal 
Heather volunteers her time and energies to advance the economic development interests and opportunities for women 
business owners in Minnesota, not only through her leadership as the Board President for NAWBO-MN for the last 3 
years, but also through her involvement with the Women's Small Business Development Center. Heather has received 
significant support and opportunities as a certified WBE and has a passion for sharing her experiences to help others. She 
also helped establish the Minnesota Women Business Owners Hall of Fame, with the inaugural event held at Cargill HQs 
in 2013. 
 
Heather is also a widely regarded foodie who will be appearing in an upcoming A&E mini-series after placing as a finalist 
in the World Food Championship last November in Vegas. 
  
Awards/acknowledgments 
 In 2009, NAWBO named her the Young Woman Business Owner of the Year Award. 
In 2012, Minneapolis / St. Paul Business Journal - Women to Watch Award 
In 2012 and 2013, ODG was honored by the Initiative for a Competitive Inner City and Fortune Magazine as one of the 
Top 100 Fastest Growing Inner City Companies in America.  
WBE of the Year 2013 from the Women’s Business Development Center-MN. 
2014 Enterprising Women awarded her one of the Enterprising Women of the Year awards. 
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On-Demand Services Group 

2604 Lyndale Avenue South, Suite 200 
Minneapolis, MN 55408 

612-367-8101 
www.ondemandgroup.com 


