





“Maintenance contracts ar@lmost always overlooked when

businesses addressscal matters to cut costs. Most businesses
tend to focus on salaries, health care, and real estate expenses i
order to reduce expenditures. Nobody’s looking at the equipme
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they currently own and what they are spending annually to maintai
it. We point out that the money being spent may not be serving thei
nancial interests and we show them how to change that.”

~Dan Schuster
Founder and CEO




commercial, educational, P w =
financial and government
institutions, including seven
current statewide contracts.

“Its a portable model;
we started out in the health
care industry and then
quickly moved into govern-
ment, banks and even gro-
cery stores,” Schuster says.
“The program has worked
in every market segment
that we have tried it.”

“The list of equipment
covered on the program is
extensive, but it5s basically anything that is electronic
in nature and plugs into a wall,” Calhoun offers.
“We cover medical equipment spanning from low-
end clinical to high-end diagnostic imaging. We also
cover laboratory and research equipment, general
office equipment, IT, communication, security, and
mail room equipment.”

“Another major benefit of the program is the fact
that we capture and report upon all aspects of the
program including vendor participation, equipment
performance, and cost metrics.” Calhoun says.

“That transparency is very important to us
because its client-centric, not Remi-centric or OEM-
centric,” Saull observes. Transparency in reporting
affords The Remi Group clients a history of all ser-
vice events that he says is “information equipment
manufacturers would never provide in their reports
to their clients.”

“All program information is accessible 24-7 on
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Remi Online, our customer internet interface. Clients
have real-time access to all aspects of their equip-
ment information,” Howison adds. “This informa-
tion gives our clients the power to make informed
decisions concerning choice of service vendors and
new equipment purchases.”

Many business owners can relate when told by a
vendor that their equipment is becoming obsolete,
can no longer be maintained, needs an upgrade, or
needs to be replaced.

Schuster raises an interesting question, “Why
would we rely on the same guy who sold the equip-
ment to be in complete charge of maintaining that
equipment and not walk away thinking theres an
inherent conflict of interest?”

The Remi Group has been serving the State of
New York with their equipment maintenance man-
agement program since April 2002. While cost
savings and enhanced management oversight were
both important, management reporting and hav-
ing comprehensive information on equipment per-
formance was vital to the state. To meet the state’s
evolving needs, Remi created—and continually adds
to—a suite of customized reports for them available
around-the-clock through Remi Online.

“Our account services and information technol-
ogy team works closely with the State of New York
staff to ensure that they receive all of the information
necessary to help them do their jobs,” Schuster adds.
“We believe in information transparency, so when
our client asks for custom reports or information, we
find a way to meet that need through Remi Online.”

Spreading Out

Like many start-up companies, The Remi Group
didn’t begin with large clients or even a lengthy client
list. “We were working on small deals 10 years ago
and an occasional big one. We were determined to
get our message out there that we have an alterna-
tive solution to high-priced equipment service con-
tracts,” Schuster declares.

“We are still pushing that message and it is
resonating, especially in times like these when
everyone has to reduce spending and cut costs,”
Howison adds. The Remi Group is diligently

Our goal is to improve
equipment performance,
decrease equipment down-
time, improve service
vendor responsiveness and
performance, and elimi-
nate all the unnecessary
hassles and distractions
associated with managing
your equipment portfolio.

working to build brand
awareness through their
direct marketing efforts.

With the flagging econ-
omy, there is no doubt more
businesses are looking for
ways to be more frugal par-
ticularly in the government
and health care sectors.

“Because tax revenues
have fallen so dramatically
in the government segment,
they're looking at cutting
back programs that serve
citizens,” Schuster observes.
“One of the reasons government entities choose
our program is because they are being forced to do
more with less. Extending the lifecycle of electronic
equipment rather than replacing it is much more
advantageous. Our program extends the useful life
of equipment by making sure that the equipment is
properly maintained.”

Saull points out that by scheduling preventive
maintenance regularly, The Remi Group is able to
keep the equipment up and running and extend
its useful life.

“With aging equipment, the cost of a mainte-
nance contract with an OEM will typically increase
between 3 and 8 percent annually,” Saull says. “If a
three-year contract for that same piece of equipment
is signed with The Remi Group at a savings of 20 per-
cent compared to the OEM price, that price is fixed
and is capped for the next 36 months.”

The Remi Group currently has multiple state-
wide contracts in progress and has even branched
out into Canada and has plans for business
opportunities in the European Union.

“Historically we've gone where our mes-
sage has resonated the quickest. While we are
Charlotte-based, we have a national value propo-
sition that is moving toward an international
audience,” notes Calhoun.

While The Remi Group competes against many
“highly motivated” OEMs employing hundreds of
thousands of technicians nationwide, “The OEMs
tend to drive their profits through the service side of
their business, which is where we can exist and oper-
ate more efficiently and serve all of a clients equip-
ment needs across the board,” Schuster explains.

Calhoun suggests, “Companies contemplating
tough budgetary decisions—especially now—should
take a close look at their equipment maintenance
expenditures first...because they may be surprised
at the cost versus value.” biz
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