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TRANSFORMING THE EQUIPMENT SERVICE INDUSTRY

ounded in 1998, The Remi Group is the proven alternative to traditional service agreements.
Remi helps organizations customize the best service options available at the right price, by

replacing multiple service agreements and extended warranties with one flexible agreement.

Benefits include: measurable cost savings maintained year-over-year; administrative efficien-
cy; service vendor neutrality; and consolidation of multiple agreements.

Utilizing its high level of industry experience and technical expertise, Remi strives to extend the
useful life of customers’ electronic equipment, and drastically reduce equipment maintenance man-
agement and repair expenses.

Since it’s inception, The Remi Group has

W Analyzed 850,000+ vendor service agreements valued at $1.9 billion

AT A GLANCE
THE REMI GROUP

WHAT: Provider of equipment mainte-
nance management programs for large
institutional customers

WHERE: Head office in Charlotte,
North Carolina

WEBSITE: www.theremigroup.com
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A Leading I.T. Support Solutions Provider
CPLUS provides critical hardware support and service for both mid-range and enterprise-level information technology systems.

Our proactive support can help you extend the life of your I.T. inventory.
With nationwide, onsite 24x7 support and service available, we provide contract maintenance and on-call services to business organizations of all sizes. CPLUS employs h

only the most qualified and experienced people in the industry in order to provide you with excellent service and unparalleled expertise in technology systems and products. J
Our technicians have access to nationwide, around-the-clock parts distribution centers, and are cross-trained on a broad spectrum of servers, printers, and computer

systems in order to provide you with critical repair and maintenance when you need it most. C P L U S

www.computerplususa.com 800.849.4426 | 864.801.9003
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CPLUS opened it’s doors in 1989. Since then, we’ve grown to become
one of the premier hardware support & service providers in the country.

Our mission is simple.

CPLUS is the leader in information technology service and support for mid-range
and enterprise-level I.T. systems nationwide. CPLUS technicians average more than
25 years of experience and are well versed on older and newer equipment, with
access to an expert team of field technicians, parts, supplies, and efficient service
dispatch. Our support staff and technicians are standing by to assist you with most

any computer system or technology.

When you need help, we’re there.

We understand that response time to your service call is critical. That's why we
developed our 24x7 Rapid Response™ service and support system. It combines the
best of mobile technology, web services, and GPS tracking to efficiently manage

calls and ensure you receive prompt and comprehensive service.

We are dedicated to continuous improvement.

Over the past 25 years, CPLUS has grown to become the leader in I.T. service and
support for mid-range and enterprise-level information technology systems nation-
wide. Each day, we continue to improve upon our innovative best-in-class approach-
es and processes to help our clients cut costs by extending the useful life of their I.T.

INnventory.

We work with the best, so you get the best.

CPLUS employs only the most qualified and experienced people in the industry in
order to provide you with excellent service and unparalleled expertise in technology
systems and products.

We relentlessly pursue one goal: constantly improve upon our innovative best-in-
class approaches and processes in order to help our clients cut costs and extend

the useful life of their I.T. inventory.

www.computerplususa.com
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B Covered more than 800,000 pieces of elec-
tronic equipment

B Worked with 2,500+ service vendors across
the country

B Managed more than 1 million service events

Remi prides itself on selecting services and
products from vendors that practice recycling
whenever possible. At company headquarters,
paper, plastic, glass products,and printer car-
tridges are recycled regularly. The IT Department
donates out-of-date equipment to local North
Carolina schools and non-profit organizations
for refurbishing. Remi’s office building, located in
Ballantyne Corporate Park’s Irby Building in Char-
lotte, NC, features special green’ roofing and solar
powered water heaters. Almost 75 percent of the

construction waste was recycled and diverted
from landfills and 30 percent of the construction
materials were recycled. As a result, the Irby Build-
ing was awarded the first LEED Gold Certification
in Ballantyne.

Dan Schuster, CEO of The Remi Group, founded
the company in 1998, as part of a Royal & SunAl-
liance Insurance program. He relates,“Royal & Su-
nAlliance Insurance, headquartered in Charlotte,
North Carolina, wanted to take the concept of
large-scale equipment management into the mar-
ketplace as an insurance offering they could dis-
tribute through their insurance agents and brokers
nationwide. So, they recruited me out of Wisconsin
as their first employee, because | had expertise in
this space to basically build a branch inside of the
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COPY SYSTEMS INC.

A DIVISION OF BUSINESS INFORMATION SYSTEMS
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Customer satisfaction is our major concern!

REMI Strategic Partner

SALES, SERVICE & SUPPORT OF COPIERS AND OFFICE EQUIPMENT

BIS is a trusted provider of real time service,
repair and maintenance in the office products
marketplace. Our customers are our colleagues
and their satisfaction is our major concern.

We offer a product line of re-engineered copiers
by Sharp and Xerox, a cost conscious alterna-
tive to new equipment.

locations to serve you! * P
| CALL US TODAY! o
f o 1-800-244-0790
We sell and lease new Sharp, Xerox, and .- * ° *
HP products as well as other major brands. . NEW YORK
SHARP . ¥ g

We specialize in computer networking and service and repair of:
COPY MACHINES = PRINTERS = FAK MACHINES m SCANNING MACHINES = ENGINEERING MACHINES = VIDEO SCREENS

34 years of serving the entire state of New York, including New York City and Long Island. NYS OGS Approved Vendor

WWW.BISCOPY.NET BIS@BISCOPY.NET

1-800-244-0790

insurance company. That’s where | met our current
President, Brent Howison. We started Remi with
one employee, and successfully built the business
up inside Royal & SunAlliance; rapidly growing to
$30 million dollars in revenue.”

Things went well until the U.S. division of Royal
& SunAlliance ran into problems associated with
9/11.They were insuring part of the twin tow-
ers; they did a bad acquisition, and then decided
to exit the United States. At that point, Schuster
negotiated take-over of the business, the employ-
ee liabilities,and the run-off liabilities,and moved
across the street to become an independent. He
says, “We went from being Remi, owned by an
insurance company, to The Remi Group, consisting
of myself,and people like Brent,and some of the

BIS as we are commonly referred to by our
family of associates is a trusted provider of
real-time service, repair and maintenance,
as well as new equipment sales in the office

original shareholders”

The company covers the entire continental
United States and now has 125 employees, plus
many distribution partners — independents that
get paid a commission for selling Remi programs.

that desires to reduce overhead expense. We
recommend the right business solution based
on your needs. We believe that our company’s

COPY SYSTEMS INC. sales are the earned expectation of these efforts.

A DIVISION OF BUSINESS INFORMATION SYSTEMS

products marketplace. Our customers are our

colleagues and their satisfaction is our major

concern. This is our 34th year.

In today’s connected world downtime is intolerable. We may
not arrive at the time your service event takes place, but you
won't lose sleep before we get there. A company with human
characteristics, and the technical ability to solve the issue is
much to be desired.

BIS is that company, we understand your office equipment
issues and can satisfy those needs.

We sell and lease new products manufactured by Sharp,
Xerox, HP and others. We offer a product line of re-engineered
copiers by Sharp and Xerox for the cost conscious organization

‘Service is Our Business.” Why? In 1983 we be-

gan to service copy machines. We covered the
territory from upstate New York, to New York City, and places
in between. We learned that customers want their equipment
professionally serviced, efficiently, with little downtime and at a
reasonable price. Our customers told us what their needs were
and we responded. We cut our teeth satisfying these custom-
ers, and over the years expanded our service territory to cover
the entire State of New York. We built a business based on
professional service, superior support, technical expertise,
and the ability to recommend the best solution for your office
equipment needs. BIS can say with confidence, ‘Service is Our
Business’, and ‘Customer Satisfaction is Our Major Concern!’

BIS@hiscopy.net
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The programs involve equipment management
for large institutional customers, including federal
and state government agencies, public and private
universities, hospitals and healthcare systems.
These organizations outsource the maintenance
of a collection of equipment, and instead of buy-
ing a contract from the OEM (Original Equipment
Manufacturer), they buy protection from Remi.

Schuster explains,“When the equipment breaks,
they call our dispatch center,and we send the ap-
propriate vendor. We manage the repair process to
ensure good response time and repair comple-
tion. We then pay the vendor. The client has out-
sourced the headache of dealing with all that
administratively, plus our program saves them
15 to 25 percent over what they were paying

Introducing Your One
Source to Maximize
Capital Equipment
Performance

Learn more at AvanteHS.com

previously for maintenance contracts. That'’s our
basic value proposition”

The company tries to keep a balance among
four segments - federal government, state gov-
ernments, higher education, and healthcare; not
wanting to be overdependent on any one sector.

jhp is now

Avante|&ih .

Equipment, Service, and Repair | Medical/Surgical, Critical Care,
Patient Monitoring, Diagnostic Imaging, Radiation Oncology, and Cath/Angio Labs

Better healthcare starts with seeing a better way forward.

A better budget alternative, partner, and total solution.

Avante Brands

PACIFIC
Integrated O MEDI ) oncoLosy seRvices

SERVICES

JRANSTATE

It's a portfolio play. If they have a down year be-

cause something’s going on with the Fed, they can

make it up in healthcare. And healthcare can be

up and down too, so diversification is important.
Competitors, 99 percent of the time, are OEMs

— Siemens, GE, Philips, Xerox, IBM - the big guys.

Providing Products and
Services through Technology
that Evolves the Medical
Procurement Process

Howison adds,“The few like competitors we have
are folks that dabble in the business. It may be
an insurance company that tried to get into this a
little bit and is still out there on a small scale. For
another company;, it might be a part-time thing.
With us, it’s all we do. That’s what distinguishes
us. It's what our 125 employees do every day.We
invest all our money back into the business and
have been for about 20 years. There are some seri-
ous entry barriers to get into this business,and if
you look at what we’ve built up in a database and
intellectual property and a knowledge base, it's
very hard for others to compete with us’
Maintenance contracts are a significant reve-
nue generator for OEMs. Equipment servicing is
done either on a maintenance contract,or on a

PARTSSOURCES
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“It’s our focus to help healthcare systems deliver care by providing
not only the highest quality tools, but to also provide the ability to do it efficiently.”

- Phil Settimi, MD, President and CEO of PartsSource

*U.S. News and World Report

877.497.6412 | PartsSource.com
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time-and-materials basis. A hospital, for instance, may
have hundreds of different maintenance contracts
scattered about the organization; all high-margin
contracts for the OEMs. Remi eliminates those, sys-
tematically moving them onto one contract. If Remi
continues to use the OEMs, they'll still get paid to
provide service on a time-and-materials basis. They
may forego a high profit margin under the Remi
model, but it’s better for the customer to pay through
a program, where maintenance is only paid for as
required.

Schuster says, “It was really Jack Welsh of GE who
revolutionized the thinking. He saw the service side
of the business as a huge profit generator for the
organization. So,you can assume if they're trying to
sell you a warranty at Best Buy, it’s very profitable.

That's why we are able to exist because we can pay

for every repair, provide a discount to our client,and
still have enough left over to run a business.
Howison gives the example of a hospital buying a
maintenance contract from on OEM for a CT ma-
chine and paying $100,000 per year, whether the
machine has a failure or not.“What we're doing is
taking that ‘pay an excessive amount for no fail-
ure’ out of the equation. Offering a fixed cost, so
it's easier to budget without surprises. We charge
$75,000, and incur whatever happens underneath
that. Most often the charges that come into us
are under $75,000, that's how much margin there
is. On the other side, we may incur $150,000 in
repair charges, so we take all the financial risk for
the customer, provide them upfront guaranteed

savings,and one number to call.

“For the future, we want to grow in the U.S.and
beyond. As technology continues to improve, there
will be more electronic devices to be covered,and
we'll be trying to gain market share. In our busi-
ness core model, we collect a lot of useful data.

Planned & Corrective
Maintenance Services

Proud to partner with

Remr

supporting pharmaceutical, biotech, academic
and government research labs

www.TheLabSquad.com

info@TheLabSquad.com
Toll Free: 1-888-411-2463

Right now, we're looking at ways to use the data
and knowledge base to help customers with more
than just a maintenance contract. We can consult
on capital asset purchases, streamlining the process,
leasing new equipment - different services that were
just on the cusp of providing to the market”
Schuster acknowledges, “For a long time, we
would have viewed ourselves as a product com-
pany. In the next five years, were moving towards
becoming a consultative solutions company. We
have States that come to us, now, with equipment
issues - part of it might be the procurement
process; part of it might be the choices available.
They ask us to help find a solution, because many
times, they don't have the resources to solve the
problem.”

Do De Novo

Phone: 1-800-277-1724 | Fax: 1-888-899

We are a Disabled Veteran Owned Small Business
dedicated to being a premier service and supply vendor for
digital copy, print and multi-function systems by delivering

effective, efficient, and respectful customer service.

www.godenovo.com | 800-277-1724
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Long-term relationships are valuable - of note,
CNA Insurance in Chicago. Remi works with them
on a private label program.And Government
Sourcing Solutions (GSS) in D.C.is a great dis-
tribution partner, with expertise in cooperative
procurement vehicles. Per year, The Remi Group
deals with 2,000 vendors on the service side of
the portfolio,and continues to vet that list every
day.

For this innovative industry leader, offering an

outstanding customer experience is the top priori
ty. Maintaining that experience through third-par-
ty service providers can be challenging and takes
a great deal of time and money. But Remi is com-

mitted to making sure that every customer issue is

heard. Howison sums up why he believes his com-
pany is the best choice as a maintenance provider:

“There are many organizations that either don't
know there’s an alternative to buying an OEM
maintenance contract, or they know it, but are hes-
itant because they are nervous about what hap-
pens if they move away from it. We'd like everyone
to know that in most cases there is an alternative.
And it'’s not something that happened last night, or
out of somebody’s garage. It’s an alternative that’s
been here for 20 years and is serving federal agen-
cies, state governments, police crime labs, high-end
healthcare customers,and the like.We at The Remi
Group are a legitimate and viable alternative that
should be explored”

PREFERRED VENDORS

m ComputerPlus Sales & Service
www.computer-plus.com

ComputerPlus Sales & Service Inc., founded in 1991, and
based in Greer, South Carolina, provides 24/7 service and
support for critical computer system and network integration
services. The company also offers preventive maintenance,
system configuration, installation, administration, site prepa-
ration assistance, and analysis of local and wide area network
infrastructures. It is the leader in information technology
service and support for mid-range and enterprise-level L.T.
systems nationwide.

m De Novo Corp.
Wwvv.denovocorp.com

m PartsSource
Www.partssource.com

m BIS Copy Systems
www.biscopy.net

BIS Copy Systems sells, installs, services, supplies, and
supports networked or stand-alone copiers, printers, facsimile,
scanning, and engineering machines. The company, with 24
locations throughout New York State, services and supports
single and multiple networked equipment for New York State,
the federal government, and retail accounts throughout New
York City, and from Plattsburgh, to Buffalo.

m Lab Squad

www.thelabsquad.com

m Transtate Equipment Company, Inc.
www.transtateonline.com
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AS FEATURED IN BUSINESS VIEW MAGAZINE

Business View Magazine Business View Caribbean
www.businessviewmagazine.com www.businessviewcaribbean.com
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