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BIO: CEO, Brian Vincent, has held 

executive, board, and advisory roles at 

more than twenty companies through-

out the Pacific Northwest. Brian has 

parlayed his twenty-five years of pro-

gressive experience as a CEO and 

Venture Capitalist into a successful 

career augmenting the efforts of 

lenders, private equity, and venture 

capital firms on behalf of their portfo-

lio companies. Brian’s background 

includes extensive domain experi-

ence in wireless, enterprise software, 

web services, consumer goods, and 

discrete manufacturing on a global 

scale. Recognized as an extremely 

effective leader, Brian’s ROI lies in 

his ability to quickly grasp and man-

age highly complex situations, revital-

ize distressed and/or stagnant com-

panies, and yield meaningful results. 

 

About 

Remote Medical International: 

Remote Medical International was 

founded by a paramedic in 2003 in a 

one-bedroom apartment filled with 

medical equipment and training sup-

plies. Now celebrating its tenth year of 

business, RMI provides individuals 

and corporations with a single-solution 

to remote medical needs anywhere in 

the world. RMI has been recognized 

three times by the Inc. 500 as one of 

the 500 fastest growing companies in 

the United States. Headquartered in 

Seattle, Washington, USA, Remote 

Medical has approximately 100 em-

ployees and operates in twenty-three 

hospitals worldwide. Renowned for a 

dynamic and highly experienced staff 

of remote medical professionals, RMI 

prides itself on offering solutions and 

building collaborative relationships 

with clients operating in unique and 

challenging environments. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Vincent, would you 

explain what attracted you to Remote 

Medical International? 

Mr. Vincent: I was contacted by Re-

mote Medical last October to help 

with a turnaround of the organization 

that led to an overall recapitalization. 

There were two main things that con-

vinced me to come on full time. First-

ly: the people. RMI is composed of a 

very dynamic group of individuals. 

They are adventurers on the weekend 

and bring in the same desire, goal 

setting, and expertise into the com-

pany over the course of the week. 

Secondly, if you look at my past, I 

have spent the majority of my career 

working on an international basis. But, 

for the past eight years, I have been 

running my consulting company in a 

primarily domestic capacity. RMI pre-

sented me with the opportunity to get 

back into the international arena. We 

have people on every continent and 

every ocean in the world providing 

remote medical services. I am excited 

and motivated by the level of com-

plexity that comes with operating on a 

global scale. 

 

CEOCFO: On a day-to-day basis, 

how does your company work? 

Mr. Vincent: Remote Medical was 

founded in 2003, so we have a rea-

sonable amount of brand equity. Peo-

ple are aware of RMI, and we have 

long-term customers as a result. Our 

customer base breaks into both en-

terprise as well as individual. From an 

enterprise standpoint, we focus a ma-

jority of our efforts in the energy in-

dustry. For example, if British Petro-

leum hires a seismic vessel to map 

the bottom of the ocean floor some-

where, we are there to provide a med-

ic on board that vessel for a five-week 

rotation. We are a single source solu-

tion for our clients, so we also provide 

medical supplies, health and safety 

environmental, medical training for 

employees, and so on. For land-

based activity, our clients tend to be 

stationed in a remote location with a 

large population. In order to maintain 

their health and safety objectives, 

they place medics onsite as well as at 

the facility to service that remote 

population. We supply the onsite 

medical support, and we provide the 

telemedicine and consulting services 

to offer what is called Topside sup-
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port. We also provide pharmaceuti-

cals and equipment. With all of these 

capabilities combined, RMI offers 

continuity of care in remote environ-

ments. 

 

CEOCFO: Are there many companies 

with the expertise and range that you 

have or even any others at all in your 

industry? 

Mr. Vincent: That is probably the 

third thing that attracted me to this 

company. There are a couple of 

large-scale competitors out there, but, 

beyond that, you’ll find what I would 

call “spot providers” that provide one 

or two levels of support that we do but 

not all five levels of support. There is 

a huge opportunity for Remote Medi-

cal International to grow its business, 

and we are. We are here to fill the 

enormous gap between the largest 

players and spot players.  

 

CEOCFO: Why was this the 

time to make the push with 

this organization? 

Mr. Vincent: The market 

opportunity. In 2012, the or-

ganization was financially 

weak, and we brought in pri-

vate equity funds to 

strengthen the company. 

We’ve also established a partnership 

with Columbia Asia, an international 

healthcare company with twenty-three 

hospitals in Southeast Asia and India. 

This is a unique offering to the 

healthcare marketplace in servicing 

people in challenging environments. If 

we do the right thing, success will 

come. Now that the financial base is 

strong, we have the opportunity to 

pursue that success. 

 

CEOCFO: I know that you need to 

add to your staff and plan to do so. 

How do you tell who is right for your 

company, and what are the intangi-

bles you look for? 

Mr. Vincent: I will not go into the sub-

tle qualities such as drive, personality, 

cultural fit, and self-motivation. As it 

relates to people in the field, our 

medical personnel need to be com-

fortable with a “rotation” lifestyle, 

working five weeks on and five weeks 

off. But, top of our list is experience. 

Our medics must have practical ex-

perience in remote environments. We 

might interview an EMT that has 

worked in a large metropolitan area 

and not hire that individual because 

they do not have the practical remote 

experience required to work in an 

austere environment. Remote envi-

ronments are unique and challenging, 

so applicable experience is the key. 

Another way that we are different 

from our competitors is that our field 

staff are our employees. Many of our 

competitors operate like staffing com-

panies, and they hire contractors to 

fulfill the positions they need. We pri-

oritize and value our people. We take 

care of them. We also put applicants 

through a significant orientation and 

training course on the front end be-

fore we make the commitment in or-

der to ensure that both parties are 

happy. 

 

CEOCFO: It is difficult for a doctor in 

an office even with all of their equip-

ment to keep up with the newest ideas 

and problems in medicine. How do 

your people working remotely with 

less access keep up? What are some 

of the challenges, and how do you 

address them? 

Mr. Vincent: There are different 

mandatory requirements and certifica-

tions that have to be renewed on an 

annual basis, and we take care of that 

through our Certification Maintenance 

Program. We also keep up to date on 

industry-wide and country-specific 

best practices, and we work with 

George Washington University to gain 

access to some of the leading meth-

ods and procedures for handling the 

types of situations that we find more 

often in remote areas. We also have 

a medical director who is world re-

nowned for his work in infectious dis-

eases. From snakebites to malaria, 

we are extremely well schooled. We 

use the knowledge and experience of 

our team and pass it onto our clients, 

so their employees are aware of a 

potential pandemic, for example, in 

the country they are working or plan-

ning to establish an operation in.  

 

CEOCFO: How do you reach poten-

tial customers? 

Mr. Vincent: We have a direct sales 

force that works with our clients and 

builds the relationships that allow us 

to provide our services. We also re-

spond to numerous RFPs in the gov-

ernment sector. As the government 

has been reducing their spending, 

they are putting more emphasis on 

medical training, and this is a big area 

of our business. We also sell equip-

ment through our website to the holi-

day adventurer, mission groups, or 

international business travelers. 

Those are three primary channels or 

conduits to our customer base behind 

our revenue generation. 

 

CEOCFO: How big a part of the busi-

ness now is the training and selling of 

products, and do you see both 

of those areas as growing? 

Mr. Vincent: The equipment 

and supply group is growing 

significantly. Recently, we 

shipped out several million 

dollars worth of vaccines via 

cold chain shipping. Our big-

gest growth area is medical 

support and the actual placing of per-

sonnel in remote environments, fol-

lowed by telemedicine and consulting 

services such as local health facility 

reviews or medical emergency re-

sponse plans for our clients. Training 

from a private standpoint is also 

something we will continue to invest 

in. 

 

CEOCFO: Would you tell us what you 

bring from your experiences that have 

been most helpful at Remote Medical 

International? What have you 

learned? 

Mr. Vincent: I do not bring medical 

expertise to the table, so I am con-

stantly finding ways to educate my-

self—whether that means riding along 

with medics or getting on seismic 

vessels and understanding what ex-

actly we do. The value I bring is my 

international and venture capitalist 

experience. I am a turnaround expert, 

so the combination of financial and 

investing background and operating 

large companies on an international 

“From evacuations on remote islands to 

substantial pharmaceutical shipments, we 

are providing solutions with quality and effi-

ciency. It is an exciting time to be involved 

with Remote Medical International.” 

                                                   - Brian Vincent 
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scale is my strong suit. One of my 

guiding principles is also to surround 

myself with experts, so I will continue 

to build a team of medical practitio-

ners and those who understand the 

science behind what we do. The com-

bination of those two things will lead 

to success. 

 

CEOCFO: Would you tell us more 

about the capital from Columbia Pa-

cific, and how you will be working with 

the hospitals there? 

Mr. Vincent: Columbia Pacific as-

sisted us with our recapitalization and 

is now our largest shareholder. They 

are a private equity company, and 

there is a difference between funding 

from a venture capital company and a 

private equity company. They are ex-

perts in the health care arena and 

have made numerous investments 

that have paid dividends over the 

years. Their investments in Columbia 

Asia, which is a group of twenty-three 

hospitals in four different countries, 

has been successful and provides us 

with the opportunity to repair the frac-

tured healthcare value chain. This 

means that we can address a remote 

medical situation and see that case 

through with a ground presence in a 

local, metropolitan center by trans-

porting clients to a hospital with which 

we have an affiliation. Also, on June 

17, we launched our Global Coordina-

tion Center where we handle tele-

medicine calls and coordinate evacua-

tion case management. The Global 

Coordination Center will utilize Co-

lumbia Asia hospitals, so the cost 

containment value is that someone 

does not have to transport an individ-

ual all the way to the U.S. The patient 

can be transported to a local entity 

that is of the highest quality in a 

shorter time frame and at a lower cost.  

 

CEOCFO: You mentioned earlier that 

you hire your employees as opposed 

to what other companies do, which is 

staffing. Does the end customer care, 

and should they? 

Mr. Vincent: I learned quickly that 

this model is very valuable to our cli-

ents. When I first arrived I thought 

that we should move towards a con-

tracting model, and that idea was im-

mediately rejected within the organi-

zation. I spent a lot of time under-

standing the value associated with it 

and was convinced that it does a cou-

ple things for us. For one, our clients 

know and take comfort in the fact that 

they have a Remote Medical Interna-

tional employee on board. They can 

relax knowing that their personnel has 

received quality training from a qual-

ity organization that can meet their 

needs on a variety of levels. Our cli-

ents know that, if they have an issue, 

there is a chain of command they can 

utilize to in order to get their issues 

addressed. They also know that there 

is continuity between assignments 

and rotations because an RMI em-

ployee rotates in while another RMI 

employee goes out. As a result, there 

is not a learning curve that the vessel 

or land-based site has to go through 

in terms of understanding the individ-

ual’s background and support. All in 

all, our employment model guaran-

tees a level of consistency and a 

quality of service that other compa-

nies cannot provide because they are 

hiring contractors. There is a fine line 

between a contractor and an em-

ployee, but the value difference is 

significant. 

 

CEOCFO: Why should people in the 

business and investment community 

pay attention to Remote Medical In-

ternational? 

Mr. Vincent: Health and safety has 

become an increasingly high priority 

in large industries and the energy sec-

tor in particular. There is a great need 

for what we do, and that need is evi-

dent in the number of contracts that 

are coming through. From evacua-

tions on remote islands to substantial 

pharmaceutical shipments, we are 

providing solutions with quality and 

efficiency. It is an exciting time to be 

involved with Remote Medical Inter-

national, and I encourage your read-

ership to follow our blog and press 

releases for more information. 
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