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BIO: 

Mr. Zolla is Chief Executive Officer and 

Chairman of the Board of iMedicor, for-

merly Vemics, Inc., a position he has 

held since the inception of Vemics-

Delaware in July 2001.   

 

Before founding Vemics-Delaware, Mr. 

Zolla served as the Chief Operating Offi-

cer of Educational Video Conferencing, 

Inc., a publicly traded company in the 

technology and distance learning fields 

from April 1999 to June 2001.  

 

From January 1990 to February 1999, 

Mr. Zolla was the President of Distance 

Learning Associates, the first content 

aggregator in the K-12 and corporate 

distributed learning space in the U.S. In 

1996, he served on the White House 

Committee for technology in education 

that was chaired by then vice-president 

Al Gore.  

 

Mr. Zolla has taught and lectured in Eng-

land, France, Italy, Spain, and Korea and 

throughout the U.S. on the “integration of 

distance learning resources and technol-

ogy in the classroom and workplace.”  

 

Mr. Zolla served as Chairman of the 

Board of the New York Film Festival’s 

non-broadcast division from 1992 

through 1995 and remains an active 

board member.  

 

Mr. Zolla has been married to Michelle, 

the original co-founder of Vemics, since 

1969.  They have two daughters and four 

grandchildren all of whom live in Rock-

land County, New York. 

 

About iMedicor: 

iMedicor is the only HIPAA-compliant 

solution for interoperable health informa-

tion transfer that is offered at no cost to 

physicians, patients and healthcare pro-

viders. The iMedicor portal enables dis-

parate EMR (electronic medical record) 

systems to communicate, collaborate and 

exchange records in real time; pharma-

ceutical companies to deliver customized 

educational marketing programs to more 

than 730,000 healthcare providers na-

tionwide in a highly targeted, cost-

effective and non-intrusive manner; and 

allows doctors, administrators and other 

qualified healthcare workers to send and 

receive medical records, files and images. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFOinterviews.com 

 

CEOCFO: Mr. Zolla, what was your 

vision when you started iMedicor, and 

where are you today? 

Mr. Zolla: “Our company was started in 

July of 2001. At first, we delivered con-

tinuing medical education programming. 

Through that work, and as our under-

standing of the medical field grew, we 

realized that our technology could be ad-

justed to serve the healthcare community. 

We therefore conceptualized iMedicor as 

a social community portal similar to You-

tube, Facebook and Myspace that would 

allow physicians to communicate in a 

HIPAA compliant environment via the 

Internet. 

 

We looked at how other portals served 

their consumer communities and put to-

gether a comprehensive list of features 

that would attract physicians, and we 

tested the idea in the physician market-

place… mostly at medical conventions 

and conferences. We had a chance to 

meet with officials of many medical so-

cieties and they told us unanimously that 

we should focus on “fixing” the commu-

nications issues within the healthcare 

world. 

 

Today, Doctors cannot use the internet 

the way you and I do because of HIPAA 

regulations that protect the security of 

patient’s personal health records. We set 

out to understand the regulations, how 

they would govern the online delivery of 

digital medical records, and used that 

information to create a very compelling 

group of services that we are now able to 

deliver to physicians throughout the 

country for free.” 

 

CEOCFO: What is the main barrier in 

the HIPAA that doesn’t allow the com-

munication? 

Mr. Zolla: “The HIPAA laws are 

grounded in preserving the security and 

privacy of patient medical records and 

documents. Today, the only way doctors 

can transfer medical records is by FAX, 

by having them copied and mailed, or by 

having them hand-carried from one place 

to another. HIPAA regs require that 

while in transit, there must be systems in 



place to ensure that medical records are 

not interfered with or compromised in 

any way. 

 

For instance, if you send medical infor-

mation by mail, you can be reasonably 

assured it is going to arrive without inter-

ception. If you give a patient their own 

medical records for transport to another 

physician, they get there safely. If you fax 

medical records, they go directly to an-

other fax, and arrive on the other side 

without interception. 

 

Electronically, you cannot make those 

assumptions… you cannot assume that 

what you are sending is going to get to 

it’s destination without being interfered 

with, without being intercepted and 

changed in some way or manner. You 

know Lynne… it is possible to create a 

malicious program on the Internet that 

looks for medical records, taps into them 

and changes them. Imagine if 

someone changed the dosage on 

one of your medications from 

five milligrams to fifty milli-

grams and it was not picked up 

and the prescription is filled? 

That may oversimplify the is-

sue, but security is a huge and 

valid concern.” 

 

CEOCFO: How have you got-

ten around that? 

Mr. Zolla: “We have gotten around it by 

developing proprietary technology that 

keeps information secure.  

 

First, we hired a person who is one of the 

leading authorities on HIPAA compliance 

in the country. She also served on our 

advisory panel and has guided us from 

day one. 

 

We developed an audit trail system that 

allows us to know who is touching the 

records we are transporting every step of 

the way. It is an archived audit trail. 

Think of it kind of like the FedEx of the 

medical field because when FedEx picks 

up an envelope, they don’t particularly 

care what is in the envelope but they pro-

tect that envelope and they get it to where 

it needs to go. Every step of the way they 

know where it is. Well, it is the same 

thing with our system. Our system is very 

similar. 

 

Our electronic portal is very well secured. 

It physically sits in a co-location center in 

western Virginia. We not only have it 

under lock and key, but we also use a bio-

scan system to protect access. We have a 

code to get into the room, and only two 

people are allowed into the room. We 

have gone way beyond the security regu-

lations that have been interpreted by HI-

PAA.  

 

We have created a secure virtual private 

network that has an audit trail at the be-

ginning and at every step in the transfer 

process to ensure that document remains 

in secure. Even though everything we do 

looks like traditional email, our technol-

ogy is very advanced. We use a high level 

of encryption, and we have high level of 

protection on the network itself as it 

moves from point-to-point. The audit trail 

is there to prove who touches it until it 

arrives safely at the other end.”  

 

CEOCFO: Who is using your services 

today? 

Mr. Zolla: “The primary audience for 

our services is physicians. Through a 

partnership with a company called Navi-

Net, the secure link between doctors’ of-

fices and insurance companies, we have 

access to over 720,000 healthcare provid-

ers, mostly physicians and/or nurse prac-

titioners or administrators, and almost 

1.5 million of their staff. 

 

It is through that access that we have the 

capability to monetize some of our ser-

vices. To explain one of them very sim-

ply, iMedicor offers pharmas a very pow-

erful marketing tool… we provide the 

capability for pharmaceutical and/or 

medical device companies to customize a 

client profile and deliver product-specific 

messages directly to their deeply profiled 

targeted group through our partnership 

with NaviNet. 

 

We have perfected this marketing tech-

nology, and we know that it holds great 

potential for iMedicor on the revenue 

side. It also has great merit as a rep and 

territory management tool for the pharma 

industry that will make their sales force 

much more efficient and productive. Our 

intention is not to replace or compete 

with pharma reps. Instead, we are posi-

tioning our company as the answer to the 

dual problems facing the pharma industry 

- namely a decreasing rep force, and the 

resulting increase in reps’ territories. 

 

These emerging challenges have pre-

sented our company with the opportunity 

to define and present meaningful solu-

tions. We bring a new, attainable level of 

efficiency for reaching physicians that 

profoundly outperforms pharma’s current 

paradigm. 

  

iMedicor changes the physi-

cian/pharma rep relationship 

and places the control of it 

squarely into the hands of the 

physician while remaining a 

primary conduit of product 

specific educational resources 

to the physician - a service 

physicians have told us repeat-

edly is extremely important in 

order to keep them up to date 

on the latest advancements in 

pharmaceutical products.   

 

Our partner NaviNet communicates on a 

regular basis with physicians’ offices and 

they do it through what is called an 

“Alert System.” Historically, 92% of their 

alerts are opened in physicians’ offices 

during the first 24 hours. By comparison, 

an email blast or a direct mail piece re-

ceives 2 to 5% opening rate.   

 

Going back to how this intersects with 

pharmaceutical companies, they are able 

to give us the profile market that they 

want to reach, and we then create an alert 

that NaviNet delivers to that audience 

including educational material that our 

pharmaceutical clients want to distribute. 

We believe this service will forever 

change the way pharmaceutical compa-

nies market to their target audiences and 

we are the only company that is providing 

it.” 

 

“Everyone is talking about digital records these 

days but nobody is talking about how to trans-

port them. In addition to our unique, physician-

focused services, our technology brings interop-

erability to disparate electronic medical record 

systems. We are making the internet relevant to 

doctors… where the rubber meets the road, and 

we are doing it for free… no one else is doing 

that.” - Fred H. Zolla 



CEOCFO: It sounds like you have cor-

nered the market! 

Mr. Zolla: “In many ways, I believe we 

have.  Everyone is talking about digital 

records these days but nobody is talking 

about how to transport them. In addition 

to our unique, physician-focused services, 

our technology brings interoperability to 

disparate electronic medical record sys-

tems. We are making the internet rele-

vant to doctors… where the rubber meets 

the road, and we are doing it for free… 

no one else is doing that.” 

 

CEOCFO: With malpractice lawsuits the 

way they are, how do you get doctors to 

take that leap of faith and that it is OK to 

send records like this? 

Mr. Zolla: “So far, when we have shown 

doctors how the system works, and shown 

them all the points of security, encryp-

tion, and how the secure virtual network 

actually operates, they have responded 

very positively and they understand that 

this solves the problem. Today, regional 

and statewide pilot programs are proving 

the specific metrics. We believe doctors 

will see it for what it is, they will under-

stand it, and they use it.” 

  

CEOCFO: In closing, why should poten-

tial investors consider Vemics? 

Mr. Zolla: “We are now capturing a 

highly desirable demographic - physi-

cians - who have high disposable incomes 

and very high impulse buying power. We 

have the ability to profile this highly de-

sirable, yet hard-to-reach demographic 

and to place information directly into 

their hands. 

 

Let me give you one quick example of 

how that works. Let’s say you are a 

pharmaceutical company and you wanted 

to reach all the cardiologists who are lo-

cated in the mid-west, are 35-50 years 

old, in population centers of 20,000+, 

attended Ivy League colleges and had a 

grade point average of 3.5 or above. We 

at iMedicor, together with our partners, 

can reach every single one of them. That 

is a disruptive change in internet targeted 

profile marketing. 

 

This is not key-word search marketing, 

this is not a “light” version of web-

targeted profile marketing. We have cap-

tured 191 data points on every doctor 

practicing in the US and we can search 

using every one of those as criteria.  

 

We have built a powerful network of phy-

sicians and have a compelling group of 

services to help them streamline their 

practices and deliver better healthcare to 

their patients. As universal acceptance of 

electronic medical records becomes a 

reality, we are uniquely positioned with 

our interoperable transport capability, 

and it is light years ahead of everyone 

else… most are not even thinking about it 

at this point. We not only have the tech-

nology “in the can”, we have a way to 

monetize the network in a manner that 

benefits everybody. We are a small com-

pany that is at the right place, at the right 

time.” 
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