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Brian anderson, 
VP Marketing, Sectra North America, discusses the future of 

radiology IT and the importance of solid radiology IT partnerships

Future Healthcare From Sectra’s  
perspective, what are some of the 
key trends that are shaping the 
future of radiology?
Brian Anderson It starts with demographics. The 
bottom line is that the world’s population is aging, 
so healthcare spending per capita and radiology 
exams performed per capita continue to rise year-
over-year. For example, in the U.S., it is estimated 
that more than 15 percent of the gross domestic 
product can be attributed to spending on health-
care, a number which has continued to rise. There 
is really no indication that it is going to slow down 
anytime soon. Another contributing factor is an 
increased demand for access to quality health-
care services. Part of that comes from the aging 
baby boomers, but it is also driven by innova-
tions in diagnostic imaging. Patients want access 
to those improvements. The challenge with all of 
this is that the growing demand must be met by 
an increasingly strained healthcare system.

FH As the Deficit Reduction Act 
(DRA) continues to play out, how 
might it impact the radiology 
industry’s ability to answer this 
increased demand, and how will 
Sectra respond?
BA The radiology industry is still attempting to 
stabilize and deal with the deep cuts in reim-
bursement rates that came out of the DRA. 
These cuts have had a huge impact on physi-
cian offices, imaging centers and hospitals — 
no one has been spared. A significant number 
of radiology groups have been forced to rethink 
their business strategies. Some are seeking re-
affiliation with hospitals and in-patient facili-
ties that they might have been connected with 
in the past. Others are redefining the types of 
radiology services that they are going to offer; 
cutting out certain types of exams and areas of 
specialty, and unfortunately, some have been 
forced to close their doors.

From a deficit reduction perspective, the DRA 

is definitely having the desired impact. It is esti-
mated that Medicare spent $1.7 billion less on 
imaging services in 2007, which is approximately 
a 12 percent reduction. Of course, the question is: 
What is the long term cost to radiology?

In terms of how Sectra will respond to this, the 
demand for radiology procedures will continue to 
rise year-over-year, and these exams will be deliv-
ered even in this challenging and changing envi-
ronment. So essentially, efficiency is now of para-
mount importance, and Sectra is well positioned 
to work with our radiology customers in this area 
by delivering time tested solid IT solutions that 
leverage both our radiology information systems 
(RIS) and PACS platforms.

FH In this changing environment, 
what trends are specifically impact-
ing and defining the required capa-
bilities of RIS and PACS products?
BA The dramatic increase of imaging volumes 
and image-related data being generated per 
radiology exam continues to press the limits 
of many imaging and radiology IT vendors. The 
DRA is definitely impacting a radiology center’s 
ability to afford large capital purchases like a 
new CAT scanner, and this might slow the speed 
of what we call “the data boom.” Over time, how-
ever, this will become one of the biggest, press-
ing challenges: how to efficiently manage and 
display massive image data sets per exam. The 
impact that these types of new modalities will 
have on potentially increasing the required lev-
els of specialization of radiology will also need 
to be considered.

The combination of a shortage of radiologists, 
increased demand for imaging services and spe-
cialization within radiology presents some very 
large challenges for the industry. Savvy radiolo-
gist groups, whether they are clinic or hospital 
based, are going to redefine their business mod-
els — not to just survive and keep their heads 
above water, but to excel at what they do. It is up to 
radiology IT vendors such as Sectra IT»

To listen to the entire interview, log 
on to www.FutureHealthcareUs.com 



2www.FutureHealthcareUS.com

medical imaging
MI

Matters



The Journal of Medical Innovation3 FUTURE HEALTHCARE

iT maTTers

BriAn Anderson is Vice President of Marketing and Sales Operations for Sec-
tra North America, Inc. Mr. Anderson has over 15 years of experience in the 
healthcare IT and medical device industries. As a company, Sectra currently 
employs over 450 people, with offices in 11 countries.

“The coMbInaTIon of a lack of 
radIologIsTs wITh Increased 
deMand and sPecIalIzaTIon 
PresenTs soMe Very large 
challenges for The IndusTry 
To deal wITh.”

secTra
www.secTra.com
sectra's core business is delivering top-of-
the-line, high-availability, robust enterprise 
diagnostic imaging for 24/7 operation. The 
product offering includes systems for film-free 
radiology, mammography and orthopedics. 
sectra completed its first consulting project 
in the late 1970s, and today, sectra has more 
than 500 employees and offices in 11 countries. 
More than 1000 hospitals and clinics worldwide 
use sectra's system, performing over 45 million 
radiology examinations per year. The company’s 
products are used by customers in 50 countries, 
and the sectra brand stands for world-leading 
products that make healthcare more efficient 
and protect valuable information.

to work closely with these organizations to help 
them deliver against this ever-evolving need-set, 
which will impact all of their mission-critical IT 
applications, including RIS and PACS. It’s an ongo-
ing partnership with shared risks and rewards on 
both sides.

FH In terms of helping customers 
meet these new product require-
ments, what are the primary areas 
that Sectra is focusing on, and what 
is driving that focus?
BA At Sectra, one of the key drivers that we see 
is what we call “boundary-less radiology” — it is 
similar to the evolution of telemedicine, which 
has been used very successfully for some time 
now. The business objectives that need to be met 
are lowering costs and distributing the workload 
of radiology. Basically, healthcare providers are 
going to have to cooperate to traverse both geo-
graphical and sub-specialty boundaries in order 
to meet this increasing and changing demand for 
radiology services.

In order to make this happen, efficient radi-
ology information technologies and tools are 
required. For example, our next generation PACS 
workstation enables unrestricted clinical work-
flow by delivering unsurpassed performance with 
large radiology data sets, accomplished via very 

unique retrieval and image display algorithms. 
In addition, our web-based RIS solution enables 
radiologists to work wherever they want, and it has 
embedded speech recognition, single desktop 
reporting environments and referring clinicians 
scheduling portals. 

However, it’s important to note that solid 
products are only part of the solution. What 
healthcare providers are looking for are radiol-
ogy IT vendors that have a solid team of smart 
people who can create sustainable solutions to 
address their clinical and business challenges. 
That’s something Sectra has delivered for almost 
20 years now.

FH How is Sectra prepared to 
deal with the system integration 
requirements that are evolving  
in radiology IT?
BA Sectra is very well positioned to help custo-
mers deal with the inherent intraoperability and 
integration challenges that this boundary-less 
workflow creates. It’s great to be able to stream an 
image or generate a report really fast, but if com-
plete patient data synchronization is not in place, 
then reaching a truly enhanced level of effective-
ness will always be hard to achieve. Sectra sys-
tems have always been designed for what we call 
“future proof” growth, and our dedicated focus on 
integration capabilities is a big part of enabling 
that strategy. We have customers who installed 
their first Sectra system almost 20 years ago, and 
they are still running Sectra PACS with a variety 

of clinical systems. Sectra’s hallmark has been a 
deep commitment to integration and to partner-
ing with other clinical application providers to 
ensure that the clinical experience, workflow and 
tools are there for the radiologist and presented in 
an effective way.

FH From a company perspective, 
what makes Sectra a unique  
radiology IT vendor to work with?
BA With over 20 years of experience in this indus-
try and over 1,000 customers to prove it, we 
deliver a level of competence and experience that 
can be hard to find in radiology IT. Our main focus 
is making our customers future-proof — meaning 
that they will be able to deal with future challenges 
in the radiology space by leveraging their relation-
ship with us and the Sectra solutions they have in 
place. In addition, our open and working relation-
ships with our broad customer base really keeps 
us in tune with the needs of the marketplace and 
enables us to have that future-proof focus. Our 
dedication to radiology IT over the long haul is 
what differentiates Sectra from the rest.

In the end, it’s about trusting a vendor with 
the history and the people who can get the job 
done — the job of delivering radiology IT solu-
tions that solve a multitude of clinical and busi-
ness challenges, not only at one point in time, 
but over the entire course of our relationship with 
that customer. As a radiology IT provider, Sectra 
is very committed to our customers and to driving 
innovations in the radiology IT space.   FH




