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new hands on the wheel at Varian
In 2014 Sunny Sanyal joined Varian as corporate senior vice 
president and president of the Imaging Components division, 
which includes the X-Ray Products business. Varian’s Imaging 
Components business has a 50 plus year history of dedica-
tion to the imaging industry. We caught up with Sunny to talk 
to him more about the future, how he sees the business and 
what is his strategy going forward. 

Q.  So now that you have been 
on board almost a year 
with the Imaging Compo-
nents division of Varian, 
how are things? 

That’s an easy question to answer — 
being president of one division of Var-
ian, namely Imaging Components, is 
extremely positive. Of course the divi-
sion of which I am president is only 
one of several in Varian, which also 
includes an oncology/therapy division. 
So in a way you could say that in Var-
ian we see two sides of the same prob-
lem. In the Imaging Components divi-
sion, we supply X-Ray tubes and flat 
panel digital detectors to manufactur-
ers of complete integrated X-Ray and 
CT systems. These end-products are 
used by radiologists all over the world 
for diagnostic imaging of all sorts of 
medical pathologies, including can-
cer. And while the advances in medi-
cal imaging and screening mean that 
more and more cancerous lesions are 
being detected early and can be eas-
ily removed and/or treated without 
the need for radiotherapy, there is still 
an increasing number of patients who 
need to undergo treatment with ion-
izing radiation. This is where our sister 
division, the Oncology division, comes 
in with a range of therapeutic products 
from radiosurgery through advanced 
radiotherapy systems to proton therapy 
and brachytherapy options. 

Q.  Let’s come back to the Imag-
ing Components division. 
It’s not just medical imag-
ing, is it?

No it’s not just medical imaging, 
although that is by far the biggest part 
of our division’s business. I am sure 

that many radiologists who daily use 
our X-ray tubes and detectors — even 
if they are unaware of that fact since 
our components are incorporated 
unseen in the interior of the systems 
they use — are even less aware that 
the same basic technology is also 
used in areas unconnected with med-
ical imaging such as security scan-
ning systems used in ports and other 
strategic areas. So Varian manufac-
tures a line of industrial X-ray tubes 
for baggage screening applications 
and also supply cargo screening sys-
tem manufacturers with products for 
high-energy X-ray imaging. 

Q. Let’s go back to the Medical 
Imaging side of the Imaging 
Components division. Since 
basically your customers are 
the companies who produce 
complete X-ray or CT sys-
tems for end-use by radiolo-
gists, isn’t it difficult dealing 
with customers who them-
selves are competitors? 

Again that’s an easy question to 
answer. This aspect is not at all a 
problem for us, probably because we 
have a long history going back for 30 
years plus supplying OEMs (Other 
Equipment Manufacturers) with 
components for their end-products. 
Thus we have strictly professional 
dealings with our customers, cov-
ered by appropriate legal agreements 
such as Non-Disclosure Agreement 
(NDAs). However, in practice we 
view ourselves as being an extension 
of each of our customers’ R&D opera-
tion.  So we bring products to market 
by engineering our X-ray tubes and 
flat panel detectors to suit our cus-
tomers’ requirements. 

Of course, if they wanted to, our 
end-customers could become totally 
vertically integrated and produce 
everything by themselves. The reality 
of the end-market nowadays is that the 
priority of our customers is to bring 
products to market as soon as possible 
and not just make everything them-
selves. So they are happy to use our 
experise and technology. And that’s 
not even mentioning the whole issue 
of providing the documentation nec-
essary to comply with the myriad of 
regulatory authorities who ultimately 
control the market into which our cus-
tomers sell. 

Working at the same time with sev-
eral customers who may themselves 
be competitors is quite common in 
the OEM business and involves cer-
tain codes of conduct. Thus if we work 
together with a customer to develop 
say a specific X-ray tube for the cus-
tomer’s specific purposes, then we 
respect that relationship — we will not 
run off to sell that product to another 
manufacturer. If an original customer 
is no longer interested in the product 
or is no longer purchasing it from us, 
then we are free to provide it to other 
manufacturers who may be interested 

Sunny Sanyal is president of the Imaging 
Components division of Varian. Prior to joining 
Varian, Sunny was CEO of T-systems, a privately 
held company providing IT solutions and ser-
vices to hospitals and urgent care facilities. He 
also served as president of McKesson Provider 
Technologies, where he led the company to sig-
nificant market expansion with its clinical IT solu-
tions. Sunny has also held executive positions at 
GE Healthcare, Accenture and IDX Systems.  



MARCH 2015 D I  E U R O P E  93 

in it. As I said over the many years that we have been in the OEM 
business we have acquired a mutually acceptable way of dealing 
with our customers. 

Q.  So what sort of engineering capabilities do you 
have to support all these activities? 

Well we have more than 200 highly qualified scientists and 
technicians, covering overlapping fields such as physicists, 
mechanical, electrical and electronic engineers, software engi-
neers and all the other disciplines you could expect. The rela-
tionship we have with our customers could be characterized 
as a “push-pull” relationship. So we are not just contract engi-
neers; we also develop our own technology. But since we have 
regular and close contacts with our customers to the extent 
that we know intimately their overall strategic directions, we 
can and will spontaneously propose possible technological 
solutions that could help them. 
 So to get back to the resources that we have, in terms of the 
number of people involved, in fact we have more people allo-
cated to the development of X-ray tubes and detectors than 
our customers. Of course in absolute terms, the big players in 
medical imaging have in total many more R&D people than 
we have, but they are necessarily spread over all fields and 
not focussed on the tube and detector technologies as we are, 
which is why we can do business ! 
Incidentally you will notice that when I have been speaking of 
our products I have been mentioning in equal terms both X-ray 
tubes and flat panel detectors. It is true that simply because of 
our history, the name Varian is frequently more often associated 
with X-ray tubes than with detectors. The reality nowadays is 
that in terms of turnover our detector business is now equivalent 
to that of our tube business. 
In addition, the growth rate of the detector business is sig-
nificantly higher than that of X-ray tubes. There is still a huge 
installed base where radiology still depends on film or CR sys-
tems, so there is good growth potential as these systems convert 

to DR. And, by the way the split between film. CR and DR is not 
significantly different in different geographical areas. 

Q.  You talked about growth rates. Can you put a 
figure on these? 

Overall as a division our growth rate is in the high single digit 
area, but as I said the flat panel detector business is growing 
faster than that of the tubes. 

Q.  Currently everybody seems to be talking about 
the issue of radiation dose and the need to reduce 
it. As manufacturers of X-ray tubes what is your 
take on this issue? 

As you might expect, given the relationship we have with our 
OEM customers, we pay a lot of attention to their opinion, 
and on the issue of dose, let me tell you they take it very seri-
ously indeed. So in the development programs, if a trade-off 
has to be made between one characteristic or another, it is 
nearly always the low-dose solution that is adopted. So, like 
our customers we take the issue of dose very seriously. And 
that’s where technology development can help.Features such 
as the ability to manipulate the focal spot and technologies 
such as energy pulsing, collimation, etc. mean that when you 
consider the tube and detector together there are all sorts of 
possibilities to ultimately lower dose.

Q.  We have been talking about tubes and detectors , which 
are indispensable, but almost just as important 
nowadays is the data processing of the emergent 
signals

Yes of course, software is needed but not just in postprocess-
ing.  Our opinion is that the image data processing function 
should be brought closer to the detector, and also be able 
to interact as a system with the tube. So, for example, if it 
is known what body organ is being imaged then suitable 
software could already interact before the image is acquired 
to optimize the detector and tube conditions. In fact the 
potential of software is the rationale behind our current plan 
for our proposed acquisition of the German-based company 
Mevis which has extremely interesting software platforms in 
this area. This acquisition is scheduled to complete in a few 
months. 

Q.  Out of all the technologies we have been talking 
about, what are your flagship products.?

We don’t like to identify any flagship product as such since the 
important thing is that our OEM customers are happy with our 
product in the role it plays in their equipment. Having said that, 
we are particularly proud of our AEG (anode-end grounded)
tubes. They have the characteristic of being able to produce high 
intensity ouput, at low heat emission and are themselves very 
lightweight. When you think of the g forces involved in modern 
CT systems, these are important features. As for the detectors we 
are also proud of our PAXSCAN series which incorporate the 
latest real-time flat-panel image receptor technology.

Varian’s Imaging components division designs, develops, manufactures and markets 
a broad  range of products which are vital for modern medical imaging but which 
may be taken for granted by many radiologists. 
The range includes X-ray tubes, both anode-end ground (AEG and conventional CT) 
and also for Digital Radiography, R& F, Mammo angiography and cardiology. In addi-
tion the company produces flat panel imaging systems, both tethered and wireless, 
and with dynamic and CBCT capability. 


