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New head of Carestream europe 
puts forward his vision for the future
The new boss of Carestream Europe has been in 
place for nearly six months now. With his long and 
in-depth experience of the European medical imag-
ing business, Hans Bossink is well placed to evalu-
ate the potential and challenges of the industry in 
general and, in particular, the prospects of the com-
pany he now heads up, Carestream Europe. 

With continuing innovations in Carestream’s core 
businesses now being complemented by the intro-
duction of what is, for the company, a brand-new 
imaging modality, namely ultrasound, things are bub-
bling at Carestream

We caught up with Hans at the recent ECR meeting 
where he explained his vision and future strategy for 
Carestream Europe.

Q.  Before we get on to Carestream, 
Let’s set the scene by talking 
about your career so far in the 
medical imaging industry? 

 My background is that I have been 
in the healthcare business now for 
nearly twenty years or so, the vast 
majority of which was with Philips, 
where I had several responsibilities 
but mostly in positions where I led 
sales and service organizations in 
various areas. After a long time in 
Philips I was keen to get new experi-
ences so I had a year with Samsung. 
I have been in my current position 
as General Manager Carestream 
Europe since November 2014. 
And while of course every company 
has its own unique philosophy, its 
own characteristics and certainly its 
own product range, an experience 
of the underlying market place is 
invaluable. That’s not to say that the 
market is static and never-changing. 
On the contrary, the ever-increasing 
pressure to reduce overall health-
care costs throughout Europe, while 

the demand for care is increasing, 
means that the companies serving 
the market must constantly adapt to 
its changing needs. 

Q.   So is it meeting these chal-
lenges which attracts you to the 
healthcare business? 

What I really like about this business 
is the need to bring improvements 
to the delivery of healthcare, which 

of course means bringing innovative 
solutions and services to the market. 
So it’s the double satisfaction of not 
just helping the company to pros-
per but, in so doing, to also bring 
improvement to the end-consumer 
of the business, namely the care-
providers and their patients. If these 
two aspects can be aligned success-
fully, then it’s very satisfying. 

Newly appointed as General Manager Carestream 
Europe, Hans Bossink brings with him an in-depth 
knowledge and understanding of the healthcare 
technology business acquired over more than 
twenty years in the industry.

Carestream is well established in sectors such as healthcare IT, including  advanced PACS RIS systems 
and  digital  X-ray,  including, dental cone-beam CT.
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Q.  And how is Carestream structured to meet all these chal-
lenges and opportunities?

The pervasive corporate attitude to innovation was one of 
the factors that attracted me to Carestream. And this innova-
tion is not just limited in what might be considered the core 
markets that Carestream is involved in, namely healthcare 
IT, digital X-rays, and medical film and CR but now also 
with the introduction by Carestream of our brand new ultra-
sound systems in a totally new market sector. 
As an ex-Philips man I don’t miss the broad product portfo-
lio — having a restricted number of market sectors has great 
advantages, such as being able to focus totally on appropriate 
innovations for the sectors we know really well. 
One advantage of being new to the company is that you 
don’t have any pre-conceived ideas, and so you can look at 
and analyze operations in an objective way. And it’s from 
this perspective that I can say that what I see of Carestream 
and how we are meeting the requirements of our customers 

is very positive. Of course there are always opportunities for 
improvement in what we do at Carestream, but the funda-
mentals of how the company is operating are good. 
As always, the product and its specifications are central to 
meeting the market’s expectations and I am happy to say that 
at Carestream the performance of our products is top-of-
the-range. However in the healthcare market the customers’ 
requirements go much further than mere product speci-
fications. A complete service and support infrastructure 
is needed in order to guarantee the performance of our 
installed base. And in the majority of countries in Europe 
our infrastructure is well organized to satisfy the market 
needs.
 
Q.   Seen from the outside, Carestream is perceived as a 

company specializing in Healthcare IT, such as PACS 
and RIS systems, digital X-ray and now ultrasound. Is 
this an accurate perception? 

Only if you also add in our film and CR businesses. These 
sectors are significant markets, although the level of digi-
tized imaging varies from country to country. In general 
the countries in the north of Europe are more digitised than 
those in the south where a lot of customers continue to use 
our CR and film products. Likewise the Eastern countries 
are in general less digitised than those in the west. Also you 
haven’t mentioned our successful dental cone-beam CT 
system. 

Personally I don’t prefer one product line over another — 
it’s just as important to me that a customer using our film 
products is happy with our product as another customer 
using our latest high-performance PACS system for example. 
Anyway the classical perception of Carestream that I have 
just described, namely healthcare IT, digital X-ray and film/
CR business is changing, since we now have to add a whole 
new modality for us at Carestream, namely ultrasound, with 
the new Touch range of systems which was launched at the 

In addition to Carestream’s well-known product portfolio, such as PACS and 
RIS systems and digital X-ray, it is sometimes forgotten that the company also 
has a significant business in film and CR radiology. The overall trend to digital 
imaging systems is inexorable but there are many Carestream customers, 
particularly in the southern and eastern European countries, who appreciate 
film or CR  systems.

The European launch  of Carestream’s new Touch range  of ultrasound systems created much interest at the recent ECR meeting.
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last RSNA and now in Europe at this 
ECR meeting. The first systems will be 
delivered to customers in the course 
of 2015. 

Q.   Getting into ultrasound, — a 
modality where Carestream pre-
viously have had no presence — 
seems to be an important strate-
gic innovation for the company. 
What’s the rationale behind this 
development? 

We identified that there were a lot 
of unmet clinical needs in the ultra-
sound field. Of course we are aware 
of the many competitor companies 
already in the market who provide 
ultrasound systems, but our detailed 
market analysis identified several key 
areas, where the existing systems do 
not meet the real needs of the market. 
Clearly image quality is of absolute 
importance — high image quality is 
taken for granted — but in addition 
to that there are many areas where we 
think our new systems can better fulfil 
the user requirements. For example we 
believe that the flexibility of our new 
system and the way the interface can 

be programmed by the user to suit 
individual workflow patterns gives us 
a unique advantage over our many 
competitors. 
It won’t surprise you to know that 
before we started the development 
process we carried out really exten-
sive analysis of what the users really 
needed. And this is a process that is 
on-going, we continually look for and 
act on the feed-back we receive. This 
may sound as just being simple com-
monsense, but it really is important. 
One outcome of our market research is 
that we identified the diversity of user 
needs. It can be impossible to incor-
porate these preferences into sepa-
rate hardware options. The solution 
we devised was to design the control 
panel without any of the traditional 
buttons and knobs. Instead, the system 
is controlled via what is essentially a 
large touch-sensitive panel. This can 
be easily customized so that only the 
controls needed for a particular pro-
tocol (or those satisfying the personal 
preferences of an individual user), are 
actually present and activated at any 
one time. The touch panel also incor-
porates some raised profiles which are 
etched into the glass of the panel so 
that users can feel and adjust the con-
trols without taking their eyes off the 
screen/patient.

In a way the great advantage for us as 
the “new boys on the ultrasound block” 
is that our developers/designers can 
basically start with a blank sheet of 
paper. We aren’t burdened by any of the 
“heritage” issues that affect our com-
petitors. For example, we could incor-
porate many advanced IT algorithms — 
some of them originally coming from 
the gaming industry, where processing 
speed is really important — to provide 
high speed acquisition and processing 
that the end-user physicians need and 
appreciate. In addition we could take 
the time to analyze precisely the way 
in which the physician uses the probes 
and to incorporate these findings into a 
design which meets real requirements. 
For example the changing of a probe on 
other systems can frequently involve a 
tiresome procedure selecting the new 
probe on the system’s software menus. 
Changing a probe on the new Touch 
system involves just pressing a button 
located on the probe itself which is 

enough for the system to recognize that 
a particular probe is being used. 
Apart from all these advantages, there 
is one area where we are not the new 
boys on the block; this is in the field of 
support and servicing, which is a basic 
but important function to ensure that 
the systems that the end-user relies on 
are always up and running. Here we 
already have in place comprehensive 
support and service teams in all Euro-
pean countries supporting our exist-
ing product portfolio — it’s relatively 
easy to train our qualified technicians 
on the new ultrasound systems. 

Q.   The ultrasound market is itself 
subdivided into various sub-spe-
cialties. Which will you be focus-
sing on? 

Yes there are distinct sub-divisions in 
ultrasound, such as general radiology, 
obstetrics/gynecology and cardiology. 
And you can’t do everything at once so 
we decided to go first of all for ultra-
sound in general radiology, particularly 
since we already have experience in 
non-ultrasound radiology applications. 
The intention of course is to eventu-
ally extend into the other specialized 
ultrasound areas, such as Obstetrics/
Gynecology, Cardiology and Point-of-
Care applications. 

Q.   So all-in-all how do you see the 
future?

As I hope you have gathered by now 
I am really positive about our future 
outlook 
Of course I am under no illusions 
about the pressures that exist — and 
are likely to continue to exist — in the 
healthcare industry. On the one hand 
there is increasing demand for health-
care provision and on the other hand 
budgets are tightening. That clearly 
creates pressure as a result of which 
healthcare providers are changing their 
methods of providing care, in all sorts 
of ways such as increased collabora-
tions, increased sharing of images and 
data, outsourcing of certain tasks, etc. 
 However if we at Carestream can con-
tinue to be flexible and adapt our prod-
uct portfolio to support and enable 
these changes, I see these challenges 
more as opportunities than hurdles. 
It’s an exciting time to be with 
Carestream. 

One of the striking features of the new Touch ultra-
sound system is the absence of the traditional buttons 
and knobs on the control panel. Instead, the system is 
controlled via what is essentially a large touch-sensitive 
panel, which can be easily customized so that only the 
controls needed for a particular protocol, or needed 
to cater for the personal  preferences of an individual 
user are actually  selected and activated at any one 
time. The touch panel also incorporates some raised 
profiles which are etched into the glass of the panel so 
that users can feel and adjust the controls without tak-
ing their eyes off the patient . An additional advantage 
of the sealed touch panel is that it is easy to clean 
and disinfect and so can limit the risks of spreading 
microbial pathogens.


