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Q.  Let’s start at the beginning. Please tell us a bit 
about your career prior to joining Philips. 

 I’ve been working in Medical Imaging for almost 
my entire career, first as an entrepreneur, then as a 
business leader. I love it. 
It’s not just that imaging makes the invisible visible, 
but there’s nothing more important for diagnosis 
and treatment. 
When I joined Philips in 2015 I was serving on 
several boards of imaging companies but prior to 
that I had spent the last 10 years as president and 
then CEO of Hologic where we became the market 
leader in women’s health.

Q.  So with you involved in all these activities, what 
was it that attracted you to Philips?

I have always admired Philips, particularly for 
its record of innovation and its loyalty to serving 
healthcare. 
I can remember walking around RSNA 2014 
being truly impressed by the Company’s broad 
product portfolio. I also remember thinking —  
why is this company not yet the out and out 
market leader?  
And then, surprisingly, shortly after that RSNA 
I was contacted by a recruiter to ask if I would 
interested to meet with Frans van Houten, 
CEO of Royal Philips, to talk about joining the 
company. 

Q.  And now, after more than a year on board, what 
are your impressions of Philips from the inside?

 Of course, imaging is more important than ever 
as we integrate data from other tools to drive 
toward definitive diagnosis as well as adaptive 
treatment, which are at the heart of our company 
strategy. 
However, what makes us different is that Phil-
ips is taking a holistic view of the entire health 
continuum: we cover the full range of con-
sumer and patient needs, from prevention and 
healthy living, to diagnosis and treatment, to 
home care. 
A huge technology enabler is the HealthSuite 
digital platform, our open, cloud based platform 
that allows the creation of the next generation 
of connected health and clinical IT innovations. 
So for example, Philips has been able to develop 
smart Imaging Data Analytics designed to ana-
lyze and assess modality performance to antic-
ipate service requirements before they occur. 
These kinds of innovation enable new value 
propositions, and that’s really exciting. 

Q..So let’s look ahead now. What’s  your  
perception of future opportunities or  

trends to set? 

Well first of all, value-based medicine is a reality.  We 
believe that as a company in this field, we must enable 

It’s more than a year since Rob Cascella 
was appointed CEO of Philips multi-bil-
lion dollar group of imaging businesses. 

Now that he has had time to really get 
to know the divisions under his care, we 
thought it was time to catch up with this 
industry veteran who is just as  
passionate as ever about the medical 
imaging business. 

at the helm of Philips  
imaging businesses

Rob Cascella. Executive 
Vice President and 
CEO Diagnosis and 
Treatment, Philips.  Rob
joined Philips as 
Executive Vice President 
and CEO of Imaging in 
April 2015.  

Rob leads the area of 
Diagnosis and Treatment; Philips’ cluster of global 
imaging businesses including Diagnostic Imaging 
(CT, MRI, Diagnostic X-Ray, Mammography, Nuclear 
Medicine), Image Guided Therapy and ultrasound. 

He has more than 30 years of experience in the 
healthcare industry and has served on several 
boards. 

Rob also spent ten years as President and later CEO 
of Hologic Inc., a global leader in women’s health. 
under his tenure, Hologic broadly diversified its 
product portfolio and substantially grew revenues 
through a combination of innovative product devel-
opment and acquisition, as well as the building of 
strong customer relationships.
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our customers to do more with less; 
which is why we are committed to 
driving “first time right” imaging. 
Reimbursement now — and  
increasingly into the future — will 
depend on getting it right the first 
time as we move from a “fee per 
procedure” health system to a much 
more efficient health care delivery 
mechanism.  

Q. Do you see any particular areas 
with especially high technologi-

cal growth potential? 

We are continuing to see an indus-
trialization of healthcare, so we 
are investing heavily in our unique 
ability to make radiology depart-
ments more efficient and more 
valuable to their institutions. Phil-
ips’ Radiology Solutions tools ana-
lyze data across the department to 
create predictability, reduced oper-
ating expenses, and continuous 
improvement. 
This is a different kind of rela-
tionship with a provider, because 
we create a joint commitment to 
quality, efficiency, and cost met-
rics. This approach creates value 
for patients, departments and the 
healthcare institution.
 

Q.And just what are the strengths 
that Philips have in this new 

healthcare environment that you 
envisage?

I repeatedly hear our customers 
say that our innovation and our 
people are extraordinary; the best 
in the industry. We have an all-dig-
ital portfolio connected to smart 
analytics which enables us to scale 
partnerships and drive new value. 
But innovation can’t mean com-
plexity: our systems need to be 
simple to use and reliable, with a 
high level of automation – focusing 
on workflow and efficiency. We are 

continuing to invest in advanced 
applications that, again, are sim-
ple, reliable and easy to use. This is 
what the world is asking for. 

Q. Moving out from Philips now, 
what are the challenges facing 
the industry as a whole?

We believe that radiology has 
a unique ability to transform 
healthcare by leveraging practice 
management and the other ele-
ments described here. The entire 
industry, across every market, is 
facing extraordinary challenges.  
We can no longer think in terms 
of equipment or even equip-

ment and service — we must talk 
about data-driven performance 
improvement to optimize imag-
ing volumes. 
We have to get used to thinking 
in terms of population health and 
shared accountability models. 

Q.  How is the Healthcare division 
perceived within Royal Phil-
ips, the overall multidivisional 
holding company? 

The Health Tech market is grow-
ing and Philips is well positioned 
by providing the clinical breadth 
and depth for the most accurate 

diagnosis and treatment assessment.  
We must also take a more holistic 
approach to healthcare; innovating 
more ways to prevent people from 
falling ill, and when they are sick, 
ensuring better patient outcomes 
through an integrated approach - 
from healthy living through home 
care. Our experience in consumer 
wellness and connected care in the 
home complements our leadership 
in health technology and well posi-
tions Philips to address these global 
health challenges.

Q.  How do you see future growth 
in Philips?

We will continue to invest in 
organic growth opportunities to 
strengthen our Health Tech busi-
ness, and will also continue our dis-
ciplined approach to Mergers and 
Acquisitions 

Q. Now, turning to the crystal ball, 
where do you see Philips in, say, 
ten years?

By focusing on Health Tech, we 
see an opportunity to leverage 
advanced technology coupled 
with deep clinical and consumer 
insights, to deliver integrated solu-
tions that enable better outcomes 
across the health continuum. 
In the future our customers will say 
that they partner with us because 
Philips delivers the most continu-
ous value. 
They will call us patient-focused 
and user-obsessed with innova-
tions that are connected and smart. 
I envision scanners so comfortable 
and safe that patients ask for us 
by name, saying, “I want a Phil-
ips scan.” Our connected solu-
tions will help transform personal 
health and health systems, making 
a difference in the lives of patients, 
families, health professionals and 
communities.

“...we can no longer 
think in terms of 
equipment — we 

must talk about data-
driven performance 

improvement to 
optimize imaging 

volumes...”


