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One of the big announcements at the recent RSNA 
meeting was that Swissray —already well-established 
as a developer and supplier of high quality digital 
X-ray imaging systems — was branching out into a 
new field for the company, namely that of MRI. And 
to prove their intentions, Swissray launched a brand 
new wide-bore 1.5 Tesla system, the SR Pulse 710 at 
RSNA.  
Now, less than two months after the launch, comes 
news of the first firm sale of the SR Pulse 710 in the 
United States, the market that Swissray had identified 
would be the first for the commercialization of the 
new system before going on to Europe and Asia.  
We wanted to find out more about this première for 
Swissray and how they see the future after this success so we spoke to 
Anne Sheehan, Director of MRI, Swissray International. 

swissray records first sale of newly introduced 
affordable mri system 

Q   Wow. It seems just like yesterday when the  
SR Pulse 710 was launched with appropriate 
ceremony at RSNA last year, and now there’s 
news of a first sale. That’s quick sales work. Tell 
us more 

Yes, we’re very happy to report that the well known 
Ackerman Cancer Center, located in Jacksonville 
Florida is our first customer for the new SR Pulse 
710 1.5 Tesla MRI system. The Ackerman Cancer 
Center has more than 25 years of experience in 
cancer care, and the team of radiation oncologists 
have extensive experience with radiation therapy 
for a variety of cancer diagnoses, including proton 
therapy and external beam radiation. The center 
primarily serves patients from the Southeastern 
US but also draws patients from surrounding states 
such as South Carolina, Georgia, & Alabama as 
well as from the rest of the United States and even 
internationally.  

Q  What kind of radiology modalities does the Ack-
erman Cancer Center already have? 

The Center is one of only a few private radia-
tion oncology practices globally that offers proton 
therapy treatment and to support this and the other 

cancer treatments available at the center they have 
PET/CT, Diagnostic CT, Ultrasound, Bone Density 
and Mammography mostly from two main suppli-
ers, Philips & GE. In addition to all this they do 
have an existing MRI system but since is actually 
leased, they wanted a new system that they would 
own in its own right. Hence their interest in the SR 
Pulse 7100. 

Q  What aspects of he new system were of  
particular interest to the customer? 

There were several features that they were interested 
in, for example the wide bore. In the Ackerman 
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Center this is appreciated because it 
makes it easier to scan their patients 
in their treatment immobilization 
devices so  improving patient care 
and treatment outcomes.
Affordability of the new MRI sys-
tem was another important aspect 
for the radiologists at the Acker-
man Center — they feel strongly 
about the importance of being 
able to offer cost-effective patient 
care and the availability of a brand 
new system at an affordable cost 
allowed them to do this. 

Q   Before any sale of this nature, 
the prospective customer 
always needs to evaluate care-
fully the new system. How was 
this done? 

We at Swissray provided clinical 
images that were generated at our 
beta site, as well as many others that 
were scanned in our factory in Solon 
Ohio. We also encourage all poten-
tial users to speak directly with the 
manager at our beta site, so they can 
hear first-hand how the SR Pulse 710 
has behaved — both from the image 
quality and reliability standpoint.

Once the customer was familiar with 
the image quality in general, they 
could then investigate in more detail 
aspects that are important to them 
in the light of the specific needs of 
their patients and of their facility. 
Whole body Diffusion Weighted 
Imaging was one of the offerings 

that made the new system a desir-
able scanner for Ackerman Cancer 
Center. DWI is an important imag-
ing technique for tissue charac-
terization, thus allowing for better 
tumor evaluations. Parallel imag-
ing also allows decreased scan time 
while maintaining image quality. 
Using multiple coils provided flex-
ibility for optimal patient experi-
ence. The customers were also 
impressed by the high slew rate 
— one of the highest in the mar-
ket — which  allows thinner slices 
with increased clarity and decreased 
image distortion so providing more 
specificity for smaller lesions and 
earlier detection of malignancies. 

Q   So after all this evaluation, 
when is the new system finally 
scheduled  to be installed?

This is scheduled for late sum-
mer, with the room in the center 
where it will be installed all ready 
and waiting. We anticipate that the 
installation will take about three 
weeks, including five days for the 
technologists to become familiar 
with the operation of the new sys-
tem. We plan an additional five 
days follow-up training during the 
first year, but the system will be 
already fully up and running and 
ready to receive patients in early 
autumn. 
Four preventative maintenance vis-
its per year are standard and it is  
possible for our technical people at 
Swissray to log onto the system for 
remote applications guidance. 

Q  The first sale of the system 
was very rapid after the offi-
cial introduction of the sys-
tem at RSNA. Is such a short 
time usual? 

In fact Ackerman had researched 
their options for more than a year 
before making a decision on our 
system. 
Scot Ackerman, M.D. said “Our  goal 
was to choose a system that ensured 
the provision of the best possible tech-
nology to our patients” 
For us at Swissray, this was indeed a 
short sale cycle, but our beta site in 
Columbus Ohio is completing a full 
year of clinical experience, providing 
evidence that the system platform is 
very stable.

Q  With such a good start what’s 
the prospect for other sales in 

the States? 

We have started demo visits and 
issuing quotations for our system. 
Our goal is to get the message out so 
people are aware of what we know is 
the most affordable choice for wide-
bore MRI. We want to communicate 
the key selling features of the system: 
widest internal bore (71cm), flexible 
coil element sharing with RF coils, 
high image quality and throughput 
potential – with the lowest break-
even and Total Cost of Ownership 
for a new 1.5 Tesla wide-bore.

Q   Your marketing priority is the 
United States right now but 
when do you expect to start 
MRI activities in Europe (and/
or also Asia)?  

We will be introducing the SR Pulse 
710 to Europe at this year’s ECR in 
Vienna — so the answer to the ques-
tion regarding Europe is right now. We 
generated a lot of interest from many 
countries at the RSNA 2016. — but 
we need to be sure that we first estab-
lish MRI-trained service in the vari-
ous global markets. We will strategize 
which areas present the best potential, 
and actively expand in these areas. 

The Ackerman Cancer Center primarily serves patients 
from the Southeastern uS but also draws patients from 
surrounding states such as South Carolina, Georgia, & 
Alabama as well as from the rest of the united States 
and even internationally.  

One feature of the new system that attracted the 
Ackerman  Center was its  71 cm wide-bore   which 
helps with patients who may also have  treatment 
immobilization devices. 


