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The 2017 RSNA exhibit floor will have a hint of years 
past with the coming together of Canon and Toshiba Med-
ical Systems. The already merged company will feature 
Canon equipment at one end of a shared booth, Toshiba 
equipment in the middle, and Vital Images at the other 
end. (Acquired years ago by Toshiba, Vital Images has 
sought a quasi-independent position in the marketplace.)

“There will be dual branding at RSNA just because of 
registration (issues),” said Satrajit Misra, vice president of 
marketing and strategic development at what used to be 
Toshiba America Medical Systems. “As of Jan. 4, 2018, we 
will be 100 percent Canon branded.” 

When registrations in the U.S. and other countries are 
complete, Toshiba will become Canon Medical — but the 
Vital Images brand will remain, according to Misra.

The merger has little or no chance of triggering other big 
mergers and acquisitions (M&A) like the ones 20 years ago 
that recast the landscape of medical imaging. M&A remains 
an important part of major vendors’ growth strategy. But, 
unlike the tsunami of mega-mergers two decades ago, there 
are no big gaps to fill in the product lines of major multimo-
dality vendors — and no large or midsize companies with 
attractive product portfolios, according to industry executives. 

Likely having greater impact will be the tumultuous 
reshaping of healthcare in the U.S. and its long awaited tran-
sition from volume- to value-based medicine. But even this 
will be muted at RSNA 2017 by the international character 
of the meeting. GE Healthcare estimates that the traffic to 
its booth is split about evenly between visitors from North 
America and elsewhere. That mix has changed a lot.

GlobAl mArKet ShIft
Decades ago, when volume-based medicine in the U.S. 

and the introduction of glitzy new technologies were in 
high gear, the U.S. market predominated. Its influence has 
since diminished in lockstep with cost containment efforts 
that today take the form of value-based medicine. Yet, with 
the U.S. accounting for 32 percent of global revenue the 
country remains the dominant market of all global mar-
kets, according to Mark Phillips, chief marketing officer 
for GE imaging, 

When it comes to growth, however, China is in front. 
According to Mark Phillips, China’s 6 to 7 percent growth is 
two to three times that in the U.S. There is some crossover, 
however, in that rural America presents opportunity for 
sales as does rural China. 

“This is good because the solutions that we are develop-
ing that drive efficiency will help our customers in North 
America being able to have more productivity,” he said. 
“Then in the emerging markets it is about helping to maxi-
mize the number of radiologists.”

R&D decisions predate every professional meeting. The 
development of products largely determines what will be 
brought. When developing a new product, Philips tries 
to imbue the ability to improve outcomes, reduce cost 
and enhance patient experience, according to Rob Cas-
cella, chief business leader for diagnosis and treatment 
at Philips Healthcare. “Our delivery of seamless care is 
really based on our ability to satisfy those requirements,” 
Cascella said.

the role of tImInG
As the premier radiology show in the world, the RSNA 

meeting “becomes the tip of your spear. It is where you 
showcase state-of-the-art technology in all modalities,” 
Toshiba’s Misra said. “But then you start looking at using 
(the RSNA meeting) to build up to a variety of the regional 
shows throughout the year.”

Siemens Healthineers has twice the booth space at the 
RSNA meeting compared to the ECR and about four times 
the space as Arab Health in Dubai. “So RSNA continues to 
be our main show for all of our radiology offerings,” said 
Raghavan Dhandapany, Siemens vice president of mar-
keting, sales operations and communications in diagnos-
tic imaging. Sometimes, however, the RSNA meeting and 
development cycles don’t mesh.

Siemens’ decision to launch the 3T Vida at ECR in 
March was because the company “didn’t want to lose the 
whole year” waiting for RSNA, he said.

Time will not be an issue this year for the debut of 
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Making its first appearance at the RSNA meeting but launched at ECR in 
March, Siemens’ 3T Magnetom Vida illustrates how product availability and 
timing influence the choice of meeting for a product unveiling. Photo courtesy 
of Siemens Healthineers
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Siemens’ three-room OR-imaging solution called the nexaris 
Therapy Suite (comprised of x-ray angiography, MR and CT); 
the launch of two new members of the Somatom go family 
(the first two — the go.Now and go.Up — were launched at 
RSNA 2016); and major new features on two long-standing CT 
scanners, Somatom Force and Somatom Edge.

Toshiba’s Misra predicts the Canon/Toshiba/Vital 
booth will feature major launches in all modalities, “includ-
ing information technology.” Particularly relevant will be 
synergies between Canon and Toshiba. These are likely to 
occur in digital radiography, he said, “and also potentially 
and some of the emerging areas around clinical laboratories 
and genomics.”

Decisions about what to exhibit this year are more focused 
than they were in the past, said Cascella. “There is a lot of 
emphasis on bringing tools not just gantries,” he said. “We 
bring tools that allow you to do a better job.”

As in past years, vendors will present themselves as being 
on the leading edge of technology and, therefore, likely to 
keep their clients up-to-date. “People want to know that they 
are partnering with (a company) that is leveraging the latest 
technology,” said GE exec Phillips. “You need to be perceived 
as a technology leader.”

AI InSIDe
In past years, vendors have alluded to “black boxes” with 

mysterious mechanisms that accomplish remarkable feats. The 
black box of the 2017 RSNA will be artificial intelligence (AI). 

Philips Healthcare will devote an entire section of its booth 
to AI. Siemens will be showcasing AI as well. 

“Probably we have the largest amount of patents among 
large imaging players,” Dhandapany said. “And we have many 
new artificial intelligence-based products in the pipeline.”

Some of these will be shown as prototypes on the Sie-
mens RSNA 2017 booth in its “Future Lounge.” The company 
may show prototypes designed to assist radiologists as well as 
technologists. The most advanced will automatically annotate 
structures in images and even bring up regions of interest 
on which the radiologist should focus. (One caveat -- before 
entering the lounge, visitors will have to sign a nondisclosure 
agreement.)

In keeping with the push on AI, GE will feature its Applied 
Intelligence Suite. “We will start to show from our perspective 
how we think this can be integrated into the radiology infra-
structure,” he said. 

Building out that infrastructure message in the GE booth 
will be the evolution of the company’s “digital ecosystem,” 
which leverages developments in AI, as well as the cloud and 
the company’s Edge computing technology, which crunches 
data in-house.

“In this day and age there are different levels of comfort our 
customers have with what goes outside the network and what 
doesn’t. So I think you have to be smart with how you design 
(products) and how these things run,” he said. 

m&A — methoD not mAnIA
The Canon/Toshiba deal — valued at $6.5 billion — com-

bines two big players. The merger went forward despite EU 
regulators that have threatened to fine Canon about $3 billion 
for allegedly breaking procedural rules regarding the submis-
sion of information.

Misra describes reports of a possible fine from the Euro-
pean Union as a “press-related item.” “The EU has similar ques-
tions with other mergers with other companies as well,” he said. 
“So right now my understanding is that Canon has responded 
and (the fine) is still being discussed.”

More important, he said, is the message the combined com-
pany will project at the meeting. “It is a message about part-
nership with our customers -- our hospitals and our patients,” 
Misra said.

Combined Canon and Toshiba generate about $6 billion 
annually in healthcare.  The goal, according to Misra, is to 
grow that to $10 billion in the next few years. “You cannot 
just achieve that through organic growth; you have to make 
inorganic moves,” he said.

proDuctIvIty AnD effIcIency
Technologies that allow more to be done with less will be at 

a premium. Chipping a few seconds off a scan will matter less 
than techniques that reduce the overall time of examination, as 
these support higher volumes. To get to this grail, automation 
will take the driver’s seat. Look for “zero click” technologies that 
automate time-consuming or skill-dependent post processing 
functions. They may increase both efficiency and reproduc-
ibility, said Dhandapany.

GE’s Senographe Pristina enables women receiving a mammogram to control com-
pression using a wireless remote control. (see inset)  Photos courtesy of GE Healthcare
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“Reproducibility has been a major concern -- a major R&D 
focus — the development of enabling technologies that reduce 
the expertise needed from operators,” he said.

High-level automation promises to not only reduce variability 
in exams done at different times and places within a provider net-
work (for example, an integrated delivery network), but minimize 
the need for operator training, according to Dhandapany.

Looking for ways to save times is nothing new. Two years 
ago Siemens came out with GOBrain, which promised to cut 
MR brain scans to five minutes. This year the company will 
show a new CT feature built around an innovative 3D-cam-
era-assisted automated patient positioning. Mounted on the 
ceiling of the CT suite, the camera will relay optical images 
for the assessment of patient anatomy. Smart algorithms will 
analyze the optical images and communicate their assessment 
to the scanner. The auto-positioning system is designed to save 
time, reduce cost coming from patient handling, and improve 
throughput.

“The technologist selects the organs and the reason for the 
scan,” Dhandapany said. “From there on, everything is done 
automatically.”

Automation through AI will be apparent at Philips’ RSNA 
booth, where the company will use AI to enhance patient 
comfort and streamline machine set up, according to Cascella. 

outcomeS rISe AGAIn
Attendees this year will see a resurgence of outcomes in 

the context of cost containment. What Siemens brings to the 
RSNA exhibit floor reflects the company’s focus on develop-
ing products that “should enable providers to either improve 
outcomes or lower cost or both,” said Dhandapany.

Vendors are moving away from their one-time focus on 
clinical outcomes in favor of outcomes that are easier to mea-
sure and document. GE’s Mark Phillips breaks outcomes into 
three categories -- clinical, financial and operations. The basic 
metrics of all three are efficiency and productivity. The trick is 
achieving them along with reduced cost.

This year Philips will promote ways its equipment can 
reduce scan times in MR by between 20 and 30 percent. 
“Another thing we will say is that (our equipment) will be able 

sense when a patient moves and correct for that movement in 
a scanner so you don’t have to do a rescan,” Cascella said. AI 
will figure prominently in each, he said.

Patient experience can be enhanced by minimizing the time 
patients spend waiting to get on — and off — the scan table. 
Patient centricity also includes safety.

When it comes to ionizing radiation, reduced dose trans-
lates into patient safety. The concept of patient dose is a metric 
also in clinical outcomes, Cascella said: “In my world that is 
an outcome that resonates with both radiology and hospital 
administration.”

Philips Healthcare wants to show new equipment in the 
light of what’s important to users but also in terms of what 
Rob Cascella describes as “very high-value applications.” These 
applications are disease focused, said Cascella.

“When a person brings you over to the modality (in the 
Philips booth), in addition to showing you what is unique 
about (the equipment), they will stress how it is to be used 
relative to a specific disease category.”

Disease-specific applications relate naturally to patient cen-
tricity, which gained prominence four years when the RSNA 
made “Patients First” its meeting theme. The idea has finally 
taken hold and will be an strong undercurrent at this year’s 
RSNA meeting. 

Philips publicly kicked off the idea in mid-October with 
the release of results from its Patient Experience in Imaging 
Study. In the study, 603 patients in the U.S. and Germany 
were surveyed about their satisfaction, expectations, pref-
erences and unmet needs regarding diagnostic imaging 
procedures. Patients’ top priorities, as reported by Philips, 
“were to get through the scan as quickly as possible and 
to minimize exposure to harmful radiation and contrast 
agents.”

GE’s take on patient centricity at this year’s RSNA will 
include Pristina Dueta, an extension of the Senographe Pris-
tina mammography system. Using wireless remote control, 
Dueta lets patients control their own breast compression dur-
ing mammography. Released earlier this year in Europe, the 
feature was only cleared by the FDA in September.

the enD GAme
Canon and Toshiba will show integrated products -- but 

the merger will not likely spark a surge in M&A, certainly not 
one like the mega-mergers of the 1990s. Instead, efficiency and 
productivity will take center stage, as the industry grapples 
to find a common denominator for emerging markets with 
high single-digit growth rates and mature markets that show a 
couple percent or less growth.

As it has in past years, the RSNA meeting will provide ven-
dors a world stage on which they can showcase their technol-
ogy — and their engineering prowess. “The right formula for 
RSNA is to show people where you are going; how your vision 
is different; and what you can do for them,” said GE’s chief 
marketing officer Phillips. 

Some years down the road, RSNA 2017 may be recognized 
as AI’s coming out party. Disappearing is the Musk-Gates-
Hawking bred fears of smart robots replacing people. Taking 
shape is an embrace of smart, time-saving algorithms that 
make professional lives more manageable and patients happier. 

Toshiba equipment, such as this 1.5T Vantage MR scanner, will be “dual branded” by 
Canon and Toshiba in a booth shared by the now combined companies. The brand 
is expected to be uniformly Canon, when registrations take effect globally on Jan. 4, 
2018. Photo courtesy of Toshiba America Medical Systems


