
Geoffrey D. Rubin, MD, MBA, FACR  
Geller Professor of Radiology 

Duke University

Radiology’s Value Proposition



What is Value Proposition?

• A promise of value to be delivered. 

• An innovation, service, or feature intended to make a 
company or product attractive to customers. 

• A belief from the customer about how value (benefit) will 
be delivered, experienced and acquired



Which is most Beautiful
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What Do They All Want?
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For Profit 

• Strategic Investment  
R&D, PP&EE

• Remainder to 
shareholders equity



Radiology Value Chain
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Non-Profit 
• Support for the 

mission

• Guidance based 
upon declared 
strategic goals and 
objectives

• Invest to advance 
the organization for 
the future
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Value Net  
Profit  

Margin
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Value Equations

Kaplan GS. Seeking Perfection in Healthcare. 2010. pp. 145–159.

No margin, no mission



$• Value-based Care

• Care Bundles - who gets the $?

Should Value Drive Resource Distribution?

Overhead
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Strategically Considering Value

• What value does radiology seek to achieve? 
• innovative programs to differentiate quality for referrer  

• profit to invest in future growth or to offset losing activities 

• personalized service to patients 

• attentive service or clinical innovation to influential referrers 

• revenue generation for their health system 

• low cost care to compete for insurance contracts 

• controlled utilization for ACO or to compete for insurance contracts


