
 

Project Name: Radiology Study 

 

Background: 

The client – a leading manufacturer of radiology devices needed to validate a previously run 

segmentation program. This was a follow up to a previous study and a similar target demographic 

with a further aim to establish radiology best habits and practices. 

 

Target Audience: 

The client had a list with 7000 phone numbers (no emails) and the requirement for meaningful 

analysis was 100 completes.  As we were validating the client’s previously run segmentation, the 

phone numbers were their users who had been identified as belonging to a specific segment. 

However, no contact details of the respondents were available, so we had to try to identify and 

contact all the respondents via the phone numbers available to establish who was best suited to 

complete the study. Due to the nature of the study and importance of client/respondent 

confidentiality we had to manage each record on a case-by-case basis.  

 

 

Methodologies & Quotas: 

 Online study using a dedicated list, however we had to use a mix of calling, digital and list 
matching. 

 We would call and recruit and then re-call and chase up to 3 times. All sample called up to 5 
times. 

 Incentives were handled by Dynamic Fieldwork 
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Qualification Criteria:  

To qualify participants must possess a combination of the following (dependant on their role within 
the hospital/private setting): 

 

 

 
 

Conclusion: 
 
Initially we focussed on recruitment directly to the facility. As we didn’t have direct contact details, 
we had to use various methods to try and identify where the specific machines were located. The 
phone numbers were quite generic and didn’t help identify the decision maker, so we had to try 
calling each facility.  
 
This in turn created its own difficulties as facilities were: 

 Often quite remote and small  

 They had admin/receptions teams that would not put us through due to lack of a name  

 The situation with respondents during COVID meant that response rates were very low. 
 
However, we did manage to profile some other criteria on the client’s database and cross check 
quite successfully with a large healthcare panel vendor. This again proved to be quite a challenge 
initially but by homing in on the profiling in greater detail and successful collaboration all round, we 
managed to boost the numbers and achieve the target to the clients delight. Quite a niche universe 
but all 100 successfully completed. 
 
 

Involved in the decsion to purchase the facilitiy's mammography system 

Perform a minimum number of mammograms per week/month 

Facility uses clients mamamography system 

If working in Radiology Department perform  screening mammography, diagnostic mammography or 
reading of mammography 

Worked in setting over 2 years 


