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Indigo 4 Systems

• Formed in 1997
• Based in Sheffield
• Leading supplier to over 120 

organisations
– Order communications and Structured messaging 

for CDS, PMIP etc.
• Partnerships 

– LSPs, Departmental & GP System Suppliers, 
other NHS provider organisations

• ISO 9001:2000 Certified Company



A Supplier’s Perspective

• What a supplier needs to know to 
implement Radiology Order 
Communications?

• Understand the requirements
• Examples of solutions provided



A Supplier’s Perspective

• One size fits all?

• Software versus Solution

• Partnership



Radiology Order Communication 
Implementation

Areas to Specify
– Integration with other systems
– Configuration of ‘Investigations’
– Vetting of Requests
– Configuration of the department
– How and where the patient presents
– Management of DNAs



Examples of Solutions



Example 1
• GP Order Communications

• Walk-in procedures
• Multiple clinics 
• Not all investigations can be offered at each 

site
• The patient must present with a letter

– What happens if they have lost the letter?
– If they have, what data items must a receptionist 

enter to retrieve the order

• What data do you want adding to the order 
when the patient presents



Indigo 4  - Check-in



Indigo 4  - Check-in



Example 2 - Vetting

• RIS systems has the ability to vet 
requests, but the Department didn’t 
want to use it

• They did want:-
– a system where requests and individual 

items could be vetted
– options for retrieval, searching and viewing
– to be able to build lists of requests and 

pass requests to colleagues



Indigo 4 - Vetting



Example 3

• Secondary Care Radiology requesting, 
lots of Investigations

• We wanted a tailored approach to 
navigating radiology as apposed to 
pathology investigations

• A number of alternatives were 
considered





In Summary

• The success of any project relies on
– The client and supplier working together to fully 

understand the local needs
– A detailed specification of the requirements is 

agreed and signed off
– Discussions with potential suppliers should start 

well in advance of any tender process
• And mostly important to us, it is creating a 

long term partnership between your 
department and your supplier



Thank you

Any Questions

www.indigo4.com

http://www.indigo4.com

