
PET Referral Education  
Best Practices
The following are suggestions for the successful implementation of the materials included in your DETAIL Referral Education Kit.  
We are also pleased to offer a list of Best Practices that other PET providers have used to enhance their imaging services.

Increased awareness is a key to wider acceptance and more appropriate utilization of PET imaging. One of the main  
goals is to educate referring physicians in a manner that is impactful enough to change their behavior. These tools are  
designed to assist you in that effort, but will involve a commitment to their use for maximum results. Repeat contact  
with your referring physicians will also be necessary to foster increasingly appropriate adoption.

The PET Program Announcement Template (located on CD) is a referral education letter that can be customized for  
distribution to your referring physicians. This letter announces your offering of PET imaging services and serves as an  
introduction to the materials that will be included in your mailing. The materials included in this kit are designed for  
distribution to 25 target referring physicians. Additional quantities are available à la carte on the MITA website.

Reporting Guidelines (located on CD) are also included in this program to assist your group with optimizing its imaging  
and reporting practices. From the referring physicians’ point of view, you are selling a product/service and they are your  
customers. To them, your product includes the quality and substance of your reports, the value of your counsel, and the  
satisfaction of their patients who visit your center. Successful service businesses focus heavily on customer satisfaction.  
The same focus should apply to the PET Imaging business. For additional information on this topic, please refer to the 
PET DETAIL Program Interpretation Resource Kit, which is also available on the MITA website. 

The Press Kit materials (located on CD) enable you to issue a press release to the media. Contact your local TV station,  
radio station (targeted towards patients 50 or over), and newspapers to inform them of your services, especially if this is  
a unique offering in the area. You might be surprised at the coverage you receive. The press kit materials also include  
some stock photography of PET/CT cameras courtesy of GE, Philips, and Siemens. You may also want to take some of  
your own photos or ask your camera vendor for additional images.

The Coding and Reimbursement Guides offer coding and coverage guidance. The document labeled for imagers contains  
specific coding, coverage, and payment information for your use. The version labeled for referring MDs should be distributed  
to referring physicians as part of your mailing to offer helpful coding and coverage tips.

The Frequently-Asked Questions (FAQs) component explains appropriate utilization of PET imaging in an easy-to-understand  
format, and is ideal for almost any audience.

Diagnostic Algorithms can provide your referring physicians with a better understanding of when to refer their patients to  
PET. They have been designed to conveniently fit inside a referring physician’s shirt or lab coat pocket. 

Clinical data and Case Studies provide your referring physicians with more compelling evidence as to why PET is such  
a valuable tool for appropriate patients. Therefore, it is recommended to include a copy of the enclosed Clinical Reprint(s)  
along with the corresponding Case Studies with each mailing.

The Oncologic PET Slide Presentations provide educational information in the form of PowerPoint slides that can be  
used for lecturing to referring physicians.
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The DETAIL PET Patient Education Brochures will equip your colleagues to better answer their patients’ questions.  
The back of each Patient Education Brochure also provides a blank area where you can stamp the contact information  
of your practice so that patients know where to go for their test.

Referring physicians will likely be more inclined to order PET scans if they have better tools to educate their  
patients. Referring physicians may not want to put themselves in the position of telling their patients to go for  
a test that they know little about. A little education for the physician and their patients can go a long way.  

In addition to the materials provided in this kit, following are  
some best practices that can be implemented by your practice:

Obtain a list of email addresses for the practice manager at your top referring practices. You can then have  
your scheduler send regular reminders (bi-weekly or monthly) with scheduling availability for PET. This practice  
can be especially useful if their patients have to wait longer to be imaged with a competing modality.

Provide your referring physician practices with sample case studies from patients imaged in your lab. This can be  
accomplished in a HIPAA-compliant fashion, provided that the case does not include any patient-specific identifiers — 
name, etc. These cases show the quality of the work performed by your specific practice and can be even more impactful 
if they can demonstrate a positive change in patient management as a result of the information provided by the PET or 
PET/CT exam. 

Update the diagnostic requisition forms used by referring practices to include the PET services you offer.
It may be beneficial to provide each practice with a lMITAnated diagnostic test order form from which they 
can make copies. 
  An alternate approach would be to offer referring practices preprinted prescription pads to assist in ordering 

PET or PET/CT exams for key indications. 

Consider developing a letter that includes referring physician testimonials or patient testimonials. This can offer  
very powerful messaging.

Host an open house to showcase your facility and equipment.

A referral education speaker program featuring a physician from your group or possibly an expert in the field can help  
to expand educational awareness. Consider hosting this as a CME event through a local accrediting organization. There 
are also educational webcasts geared towards referring physicians that are available online through MITA and other 
medical education providers. It is important for you to serve as the distribution channel for these programs to maximize 
their impact. Please visit www.medicalimaging.org for more information.

Designate a person in your practice who can reach out to the schedulers at the referring offices to help answer any  
questions they may have. Schedulers in referring physician offices are often quite busy and resistant to change unless 
they can be provided with a clear and straightforward process on how to order a PET exam. These individuals can  
influence the physicians for whom they work either negatively or positively, based upon their comfort level.

In addition to your initial referral marketing mailing, a follow-up mailing one or two months after the first with additional 
materials (reprints, case examples, etc.) can help to reinforce the value of the modality. Oftentimes, the initial hurdle  
can be in obtaining the first new PET referral from a given physician. Therefore, repeated reminders can help to  
overcome this obstacle.

When you do obtain a new PET referral, take the extra step to have an interpreting physician in your practice call  
the referring physician to review the results of the PET scan and answer any questions. Reducing fear of the  
unknown and addressing questions or concerns early on can go a long way towards developing key relationships  
with referring physicians. 

Addendum A – Sample Education Program Template - located on CD
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