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“Boomerang gave the opportunity to rapidly evaluate participants’ responses to messages
and respond quickly to messages that failed to provide value to participants. The latter
aspect is of particular importance for actively engaging patients with their health care
enterprise.” James S Kahn, Chair of the UCSF Research Administration Board
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BACKGROUND

computable and accessible
for use in healthcare. UCSF
completed a research study
to measure the effectiveness
of a CRM based model for
healthcare enterprises. This
particular study focused on
CRM for SMS texting from
an Electronic Health Record
(EHR) by collaborating with
Boomerang and their strategic
partners Avanade Inc.
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Instead the CRM platform
and respective API’s analyse
the inbound message and

automating texting to patients
and can be used for research.
The SMS messages required
a return response and that
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associate a single message
with a single response and
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By using Boomerang the
health care providers can
effectively manage their
patients health, and measure
their progress and behaviour
via SMS efficiently.
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Kahn pointed out that
Boomerang provided, “the

consequence of this form
of interaction. In the study

Proving the point that
Boomerang is continuing to
transform the dynamics of
patient interaction; increasing
efficiency and continually
delivering results.

Boomerang is a digital communications company. Our product range is the result of years of experience developing and
supplying communications solutions to corporates and SMEs. Patented in 23 countries around the World, the technology
used in our services and products is unique, and addresses many of the problems inherent in business communication today.

