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Paige UnRuh, Senior Account Manager 
for Saskatoon based LMNO talks to 

Whispir about how SMS marketing is 
used to engage hundreds of thousands of 

Canadians with their home lotteries.

Introduction
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Saskatoon straddles the South Saskatchewan 
River in Saskatchewan, Canada. On the northern 
riverside Meewasin Trail, Wanuskewin Heritage 
Park holds exhibitions exploring indigenous 
culture, while the trail’s southern stretch is 
filled with native wildlife inhabiting the prairie 
grasslands of Beaver Creek Conservation Area. 

Inhabited for more than 8,000 years, the Saskatoon area has 
welcomed people from all over Canada and the world, and 
the City has served as the region’s cultural and economic hub 
since it was founded in 1882.

From this picturesque base, LMNO offer strategic marketing 
support to clients nationally, and throughout North America, 
and are the largest agency in the Province.

BACKGROUND
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For over 40 years, the agency formerly known as  
The Marketing Den has provided creative 
campaigns for a diverse client base, including home 
lotteries, telecommunications, mining companies, 
and a broad agricultural mix – from farming to 
fertilizers, and cutting-edge tools and equipment.

AN EXTENDED HISTORY OF 
MARKETING EXCELLENCE

LMNO provides promotional services for many national 
lotteries, from Calgary to Toronto, and into Denver in the 
United States. They also work with a number of home lotteries 
in Australia. SMS marketing is used to engage previous 
supporters and remind them of important lottery deadlines. 

Having spent more than 4 years with the company, and 
owning the relationship with LMNO’s lottery clients, Paige 
has personally observed the value of SMS communications 
to the marketing mix, which the agency has offered since the 
emergence of the mobile marketing channel.
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“I realised our former vendor was very 
outdated, and wasn’t able to offer the 
robust reporting and other features 
Whispir provides.”

Paige UnRuh
Senior Account Manager, 
LMNO
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Unfortunately, the previous messaging platform 
was outdated, and couldn’t support emerging 
requirements like tracking, reporting, and auditing 
for statutory privacy compliance.

Canada’s strict privacy laws placed an added burden 
on LMNO while handling the contact information 
for hundreds of thousands of lotteries customers and 
honouring their “Opt-Out” requests. Additionally, LMNO’s 
clients stipulate detailed reporting requirements for them 
to document the performance of the campaigns.

Recognising the need for a more powerful messaging 
capability, Paige initiated a tender for a provider that could 
meet these growing needs. In conjunction with our North 
American partner Twilio, Whispir was chosen to provide an 
advanced mobile communications platform that could meet 
these statutory needs and is also flexible enough to support 
a new generation of marketing activities.

LEGACY SYSTEM 
CHALLENGES

Key features of the Whispir solution include:

   A database of over 300,000 contacts

   Dynamic distribution lists that eliminate the need for manual list creation 
and maintenance

   Workspace organization that enabled simple, yet effective separation of 
individual lottery game campaigns, including their contacts and SMS message 
activity for easy reporting and auditing

   Smart forms enabled through on-demand HTML5 micro apps that can 
support inbound lead generation; and

   An automated API integration solution that simultaneously records opt-
out requests while updating contact records to ensure these requests are 
honoured for future campaigns
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Whispir has enabled LMNO to streamline and 
automate their SMS campaigns, while also 
improving their reporting capabilities and the 
quality of their contact data. API integration means 
customer data and preferences are automatically 
kept up to date, satisfying both privacy regulations, 
and customer reporting needs.

The platform also allows customers to reply to messages,  
and each response is trackable and actionable. This has 
opened the door to new marketing options, like contesting 
- working in conjunction with partners such as major 
sporting teams to provide both branding and list generation 
opportunities for the lotteries via inbound point of sale, or in-
venue competitions.

Whispir has ultimately enabled LMNO to lower their costs of 
execution by simplifying the operation of their SMS campaigns.

HOW HAS THIS 
HELPED?

“Whispir has opened the door for new forms 
of inbound marketing - like contesting 
- giving us creative ways to build brand 
awareness and subscriber bases.”

PAIGE UNRUH
Senior Account Manager, LMNO

Commercial in confidence - not for reproduction



Whispir Case Study     |     7

LMNO 

Commercial in confidence - not for reproduction




