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The Bond 
Between Buyers 
and their Publications

The Power
of PrintThe fact that business-to-business buyers respect, 

prefer, and enjoy their publications is a key reason 
the influence of print is vast and significant. Beyond 
driving readers directly to a publication and its  
Website, print creates impressions, stimulates 
thought and drives demand far more effectively than 
any other medium. Buyers believe what they read, 
and this deep level of trust links buyers to the  
publications they read.  

In a study analyzing why buyers read magazines,  
the most common reason was acquiring knowledge 
on a subject of interest. Other important reasons 
included print is a “valuable source of information,”  
“it gives me new ideas,” “I find it inspirational,” and, 
“for pleasure and relaxation.”

The credibility of publications is at an all-time high.  
While other media may lack credibility and buyer 
trust, decision makers still believe what they read in 
print. Business publications ranked number one in  
a Forrester Consulting study that asked buyers for 
the medium that most “provides information they  
can trust.” A related Harris Interactive Study asked 
buyers about the top strength of publications.  
The overwhelming response was “trustworthiness.” 
Print is far and away the most credible medium,  
and this valuable credibility extends to each  
advertiser’s sales message.

Enjoyable  
and Relaxing

Engaging and Inspirational

Publications engage readers and hold their  
attention. The editorial and advertising work  
together to provide a unique environment that  
buyers look forward to...issue after issue  
after issue. A Simmons Engagement study  
documented the unique affinity between buyers 
and their publications. Print scored on top in  
key areas including providing social interaction,  
life-enhancing, and providing a personal time-out.  

Advertisers have a unique opportunity to  
capitalize on the bond between readers and  
print. Buyers actually prefer that publications  
carry advertising pages. A Starcom study asked 
readers to pull the top 10 pages in their favorite 
issues. Thirty percent of the selected pages  
were ad pages. Buyers believe the advertising 
actually enhances the print environment.

Top 10 Pages in an Issue:				 
	

The opportunity is unique.

When buyers establish a relationship with  
a medium, the opportunity for advertisers is  
significantly enhanced. No medium can  
compete with the trustworthiness, engagement, 
interaction, and advertising preference that  
buyers hold for print. Capitalize on this unique 
bond that will enhance your sales proposition  
and favorably influence the impact of  
your advertising.

 

Ranked #1:  
Information 
Buyers Trust

Top Attribute  
According to Buyers:  

Trustworthiness

Valuable  
Information 
Source

Inspirational

Provides New Ideas

Sources: “The Power of Industry-
Specific Business Magazines, 
Forrester Consulting, 2007;  
Business Media Study conducted 
by Harris Interactive for ABM, 
2006; Simmons Multi-Media  
Engagement Study, 2007;  
Study conducted by StarCom 
Advertising.

•	Ranked #1 	
	 Information 	 	 	
	 Source

•	Ranked #1 	
	 Medium Buyers 	 	
	 Trust

•	Buyers Rank 	
	 Top Strength: 	
	 Trustworthiness

•	Buyers Prefer 	 	
	 Publications 		 	
	 Carry Advertising

•	One-third of 	
	 Preferred Pages 	 	
	 in an Issue 	 	 	
	 are Advertising.

70% Editorial

30% Ad Pages
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