INTRODUCTION

SOME FACTS

We believe that every business
has a story and since our
magazine is about connecting
our community and sharing
stories we want to ensure that
your ad helps you connect
authentically with our
readership!

THE BASICS

A common mistake is asking
print ads to do too much.
3 must have's to think about:
1. Capture the attention of
your potential customers.
2. Encourage those potential
customers to remember your
message.
3. Persuade them to actually
do it.

Catch your customer's eye.
Be consistent.

Each ad should have only one
message.

Show that you care.

The ad should be about
inviting potential customers
to take a step into the buying
process - bridging the gap
between trust and
relationship.

We encourage you to
continually test the various
components of your ad:
heading, sub-heading, body,
call to action and graphics.

CATCH YOUR
CUSTOMER'S EYE

CONSIDERATIONS
Well chosen photos.

INTERRUPT

Photos that touch on emotion or
even feature medical
professionals already using
your services strengthens
“WORD OF MOUTH” strategies
and gives buyers CONFIDENCE!

Include creative headlines.

Utilize 'problem solving
statements'.

THE BASICS
Our minds have a
tendency to discount

Use customer testimonials to
build credibility with the
community.

things that are
predictable so use
different ELEMENTS
to

FOCUS

the

reader's attention on
your ad.

Less is more - plan for a
creative layout to use your ad
space effectively.

BE CONSISTENT

ENGAGE

CONSIDERATIONS
Now that you've got their
attention, KEEP it!

Use sub-headlines to encourage
potential customers to
remember your message.

Give enough information to get
potential customers interested
in your company or services.

Focus your message on your
clients' needs, not your own.

THE BASICS
There's so much to your

How will your product or
service solve your customers'
problem(s).

business, once you start to
think of it as a story, there are
key points you can pull out
that will resonate with your
target audience.

Include a call to action or
unique selling proposition
that sets your business apart.

SHOW THAT YOU
CARE

EDUCATE

CONSIDERATIONS
Customers don't need you to tell
them you care, they want you
to SHOW them.

Build authenticity by sharing
your core values and brand
story.

Remember that less is more
with regards to words.

Make it easy for customers to
contact you by including this
in your ad.

THE BASICS

Get to the point quickly.

Don’t be afraid to let your
audience know how they can
support you and what you’re
doing to keep your business
running through this pandemic.

Tell the reader what to do.

FINAL THOUGHTS
Keeping these considerations
in mind, our team will partner

CONSIDERATIONS
Peak the reader's curiosity to
gain attention.

with you to incorporate
elements that you choose as a
represention of your business.

Include the benefits to using
your product or service.

Use creative imagery and
brand colors.

Tell the reader how you can
help solve a problem for
them.

THE BASICS
Carefully think out your
headline, sub-headline, body
copy text and evidence or
testimonials to include in
your ad.

Include customer testimonials
to build credibility with the
community.

Less is more - however, to
design a creative layout for
you please be sure to give
us powerful options to
work our magic!

