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Print’s irrefutable power to connect 

By Erwin Busselot, Director Business Innovation & Solutions, Ricoh Graphic 
Communications, Ricoh Europe  
 
 

Ricoh Europe, London, April 25 2025 – Retailers that don’t have print as part of their 

customer communications strategy suffer. 

 

In fact, almost one in two customers buy less from providers who place only digital 

advertising, according to new research. 

 

Customers miss printed advertising brochures as retailers in Germany have found. 

 

Rewe and Obi are among those vendors that have abolished their classic, printed advertising 

brochures and the retail research institute IFH Cologne discovered the decision was not 

universally well received.  

 

The survey of 1,260 people in Germany in February 2025 found: 

• 52% of customers who used to regularly read brochures sent in the post, miss print 

advertising.  

• 62% say they now receive less information about offers from those retailers.  

• 45% buy less from these providers as a result. 

 

A digital first approach is not appealing. Many customers do not like apps. 45% find using 

other channels or media complicated while 49% of those impacted are engaging more with 

brochures from other chains.  

 

Receiving paper based communications is appealing. 87% perceive reading as comfortable 

and relaxed.  

 

This latest research confirming the preference of print joins others that include the European 

Shopper survey. It revealed 48% of shoppers use printed promotions weekly, and 73% 

engage with them more than once a month.  

 

http://www.ricoh-europe.com/
https://kurier.at/wirtschaft/werbung-prospekte-print-rewe-obi/403028580
https://www.pulpapernews.com/20230228/14374/printed-promotions-deeply-embedded-shopper-behaviour?utm_source=chatgpt.com
https://www.pulpapernews.com/20230228/14374/printed-promotions-deeply-embedded-shopper-behaviour?utm_source=chatgpt.com
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Marketreach highlighted the effectiveness of print catalogues in driving engagement and 

sales. They turn browsers into buyers as 76% of consumers said catalogues give them 

ideas of what to buy while 55% made a purchase based on catalogue content. Further, in a 

period of sustained price sensitivity, catalogues support shoppers’ desire to be able to 

compare offers to obtain the best deal.  

 

Print generates positive interaction and drives action. 

 

Hyper personalisation can turbo charge that capability. 

 

By analysing real time data such as customer information, purchase history, and location, 

content and recommendations can be highly customised to foster deeper engagement. 

 

It allows businesses to target potential customers more precisely, reducing marketing spend 

waste.  

 

Twilio’s State of Personalisation report found that 56% of 5000 consumers surveyed from 

Australia, Brazil, Colombia, France, Germany, Italy, Japan, Mexico, Singapore, Spain, United 

States, and Great Britain, said a personalised experience would motivate them to become 

repeat buyers. 

 

McKinsey reported that companies excelling in personalisation can generate up to 40% more 

revenue. It also found that 65% of American consumers polled see targeted promotions as a 

top reason to make a purchase. 

 

Digital inkjet and toner print technologies such as those delivered by the webfed RICOH 

Pro™ VC80000, and sheetfed RICOH Pro™ Z75 and RICOH ProTM C9500 can cost 

efficiently and creatively deliver hyper personalised relevance that your clients’ customers 

will value. 

 

While Ricoh’s high performance personalised document creation solution FusionPro  

https://www.marketreach.co.uk/resources/catalogues-connecting-with-consumers-converting-sales?cid=MR0423_MCC%20_SM_02
https://www.twilio.com/en-us/press/releases/sopr-2023
https://www.mckinsey.com/capabilities/growth-marketing-and-sales/our-insights/the-value-of-getting-personalization-right-or-wrong-is-multiplying
https://www.mckinsey.com/capabilities/growth-marketing-and-sales/our-insights/unlocking-the-next-frontier-of-personalized-marketing
https://www.ricoh-europe.com/products/production-printers/continuous-feed-printers/pro-vc80000/
https://www.ricoh-europe.com/products/production-printers/continuous-feed-printers/pro-vc80000/
https://www.ricoh-europe.com/products/production-printers/sheet-fed-inkjet-presses/pro-z75/
https://www.ricoh-europe.com/products/production-printers/cut-sheet-printers/pro-c9500/
https://www.ricoh-europe.com/products/software-apps/production-printing-software/capture/fusion-pro-vdp-solutions/
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removes the complexity from the personalisation process. Creating highly targeted, relevant 

marketing materials that increase response and conversion rates with intelligent rules based 

templates and automated workflows. 

 

To discover the many ways to harness print’s power to connect, contact our expert team.  

 

| About Ricoh |   

Ricoh is a leading provider of integrated digital services and print and imaging solutions designed 
to support digital transformation of workplaces, workspaces and optimize business performance.  
   
Headquartered in Tokyo, Ricoh’s global operation reaches customers in approximately 200 
countries and regions, supported by cultivated knowledge, technologies, and organizational 
capabilities nurtured over its 85-year history. In the financial year ended March 2024, Ricoh Group 
had worldwide sales of 2,348 billion yen (approx. 15.5 billion USD).  
   
It is Ricoh’s mission and vision to empower individuals to find Fulfilment through Work by 
understanding and transforming how people work so we can unleash their potential and creativity 
to realize a sustainable future.   
   
For further information, please visit www.ricoh.com  
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