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A Short History of Marketing for Financial Advisors
You are reading a historical artifact. The first of these client newsletters was sent in the late
1980s. In order to produce it, a floppy disk containing the text was walked over to a local offset
printing shop. (The same place could make color copies, which was cutting edge technology!)
After the newsletters were printed, they would be stuffed into envelopes and snail mailed to our
clients.

At that time, individual Financial Advisors did little or no marketing. Firms might run ads with bulls
running through fields or asserting that when they spoke, ‘people listen,’ but there was almost no way for
individuals to stand out from the crowd. If a prospective client asked us to send them a description of our
services, we had nothing. We started this newsletter both to offer our take on the world of finance and to
allow us to distribute something if we received a request. That ‘innovation’ filled the need for several
years before we also added a printed brochure.

It was only after financial services firms got past Y2K that they allowed Advisors to host websites. It was
a game changer. For the first time, prospective clients could Google us and get a sense of who we are
before we sat down with them. The website was enhanced roughly ten years ago when we added a
video to the home page.

Today, while we continue to enjoy sharing our thoughts via this newsletter, and we keep our website
current, we also communicate via Zoom webinars and short educational videos. The primary medium for
the dissemination of that content is no longer via email or on our home page, it is via social media,
specifically LinkedIn. Up until now, each member of the team has curated his or her feed, showing the
various videos and posting articles of interest. What we did not have is a place where everyone’s
content is aggregated, a one-stop shop. We are pleased to remedy that lack by announcing the Value
Added Partners Newsletter site: The Value Added Brief.

The Value Added Brief
﻿A One-Stop Shop for all things Value Added Partners

﻿This LinkedIn location lists our most recent content and any upcoming events. It will not replace any of
the other ways in which we communicate, including this newsletter, but it will enable you and anyone to
whom you want to introduce us to get a quick understanding of how we see the financial world. We hope
that you will click on that link and subscribe. More important, we know that the world of client
communication will continue to evolve. Please feel free to let us know how we can make our outreach
more useful to you.
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https://www.linkedin.com/newsletters/7452113024276103168/?displayConfirmation=true


Harry Elish, CFP,® CPWA®

Managing Director–
Wealth Management
Private Wealth Advisor

212-713-8719
harold.elish@ubs.com
advisors.ubs.com/valueaddedpartners/Meet-the-team.htm

California Insurance License #0I41743

Kevin O’Leary, CFA, CFP®

Managing Director–
Wealth Management
Private Wealth Advisor

212-713-2525
kevin.oleary@ubs.com
advisors.ubs.com/valueaddedpartners/Meet-the-team.htm

Timothy Turpin

Senior Vice President—
﻿Wealth Management

212-713-6242
timothy.turpin@ubs.com
advisors.ubs.com/valueaddedpartners/Meet-the-team.htm

Nicholas Landy, CFP®

Senior Vice President—
﻿Wealth Management

212-713-6154
nick.landy@ubs.com
advisors.ubs.com/valueaddedpartners/Meet-the-team.htm

2

advisors.ubs.com/valueaddedpartners/Meet-the-team.htm
advisors.ubs.com/valueaddedpartners/Meet-the-team.htm
advisors.ubs.com/valueaddedpartners/Meet-the-team.htm
advisors.ubs.com/valueaddedpartners/Meet-the-team.htm


Ryan Karl, CFP®

Wealth Strategy Associate

212-713-9287
ryan.karl@ubs.com
advisors.ubs.com/valueaddedpartners/Meet-the-team.htm

We look forward to hearing from you.

The information contained in this commentary is not a solicitation to purchase or sell investments. Any information presented is general in nature and not intended to provide individually 

tailored investment advice. The strategies and/or investments referenced may not be suitable for all investors as the appropriateness of a particular investment or strategy will depend on 

an investor's individual circumstances and objectives. Investing involves risks and there is always the potential of losing money when you invest. The views expressed herein are those of 
the author and may not necessarily reflect the views of UBS Financial Services Inc.

Neither UBS Financial Services Inc. nor its employees (including its Financial Advisors) provide tax or legal advice. You should consult with your legal counsel and/or your accountant or 

tax professional regarding the legal or tax implications of a particular suggestion, strategy or investment, including any estate planning strategies, before you invest or implement.

The past performance of an index is not a guarantee of future results. Each index reflects an unmanaged universe of securities without any deduction for advisory fees or other expenses 

that would reduce actual returns. An actual investment in the securities included in the index would require an investor to incur transaction costs, which would lower the performance 

results. Indices are not actively managed and investors cannot invest directly in the indices.

Certified Financial Planner Board of Standards Center for Financial Planning, Inc. owns and licenses the certification marks CFP®, CERTIFIED FINANCIAL PLANNER®, and CFP® 

(with plaque design) in the United States to Certified Financial Planner Board of Standards, Inc., which authorizes individuals who successfully complete the organization’s initial and 
ongoing certification requirements to use the certification marks.

As a firm providing wealth management services to clients, UBS Financial Services Inc. offers investment advisory services in its capacity as an SEC-registered investment adviser and 

brokerage services in its capacity as an SEC-registered brokerdealer. Investment advisory services and brokerage services are separate and distinct, differ in material ways and are 

governed by different laws and separate arrangements. It is important that you understand the ways in which we conduct business, and that you carefully read the agreements and 

disclosures that we provide to you about the products or services we offer. For more information, please review client relationship summary provided at ubs.com/relationshipsummary, 

or ask your UBS Financial Advisor for a copy.

©UBS 2025. The key symbol and UBS are among the registered and unregistered trademarks of UBS. All rights reserved. UBS Financial Services Inc. is a subsidiary of UBS Group AG. 

Member FINRA/SIPC.
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