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Many New Channels for HNW Relationships 
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New Channels

Content as Advertising

Website content hub

Apps & Newsstand

iPads for Advisors

Social Media channels

Email Marketing

Mobile Marketing

Events

Public Relations

Sponsorships

Old Channels

Advertising 

Events  

Brochures  & Sales 

Materials 

Static Website 

Public Relations 

Sponsorships
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Content Engagement Funnel 

New Accounts 

INTERACT: 

Small events

Meetings 

HOOK:

Thought Leadership

Content Marketing

Social Media 

ENGAGE:                  
Web Content 

Email newsletters

Sustaining Leads 
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Crawl, Walk, Run – Content Generation 
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• Scope all internal departments that 

may be generating content 

• Arrange for how you can use it and 

modify it 

• See if they can load the content 

directly into your content tools 

• Pull together your editorial board 

and editorial schedule 
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Different Content for Different Channels 
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Snack

Apps

Twitter

LinkedIn Posts

Mobile Apps

Meal

Strong Web content 

Newsstand App

Email Newsletters 

Public Relations 

Sponsorships

• Large primary research projects versus  day-to-day snackable content 

• Country specific content versus global 

• Map weak areas where locally you need to generate more 
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Map your Content Channels 
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Investing Personal 

Passions Art, 

Cars etc

Philanthropy

http://www.public-domain-image.com/miscellaneous/money/slides/several-pound-bills-new-british-20-pounds-money.html
http://www.public-domain-image.com/miscellaneous/money/slides/several-pound-bills-new-british-20-pounds-money.html
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+ is more to do 

Content Channel Mapping  
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Investment Content Art Content Philanthropy Content

Website content hub Good Global hub To Global site With campaign

Newsstand App Good + Good

iPads for Advisors Good Not appropriate More

Social Media channels Good Marketing only With campaign

Subscription Emails More + +

Newsletters Good + More

Events Good + Good

Public Relations Good 

+ for local markets

+ Good

Via Partners & 

Sponsorships 

+ + Good
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Content Library

Theme

CIO IPS/Impact

TBC

Recruitment

Ben

Brand

TBC

Art

Stefanie

F1

TBC

Other

Marketing

Marketing & 
Compliance

My contact

Content plan

Plan for origination and types of content in the library

Need to define:

- 3-4 pieces each for pilot kick off

- Daily pieces

- Submit direct in tool or via Marketing

- CIO House 

View 2016

- Trial the 'CIO 

card'

- Potential trial of 

'Impact to-go'

- 5x pieces for 

launch

- 3x per week 

jobs

- 2x per month 

other:
* Diversity across 

hiring (stats, profiles 

etc.)

* Path to join

- Brand hub - Planet Art

- Guggenheim

- Art Basel

- Art Collection

- F1 microsite - Entrepreneurs

- Campaigns 

- Philanthropy

- Corporate news

- CSR

- Foresight / 

thought leadership
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What is HearSay Social?

A social listening tool allowing CAs to use social media for business in a compliant/monitored way – we will use only 

LinkedIn
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INTERACTION 
PER SUGGESTED 
POST

Pay to Amplify 
Successful Content

CONTENT 
SELECTED
FOR 

PUBLISHING
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Get the right content mix

Build relationships first, do business second

Content should be thought-provoking, have a balanced view, be majority non-UBS and on the area of expertise you want to be 

known for
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Disclaimer

This information is issued by UBS Wealth Management, a business division of UBS AG ("UBS") which is authorised and regulated by the Financial Market Supervisory 

Authority in Switzerland. In the United Kingdom, UBS AG is authorised by the Prudential Regulation Authority and is subject to regulation by the Financial Conduct 

Authority and limited regulation by the Prudential Regulation Authority. Details about the extent of our regulation by the Prudential Regulation Authority are available 

from us on request.

This publication is for your information only and is not intended as an offer, or a solicitation of an offer, to buy or sell any investment or other specific product. Although
all information and opinions expressed in this document were obtained from sources believed to be reliable and in good faith, no representation or warranty, express or
implied, is made as to its accuracy or completeness. All information and opinions as well as any prices indicated are subject to change without notice and the asset
classes, the asset allocation and the investment instruments are only indicative.

In accordance with the Financial Conduct Authority requirements, we should point out that with regard to any investments mentioned, values may fall as well as rise and
that exchange rates may have a similar effect.

It should be noted that past performance is not an indication of future returns.

At any time UBS AG ("UBS") and other companies in the UBS group (or employees thereof) may have a long or short position, or deal as principal or agent, in relevant
securities or provide advisory or other services to the issuer of relevant securities or to a company connected with an issuer. Some investments may not be readily
realisable since the market in the securities is illiquid and therefore valuing the investment and identifying the risk to which you are exposed may be difficult to quantify.
Futures and options trading as well as alternative investments are considered risky. Some investments may be subject to sudden and large falls in value and on
realisation you may receive back less than you invested or may be required to pay more. Changes in FX rates may have an adverse effect on the price, value or income
of an investment. Furthermore, performance information may be based on simulations and/or be for illustration only. We would recommend that you take financial and/or
legal advice as to the implications of investing in any of the products mentioned herein, including tax matters. UBS does not provide tax advice. This document may not
be reproduced or copies circulated without prior authority of UBS. This document is not intended for distribution into the US and / or to US persons or in jurisdictions
where its distribution by us would be restricted.

Where services are provided from outside the UK, they will not be covered by the UK Regulatory Regime or Investor Compensation Scheme.

Alternative investment funds are unregulated collective investment schemes under the UK regulations. As such, they have their own specific risks. They may only be
proposed to private clients for which they are suitable.

Copyright 2014.

UBS AG

3 Finsbury Avenue

London

EC2M 2AN

Tel: +44-20-7567-5757

Fax: +44-20-7567-5656

www.ubs.com


