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Image consultant
oised for success

By lean Van Rensselar

As a former atorney and the owner of
Nate & Dot Image Consulting, [ennifer
Sara Levin knows exactly what clients
need to succeed in the business world—
particularly when it comes to interview
skills, networking, and professicnal attire

She says interviewers are looking for
two things—credentials, of course. and
more ephemeral personal qualities such
as likeability

T have been spending a lot of time
with prople on intesview skills,” she said
"Interviewers want to know if you're
qualified, but they also trying to see if
you are someang they’d Like to work with,
orhave dinner with at the end of the day, or
cinbe trusted to have dinner with a client.

Quick Facts

Mate & Dot Image Consulting

333 W North Ave.. Suite 257
Chicago 60510

312-420-6322 + nateanddot.com
Kay Contact: Jennifer Sara Levin

“Peuple walk into inlerviews and don't
Ynow how to say that they are better than
the naxt pecson, what sels then apart.”

She recommends that clients prepare
for interviews by delermining three key

- pessages that they want o convey and=—..:p

importantly—an anecdote to illustrate
each message.

For example, instead of simply telling
the interviewer that they are proactive,
interviewees should be ready to explain
how they trained for and ran a maraihon.
or taught themselves how to fixa bicycle.

“You need to show them, not tell them.”
she said "People want (o hear something
that they can relate to, something that
builds a bond You need to understand
fhat an interview is & conversation, people
like people that are like them

When you're in an interview, you'l find
{isat i the interviewer does more talking
than you do, it means they are very inter-
ested in you and that's always a good sign.”

Those kay messnges should also find
their way into the resumme.

Levin prefers the term “personal brand-
ing consultant” over "image consultant.”

"I can preach until I'm blue in the face
that imige is the whole thing, " she said,
»Bast what it really s, is personal branding.
People get what that means.”

Levin graduated from Nerthwestern
University Law School in 2002 and still
teaches there. While practicing corporate
Taw, she worked with clients to problem
éolve and achieve both their carger
and social objectives, At Nate & Dot
she cornbines that training, with a strong
background in art and photography to
develop and market each client’s image
and presentation: skills

" As g corporate Lawyer § was tmined to
negotiate and that led to drafting resumes
and preparing people for interviews,” she
said. “On top of that, F've always loved
fashion; 1 stand by classic dress 1have a
good eye and | know what's out there.”

{ evin knows most people don'tlike o
network--she knows because that's what
her <lients tell her. However, she believes
networking is critical to success.

“Peopleneed o be focused on building
a business network all the tme.” she said

Levin starts by asking clients why
networking makes them uncomfortable
and then she teaches themn how v over-
come those hasrdles

"What reatly makes people uncomfost- |
able is that they don't know what to say,
how 1o articufate it, or how to take that
second step,” she sald “You leave a net-
working opportunity with all these business
card and what do you do with them?”

She suggests writing something on the
back of each card 1o identify the person.

“You should write where you met them
and something to job your memory,” she
said “i met someone who was talking
about his baby and 1 wrote baby’ en the
back of the card ”

Another reason pecple don't like net-
working is that it seems insincere

Tt is insincere if your attitude is that
you are only planning to network fora
month and get ajob,” she said "But it's
not if you really want to build a profes-
sicnal relationship

“Ton't think of it a5 networking; think
of it as relagionship-building. You are going
out to find people that you want to have
professional relationships with.”

Mate & Dot, named after Levin's
stytish grandparents, offers customized
personal branding and presentation
programs for individuals, educational
institutions and companies

Levin's iiial consultation is free. The
next step Is a hull assessment that runs
£250. The assessment includes designing
a personalized program composed o

f a
combinatior of modules that could include: |

seséntation,. wardrobing, sinterviewing:
priotity evaluation, busipess, etiquelte,
networking, key messaging. and resume

enhancement o

According to Levin, these skilis aze
invaluable for getting into the right college
or grad schoal, looking for a new job,
tobbying for a promotion, and even dating.

Levin conducts individual sessions and
company seminars

AS far as dressing professionaily (see
sidebar), Levin said that nothing beats a
pezfectly tailored suit She believes thatit
doesn’t matter how much the suit costs,
as long s the fabric drapes well (not wo stiff)
and the sult has been tailored to perfection.

+Ready to wear’ is generally a mis-
nomer;” she said “Most business attire
needs to be tailored *

Levir advises spending money on high
quality accessovies.

“You can wear inexpensive, well-
tailored clothes with expensive accassories
and shoes and people will assume that you
are dressed expensively,” she said

Tips for Interview Dress .
M i Womien © 00 T R
+ Clathing should be well-tajlored .-
« Clething should be well-pressed. .. L
« Shoss should be polished and well-made.
« Bfing 2 briefease o talloed tate o
{no backpacks, e;r.{ AN
& Wear v-nieck undershists under dress shirts.
Fies should be tied with care B

with the top butan butioried. .. R
’Suit cols should fitin the shoulders. |

Women - -0 ;

« Wear ftted suits wiknee-jenglh skirts. )
« Wear heels. RN
»Go for 2 look thatis polished

¢

lennifer Sasa Lavin's Nate and Dot Image Consulting offers customized personal branding

and presertation programs for In
{Phato by Dietrich Weifiramm)

dividuats, compantes and educational institutions.: -~

and understated. -

Smart now. Smaiter lale




