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A ccording to University of Illinois 
Extension statistics, first impressions 
are the result of:  

55% Appearance and body language • 

38% Tone of voice and • 

7% What you say • 

You are constantly making first 
impressions. While the adage is old, the 
value still holds - you never get a second 
chance to make a great first impression, 
whether you’re going to an interview or 
just interacting in the business world on a 
daily basis. 

Employers want it all and they can get 
it.  With the number of people vying to 
keep their jobs, as well as applicants 
interviewing for scarce new ones, you need 
to ensure your Personal Brand is strong and 
communicates the right message.  In “The 
Brand Called You”, by Peter Montoya, 
Personal Branding is defined as the process 
that takes your skills, personality and 
unique characteristics and packages them 
into a powerful identity that lifts you above 
the crowd of anonymous competitors…
Personal Branding is the most powerful 
success and business-building tool ever 
devised.” 

Think of your appearance as the packaging 
to your brand identity; it directly correlates 
to how others perceive and therefore, 
interact with you.  In this job market, it is 
absolutely essential that you look polished 
while feeling confident and relaxed.  It 
impacts the perception of your colleagues 
and prospects, employer and yourself:

To your colleagues and prospects it • 
communicates:  “You can rely on me – 
I’m solid”.  

To your employer:  “I know our • 
product, dress to reflect our corporate 
brand and am ready to win business.”     

To you it communicates:  “I’m tailored-• 
to-the task and can focus on getting the 
job done.”   

The more you convey the message of 
confidence to others, the more you start to 
live it, becoming more assured, effective 
and successful.  

Kim Crumpler’s Personal Branding 
Tip:  Be consistent in demonstrating 
your technical, time management, 
organizational, and communication skills 
- both verbal and nonverbal.  Articulate 
your value in the business world by pulling 
every tool out of your professional tool box 
and put them regularly to work.  Knowing 
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that appearance and body 
language comprise 55% of 
a first impression, before 
you dress in the morning 
ask yourself, “Who’s my 
audience?”, “What do I 
want to communicate?”, 
“Is the way I’m dressed 
communicating my 
intended message and 
reflecting my Personal 
Brand?”  If not, you’ll 
want to make some 
adjustments. 

First impressions are critical, but will 
only get you so far.  Remember, those 
who consistently land on top are always 
strengthening their Personal Brand.  In 
“50 Ways in 50 Days:  Inspiration and 
Tips to Fearlessly Energize Your Business 
and Score More Sales”, Lori Richardson 
writes, “Quarterly or twice a year, get 
input on your image and your brand from 
various sources.”  

Need Expert Help?  

If you’re ready to invest in yourself and 
your Personal Brand, take the next step 
and rest in our expertise.  Since 2000, 
hundreds of men and women have trusted 
Uniquely Savvy to align their wardrobes 
with their brand identity, personality, 
career and lifestyle goals.   

Uniquely Savvy Helps Clients: 

Develop their Personal Brand and • 
sense of style 

Become more comfortable and • 
confident in their own skin 

Learn best practices for dressing • 
individual shape & coloring

Audits & edits closets   • 

Step into a wardrobe they’ll love from • 
head-to-toe via personal shopping 
services

Save time and money in mistaken • 
purchases

No matter your size, shape, or stage in 
life, we’d be honored to earn your trust, 
confidence and opportunity to provide 
solutions that we know you’re going to 
love!  

Kim Crumpler is 9 Year Veteran Stylist, 
Personal Shopper & Owner of Uniquely 
Savvy 

Kim can be reached at : 
425.503.9885  
kim@uniquelysavvy.com  
www.uniquelysavvy.com
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