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No doubt, we are all more digitally and fiber-optically linked than ever before, but
are we, in fact, manifesting real connections? With to-do lists a mile long, and con-
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stant deadlines to meet, it is no surprise that many of us feel cut off not only from
our partners and loved ones, but also from ourselves. Though our lives may be
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busier and faster, relationship building is still the key to success in our personal
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and professional lives. In this issue our colleagues share their secrets to cultivating
and maintaining meaningful connections. We hope you enjoy it!
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PRESIDENT’S MESSAGE
As your newly elected Chapter
President for 2010 – 2012, I
would like to extend a warm
welcome to all members of our
Chapter and to your new Board
whom I am proud to serve with.
What is new and exciting is that
your Board is spread out geographically between different
cities in Ontario, BC and Alberta.
In addition, we have members in
Quebec and Nova Scotia, as well
as in Philippines, Saudi Arabia,
Russia, United States, Netherlands, England, Dubai, Brazil,
Japan, Italy, and Singapore. The
total membership for our chapter
as of September 2010 is 124!
As your Chapter President, I
wanted to share our vision statement that, we, the AICI Canadian Chapter Board are dedicated
to: The promotion of passion for
the profession of image consulting; Our commitment to being of
service; Providing Excellent
Professional Value to our members; Creation of a Transparent,
Inclusive and Supportive professional development environment;
Excelling in providing New,
Exciting Business and Skills
Development events and updates
to our members and Succession

Planning for Professional and
Organizational Success.
We have been working hard to
plan new and dynamic programming for the coming year. Our
goal is to offer fun and informative events that allow each of us
the opportunity to network with
colleagues, make new connections, reconnect with old friends
and earn valuable CEUs. The
first event wass a networking
event for our members, guests
and affiliates on Thursday, September 23rd at the Verity Club in
Toronto, ON and then our next
event is a member, guest and
affiliate, presented by Joshua
Zuchter on Monday, October 25th
at the Verity Club in Toronto,
ON. Our Fall CEU education
event is for members, being presented by Helena Chenn, AICI
CIP on Friday, November 19,
2010.
I have loved being a member
since 1999, and know that if
weren’t for AICI and our members, I wouldn’t be living the
dream! I think of AICI as a lifeline to being an entrepreneur and
image consultant, and without it
this wouldn’t be possible. 

Michelle Horne, AICI FLC
puttingittogether.ca
she is known for her thoughtful,
Michelle is known for her
thoughtful, thorough, but always
fun approach to helping clients
take ownership of their authentic
images.

INSIDE IMAGE

Page 2

IMAGE CONSULTING AND THE HUMAN EXPERIENCE
As an image consultant I work with people
whose life experiences, physical health, family relationships, and professional environments all play into my time with them. Sharing the human experience with clients is
what I cherish most about my profession.

to lift the spirits of this retired mom who had
recently battled cancer. My time with the
mother was wonderful. She lit up when she got
to the mall and was emotionally transformed
by her new clothes. The end result was a gorgeous woman with a new outlook on life and
her whole family was affected by her new optimism.

I was especially touched by a client who
hired me to give her mom a consultation and
shopping trip as a surprise birthday present.
The whole family had come together hoping

Later, the mother hired me to give the same
package to her daughter for her birthday! I
learned that she had been on disability leave
after a car accident that left her in chronic pain.
As with her mom, the makeover
experience
lifted the daughter’s morale and gave her a new
lease on life. It was my honor to work with
these two women whose love for each other still

Camille Kim
fiimage.com
Camille Kim, owner of First Impressions Image in Calgary, is an enthusiastic educator and passionate consultant
who loves fashion and people. She is
certified by the Image Resource Center
in NYC.

inspires me. 

CLIENT CONNECTIONS
Personal contact and follow-up are great ways for
your clients and others to remember you. Therefore, a survey of your potential clients’ current
body type, style, colour choices, marital status, etc.
are all critical to getting to know your client. Sending a brief and concise email on classic pieces to
wear for their specific body type can be one way to
customize your emails to your network and connect with clients and the community. Having a simple template ready
for an A-body type, for example, (A-line skirts, fitted light coloured
tops, accessorizing most prized assets) can be sent to that A-body type
client who fits the married or single category. Value added information
is always useful and when an email or letter is personal and customized, you will be remembered. A follow-up phone call within seven to
ten days is suggested for feedback on your most recent “Tips on Dressing for Your Shape” email. Simply asking for their opinion and their
feedback shows that you care about them. Continue to send your tips
and tidbits in their direction to consistently meet their custom profile.
Use this method wisely and capitalize on your current client network.
Sandra Soldera, H.B Comm., Aim Above Image Consulting
Sandra loves to help individuals and corporate teams succeed, and her fine eye for detail
and fashion sense have truly helped her aim above across Ontario.
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MEET YOUR 2010-2011 BOARD OF DIRECTORS

President
Michelle Horne, AICI FLC
puttingittogether.ca

Treasurer
Angele Desgagne, AICI CIP
imageliteinternational.com

VP Marketing
Tamara Glick, MBA
trademarkimage.ca

President Elect
Mihaela Ciocan, BA AICI CIP
image-pro.ca

VP Membership
Shelley Brown, AICI FLC

Co-VP Communications
Mirella Zanatta

stylefilesystem.com

firstimpressionsimageconsulting.com

VP Education
Joan Bachmeier, AICI CIP
joanbachmeiercompleteimage.com

Secretary
Katherine Lazaruk
icuimage.com

Co-VP Communications
Miranda Wulf
loulludi.com

VP Programs
Alyssa Muzaffar
yourfabulousimage.com
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CONNECTING WITH STRANGERS
If you hesitate when going into
a room of strangers and striking up a conversation or would
rather head for the buffet instead of breaking into a group
at a business mixer, you are in
the majority. These tips will
help you connect more easily
with people at the next networking event you attend.
Recognize that meeting
strangers is naturally uncomfortable. You have at
least one thing in common
with the “strangers” you are
about to meet and you need to

on their own, or a group of
three or more. Establish eye
contact with one person so that
they can invite you in.
Break the Ice. As long as you
are not interrupting the conversation, offer a professional,
firm handshake and introduce
yourself. Immediately inquire

Concentrate on
making the other
person
comfortable,

focus on that, not your nervousness. If you are at a wedding, it is usually the bride or
the groom. At an AICI event,
your association with the image industry is key.

about the people you are meeting so that you can introduce
them to others who may later
join you.

Be Prepared. Dress in a way
that conveys your profession-

Master Small Talk. Small
talk about subjects you have in

alism, have several topics to
talk about, research who will
be there, bring lots of business
cards, and set a goal to meet
three to five new people.
Lastly, harness the power of
positive self-talk by saying to
yourself, “I’ll meet some fascinating people.’ Or, “I know

common is not shallow because it opens the door for
more meaningful conversation.
Concentrate on making the
other person comfortable,
avoid sensitive topics, listen
more than you speak, and ask
open-ended questions such as:
“How did you get your start in

people will find me interesting.”

your career?” or “What
changes have you seen in your
industry?” When conversation
begins to slow, “Please tell me
more!” keeps the other person
talking.

Make a Deliberate Entrance.
Confidently walk a quarter of
the way into the room, survey
the crowd and follow your
instincts as to whom to approach. Avoid two people who
might be conversing privately.
Instead, try someone standing

and listen.

Focus on Contacts not Contracts. You goal is to make
many contacts, not immediately close deals. If you’d like

to learn more about the person’s business, ask if you can
get together for a coffee or
lunch, and don’t forget to follow up.
Break away Graciously. To
achieve your goal to meet new
people, you must ‘release’ the
person and continue to network. Smile, summarize your
conversation, and say: “I’m
sure there are others you
would like to meet.” If they
reply in the affirmative, add: “I
look forward to seeing you
again,” or “Enjoy the rest of
the event.” Walk at least a
third of the room away and
begin the process over. If they
said “no” to your initial question, then take them with you
so that you both may connect
with others in the room. 

Catherine Bell, AICI CIP
prime-impressions.com
Catherine Bell is your AICI Ethics
Chair, on the CEU Committee, a
recipient of the prestigious AICI
Award of Excellence in Education,
and an AICI Success Coach who
will help you move your business to
a new level.
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INNER CONNECTION: “THE MISSING LINK”
Of all the connections we make in life, the connection with ourselves is by far the most important. It is the key to authentic change, transformation and self-actualization. Are you achieving
everything you could? Do you live the life you
have always wanted to live?
It all starts with understanding that the path to
everything we ever want is actually within ourselves. Our mind and our body are one entity and
no matter how challenging life becomes, we can
remain in control of our life if we know exactly
who we are and
see ourselves in a
The more
positive way.

meaningful
accomplishments
we achieve, the
more connected
we will feel with
our strengths.

We all need high

self-esteem
in
order to become
all that we can be.
The first step is to
be aware of our
own capabilities,
potential and limitations. Only then can we set up
realistic goals and deal with problems and stress
effectively. Confidence comes from accomplishments, from knowing that we are worthy and able
to receive respect and happiness. The more meaningful accomplishments we achieve, the more
connected we will feel with our strengths. And
that is when we have a solid foundation for selfesteem. Staying in contact with positive people

always helps. Feeling good is contagious and
you want that to catch on. Buy yourself a nice
book, flowers or an exciting outfit; do something every day that makes you feel grateful
for your life. Find what you love about yourself and own it, be proud.

There is nothing more attractive
than a natural unique person being connected to themselves! 

Setting small and achievable goals is crucial.
Stepping out of your comfort zone gradually
will give your courage a boost. There is no
success for people who are not willing to get
out of their own ways. Just let your intuition
and conscience guide you on your journey to
strong confidence.
Very often, confidence is the missing link
between who we know we are deep down
inside and what we manage to accomplish in
life. Self-confident people inspire confidence
in others. Think about the impact you can
have on the ones who are important for you:
your children, family, friends, co-workers,
clients and more.
Self-respect shows in
everything we do.
Maybe we don’t have the body we dream of,
but if we take care of ourselves and make the
best of what we have, the world will perceive
us as confident, competent and important.
When we feel in touch with our most appealing qualities (physical and intellectual), we
start looking, walking, talking and acting like

Mihaela Ciocan, BA, AICI CIP
image-pro.ca
A certified image management
specialist with over ten years of
experience, Mihaela Ciocan is
President of the well-established
Vancouver-based ImagePro, AICI
International FLC Co-Chair, and
President Elect for the AICI Canada
Chapter.

AICI Canada is pleased to congratulate the following members who have passed the FLC Exam at the AICI Conference in Vancouver this May. Best of luck to them in completing their FLC or CIP Application.
Gwen Knight

Louisa Akaiso

Irina Pringle

Kathryn Hodgkinson

Miranda Wulf

Donna Sardone

Giovanni Amenta

Jess Sidhu

Katherine Lazaruk

Mirella Zanatta

Sandy Sumin Yang

Bojana Pudrjla
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TOP FALL COLOUR TRENDS
I love this season’s colours; the shades are dark and deep, or bold and bright with something for everyone.
1. Camel Fall reintroduced this old classic. Neutrals also reign supreme for lips and nails. The neutral lip
works best with a smoky eye.
2. Bright Red is everywhere and happens to be a colour that can be worn by everyone. Red lips are wildly
popular but remember to keep the eye makeup minimal or natural, as you only want to create one focal
point.
3. Purple and Gem Tones are also popular. This dazzling colour is also a top nail colour trend for the season.
4. Glistening Metallics of gold, silver and copper are returning again this season. The twinkle and shine of
these precious metals are making them a top nail colour.
5. Pale Blue is making an appearance. This is a universal colour that looks good on everyone and is a contrast to the warmth of this season’s other colours.

Mirella Zanatta
firstimpressionsimageconsulting.com

6. Mixed Olive Tones of green and Mirella’s background in fashbrown are building on the military trend ion, education and counselling
that began a few seasons.
along with her ease of communication and public speakUpdate your closet by investing in this
ing make her a sought after
season’s most popular colour trends. 
Image Professional specializing in workshops, seminars
and keynotes.

AUTHENTIC PROFESSIONAL RELATIONSHIPS
How do you constantly keep healthy, thriving
and authentic professional relationships? To
reach the best business outcomes and achieve
success, you need to invest in your network.
This kind of relationship needs to be authentic.
It takes dedication and commitment on your
part. Three factors contribute to this success.

Randa Mufarrij
randamufarrij.com

Randa is a Reach Personal
Brand Strategist, a Certified
Image Consultant, co-author
of the book “My Style My
Way” and a recipient of 2010
AICI Civility Star Award.

1. Be the leader of your personal brand. You
need direction, vision, and specific goals that
will guide you in your mission. Your brand
has to be clear and visible so that others know
what to expect from you. When your professional network understands who you are, they
will directly give you support.
2. “Give to Get.” The most thriving relationships serve both parties. Always ask yourself

what is in this relationship? Always think of
your network and of ways to support each
other; giving leads, helping solve a problem,
etc.
3. Lead by example. Be constantly aware of
your actions, attitude and behavior. Remember to constantly practice the art of Civility,
which is the act of love towards self and
others. By being responsible, revered and
righteous, you can make a difference and
achieve the best outcomes.
Remember to apply these three steps daily in
order to reach and maintain a fruitful, authentic and everlasting professional relationship.
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UP CLOSE AND PERSONAL WITH...
SHELLEY BROWN,

♦

How long as an Image Consultant? 25 years.

♦

What do you specialize in? Personal style.

♦

What has been your most rewarding experience as a consultant? Creating Current Colours™ and The

AICI FLC
www.stylefilesystem.com

Style File™ System in 1995 and watching it transform thousands of women through its tangible and unique
concepts.

♦

Memorable quote from a client? A phone call the evening after a complete makeover: “I couldn’t believe
walking to my desk, I felt like a movie star! My co-workers looked as if to say hello to someone new, then
they realized it was me. The OMG, the smiles, the compliments – I’ll never forget it”.

♦

You have served on the Board since 2006. What made you join? I wanted to connect with other professionals in our industry and have the opportunity to become involved in our Canadian chapter.

♦

What do you hope to accomplish this year on the Board? This year is all about connecting our Canadian
members across our vast country. As we grow our chapter I would like to see each member become aware
and utilize the resources of AICI to grow their business.

♦

Describe your perfect day. My perfect day would begin with a run, come back and walk my adorable shih-tsu, McBeal, then take off on
the Harley for the day with my husband.

♦

Do you have any hidden talents? I continue to think that I’d be a great hairdresser, but after trimming McBeal several times in between
grooming, plus trimming my own hair in between cuts, the groomer and hairdresser would like to seize my scissors. My stylist is always
telling me, “Shelley…step away from the scissors!”

♦

What do you like best about where you live? Victoria is a beautiful city surrounded by nature’s beauty. Our climate is temperate with
warm summers and mild to cooler winters. On a sunny summer day you can walk around town filled with tourists and see yachts in the
inner harbour, our majestic Parliament Buildings, and cruise ships docked at Ogden point.

♦

Do you have a mentor, and if so, what is the most important thing they have taught you? My mentor is Oprah, giving is the gift of a
beautiful life.

♦

Any advice for new members? Become involved – you’ll love the camaraderie and the opportunities to better your career!

MEMBERS IN THE MEDIA
Catherine Bell, AICI CIP - "The harm of Facebook pictures: University students are finding that social networks could be doing
more harm than good", August 15, 2010, Ottawa Sun; "The Benefits of Community Involvement", Hotrod & Restoration Magazine
Karen Brunger, AICI CIP - “Image of Stephen Harper dancing”, August 26, 2010, CTV News; “Image of Stephen Harper dancing”,
August 26, 2010, CTV News National; ”Image of RCMP” September 1, 2010, CTV News
Joanne Blake, AICI CIP - “Citibank Executive Fired for Being Too Hot”, June 3rd, 2010, Globe & Mail
Camille Kim - “Transitioning Wardrobe from Summer to Fall”, September 15, 2010 Rising Women Magazine
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REACHING OUT—THE KEY TO PERSONAL AND
PROFESSIONAL SUCCESS
When I first started my image consulting business in Edmonton, Alberta, I felt
like a pioneer. To my knowledge there
weren’t any other consultants in my
market. Whenever I introduced myself
as an image consultant I was met with
blank stares. People thought that image
consulting was reserved for celebrities
and the very wealthy – baby, have we
come a long way!
I set out to do ‘missionary marketing’,
educating the public in terms of the
services I could provide and the benefits
of investing in themselves. I joined
several networking and philanthropic
organizations to establish relationships
and connect with like-minded men and
women.
My involvement in these associations
provided opportunities to develop and
nurture relationships and along the way
my business began to grow and proper.
Many professionals I met belonged to
their own professional associations
which lended credibility to themselves

and their professions. I thought, “Wouldn’t it be
great if there was such an association for the image consulting professional?” So I set out to do
some research. In the mid 90s, the ‘dark ages’
Google didn’t exist, however through my research
I discovered that there was such an organization
called AICI. They even had chapter in Toronto!
And when I reached out to them they encouraged
me to join, which I did. It was the best decision of
my career.
Even though my Canadian colleagues were a long
distance away I was able to email and have telephone conversations with people that experienced
some of the same challenges I did. I made some
wonderful friendships and referral partnerships
along the way. From the outset I made a goal of
attending as many international conferences as I
could, not only to learn about new developments
in our field, but mostly to reconnect with people
that I’d developed relationships with all over the
world.
Reaching out and serving others has been the best
way to create winning opportunities, for myself,

Joanne Blake, AICI CIP
www.styleforsuccess.com
Joanne is a speaker, author and creator
of the Dining for Success on-line training. She works with businesses and
organizations to enhance their brand
through their people.

my fellow image consultants, and my clients. 

AICI 2010 INTERNATIONAL CONFERENCE
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BOARD OF DIRECTORS

MISSION
STATEMENT

President
Michelle Horne, AICI FLC
Putting It Together Image Consulting
613.253.0081 / michelle@puttingittogether.ca

To support the professional
development of image consultants
through
education,
resource
sharing,
camaraderie
and
community involvement. To set
standards for the image industry
that promote professionalism,
credibility and recognition.

President Elect
Mihaela Ciocan, BA, AICI CIP
ImagePro International Institute
778.861.5776 / mihaela.ciocan@image-pro.ca
Secretary
Katherine Lazaruk
ICU Image
604.436.4769 / katherine@icuimage.com

FEEDBACK
Treasurer
Angele Desgagne, AICI CIP
ImageElite International
905.469.1889 / angele@imageliteinternational.com
Vice-President of Membership
Shelley Brown, AICI FLC
The Style File™ Image Consulting System Inc.
250.388.4320 / shelley@stylefilesystem.com
Co-Vice President Communications
Mirella Zanatta

We would love to hear from you!
Please send your thoughts to: CoVP Communications Mirella
Zanatta.

CHANGE OF
ADDRESS

First Impressions Image Consulting
519.473.2396 / mz@firstimpressionsimageconsulting.com
Co-Vice President Communications
Miranda Wulf
LoullouDi Image & Style
780.278.1123 / miranda@loulloudi.com

Please contact:
Shelley Brown, AICI FLC
VP Membership

AICI Inside Image is published
quarterly as a forum for the
exchange of ideas and information
by its members and guests.
All Rights Reserved.
All submissions are considered to
be the views of the author and do
not necessarily reflect the policies
or views of AICI.
Creative Directors:
Miranda
Wulf and Mirella Zanatta.
Consulting Editor:
Ciocan, AICI CIP.

Mihaela

NEWSLETTER ADVERTISING RATES

Vice-President Marketing/Public Relations
Tamara Glick, MBA
Trademark Image Consulting
647.404.5654 / tamara@trademarkimage.ca
Vice-President of Education
Joan Bachmeier, AICI CIP
Joan Bachmeier Consultations
519.966.8716 / joanbachmeier@bellnet.ca
Vice-President of Programs
Alyssa Muzaffar
Your Fabulous Image
416.519.6263 / alyssa@yourfabulousimage.com

Inside Image is distributed to all AICI Canada Members and AICI Chapters around the
world. It is also available through our website @www.aicicanada.com
Ad Size
1/8 page
1/4 page
1/2 page
1/2 page

Member Rate
$70.00
$95.00
$165.00
$250.00

Non-member Rate
$170.00
$195.00
$265.00
$350.00
(outside back cover)
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please contact Mirella Zanatta, Co-VP
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