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Cleaning Up Your Image
Charlie’s Wardrobe is a Canberra based con-

sulting company run by Jason Segrott spe-
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Jason has almost 10 years experience in the 

Fashion Industry and 5 years in the Promotion -
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If you are reading this, chances are you have clients that you 
have to see on a regular basis.  Many of us spend so much time 

working on the image of the product or service that we 
provide to our clients, often we forget about the most 
important thing, our own image.
Whether you like it or not, first impressions count a lot 
more than you may think.  A Study conducted by the  
University of Illinois found that first impressions are 
made up of the following percentages - 

55% Appearance and Body Language
38% Tone of Voice
7% What You Say

55 percent on Appearance and Body Language!  That 
is over half of your first impression already.  Whether 
you are on the supplier or distributor side, the way 
you look when visiting clients is just as important as 
the product or service you are selling. Although, that 
doesn’t mean that you need to turn up to every client 
in a $1000 suit.

Just as important is being able to relate to the cli-
ents you are seeing.  So if they are a more casual, 
creative company that wears jeans rather than suits 
then you can wear jeans, just wear the right jeans.  On 
the other hand, if your client is one of the big banks or a 
large corporate identity, then this is the time to suit up.  
Try and do some research on your client before you go 
if it’s the first time you are seeing them.  

The following are some important tips to remember 
when evaluating your image

1. De-clutter your wardrobe every six months.  If it’s 
relative to the season and you haven’t worn it in the 
last three months, give it to charity. 

2. Don’t impulse buy.  Work out what you need as 
opposed to what you want.  This can really help point 
number 1 from happening in the first place. 

3. Ask an expert.  It could be someone such as my-
self or just the sharply dressed person in the office, but 
if you don’t know where to start when overhauling your 
image these people can help. 
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4. Play with colours.  Work out what colours look best on 
your complexion.  For instance if you have a reddish skin 
tone, then stay away from pink.  Try sky blue instead. 

5. Get fit.  Good self confidence falls under the Appear-
ance and Body Language banner also.  When your fit, you 
feel better about yourself, you eat better and your happier.  
They all work in unison. 

6. Cut the crap!  Go shopping with someone stylish who 
will give you an honest opinion on what different clothes look 
like on you, unlike most sales assistants trying to meet their 
sales targets that say everything looks “great on you”. 

7. Buy style, not fashion.  Like slim, un-distressed dark 
denim jeans or navy blue blazers rather than what’s in right 
now.  They are much easier to match a wider variety of 
clothes to and don’t date. 

8. Ditch the trainers.  Just because you are wearing jeans, 
doesn’t mean it’s ok to wear your Converse to a client meet-
ing.  Buy some proper leather shoes and save the sneakers 
for the weekend.  We are here to do business after all.

Use the above info wisely and you will be well on your way 
to improving your self image.  For other great advice, check 
out  http://charlieswardrobe.blogspot.com.  

Jason Segrott
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