






20 |   WEALTH |   Fall 2008

face. “When you’ve got a lot of curve, it comes across as

soft,” says Walker. “Friendly, but not powerful.”

“This is boggling my mind a little bit,” says Kropp. He likens

the makeover to a Web site redesign, and says he only has a

couple of seconds to make a strong first impression. At the

end of the initial session with Walker, he’s ready to entrust 

her with bringing him some core pieces like shirts, pants 

and a sport coat to build a wardrobe around. She’ll have them 

custom-made, so the second meeting with Kropp will involve

a detailed set of measurements. 

Walker says, “It doesn’t matter to me where the clothes

come from. The point is that my clients need them, and 

custom is the easiest way to get it in and have it be exactly

what they need it to be.”

The good news is that Kropp already owns some charcoal

and khaki pants, as well as several blue shirts — a few of

which stand up to Walker’s scrutiny. Still, there’s a lot to be

done, and Kropp turns a little melancholy at the thought of

retiring so much of his wardrobe. He reminds himself that

he’s doing this to enhance his image. Walker just smiles: 

“As soon as he puts on some of the stuff we talked about

and somebody gives him a compliment, it’ll be a whole 

different story.” ■

[ I N S P I R E D L IV ING ]

GETTING STARTED
Here are some tips to help you dress like you’re already

under the tutelage of a professional image consultant: 

•Be consistent. “People don’t need 15 wardrobes,” says

Chicago image consultant Robin Walker. “You want to nail

down some colors to form a backbone for your wardrobe.

It’s very inconsistent to have a huge range of colors.

People want to know what they’re getting from you.”

• Pay attention to fabric and cut. “Many people sabo-

tage themselves at the quality level,” says Karen

Brunger, international president of Image Consultants

Association International (AICI.org) and director of the

International Image Institute (imageinstitute.com).

“Higher quality fabric has a more refined look, and

when you put it with the right cut, it just makes the body

look good. It’s not so much the brand name, but the right

fabric and workmanship. You can get a really amazing

image that way.”

• Have a goal. Walker says she can quickly put an outfit

together for any occasion, from a dinner party in Dubai

to a shareholder meeting. But shopping for deals or for

stuff that’s “cool” isn’t her style. 
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New National Foundation and
Institutional Advisory Services 
for Personal Clients
Northern Trust recently formed a national foundation and institutional advisory

services (FIA) group to help clients serving as board members manage their

investment-related fiduciary responsibilities. The FIA will serve as the lead

investment advisor and provide asset servicing to clients with $5 million to 

$250 million of assets, including private and public foundations, endowments,

associations, settlement trusts and the pensions or corporate assets associated

with our clients and their communities. 

Robert J. Dow, managing director for the Chicago-based FIA team, has been

named national practice leader. Bob has 20 years of experience with Northern

Trust. For more information about the FIA, contact your Northern Trust

relationship manager or send an e-mail to WealthMagazine@ntrs.com.

DreamMakers’ Forum Debuts
Wealth in Black America
Survey Results

The 2008 DreamMakers’ forum in Atlanta featured 

a discussion of Northern Trust’s groundbreaking

Wealth in Black America survey. Lyle Logan, 

executive vice president at Northern Trust, moder-

ated the insightful panel discussion that included

Linda Johnson Rice, president and CEO of Johnson

Publishing Company, and John W. Rogers, Jr.,

chairman and CEO of Ariel Capital Management. 

The Wealth in Black America survey found that affluent blacks share the same

concerns as other affluent individuals about how their wealth will affect their 

children and future generations. However, the survey also showed that they

tend to follow more conservative investment practices than their counterparts, 

and are far more likely to invest in cash-equivalent products and real estate.

Northern Trust’s DreamMakers’ forum provides a unique venue every two years

for successful black business owners, corporate executives and professionals 

to examine, discuss and learn about the issues and opportunities that arise

through the creation, preservation and transfer of wealth. You can read more

about the Wealth in Black America survey in the Winter 2009 issue of Wealth. 

NEWS & NOTES

“Tutankhamun 
and the Golden Age
of the Pharaohs”
Comes to Dallas

Northern Trust is proud to be the

presenting sponsor of “Tutankhamun

and the Golden Age of the Pharaohs,”

the renowned exhibition that has drawn

five million visitors worldwide. Recently

on display in London, this popular

exhibition returns to the United States

for a three-city encore tour that began at

the Dallas Museum of Art on October 3

and will run through May 17, 2009. 

“Tutankhamun and the Golden 

Age of the Pharaohs” explores the

figures who guided ancient Egypt more

than 3,000 years ago, and showcases 

an extensive array of more than 

130 extraordinary artifacts from

Tutankhamun’s tomb and other ancient

Egyptian sites. For more information

visit DallasMuseumofArt.org/TUT.
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