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Wouldn't
you like to know what

people are thinking
about you?

A first impression is the most important impression
you'tt ever make - and you onty get one chance. Yet most of
us have no idea about what sort of impression we make on

others - or how to improve it.

Leading psychotogists and business consuttants Ann Demarais

and Vaterie White hetp you to see yourself as others see you,

and to ensure you atways put your best setf forward. Futt of
fascinating and entightening insights, First lmpressions takes
you through what makes a positive impact - and what doesn't.
We att tike to make a [asting impression. Here's how to be

sure the one you leave is the right one.
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