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Services Overview / Résumés Reinvented…
Pricing is individualized, call for a FREE consultation and quote after reviewing the following:

The New Science Behind Résumés
Are you ready to shorten your job search, increase your salary, and / or find a fulfilling position?
onestly, I’ll tell you right up front that our services are not for everyone. And it’s a good thing, since
we only work with about 3 clients per month. We are not out to serve the masses – we only work
with a few select clients so we can really make them stand out with the best résumé on the market. Our
service is very exclusive and extremely unique – and because of that, our clients get amazing results!
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o the first step… We need to see if we’re actually a good fit for each other! It’s important that you
choose the right service (because your livelihood is on the line) and it’s important that we pick the
right clients so we can serve you better by matching our strengths and expertise to your needs.
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’ll give you a thorough overview of the services below. It’s important that you go over all of this
information. Then, if you’re interested we’ll need to talk to you in person, so you can call our toll free
number: 1-888-522-6121 or email us at Resume@CareerPlan.org for a FREE, no-pressure, value-packed
consultation, complete with customized strategies, tips, and advice.
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SECTION I

THE “LOOK” OF THE RÉSUMÉ
Package it up pretty so they’ll want to open it and see what’s inside!
f you’re looking for a Plain-Jane, black-and-white résumé, you can stop right here because you won’t get
that with us. You’ll have to hold on to your hat when you work with us. The “look” of the résumé is what
the reader will notice first. Believe it or not, the reader makes an IMMEDIATE judgement based on the look
(and feel – if it’s on paper) of the résumé, before they’ve even read the first word! You need a fresh look
(designed from scratch) that is unique, inviting, and draws the reader in. You can guess the reader’s preference
if they have to choose between black-and-white B-O-R-I-N-G format or something much more intriguing.
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e actually have the technology and capability these days to use COLOR on résumés, yet amazingly
more than 99% of those I still see daily are completely void of any color – still lifeless black and white
versions. Sometimes when I see them I think to myself…

W

“These might as well be chiseled in stone!”

ow a word of warning here – we don’t want to use something like RED because psychologically that
sounds off a warning alarm. But, a nice green or a green marbled line looks very lucrative (it reminds
them of the money you will contribute to their bottom line). So we want to dazzle and impress them, but not
blind them with NEON or FLASHING / SPARKLING letters. So please don’t worry – although we will be
adding color, I promise it will be designed with extremely good taste.
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Here are a few samples to show you what the résumé looks like with a touch of color added:

Believe it or not, there is quite a bit of “science” (and art too) behind what you see that makes this it
so powerful and effective. We’ll explain the fine details in a moment. But here are a few of the
reasons of why it works so well. Remember, the design has to be eye-catching and dynamic, but it
also has to pack a powerful punch showing the value you can add!
Résumé Style
ext, let’s talk about the style we can use for your résumé. Although there are other electronic formats and
styles we can use, I’m going to simplify this and talk about a very popular (with my clients) paper format
for a moment. We can design either a standard résumé (on separate sheets of 8.5” X 11” paper) or use what I
call a “Portfolio Résumé” that is very simple yet distinctive. To make this we take an 11” X 17” piece of paper
and fold it in half to form a standard 8.5” X 11” piece. Then on the front cover we put a distinctive design with
your name and contact information. Then, when you open it up, your pages are side-by-side but attached. We
can do this with anything from a 1-page document all the way up to a 4-page résumé. By the way, even the
paper we use to print the résumé on is special-ordered and unique!
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Insider Secret: So far every hiring manager I have ever designed a résumé for (yes 100%) all have
chosen to go with the alternative format. They have each said: “I see these come across my desk once in
a blue moon, and they always stand out, so that’s what I want for my résumé – I want to stand out!”
Although it’s hard to picture what this style actually looks like, let me put an example here for you…
Here is a format I’ve used for women – this is the design we used on the cover:

Scroll down to see what the inside of the Portfolio Résumé looks like when it is opened…

Sample of the inside of the Portfolio when it is opened.
(Note: the gray vertical line in this case denotes where the paper is folded.)

Scroll down to the next page to see page 1 of what this same résumé looks like in a standard format…

Scroll down to see page 2 of this sample…

Now more on the development of the content you see here and (better yet) why it works so well…
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ou’ve probably noticed that these aren’t your typical résumés. I highly doubt that you’ve ever seen
anything quite like these samples – and that’s because we designed them from scratch (and just like a
snowflake) every one is uniquely designed. So let’s talk about the importance of the elements you see here.
From the hiring manager’s point of view, when reviewing résumés, they generally ask themselves the
following 5 questions (and usually in this order too):
•
•
•
•
•

1) What does this person want to be when they grow up? (What type of position are they seeking?)
2) If we hire them, what can the do for us? (What value will they bring to the table?)
3) Have they done this before? (Do they have an established background in this line of work?)
4) If so, what value did they bring in to those roles? (What have the accomplished in the past?)
5) What makes them different from everybody else applying? (Why should we hire this person?)

This format effectively guides them and answers all of these questions (and in the right order) because:
1) Simply the “look” of the résumé itself grabs immediate attention – it’s different, refreshing,
compelling, and polished – even colorful, but in a tactful manner! It impresses them before they’ve even
read the first word! It is a scientifically proven fact that most people are very visually-oriented. Here is a
scientific explanation of what happens in the brain when it sees something pleasing like this format
amidst the sea of plain résumés:
Scientifically Speaking…
The pre-optic part of the hypothalamus is twice the size in men as in women, with twice as many neurons, so
it’s very “visual.” But women too make many major decisions based on pleasing visual data the encounter.
We are very easily captivated visually – captivated by what they see. But because we each process vision in
our occipital lobes (which are located at the back of our brain) and we make logical, rational / wise decisions
with the front of our brain (in the pre-frontal cortex), there is quite a bit of activity required in order to make a
decision. So the human will literally have a chemical and biological reaction to the stimuli they see before they
even have a chance to logically “think” about it! (First impressions can make or break you!)
2) This format clearly answers the first question asked by the hiring manager: “What does this person want to
be when they ‘grow up’ – what position are they seeking? The headline title it hits the bulls-eye!
3) The paragraph under the headline shows the answer to the second question: “What can this person do for
us?” It does this very powerfully to showcase real value to a potential employer.
4) The “Snapshot” is extremely powerful for the reader because it helps them see, at one glance, the answer to
the questions “Have they done this before and if so, what value did they bring to those roles? It shows not
only the type of work done in the past, but the value brought to each role. It pulls it all together!
5) Last the unique branding statements included make the candidate stand out as “different” (in a good way)
from the competition. Plus, the writing throughout is powerful – it matches the look! (If the writing wasn’t
powerful enough to go along with the look, it would be like a cheap, plastic, diamond ring Cracker Jack
prize packaged in a solid gold box! They would see right through it, so every detail counts.)
his document has the most value of any we have ever seen. The look and content are value-packed and
outstanding in every way! It flows well and guides the reader as you subtly take control of what they will
perceive about you and your value. Why put together a boring, standard, bare-bones document, that looks and
reads like all the rest when you have every opportunity to knock their socks off? As an “original” design, this
is a résumé that can have the hiring manager saying (at first glance) “Wow, this one is different!” How can
you go wrong if you make a good impression BEFORE they’ve even read the first word? This is both polished
and professional. It “pops” off the page and has been getting immediate responses.
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Now let me explain some details on the strategies we will be using to develop your new résumé…

SECTION II

THE “CONTENT” OF THE RÉSUMÉ
If you don’t tell them why you’re the best candidate for the job, nobody else is going to do it for you!
Although we’ve already covered some of the content issues, let’s dig in a little deeper…
ow that the reader has seen your impressive résumé, complete with color and an impressive format /
style, they are going to expect some dynamic content to match, so it’s important to deliver! If you don’t,
your résumé will read like a cheap, plastic, diamond ring Cracker Jack® prize packaged in a solid gold box –
it will cause them to think less of you as a candidate. So it has to be pretty, but it also has to pack a powerful
punch!
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emember the 5 questions the hiring manager asks that I showed you on the last page? Let’s look at them
more closely, starting at the top. If you can’t hit the bulls-eye with your target position, answering the
first two up front (what position you are seeking and what value you can offer) your résumé will land in the
“round file” faster than a New York minute! The top section really is THE most important part of the résumé.
Generally a person reviewing a résumé will spend between 7 to 12 seconds on a first-time review. If you can’t
engage them and answer these two questions up front, they will quickly lose interest. A lack of focus only
frustrates the reader – if they have to work too hard to find your value they will simply go on to the next
candidate. The truth is, they don’t want to help you try to figure out what you want to be when you grow up –
you should already know that by now and it should be stated clearly at the top of the résumé. Gone are the old
(fluffy and useless) “Career Objective” statements.

R

fter they know the job title you are seeking, their next question (number 2 on the list found on the
previous page) is: “If we hire you for this position, what can you do for us?” They are going to be selfish,
they want to know what’s in it for them if they hire you! To tell you the truth, they really care about nothing
else. Here’s how you back it up with value in a “Career Profile” or “Professional Summary.” It is the most
vital piece of the résumé. As a matter of fact, it’s SO important that I ALWAYS write it last! This is the
“marketing piece” that is going to make or break it for you. This is what will “sell” them on you, so it MUST
be developed to perfection!

A

always say it’s similar to browsing for a book in a bookstore. If you’re like me, when you see one of
interest, you probably turn it over and read the summary on the back. That contains a very hard-hitting and
condensed overview regarding the value of the contents. That’s EXACTLY what needs to be on your résumé
– it needs to showcase your valuable skills and qualifications. So why do I write this piece last? Because by
the time I have written a client’s entire history I have a pretty good overview of what this person has to offer
that is unique and I can then develop this hard-hitting “marketing” piece to truly showcase their value!
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Insider Secret: Did you know the biggest fear of the hiring manager is that they will make a hiring
mistake? If you can show them up front – with the value – that hiring you would not be a mistake,
you’ve gone a long way in alleviating their fears and placing your name at the top of the "yes” stack.
o develop the profile section, I use a paragraph to give a broad overview of value. Think of it as the top
of a funnel that narrows into the fine details the further down into the résumé they read. Later, in the
actual “job descriptions” I end up providing the proof or details to backup the claims, but up front I like to
grab their interest with clear value claims. The important thing is that we also back up the claims in the
content or it won’t do you any good to stake the claims at the top.
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s for the actual “job descriptions” I like to use hard-hitting paragraphs for those – usually leading in
to it by telling the story behind how you secured the position in the first place. Sometimes there’s a
dynamic story we can tell – and who doesn’t like a story. I’ve had clients who were aggressively pursued
and recruited by the president of an organization. Wow! If that’s the case and they see it, they are going to
assume you are a highly desirable candidate! From there we concisely power-up a value-oriented job
description that, in turn, frames things up for the bullet-points (achievements) that follow. Then, similar to
a highly strategic game of chess, we have to rank and arrange the most valuable information regarding the
bullets and I also use the “CAR” format (Challenge, Action, Result) to write the content. However, for the
bullets I like to flip that formula and write the result up front to make the stronger. If the reader sees a
high-impact result stated at the beginning of each bullet accomplishment, it sets you up as a stronger
candidate. For instance, which sentence do you think is stronger:

A

-

Developed a highly strategic new marketing approach, which secured $1 Million for the company.

-OR-

Secured $1 Million for the company by developing a highly strategic new marketing approach.

ith the “$1 Million” result up front, it grabs the reader’s interest – some only skim the résumé and
just read the first few words at the beginning of each bullet point, so we want to make those few
words count!
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Insider Secret: Break out of the “bullet-point mold” for a stronger résumé. Too many bullets on a
résumé is like Dorothy and her friends in “The Wizard of Oz” when they ended up in the field of
poppies. The bullet-points will mesmerize the reader all they way into snoresville.
n writing résumés, the use of a “combination format” is strongest and is what I use. It mixes things up and
creates interest for the reader. What this specifically means is that paragraphs are used for general job
duties and bullet points are reserved for the accomplishments. Psychologically it’s very easy for the reader to
figure out and follow this format. Most people believe the old wives’ tale and think a bullet-point format will
make the résumé easier to read – nothing could be farther from the truth! It’s actually quite the opposite – it
makes it harder to read. We have a nickname in our industry for the completely bullet-pointed résumé. It’s
called a “Teflon-coated résumé.” The reason? A long list of bullet-points blends together, it mesmerizes the
reader so nothing stands out in their mind – nothing sticks. It’s Teflon-coated! It always makes me think of the
field of poppies in “The Wizard of Oz.” If there had been even a few poppies that were a different color
sprinkled across that field, it would have kept their interest and concentration (and would have kept them
awake).
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s far as those accomplishments… When I first became a résumé writer, I was somewhat worried that
everyone would want to lie and brag on their résumés. However, to my amazement, it’s been more
like pulling teeth to get anyone to talk about their career accomplishments. Something about human
nature causes people to avoid this – I often hear people say “I don’t want to brag or toot my own horn”. I
agree – I don’t think you should “brag” on a résumé. However, I do believe the true facts, framed up in a
very powerful manner will cause the recipient to “read between the lines” and will show the value you can
offer. We can’t act as though the person on the receiving end is a total idiot and spelled it all out for them,
but there are many subtle and powerful ways to showcase your value without outright bragging. And
when you boil it down – if you don’t tell them why you’re the best person for the job… nobody else is
going to do it for you!

A

any times it takes an objective point of view to pull these gems out of a person. I had a client who
insisted he hadn’t any accomplishments to put on the résumé, so I stopped drilling him and within a
few minutes he casually threw out a comment like this: “Well, I guess I did save the company a million dollars
last year when I streamlined the manufacturing process…” Most people don’t even think about these things as
accomplishments because they are simply “par for the course,” or part of the job. But everyone does
something to add to the bottom line in one way or another, and usually in a unique way too. These are the
points we really need to pull out. Here’s another example. One client sent me his old résumé and I saw a bullet
that said “Increased sales by 17%.” That sounded great, but when I started talking to him, I found out he’d
actually increased sales by 17% in the face of a declining market, when no one else around him was even
increasing sales by 1%! So I took that jewel and put it in its setting. Objectively I could see what he couldn’t.

M

ow let’s talk about the length of the résumé. Yes, I’m sure you’ve heard the old wives tale about how it
HAS to fit on one page or they won’t even view it. WRONG! I have several arguments against this. Now
admittedly, sometimes I do write a résumé that fits on one page, but more often than not they go to 2 pages
(and for those seeking senior level positions even more). One of the organizations I belong to does an
extremely in-depth interview every 5 years where they survey hiring managers across the country in all
types of industries and in companies of all sizes. They ask every conceivable question about what these
people like or don’t like to see on résumés. Surprisingly enough, not one of them has ever mentioned that
the length of a résumé is a key factor in their consideration of a candidate. So there you have it!
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ow if you’re seeking a position as a CEO and I were to write you a résumé to fit everything on to
one page, they would probably laugh you out of the room. Nobody is going to hire a person to run
the company if they can fit everything they’ve ever done on one page! But then again, I had a high school
graduate seeking to enroll with a specific college and when I wrote her résumé it ended up barely fitting
on two pages. She had done so much with school, activities, volunteer work, community involvement, etc.
that I honestly couldn’t fit it on to one page. Whenever someone asks me “Tracy, how long should my
résumé be?” I always answer the same way. I say, “I don’t let length drive the process. I let value drive the
process and the length will determine itself.” It is much easier (from an objective viewpoint) for me to boil it
down to the core value information for my clients, but I also always write it from the reader’s point of view the
hiring manager. As I write I’m constantly asking myself “Why should I hire this person?” or “What makes this
candidate stand out?”
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hat being said, I don’t let any space go to waste either. I often wonder why anyone would consider
leaving 1/2 or even 3/4 of a page blank on a résumé, yet I’ve seen it done over and over. If I’m going to
use a second page (or third for that matter) I use the heck out of it! This could be your one and only shot to sell
you to them so we don’t want to leave any void on the page (or in their mind)! Not that we want to crowd the
page – of course we’ll want to walk a fine line and balance it out with white space to be visually appealing, but
half a blank page just won’t cut it when you’re up against the tough competition. If you remember my
information above about using a Portfolio-Style Résumé, this really solves the whole problem of “1 page vs. 2
pages” because actually it keeps multiple pages all in one connected piece.

T

SECTION III

THE “BRANDING” OF THE RÉSUMÉ
Simply put, if your résumé doesn’t leap off the page with an offer they can’t refuse…
it’s not doing its job!

A

lthough I put this section last, it is really (I believe) the most important and the most powerful –it is
the main reason why my clients (across the board) get 90% response rates for interviews. I have

never written any two résumés that were alike (and I don’t think any two should ever be alike). Every
individual is unique, and just like your fingerprint, your résumé should also be distinctive and unique. If you
try to take someone else’s powerfully written résumé and use it for yourself, it is a well-known fact that the
reader will see right through it – so don’t even try. You deserve a powerfully branded résumé that is unique to
you! I always try to weave in a touch of your personality and also integrate your unique value.
here are many approaches I take with this. I’ve used quotes, mottoes, endorsements, excerpts from
magazine or newspaper articles, a personal philosophy, etc. (the list is limitless). There are many creative
ways to show your uniqueness on the résumé. So I try to think “outside the box” and make you stand out over
all the other candidates. I paint a picture of your unique value and fuse it into the résumé to the point that when
you step in to the room for the interview, you accurately reflect the person who was portrayed on paper. There
has to be a match or they will think you misrepresented yourself on the résumé, and that could be deadly!

T

asically, if you’re like me, whenever I decide to make a major purchase (and many times even a not-somajor purchase) I go online to look at the product reviews. The same goes for your résumé. They are
buying into YOU and many times what others say can hold a lot of weight – it can easily tip the scales in your
direction. So don’t overlook the power of endorsements or think you can’t use them on your materials. The
résumé is usually the first impression they have of you, so we have to make it count! Remember that list of 5
questions I told you the hiring managers ask themselves when reviewing the résumés? The last (and most
important) one was basically “What makes this person different from everybody else applying for the same
position?” We want to give them something to remember you by. Once they’ve screened all the résumés in
the stack and their sitting around discussing the candidates, are they going to remember you? Are they going
to remember your name and the value attached to it?

B

hen writing résumés for my clients, here’s my main goal. When my client sends out their résumé and it
lands in the stack with 99 others and they’ve screened through the whole stack, I want them to come
down to 2 choices:

W

1) You
2) And everybody else
I want your résumé to set the standard so they end up comparing all the other résumés in the stack to yours –
believe it or not, there’s always that does it (sets the standard) so it might as well be yours!

SECTION IV

THE POWERFUL COVER LETTER
So when it all comes down to it, why should they hire you?
ow that you have a beautiful résumé, don’t let them throw it in the round file (and I’ll explain in a
moment why that could happen). You’ll need a powerful cover letter to match! I believe that the résumé
gives you one chance to sell yourself, but with a powerfully written cover letter, you can literally double your
chances. The résumé talks mainly about your skills and qualifications, but with a cover letter you have the
opportunity to really brand yourself and show them the other side of the coin – your style, work ethics, the
things that make you so unique – what it is that makes you stand out from all the other candidates!

N

hatever happens, we have to reach out and grab them by the collar with this powerful career tool. We
have to tell them “I’m the best person for this position and here’s why!” After all, that’s the main thing
they want to gain from reading your résumé, so let’s make it easy for them and just tell them right up front!
We can pull it all together with a very powerful story (maybe expounding on an accomplishment they will find

W

on your résumé). We might talk about your personal style and your approach to your work and what value that
means to them. Again, here is where it is sometimes easier for someone with an objective viewpoint to come
at it and write the materials. Many times a client will say a little something to me that really sets off a spark
and I use it as a springboard to launch into something powerful for the cover letter.
Now here is the point I promised to explain at the beginning of this section. If you don’t think you need a
cover letter, read on…
Insider Secret: Never send out a résumé without a cover letter. Here’s why…
I’ve written many résumés for hiring managers and I’ve had quite a few of them tell me that as the
résumés are coming in they sort them into 2 stacks; those who included a cover letter, and those who
didn’t. Then they take the stack who didn’t, and throw them in the garbage. Their reasoning? First, this
helps to cut the stack down (making their job much easier) but second, they feel that those who do not
take the time and effort to put together a cover letter to introduce themselves are not “serious” about
the job search – they view them as taking a “lazy” approach or as being “unprofessional.”

SECTION V

THE PROCESS – HOW WE WORK WITH YOU
It’s simple… You let us do the work!
o now that you’ve read all about our approach and seen some samples for yourself, if you think this is
what you are looking for – if it seems like a good fit, I’ll explain how the process works. If we have
an initial consultation and decide to proceed, here’s what you would expect:

S

e will set up a full consultation (this can take anywhere from 1 hour to 2 hours and is a real intense
brain-storming session) and we have both day and evening hours available. I will be asking you
101 questions to really pick your brain. You won’t have to worry about filling out any questionnaires –
most of what we need is in your head. We’ll talk about exactly how you plan to use the résumé, we’ll get
a good feel for how to focus this to have the highest impact, we’ll sift out what’s not real relevant to your
goals, and then we’re real good at pulling things out of you that you probably would never thought about
using on your résumé in the first place. And from there we can narrow it down to several styles that we
think would be appropriate so you have a choice, and we also have a whole package of support materials
(probably one of the most comprehensive packages available on the market) so you can pick and choose
what you like or think you will need.
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hen, at the end of the consultation, I’ll be giving you an A through Z walk through on exactly how to
use the résumé, once you have it in your hand. I believe the résumé is a tool and in order to have the best
results you have to know how to use it most effectively. It wouldn’t do me any good to design the world’s
most perfect résumé for you if you didn’t know what to do with it. So I’ll run you through everything from
how to develop leads to how you can effectively negotiate your salary. And then, we also provide free,
ongoing support. So if you’re out there using it and have any questions or problems along the way, we’re here
to provide help. We truly feel that we don’t succeed until you succeed!
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nce we design your résumé, which can take from 1 week to 10 days – give or take (and yes, RUSH
service is available but I don’t recommend rushing this process too much if you want to end up with the
best résumé). We will email your résumé to you in a locked format. We lock it to prevent people from making
changes to it without consulting with us to do the edits – I’ve seen many things over the years where people
change the verb tenses throughout the document that have to be all undone again, etc. so the document is
locked during the editing process. However, once we finalize it and you’ve approved of the work (usually a
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fairly quick process) we will be sending you the unlocked Word version. Also available are the PDF, ASCII,
Paper, Fax, and even PowerPoint versions.
nce we’ve worked with you and designed your résumé, we can easily do future updates and changes for
you at a reduced rate. We work with people worldwide so no matter where you move you can call or
email us, and we also store your documents for FREE. So if you ever lose them or your computer locks up,
just call us and we will get them back to you on a moment’s notice.
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s far as price, it is very individualized and we can quote you an accurate range once we speak to you
during a FREE initial consultation. That is our next step. If you’re ready to move forward, please call us
on our toll free number at 1-888-522-6121. You can also email us: Resume@CareerPlan.org but we will still
need to set up a time to talk with you by phone. The initial consultation will take about 20 to 30 minutes and
we will ask you some pointed questions about your career and goals that will allow us to then be able to
provide you with some customized strategies and advice. And, of course, we will also give you a price quote.

A
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hank you for taking the time to review our process and approach, and we look forward to speaking with
you soon if you feel this is the right service for you!

Sincerely,

Tracy Parish, CPRW
NATIONALLY PUBLISHED in numerous best-sellers available at local bookstores or on Amazon.com including: Directory of
Professional Résumé Writers: How to Find and Work with a Pro to Accelerate Your Search (One of a select few writers with
sample featured in the new directory!) • Executive Job Search for $100,000 to $1 Million+ Jobs • Expert Résumés for Career
Changers • Résumés That Knock 'em Dead • Cover Letters That Knock 'em Dead • 202 Great Résumés • 2500 Keywords to Get
you Hired • 101 Best Résumés for Grads

CONVENTION SPEAKER: NATIONAL RÉSUMÉ WRITER’S ASSOCIATION (NRWA); CAREER DIRECTORS INTERNATIONAL (CDI) •
COURSE DEVELOPER / TRAINER: Professional Résumé Writers' certification; serving members of NRWA, CDI, CAREER
MASTERS INSTITUTE (CMI), and the PROFESSIONAL ASSOCIATION OF RÉSUMÉ WRITERS (PARW) • BOOK REVIEWER: Career
Planning and Adult Development Journal • NOTED RÉSUMÉ EXPERT: Monster.com and America Online (AOL)

Industry
E N D O R S E M E N T S
_

_

_

_

_

_

_

_

_

_

_

"Tracy Parish is one of the shining stars in the résumé writing industry! She is an excellent writer, both creative and
strategic in her approach. She ensures that her clients get the 'best' résumé advice and support she can provide."
- Wendy S. Enelow, Founder / Executive Director, CAREER MASTERS INSTITUTE (CMI)
"Tracy Parish is a leading résumé writer whose dedication to the craft is clearly reflected in her work. I am delighted to have her
résumés and cover letters featured in two of the 'Knock 'em Dead' books. She really engages with the client and what comes out is
different and fresh. I read her résumés and cover letters and because it's not "the same old-same old, I actually enjoy reading them!
- Martin Yate, Nationally Published Author

"Tracy Parish is a visionary and creative leader in the résumé writing industry whose work I have personally selected for
publication in several of my nationally distributed, best-selling résumé and cover letter books."
- Jay A. Block, Co-Founder / Career Coaching Advisory Board / PROFESSIONAL ASSOCIATION OF RÉSUMÉ WRITERS (PARW)
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"I secured my new dream job! The stress of job searching is over. This is everything that I've been looking for and a great
offer! Thanks for all of your help in the process!"
- Deanna B., IL (MBA New Graduate / Now Manager of Client Services at a High Profile Investment Firm)

"I think you are a God send!! Thank you. When it came to WRITING a résumé, I wanted it to really stand out and show off
my creativity as well as stay within the do’s and don’ts of a professional business environment. I guess the bottom line is that
I wanted a professional résumé that was creative, kind of like me. Haha :-) The only résumés I had seen so far had been so
boring/standard.
- Susan M., NY (Entertainment Industry)
You surpassed my ideals and then some "This is wonderful! I’m having a great time talking to all of these people and
having people interested in me again, and this is helping to boost my confidence, which I needed as well. Thank you so
much for all of your help! Also, I wanted to let you know that my previous boss at the City job asked for your number and
name, so he will be calling you soon to get his résumé done as well.
ANOTHER thing, I received a call Friday, from my previous boss, asking if I had seen a job posting. He knew the woman who
would be the Training Manager. She contacted him to see if HE was interested in the job, but he wanted to give her my name!!
Of course I said yes. About 10 minutes later I received a call from the recruiter at this company. When I asked if she had
spoken with him, she said no. She and the Training Manager had spotted and picked out my (NEW) résumé just the day
before and they were contacting me to set up an interview!!!! Thank you again soooooooooooooo much! I am having a
great time with all of these calls! Thank you!"
- Julie H., CO (Organizational Development Manager / Corporate Trainer)

Tracy, you truly are very good at what you do!
I have already given your name to a couple of people and will continue to do so.
I can't tell you how much of a weight you have taken off my shoulders!
You relieved a tremendous amount of stress for me regarding the job search!

- Heather C., Business Administrator

"Tracy… thank you for your excellent work on my résumé, cover letter, and Executive Profile.
They are all very consistent with what I expected based on our conversations – very well written
and unique from anything I have seen so they stand apart from others. I am very pleased with your
work, and fully expect to attain the exceptional results and responses as you advertised.
Also, I appreciate the time you spent to get to know me and what makes me unique and exceptional.
You did not hesitate to explore my background to any degree necessary to uncover the key facts, then
highlight these traits and characteristics in your work. Your efforts show clearly in the result. I have
already told many of my friends about you and the high quality résumé you have produced for me!
- Howard M. (CIO / VP of Operations & Technology, Project / Process Improvement Manager)

This has been the best out-of-work investment I could have made for my future employment!
- John T. (Project Manager / Sr. Electrical Design Professional)

One resume + One stamp = One great job offer! My initial salary exceeds what I was receiving at my
last position, and I will receive a review in 90 days. The benefit package is comparable, and best of all, I
no longer have a long commute. My office is just four miles from my home. The office has a relaxed
atmosphere and a very casual dress code. Just what I was looking for. I would recommend your
services to anyone in the job market. My new boss commented several times during the interview about
the professional appearance and organization of my résumé! – Linda W. (CPA)
(Envision your success story next right here!)
Just call toll free (888) 522-6121

