
“Where are we now?” Chuck 

Todd asked in his opening 

remarks to a sprinkle of 

laughter from the packed 

opening session at the 

IECA Fall Conference in 

Washington, DC. Todd, 

moderator of Meet the 

Press and host of MTP 

Daily on MSNBC, was 

referring, predictably, to 

the first anniversary of the 

2016 presidential election. 

His up-close view of what’s 

happening in Washington, DC, 

and his unique perspective 

on how it affects citizens 

across the country can be 

summarized as follows: we are in a period of change; 

an economic, cultural, and educational divide; a 

cultural war. He rued the fact that politicians have 

stopped persuading, instead tending to speak only to 

those who agree with them and seeking to get them 

to vote by finding issues that motivate them—push 

their buttons—to get them out to the polling place. 

As a result, “we have stopped persuading, so we 

have stopped compromising,” he said.

Aside from the political arena, his remarks were 

apropos for a conference mind-set, reminding 

attendees that although we all often retreat into 

the safety of what we already know and believe, 

it is not a productive way to conduct our lives and 

our businesses. It’s through continual learning 

and exposure to new ideas, people, and products 

that we grow and achieve success. The IECA Fall 

Conference with its record-setting attendance was 

exactly the place to do that as it turns out. 

With that invigorating start, the conference 

barreled full-steam ahead in the new compressed 

Wednesday to Friday schedule that included 

crowdsourcing and an updated general session 

format that featured three speakers instead of one. 

For the first time at an IECA conference, participants 

participated in crowdsourcing. And although 

it may not have been as dramatic as the new 

crowdsourcing television show Wisdom of the 

Crowd, participants identified three topics to 

problem solve at the end of the conference: 

•	How can we best keep up with changes in 

admissions?
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During the Master Class at our conference 
in Washington, DC last month, Dr. Jonathan 
Dalton spoke about anxiety and its insidious 
manipulator, fear. “Overrule fear,” he stated. 
“Base decisions on values and priorities.”

After leaving the session, I reflected on that 
statement and its broad application across 
both my work and my role in decision 
making within IECA. In my work, if I can 
help college-bound teens define and affirm 
their priorities and understand their personal 
values, they remain focused and directed 
in the college search process. They might 
stand up straighter when faced with fear and 
self-doubt. Even better, when I convince the 
students’ parents to articulate their values 
and priorities in an honest and consistent 
way, I run less interference within families 
and eliminate the second-guessing. 

And wouldn’t you know it, I had more than 
one opportunity this past week to practice 
Dalton’s strategy! When Sarah, a senior 
whose attributes resonated across all seven 

pages of her solid application, wanted to add 
more colleges to her list, I asked her to defend 
the impulse. (I thought fear of rejection might 
be the culprit.) We revisited her values and 
priorities (yes, we keep a written record of 
those), and soon enough she had her own 
rational response to her fear. 

That experience prompted me to take a long 
look at some of my own fears: I fear the 
admission landscape is changing so quickly 
that I might not be able to keep up. I wonder 
if I have the competencies to harness the 
technology that is driving much of our 
profession. As my business continues to 
grow, I worry about keeping a meaningful 
connection to my clients, families, and 
professional peers. 

More broadly, wearing my IECA hat, I 
wonder whether l will be able to stay 
connected to the members and our mission 
as our association continues to grow 
exponentially. Will the IECA brand be one 
that I can both rely on and enhance through 

my professional work? I thought about 
Dalton’s advice. If I focus on my values and 
priorities, I should be able to subdue my 
concerns and make sound decisions about 
my business. In a similar way, I would like 
our membership to know that the Board 
is grounded by our Association’s values 
and priorities as we make decisions to 
help members address the challenges that 
they have articulated through surveys, 
discussions, committees, and IECA posts. 
Those values, articulated right on our 
website, are driving many of the current 
initiatives—now including, overrule fear with 
sound decision making. That’s the answer.

Ann Rossbach, MAT, IECA President
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What We Learned at the IECA 2017 Houston College Symposium
By Ibrahim Firat, MBA, IECA (TX)

After approximately nine months of planning, 

in-person meetings, Zoom conferences, 

industry trend analysis, Hurricane Harvey 

interruptions, and go-or-no go decisions, the 

big day finally arrived and the IECA Houston 

College Symposium, The Next Generation 

College Access: Technology and Transparency, 

got underway. Following are some highlights 

from the event and some takeaways. 

A social environment is key. The first-ever meet and greet reception 

at an IECA symposia got college admissions directors and their 

associates, IECs, and sponsors mingling in a casual setting over 

delicious food and drinks. Everyone got to exchange ideas without 

the usual “college-fair” across the table environment, which 

prompted candid and collaborative discussions. 

Metrics matter. In a metrics-packed session Matt Steiner of 

Compass Prep, one of the two sponsors of the event along with 

Trinity University, told attendees that the SAT and ACT are now 

“closer than ever” in terms of content, but the ACT continues to be 

leading the way in terms of students’ preference. He added that the 

SAT subject tests are losing their popularity and informed attendees 

about test-optional and test-flexible colleges because the numbers 

have been increasing. 

In-depth discussions bear fruit. A panel of college reps moderated 

by IECA CEO Mark Sklarow was structured to address transparency 

in applications, requirements, preferences, testing, merit aid, 

financial aid, and more. High-level admissions members from Texas 

Christian University, Southwestern University, Tulane University, 

Rice University, Trinity University, University of Texas-Austin, and 

Texas A&M University provided some key takeaways: 

•	Demonstrated interest matters

•	Small liberal arts colleges, such as Trinity and Southwestern for 

example, like knowing that an IEC is working with a student

•	Fit is just as important from the college’s perspective

continued on page 8

Insights Is Evolving
To ensure that each issue of Insights has something for every member, the format is changing a bit. Each issue will contain articles 

from all the specialty areas, so members should see something specific to their specialties in each issue as well as a broad view of 

what’s happening across the independent educational consulting field. 

Here’s What You Need to Know

•	Beginning with the February/March 2018 issue, committees 

are invited and encouraged to provide one article for each of 

the six issues (see calendar). 

•	The featured topic will have the lead or cover article each 

month.

•	Articles do not have to be written by committee members or 

even IECA members—it’s fine to recruit outside experts to 

contribute. 

•	Topics should cover the most relevant and timely information 

in the field or transcend specialties to address financial 

matters, business practices, communication, technology, 

social and behavioral concerns, and so on. 

•	The Ethics and Inside the IEC office columns will continue 

•	What We’re Reading and 1 Challenge, 3 Solutions columns 

still require your input to succeed!

2018 Insights Editorial Calendar 

February/March Featured topic: Graduate School 

Articles due January 8, 2018 

April/May Featured topic: Learning Disabilities 

Articles due February 26, 2018 

June/July Featured topic: Therapeutic Advising 

Articles due April 20, 2018 

August/September Featured topic: Global Advising 

Focus Articles due June 25, 2018 

October/November Featured topic: College Admissions 
Advising 

Articles due August 24, 2018 

December/January Featured topic: School Admissions 
Advising 

Articles due October 26, 2018 

Manuscripts should be approximately 1,000 words and emailed directly to Jan Umphrey, editor, at Insights@IECAonline.com 

in a Word document with no special formatting. Supplemental resources, such as sidebars, graphs, and the like, are welcome. 

Each author should provide a photo of him- or herself and a one-sentence biographical note. 
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Conference Photos
The General Session 
with Chuck Todd offered 
a dynamic and thought-
provoking start on 
Wednesday. 

The School & College Fair 
and Therapeutic Info Swap 

gave IECs and admission 
reps time to meet and share 

information.

Ethan ‘Essay Guy’ Sawyer’s breakout was a popular session. Conference Central was the place to meet!
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Dr. Jonathan Dalton conducted a captivating 
Master Class on anxiety and school refusal. 

A few presidential visitors stopped by the Networking Reception.

The member dinner is always a fun way to start the conference.

Roundtable and Community Discussions offered a space to exchange ideas and 
explore options. 

Members toured campuses in 
Maryland, Virginia, and DC prior to 

the start of the conference.
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•	How can we support and improve standards and ethics in 

therapeutic programs?

•	How can we increase awareness and respect for IECs 

among admission reps? (See M2M for results from the 

crowdsourcing sessions.)

Another well-received innovation occurred in the closing general 

session with the ACE (adolescence, consulting, and education) 

Talks. Featuring three speakers instead of the traditional one, 

the session moved quickly and engaged participants. First up 

was Jonathan Dalton, PhD, director for Behavioral Change, who 

also conducted Wednesday’s Master Class. Dalton’s insights 

on school avoidance and the effects of anxiety on students of 

all ages resonated with the crowd, especially the definition of 

anxiety shared by one of his patients as “that moment when you 

know you have leaned too far back in your chair, but have not 	

yet fallen.”

Lidia Soto-Harmon, CEO, Girl Scouts Nations Capital, gave 

attendees much to think about with her engaging discussion of 

the Girls Scout’s Lead Like a G.I.R.L. campaign—be a go-getter, 

innovator, risk taker, and leader. Sharing the goals of the Raise 

Your Hand initiative, which was started by Alice, a grade-4 Girl 

Scout who noticed that boys raised their hands and girls waited, 

Soto challenged the group to raise their own hands—and to 

recruit three more girls to do so. She also reminded IECs and 

school and college reps that the Girls Scout’s Gold Award, which 

requires 80 project hours to achieve, is a worthy accomplishment 

for an application or essay. 

Ending the ACE Talks on a fascinating note, Alan November, an 

educational technology expert, led participants in understanding 

how crucial it is to command the web, rather than let it command 

you. He asserted that too often, “the people in control put up 

resistance in the face of new technology because they fear losing 

control.” He shared the powerful data engine Wolfram Alpha as 

an example; some schools have blocked it because it might be 

abused, but the potential for learning is amazing. 

He also reminded us of how algorithms that track our searches 

and all manner of online behavior shape search results to show 

us only what we already believe and want to see—reminiscent 

of Chuck Todd’s comments. Leading the group in a Google 

search exercise, he demonstrated how limited our searches 

can be without the tools to dig a little deeper. Consider this 

simple nugget: if you are searching for “Iranian hostage crisis, 

Iranian sources only,” you get nothing from Iran. You can use 

the country code to search “site:ir” or you can consider what 

the “hostage crisis” was called in Iran. Lightbulbs went on. He 

advised a cheat sheet: Google “google operators” for a list of 

search prefixes (www.googleguide.com/advanced_operators_

reference.html is one result). “It will change your world,” 		

he promised.

Conference, from page 1

Engaging curriculum: vocational to college prep

State-of-the-art technology resources

Individualized treatment and transition planning

Anchor Academy  
Middleboro, MA
Lindsay Savageau 
(774) 704-5020 x3146

Granite Academy 
Braintree, MA
Amy Barber  
(781) 760-2174

The Victor School  
Acton, MA
Heidi Factor  
(978) 266-1991 x3815

Susan Wayne  
Center of Excellence
Thompson, CT
Stacey Forrest  
(860) 928-5900 x223

Leaders in  
Academic 
Excellence

(781) 559-4745    www.jri.org

Learn more about our exceptional schools,  
community based services and behavioral health programs.
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Top Five Hiring Misconceptions of College Grads
By Jill Tipograph, MBA, IECA (NY)

Despite improved job 

reports and a stronger 

economy, college grads 

are not having an easy 

time finding the right 

job. Getting hired today 

is vastly different for 

college students and 

grads than what it was for their parents 15 

or more years ago. In fact, most parents 

and grads are not aware that it takes college 

grads, on average, 7.4 months to land a job 

once they start searching full time (iCIMS 

2017). And based on what time of year they 

start the job search, it can be a longer and 

more challenging process.

College grads do not magically figure out the 

job search process. And no one has taught 

them those skills. When parents drop off their teens as freshmen 

at college, they know there are resources and advisors for them to 

turn to. But the landscape for college graduates is different—the 

infrastructure and support are gone, they feel isolated, and most 

lack a plan to transition from college to career.

Independent educational consultants (IECs) see firsthand the 

lack of understanding about the job search process. Both young 

adults and business leaders look at the process from their own 

perspectives, which are vastly different. Employers seek skill-based 

 

Our program is designed to meet the 
needs of young men struggling with

• ADHD 
• Mild to moderate behavioral   
   and emotional problems. 

• Life skills
• Learning differences
• Lack of academic motivation

Call Today (208) 954-5085

Novitas is a relationship-based program that strives to help our students build their self-esteem 
and self-confidence through discovering and nurturing their strengths, passions and dreams.  

Novitas Academy uses a  
blended learning approach
 • Project-Based Learning
 • Vocational Preparation
 • Entrepreneurial Training
 • Career & Character Development  
 • Differentiated Instruction
 • Online Credit Recovery Classes

Call Today (208) 954-5085  •  www.NovitasAcademy.org  •  info@NovitasAcademy.org

 A unique, fully accredited therapeutic boarding  
                                           school for high school boys.

continued on page 9
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•	The word “access” was used more than 50 times

•	The holistic review is more important than ever with small 

liberal arts colleges

•	UT-Austin will be moving to the Coalition app next year and 

Texas A&M began using it last year.

Case studies reveal admission reps’ thinking. In a hands-on 

session, attendees reviewed eight case studies of applicants 

with their full profile, essays, and resume. Tables included at 

least one college rep and eight or nine IECs. Three facilitated 

20-minute rotations were completed and the conversations 

were not about the decision of yes/no/waitlist but rather the 

“internal discussions” and “behind the scenes” reviews that 

each college might have regarding that particular applicant. 

Notable takeaways were: 

•	Grades matter most

•	Minimum wage work and caring for siblings are valued

•	Students applying far from home with little or no experience 

traveling was of concern

•	Recommendations can be a tie breaker

•	Demonstrated interest continues to matter.

Not all applications are equal. Nancy Griesemer’s (VA) lunch 

presentation addressed the various application types and how 

multi-media sharing is transforming the application process 

for students and IECs alike. She believes it is a “disservice” 

to students for school districts and even private school 

counselors to stay with only one familiar application because 

the requirements in one application might favor a certain 

kind of student over different requirements (for the same 

school) in the other application. Knowing the differences in 

the applications best serves students. She shared examples 

of how students successfully utilized media uploads in the 

Coalition and other applications. 

Technology continues to expand influence. With 15 minutes 

to discuss one trend or tech tool that is changing or disrupting 

their process, Texas Christian University, Tulane University, 

Southern Methodist University, High Point University, Rice 

University, and Oklahoma University shared how they use 

ZeeMee; Coalition Locker; and social media tools, such as 

Snapchat, on-line interviews, and video essays. For example: 

•	Tulane University uses Slate as a CRM tool to track 

demonstrated interest. It is such a powerful tool that some 

schools, including Tulane and Rice, are using it to give 

students a demonstrated interest score. 

•	ZeeMee is undergoing more change to be accessible to kids 

using their phones.  

Ibrahim Firat, Firat Educational Solutions LLC, can be reached 

at ibrahim@firateducation.com.

Symposium, from page 1
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experience and do not understand the mindset of today’s entry-level 

candidates. And the millennial lens of cultural fit and quality of life 

prevents them from understanding what employers prioritize when 

hiring young adults today. In other words, there is little intersection 

of the needs of each group.

To help these groups better understand each other, here are a 

few of the top hiring misconceptions of college grads for 2017 

that were inspired by a recent report my company, Early Stage 

Careers,  published that was based on ongoing conversations with 

hiring managers, students, grads, and parents; trend tracking; and 

continuous research.

1. College grads are career ready. Although many college grads 

feel that they’re prepared to join the workforce, most recruiters 

disagree. According to iCIMS’s (2017) job outlook report, grads may 

have gained the education behind their respective industry in the 

classroom or during internships, but they still need to build on their 

hard and soft business skills. College grads need to evaluate the 

skill sets that align with what employers are looking for and adjust 

accordingly. This might mean getting certified in a specific skill, 

such as Microsoft Office, or honing public speaking, data analysis, 

or social media skills.

2. College students and grads are tech-savvy. Earning a college 

degree and understanding the ins and outs of basic modern 

technology don’t necessarily make anyone an expert (despite what 

a grad’s older-generation relatives might say).

This basic competence should not be misconstrued for the level of 

technical—or other—skills employers are looking for in entry-level 

candidates. College grads need to learn which specific technical 

skills are needed for the positions they’re interested in.

3. A top university degree with a strong GPA gets you a job. 

Graduating from an Ivy league school with a near-perfect GPA may 

help a college grad stand out on his or her résumé and might even 

warrant an interview, but it won’t necessarily land anyone a job. 

When it comes to the workforce, skills and what college grads bring 

to the table in terms of execution matter more than a GPA. What do 

grads have to offer in terms of experience—internships, freelance 

gigs, summer work, volunteer opportunities, and involvement in 

school programs? The ability to demonstrate real-world skills paired 

with passion for the role they’re interviewing for are key.

4. Any internship or job is great. It may seem backwards to need 

experience to land an entry-level job, but most require 0–2 years 

of experience. That can be fulfilled through internships. But 

students shouldn’t settle on just any internship: only those that 

build knowledge and skills are worth their time (and their future 

employer’s). Consider that 70% of recruiters find internships more 

valuable than a GPA, and more than half (60%) of hiring managers 

look for candidates who have had internships (iCIMS 2017). 

Students should focus on opportunities that require initiative, drive, 

and the chance to build additional skills.

5. Grads are prepared to ace the interview. Job interviews can 

be scary, especially for a first-timer. Not knowing what to expect, 

candidates sometimes show up hoping for the best and aren’t 

prepared to sell the interviewer on their relevant experience 

that makes them a desirable candidate. But first impressions are 

everything and often prevent the candidate from moving forward. 

Before college grads show up to an interview, they must do their 

due diligence—research the position, the company and its culture, 

and the interviewer. They have to be prepared to speak about 

anything on their résumé in detail, create relevant and memorable 

questions for the interviewer, and make sure to silence their phones 

and all electronic devices before walking in the door. After the 

interview, they should send a well-written thank-you note within 

24 hours. Many recruiters say applicants need to improve in the 

interview area, and that 74% of entry-level candidates do not send a 

thank-you note after an interview (iCIMS 2017).  

By being more aware of the many complexities of the job search 

process and misconceptions about entering the workplace, as well 

as better preparing for specific opportunities and interviews, college 

students and grads will be able to optimize their early career launch.  

Reference

iCIMS. 2017. The Class of 2017 Job Outlook Report: What college 

seniors expect from their first post-grad job search and how this 

compares to recruiters’ expectations for entry-level talent. www.

icims.com/sites/www.icims.com/files/public/Class-of-2017-Survey-

Report%20Final_0.pdf

Jill Tipograph, Early Stage Careers, can be reached at jill@

earlystagecareers.com.

Advertisement

Hiring Misconceptions, from page 7
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IECs and school admissions officers must 
have a two-way relationship and trust and 
rely on one another to be successful and gain 
the greatest benefits. But when they work 
together, the students and families benefit 
the most. The following insights from school-
focused IECs and school admission directors 
reveal that honesty, transparency, and 
individual relationships are the hallmarks that 

help all students, families, and schools work well together. 

Schools: Why is the independent educational consultant (IEC) 
relationship important to you? 

Peter Curran, Assistant Head of School, Blair Academy: As IECs 
better understand our school culture and curriculum, they can 
recommend families to us that would be a great fit. Without their 
assistance, some of those families might never find our schools. 

Meghan Grover, Director of Admission, Millbrook School: IECs are 
essential in bringing great families to our campus, and their insights 
about students are incredibly helpful when we make decisions 
about candidates. 

Liz Schmitt, Chief Enrollment and Student Affairs Officer, Miss 
Porter’s School: IECs are on the leading edge of communicating 
current messages about schools, their programming, and their 
outcomes. They also play an increasingly important role in ongoing 
parent relationships and student retention once a child enrolls. 

Amy Graham, Director of Enrollment Management, Pomfret School: I 
know that an IEC has spent a considerable amount of time assessing 
the needs of their clients. When they recommend that a client look at 
my school, I know there is a high likelihood that he or she could be 
successful here. 

JP Burlington, Director of Admission, Trinity-Pawling School: Once 
a IEC has had a good experience and establishes a relationship 
with us, they are likely to continue to refer clients to my school. An 
ongoing dialogue with IECs is integral to the enrollment success of 
our office. 

IECs: Why is a relationship with schools important?

Lucy Pritzker (NJ): Understanding the mission of a school as it grows 
and changes helps me to refer the right students. My relationship 
with a school helps me to stay current. 

The School Admissions–IEC Relationship: What Makes It Work Well? 
By  Krissy Naspo, MA, IECA (CT) with the Schools Committee

Special Focus: School Advising

 

Inspiring girls to contribute boldly 
and creatively to the common good.
Diverse community representing more than 20 countries

Global network of 3500+ alumnae

Transformative girl-centered academic and student life programs

Competitive athletics teams

Innovative service and experiential learning program

Extensive expressive arts offerings

State of the art classrooms and laboratories

Enduring friendships that last a lifetime

Located in the Berkshire Hills of Western Massachusetts 
2.5 hours from Boston 
3 hours from New York City

All-Girls
Boarding and Day
Grades 9-12
Pittsfield, Massachusetts  
www.misshalls.org

Miss
Hall’s
School

Since 1898  
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Elizabeth Hall (MA): Being an IECA member lends credibility to my 
work with schools and creates a much higher level of trust. The 
schools that I have worked with repeatedly trust my referrals and 
therefore my instinct. 

Krissy Naspo (CT): When we have great relationships with the 
admissions officers at schools, we learn more about the schools, 
we help our students find the right fit, and we feel confident that 
our clients will have a good chance of being successful and happy 
in their new school. 

Christine Southgate (CA): I rely on admissions professionals to be 
open and direct with me about my client families and individual 
students. At the heart of that direct communication is my 
commitment to absolute transparency from my clients and with 
school admissions regarding the strengths and weaknesses of each 
of my student applicants. 

Sarah Contomichalos (ME): A school relationship is important to me 
because I can verify any “urban rumors” about a particular school 
to keep the conversations firmly based on fact, not fiction. 

Allison Dillon Kimmerle, Associate member (MA): I don’t want to 
waste anyone’s time. A brief conversation with admissions may 
be enough to determine that the visit is worthwhile. If I don’t know 
a school well, however, I do want to fly my student’s profile by 
admissions before I give the family the OK to schedule a visit.		
I know that if a school encourages a visit, it is never a guarantee 		
of admission. 

Schools and IECs: What does the ideal relationship look like?

Sarah: Receiving honest feedback about my client and which part of 
the application is weighed most heavily is really helpful. 

Elizabeth: Maintaining transparency and open communication 
throughout the admissions season is imperative and encouraging 
the schools to do the same is when the relationship with schools is 
at an ideal point. 

Christine: The ideal relationship is trust based and rooted in the 
knowledge that we are both trying to do the best for the student 
and family. 

JP, Trinity-Pawling: We take the time to visit IECs and learn about the 
clients they work with, and we appreciate when they visit our campus 
and spend time getting to know our programs and community. It’s a 
mutual effort to place appropriate students at our school. 

Amy, Pomfret: Ideally the relationship is built on trust, transparency, 
and feedback. If a red flag comes up during the admission 
or enrollment process, I feel safe connecting with the IEC. In 
turn, I hope that they will share information about their client’s 
experiences at my school. 

Meghan, Millbrook: We are unified by the same goal: to help the 
student find the school in which they will thrive. We are honest and 
candid with each other, and we think long-term about each family 
and our relationship. 

 

continued on page 12
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January 5, 2018 - Boys Choir New York City auditions 
February 3, 2018 - Boys Choir Day at SSM  
February 13-16, 2018 - Boys Choir Chicago auditions 
February 17, 2018 - Vocal Day at SSM 
March 24, 2018 - String/Piano Day at  SSM 
 
For more information about our Arts Centers of  
Excellence and auditions, visit s-sm.org/arts. 

College Prep - Grades 6-12 & Post Graduate - Boarding and Day - Faribault, Minnesota
800-421-2724 - admissions@s-sm.org 

Boys Choir, est. 2017

Pre-Conservatory, est. 2007 Vocal Performance, est. 2010

www.s-sm.org


