As an Ablstate Life Specialist you will develop life insurance
business by selling mainly to Allstate’s current Property
& Casualty customers. You'll work closely with our expe-
rienced agents to Tnerate qualified leads.

We require at leasti3 years of experience selling life insur-
ance. You must have an active New York State Life & Health
license. LUTCF, CLU or ChFC are preferred, along with a
college degree, Pre-employment skills testing is required.

We offer an excellcnt compensation package, and an out-
standing comprehensive benefits package.

INSU{RING GREAT CAREERS FOR OVER 60 YEARS

In addition to top- notch insurance services, Allstate has provided excellent career opportunities since its beginnings in the
1930s, With exutmg'professwnal challenges, generous rewards and exceptional growth opportunities, Ajlstate offers an envi-
ronment where you, and your career, will thrive.

i

1f you are your own best boss and looking for a great career
opportunity, let’s talk. As one of aur Aflstate Exclusive Agents,
you will se ect your own office site (with Allstate approval}.
We offer important start-up assistance such as furniture,
equipment and signs. You hire your support staff and run: day-
to-day operations. We provide a multi-line product pertfolio
and ongoing training. Plus, you'll receive a base compensa-
tion plan, new and renewai commission and expense reim-
bursement as authorized by the company while you're
establishing your business.

Iiyouarea high level achiever, with proven sales experience,
management background, or business ownership, we'd like
ta speak with you.

Capital is required for this business opportunity.

Please call:

For Life Specialist - éteve Murphy, Allstate Lifs Co. of New York (516) 451-5583.
For Exclusive Agént - Allatate Insurance Company (516) 451-8550.

Or write/fax to:
Allstate, Dept LS/EA-NDM
One Allstate Drive, Farmingville, NV 11738,
! Fax: (516) 451-5718

Equal Opportunity Employer M/F/D/V,
i Bilingual skills a plus.
Being|in good hands is the only place to be.

Allstate

Allstate Life Insurance Company of New York
Allstate Insurance Company

Allstace Is Proud To Be A Leader In
Affirmative Action/Equal Opportunity Employment.

Your One Source for

Business

relationship is cne of the greatest assets(yOur business can have.

competitive environment, you

Financial Solutions

T

Astrong business banking
In today's

negd\more than bank products and services

+ » « you need financial solutions that can help you execute the strategies you

need to succeed today,and to better position your business or practice for

the growth opportunities of tomorrow. « * » Responsiveness to your.changing

needs,

A full range of quality services.

»
Expert account management by

professionals who understand your business.” That's exactly what you'll find

with us. Call us to find out more: |-8°0-THE-L|SB.

IoNG ISLAND
SAVINGSBANK

A subsidlary of Long lsland Bancorp, Inc,

The bonk of a Lifetime
www.lisb.com

o

Member FRIC
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~ TAKEOUT WOMEN IN BUSINESS

Secretaries have
a stepping-stone

Computers permit
ambitious work:;
assistants can
move up and out

BY TAMI LUHBY

Joanne Santangelo spends her
days at Brundage Story 8 Rose
maintaining investment accounts,
contacting clients and addressing
their concerns. But s, Santangelo
1S not a partner or even an assoclate,
As an assistant to a partner, she
started at the Manhattan invest-
ment counseling firm 16 years ago
by typing, filing and answering the
telephone.

Over the years, computers have
allowed her to complete more of her
mundane tasks of record keeping
and preparing meeting presenta-
tions more quickly, leaving her time
to work with clients. And-her com-
pany has encouraged hec growth.

“If they see you arewilling to take
onmore responsibility, they will cer-
tainly give it toyous” she says.

No longertrapped at their type-
wrlters, executive assistants, who arc
predontiuantly female, have seen
their ditics, opportunities for ad-
vaneement and salaries stretch. In
New York, experienced, educated
assistants can have their pick of
posts, commanding salaries be-
tween $35,000 and $70,000, rc-
cruiters say. As a result, more college
graduates and men are seeking these
jobs as an entrée into a corporation.

“People can move up and out of
exccutive assistant positions,” says
Dick Brody, president of Manhat-
tan-based ASA Personnel Inc.,
which annually places several hun-
dred people in these jobs. “They are
intelligent, learn the product and
the company, and are capable of get-
ting to the next level.”

With executives using word
processors and c-mail to write
memos and letters, their support
staffs are called on to do research,
contact clients, create presentations
and sometimes even speak on their

behalf.

&
Independent decisions
“These people are making deci-
sions for executives rather than just
doing what the boss told them to
do,” says Alan Kramer, president of
Kramer Execcutive Resources in
Manhattan. ¢
Some industries, such as adver-

tising and publishing, historically

have promoted from the mailroom.
Now, some peopIe who want to en-
ter other fields, especially sales, mar-
keting: and human resources, are
taking executive assistant positions
so they can work on projects and
gain experience, says Claire Zuker-
man, president of Syosset, L.I.-
based Corporaté Search Inc. Her
firm anmia]ly fills about two dozen
. executive assistant posmons in New

“York Clty firms.

But the loosening of the pink
collar does not mean that executive
assistants have stopped typing
memos, getting coffee, sending gifts
and running errands for their boss-
es. The job description depends on
the company and the executive, ac-
cording to assistants and recruiters.
The long hours with no overtime
pay can be very frustrating for some,
says Ellen Bravo, co-director of
9to5, National Association of
WorkmgWomen in Milwaukee.

“People in the orgamzanon
know the assistant is running the
show and the person to go to,” she
says. “But the assistant never gets
the recognition or compensation.”

Demanding proper treatment

Exccutives, particularly women
and baby boomers, are growing
more sensitive to their assistants
personal needs, says Ms. Bravo,
whose organization has a New York
City chapter. And the assistants are
learning to demand proper treat-
ment, including freedom from sex-
ual harassment.

To prepare up-and-coming ex-
ecutive assistants for corporate lite,
Manhattan’s Taylor Business Insti-
tute created an internship pro-
gram in 1995, says Academic Dean
Rose Ann Black. Secretarial schools
like Taylor have found that they
need to adapt their curricula to meet
the changing needs of the job mar-
ket. They teach students not only
word processing, but also spread-
sheet, database and presentation
programs.

Taylor has added case studies
and problem-solving exercises. The
Katharine Gibbs School, with loca-
tions in Manhattan and on Long Is-
land, builds teamwork skills by ask-
ing students, about 10% of whom
are men, to work on group projects,

Coleen McManus is one execu-

tive assistant who has always viewed :

her position as a path to power. One
semester shy of a bachelor’s degree

in accounting, Ms. McManus left B

college to answer telephones and

type memos for the president of the 7

» World Boxing Association’s North
American division in Philadelphia.
Within a few years, she was orga-

mzmg bouts, conventions and cere-

monies as the U.S, coordinator. °
When she was hired at Manhat-
tan-based Adrienne Vittadini En-
terprises Inc. two years ago, the
clothing design company told her
that a promotion was possible. As’
Ms. Vittadini’s executive assistant, | 3
Ms. McManus answers and pridri- |
tizes calls and letters, as well as han-
dles the design team’s travel expens- |
es, often converting and retonciling !
five different currencies. And she -
learns all about the business when
executives report to her boss.
“I have more responsnbdlty andv
contacts than entry-level jobs,” says
Ms. McManus, who has her eye on
the hccnsmg and sales depa.rtments
“As an assistant, you are gettmg in!
at the top.”
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