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We know great managers when we see them, but how do we
measure it in our business? And more importantly, how can
you go from being a good to a great manager?   

1. Great managers understand the power of effective
communication, and are very effective communicators.   

2. Great Managers present themselves well. 
3. Great Managers are organized. 
4. Great Managers follow through. 
5. Great Managers do not procrastinate. 
6. Great managers never give information they aren’t sure of. 
7. Great managers understand the value of their

relationships with vendors. 
8. Great Managers admit mistakes up front, take

responsibility, and then fix them. 
9. Great Managers maintain professional detachment 
10.Great Managers stay current with their industry and with

business in general. 
11.Great Managers deal well with change. 
12.Great Managers have a sense of humor. 
13.Great Managers value their integrity and credibility above

all. 
14.Great Managers command higher salaries and get the best

jobs.

15.Great Managers make things happen for their Boards and
themselves. 

Organized in thought and organized physically, great
managers have the information or resources they need at their
fingertips. They have developed a logical system that works for
them and their communities for everything from soup to nuts.
Great managers know that all the information in the world can
be in the office, but if there is no way of accessing it, it’s useless.

THE 15 TOP TRAITS OF GREAT MANAGERS
by Julie Adamen

I have just received the July 2007 email newsletter with the
article micro-management.  It is so close to my situation (i.e.
a new daily management activity log of my time and
accountability etc.)  I am definitely looking and perhaps I
can employ your services next spring when I move back to
my home state of Texas.

The real reason that I am writing, is that I would like
to have a copy of 1st and 2nd email of  this article,  if that is
possible.  Thanks for your assistance. 

Vickie Harrison, CMCA
Campus East Community Assn.

This is an awesome series!  Go girl!! 

Sue Carpenter, CMCA, AMS, PCAM, RRP
President/CEO

COMMUNITY MANAGEMENT PROFESSIONALS INC
www.community-mgmt.com

5401 S Kirkman Rd   Suite 450 
Orlando, FL  32819

Almost two years ago, you and I
spoke as I contemplated buying a
book of business from my
employer.  You had some advice
which since it mirrored my own
self-talk, affirmed my intention.
I joined the SC Chapter CAI
Board bought the business, paid it off,
and we have grown from eight to 50 communities and from
three to 25 quality people.
Because of our people we're the fastest growing and
indisputably the best management company in Charleston.
You'll have several of our folks at your Hilton Head session
in the morning, though I doubt you'll get this message
before then.  They'll be your troublemakers.  Trust me.
And I'll be a favorite topic of micromanagement, so I
figured I'd stay in Charleston. :) Just wanted to say
THANKS for that chat two years ago.
It was and is appreciated.

Steve Peck
Charleston, SC

We Get Emails...
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of a plan that can be set in motion when accounts begin “flip”
from being in the 20 percentile to being in the 80 percentile (the
trivial many). The company, and the individual manager, needs
to have a method to stop the relationship going beyond the
contractual.  When this plan is established, adopted and owned
by the executives, staff will be far more able to help the executives
identify the loser accounts. This new ability to identify those
“loser accounts” quickly and make the changes necessary to
either stop or mitigate the drain on the company’s resources now
– not years from now (when the client’s expectations will be more
difficult to change)  will save the company  hundreds, if not
thousands of dollars in profit and productivity. 

By using the 80/20, you are continuing to raise the bar in your
total portfolio of accounts. Of course, since this is all ratio-based,
it will be inevitable that you will, again, gravitate towards the 80.
If focus is maintained by the executive and the necessary skills
developed within the staff, the ability to identify the tipping point
– when the account goes in to the 80% -  will help keep your
company more productive, happier and more profitable. 

Food for thought on your work force: “The most highly skilled
workers are often given the toughest work, although
concentrating their skills on less troubled accounts would allow
them to produce significantly more than less-skilled coworkers.
The most talented people are often assigned to the most
challenging problems that, even when resolved, generally
contribute little additional revenue for the company.”1 We often
give the best managers the most difficult accounts instead of
focusing their talent in areas where they could generate
extraordinary volumes. (Let’s say they could handle a larger
portfolio than a less-skilled manager if the portfolios were of
better quality other things being equal.)  We also know that the
energy draining, time-sucking accounts are personnel eaters –
they are the main factor in driving people out of the industry one
way or the other… Something to think about while pondering
your 80/20.    

For the executive, practical use of the 80/20 rule will cause us to
review our accounts and our people to best maximize efficiency.
There are all kinds of side benefits to the company as well. Look to
happier staff, more productivity, more profit and more time for the
executive to look for real opportunities at a higher profit margin.  

Where’s my friend Rich?

My friend Rich is doing well with his 80/20.  I discussed the
process with him just the other night. Rich has been using the
80/20 in combination with a new management and sales plan for
about 6 months now. It is his experience that gross sales dropped
while clearing his loser accounts off the table. However, now he

and his staff have time to look for productive accounts, with
strong fundamentals and with appropriate contracts to fill “the
pipeline.” He now expects his bottom line to exceed anything he
has experienced before. 

Pareto's Principle, the 80/20 Rule, should serve as a daily
reminder to focus 80 percent of your time and energy on the 20
percent of you work that is really important. Don't just "work
smart", work smart on the right things.  With the 80/20 you can
take baby steps or you can take big steps the choice is yours.

This article was originally published by Julie Adamen in the
September, 2006 HOA Manager NewsLine. 

Would you like to see a presentation based on the 80/20 rule? We
have one! Julie conducts a 1 hour and 15 minute seminar on the
80/20 Rule for management professionals and others. Send us an
email for more information, and don’t forget all of Julie’s seminars
are good for continuing education credits with the NBC-CAM. 

Julie Adamen

The 20% Solution from page 4
The Book Report — Leadership
‘Return on Investment’

Just like there are physical laws (i.e. the law
of gravity), there are also metaphysical
laws.  One that is very common is the law
of reciprocity.  You may call it Karma, ‘you-
reap-what-you-sow’ or ‘what goes around
comes around,’ but they all define the same
concept – if you plant something (money,
time, attitude, etc) you should expect a
return.  This article is going to concentrate

on the ‘sowing’ aspect – the investing of your time to achieve
successful results.  As you know from Julie’s lead article, the
best rule of thumb to follow is the Pareto Principle, or the
80/20 Principle.  Long held to as a standard rule of time
management and investment, it quantifies well what we
already experience everyday.  20% of our employees do 80%
of the work; 20% of a presentation contains 80% of the
content; 20% of the homeowners take 80% of our time, and so
on.  How can we apply this principle toward raising up
leaders in our organizations?

In his book, “Developing the Leader Within You,” John
Maxwell outlines the following strategy to enable you to
increase your organization’s productivity:

1. Determine which people are the top 20% producers.
How do you make this determination?  Maxwell
suggests you make a list of everyone in your company.
Then ask yourself, “If this person takes a negative action
against me or withdraws his or her support from me,
what will the likely impact be?”  If you won’t be able to
function without that person, then put a check mark next
to that name.  When you have completed this exercise,
you will have marked between 15 and 20% of the names
on the list – these are the people you should invest in.

2. Spend 80% of your “people time” with the top 20%.
3. Spend 80% of your personal development dollars

on the top 20%.
4. Determine what 20% of the work gives 80% of the return

and train an assistant to do the 80% less effective work.
This “frees up” the producer to do what he/she does best.

5. Ask the top 20% to do on-the-job training for the next 20%.

In evaluating your personal priorities, Maxwell suggests
answering the following questions:

1. What is required of me? What aspects of your job are
the ones that only you can do?  Make a list, in order of
priority, of the top four (4) things that only you can do.
Then, seek to delegate the others to subordinates.

2. What gives me the greatest return? Ask yourself, “Am
I doing what I do best and receiving a good return for
the organization?”  Make a list of the top four (4) tasks
that give you the greatest return in your job.

By Rolf Crocker

continued on next page 1 Bryan Eisenberg, www.clickz.com

http://www.associationvoice.com
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of your profits. Yet – you’ll spend more time hand-holding that
large, lower echelon of clients than paying attention to – and
gaining more of - those profitable clients, the 20%. The “vital few”
v. the “trivial many.” The question is: How and where are you
spending your time with the trivial many? And how do you start
spending your time and energy with the vital few? You start by
thinking about your 80/20, and then proceed to concentrate on
the all important 20%. 

Many management company executives find themselves
caught up in the endless cycle of Board meetings, employee
problems and spoon-feeding low- or no-profit clients. Each of
these executives got there because s/he thought the more they
did functionally, the better the company would perform. This is
not using the 80/20 rule positively. In reality – the more an
individual executive performs rote management tasks, the worse
the company will do. Those executives confused on what is
productive and what is not are unwittingly ignoring  critical
elements of executive leadership: 

1) Executive time is worth something, and that something is
usually upwards of $150 an hour,  
2) Executives need to make it a priority to find, train and
appropriately pay new talent, producers and executives to
cover for new business,  
3) Executives need to look for and acquire productive
accounts, 
4) They need to develop methodologies for the company’s
producers to maximize their time use on each account
(80/20), 
5) They need to develop strategies for additional cash flow
through extra services,
6) Executives can only achieve the above if they are willing
and able to continually delegate responsibility on others. 

Think about your 80/20: It may be hard on the ego, but you
are probably dispensable for 80% of the tasks you are
performing. The majority of these tasks are probably made up
of functional association management issues, something staff

should be able to handle with ease.  If you concentrate on the
20% of issues that truly matter to your business and in which
your participation is vital, you are on your way to a healthier
and more profitable work environment for you and your staff.

The executive is desperately needed at the helm of the ship,
not shoveling coal in the boiler room. Or, not at a Board
meeting over trivialities or dealing with low level
management task. Remember, you folks are no longer
community managers – you are business executives.  I know
it feels good to get your hands dirty once in a while but resist
the temptation and let your people do what they do best. 

The best accounts, the best staff, the right infrastructure

Identify your most profitable accounts, your most productive
employees, and your most profitable “extras.” Then, identify
the worst: accounts, employees, and money drains (maybe
leasing The Starship Enterprise Copy Machine wasn’t such a
good idea). Now, focus! 

•Where can your best be made better? 
•What makes your best accounts your best accounts?
(Remember we were talking about account fundamentals). 
•Which employees should be nurtured and trained
beyond their current level, and which should be in more
marginal positions?
•How can you acquire more good accounts, and
employees?  How can you make your marginal accounts or
employees better? 
•Which of the worst should be jettisoned?  
•After your analysis, dump the losers those that not be
able to be made profitable. 

Terminating those accounts that are sucking up 80% of your
(and your staff’s) time but providing only 20% of your
revenue may be counter-intuitive to you – after all, they do
affect your overall gross income.  However, identifying those
accounts, then proactively reducing the time spent on them to
bring in a relevant ratio of time spent to return to the
company (revenue) will eventually bring the accounts in line
with management effort and goals.  If you are unable, or the
account unwilling, to go through this realignment, they
should be handed their walking papers. By doing so you are
developing a management plan that is simple yet effective:
Focus on the 20%, obtain and retain only those accounts and
employees that are continually profitable and productive and
make them your 80%. 

Proactive use of the 80/20 knowledge requires the development

The 20% Solution from page 3

continued on page 5

The Book Report from page 8

3. What is most rewarding? Ultimately, we all need to
have that deep sense of satisfaction that what we are
doing is making a difference in the people and world
around us.  Make a list of the top four (4) things about
your job that bring the most satisfaction.  Maxwell
actually encouraged an audience to find something they
liked to do so much, they would gladly do it for nothing.
Then, learn to do it so well, that people would be glad to
pay you for it!

Have you ever heard of the ‘Tyranny of the Urgent’?  The
basic principle is, “Everything is urgent, few things are
important”.  Few places is this more accurate than in the
world of Association Management.  Each and every
homeowner you speak with believes that your success as a
manager rises or falls by how you handle their particular
complaint.  The ability to discern between the urgent and the
important is the greatest tool a manager can possess.
Maxwell reveals an important principle by stating, “You
cannot overestimate the unimportance of practically
everything.”  Does that mean that virtually everything is
unimportant?  By looking at an issue objectively and making
a value judgment on how much of your time will be spent
tackling that particular issue, you will then be able to
determine it’s level of importance (or unimportance).
Possibly my most favorite quote from Maxwell on the issue
of determining the importance of a task is this one:  “Before
you put off until tomorrow what you could do today, study
it clearly.  Maybe you can postpone it indefinitely.”

Make the commitment today to wisely invest in your
resources and discern between the urgent and the important.
I guarantee that your personal and professional growth will
be exponential!

Originally published September 2006 HOA Manager NewsLine

Rolf Crocker is a Business Development Officer for Community
Association Banc, and can be reached at: rcrocker@cabanc.com.

FOR SALE: 2 “STARTER”
MANAGEMENT FIRMS

Are you a seasoned manager looking to move on to
Owning your own management firm? 

1. Orange County, CA
$240k business annually

2. S. Bay area of Los Angeles,
$120k business annually

Excellent terms, Seasoned accounts, Terrific Opportunity for
someone looking to move up, or existing company to add to their
book of business

Contact info@adamen-inc.com
For more information

http://www.topssoft.com
http://www.epsten.com
http://www.adamen-inc.com/Companies-for-Sale~94451~12525.htm
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CLASSIFIEDADS plan that bring the time into line with the contract is desirable,
and possible.

On the other side, accounts that do not have strong
fundamentals,   come to the manager as “takers;” they’ve been
that way from Day 1 and will continue to be on Day 1,000. It
is not uncommon for this type of account to cause mind
numbing phone conversations, meetings with out end and
little purpose, and hand holding needy Board members. These
accounts should be charged appropriately for their needs and
behavior, or dismissed.

Now that you see it, can you change it? The first step on the
road to recovery from this enabling behavior starts with
recognition of the 80/20 rule. Next, the company must have a
system in place to guide the manager and the client to a
productive relationship, a “contract and management plan” if
you will. Third, through this management plan, begin to wean
the negative account from the very comfy spot you and your
company have so graciously provided. 

Starters for the Manager: 

• Tactfully beg off of meetings that aren’t contract or vital
- or -  suggest that you can attend but inform them it will
be at an additional fee.  
• Stop answering emails the second you get them (provide
the client with a reasonable timeframe for email returns). 
• Learn to cut phone conversations short without being
terse (small talk is nice but 10 minutes of small talk with 12
people is 2 hours of time).
• Delegate tasks to subordinates whenever possible. This
begins a more equitable relationship between you and the
client. 

If you begin by using these simple methods, your client will
begin to know the boundaries of work provided by contract.
When the client wishes services that go outside those
boundaries -  it is fair and reasonable to charge for those
services and the client will know this ahead of time.  

Yes, you can you change a client that has been trained to be a
part of the 80%, but the change needs to be slowly and
carefully institutionalized by the manager with full support of
the company.

Or, is it an issue of  poor contract? It’s my experience that
many management firms still use the ol’ full service contract,
which, put simply, is “everything for one low price.” Many
industry notables (including myself) believe it is time for this
type of contract to be flushed from the system and replaced
with a menu contract that provides better guidance for the
client and the manager. One-price and overly simplified

contracts make it very difficult, especially for less experienced
managers, to discern what is reasonable for an account to
demand in terms of time and service. This too is an 80/20
issue. How would an executive know which 20% is truly
profitable if s/he gives the managers little guidance to staff
with a poorly delineated contract? 

I have always been one for providing the client what they
want -  as long as they are willing to pay for the service.
Clients have changing needs, like construction defect
litigation, storm damage or other unpredictable issues that
will suck time and energy. Better defining the scope of work
and contingencies by contract will make both management
and the client happier through clearly defined expectations
and the fulfillment thereof. 

The 80/20 for Executives: Improve your bottom line
(and your mental health)

If you own a management firm, or are an executive, you know
that 20% of your employees are anywhere from very good to
superstars, the ones who make you and your firm look good and
make you money. Yet – you spend most of your time with that
other 80%.  You also know that 20% of your clients bring in 80%

The 20% Solution from page 2

continued on page 4

ON SITE MANAGER/EXECUTIVE
POSITIONS

Check out our new portfolio position in Hawaii!
Check out our On Site position in

N. Carolina! 

ARIZONA
Great place for right person to move up!!

To 65k – Large scale community Phoenix area,
age restricted, seeks association manager. Many
amenities, large budget. Board willing to look at
top level portfolio manager looking to move up.
This position works for a management firm. Full
benefits. Code 3.06 

CALIFORNIA

To 105k – 250+ unit hi-rise, Central Orange
County, works for a management firms, start
date approx. 11/07, PCAM CCAM and/or
CMCA, works for a mgmt. firm, full benefits.
Code 5.02

To 90k DOE – Large scale association near Palm
Springs, CA. Currently under construction. This
position works for a mgmt. firm. Start date TBD.
Code 5.117

To 85k – Master Association GM sought in
Menifee, CA. This position works for a mgmt.
firm. This position is on hold until 12/07
However, applicants are encouraged to apply. 
Code 5.117.1 

OPPORTUNITY TO LEARN AND GROW
FOR THE RIGHT PERSON!

To 85k + Large mgmt. firm in S. California
seeks trainees for large-scale site management
throughout SoCal. Preferred candidates will   
have a CCAM/CMCA/PCAM, be willing to 
relocate at times for training and eventual take-
over as GM when needed. Candidates to be 
considered will have 3+ years in community 
management with outstanding people and 
communication skills. Hi end portfolio 
managers are considered eligible for these 
positions. Code 5.23.3

Salary open for right candidate – Large So Cal
Mgmt. firm seeks senior manager to work as
training manager and trouble shooter. The
preferred candidate will have industry
designations and a proven track record of
success in management and/or
supervisory/training.  Code 5.04 

OREGON
To 75k DOE – Mgmt. firm seeks Hi-Rise
managers for downtown Portland for upcoming
projects in 2007/08. Hi - rise experience

desirable but not required. Will consider hi-end
portfolio manager for this position.  Code 38.03 

NEW! NORTH CAROLINA
To 95k – Large scale GM sought for 1200 unit
community near Chapel Hill. $4MM budget, 6 in
house employees, contracted staff. Moving
stipend.  Bachelor’s degree and PCAM preferred.
Click here for a job description. Code 28.03 

WASHINGTON DC/METRO AREA
To 90k - Large mgmt. firm seeks regional
manager with condominium experience. The
preferred candidate will be a dynamic self-
starter with excellent communication and
people skills.  Developer experience desired.
This is a key position in a large firm with a
growing HOA COA division. Code 47

SALES/MARKETING 
To 90k – Large mgmt. firm seeks regional
manager with condominium experience. The
preferred candidate will be a dynamic self-
starter with excellent communication and
people skills.  Developer experience desired.
This is a key position in a large firm with a
growing HOA COA division. Code 47 

PORTFOLIO COMMUNITY ASSOCIATION
MANAGER POSITIONS 

There is a Continual Demand for portfolio
managers all over the US. Specific jobs may not
be posted, as we have numerous clients from
Virginia to California, Florida to Washington,
who are always in need of good managers. Many
are willing to pay for or share moving expenses.
Contact us at info@adamen-inc.com, or give us a
call at 360.779.6507 for more information, and a
free evaluation of your resume. 

ARIZONA
45k - Portfolio: Phoenix area. Code 3.06.1 

45k – Portfolio: Phoenix area. Code 3.02

To  48k – Portfolio: Tucson. Code 3.01

CALIFORNIA – NORTHERN
Most of our positions posted below prefer 2 yrs.
experience, CCAM and/or CMCA, provide
benefits and may provide a moving stipend to
the right candidate. Please note that in
California, there is no mandatory CAM license
unless you call yourself a “certified” manager.
For more information on becoming a “certified”
manager, go to www.adamen-inc.com. 

To 75k+ – Portfolio: Location: Richmond and East
Bay, Code 5.18 

To 55k – Portfolio: Location: Roseville, CA
CCAM preferred. Code 5.115

To 50k – Portfolio: Folsom, CA. CCAM

preferred. Code 5.44.1 

To 55k+ – Portfolio: Redwood City, CA. Code 5.40 
To 55k – Portfolio: Hayward, CA. Code 5.22 

To 55k – Portfolio: Walnut Creek, CA. Code 5.22.1 

To 55k – Portfolio: Campbell, CA. Code 5.22.3 

To 50k – Portfolio: San Jose, CA. Code 5.22.4 

To 55k – Portfolio: Sacramento, CA. Code 5.22.5 

To 55k – Portfolio: San Rafael, CA. Code 5.15 

CALIFORNIA – SOUTHERN
SAN BERNARDINO
To 55k – Portfolio: Corona, CA Code 5.02.3
Contact us at info@adamen-inc.com

LOS ANGELES AREA
To 50k – Portfolio: Cerritos, CA. Code 5.33.1 

To 53k – Portfolio: Culver City, CA Code 5.33.2 

ORANGE COUNTY
To 60k – Portfolio: Irvine, CA. Code 5.02.2 

To 53k – Portfolio: Mission Viejo, CA. Code 5.23 

To 50k – Portfolio: S. Orange County, CA. Code 5.04 

To 55k – Portfolio: Santa Ana, CA. Code 5.33.3 

RIVERSIDE COUNTY
To 55k – Portfolio: Temecula, CA. Code 5.02.1 

To 55k - Hemet/Temecula area. Code 5.33 

SAN DIEGO AREA
To 60k – Portfolio: San Diego, CA. Code 5.38 

To 60k – Portfolio: San Diego, CA. Code 5.03 

To 48k – Portfolio: Carlsbad, CA. Code 5.08 

To 50k – Portfolio: Oceanside, CA. Code 5.13 

VENTURA COUNTY
To 55k – Portfolio: 1000 Oaks, CA. Code 5.33.4 

FLORIDA
Most positions listed below prefer 2 yrs.
experience, CMCA, FLCAM, provide benefits
and may provide a moving stipend to the right
candidate/position available. You must be a
FLCAM to be a community manager in FL. For
more information obtaining your FLCAM
license, go to:  http://www.myflorida.com/
dbpr/pro/cam/cam_index.html

To 50k – Portfolio: Naples, FL. Code 10.01 

To 45k – Portfolio: Ft. Myers, FL. Code 10.01.02 

To 45k – Portfolio: Orlando, FL. Code 10.00 

continued on next page

http://www.adamen-inc.com/Jobs-Available~70315~12525.htm
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CLASSIFIEDADS

JULIE SPEAKS!
We are NOW booking speaking and facilitation engagements for 2008.

There is no speaking fee for CAI chapters. For a partial list of topics available
go to www.adamen-inc.com. Don’t forget, we can address any  topic

you see in the NewsLine, and more. 

September 22, 2007 (tentative).................Subject: Top Traits of Great
Boards/Managers, Location: Bellevue, WA

Washington State Chapter, CAI

October 10, 2007 ...........................................Subject: Top Traits of Great
Boards/Managers, Newburgh, NY, Hudson Valley Chapter, CAI

October 25, 2007 ....................................................................Subject: TBD,
Seabrook Island, SC, SC Chapter, CAI

January 9, 2008.............Subject:TBD, Location: Minneapolis, MN, MN 
Chapter CAI

March 12, 2008 ......Subject:TBD, Location: Dallas, TX, DFW Chapter CAI

September 25, 2008 ...................Subject: TBD, Location: Honolulu, HI,
HI CAI Chapter

September 27, 2008 ...........................Subject: TBD, Location: Maui, HI,
Condo Council of Maui

“Julie’s approach and style to educating audiences is refreshing.
Her pacing of material commands attention which she

delivers with a sense of humor. The advice and skills
acquired don’t get stored in a shelf back in the

office; they get activated…. You will come away
from  her  program (s) energized and informed.”

- Kati Segar, Executive Director, CAI,
South Carolina and S. Arizona chapters

Next:  How do accounts become unproductive? Many times
accounts are inadvertently trained to be a “taker”  of a
manager’s time and energy by the manager continually
performing tasks that are out of contract or by simply not
charging for extra work product because it seemed small at
the time.  This “downward stepping ladder” of energy output
v. appropriate remuneration happens as the manager is
continually setting the expectations of the community higher
and higher, beyond contract and beyond reason. An 80%
time and energy drain. Yet, since it follows executives
themselves spend only 20% of their time on critical issues, this
very common scenario often goes unnoticed by executive
management. 

The question is: Can accounts that are time holes be brought
to a more normal time/income ratio? Are the underlying
fundamentals of the account good? For example, good
contract price (not underbid), good board with understanding
of business, strong financials, and community desire to have a
healthy property. If these criteria are met then a management

The 20% Solution from page 1

continued on page 3

In a 
nutshell ...
The 80/20 rule that in any discipline, business, or endeavor, 20%
of it is vital, and 80% is trivial.

Recognizing 80/20 can help you make the most productive use
of your time not just for your or your client’s satisfaction, but to
maximize your efforts, increase profits and produce a more
satisfying work environment.

80/20 for Managers. All managers can tell anyone immediately
which account(s) suck up their time and energy. The question to
ask: Are these accounts good, profitable accounts? Or do they
have a tendency to be smaller, older accounts with cranky
owners? 

Many times accounts are inadvertently trained to be part of the
20% that suck up 80% of time by the manager him/herself
continually performing tasks that are out of contract or not
charging for extra work product.

The 80/20 for Executives. If you own a management firm, you
know that 20% of your clients bring in 80% of your profits. The
“vital few” v. the “trivial many.” 

It may be hard on the ego, but you are probably dispensable for
80% of the tasks you are performing. If you concentrate on the
20% of issues in which your participation is vital, you will create
a more profitable work environment for you and your staff. 

Proactive use of this 80/20 knowledge should cause the
development of a plan that will give a method to stop the
company-client relationship from going beyond the contractual. 

When this plan is established, staff will be far more able to help
the executive identify the loser accounts and make the changes
necessary to either stop or mitigate the drain on the company’s
resources.

HAWAII
Take your skills and move to

Beautiful Hawaii!!! 
Moving stipend for the right, well-qualified

successful candidate! 

To 45k -- Portfolio: Location: Kailua-Kona, on 
the Big Island. Code 12.01 

NEVADA
Most positions listed below prefer 2 yrs.
experience, CMCA, NVCM, provide benefits
and may provide a moving stipend to the right
candidate/position available. You must be a
NVCM (licensed NV community manager)  to
manage associations in NV. For more
information obtaining your NVCM license, go
to: http://www.red.state.nv.us/CIC_cam.html
For additional information, you can contact
instructor Sara Barry at seblv@aol.com.

To 55k – Portfolio: Las Vegas, NV. Code 34.0 

To 45k – Portfolio: Las Vegas, NV. Code 34.01 

To 48k – Portfolio: Las Vegas, NV. Code 34.02 

To 40k – Portfolio: Reno, NV. Code 34.10 

NORTH CAROLINA
Start out learning the business-Part time. This   
company will train you, if you have common 
sense, common courtesy, and personal integrity.

10k - 38k – Small management firm, Pittsboro, 
NC seeks part-time community manager. 
Salary shall be dependent on how many 
accounts you are able/want to manage.
Code 28.02  

OREGON
Most positions listed below prefer 2 yrs.
experience, CMCA, provide benefits and may
provide a moving stipend to the right candidate.

To 45k – Portfolio: Portland, OR. Code 38.01 

To 42k – Portfolio: Portland/ Vancouver. Code 38.02 

TEXAS
Most positions listed below prefer 2 yrs.
experience CMCA, provide benefits and may
provide a moving stipend to the right candidate.

To 55k – This Company will pay a moving
stipend! Portfolio: Location: Houston, TX Code 44.15 

To 28k – ACC Violation processor: Houston, TX.

Code 44.15.1 

To 44k – Portfolio: San Antonio, TX. Code 44.03.2 

To 48k -- Portfolio:  Location: Dallas, TX. Code 44.11 

To 45k -- Portfolio: Location: Dallas, TX. Code 44.02.2 

To 45k -- Portfolio:  Location: Houston, TX. Code 44.03.1 

To 40k – Portfolio: The Woodlands, TX. Code 44.02.1 

VIRGINIA / DC METRO
Large management firm seeks experienced
community managers, assistants, trainees,
maintenance persons and others for work in the
Virginia/DC/Maryland area. The preferred
experienced management candidates will have a
college degree and PCAM; trainees a college
degree. Others with the right skill sets will also
be considered. Top firm, room to grow, full
benefits. Code 46.01

WASHINGTON STATE
To 55k – Exp. Portfolio manager. Bellevue. Code
48.01

To 55k – Exp. Portfolio manager. Location:
Seattle. Code 48.09 

A way to get started in recognizing where you are spending your time and
energy. If you answer “yes” to most of these, you are not spending your
energies efficiently (this applies to managers and executives, as well):

• You’re working on tasks other people want you to, but you have no
investment in them. 
•  You're frequently working on tasks labeled "urgent." 
•  You're spending time on tasks you are not usually good at doing. 
• Activities are taking a lot longer than you expected. 
• You find yourself complaining all the time.

Now, if you answer “yes” to the following questions, you are already
on your way, or solidly in, that great place of being more effective,
efficient and happier: 

• You’re engaged in activities that advance your overall purpose in life
(assuming you know what that is — and you should!). 
• You’re doing things you have always wanted to do or that make you
feel good about yourself. 
• You’re working on tasks you don't like, but you're doing them
knowing they relate to the bigger picture. 
• You’re hiring people to do the tasks you are not good at or don't like doing. 
• You’re smiling. 

(www.aafp.org)

INCREASE YOUR AWARENESS
OF 80/20
by Julie Adamen

http://www.adamen-inc.com/Jobs-Available~70315~12525.htm
http://www.aafp.org
http://www.adamen-inc.com/Sell-Your-Management-Firm~71395~12525.htm
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Recently, a friend of
ours, Rich, owner of a
local insurance

agency with a large staff,
detoured by our house
while taking his daily run

with his dog, Buzz. It was late afternoon and
time for a drink and to discuss our kids and the
day’s events. Rich is one of those guys always
looking for ways to refine his business and
make his staff more efficient, happier and more
productive, with a goal of a better bottom line.
Of course we had to share business ideas over
a second glass of wine, when Rich says he is
using a consulting service for insurance firms –
and that this firm requires its clients to utilize
the “80/20 rule” at their offices.    Though I had
heard of the 80/20 rule, I hadn’t seen it used by
business consultants in quite the manner he
outlined. Since that time I did some research
on the topic and reflected on my own life and
work.  Wow! What a concept for efficient use
of time, energy and resources!  So what is the
80/20 rule?  

In 1906, Italian economist Vilfredo Pareto created
a mathematical formula to describe the unequal
distribution of wealth in his country, observing
that twenty percent of the people owned eighty
percent of the wealth. After this “discovery”
many other academics observed that the “80/20
rule” applied not only to wealth distribution, but
many other areas of human endeavor:  business,
social activities, public management and for our
purposes - you guessed it - even community
management. To wit: 

20% of your output - time, energy, expertise,
effort – produces 80% of the results. Thus it
follows that 80% of your output is spent on
things that are, well, relatively unimportant.

The idea here is to recognize this fact and make
the most productive use of your time not just
for your or your client’s satisfaction, but to
maximize your efforts, increase profits and
produce a more satisfying work environment.
Working smarter, not harder, and working on
the right things. This is what my friend Rich
was after for himself and his company, the
working smarter part. Rich’s theory – and that
of his consultants -  is that working smarter
will make a better bottom line and far more
efficient time use for his employees and
himself. 

80/20 for Managers: 
Identify your 80/20 and get on the road to
more productivity and satisfaction.

Which account(s) take up the majority of your
time? All managers can tell anyone
immediately which account(s) suck up their
time and energy. The question to ask: Are
these accounts good, profitable accounts
where your time and energy is well-spent? Or
do they have a tendency to be smaller, older
accounts with cranky owners? 

Of your time and energy, how much of it is
spent on truly productive work and how much
on trivial issues?  Productive time would be
considered things for which you are being
compensated: Either covered in the
management contract or as a billable “extra.”
Non-productive, energy draining accounts are
normally those with whom you spend and
inordinate amount of time on the telephone, or
meeting, with homeowners or Board members
or producing endless research on dead-end
issues.  These accounts are “takers.” They take
your time and energy and squander it on
menial tasks. 

Julie Adamen
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