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The Book Report — February 2008
On the road again, 

goin’ places that I’ve never been; 
Seen’ things that I may never see again 

I can’t wait to get on the road again

Yes, the Willie Nelson song is quickly
becoming thematic for me.  I had no
idea someplace could be as cold as
Chicago in mid-January.  Enjoyed a
Currier & Ives view of Boston.  It’s been
fun getting out and seeing folks around
the country who are involved and

committed to providing their clients with the best possible
service.  The accents may change, but the commitment does
not.  It’s pretty cool.

Of course, it was on this recent trip that I stumbled across this
month’s book to review.  And again, I succumbed to paying
full price (because they’re NEVER on sale at the airport book
store!).  However, it was SO worth it.  So much so, I purchased
two additional copies (from Amazon, of course) for co-
workers.  If you want to become a Game Changer, read and
apply the principles in this book.

What The Customer Wants You To Know by Ram Charan
(©2007 Portfolio/Penguin Group). As I stated in a previous
Book Report (June ’07), Ram Charan is an author I return to
often because he has literally ‘been there-done that’ with the
giants of industry from GE, Honeywell, DuPont and many
others.  In this brief book (178 pages), Charan tackles a new
subject for him – the subject of sales.  Not that he hasn’t covered
the topic in all of his previous books.  This is different because
it’s exclusively dedicated to the subject of sales.

In this book, Charan defines a new approach to sales taken by
many of the Fortune 100 companies.  As a result, he has coined
a new term – Value Creation Selling (VCS) – to define this
approach.  So often, sales has been defined around 1) price and
2) cost savings.  While that may be appealing in the short-term,
what is the long-term effect of product or service acquisition?
What is the true value of the product to the customer’s
customer?  Can it be quantified?  And, if so, are we not short-
changing potential clients by giving them the short-term view?
Charan traces the process in reverse-order, working backward
from it’s end-use (i.e., the client’s client) and defining how each
stage can be streamlined and defined to give value across the
chain.  By focusing on meeting the needs of the client’s client,
you define the relationships and the metrics to make your
product or service a win-win for everyone involved.  And, by
doing that, you set yourself above the pack and can actually
charge more for your product or service because you can
clearly demonstrate the value created in each stage of the
relationship.   The challenge is that this thinking runs
completely counter to the ‘rah-rah’ method of traditional
selling.  It involves a shift in mindset from principals, staff and

By Rolf Crocker vendors.  It requires a long-term view to create value for
others, not a short-term view of ‘making the sale’, and then
loosing it on price or, worse yet, to a competitor who is actively
employing the principles found in this book.  The remainder
of the book contains the practical ‘how-to’ of developing and
deploying VCS in your shop.  Again, the book is chocked-full
of real-world examples from some of the largest companies in
the world.

Remember – if you do what
you’ve always done, you’ll get
what you’ve always got.  The
principles in this book will break
the cycle of ‘S Squared, D
Squared’ - guaranteed        5 Stars

Rolf Crocker is the VMS National
Sales Manager for Community
Association Banc. He can be
reached at rcrocker@cabanc.com. 

continued on page 7

Pumping up your vocabulary for 
More effective communication

Studies have shown that how far you advance in your career,
how much money you earn, and even how successful you are
socially are linked to your vocabulary. Knowing what words
mean and how to use them correctly adds to your power and
prestige. Professionally, it lends credibility as you effectively
convey your ideas, or the ideas of others.  And when you
know the meaning of a word, you never have to feel left out
or stupid if someone else uses it in a conversation. This
month’s vocabulary builders: 

remunerate (verb) - To pay (a person) a suitable equivalent in
return for goods provided, services rendered, or losses
incurred; recompense.

salient (verb) - Having a quality that thrusts itself into
attention.

moot (adj.) - Of no legal significance (as having been
previously decided), of no practical importance; irrelevant.

Non-word of the decade:

“irregardless” – A word that many mistakenly believe to be
correct usage in formal style, when in fact it is used chiefly in
nonstandard speech… or casual writing…it has been
considered a blunder for decades and will probably continue
to be so.

All definition provided by www.thefreedictionary.com.

Have a great word? Contribute it to this new column.
info@adamen-inc.com, attention: Vocabulary

KNOW WHAT YOU SAY 
AND 
SAY IT EFFECTIVELY
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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. 

Even the most reliable and trusted manager will make mistakes
from time to time – BIG ones. Managers who maintain – and
even gain additional – credibility from mistakes are those who
recognize the mistake, go right to their Board(s), tell them what
happened and explain how he or she is going to fix it. Then,
they FIX IT. Managers who duck this process, deny the
existence of a mistake or even worse blame someone else for it
lose all credibility. 

And one extra note: There is nothing that makes you look
worse as a manager than to publicly (i.e., at a meeting) blame
the “accounting department” for an error in the financial
statement. In most cases it is still up to the manager to make
sure the financials are correct, and, if not, to have caught the
error and had it fixed prior to the meeting, acting as a problem
solver to the Board, not a manager shirking responsibility. 

THE 15 TOP TRAITS OF 
GREAT MANAGERS
by Julie Adamen

Can’t get the interview? from page 4

professional.   In some states you can’t manage at all without
a state certification. In California, you can manage without
certification, but 99% of employers won’t give you a call back
– especially if you are a portfolio manager applying out of the
blue – because you have no idea the amount of laws
governing associations and community managers, and
obviously haven’t bothered to find out.

The secret is to do your homework first, and see what the
industry requirements are in the state of your choice. Next, if
you can, take whatever courses you need to familiarize
yourself with that state’s laws and regulations as they pertain
to association management.  Some states/organizations allow
you to take classes by correspondence. Others do not, but the
information is usually readily available to you online.  The
more complicated and regulated the association management
industry is in a particular state,  the more imperative it is that
you do as much as you can to make yourself a  desirable
employee - even from 1500 miles away -  by knowing what
you need to know to manage association effectively right out
of the chute. 

Next – move there. Financially impossible for many, but for
those of you with a nest egg and a burning desire to live in

Miami, Las Vegas, San Diego or wherever, move there first
and then take your classes and network with the local
industry folks. You are far more desirable to interview – and
get hired - if you have already put down roots in a new place,
not “willing move if offered a job.” (Caveat: This does not
generally apply to high-end, well qualified on site managers). 

The Wrap Up

Can’t get an interview even with a well-executed resume?
Poor career choices, lack of qualifications and living in an
undesirable location are common reasons why interviews
aren’t granted. Think about the fixes presented here and how
they would work for you. What we all need to do is have
career forethought, and a career management plan. My
experience is that the most successful among us don’t thrash
around in the dark, they make it happen by carefully
considering where and when they should make a job change
or career switch, have a very good idea of how they will
succeed in any given venture, and they don’t spin their
resume out to far flung places without knowledge of the area
or the job. They plan. They prepare. They execute. Success is
not an accident. It’s a conscious choice.  

“Great Managers admit mistakes 
up front, take responsibility, 

and then fix them.”

http://www.associationvoice.com/


positions are in community management, but that’s about
where the similarity ends. Not to say that it is impossible for
you to be granted an interview, let’s just say it’s highly
unlikely unless your father is the Board President or your
sister owns the management company.  

Do you have the overall skill set to move up or is it just an
opportunity for the ‘Peter Principle?’ 1 Before sending out
your resume, you must realistically evaluate your abilities.
Just because you are a terrific portfolio manager doesn’t mean
you’ll make a great on site manager. Just because you are a
great on site manager doesn’t mean you will make a great
management company executive.  And just because you are
great at any of those jobs doesn’t mean you’ll make a great
marketing director for a vendor. Usually, your skill set and
personality fits the work in which you perform best. If you are
in need of defined tasks you probably won’t make a great
sales person.  If you are better at numbers than with people,
you probably shouldn’t be a manager. Carefully evaluate
what you can do – and importantly, who you are – before
applying for a particular position. Make no mistake: The
employer will look to your resume to provide the supporting
skill set for any position for which you apply.   But let’s say
you really do want to move up in salary or prestige.  What do
you do?  

The fix: 

If you want to move up to the new ground look for ways to
test yourself and see if that new ground is for you. If you want
to be in executive management ask for more responsibility
than your current position.  If you are portfolio and would
like to be on site, think of working your way to the larger
associations within your company.  Get the accreditations and

4
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1 The theory that employees within an organization will advance to their

highest level of competence and then be promoted to and remain at a level at

which they are incompetent.[After Laurence Johnston Peter (1919–1990).] 

http://www.answers.com/topic/peter-principle?cat=biz-fin

education that will provide some training for these advanced
positions. If you are looking to large-scale site positions, many
of those managers have a BS / BA degree and many a
Masters’. Don’t be afraid of going back to school for a degree,
and for sure enroll in the PCAM program.   If you are thinking
of moving into sales, take marketing classes. Check with your
vendor friends in sales and ask them the truth about the job:
How they deal with the uncertainty of a commission-based
paycheck? Don’t just thrash around in the dark. Find out what
you need to know about the positions you want, analyze
whether or not they are a “fit” for you, and find out what you
need to do to get there. No one is successful purely by
accident. This is called career awareness and career
management. 

Issue # 3: The Geographically Challenged 

Picture this: 

You are a manager. You have all the right goods. You have
applied for a position that is a 45 mile, 1 ¾ hr commute,
minimum, in a major metropolitan area. You can’t get a return
email or call from the employer to whom you have sent your
resume. You wait. You are bummed.  Or…

You are a well-qualified portfolio manager in New Jersey.
One snowy New Year’s Day, you are watching the Rose
Parade in Pasadena, California and think – “Wow… I want to
move to California (or, Florida or Nevada).  It’s so clear and
beautiful and no freakin’ snow!”  That day you resolve to get
a job in California, where, as luck would have it, there are
hundreds of association management firms. You start sending
out your resume to dozens of those firms. You wait. You are
never contacted. You are bummed.

If either of these sound familiar, you are likely geographically
challenged to the employer. 

The fix

For you local folks in commuter nightmare areas…. In-house
associations and management companies are rightly
concerned about people with a long commute. Despite
assurances of “I love to drive! I’m a road warrior!” reality is
that is sucks to be stuck in traffic for several hours of the day
and employers know this. You probably need to look a little
closer to home or move. 

… For you cross time-zone folks…. Unfortunately, many of
the states that have better weather conditions are some of the
most regulated when it comes to being a management
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ON SITE MANAGER/EXECUTIVE
POSITIONS

ARIZONA
To 85k - Manager sought for large scale
property under construction. Position works for
a developer. Experience preferred. Employees,
amenities. Hi end portfolio managers will be
given consideration. For a job description go to
www.adamen-inc.com Code 3.05

CALIFORNIA
To 115k+ – Coachella Valley (Palm Springs
area), on site manager, PCAM preferred,
moving stipend, benefits, works for a mgmt.
firm. Start date ASAP.Code 5.05

To 95k – Large-scale property in S. Orange
County. This position works for a management
firm. Code 5.05

To 85k – Master Association GM sought in
Menifee, CA. This position works for a mgmt.
firm. This position is on hold until 6/08
However, applicants are encouraged to apply. 
Code 5.117.1

To 75k – Sr. Community Mgr. for portfolio and
supervisory duties. San Diego. 
Code 5.03

60-75k – Three managers needed for on site hi
rises in San Diego. Salary commensurate with
building and experience. Positions work for a
management firm. Code 5.08 

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 

OREGON
To 80k + bonus – Portland area - 1900+
residential units (mix condos town homes, SFH,
apts., some commercial) 5 FT employees +
seasonal staff. $1.2MM budget, playground,
parks, pond, etc. Moving stipend available.   
Code 38.04 

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 

This just in as we go to print!
DALLAS * CHICAGO * DENVER *

WASHINGTON DC

To 100k + bonus - Large national banking firm
seeks qualified individuals as account
Relationship Managers (sales and marketing) to
work the HOA and real estate development
industry. The ideal candidate will have contacts
in the specific locales and have existing industry
involvement. Banking knowledge and
expereince a plus. Full benefits. 
Code 5.121

To 69k to start, salary + draw – Large national
banking firm specializing in HOA industry
seeks account representative in N. California.
Position is home-based, has great potential and
room to grow. Limited travel. Excellent
opportunity to make your management contacts
work for you. Full benefits. Code 3.16 

COLORADO
To 75k base salary + commission – National
community association services firm seeks
account rep. based in Colorado. This position
has a home office and will work entire territory.
Full benefits, room to grow. Code 3.14.1

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: Location: Phoenix area.  

Code 3.06.1 

45k Portfolio: Location: Phoenix area.   
Code 3.02

To 48k Portfolio: Location: 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: Redwood City, CA.  
Code 5.40 

To 55k – Portfolio: Location: Hayward, CA. 
Code 5.22

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

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

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

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

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

CALIFORNIA, SOUTHERN 

SAN BERNARDINO
To 55k -- Portfolio: Location: Corona, CA.  
Code 5.02.3 

LOS ANGELES AREA
To 50k -- Portfolio: Location: Cerritos, CA
Code 5.33.1 

To 53k -- Portfolio: Location: Culver City, CA
Code 5.33.2 

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

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

To 50k – Portfolio: Location: S. Orange County,

continued on next page

FILLED

JULIE SPEAKS!
We are booking speaking and facilitation engagements for 2008 and 2009.

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. 

February 28, 2008.....Subject: Top Traits of Great Boards/Managers, 
Location: Austin, TX, Austin Chapter, CAI

March 15, 2008.....................................Subject: Time Management 101,
Location: Jacksonville, FL, NECAM

May 2, 2008.................Subject: New Blood, Where will it come from?
Location: Orlando, FL, CAI National Conference

May 15, 2008.........................................................................Subject: TBD,
Location: Long Island, NY, Long Island Chapter, CAI

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

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

October 10, 2008..................................................................Subject: TBD,
Location: Palm Desert, CA, Coachella Valley Chapter, CAI

October 23, 2008..................................................................Subject: TBD,
Location: Seattle, WA, Managers-Only Meeting, WSCAI

November 13, 2008.........................Subject: Start off on the Write Foot,
Resume Writing for Community Managers

Location: San Francisco, CA, SF High Rise Managers Group

Here’s what attendees say about Julie:

“Good information, her energy level is fantastic”
“Fast paced, enthusiastic, good ideas”

“Excellent speaker”
“Speaker was amazing”
“Valuable information”

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

Lastly, when you do move on, do it with purpose and
forethought. Evaluate any company before you send your
resume to them.   Is it equal or better than your current
employment? Does the move make career sense or is it just an
escape from a petty something you don’t like?  Your resume

will reflect either quite obviously to experienced eyes.
Managers – think before you jump - manage your career.

Issue 2: Lack of qualifications

The next issue on the why-can’t-I-get-interviewed hit parade
is a lack of qualifications for the position for which you
applied.   Although I do admire the spunk and spirit of those
applying for an executive job after having managed a
portfolio for about two years, I don’t admire the exhibition of
disregard for reality. I know they are thinking, “If I can just
get to interview, I could nail that job!” The harsh reality is
there are very few people who could pull that off.  Here are
some basic points to think about before you send your resume
in for a position advertised: 

Have you ever actually held this type of position before? It
would seem a no-brainer, but really – have you ever held a
position that is similar to the one for which you applied? Or,
is your current job a preparation for the one you applied?   For
example, let’s say you are a portfolio manager and you apply
for a large-scale, on site position which manages 25
employees and a multi-million dollar budget. Granted, both

FILLED

http://www.adamen-inc.com/Jobs-Available~70315~12525.htm
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CLASSIFIEDADSIn a 
nutshell ...

Can’t Get the Interview?
3 very common reasons why

The Downward Spiral. Are you on a downward spiral and
don’t even know it? Here’s the test: In less than 5 years you
went from working for a top company to the near bottom of
the food chain – from an A company to a C company. You
know it, you hate it, and it shows. You quit, or get let go. 

Get employed as soon as possible. Suck it up and work for a
minimum of two years at the same company.

Network. Most jobs are found through the system of
networking and referral, not through shot-gunning your
resume out to every entity within a 50 mile radius

Move. Handled wisely you can leverage yourself up with
such a move especially if you are moving from a state with
very complicated regulations, such as California or Nevada,
to one less regulated, such as Oregon or the Carolinas.  

Don’t do it again. You can get yourself out of the downward
spiral once, but usually not twice.

Lack of the right qualifications. Have you ever actually held
this type of position before? Is your current job preparation
for the one which you applied?   

Do you have the overall skill set to move up? Before sending
out your resume, you must carefully evaluate what you can
do – and importantly, who you are – before applying.

The Geographically Challenged: For you local folks in
commuter nightmare areas…. Despite assurances that “I love
to drive!” reality is that is sucks to be stuck in traffic for
several hours out of the day, and employers know this. 

…And for you cross time-zone folks…. Unfortunately, many
of the states that have better weather conditions are some of
the most regulated when it comes to being a management
professional.   Do your homework first, and see what the
industry requirements are in the state of your choice. 

Next – move there. You are far more desirable to interview –
and get hired - if you have already moved, not if you “will
move if offered a job.”

Can’t get an interview? What we all need to do is have career
forethought. My experience is that success is not an accident.
It’s a conscious choice. 

CA.  Code 5.04

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

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

To 55k – Location: Hemet/Temecula area.  
Code 5.33

SAN DIEGO AREA
To 75k – Sr. Community Mgr. for portfolio and
supervisory duties. San Diego. Code 5.03 

To 60k -- Portfolio: Location: San Diego, CA.  
Code 5.38

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

To 48k -- Portfolio:  Location: Carlsbad, CA.  
Code 5.08 

To 50k -- Portfolio: Location: Oceanside, CA.  
Code 5.13 

VENTURA COUNTY
To 55k -- Portfolio:  Location: 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.shtml

To 75k base salary + commission – National
community association services firm seeks
account rep. based in Florida.  This position has
a home office and will work entire territory. Full
benefits, room to grow. Code 3.14.1

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

To 50k – Portfolio with some supervisory duties

on Maui. Code 12.02
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 manage)  to
manage associations in NV. For more
information obtaining your NVCM license, go
to://www.red.state.nv.us/CIC/cam_certificate
.htm For additional information, you can
contact instructor Sara Barry at  seblv@aol.com

To 55k -- Portfolio: Location: Las Vegas, NV.  
Code 34.03 

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

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

To 40K -- Portfolio: Location 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: Location: Portland, OR.  
Code 38.01 

To 42k -- Portfolio: Location: 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 45k – Portfolio: Location: San Antonio, TX
Code 44.15.2 

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: Location: 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 

To 90k – Portfolio manager sought experienced
in developer accounts. Code 47.0 

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

where you want to be. 

The fix

Get employed as soon as possible. Unfortunately, you are
likely now limited to the near- or very-near bottom of the
management company food chains.  If you want to get back
your stature and stay in this business, you must make hard
choices and the first one is to suck it up and work for a
minimum of two years at the same company. This is not the
time to be a quitter.

Network. I don’t care if your new company pays for it or
not: Network at your local professional organizations. Get
involved, meet others in the industry. Most jobs are found
through the system of networking and referral, not through
shot-gunning your resume out to every entity within a 50
mile radius. You need to show people you are on track and
reliable. 

Relax, it will take time to heal. Realize this is a process  of
digging yourself out of the hole you are in.  Getting in the
hole didn’t happen over night;  It may take a few years for
you to get back to where you are able to secure a position
with an “A” company. Think big picture: Where do I want
to be in 5 years? And know it will take you some time to get
there.  

Move. Depending upon just exactly how big a hole you are
in, sometimes the only way to get a fresh start is by moving
to another locale, potentially out of state (if you can).
Locally, you may be considered “damaged goods” beyond
your ability to repair.   Take heart, a move can be a very
positive process if you let it..    Your work skills can be
viewed as very desirable outside your state and handled
wisely you can leverage yourself up with such a move.  If
you are moving from a state with very complicated
regulations, such as California or Nevada, to one less
regulated, such as Oregon, Washington, the Carolinas, etc.,
you can do extremely well.   

Don’t do it again. You can get yourself out of the
downward spiral once, but usually not twice. My advice is
to take stock of the reasons you have left your previous
positions and honestly evaluate those reasons. Were they
valid?  Having helped a few folks out of this mess, and
advised dozens more, this reflection often results in the
revelation that maybe things weren’t so bad at the “A”
Company (or “B”) – maybe it was just an over-reaction to a
situation that truly wasn’t as untenable as it was originally
thought to be. 

Can’t get the interview? from page 1

continued on page 3

For Sale 
HOA Management 

Service Firm 

Developing Southeastern Coastal Region
More than seven years steady growth.

Growing maintenance division
25 association contacts with 3000+ units.

Ideal for expansion or 
new owner relocation

Management Fees    $440,000
Maintenance Income    70,000
Other Fees                   32,000

Total………..$542,000 annual

Great opportunity for someone looking 
to get into a warm climate!

Email us at info@adamen-inc.com

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


Last month we
discussed resumes,
and how a well-

executed resume is going to
be key to obtaining an interview. For this
month’s discussion, let’s assume the quality
and format of your résumé is stellar: No typos,
correct acronyms, professional email address,
etc. You send it out diligently and wait
patiently for  responses.  But you just can’t
seem to get an interview. There are several
reasons why this may be, but let’s talk about
the top three reasons that I see: Your career
path thus far, your qualifications and your
location. Let’s talk: 

Issue 1: Poor Career Path

The Downward Spiral. Are you on a
downward spiral and don’t even know it?
Here’s the test: You used to work for an “A (-
rated)” company, but left it after a year or two
because you didn’t like - something. Maybe
you were bored. Maybe you didn’t like the
dress code. You then went to a “B” company
that was more than happy to hire you because
at the “A” company you received very good
training and likely will be better than their
own hires. In fact, you even negotiated a
slightly higher salary for yourself. Time goes
by, you wow your accounts and your “B”
company boss. Life is good, you think. I made
a good career move!

Fast-forward 8-12 months. You are making
more money, you are doing well with your
accounts… Everything is sort of ok… Gee, it’s
still a “B” company, and they just don’t do
things like your old “A” company. The account

load may not be as good as you were used to.
Your boss may be less attentive; they are a bit
disorganized and somewhat disheveled and it
seems to be all you can focus on.  A certain
amount of restlessness sets in with you. After a
period of time, that restlessness becomes
dissatisfaction or resentment. You decide to
leave for better pastures after having been
there 12-18 months. You are thinking, ok, I can
now either go back to my previous position at
the “A” company, or I can go to work for
another “B” company, but at the moment none
of them are hiring. Now comes the job with the
“C” company. Not a good career choice. 

Fast-forward  6 months at the “C” Company.
You wowed ‘em with your outstanding
management ability all right, but the accounts
are all 20-year-old condos, and a couple more
accounts were just added because someone
quit. The company doesn’t pay for your
continuing education nor allows you to attend
networking or educational functions – they
can’t afford it. Not to mention your computer
is old and you have to share a printer with 10
other people in the office. You no longer have
an assistant. Your designations lapse because
the “C” company can’t pay for your continuing
education.  And there you are – in less than 5
years you went from working for a top
company to the near bottom of the food chain.
You know it, you hate it, and it shows. You
quit, or get let go. And here you are – in a very
big pit you dug for yourself, unable to see any
way out. Now, you are only being interviewed
by “C” companies. If any part of this sounds
familiar, you are on the Dreaded Downward
Spiral. But there is hope for you to get back to
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