
New name, new game.

In its fourth year, the Maximize: 2014 Multifamily Asset 
Management Conference—formerly known as the 
Apartment Revenue Management (ARM) Conference—
has evolved as quickly as the specialty itself.

Joshua Tree Conference Group Principal and conference 
Co-Executive Producer Steve Lefkovits recently stopped by units
to give us a behind-the-scenes preview of the conference, spon-
sored by NAA and convening Oct. 13-15 at the Omni Amelia
Island Plantation Resort in Amelia Island, Fla.
units: The conference has a new name; does it also have a

new feel? What can conference veterans expect this year?
Lefkovits: It’s very different. The intent of the conference is

to meet the needs of the many smart people who oversee every
aspect of creating asset value. Some of them used to be revenue
managers, others came from accounting. Some from the deal
side. They’re all responsible for the entire asset or entire portfolio
and have to do the heavy lifting of deciding whether a given ini-
tiative will yield incremental NOI.
We realized we can serve them more broadly by focusing on

best practices in things like revenue management, expense man-
agement and exploring hot new trends in data analytics. We also
want to look at financing, which is the most critical determinant

of value creation in commercial real estate. We’ll even dive into
innovation to bring the best new ideas in asset management to
them before they have seen them elsewhere.
Our first joint conference with NAA was a big success and it

was only about revenue management; this year, that is just 
one of five major topic areas. For the meeting in October, the
content will be a hybrid of the Apartment Revenue Management
Conference and NAA’s Green Conference—plus lots more 
content added in.
units: What are some of the big challenges facing asset man-

agers today?
Lefkovits: Based on what I hear, the main challenge of the

2014 asset manager is taking over a deal after it’s been pur-
chased. More smart people are spending more time trying to fig-
ure out how to realistically underwrite an acquisition—and at
the same time, win the deal. The realities of every aspect of opti-
mization are time-consuming and complex. Just switching soft-
ware platforms can be a painful exercise, to say nothing of the
effort involved in providing leadership to the people caught in
the transition. That alone could probably be a 10-session confer-
ence.
Beyond that, there’s a lot of NOI to be created with efficient

energy and utility processes. Taking it to the next level, we’ll have
a world-class expert who engineered the green systems at Google,
Facebook, Adobe and NSA campuses come and talk about the
new net-zero energy building in which his office is located. 
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The Maximize: 2014 Multifamily Asset 
Management Conference aims 
to reinvent industry perceptions 
of revenue management.

BY LAUREN BOSTON

No Small Order

How to ‘Maximize’ Asset Management
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Their utility bill reads zero. It’s a breakthrough in commer-
cial real estate. It’s a brand-new idea that I think can be
translated in the room to apply to multifamily.
Most asset managers will recognize the software and sys-

tems challenges that continue to evolve. Tech has brought a
quantifiable, differentiable capability to some firms—and
enhancement of the professionalization of management that
started a generation ago. But without high-priced technical
talent, getting and using data can still be an exercise that’s
more difficult than theory would predict.
units: Describe the current technology landscape in asset

management.
Lefkovits: Any asset manager who has become mired in

selecting software solutions or solving integration headaches
knows what is cutting-edge in technology—the power of
cloud-based applications. The learning curve is steep, the
cost to switch is high and most require ongoing training 
for the onsite associates, yet the value seems clear. A decade
ago, revenue management software delivered 3 percent to 
5 percent incremental revenue to early adopters. In 2014, 
the opportunities to create another 3 percent to 5 percent of
NOI are right in front of us.
Technology has brought new importance to marketing,

and new transparency to sales. And now that same trans-
parency is extending to maintenance and capital improve-
ment programs. The winner of NAA Innovation Tank at the
2014 NAA  Education Conference & Exposition was a compa-
ny called SightPlan. It provides a remarkable tech solution
for asset managers—a huge step forward in systematically 
evaluating, maintaining and enhancing properties.
Fifteen years ago, “technology” meant asset managers

had to learn how to re-wire their properties to provide cable
and Internet service. State-of-the-art meant knowing how to
run cable through risers. Today’s technology is manipulat-
ing information—sales performance data, pricing and
demand data, resident information, Key Performance Indi-
cators, cost benchmarks, data hidden in analog systems and
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A decade ago, revenue 
management software delivered 
3 percent to 5 percent incremental
revenue to early adopters. In
2014, the opportunities to create
another 3 percent to 5 percent of
NOI are right in front of us.
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many kinds of third-party
data that may or may not be
relevant, depending on the
asset strategy.
units: Who should attend

this conference?
Lefkovits: This conference

is geared to asset managers of
multifamily properties and
portfolios—the unsung heroes
who spend their time weaving
a cohesive whole out of the
competing demands of the
enterprise to keep it all a prof-
itable whole. Some will have
responsibility for eight proper-
ties, and some will have
responsibility for 200. Some
will come from classic owner/general
partnerships and some from large LPs
that own assets in multiple funds. Our 
advisory board spans insurance compa-
nies, developers, sponsors and funds. The
brainpower we expect is incredible, and
everyone has a few stories to share, even
if it’s just over a cocktail with a neighbor.

units: With so many industry events
vying for everyone’s time, why is this one
worth their attention?
Lefkovits: This conference is 

for people who are trying to extend 
themselves and their companies and
move their processes along in a 
manageable way so that they stay in 

the upper-third or upper-half of
performers. We are going to try
to focus more on the things that
attendees may not know, rather
than confirm what they already
know.
People leave our conferences

exhausted from learning and
with an action plan. It’s a com-
pliment when I hear folks say
they haven’t finished imple-
menting the previous year’s
learning when the conference
rolls around again. This confer-
ence isn’t for everyone; just the
people who are collectively
pushing the edge, and are 
willing to share to get some-

thing in return.
Sure we’ll have fun, and the network-

ing is terrific. And yes, Amelia Island is
absolutely gorgeous. But our goal is to
help attendees perform better—and 
yield more from the same assets. 
And we are the multifamily event for
executives who think the same way. 
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For more on the conference, 
visit bit.ly/Maximize14


