The Pareto Principle
Concentrate your time and energy on the top 20%
It has many names – the Pareto Principle, the Principle of Imbalance, and the 80/20 rule—but they all mean the same thing.  Richard Kock, author of the book, The 80/20 Principle explains, “The 80/20 principle states that there is an inbuilt imbalance between causes and result, inputs and outputs, and effort and reward.”  In fact, this consistent mathematical relationship indicates that 80 percent of output comes from 20 percent of inputs, not only in the business world, but also in virtually every aspect of life.

Additionally, an article regarding the origin of the Pareto Principle by J.P. Ellenberger explains further:

 It is called the Pareto principle after an Italian economist who developed it in 1897.  It has worked all that time, and has come into wider-spread use in the past several years.

Villfredo Pareto discovered it as he was studying the distribution of wealth in several countries.  As time has gone by it has proven to be true about many other imbalanced distributions.  It is important to understand it is not an exact mathematical science like statistical quality control and other statistical treatments of problems.  The actual imbalance might be 70-30 or 90-10.  However, the imbalance exists in those proportions and therefore point to what should be taken care of first.

Twenty percent of the customers might produce 80 percents of the profits.  Or, 80 percent of the trouble might come from 20 percent of the problems.  His principle was one of the ideas that Juran and Demming took to Japan along with the other elements of improving quality they taught.  As a result, the Japanese raised their quality level to the point they caused problems for their U.S. competitors.

Its greatest value to a business, when addressing trouble or profitability, is to look for the vital 20 or so percent and focus on fixing or enhancing those elements first.  Inevitably the results will bring better performance.
It could be 20 percent of your products create 80 percent of the sales.  Those products need attention insofar as cost, quality, and every other aspect of making them available for sale.  Does that mean eliminate the other products?

Not necessarily.  They could be the “razor” to the razor blades.  It might mean paying attention to those customers, most likely the 20 percent who purchase those products, and being sure to fill their needs.

In many years I have been able to find a vital 20 percent and focus my efforts on improving or eliminating those.  At the same time the 80 percent group needed watching so they didn’t suddenly or gradually switch to the vital 20.  Never was I able to find a situation where everything was equally important at a specific time.  Nothing could be totally ignored but there was always something that was more important than the others.  In those cases I leaned very hard on those things that Vilfredo taught more than a hundred years ago. 


J. P. Ellenberger
So what does this have to do with career success?

It means that certain activities, people, and thought processes are excellent investments.  They are responsible for much of your potential success.  Wise professionals isolate these high dividend activities and people and focus on them intently.  They spend as much time as possible with the 20 percent of their associates who are particularly inspiring.  They nurture the 20 percent of their most positive thought patterns and activities to spur themselves on the new heights of achievement.  You can do the same thing!  All activities and people are not created equal.  Find those that will provide a rich payback to your professional success.
