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Introduction

The first 100 days of employment within any business represents a golden opportunity to make a positive impact, cement your place in the organization and build a platform for ongoing success. By day 101 you could be sitting on top of the world.

Alternatively, in that first 100 days you could relegate your future career with the organization to ‘catch-up’ mode. Even worse, some people will manage to kill their future prospects with an organization even before they get their seat warm.

Some things in your overall to-do list will be more important than others, but by the end of the first week you should have a plan in place for the first 100 days that either captures all of the following elements, or allows you to cross any of them off for a well-founded reason.


In this article we outline what’s considered best practice – derived from original research sourced from business leaders, management & leadership trainers and performance & career coaches. In addition, we have included an addendum for those people assuming sales leadership and senior sales roles in which performance can be more clearly identified – and some additional insight to maximise chances of getting off to a successful start and avoid placing yourself at early risk.

This white paper should be beneficial both to the person into whom the new hire reports as well as the new hire themselves.
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Presenting yourself - first impressions count

You are about to be introduced to more people than you can possibly remember the names of — colleagues (higher, lower and peers within the structure), team members, subordinates, internal customers, potential friends, future allies, possible critics and opponents, competition for promotion, supporters, external partners and clients.

The first impression you make will pass around the building and from one office to another a lot quicker than you will. Accurate or inaccurate, positive and negative, your picture can be painted oh so many times, and embedded into people’s minds before you have had a chance to eyeball them and shake hands. It may only be personal perspective rather than the reality but perception counts!


Prepare for meeting and greeting. You need to fit in, you need to belong apart from being a trait of our personal make-up to seek affiliation and to feel wanted, you can only successfully build that all important internal network when you are really inside the organization.


You can then make the critical decisions around, who you want or need as an ally, who is useful, who isn’t, who is important in the chains of which you are a part,

whose word counts, and who are the key decision makers. , etc.

Consider how others perceive you. At senior exec levels you need to be aware of your personal branding — “brand you”. Dress to impress: you need to look the part. Do you know what the acceptable dress code is? What observations can you draw from people you saw whilst interviewing with the company? If you don’t know, play it safe and be conventional (neutral), you can move style-wise when you are familiar.
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Building your network


The people who are responsible for your appointment are likely to be closely involved with you in the first few days. They will naturally be looking for confirmation that they have made the right choice. The more you can say and do that meets their expectations, and gives them confidence in having made the right appointment, the more relaxed they will be in their dealings with you.

The more you know about the organization before you go in, the more you will be able to engage with your new colleagues. Being introduced to a new colleague and saying, “Ah Sam, am I right to assume that you will be doing the procurement for XYZ project?” is a far better ice-breaker than asking how long Sam has been with the Company.


Plan introductions!

Be smart about how you engage conversations with key stakeholders.


If a new colleague is going to be crucial to your team, getting them on-side with a comment such as, “Ali, I am looking forward to sitting down with you to talk about your ideas for the new budgeting process”, or “Ali, I would be really interested in seeing your evaluation of the ABC proposal”, is much more engaging than some banal generality. It also sets a tone for the working attitude — “let’s get things done”. The person walking you round for introductions, probably your own manager, is also more likely to be impressed. It’s all in the preparation.

Over the first few weeks, there will be people internally that you need to engage fully with, whether they be your boss / superiors, team members / peer groups, internal customers, sources of important information or key operational interfaces.


As you build your understanding of your own role and objectives, their significance to your successful achievement should become evident, so make tactical decisions about how to win them over to provide the core of your network.


Like you, they are driven by their personality traits, values, motivation, competencies, etc. and will perform to their strengths.

If managerial accountability sits with you, the extent you will succeed with your agenda can be hugely impacted by your team.
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