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for S Can you deliver great results in 101 fouowuson
g days — or less?
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OV ducation & Training
> Thought Leaders Are you fully prepared for the challenge of promotion or a new job? Alan
= Denton, MD of executive coaching company The Results Centre has
‘iggﬂ'h“"ﬂf‘“e advice to help you achieve great results in 101 days (or less).
—— Spomsor
The aw atiracts some ofhe most ambious,assurd and
Regions

driven people. However, even those wih bags o
confidence and years of experience can struggle when
promoted to a new role, particularly
thive on challenge, but n a high-pressure indusiry

Heidrick & Struggles found that 40 per cent of senior
TRavELERST PRACTICE AREAS executives falor leave within 18 months of starting in a TRAVELERS

in 2 new firm

. B new position

> Counting the real cost

T With the cost of an unsuccessful appoiniment estimated at around 2.5 imes the

" individual's annual salary, these stafstcs, and many ofhers like them, highiight an

ference & pensive problem for the legal indust
THE LAWYER My job, working wih senior execuives and pariners in law, finance and property, is
SUPPLEMENTS toensure that they are effective in their new role within 101 days or less (evidence
B suggests that the frst three months are directy indicafive of long-term performance). In

el orderto achieve this, hese highly experienced people focus on certain key areas, defining

> Thel specifc objectives that are directly relevant o thei role and organisation

. -

> What's the bottom line?

5 er Susine

k c Whether you are a lawyer, pariner, associate or execuive, you need fo d tom-ine.

results fast.Identify these from day one, ie what are the crifcal KPIs; what results do you

SPE: pect from your team? Communicate and agree them 50 you ensure the engagement of

SUPPLEMENTS staff around, above and below you. Make sure you enrol your new boss andlor seniorfiead

> H pariner and the wider organisation in what these resus will defiver: lower costs, more:
cients, higher bilings or whatever the key deliverables are in your new environment

OTHER
Stretch yourself

> a

> Toget you are now, you have already achieved a great deal. Think about how you

N have deiivered real siretch resuls in the past. What have you seen others deiivr, either

directy from your own experience o from afar? What set apart the great leaders from your
previous fims? How did they oulstip their peers? There's a good chance that they created
great relationships, had a vision of where they wanted o go (even ithout he knowledge

of how to get there) and that they made siretch requests of themselves and ofhers around
them

Most senior awyers enter a i on the back of an agreed business plan. Callhis the
cake, and then create for yourself a picture of what the icing might look and taste like.
Enrol your team in achieving sietch goas ffom day one — ask them what the icing looks,
Tk, and you'll be amazed at what they come up with

The need to know

but knowledge is povr, and the acquisiion of the right knowledge is even
at do you need to know about the fole and the business fo enable.

ifyou are i the later, you'l soon become fustrated. D i
and early experiences 1o help you be specifc about what you actualy need fo do on a day
to day basis and use this as a daily reinforcement exercise. Enrol and engage at all evels
building great relationships - even with people that you may not k.

Adaptto the culture

Each firmis different. How would you describe your new organisation's cultue at th
ofthe first day, frst week, first month? Write down your impressions. Is it herarchical or
more egalitarian - task focused versus people focused? Adapt your leadership approach fo
suitthe cultural climate.

Be unique

in such a compeitve arena, you have to offer something that no on:
esses to create an action plan

e doss. Use past

>What have | done inthe past tha

was extraordinary?

>What have | seen other bosses do?

» Wt sare e when bk about dlvetn . bt douered ok make
ference to my boss, fo s, o me?

Don't be afraid to inovat: for example, suggest a new service that your fim dossnt
currenty offer. When we suggest this to clients, they offen assert that There is nothing
new’ Wit there istruthin hi, they may be ignoring the comfort context. All
organisations, including law firms, getino the comfort groove and your task as the new
person n the team is o bring something fresh.If you have a plan that is well thought out,
this fsn't as difficult as t may fist appear.

Communicate, engage, enrol

You have established a clear vision - now communicate it o your department, division and
where appropriate, across your firm. Define what enrolment and engagement means fo
you and think about how to engage your new team. Consider teams that you have worked
in - what made them successful, what did they achieve and how were t
Define your key milstones for success and communicate them. Relationships are crucial
and need to be consciously created through effective communication — not all of which will
be verbal.

Make an impact

Results are everything in aw — inevitably you villbe judged on thos resuls. How do your
actions impact on external and infemal stakeholders? As  director or pariner, how wil
impact pariner, shareholder and company value? As an executive how willyou buid
strategic growth and aliance opportunities? As a senior manager, h
e, mor poftale and tynanic exirmal rlationaips? Allof hese i crete lond e
growth and sustainabilty within your firm.

You may think that ore than ready for the nex! challenge — but the realty can
somtimes tove a e it Howeve, ivestngyou v sirscued panning and
preparation willgo a long way to ensuring that you are able {0 deliver amazing results in
101 days — orless

‘The Results Cenre uses a ten point template with execuive clients in a new role. For a
of the template, or more information on the First 101 Days programme, visit
i theresultscentre. com
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