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MODULE 88 // STRATEGY N

The Strategic Blueprint: Your First 90 Days

A tactical framework to accelerate integration, build credibility, and transition from new hire to owner.

Based on the 30-60-90 Day Plan Methodology



The difference isn't talent. It's strategy.

The Trap: Winging It The Solution: The Blueprint

S

X Reactive behavior \ l v/ Intentionality

X Slow integration ‘ ’ v/ Speed to impact

<

Your questions in month one reveal more about your
intelligence than your answers in month six.



Three Sprints to Ownership
The Roadmap

DAYS 1-30 DAYS 31-60 DAYS 61-90
000 e | —
ABSORPTION ACTIVATION OWNERSHIP
Focus: Learn the System Focus: Contribute Value Focus: Lead the Future

The sequence matters. Learn first, then contribute, then own.




PHASE 1: ABSORPTION (DAYS 1-30) STATUS: LEARNING

The Mission: Aggressive Listening

Your only job is to understand.

Understand the systems, 9 @
the processes, the politics,

and the people.
LISTEN OBSERVE ALIGN
Do not try to fix what you o . . , > e i
do not yet understand. SK more questions . OCUIT]EHl everything entiry mgn_agers
than you answer. in a Learning Journal. actual priorities.

THE TRAP: Trying to change everything in Week 1.

THE HACK: The Learning Journal. Validate observations before criticizing.



Tactical Tool: The Stakeholder Map

Who you know determines what you can accomplish.

~30% 30% 40%
CLASSIFICATION CONNECTION STRATEGY
NAME & ROLE Decision Maker vs. Influencer Coffee / Shadowing / Interview

ACTION ITEM:

|dentify the hidden

influencers. Who do

people go to for advice

when the boss isn't in
the room? Map them

here.




Phase 1 Deliverables

Success Metrics for Month 1

System Fluency: Functional
understanding of internal tools.

The Who's Who: Stakeholder map
completed.

Manager Alignment: Clear
understanding of Q1 priorities.

Cultural Audit: Observations recorded
in Learning Journal.
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PHASE 2: ACTIVATION (DAYS 31-60) (STATUS: CONTRIBUTING |

The Mission: Shift from Questioning to Delivering

Build credibility through reliability. It is time to move from the abstract to the concrete.

-:@ DELIVER # EXPAND |/~) SHARE

Execute small projects Network beyond your Share observations
perfectly. immediate team. backed by data.

THE TRAP: Being invisible in meetings or over-promising on massive projects.

THE HACK: The Quick Win. Small, high-visibility improvements.




Tactical Tool: The Quick Win Matrix

Filter projects to build momentum.

High

VISIBILITY / IMPACT

Low
Low

THE TIME SINK
Avoid.

RISK / EFFORT

High

Streamlining a
report, fixing a
broken process,
organizing a
team resource.




Phase 2 Deliverables

Success Metrics for Month 2

Quick Wins Executed: 2-3 small, high-visibility
improvements.

Network Expansion: Relationships established
outside immediate team.

First Project Delivery: A core responsibility
delivered with excellence.

Voice: Active contribution in meetings.
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SREADING

PHASE 3: OWNERSHIP (DAYS 61-90)

The Mission: Transition from Learner to Leader

You are no longer the ‘new hire.” Use your fresh perspective before it fades to propose
meaningful change.

K

@\

@ /H\

LEAD PROPOSE FUTURE
Take full ownership Suggest improvements Set goals for the next
of a process. based on observation. quarter (Q2).

THE TRAP: Neglecting relationships for pure task execution.
THE HACK: The Formal Feedback Request. Ask for the review before it's scheduled.




Tactical Tool: The Feedback Loop

Leveraging the ‘Fresh Eyes’ Advantage.

Observation
(Data from
@i) Learmng Journal)

4
Ask your manager:
| Am | tracking
efnng gt or against the
e e priorities we set
in Day 1?’

-—i :

e T

RFeedhack

(Formal meeting
with manager)




\
PHASE 3 DELIVERABLES

Success Metrics for Month 3

E f Lead Initiative: Ownership of one
_I major project.

« 7 Process Improvement: One proposal
,I submitted to management.

Q #” Formal Feedback: Session held to
| review first 90 days.

‘ E #” Q2 Roadmap: Goals set for the
| next quarter.

—




Avoid These Career Killers

Common anti-patterns that derail progress.

The Bull in the
China Shop

Criticizing past
work or trying to
change
everything in
Week 1.

The Ghost

Being invisible
and never
speaking up in
meetings.

The Over-
Promiser
Committing to

deadlines you
can't hitto

impress people.

e
The Islet

Focusing only on
tasks and ignoring
relationship
building.




THE Al ADVANTAGE

Accelerate your integration with these workflows.

A e e %)
4 h 4 : By
Custom Plan Generator Quick Win Identifier z
Use Al to draft your specific Input observations to identify
“=| checklist based on your job \> High Visibility / Low Risk
description. opportunities.
4 i &8 _'"1
Manager Communication Stakeholder Mapping
| E]_’_\IJ Draft concise updates and Analyze org charts and bio data
feedback requests. | to prepare for intro meetings.
N N




Your 90-Day Cheat Sheet

@ Listen & Observe
=23 Map Stakeholders

Learning Journal

@ Quick Wins

Expand Network

@ Deliver First Project

(7) Lead Initiative

@ Propose Changes
Formal Feedback

MONTH 1: LEARN MONTH 2: CONTRIBUTE MONTH 3: OWN

GOAL: Absorption

GOAL: Credibility

GOAL: Ownership

v

T “Strategy is the difference between being a new hire and being a leader.”




