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The CEOQO's First
100 Days.

You don't need a listening tour. You need a strategic system that produces
clarity before the window closes.

before the organization decides who

100 Days Jou are

of new CEOs say they wished they

4 6 % moved faster

your competitors are not waiting for

Da.y 1 your listening tour

The Listening Tour Trap

The conventional wisdom for every new CEO is the same: spend your first 90 days listening.
Meet every stakeholder. Understand the culture. Build relationships. Do not make any big
moves until you have the full picture.

It sounds wise. It is also a trap.

Here is what actually happens during a 90-day listening tour: the organization watches. Every
meeting you take, every question you ask, every nod you give is being interpreted as a signal.
By day 60, the narrative about who you are and what you will do is already set — and you
have not made a single strategic decision. Meanwhile, your competitors have had three
months of uncontested moves. Your board is getting impatient. Your best people are deciding
whether to stay or start taking calls from recruiters.

The listening tour is not wrong. Listening is essential. But listening without a structured
framework for converting what you hear into strategic decisions is just expensive tourism.
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What the First 100 Days Actually Require

The most effective CEO transitions we have supported share a common pattern. They do not
choose between listening and acting. They build a system that does both simultaneously.

DAYS FOCUS OUTCOME

1-30

30-60

60-90

Day 100

Why Al Changes the First 100 Days

Rapid strategic assessment: external
forces, current assumptions, financial
reality

Leadership team alignment: vision clarity,
product-market priorities, capability gaps

Execution architecture: metrics set,
project portfolio consolidated, 90-day
actions committed

Board and organization can see the
strategy, the logic behind it, and the first
results

One-page view of what is actually

happening — validated, not assumed

Explicit strategic choices made Vvisible.
Disagreements surfaced and resolved.

Strategy connected to P&L with quarterly
cadence established.

Credibility  established.  Momentum

created. Window captured.

The traditional barrier to moving fast in a CEO transition was information. Understanding the
competitive landscape, validating assumptions about the business, assessing capability gaps
— all of this took time. Weeks of interviews. Months of analysis. By the time you had the full
picture, the window had narrowed.

Al compresses this dramatically. External market analysis that took six weeks can be
surfaced in days. Competitive benchmarking, customer segment analysis, financial pattern
recognition — all accelerated. The new CEO walks into leadership sessions with better
information than any prior transition, faster than anyone expected.

This does not mean making reckless decisions quickly. It means making informed decisions

within the window where they have the most impact.
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CASE IN POINT: Newly Appointed CEO — $900M North American Services
Company

Situation: Incoming CEO of a PE-backed services company with a 4-year hold period already 18
months in. The prior CEO had left without a coherent strategy. The board wanted a plan in 90 days.
The conventional advice: take your time, do a listening tour, present to the board at the 6-month
mark.

Approach: We worked with the new CEO to run a compressed strategic assessment. Al-assisted
market analysis in week one. Structured leadership sessions in weeks two through four — surfacing
where the team was aligned and, critically, where they were not. By day 45, the CEO had a
validated view of external forces, explicit product-market priorities, and identified two capability gaps
that were bleeding margin.

Result: Board presentation at day 75. Three strategic priorities, four signature projects,
six metrics. The board approved additional investment in the two priority segments. By
the end of the first quarter in the role, two underperforming business lines were flagged
for restructuring and one bolt-on acquisition was in diligence. The PE sponsor
described it as "the fastest value creation acceleration we have seen in a portfolio
company transition."

The Signals You Send

Beyond the strategic value, there is an organizational signal that matters enormously. When a
new CEO arrives with a structured approach — not a pre-baked plan, but a rigorous system
for developing one collaboratively with the leadership team — it communicates something
powerful:

* To the board: This CEO has a methodology. This is not going to be a guess-and-hope
transition.

* To the leadership team: We are going to build this together, but with structure and
pace. Your input matters, and so does your accountability.

« To the organization: There is a system. Decisions will be made. Direction will be
clear.

« To competitors: The transition period is not a vulnerability. It is an acceleration.

What Most New CEOs Get Wrong
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The mistake is not moving too fast or too slow. It is confusing activity with strategic progress.
Reorganizing the leadership team is not strategy. Launching a cost-cutting program is not
strategy. Announcing a new vision statement is not strategy. These may be necessary
tactical moves, but without a structured strategic logic connecting them, they are just noise.

The CEOs who win their first 100 days are the ones who build a connected strategic system:
assumptions validated, vision chosen, bets explicit, capabilities identified, metrics set,
projects prioritized, and a quarterly cadence established to keep it alive. Everything else flows
from that.

Your first 100 days are not about having all the answers. They are about building

the system that produces the right answers — and keeps producing them every
guarter after.

YOUR NEXT MOVE
Ask yourself and your leadership team these questions this week:

m If you are entering a new CEO role: do you have a structured methodology for
your first 100 days, or a loose plan to "listen and learn"?

m If you are a board member: what system are you providing your incoming CEO
to accelerate strategic clarity?

m If you are a PE sponsor: how fast do your portfolio company CEO transitions
produce a connected, executable strategy?

Start the Conversation
Thinking Dimensions Global works with CEOs of $300M—$4B companies to build strategies

that connect to P&L outcomes. We facilitate decisions and help leadership teams own
execution across four continents.

Schedule a call: tlewko@thinkingdimensions.ca

Visit: thinkingdimensions.com

Read the book: MOVE: Al-Powered Strategy for a Fast World (Routledge, 2025)

Vancouver ¢ London ¢ Milan ¢ Singapore « Mumbai ¢ Sydney
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