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Job Description
NHS Professionals 

Job Title		Regional Workforce Services Director
Grade			<tbc>
Reporting to:	Managing Director, MSP
		Dotted line into Director of Workforce Services
Location		Hemel Hempstead/ Leeds 
(Ability to work remotely)












Role Summary

The Regional Workforce Services Director is a senior leadership position responsible for the complete oversight of NHS Professionals' (NHSP) services and business development within their designated region. 

This pivotal role encompasses strategic leadership, operational excellence, business growth, and senior stakeholder management.

The Regional Workforce Services Director will lead regional teams to ensure outstanding service delivery across all NHSP offerings, holding full accountability for regional revenue and margin targets. 

Acting as the senior representative for NHSP in the region, the Regional Workforce Services Director will build and maintain strong, trusted relationships with C-suite executives at NHS Trusts and leaders within Integrated Care Systems (ICS). 

This role is crucial for shaping regional strategy, driving innovation, and ensuring operational performance aligns with the broader organisational vision.





Organisational Position (Illustrative) (May vary according to Client and geography)





Key Responsibilities
Customer & Contract Management 
· Manage incumbent customers within the region, ensuring KPI’s and contractual obligations are delivered in full. 
· Ensure NHSP remains the preferred partner for flexible workforce solutions, by demonstrating measurable value and impact
· Champion a customer centric approach, ensuring excellent service delivery 
· Maintain and enhance value for customers through ongoing service excellence. 
· Drive customer satisfaction and retention by proactively addressing challenges and opportunities.  
Operational & Service Excellence 
· End-to-end oversight of operational delivery of NHSP services (Bank, MSP, Gateway, Doctors, International, etc.) within region
· Lead regional teams (matrixed with national functions) to deliver high performance.
· Own regional revenue & margin targets, including renewals and new business.
· Ensure efficient budget management, driving cost savings while maintaining quality. 
· Implement innovative models and solutions to achieve continuous improvement. 
· Oversee accurate forecasting, pipeline management and performance tracking
Growth & Business Development 
· Design and execute a data-driven regional sales strategy aimed at exceeding annual revenue and margin targets. This includes identifying key growth markets, target clients (Trusts, ICBs, etc.), and competitive positioning strategies.
· Systematically analyse the existing client portfolio to identify and capitalise on up-sell and cross-sell opportunities for services like MSP, Gateway, and International recruitment. Creating and presenting tailored proposals to expand service lines and deepen partnerships. Identify and secure opportunities for incremental growth within existing accounts. 
· Monitor emerging needs e.g neighbourhood health centres, new staff roles) and work with the central bid team to add them into propositions and options under MSP & National Bank products.
· Champion transformation, including Salesforce and workforce innovation.
· In regions with fewer incumbent customers, lead, building relationships from the ground up, drive the end-to-end sales cycle for new business opportunities. This involves proactive lead generation, qualifying prospects, delivering compelling presentations to C-suite stakeholders, and leading negotiations to close high-value, multi-year contracts.
· Maintain a robust and accurate sales pipeline using Salesforce. Responsible for providing precise monthly and quarterly forecasting and regular performance reporting to senior leadership.
· Translate complex customer workforce challenges into tailored, commercially viable solutions. Working closely with the central bid team to construct winning propositions and articulate a clear value proposition that differentiates NHSP from competitor.

Relationship Management & Stakeholder Engagement 
· Act as the senior face of NHS Professionals in the region, representing the organisation at system-level forums and with executive leaders.
· Engage with senior stakeholders and C-suite leaders to establish NHS Professionals as a trusted partner.
·  Build and maintain strong relationships across the Integrated Care System (ICS) and other regional partners. 
· Influence at senior levels to secure engagement and long-term partnerships. Commerciality & Market Awareness 
· Maintain strong competitor knowledge to inform strategy, identify threats, and spot opportunities. 
· Collaborate effectively with Shared Services, Transformation, Bid & Implementations and People teams to deliver seamless end-to end service
· Own senior-level relationships with NHS Trusts C Suite, ICBs and ICSs to retain and grow market share
· Balance commercial pressures with the need to deliver sustainable and innovative workforce solutions.
· Seek creative ways to enhance value for both customers and NHS Professionals in a low-pricing market. 
Leadership & Strategic Contribution 
· Take a leading role in shaping regional workforce service delivery and growth strategies. 
· Contribute to national business planning by providing insights from the region. 
· Drive alignment between regional needs and the wider organisational vision.




Key Accountabilities:

· Management of the Head of Workforce Service and CSMs (where applicable)
· Act as a visible senior leader, modelling the desired culture and holding the team accountable to high standards and key performance indicators.
· Ensure governance & compliance across service delivery.


Key relationships:
· Externally: Trust CEOs, HRDs, COOs, FDs, ICS/ICBs, framework providers (HTE, CCS, LPP).
· Internally: COO, CNO, CPO, Transformation Director, product leads (e.g. Doctors, Gateway, etc.), legal and compliance, HRBP, FBP.
Key Values:
In addition to undertaking the duties as outlined above, the job holder will be expected to fully adhere to the following: 
· Equality and Diversity
To act in accordance with NHS Professionals’ Equality and Diversity Policy - this is designed to prevent discrimination of any kind.
· Health and Safety
Ensure that all duties are carried out in line with NHS Professionals’ Health and Safety Policy.
· Corporate Image
Always adopt a professional image.
· Risk Management
Responsibility for reporting complaints, incidents and near misses through the relevant channel.
Responsibility for attending health and safety training as required.
Responsibility for assisting in risk assessments.

· Scheme of Delegation
To comply with the Scheme of Delegation - this requires any employee to declare an interest, direct or in-direct, with contracts involving the organisation.




PERSON SPECIFICATION

	Criteria
	Essential
(When applying for this job it is important you fulfil all these essential requirements. 
If you do not you are unlikely to be interviewed)

	Desirable
(When applying for this job it is desirable you fulfil these requirements.  However, if you do not, you may still apply and may be interviewed)


	Qualifications and Knowledge:

	· Educated to Masters’ level or equivalent level of working experience at a Senior Management level
· Awareness, understanding and adherence to the GDPR and Data Protection Act (1998)
· Understanding of and commitment to Continued Professional Development
	· Leadership/Management 
     qualification 

	Experience:

	· Proven experience in senior leadership roles within workforce services, healthcare, or related industries. 
· Strong track record of managing customer accounts and delivering contractual obligations effectively. 
· Demonstrated ability to balance operational excellence with business growth objectives. 
· Commercial acumen with experience managing budgets, driving cost savings. 
· Proven track record in developing and executing regional sales strategies that result in tangible market share growth.
· Demonstrable success in new business development, including proactive lead generation, robust pipeline management, and closing complex commercial deals.
· Experience in identifying and capitalising on opportunities for incremental growth and cross-selling within existing client accounts.
	· Knowledge of NHS policies 
· Understanding of NHS challenges and workforce


	Communication and People Skills:

	· Proven success in developing and maintaining C-suite and senior stakeholder relationships. 
· Ability to build and maintain strong relationships from the ground up with customers, Integrated Care Systems (ICS), and other regional partners.
· Exceptional communication, negotiation, and influencing skills are essential , particularly for influencing at senior levels to secure long-term partnerships
· Championing a customer-focused approach to ensure excellent service delivery and enhance value for clients.
· Acting as a visible senior leader who can model the desired culture and collaborate effectively with internal teams like Shared Services, Transformation, and others to deliver a seamless service.
	

	Organisational Skills

	· Must be a strategic thinker with the ability to shape regional service delivery and growth strategies. This includes translating market insights and workforce needs into innovative service models and solutions.
· Responsible for the end-to-end performance and operational delivery of all NHSP services within the region. This includes overseeing accurate forecasting, pipeline management, and performance tracking.
· Resilient and adaptable leader who can manage in both growth-focused and service-focused environments.
· Demonstrates strong commercial acumen, with experience managing budgets, owning revenue and margin targets, and driving cost savings while maintaining quality.
· Must be able to manage customers to ensure all contractual obligations are delivered in full and that governance and compliance are maintained across all service delivery

	

	Specialist Knowledge and Skills

	· Excellent understanding of workforce planning, healthcare systems, and the challenges of low-pricing environments.
· Strategic thinker with the ability to translate market insight into innovative service models.
· Strong competitor awareness and ability to anticipate threats and opportunities.
· Expertise in solution selling, with the ability to translate complex customer workforce needs into tailored, commercially viable proposals.
· Advanced commercial negotiation skills with a history of securing profitable, long-term contracts.
	

	Physical Skills:
	Must pass pre-employment health assessment.
	

	Equality

	Candidates should indicate an acceptance of and commitment to the principles underlying NHSP’s Equality and Diversity and Health and Safety Policies.
	





Regional Workforce Services Director


Trust Operations  Mangers


Trust Services Partner


Trust Recruitmnet Coordinator


Flexible Worker Advisor


Client Services Managers


Heads of Workforce Services  (where regionally required)
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