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Region Managers:
A Rapidly Changing Role

Region Managers Shift to Business Managers
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Summary
Sales leadership, in conjunction with Human Re-
sources, will need to develop an evaluation cycle 
that measures the current Region Managers against 
these competencies, identifi es weaknesses, and in-
vests in the relevant skills to improve performance.  

Additionally, the leadership within the manufacturer 
organization needs to begin shifting their thinking 
and expectations about the Region Managers.  To-
day, and for the future, the Region Manager should 
be thought of more as a Business Manager than a 
Broker Manager.  This entails shifting expectations 
of planning, skills, competencies and metrics, as 
well as the resources that are available for a region.  
Strengthening the role competencies and skill sets 
of Region Managers by adopting a more strategic 
view of their role will lead to stronger organizational 
performance over time.
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About The Hale Group

The Hale Group is a consulting and advi-
sory partner assisting companies devel-
op fact-based strategies to contend with 
an evolving landscape.  The underlying 
philosophy of the firm’s efforts on behalf 
of its clients, and in collaboration with 
them, is to formulate strategies that en-
able clients to break through the market 
clutter and identify platforms for growth.  

The Hale Group has developed proven 
processes and tools to help organizations 
gain perspective on the opportunities 
and challenges within an industry.  The 
level of The Hale Group’s participation 
can take many forms from addressing the 
overall process or an individual part of the 
process. However, in whatever capacity 
we participate, the desired outcome is 
for our clients to be successful.

Our products and services include:

 Strategy

 Organizational Effectiveness

 Market Research

 Operating Efficiencies

 Opportunity Analysis

 Mergers & Acquisitions

For more information about The Hale 
Group or to view other Strategic 
Initiative articles, visit our website 
at www.halegroup.com or call us at 
978.777.9077 (Boston) or 415.285.3616 
(San Francisco).
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