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Head of Demand Generation
Division:           Moorepay Ltd - SMB Division of Zellis UK Limited 
Location:          Swinton, Greater Manchester
Reports To:      Marketing Director 

Main Purpose of Job:
We're looking for a strategic and hands-on Head of Demand Generation to lead our efforts in driving qualified pipeline, optimising marketing performance, and delivering short-term revenue impact. You’ll own campaign planning, paid media, lifecycle marketing, SEO and pipeline forecasting, working closely with Product Marketing, Brand, and Sales to execute high-performing demand programs.

This is a critical leadership role in a high-growth marketing team, suited to someone who’s both analytical and creative, and thrives in an outcome-driven, cross-functional environment.

Key Accountabilities:
· Strategy & Leadership
· Define the demand generation strategy to hit monthly, quarterly, and annual pipeline targets
· Own the marketing-generated pipeline goal and optimise CAC, ROAS, conversion rates, and funnel health
· Lead and coach a growing team of paid, campaign, and lifecycle specialists

· Marketing Tech and operations
· Own and evolve the marketing and revenue technology stack (e.g. HubSpot, paid media, data, attribution and partner systems), ensuring tight integration, automation, user adoption and best practice across Sales, Marketing and Partners
· Use the martech stack to identify, target and engage the right prospects, and to measure, attribute and optimise pipeline and ROI by channel, campaign, segment and partner
· Own marketing data governance, privacy and compliance, ensuring GDPR-compliant operations across all platforms, partners and processes

· Campaign Planning & Execution
· Build and run integrated, multi-channel campaigns aligned to business priorities
· Partner with Product Marketing and Brand to align messaging, creative, and campaign themes
· Drive end-to-end campaign performance: from awareness to MQL and SQL
· Leads and delivers ABM programme to drive Outbound demand generation, working collaboratively with the Business Development team 

· Paid Media
· Oversee the media plan and manage execution across paid search, paid social, retargeting, and display
· Continuously test creative, copy, targeting, and bid strategies to drive efficient pipeline

· SEO (Search Engine Optimisation) 
· Own the SEO strategy to improve rankings, drive high-intent organic traffic, and support pipeline growth
· Collaborate with content, web, and brand teams to optimise on-page, technical, and off-page SEO
· Conduct keyword research, monitor performance, and implement continuous improvements across key web properties

· Lifecycle & Nurture
· Develop and optimise lifecycle journeys across our channels, and marketing automation platforms
· Improve conversion through segmentation, nurture sequencing, and lead scoring

· Analytics & Optimisation
· Define and deliver performance frameworks, dashboards and attribution to enable data-driven decision making across marketing and sales
· Use data to inform decisions, refine targeting, and improve channel mix effectiveness


Desirable Experience / Qualifications / Credentials:
· Education: educated to degree level or equivalent qualification.
· 6+ years in B2B marketing, with 2+ years leading a demand generation or growth team
· Proven track record in delivering qualified pipeline in a fast-paced SaaS or technology environment
· Hands-on experience with paid media channels, campaign strategy, and marketing automation tools
· Strong understanding of the full marketing funnel and B2B buying journey
· Proven SEO wins (traffic + pipeline).
· Data-driven with a test-and-learn mindset
· Comfortable collaborating with sales, product, and brand teams
· Experience managing budgets and external agencies
· Demonstrate the ability to be employed within the UK / EU and possess UK Bank account in own name.


Internal info for recruitment team
We are looking for:

· Pipeline‑ownership mindset: Moorepay already sources ≈80 % of pipeline from inbound. The new leader must obsess over revenue (not leads) and be fluent in CAC, pipeline‑to‑quota ratios and forecast hygiene to hit 10 %+ ARR‑growth goals.
· Paid‑media optimisation pro	: Paid search/social drive the bulk of payroll leads. Scaling HR‑led pipeline requires ruthless A/B testing of budgets, copy and audiences to improve ROAS by 20 %+.
· SEO strategist for mid‑funnel capture: Moorepay’s Organic HR‑topic visibility is behind payroll. We require someone who can create a strategy to raise non‑brand rankings into Google’s priority HR keywords which should lower blended CAC and de‑risk paid spend.
· Lifecycle & nurture architect: With deal cycles of 30–90 days, we need someone who can create sophisticated segmentation, scoring and multi‑touch nurture helping to increase our MQL→SQL conversion.
· Data & attribution fluency: Must partner with Marketing Ops to build a single‑source dashboard (first‑/last‑touch + W‑shape) to allocate the ~£3.4 m budget accurately.
· Hands‑on people leader: Coach a lead a team of specialists while collaborating across Product Marketing, Brand, Sales & CS.
· Change‑agent mentality: Role will re‑balance focus towards HR‑solution growth and modernise tech stack; resilience and influence are critical.
· UK SMB market savvy: Understanding employment‑law pain points and payroll/HR buyer personas accelerates time‑to‑impact.
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