	Company
	Moorepay Ltd.

	Place of work
	Swinton, Greater Manchester (hybrid)

	Team
	Marketing (Product Marketing)

	Reports to
	Head of Product Marketing

	Contract type
	Permanent, full-time

	Hours p/w
	37.5

	Start
	ASAP


Senior Product Marketing Manager – Payroll
The role
Moorepay is an Apax-backed payroll and HR software business, part of Zellis Group, growing and building the marketing engine to grow faster. Payroll is our largest revenue line and where competition is fiercest, sold as software and as managed services across [four tiers – confirm external wording]. Our FY27 payroll launches, our competitive response and every asset a payroll buyer sees need one owner who knows that buyer better than anyone in the building.
This role owns the payroll pillar end to end: the propositions by segment, the launches that land them, the competitive response in live deals, and every payroll asset a seller or buyer touches. Payroll is our flagship proposition and what the company is mostly known for, so you’ll play a pivotal role in the success of the full portfolio.
You will own launch readiness and post-launch review for payroll launches; payroll value propositions and messaging by segment; a complete, current payroll asset set, including the buyer's ROI and business case; the payroll narrative and certification bar Sales is trained against; and the direction for cross-sell from payroll into HR, Benefits and WFM: which customers, which proposition and why.
What you will own
Positioning & messaging
Payroll value propositions by segment and buyer type, messaging frameworks and personas for payroll buyers, written inside the function's positioning direction.
AI applied to payroll propositions within our claims guardrails: point of view first, product claims never ahead of product reality. Keep the payroll evidence behind every claim so it feeds the function's claims governance.
Launch & go-to-market
Payroll launch plans with Product, coordinated end to end, internal readiness, the campaign briefs for the Campaigns & Lifecycle Manager and Demand Generation to build and run, and a post-launch review against plan.
Assets & enablement
Every payroll asset, written and kept current by you: web copy, pitch decks, battlecards, objection handling, demo scripts, discovery guides, RFP and security content, and the buyer toolkit, including ROI and business case models. Volume content comes through Demand Generation and our agency, briefed by you.
Version control for the payroll asset set: one current version of everything, with out-of-date material retired so Sales never uses it.
Set the standard for product marketing assets: the payroll set is the model the rest of the team follows.
The payroll narrative, certification bar and assessment content that Sales Enablement trains against.
Deal support on strategic opportunities.
Competitive & customer insight
Payroll competitive response and deal-level competitive input, with every claim labelled by its evidence.
Turn findings from our win/loss partner and payroll customer insight into changes to messaging, assets and propositions.
Bring payroll customer and market evidence into Product's roadmap decisions, with a clear recommendation, not just the data.
Maintain payroll competitor profiles and insights, tracking competitor pricing, packaging and messaging.
Run payroll buyer research, including interviews, to keep personas and propositions evidence-based.
Growth & commercial inputs
Set the direction for payroll adoption, cross-sell into HR, Benefits and WFM, and tier migration: which customers, which proposition, which message and why, based on your product and customer knowledge. The Campaigns & Lifecycle Manager builds and runs the campaigns and nurture; you make sure they deliver the intent.
Packaging input and evidence to the Head of Product Marketing, and business cases for new payroll propositions.
Accountancy channel at maintenance level only: keep practice-facing payroll messaging and assets current.

Measurement
Report on payroll performance: launch results against plan, competitive win rate on payroll deals, and how much cross-sell activity turns into revenue, using the data provided by key partners like Marketing Operations, Finance and Performance Marketing.

Who you are
· Educated to degree level or equivalent qualification, ideally in marketing, business or product.
· 3+ years of product marketing experience in B2B software; ideally in UK payroll, finance, accounting or HR software, or regulated B2B software sold to finance or HR buyers.
· Strong understanding of business, finance, customer and commercial SaaS metrics, terminology and KPIs and a keen sense of how your product marketing can positively impact them.
· Comfortable with quantitative and qualitative research and data analysis, value proposition development, opportunity sizing, and project management.
· Inquisitive, great at building relationships, proactive, and excellent communicator who can manage varied workload to achieve multiple objectives.
· Hands-on: you set the strategy and write the assets yourself, without a full production team behind you. You run your own launches: plans, dependencies and dates, without a project manager behind you.
· You've built value propositions by segment and persona from research, not assumption.
· You know the commercial SaaS metrics and how your work moves them.
· You've used win/loss and customer evidence to change what Sales says and what Product builds.
· You've marketed tiered software and services side by side.
· You can hold a room of sellers and a room of engineers in the same week.
Useful, not essential
· Positioning AI products where the evidence bar is high.
· Accountancy or bureau channel exposure.
· Packaging and tier design.
You must have the right to work in the UK.
Why you should join us at Moorepay
We're passionate about making Moorepay a fantastic place to work for every single one of our 500 team members across the UK, Malta and India. The average service length at Moorepay is 12 years, which goes to show how much our colleagues enjoy working here.
To help make Moorepay a fantastic place to work, we focus on three things in our company culture: mental health support, a healthy work/life balance, and equal opportunities and inclusion for all.
Here's what you'll gain if you join our team:
A career packed with opportunity, in a stable and growing company
A choose-your-own benefits package, with benefits such as insurance, discounts, holiday trading, and much more
A comprehensive programme of learning and development
Generous pension contributions
A competitive salary, often with performance-related bonuses
