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BDR Team Leader

	Job title
	BDR Team Leader
	Job family
	TBC

	Grade
	TBC
	Reports to
	Head of Demand Generation

	Location
	Hybrid – Watford
	Team size
	Up to 9 BDRs




	About the role:

	As the BDR Team Leader within our Demand Generation function, you will lead, coach and develop a team of up to nine Business Development Representatives (across Public and Private sectors) to drive both new business and nurture existing lead pipelines in support of Zellis’ ambitious growth plans. You will personally carry a team pipeline and revenue target, and be accountable for your team consistently meeting or exceeding it through strategic inbound and outbound activity. Balancing hands-on leadership with your own contribution, you’ll set the standard for multi-channel demand generation, while collaborating closely with our sales, marketing, and customer success teams teams to ensure alignment on revenue targets and lead quality metrics. 

Your success and your team’s will directly contribute to our organisation’s expansion by delivering high-quality opportunities that convert to business.

	Role accountabilities and responsibilities:

	In this role your key responsibilities will be:
· Team Leadership and Coaching: Lead, motivate and develop a team of up to nine BDRs, by setting clear objectives, running regular 1:1s, coaching call and outreach technique, and building a high-performance, collaborative culture. 
· Target Ownership and Performance Management: Own your own and deliver a team pipeline and revenue target. Monitor individual and team performance against KPIs, forecast accurately, and take timely action to keep the team on track to meet or exceed quota. 
· Lead Generation and Pipeline Building: Drive the team to identify, qualify and nurture high-quality leads through strategic inbound and outbound activities to consistently meet or exceed pipeline targets, leading by example where required. Develop and embed the BDR playbook to ensure that the right quality and consistent conversations across the team happen with specific personas.
· Multi-Channel Campaign Execution: Oversee and optimise demand generation campaigns across various channels to maximise lead acquisition and conversion rates across the team. 
· Sales and Marketing Alignment: Collaborate closely with sales, marketing, and customer success teams to ensure seamless handoff of qualified leads, maintain consistent messaging, and continuously improve lead quality metrics. 
· Insights and Reporting: Provide feedback on campaigns and intelligence gained to the rest of the marketing team, and report on team performance, pipeline contribution and conversion to senior stakeholders to improve performance.

Essential Skills/behaviours:
· Team Leadership and People Management: Proven experience leading, coaching and motivating a BDR, SDR or sales team to consistently hit targets, with the ability to manage performance, develop talent and retain a motivated team. 
· Campaign Management: Demonstrated experience planning and executing multi-channel marketing campaigns with measurable results in lead generation and pipeline development. 
· CRM/Marketing Automation Proficiency: Expert knowledge of marketing automation platforms and CRM systems (Preference HubSpot) to manage leads, track engagement, and measure conversion rates.
· Results-Oriented: Consistently focused on achieving or exceeding defined team targets with a proactive approach to identifying opportunities and solving problems that impact performance. 
· Collaborative Mindset: Ability to work effectively across departments, to align objectives, share insights, and collectively drive pipeline growth. 
· Adaptability: Willingness to pivot strategies based on data and quickly adjust to changing market conditions or business priorities.

Critical competencies to demonstrate:
Leadership & Team Management
· Experience leading, coaching and developing a BDR, SDR or sales team (2+ years)
· Track record of managing a team to meet or exceed a shared pipeline and revenue target
Campaign Execution 
· Experience in delivering a demand generation campaigns with measurable pipeline impact (3+years)
· Experience with lead nurturing workflows across digital marketing platforms
· Experience in HR and Payroll or Enterprise SAAS business development (2+ years)
Sales & Marketing Integration 
· Demonstrates success in collaborative pipeline development with sales teams
· Track record of meeting or exceeding shared revenue targets and lead quality metrics


	Special circumstances / Other requirements e.g. travel requirements, working arrangements etc

	Hybrid – 2 days in Watford office





	About Zellis Group

	We are Zellis Group. The UK and Ireland’s leading provider of HR, pay, reward, analytics and people experiences.
Zellis Group consists of three companies - Zellis, Moorepay and Benefex - who provide services to different customers and have the autonomy to design and deliver products to meet their unique needs. We are three distinct and successful businesses, but there is power as a group.
Our overall purpose is to power exceptional employee experiences so you and your people do better.

Our history
We have over 50 years of heritage and industry experience – and we’ve been ahead of the curve throughout.
More than half a century ago, we were founded as Peterborough Data Processing. Quite a lot has changed since then – not least our name.
We were acquired by Northgate, becoming NorthgateArinso in 2007 and NGA Human Resources UK and Ireland in 2014, where we were joined by Moorepay. In 2018, the UK and Ireland division was sold to Bain Capital and now we operate as a standalone company.
After acquiring Benefex, we’re now even better equipped to serve the complex needs of our customers.
In September 2020 we launched Zellis HCM Cloud, the exciting next evolution of ResourceLink, our flagship payroll and HR solution. 

We’re proud of our culture
At Zellis we work hard to create a culture where people want to join, belong to, and be part of a progressive organisation. We’re committed to recruiting and retaining a diverse and inclusive workforce that is representative of the customers we serve and the communities we operate in.

Our values, which were defined with input from all of our 2,000 colleagues, are not empty words on a poster. They reflect who we are, and how we operate as a business.
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Unstoppable together

We are inclusive, celebrate differences
and work together to achieve
exceptional results.

Always learning

We build expertise in ourselves and
others, always looking for better ways.

Make it count

We are accountable for what we do and
the impact we have.

il

Think scale

We build for the future, creating
repeatable, simple and scalable
solutions.
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