Job Title
MarTech Manager

Department
Marketing – Marketing Automation
Location - Remote / Dublin / Manchester / London
Additional Details -Hybrid
Contract Type -Full-time and permanent
Hours of Work -37.5 hours per week

Reporting Lines -Head of Marketing Automation Anna Flynn

Job Purpose
We’re looking for a technically proficient and strategically minded MarTech Manager to lead the design, integration, and optimisation of BPP’s marketing technology ecosystem.
Working within the Marketing Automation team, this role will ensure that technology, data, and automation combine seamlessly to power learner acquisition, engagement, and retention across the BPP Education Group portfolio.
The MarTech Manager will be responsible for building a scalable, efficient, and insight-driven marketing technology infrastructure that connects paid, owned, and earned channels. You will work cross-functionally with Marketing, Product, Data, and IT to ensure technology underpins measurable commercial growth and delivers a connected learner experience.

Team Objective
The Marketing Automation team plays a central role in transforming data and technology into meaningful learner journeys that acquire, nurture, and retain customers across BPP’s global brands.

The team’s core mission is to:
Design and operationalise multi-channel automation that delivers the right message, at the right time, to the right learner.
Integrate paid media, CRM, and lifecycle marketing into one connected ecosystem.
Optimise first-party data usage to improve personalisation, targeting, and conversion.
Enable data-driven decision-making and campaign visibility through unified analytics and automation.
The MarTech Manager is pivotal to achieving this — ensuring that the systems, integrations, and workflows supporting these goals are robust, scalable, and future-ready.

Key Responsibilities
MarTech Strategy & Architecture
Lead the evaluation, selection, and implementation of marketing technology tools across the stack (CRM, automation, analytics, CMS, ad tech).
Define and maintain the MarTech roadmap, ensuring all tools are fully integrated, cost-effective, and aligned to business goals.
Drive the connection between technology and commercial performance — ensuring systems deliver measurable ROI.
Marketing Automation & Orchestration
Design and optimise automated customer journeys that support lead generation, onboarding, engagement, and retention.
Work with the Automation and CRM teams to ensure seamless integration between marketing channels and lifecycle touchpoints.
Implement and oversee automated workflows for lead nurturing, trial-to-sale, and reactivation campaigns.
Personalisation & Segmentation
Use first-party and behavioural data to develop audience segmentation and dynamic content strategies.
Enable personalised experiences across email, paid, and web through automation and data integration.
Support continuous testing and optimisation to improve engagement and conversion rates.

Data, Tracking & Analytics
Partner with the Data & Analytics team to ensure accurate data capture, tracking, and reporting across all marketing platforms.
Own data governance and ensure campaign tracking is consistent across tools (GA4, Tag Manager, CRM).
Translate marketing data into actionable insights that drive performance improvement.
Platform Management & Optimisation

Manage, configure, and optimise marketing technology platforms including automation, CRM, CMS, and analytics tools.
Identify opportunities to streamline processes and improve operational efficiency through technology.
Ensure platform performance supports acquisition, conversion, and retention targets.

Cross-Functional Collaboration
Partner with Product, Admissions, and Sales teams to align technology with learner journeys and business objectives.
Collaborate with Brand and Content teams to enable dynamic, data-driven content delivery.
Work closely with the IT and Data teams to ensure system compatibility, integration, and security.

Compliance & Best Practice
Ensure all marketing technology and data usage complies with GDPR, CCPA, and other data privacy regulations.
Maintain best-practice documentation for marketing technology use, integrations, and workflows.
Foster a culture of compliance, transparency, and data responsibility within the marketing team.

Vendor & Partner Management
Manage vendor relationships including onboarding, renewals, SLAs, and support coordination.
Lead contract negotiations and ensure vendor performance aligns with strategic goals.
Stay informed about emerging MarTech tools and innovations to maintain BPP’s competitive edge.

Skills, Experience & Qualifications Required – Essential
Proven experience in marketing technology, marketing operations, or automation management.
Proven track record implementing and integrating marketing technology platforms (e.g., Salesforce, Customer.io, HubSpot, Marketo, or similar).
Strong understanding of marketing automation, CRM, tagging, and analytics tools (e.g., GA4, Tag Manager, Tableau, Looker Studio).
Experience managing multi-channel data flows between paid, owned, and CRM systems.
Excellent project management skills with experience leading technology rollouts.
Knowledge of data privacy legislation (GDPR, CCPA) and its implications for marketing.
Analytical mindset with the ability to translate data into actionable insights.
Degree in Marketing, Business, or a related field (Master’s desirable).
Core Competencies
Strategic Thinking: Aligns MarTech strategy to business and marketing goals.
Technical Expertise: Understands integrations, data architecture, and automation workflows.
Collaboration: Works effectively across Marketing, IT, and Data teams.
Analytical Thinking: Uses data to drive optimisation and decision-making.
Execution Excellence: Delivers scalable solutions and process improvements.
Innovation: Identifies and implements new technologies to improve performance.
Accountability: Takes ownership for system performance and commercial impact.
Communication: Clearly explains technical concepts to non-technical stakeholders.

Key Measures of Success
Improved efficiency and scalability of marketing operations through technology.
Successful delivery and adoption of key platform integrations and automation workflows.
Increased contribution of marketing automation to acquisition, conversion, and retention.
Enhanced tracking, reporting accuracy, and performance insight visibility.
Compliance with all data governance and privacy regulations.
Positive feedback and satisfaction from internal stakeholders and system users.

