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	Job Specification 

	Job Title 
	Head of B2B and B2B2C Marketing 

	Reports to 
	Group Head of Marketing

	Direct Reports
	-B2B and B2B2C marketing teams, including Marketing Managers/Executives as appointed

	Matrix Reports
	Dotted line to Spire WPH MD and Vita NHS MD, Primary Care and Group Senior Leaders

	Location
	London (Dorset Rise) & Occasional travel to Worcester and Reading Offices and ad hoc travel to support NHS contracts

	Key Stakeholders
	Spire WPH Stakeholders, Vita NHS Stakeholders, Spire Healthcare Stakeholders, Primary Care Stakeholders, Corporate Affairs, SLT, ICBs, Partners, Clinical, Operational and Digital Teams

	Role Purpose 
What service does this Role Provide?

How does it support the business?
	As the Head of B2B and B2B2C Marketing at Spire Healthcare, the role provides strategic senior leadership across two core verticals: B2B Workplace Health and B2B2C NHS services. Responsible for setting the marketing direction, governance and performance framework for both areas. Ensuring activity is insight-led, commercially focused and aligned to business priorities, patient needs and the wider Spire master brand.
Within Workplace Health, the role is responsible for developing and delivering strategies that attract, acquire, retain and grow customers across the portfolio. This includes driving lead generation, client engagement, proposition development, brand growth, digital transformation, marketing automation and CRM optimisation to improve efficiency, customer experience and commercial performance. The role supports ambitious growth targets through data-driven decision making, innovation and close partnership with sales, operational and clinical teams.
Within NHS Services, the role leads marketing across more than 15 contracts with local Integrated Care Boards (ICBs), driving patient awareness, consideration and referrals across talking therapies, musculoskeletal/physiotherapy and dermatology services. This includes ownership of the digital front door, partnership activation, local and national campaigns, performance reporting, ROI measurement and continuous optimisation across diverse demographics and communities.
As a senior leader, the role influences decision-making at all levels of the organisation, providing strategic guidance on bids, mobilisations, service launches and transformation programmes. Accountable for multiple budgets, shared marketing services and high-performing teams, the role balances commercial growth with accessibility, inclusivity and a commitment to delivering measurable value, helping customers, patients and communities access the right services and support when they need them most.

	Key Responsibilities

Day-to-day tasks

Key activities in their remit

What and who is the incumbent responsible for?

What are the daily/monthly/annual key outcomes?
	· Senior Strategic Leadership: Set and lead the integrated marketing strategy across B2B Workplace Health and B2B2C NHS Services, translating organisational priorities into clear plans, measurable outcomes and cross-functional delivery.
· Dual-Vertical Accountability: Oversee two distinct but connected marketing verticals, ensuring the right focus, governance and resource allocation across Workplace Health, NHS Services, Primary Care and shared central services
· Workplace Health Growth and Commercial Performance: Lead the marketing strategy for Workplace Health, driving customer acquisition, retention, cross-sell and revenue growth across the portfolio. Partner with commercial, operational and clinical teams to support ambitious growth targets, strengthen market positioning, generate demand, improve customer engagement and maximise lifetime value through insight-led, data-driven marketing activity.
· NHS Services Growth and Impact: Lead marketing for more than 15 ICB-aligned contracts, building patient awareness, consideration and referrals for talking therapies, musculoskeletal/physiotherapy and dermatology services across the country, ensuring services reach the people who need them most.
· Digital Transformation, Automation and Customer Experience: Lead the development and optimisation of digital channels, marketing technology, CRM and automation capabilities across Workplace Health and NHS Services, improving efficiency, scalability, customer and patient experience, data quality and marketing effectiveness.
· Performance, Reporting and ROI: Build a data-led performance culture, establishing KPIs, dashboards and reporting frameworks that measure commercial growth, customer acquisition, retention, referrals, campaign effectiveness and return on investment, using insight to guide strategic decision-making and continuous improvement.
· Campaigns, Partnerships and Stakeholder Engagement: Oversee integrated marketing programmes that drive both commercial growth and population health outcomes, working closely with customers, partners, commissioners, ICBs, Group functions and external stakeholders to maximise reach, engagement and impact.
· Brand, Corporate Affairs and Master Brand Alignment: Work closely with Group Marketing, Corporate Affairs and relevant senior stakeholders to ensure activity aligns with the Spire master brand, corporate narrative and wider reputation priorities.
· Digital Front Door and Patient Journey: Own and optimise digital entry points, campaign journeys and content pathways so services are accessible, inclusive, easy to understand and effective across different audiences, demographics and localities.
· Bids, Mobilisations and Proposition Launches: Provide strategic marketing input into bids, new service launches, contract mobilisations and proposition development, ensuring market insight, positioning, messaging and patient/client engagement plans are embedded from the start.
· Team Leadership and Development: Lead, coach and develop talented marketing teams, creating clarity, psychological safety, accountability and opportunities for growth while supporting wellbeing and sustainable delivery. 
· Budget and Resource Management: Manage multiple marketing budgets across service and central activity, ensuring spend is prioritised, governed and focused on activities that delivers value 
· Ad Hoc Projects: Support special projects and strategic initiatives as required by senior leadership.
· Governance, Accessibility and Inclusion: Champion compliant, accessible and inclusive marketing practices, ensuring communications are clinically appropriate, user-focused and aligned with the organisation’s values and responsibilities.
· Agile Delivery and Continuous Improvement: Lead teams through a fast-moving environment, balancing strategic planning with agile delivery across multiple simultaneous projects, changing priorities and stakeholder needs.

	Candidate Requirements (Essential and/or desirable skills, experience and qualifications)

	· Significant senior marketing management and leadership experience, ideally across healthcare, B2B, B2B2C, public sector, commissioned services or similarly complex environments.
· Proven ability to develop and deliver strategic marketing plans that drive growth, demand, engagement, referrals and measurable impact.
· Experience leading teams, functions, verticals or portfolios, with the ability to prioritise resources across competing business needs.
· Strong digital marketing, website, CRM, marketing automation, content strategy and performance reporting experience.
· Demonstrable experience using data, insight and ROI reporting to shape strategy, optimise activity and influence senior decisions.
· Experience managing multiple budgets, agencies, partners and stakeholders across matrixed organisations.
· Ability to influence at SLT and senior stakeholder level, including contributing to bids, mobilisations, service launches and business cases.
· Experience working with diverse audiences and a strong understanding of accessibility, inclusivity, patient/public engagement and plain English communications.
· Strong people leadership skills, with experience developing, coaching and motivating high-performing teams through change and high workload

	Behaviours and Characteristics (Traits and attributes that supports an individual’s ability to deliver in the role)

	· Strategic, commercially aware and able to connect marketing activity to organisational outcomes, growth and impact.
· Data driven, curious and confident using insight to challenge, prioritise and improve performance.
· Inclusive and values-led, with a clear commitment to accessibility, patient experience and doing the right thing.
· Confident senior communicator able to influence, advise and build trust with internal and external stakeholders.
· Agile and resilient, able to lead through ambiguity, change, complex workloads and competing priorities.
· Collaborative and pragmatic, able to bring together clinical, operational, digital, sales, corporate affairs and Group teams around shared objectives.
· Strong people leader who nurtures talent, creates clarity, supports development and builds a positive, high-performing team culture.
· Highly organised and delivery focused, with strong governance, prioritisation and attention to detail.
· Outcome focused and proactive, with the confidence to make recommendations, solve problems and deliver measurable value.

	Knowledge Required 

	· B2B and B2B2C marketing strategy, segmentation, positioning, funnel management and proposition development.
· Ideally healthcare marketing, NHS/public sector commissioned services, patient engagement and localised campaign delivery.
· Digital front door strategy, website optimisation, content journeys, lead/referral generation and conversion optimisation.
· CRM, marketing automation, campaign measurement, attribution, ROI reporting and insight-led decision making.
· Accessibility, inclusivity, plain English principles, information governance and responsible healthcare communications.
· Stakeholder management across Group, Corporate Affairs, commissioners, ICBs, partners, clinical, operational and digital teams.
· Budget planning, resource allocation, agency management and prioritisation frameworks.

	Spire OH Values

	
Succeeding together
· Building collaborative relationships
· Collaboration 

Delivering on our promises
· Taking initiative
· Managing Execution
· Focusing on performance

Being outstanding
· Being authentic
· Understanding the business
· Being flexible and adaptable


	Version Control
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