We are seeking a Customer Lifecycle & Acquisition Manger with a passion for CRM marketing strategy, customer acquisition, and engagement. This role is pivotal in leading Hubbl’s end-to-end customer lifecycle initiatives—from campaign ideation and execution to analysis and continuous optimization. The ideal candidate is a strategic thinker with a proactive, problem-solving approach and a deep understanding of CRM and omnichannel marketing. This role offers autonomy, influence, and the opportunity to create measurable impact on Hubbl’s growth journey.
Key Responsibilities
· Campaign Leadership: Manage the end-to-end lifecycle of customer marketing campaigns—from ideation through execution to post-campaign analysis—to maximise engagement, acquisition, and conversion.

· Strategic Planning: Develop and execute the Hubbl campaign roadmap, identifying strategic opportunities and aligning initiatives with key customer moments, using data-driven segmentation.

· Optimisation & Conversion: Continuously drive improvements in sales and conversion rates by refining targeting, messaging, offers, and testing methods to maximise impact.

· Segmentation: Leverage comprehensive data resources to define unique customer segments and cohorts, creating tailored acquisition strategies that effectively engage target audiences.

· Data Insights: Use data to inform decision-making, optimise marketing strategies, and guide future testing programs to enhance the customer experience.

· Process Leadership & Improvement: Establish and continuously refine processes to enable accurate, efficient, and scalable work, ensuring all campaigns align with business objectives and maintain high-quality standards.

· Creative Campaign Development: Leverage marketing expertise to conceptualise and develop campaign creative that resonates with target audiences, aligns with brand objectives, and drives customer engagement.

· Cross-Functional Collaboration: Collaborate closely with Content, Creative, Brand, and Legal teams to develop and execute high-impact campaigns that drive business objectives.

· Stakeholder Engagement: Build and maintain strong relationships with key stakeholders, clearly communicating campaign progress, results, and strategic insights.

· Team Leadership: Mentor and develop junior team members, fostering a productive, engaged, and growth-oriented environment.
Qualifications
· Experience: 5+ years in a customer lifecycle or CRM marketing role, ideally within a direct-to-consumer (D2C) setting.

· Strategic Mindset: Strong ability to develop and implement effective customer lifecycle strategies that drive acquisition, engagement, and retention.

· Problem-Solving Skills: Proactive problem solver who can navigate complex challenges with innovative, data-driven solutions.


· Stakeholder Management: Exceptional skills in building relationships and collaborating across varied stakeholders, from executives to junior specialists.

· Analytical Skills: Strong analytical skills with an understanding of data-driven testing and optimisation.

· Technical Proficiency: Familiarity with Martech tools and omnichannel CRM programs is optimal.

· Communication: Outstanding written and oral communication skills with the ability to convey complex strategies in simple, impactful terms.

· Proven Track Record: Demonstrated success in managing programs that drive customer retention and acquisition.

· Education: Bachelor’s degree in marketing, business, or related field.
