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About MMC Learning

Established position & partners
MMC has been educating Marketers at every stage of their career for over 20 years. 
A joint venture company based at Manchester Metropolitan University Business 
School and is a leading online accredited study centre for the Chartered Institute of 
Marketing (CIM) and the Chartered Management Institute (CMI).

Groundbreaking learning at the core
MMC makes the development of groundbreaking learning the core of its business. 
Working with the CIM, it developed the first online marketing qualification back 
in 2000, and is the architect behind UK’s first MSc in Digital Marketing, entirely 
redeveloping the syllabus to meet current industry needs.

Serving professional learner needs
As a leading accredited study centre for CIM, MMC is highly sensitive to the needs 
of busy marketing and management professionals who have chosen to undertake a 
qualification while they work.
With a dedicated team, MMC offers a personal, rapid and accessible support service 
to help with any queries about your course and has developed excellent relationships 
with the various awarding bodies to ensure any issues can be efficiently resolved.

World class technology online
MMC’s products and services are built with a passion for delivering innovative, flexible
learning and that extends beyond content itself. MMC works with a number of trainers 
and organisations to create e-learning, webinars and a library of recorded content, all 
of which is available across a range of devices, supporting your learning at any time, 
any where.

Long term success
MMC graduates have gone onto becoming more confident in their Marketing roles, 
securing promotions, transferring into new positions or industries, winning new 
contracts and for some starting their own businesses/agencies as a result of the 
programmes they undertake.

Our Accreditation Partners
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The MSc in Digital Marketing

The first and longest running

Our MSc in Digital Marketing was a world first, originally launched back in 2007. Being 
the longest-running means that we have a highly experienced academic and industry 
team with a proven track record to help candidates become Masters in their specialist 
areas.

Graduates have taken up senior leadership positions, swapped careers or started 
their own businesses. This Masters level qualification continues to innovate attracting 
Marketers and Professionals from a range of industries, both agency and client-side.

Digital strategy and leadership focus

Our MSc in Digital Marketing gives you the practical and strategic skills to take a 
leadership role in Marketing. 

The MSc is intensive, challenging and taught by industry leaders in collaboration with 
one of the world’s top 5% of business schools.  Formalise your existing skills, and 
come away with the confidence that you really know your stuff – and have proven it at 
the highest level.

Syllabus & Content Design

With a refreshed syllabus, in partnership with MMC Learning, the MSc in Digital 
Marketing builds on this past success and includes a refocus on emerging strategic 
challenges. 

The syllabus is built from the ground up with a pure focus on Digital, taught by 
industry-based practitioners. These address core concepts and practical skills in 
Digital Marketing supported by leading academics who have also spent time working 
in industry.

“It’s not about the platforms - it’s about the customer journey. Not just a focus on 
best practice but new practice”
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The MSc in Digital Marketing

Consultancy style assessment

Assignments are designed to be applied to the workplace and suitable for multiple 
contexts. So you can grapple with actual workplace challenges as part of your MSc 
studies even using current workplace projects as part of your assignment work. As 
an individual, the course provides plenty of opportunity to explore your own areas of 
interest or specific business requirements.

University accreditation

Accredited and academically supported by Manchester 
Metropolitan University, the MSc is strengthened by the 
university’s established reputation for excellence in digital 
education, strong links with industry, and a unique teaching 
faculty firmly rooted in commercial practice and thought 
leadership in their specialist fields.

“If anyone is going to take out the time and spend money on a qualification, it 
makes sense to invest in something that is going to be valuable in the future.”

Tripple accredited Business School

Accreditation
Association to Advance Collegiate 

Schools of Business

The Business School is accredited 
by The Association to Advance 
Collegiate Schools of Business. 

This means we are internationally 
recognised for meeting global 

standards of excellence in business 
and management education.

Endorsement
Business School Impact System 

(BSIS)

The BSIS scheme is designed to 
determine the extent and nature of 
a Business School’s Impact upon its 
local environment. BSIS has given us 

the tools to capture the enormous 
added value and impact that 

Manchester Metropolitan’s Business 
School brings to businesses and 

communities.

Accreditation
EFMD Quality Improvement System

Our Business School holds the 
EQUIS accreditation – a leading 
international system of quality 
assessment, improvement and 

accreditation of higher education 
institutions in management and 

business administration. By attending 
an EQUIS accredited institution, 

students can be confident they are 
part of a high quality institution.
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The MSc in Digital Marketing

Online learning

Delegates participate online and have access to a comprehensive library of 
resources. 

• MMU’s online library gives access to databases and business resources worth tens
of thousands of pounds such as Mintel, Lynda.com, Harvard Business Review and
thousands of industry and academic journals.

• MMC Learning’s online library gives access to a world leading resource used by
over 35,000 marketers:
• Audio/video lectures, over 40 Digital Marketing e-books, Digital Marketing

planning templates, paid event videos and live webinars.

An important component of the delivery is live, so you are always connected with the 
group and engaged with the tutors.

• Present your research and activity online back to the group and tutor
• Engage in live discussions
• Full support from university tutors via the online chat stream.

Network with professional Marketers & Entrepreneurs

Graduates are not only well placed to achieve their career objectives, but do so 
with the invaluable support of this unique network of Digital Marketing professionals. 
Fantastic networking opportunities with course alumni and current delegates, as well 
as access to Manchester Met. University industry networks.

University ID/access

Your official university ID card will give you access to facilities at the Business School 
in Manchester as well as electronic access to the library from any location.

Eduroam access for students, researchers and educators - find out more here:
https://www.eduroam.org/about/connect-yourself/

Candidate reviews
Visit -  https://mmclearning.com/delegate-experience-student-reviews/msc-in-dm-
testimonials/ to watch video reviews from graduates and live students.

https://www.eduroam.org/about/connect-yourself/
https://mmclearning.com/delegate-experience-student-reviews
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Qualifications

MSc in Digital Marketing
Postgraduate Diploma in Digital Marketing
Postgraduate Certificate in Digital Communication

The completion of each year (stage) results in a qualification in 
itself – a Certificate, Diploma and MSc respectively.

Accreditation Official Masters Level 7 qualification awarded by the 
Manchester Metropolitan University Business School.

Duration

The MSc in Digital Marketing is run over 30 months, part-time, 
designed for busy working professionals.

Candidates should consider that they will need to set aside 
roughly, 8 hours per week during term time.

Delivery 100% online including live interactive classes.

Cost /
Investment

Stage ONE - £4,987
Stage TWO - £4,987
Stage THREE - £2,973
Funding options available for individuals paying for themselves.

Assessment
All units are assessed through written work-based assignments 
(no exams) and a Digital Marketing project + dissertation in the 
final year.

Entry 
Requirements

» An undergraduate degree is required at a minimum, 2.2 or a
high level of work experience in relevant senior roles.

» 2+ years of professional experience and must be in suitable
employment to make the most of the MSc programme.

» English language requirements;
https://www.mmu.ac.uk/study/international/before-you-apply/
english-language-requirements.

Key Information Points

https://www.mmu.ac.uk/study/international/before-you-apply/english-language-requirements
https://www.mmu.ac.uk/study/international/before-you-apply/english-language-requirements
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The Delivery Partnership

The delivery of the MSc in Digital Marketing involves a powerful collaboration 
between MMC Learning and the Manchester Metropolitan University Business 
School, a unique partnership which blends leading UK Digital Marketing specialists, 
E-learning expertise and academic leaders in Digital Marketing.

MMC Learning

MMC Learning ensures the MSc in Digital Marketing programme continues to stay on 
the cutting edge of industry developments, delivering the practical and strategic skills 
required by Marketers wanting to keep their organisation (and their careers) at the 
leading edge.

Founded in 1996, MMC works in partnership with the Chartered Institute of Marketing, 
Chartered Management Institute and Manchester Metropolitan University to deliver 
a range of marketing and management qualifications, supporting professional 
marketers at every stage of their careers. Operating at the intersection of academia, 
professional accreditation and industry, MMC provides a unique learning experience 
for its candidates.

MMC’s products and services are built with a passion for delivering innovative, 
flexible learning and that extends beyond content itself, to the effective use of 
technology created by MMC’s own team of developers. MMC works with a number 
of trainers and organisations to create e-learning, webinars and a library of recorded 
content, all of which is available across a range of devices, supporting your learning 
at any time, any where.

Manchester Metropolitan University Business School

Manchester Metropolitan University has a well-established tradition of offering high 
quality postgraduate management and business education. 

MMU is part of an elite global group of business schools recognised as being in the 
top 5% of global universities.

MMU’s portfolio of general management and specialist MSc programmes not only 
reflects the latest thinking in management and business, it also benefits from a solid 
research base as well as extensive links with industry, commerce and the public 
sector. 
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Course Team (Specialists Tutors)

Dave Chaffey
Lead UK Author

Dave has been a digital strategist 
since 1997 and a highly respected 

author, consultant, keynote speaker 
and trainer. Dave’s textbooks are 

essential reading for all digital 
marketing students.

Andrew Hood
Data & Analytics Specialist

One of the UK’s leading analytics 
experts and founder of Lynchpin. 

Andrew runs masterclasses in 
digital measurement and integrated 
analytics, and works with clients on 

digital transformation projects.

Mike Baxter
Author, Consultant

Thought-leader in the online 
customer experience, Mike helps 

companies transform into lean, agile, 
customer-focused organisations 
with in-depth knowledge driving 

evidence-based decision-making.

Geraint Holliman
Trainer, Author and Specialist

A commercially-focused, board-level 
content marketing specialist with 

extensive international experience 
in both client and agency-side roles 

including 14 years as agency MD. 
Geraint is one of the world’s leading 
content marketing specialists and a 

keynote speaker.

Andrew Cambell
eCRM, Social CRM Strategist

Andrew works to optimise client CRM 
strategies, establish a future-proofed 
technology platform and maximise 

ROI. His goal is to empower 
marketers facilitating an integrated, 
holistic and synergistic approach to 

business, marketing and  technology 
strategies.

Mike Berry
Author & Conversion Specialist

Mike's purpose is to educate & train 
marketers. Passionate about: digital, 

integrated and ROI. Over a 25+ years 
business and academic career he 

worked at P&G and held senior roles 
at top global Advertising Agencies 
including Y&R and Havas; he was 
Head of Digital for the European 

Region at Jack Morton (Interpublic)

“With a strong emphasis on immediately applicable skills, you’ll have the 
confidence to start implementing what you’ve learned from day one.”
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Course Team (Academic Tutors)

David Edmundson-Bird
Principal Lecturer

Thought leader, speaker, author, 
and experienced educator in the 
corporate business area, with a 

current focus in the area of Digital 
Marketing.

Dee Goldstraw
Seniour Lecturer

Academic and industry specialist 
with over 15 years agency 
experience working in PR, 

marketing, copywriting and social 
media. 

Jeff McCarthy
Senior Lecturer

Award-winning blogger, ran a digital 
agency from 2003-2009 achieved 
three world firsts before switching 
to educating. Highly experienced 
speaker, trainer, adviser and prize-
winning author of conference and 
journal papers and a book chapter.

Alexandra Severn
Senior Lecturer

Alex has over 10 years B2C/B2B 
practitioner experience both client 
and agency side. Lead successful 
international marketing campaigns 
with a focus on acquisition across 
various channels including search, 

social and email.

Sophie Irdale
Senior Lecturer

A decade of knowledge and 
practical experience from within 

the field. Since 2015, Sophie 
has taught Digital Marketing to 

Undergraduate and Postgraduate 
students.

Jayne Rodgers
Senior Lecturer

Academic, Google Trainer, Digital 
Marketing Specialist, Small Business 
Adviser and Award-Winning Fitness 

Blogger.

Brendan Keegan
Senior Lecturer

Currently writing a PhD in social 
media marketing evaluation, 

combining industry experience in 
the digital marketing sector with 
a number of undergraduate and 

postgraduate modules.

Allie Johns
Senior Lecturer

I specialise in digital brand strategy and digital human behaviour. My area 
of specialism is Rich User Experience. I’m a unit leader at undergraduate 

and postgraduate level and I’m passionate about employability; enthusing 
and upskilling future planners, account managers and UX-ers.
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Course Team (Recruitment & Support Team)

Jack Kershaw
Courses & Media Manager

Jack provides a key role in 
managing the video production, 

online learning assets and 
supporting students on online 

webinars.

Helen Furneax-Knight
Courses Director

Highly experienced professional, 
supporting thousands of Marketers 
to complete their assessments and 
get the official qualification on their 

CV.

Imran Farooq
CEO of MMC Learning

Senior Examiner in Digital Marketing 
for the Chartered Institute of 

Marketing.

Always on the case for incorporating 
the latest developments in digital into 

the course, Imran is also great for 
business and career advice.

James Partington
Link tutor & Marketing
Automation Specialist

James is the go-to for schedules, 
learning environment, course admin 

and all your day-to-day support 
needs. He is a certified consultant 

helping clients implement sales and 
marketing automation campaigns.

Joanna Bodley
Programme Leader

As the University Programme Leader, 
Joanna is your first line for liaison with 

the university.

Senior Lecturer, Digital strategist, 
Industry Awards Judge & over 
ten years of digital experience. 
Specialised in Researching and 
planning customer experiences. 

Planning and running big, integrated 
campaigns spanning paid, earned 

and owned channels, including SEO, 
PR, PPC, display, TV, radio, influencer 

outreach, social and video.



Syllabus

Unit Overview

Unit Name Credits

Stage ONE - Postgraduate Certificate in Digital Communications

Unit ONE Digital Masters Level Learning 15

Unit TWO Strategy for Integrated Communications 15

Unit THREE Acquisition for Organic & Paid Channels 15

Unite FOUR Conversion Strategy 15

Stage TWO - Postgraduate Diploma in Digital Marketing

Unite FIVE Digital Value Proposition Design 15

Unite SIX Content Marketing Strategy 15

Unite SEVEN Analytics and Evaluation 15

Unite EIGHT Retention and Relationships 15

Stage THREE - MSc in Digital Marketing

Project Part One Advanced Digital Marketing Dissertation Research Proposal 30

Project Part Two Digital Marketing Dissertation 30

NOTE - the running order of units are subject to change

“We aim to give professionals and their employers a means to advance in a 
structured way using an industry-led, academic programme”

12 | 



Postgraduate Certificate in 
Digital Communications

Stage ONE

“The whole purpose of education is to turn mirrors into windows.” 
- Sydney J. Harris
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Unit ONE - Digital Masters Level Learning

Brief Summary

This unit will help you to develop critical thinking, and other advance study skills, 
including analysis and referencing, to successfully operate at Masters level.

Unit Learning Outcomes

On successful completion of this unit you will be able to:

1. Effectively locate and use different research sources
2. Critically analyse relevant evidence from the literature in an effective written form.

Learning Content

♦ Advanced study skills including critical reading and writing
♦ The importance of critically assessing an academic paper
♦ The nature and purpose of research
♦ What makes good research.

Assessment

A structured literature review (2500 words) structured in such a manner that allows 
all 2 learning outcomes to be effectively assessed and graded. Students are offered 
an opportunity prior to submission to formatively discuss and share their developing 
work with their peers in specified scheduled sessions.
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Brief Summary

This unit integrates digital & traditional communications to create a plan in order to 
exploit the opportunities of digital media and technology.

Unit Learning Outcomes

On successful completion of this unit students will be able to:

1. Create an integrated digital communications strategy for an organisation
2. Review current marketplace and digital communications capabilities of the 

organisation
3. Set a vision and goals for how the organisation communicates digitally.

Learning Content

 ♦ Review marketplace; integration of multi-channel communications.
 ♦ Setting vision, commercial and communications objectives.
 ♦ Classical marketing strategy components: Segmentation, brand development and 
positioning, investment prioritisation to maximise value.

 ♦ Introducing specific channel best practice: for acquisition, conversion & retention; 
Search Marketing, Online advertising, social media, partner marketing.

Assessment

An individual report in which students will critically analyse an organisations current 
digital marketing communications strategy. This report will include an implementation 
plan and recommendations on how the organisation can achieve its vision and 
objectives with the aid of a future digital marketing strategy.

Unit TWO - Strategy for Integrated 
Communications
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Brief Summary

This unit will outline the key features of different channels and show students how to 
plan for their use in customer acquisition.

Unit Learning Outcomes

On successful completion of this unit students will be able to:

1. Identify different audiences for acquisition using behavioural targeting approaches
2. Apply best practice in the use of organic and paid channels
3. Critically evaluate channel capability in reaching target audiences.

Learning Content
 ♦ Audiences

 »  Audience and customer insight
 » Behavioural targeting models

 ♦ Organic channels
 » On-page optimisation
 » Off-page optimisation

 ♦ Paid channels
 » Paid advertising networks
 » Paid networks in social media

Assessment

An individual, short acquisition plan (3000 words) based in the workplace, whether at
an employer or at a client. Students are offered an opportunity prior to submission to
formatively discuss and share their developing work with their peers in specified
scheduled sessions.

Unit THREE - Acquisition for Organic & Paid 
Channels
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Unit FOUR - Conversion Strategy

Brief Summary

This unit outlines how an intelligent conversion optimisation strategy will spearhead 
digital transformation projects and provide an agile digital strategy that evolves with 
the marketplace. 

It will also outline what businesses need to change within their organisation to 
become truly customer centric, transitioning to being a customer-led business 
that embraces a growth-mindset – driven by the move from tactical to strategic 
conversion optimisation.

Unit Learning Outcomes

On successful completion of this unit students will be able to:

1. Critically evaluate the effectiveness of an organisation’s conversion optimisation 
strategy

2. Identify the areas across the business which need to be improved or changed
3. Execute a business transformation from product-led to customer-led.

Learning Content
 ♦ Understanding the conversion optimisation industry.
 ♦ Identifying and overcoming barriers that restrict companies in conversion 
optimisation.

 ♦ Auditing businesses approach to conversion optimisation and how it can be 
improved in:
 »  Strategy & culture
 »  Tools & technology
 »  People & skills, process
 »  Methodology

 ♦ Understanding metrics used to measure success in conversion Optimisation.
 ♦ Understand the change from tactical to strategic conversion optimisation as a 
businesses growth lever.

Assessment

An individual, short conversion optimisation strategy (2500 words) based in the 
workplace, whether at an employer or at a client, or within a case study organisation 
(such as a potential employer or client) chosen by the student.
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Candidate Experience
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Postgraduate Diploma in 
Digital Marketing

Stage TWO

“The whole purpose of education is to turn mirrors into windows.” 
- Sydney J. Harris
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Unit FIVE - Digital Value Proposition Design

Brief Summary

This unit provides an insight into the process behind the design of innovative new 
products and the business processes behind them. It focuses on understanding 
audiences, developing appropriate solutions to their needs, and creating holistic 
business ideas to support them.

Unit Learning Outcomes

On successful completion of this unit students will be able to:

1. Critically evaluate product and business development opportunities
2. Develop value propositions to respond to customer needs
3. Design innovative business models to support value propositions.

Learning Content

♦ Value Proposition Design; Understanding patterns of value creation, Aligning
organisation experience and capability in proposition design, Testing ideas,

♦ Developing value proposition canvases, Customer Profiles and customer
segments, Value maps, Customer and Product ‘Fit’

♦ Business Model Generation; Creating, delivering and capturing value, Channels to
communicate, Customer relationships,

♦ Revenue – ‘Price’ and Costs, Resource and capability
♦ Business activity; Supply/Buyer/Complementor
♦ How value proposition feeds business model design and affects communication of

the proposition.

Assessment

An individual, short digital and social media plan (2500 words) based in the 
workplace, whether at an employer or at a client, or within a case study organisation 
(such as a potential employer or client) chosen by the student.
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Unit SIX - Content Marketing Strategy

Brief Summary

This unit explores the practice of content marketing and its strategic role in 
anorganisation’s digital marketing.

Unit Learning Outcomes

On successful completion of this unit students will be able to:

1. Develop a content marketing strategy for an organisation’s
2. Plan the creation and distribution of content marketing to deliver effective

Propositions
3. Plan for content pieces for use in a content marketing strategy.

Learning Content

♦  Proposition Management
♦  Content marketing and branding
♦  Content marketing and product position
♦  Content audit
♦  Content marketing strategy development
♦ Managing different types of marketing content
♦ Planning content marketing in digital channels.

Assessment

An individual, short content strategy (2500 words) based in the workplace, whether 
at an employer or at a client, or within a case study organisation (such as a potential 
employer or client) chosen by the student.
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Unit SEVEN - Analytics and Evaluation

Brief Summary

This unit will outline the key aspects of strategic analytics and evaluation, and allow 
learners to develop approaches to measuring campaign performance.

Unit Learning Outcomes

On successful completion of this unit students will be able to:

1. Design and develop a campaign evaluation programme
2. Critically evaluate data from a range of analytical tools
3. Critically apply analytics and evaluation methodologies.

Learning Content

♦ Strategic planning and evaluation
♦  Strategic, marketing, and communications objectives
♦  Key performance indicators
♦  Critical success factors
♦  Analytical tools and frameworks
♦  Analytics dashboards
♦  Social media metrics tools
♦  Practical digital evaluation methodologies.

Assessment

An individual evaluation and measurement plan (2500 words) based in the 
workplace, whether at an employer or at a client, or within a case study organisation 
(such as a potential employer or client) chosen by the student, structured in such a 
manner that allows all 3 learning outcomes to be effectively assessed and graded. 

Students are offered an opportunity prior to submission to formatively discuss and 
share their developing work with their peers in specified scheduled sessions.
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Unit EIGHT - Retention and Relationships

Brief Summary

This unit will outline the key features of different approaches to customer retention 
and show students how to plan for custom relationship management.

Unit Learning Outcomes

On successful completion of this unit students will be able to:

1. Identify different approaches for retaining customers
2. Apply best practice in the use of customer relationship management
3. Critically evaluate CRM capability in retaining specific audiences.

Learning Content

 ♦ Digital customer insights, trends and innovation
 ♦ Customer lifecycle & journey mapping
 ♦ Digital customer experience challenges
 ♦ CRM applications and channel integration
 ♦ Marketing automation
 ♦ Methods to measure retention and loyalty
 ♦ Customer retention using digital & social channels
 ♦ B2C, B2B, Not for profit, public sector
 ♦ Plan a customer contact & retention strategy (online/offline)
 ♦ Legal considerations.

Assessment

An individual, short retention plan (2500 words) based in the workplace, whether at 
an employer or at a client, or within a case study organisation (such as a potential 
employer or client) chosen by the student, structured in such a manner that allows all 
three learning outcomes to be effectively assessed and graded.
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Candidate Experience
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MSc in Digital Marketing
Stage THREE

“The whole purpose of education is to turn mirrors into windows.” 
- Sydney J. Harris
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Project Part ONE - Advanced Digital Marketing 
Research Proposal

Brief Summary

In this unit students are expected to identify, structure, and frame a complex digital 
marketing issue. Students will explore the research design methodology, design 
and practice needed to successfully underpin knowledge. Students will produce a 
substantial, advanced proposal or brief for a research project.

Unit Learning Outcomes

On successful completion of this unit students will be able to:

1. Identify the context for the research and the objectives of the research.
2. Critically review and synthesize the relevant literature in the subject area to 

construct a conceptual framework to underpin the research
3. Appraise the key debates in the philosophy, ethics and epistemology of science to 

justify the relationship between alternative philosophical approaches and choices 
of qualitative and quantitative methods

4. Critically evaluate a variety of data collection methods
5. Formulate a research question.

Learning Content

 ♦  Develop knowledge of research paradigms/philosophies
 ♦  How to undertake and conduct research
 ♦  Ethical issues associated with research
 ♦ Producing an advanced research proposal, a review of secondary data and a full 
methodology.

Assessment

This will take the form of a single assignment. One individual advanced research 
proposal (7000 words) containing a review of the context of the research, a 
significant review of literature and secondary data, and the proposal of a complete 
research methodology, structured in such a manner that allows all five learning 
outcomes to be effectively assessed and graded. Students are offered an opportunity 
prior to submission to formatively discuss and share their developing work with their 
supervisor in specified, scheduled sessions.
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Project Part TWO - Digital Marketing Dissertation 

Brief Summary

In this unit students are expected to investigate a complex digital marketing issue 
and produce a substantial written document of their achievements, conclusions and 
reflection.

Unit Learning Outcomes

On successful completion of this unit students will be able to:

1. Communicate effectively in a written form appropriate to the audience
2. Operationalise a research question and apply an appropriate methodology for

collecting and analysing primary data with due regard for ethical considerations
3. Interpret and present data clearly, integrating data from different sources where

applicable and critically discuss findings
4. Appraise the implications of research outcomes to professional practice
5. To develop research skills through critical self- reflection.

Learning Content

♦  Effectively analysing data qualitatively and quantitatively
♦  Writing up your results, analysis, conclusions and reflections.

Assessment

This will take the form of a single assignment. One individual advanced research 
proposal (7000 words) containing a review of the context of the research, a 
significant review of literature and secondary data, and the proposal of a complete 
research methodology, structured in such a manner that allows all five learning 
outcomes to be effectively assessed and graded. Students are offered an opportunity 
prior to submission to formatively discuss and share their developing work with their 
supervisor in specified, scheduled sessions.
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Candidate Experience
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Next Actions and Application

Funding

Payment plans; If you are funding the qualification yourself and need to spread 
payments – please email James to explore options available: qualifications@
mmclearning.com.

Postgraduate funded loans; loan Scheme up to £11,570 available for UK/EU students. 
https://www.gov.uk/masters-loan.

Cancellation/deferrals

In the event that you decide the MSc isn’t for you, refunds are available depending 
on the point at which you leave. 

- Up to the end of induction– 100% refund
- After induction but before completion of unit one live sessions - 50% refund
- From the start of the second unit – no refund available

You can take a break at the end of any stage of the programme without penalty. If you 
choose to defer midway through a stage, there will be a £250 admin fee, and you 
should complete your current unit before suspending your studies. We are always on 
hand to advise you of the best way to manage deferrals.

Application Process

1. Schedule and attend a discovery call with an MMC Course Director to go through
eligibility, questions and career direction.

2. Fill out application form on the link below
3. Write a personal statement
4. Submit application to university panel
5. Offer / rejection letter
6. If accepted, choose a start date
7. Provide evidence of qualifications and references before the start date

You can apply online through the following web link.
https://www.mmclearning.com/digital-marketing/msc/onlineapplication

mailto:qualifications%40mmclearning.com?subject=
mailto:qualifications%40mmclearning.com?subject=
https://www.gov.uk/masters-loan
https://www.mmclearning.com/digital-marketing/msc/onlineapplication
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The MSc in Digital Marketing

Photos

Previous cohorts (classroom discussion, group pic and social meetup/dinner)

Masterclasses at the Business School
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“If you’re not learning, you’re not reaching 
your potential” ― Jim Rohn

MSc in Digital Marketing

Email: qualifications@mmclearning.com
Call: +44 (0) 161 826 4644

Get in touch with James to book a discovery call


