
  

 
HEAD OF BRAND, CREATIVE & COMMERCIAL 
MARKETING 
MARKETING DEPARTMENT |  JOHANNESBURG OR PRETORIA, GAUTENG |  FULL-TIME 
 
 

Reports To Chief Executive Officer 

Department Marketing 

Location Johannesburg or Pretoria, Gauteng 

Employment Type Full-Time 

Experience 8-10 years 

Qualification Relevant Marketing / Brand / Communications 
Qualification 

Direct Reports Yes 
 
ABOUT METRONOMIC 
 
METRONOMIC is South Africa's largest privately owned utility network manager. For over 
twenty years we have helped property owners, corporates, tenants, and residents turn 
the daily measurement of electricity, water, and gas into something predictable, 
intelligent, and recoverable. 
We work across South Africa, North America, and Australia. Our solutions span 
commercial and industrial utility management, our corporate ESG and decarbonisation 
services, and our ismrt! residential offering. 
 
In business, the benefits of better measurement are beyond measure. 
 
Our brand stands on three pillars. Insight turns data into actionable intelligence. 
Stewardship enables responsible resource use. Assurance delivers certainty and control. 
Together they create what we call a worry-free utilities future. 
 
ABOUT THE ROLE 
 
METRONOMIC has a strong technical reputation. What we need next is a stronger 
commercial brand. 
We are looking for a commercially-minded brand and market strategist who can help 
the market see, feel, and understand the value of what we do, and convert that 
understanding into growth. 



 

This is not a traditional marketing role. It combines creative leadership, brand strategy, 
commercial thinking, market development, product and service commercialisation, and 
demand generation. 
The successful candidate will help shape how METRONOMIC is positioned, represented, 
packaged, and taken to market. They will work alongside the Head of Growth and 
business leaders to strengthen market presence, improve commercial outcomes, and 
help clients better understand the value METRONOMIC delivers. 
You will report directly to the Chief Executive Officer. You will work alongside sales, 
product, and operations teams across the business. 
Above all, the holder protects and evolves METRONOMIC's brand architecture. The 
Insight, Stewardship, and Assurance pillars and the metronome metaphor anchor 
everything we say to the market, and the new role is their custodian. 
 
WHERE YOU WILL MAKE IMPACT 
 
Four priorities anchor this role, in deliberate sequence. Brand defines who METRONOMIC 
is. Market presence translates that into a recognised voice. Commercial growth turns 
that voice into pipeline and revenue. Internal marketing makes sure METRONOMIC 
people carry the same brand every client experiences. 
 

1. Brand and positioning 
 

METRONOMIC's brand is the foundation every other priority builds on. Without a 
strong, consistent, premium brand, growth follows the wrong customers and market 
education fails to land. This is the work that comes first. 
 
You will: 

• Be the custodian of the Insight, Stewardship, and Assurance pillars and the 
metronome metaphor as METRONOMIC's brand architecture. Every 
campaign, narrative, and piece of collateral connects back to them. 

• Define and protect METRONOMIC's premium market positioning. We are 
not a meter-reading vendor. We are the strategic partner that absorbs 
utility complexity, risk, and operational rigour on behalf of clients. 

• Lead voice, narrative, visual identity, design language, and tone across every 
touchpoint. 

• Translate METRONOMIC's strategy into creative expression that the market 
can see, feel, and remember. 

• Bring creative leadership to bear on storytelling, visual identity evolution, 
and the brand experience. 

• Hold the line on consistency. Whether someone meets METRONOMIC at a 
conference, on the website, in an invoice, or in a board pack, the brand feels 
the same. 

 
 
 

 



 

2. Market presence and education 
 

With the brand defined, the next job is taking it to the market. Clients often see only 
the meter reading, the invoice, or the report. They rarely see the engineering, data 
management, regulatory navigation, risk mitigation, and operational rigour that sit 
behind every output. 
 
A core responsibility of this role is helping the market understand the complexity 
METRONOMIC absorbs on behalf of clients and the value created through that 
expertise. 
 
You will: 

• Conduct and direct proper market research to understand client needs, 
buyer behaviour, competitor positioning, and emerging shifts in utility 
intelligence, sustainability, and the built environment. Decisions should rest 
on evidence, not assumption. 

• Help educate the market on utility intelligence, utility risk, sustainability 
reporting, decarbonisation, and the broader challenges facing the built 
environment. 

• Translate complex technical subject matter into compelling market 
narratives that clients can understand and act upon. 

• Build executive briefings, case studies, thought leadership content, and 
value-led communications that turn what we do into what clients feel. 

• Establish METRONOMIC as a recognised voice across utility intelligence, 
sustainability, decarbonisation, and the built environment. 

• Hold the line on reputation management when incidents occur. Have a plan 
ready before it is needed. 

 
3. Commercial growth and commercialisation 

 
With the brand defined and the market educated, growth follows. This pillar builds 
and runs the commercial marketing engine that takes METRONOMIC from a known 
technical provider to a strategic partner of choice. The focus areas are our corporate 
solution, our ismrt! residential offering, and our commercial utility management 
business. 
 
You will: 

• Design and deliver demand-generation campaigns that produce 
qualified pipeline for the sales team. 

• Own positioning, messaging, sales collateral, account-based marketing 
material, and lead-nurture programmes. 

• Co-ordinate the creative and growth marketing for ismrt!, with strategic 
brand direction coming from the head of that business unit. 

• Lead the website as a credibility platform and a lead-generation engine, 
not a brochure. 



 

• Build the analytics discipline behind every campaign. Pipeline 
contribution, cost per qualified lead, conversion, and return on spend. 

 
Product and service commercialisation 
 
METRONOMIC delivers highly specialised services across utilities management, 
sustainability, security of supply, and residential utility solutions. The role's job here 
is to ensure clients see METRONOMIC not as a service provider, but as a deeply 
integrated strategic partner that enables their revenue, mitigates their risk, and 
absorbs complexity on their behalf. To get there, the holder must help the market 
understand not only what we do, but why it matters. 
 
You will: 

• Develop a true understanding of client expectations and pain points across 
the built environment, going deeper than industry knowledge alone. 

• Work alongside business leaders to shape market-ready service 
propositions that position METRONOMIC as a strategic partner and revenue 
enabler, not a vendor. 

• Help package complex capabilities into compelling, easy-to-understand 
commercial offerings. 

• Identify opportunities to improve how services are positioned, bundled, 
communicated, and taken to market. 

• Bring customer insight and market understanding into discussions around 
service evolution and commercialisation. 

• Help ensure that METRONOMIC's value proposition remains differentiated, 
relevant, and commercially compelling. 

 
4. Internal marketing 

 
A brand is only as strong as the people who carry it. This role is the steward of how 
METRONOMIC people understand, feel, and represent the brand inside the business. 
 
You will: 

• Lead employee engagement and culture communications that make 
METRONOMIC people proud of where they work. 

• Build our employer brand so that the right talent comes to us, not the other 
way around. 

• Make sure METRONOMIC people across the business understand and live 
the brand the same way clients experience it. 

 
 
KEY RESPONSIBILITIES 
 
• Brand strategy, positioning and brand governance. 
• Custodian of the Insight, Stewardship and Assurance brand pillars. 
• Lead storytelling, creative direction and market positioning. 



 

• Drive market education, thought leadership and reputation management. 
• Lead demand generation, lead nurturing and sales enablement. 
• Website, content and campaign management. 
• Marketing analytics and ROI reporting. 
• Product and service commercialisation support. 
• Internal marketing, employer branding and employee engagement. 
 

WHAT YOU BRING 

Experience 
• Minimum eight to ten years of brand, marketing, or creative leadership experience. 
• Proven success building or repositioning a premium B2B brand. 
• A track record of campaigns or initiatives that delivered measurable commercial 

outcomes. 
• Confidence directing internal designers, content creators, and external agencies. 
• Executive maturity to work directly with a CEO, sales, product, and operations 

leaders. 
 
Capability 

• Commercial discipline. You understand pipeline, cost of acquisition, conversion, 
and return on investment as well as you understand brand and design. 

• A gift for simplifying complex technical subject matter into compelling market 
narratives. 

• Digital fluency across web, user experience, video, content, and campaigns. 
• Confident with data and analytics. You make decisions from evidence, not taste 

alone. 
• Demonstrable understanding of how AI is changing marketing, with proof of how 

you have applied it in real work. We expect evidence of use, not opinions about AI. 
 

Background that fits well 
You may come from one or more of these sectors: 

• Property, REIT, built environment, or PropTech. 
• Sustainability, ESG, energy, or climate tech. 
• Industrial, infrastructure, utilities, or engineering-led businesses. 

 
Bonus if you have 

• International brand scaling experience. 
• Exposure to long sales-cycle, trust-led B2B environments. 
• AI-enabled marketing or digital innovation work. 
• Experience leading a brand through a repositioning. 

 
 
 
 
 



 

COMPETENCIES AND ATTRIBUTES 
 

Competency What we expect 

Strategic Thinking Develops and executes long-term 
brand and marketing strategies that 
align with METRONOMIC's commercial 
objectives, market positioning, and 
growth ambitions. Anticipates market 
shifts and identifies opportunities 
before competitors 

Commercial Acumen Understands the relationship between 
marketing, sales, profitability, pipeline 
generation, customer acquisition costs, 
and return on investment. Makes 
decisions that contribute directly to 
business growth and revenue 
outcomes. 

Creative Leadership Inspires and guides creative teams, 
agencies, and stakeholders to produce 
innovative, high-quality work that 
strengthens the brand and 
differentiates METRONOMIC in the 
market. 

Storytelling and Communication Translates complex technical, utility, 
sustainability, and technology 
concepts into clear, compelling 
narratives that resonate with clients, 
partners, employees, and industry 
stakeholders. 

Stakeholder Management Builds trusted relationships across 
executive leadership, sales, product, 
operations, and external partners. 
Aligns diverse stakeholders around 
shared objectives and manages 
expectations effectively. 

Analytical Decision-Making Uses data, market intelligence, 
customer insights, and campaign 
performance metrics to evaluate 
opportunities, solve problems, and 
make evidence-based decisions. 



 

Brand Stewardship Protects and strengthens the 
METRONOMIC brand by ensuring 
consistent application of brand 
standards, messaging, visual identity, 
and customer experience across all 
touchpoints. 

Innovation and Adaptability Embraces emerging technologies, AI, 
digital marketing trends, and changing 
market dynamics. Continuously seeks 
new ways to improve marketing 
effectiveness, customer engagement, 
and commercial outcomes. 

 
WHAT SUCCESS LOOKS LIKE 
 
Twelve to twenty-four months from now, we expect to see: 

• METRONOMIC clearly differentiated in the market, with a stronger premium 
perception. 

• Improved market understanding of METRONOMIC's services, capabilities, and 
value proposition. 

• Higher inbound lead quality, particularly from corporate clients, property funds, 
and residential clients. 

• Improved sales enablement and commercial support for the Head of Growth and 
sales team. 

• Increased cross-sell and adoption of services across existing client portfolios. 
• Greater client willingness to engage METRONOMIC on strategic utility, 

sustainability, and security-of-supply initiatives. 
• Marketing contributing measurably to pipeline growth and commercial outcomes. 
• Visible thought leadership across utility intelligence, ESG, sustainability, and 

decarbonisation. 
 

Why join METRONOMIC? 
You will help shape a brand at the intersection of data, sustainability, buildings, 
utility intelligence, decarbonisation, trust, and technology. 
You will not just market a business. You will help define how an industry comes 
to see real value in utilities. 
 
Measured with care. Managed with purpose. Secured for tomorrow. FOR 
GOOD MEASURE. 

 
 
 
 



 

HOW TO APPLY 
 
Send the following to recruitment@metronomic.global with "Head of Brand, Creative & 
Commercial Marketing" in the subject line: 

• A CV. 
• A cover letter that explains why this role, why METRONOMIC, and what you would 

do in your first ninety days. 
• A portfolio or two to three case studies showing brand or marketing work you led, 

with the business outcome attached. 
 

Shortlisted candidates will be invited to a structured process including a portfolio review, 
a panel interview with the CEO and leadership team, a practical case-study presentation, 
and reference checks. The successful candidate will start by early September 2026. 

mailto:recruitment@metronomic.global
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