Drillfast

From Sales-led to Market-Led:
Building a Growth Engine That Drives Demand

Drillfast is a Queensland-based construction supply
business supporting commercial sites across plumbing, air
conditioning, and electrical trades.

The leadership team recognised that to scale profitably,
they needed clarity, focus, and alignment between
business strategy and marketing. Customerit was
engaged to bring an external, customer-led perspective
and build a structured strategy that would turn marketing
into a true growth driver.

The Challenge

Drillfast was a sales-led organisation with strong customer relationships
but no formal marketing function. Their focus was transactional driven by
sales, not by strategy or brand.

In 2022, Customerit conducted customer insights research, revealing that
while Drillfast had atrusted reputation, it lacked clear market
differentiation and consistent customer engagement. At the same time,
the business was undergoing major operational change, and leadership
recognised that meaningful marketing required focus and headspace,
so Customerit paused activity until the timing was right.

By 2024, with systems and structure in place, Drillfast re-

engaged Customerit to help the business pivot from reactive sales to
strategic marketing, aligning leadership, clarifying priorities, and creating a
clear plan for sustainable growth.
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CASE STUDY

At a glance

A shift from sales-led to
marketing-led growth model

Leadership aligned around
one strategy and one set of
priorities

Built a dedicated marketing
function from the ground up

Prioritised key product
categories and customer
segments to drive growth

Established a repeatable
marketing engine generating
leads and demand



Customerit’s Role

Customerit worked alongside Drillfast’s leadership team to align strategy,
focus the business on key growth drivers, and build a marketing function from
the ground up. Through customer insight, leadership workshops, and ongoing
embedding, Customerit helped shift the business from reactive sales to a
structured, strategy-led growth model. This supported recruitment,
mentoring internal capability, and establishing the rhythm and accountability
required to turn strategy into consistent results.

Customerit prioritized specific needs:

+ Aligned Leadership & Direction - Brought the owners and leadership
team onto one clear strategy, aligning business goals, customer value,
and growth priorities.

* Focused the Growth Plan - Cut through the noise to prioritise key
products and categories, creating a clear, actionable path to scale.

* Built & Embedded Capability - Established a marketing function from
the ground up, recruiting, mentoring, and embedding the rhythm to turn
strategy into results.

The Outcome

The visible win was a fully functioning marketing engine that is generating
demand, supporting sales, and driving measurable growth across key
product categories. But the impact and invisible value wasn't building
marketing, it was aligning the business around how growth happens

+ Clarity & Focus — A defined strategy and product focus that drives
confident decision-making and prioritisation.

+ Confidence & Capability — An embedded marketing function with the
structure, skills, and support to consistently deliver.

* Momentum & Growth — A connected marketing and sales engine
generating leads, strengthening categories, and accelerating growth.

~ GROWTH
 ACCELERATION

RAPID GROWTH & PROFITABILITY
THROUGH FOCUS

INCREASED
DEMAND

DAILY RESULTS, MORE LEADS &
CATEGORY GROWTH

The Invisible Value of Alignment

Alignment created clarity where there was complexity, focus where there
was distraction, and structure where there was previously reliance on
individual effort.

It brought the leadership team onto one page, connected sales,
operations, and marketing, and gave the business a shared language
and direction for growth. Decisions became faster. Priorities became
clearer. The team moved with confidence instead of instinct.

Alignment created a structured, strategy-led organisation, creating

clarity, focus, and a shared direction that enables consistent, scalable
growth.
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“We were growing, but
without focus. Customerit
aligned us, gave us a clear
plan, and now we’re

seeing more leads,
stronger categories, and
real momentum in the
business.”

Kyle Barlett
Sales Director
Drillfast

e

“We now know what
matters, where to focus,
and how to move the
business forward with
confidence.”

Cameron Bartlett
Managing Director
Drillfast
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“It wasn't just a strategy —
it was the guidance to
execute it. That's what's
given me the confidence
to deliver marketing that
actually drives results.”

Jodie Crowther
Marketing Manager
Drillfast

Clarity
starts with a
conversation

“I'd recommend Customerit
to any business looking to
scale — they bring real-
world experience, challenge
your thinking, and help you
focus on what actually
moves the needle”

Cadll Customeriton
(07) 34729718
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