BabyRest is a third generation, Australian nursery brand
focused on creating the safest possible sleep
environment for new parents, operating through retail,
wholesale, and direct-to-consumer channels in Australia
and New Zealand. BabyRest partnered with Customerit to
help clarify its strategic direction, strengthen decision-
making, and align teams around a shared understanding
of the customer.

The challenge

When BabyRest first engaged Customerit, the brief was simple: grow
brand awareness and scale across Australia and New Zealand.

But beneath that challenge lay something deeper. The business was
operating under the shadow of its distribution arm, its marketing lacked
leadership influence, and its teams were executing tactically, not
strategically.

The brand itself was respected, but not known; loved by those who
discovered it, yet misperceived by those who hadn't.

Customerit saw what was invisible to most: a brand with world-class
products and a loyal base, but misaligned systems, teams, and
messaging.
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At a glance

Triple digit growth outpacing
competitors

Sustained year on year
growth

Leadership positions in key
product categories

Marketing elevated from
tactical executionto a
strategic leadership function



Customerit's role

Customerit began, as always, with insight, not assumption.

Through social listening, qualitative research, and cross-functional
interviews, the team uncovered the patterns beneath the surface: how
parents think, how retailers sell, and how internal teams communicate.
What emerged was the clarity to unite every part of the business around
a shared truth: why BabyRest matters.

From there, Customerit worked quietly behind the scenes to orchestrate
alignment:

+ Reframed marketing as the engine of strategic clarity
* Embedded the buyer journey into CRM and campaign rhythms
+ Coached leadership and marketing to operate side by side, not in silos

« Built processes that made product development customer-led, not
calendar-led

+ Elevated internal confidence and language around brand value and
purpose

The outcome

The visible wins were undeniable: revenue doubled quickly after relaunch,
retailer support expanded, and brand presence grew across both
markets.

But the invisible wins were the ones that changed everything:

« Clarity — A single source of truth driving every marketing and product
decision

+ Confidence — Leadership alignment around a shared brand purpose

+ Capability — Marketing now embedded as a strategic function with real
authority

TRIPLEDIGIT CATEGORY
GROWTH  LEADERSHIP

DRIVEN BY ALIGNED STRATEGY EARNED THROUGH CLARITY OF
NOT JUST ACTIVITY BRAND & PROPOSITION

The invisible value of alignment

Customerit’s work wasn't just arebrand. It was a realignment — of people,
purpose, and process. Where once there was marketing activity, there’s
now marketing clarity. Where once there were disconnected functions,
there’s shared rhythm and momentum.

This is the Alignment Effect When every decision, team, and touchpoint
moves together, and growth becomes inevitable.
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“Customerit gave
marketing a seat at the
leadership table —
instantly. We now work 6—

12 months ahead. There's a
clear product and
commercial rhythm we
never had before”

Daniel Millott
Head of Product
BabyRest

“C;sto ;erit removed siloed

thinking and brought us all
together around one
vision. They get to the real
problem and deliver a
solution — holding your
hand through every area
to make sure the result
actually yields.”

Brad Millott
General Manager
BabyRest

Clarity
starts with a
conversation

“I'd highly recommmend
working with Customerit.

Pick up the phone, have a
chat, they're extremely
knowledgeabile, they're
extremely relatable.”

Call Customerit on
(07) 34729718
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