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From Generalist to Healthcare Leader:
Unlocking Growth Through Strategic Alignment 

CASE STUDY

Namoli is a commercial cleaning business operating 
across Australia, with a growing footprint in healthcare 
environments. Known for its operational capability and 
strong franchise network, the business reached a point 
where growth had plateaued, competing across multiple 
sectors with limited differentiation.

Engaging Customerit, Namoli set out to refocus the 
business, uncover where it could win, and build a strategy 
that would align leadership, teams, and market approach 
around a single, scalable growth direction.

The challenge
Before COVID, Namoli had grown steadily as a generalist commercial 
cleaning company. But as markets evolved and new leadership took 
shape, they struggled to find focus. They were trying to be everything to 
everyone, chasing multiple industries, battling price-driven churn, and 
unable to articulate what made them different.

By 2024, leadership recognised the need to realign the business and 
invited Customerit back in. Customerit helped Namoli regain clarity, 
rebuild direction, and identify where the greatest potential for growth 
truly lay.

At a glance

+50% healthcare revenue 
growth, now contributing 
30% of overall revenue

Clear sector pivot into 
specialist healthcare with 
accredited capability 

Specialist focus resulted in 
higher-value contracts

Built market credibility with 
major operators

Created the platform for 
scale with new geographies 
and data



“We were using a 
scattergun approach, 
trying everything. Through 
the process, we identified 
one key market and 
refocused on where we 
could really win. It 
realigned our thinking on 
how to run the business..”

Mike Liddle
Marketing Manager,
Namoli

“The best part of the 
workshops was giving 
everyone a voice. 
Everything crystallised 
quickly, and that buy-in 
from the team was crucial. 
It helped us define who we 
are and where we should 
invest for the best return.”

Mike Liddle
General Manager
Namoli

Customerit’s role
Customerit worked behind the scenes to help Namoli identify where it 
could win and align the business around a single, scalable growth 
direction. Through deep customer and category analysis, we uncovered a 
high-value opportunity in the healthcare sector:  a complex, regulated 
market where infection control, compliance, and trust are critical.

What followed wasn’t a rebrand, but a re-focus. A shift from generalist to 
specialist that aligned leadership, operations, and marketing, and turned 
strategy into a clear path for growth.  Working behind the scenes, a series 
of work was done:
• Uncovered the growth opportunity  with  healthcare as a high-value, 

under-leveraged market
• Aligned the leadership team around a clear strategic direction
• Defined the customer landscape with mapped buyer journeys and 

prioritised key healthcare segments
• Repositioned the business  from commercial cleaner to specialist 

infection control partner
• Delivered a 12-week strategy sprint  translating insight into a clear, 

actionable go-to-market plan
• Enabled long-term growth, building the foundation for scalable revenue, 

new geographies, and data-led services

The outcome
The visible win: healthcare is now Namoli’s fastest-growing segment, with 
monthly revenue doubling in 12 months and contributing 30% of total 
billing, shifting the business from broad competition to focused, scalable 
growth. The invisible impact is leadership, teams, and strategy now move 
in one direction, driven by customer insight, not assumption, creating the 
clarity and capability to scale.

• Clarity – one market, one strategy, clear priorities
• Confidence – Faster decisions, aligned leadership, shared direction
• Capability – System, expertise and execution built to scale

The invisible value of alignment
Much of Customerit’s impact happens out of sight, in the cadence of 
leadership, the structure behind decisions, and the clarity of insight 
that drives action.

For Namoli, this meant turning strategy into operating rhythm, 
embedding it into systems, from content and CRM to training and 
retention. What sat on paper became how the business runs.
This is where alignment does its real work, quietly transforming 
potential into performance.

+50% 30%
HEALTHCARE REVENUE GROWTH. 
FUELLING BUSINESS MOMENTUM

REVENUE FROM HEALTHCARE. 
FASTEST GROWING SEGMENT

Clarity 
starts with a 
conversation
“I would recommend 
Customerit to anyone 
looking to realign their 
business. They give your 
team a voice, create clarity 
across culture and strategy, 
and get your wheels turning 
faster.“

Call Customerit on 
(07) 3472 9718
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