CROFTI

From broad positioning to specialist leadership in an emerging Al
market

CROFTI is an Australian technology company specialising
in Al-powered automation, process improvement, and
business transformation.

Customerit partnered with CROFTI to bring focus, clarity,
and commercial direction to its marketing—transforming
a broad, unfocused approach into a specialist position in
construction and manufacturing.

The challenge

CROFTI had strong capability, proven results, and a growing presence in
the market.

But its marketing didn't reflect that strength. The business was trying to
speak to everyone.

A broad, undefined target market

* No clear industry focus

« An evolving product suite without structured pathways

» Marketing activity without clear direction or prioritisation

At the same time, the market itself was complex. Business leaders were
increasingly interested in Al—but most didn't know what they needed,
where to start, or who to trust.

In that environment, generalist providers struggle. Customers look for
partners who understand their industry—who can guide them with
confidence.

Customeritidentified the opportunity:

Focus CROFTI on the industries where it already had credibility and

results—construction and manufacturing—and position the business as a

specialist Al partner in those sectors.
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At a glance

Australian Al and
automation specialist

Focused on construction and
manufacturing sectors

Evolving product and
advisory offering

Operating in a rapidly
emerging Al market

Strong capability ready to
scale



Customerit’'s role

Customerit worked alongside CROFTI to build the strategic foundation for @ @
focused growth.

- Defined the strategy — Repositioned CROFTI as a specialist Al partner for
construction and manufacturing “We were doing a lot in
marketing, but Customerit
helped us see what
actually mattered. The
clarity we walked away
with, on positioning,
messaging, and direction,
has changed how we
approach the business,
not just our marketing.”

 Unlocked customer clarity — Identified priority segments, decision-
makers, and mapped buyer journeys

* Built the narrative — Developed a clear, credible Al-first brand story
aligned to industry needs

« Structured the offer — Defined product pathways across workshops,
programs, and bespoke delivery

* Reset marketing foundations — Designed website direction, content
strategy, and key assets
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 Supported commercialisation — Launched and validated the Al Head of Operations,

Automation Workshop as aclear market entry point CROFTI

This shifted CROFTI from broad, directionless marketing to afocused,
specialist growth strategy.

The outcome

Clarity

The shift was not about doing more marketing. It was about making the

right strategic decisions. CROFTI now operates with:

« A clear, differentiated position as an Al partner for construction and
manufacturing

+ Defined customer segments and aligned buyer journeys
« A structured product suite with logical entry points
+ A consistent brand narrative across all touchpoints

+ A marketing roadmap guiding execution and investment

Most importantly, CROFTI moved from talking about Al to commercialising

it in a way customers can understand and buy. The business has

experienced exponential growth in both the volume and size of projects in

its target sectors and it's leaders are it's CEO is in demand as an expert
speaker in the construction and manufacturing sectors.

The invisible value of alignment

starts with a
conversation

We work with leaders to
understand what’s changed,
what matters now, and
where focus is needed

Call Customerit on
(07) 34729718

The outputs were important. But the real transformation happened beneath the surface:

« Clarity — A defined position in a complex and emerging market
* Focus — Clear priorities aligned to high-value industries
- Confidence — Stronger decision-making across leadership and team

 Consistency — Messaging aligned across products, services, and channels

+ Capability — A team now thinking strategically, not just executing

CROFTI didn't just improve its marketing. It changed how it competes.

Where there was once broad positioning and scattered activity, there is now a clear focus, a defined market,

and a strategy to win within it.

This is the Alignment Effect. When every decision, team, and touchpoint moves together, and growth becomes

inevitable.
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