Brand Foundations and Messaging
V1
1. Brand Purpose Why KAJO Australia exists
To bring KAJO’s 50 years of lubricant technology, quality, reliability and technical expertise to the Australian industry, creating a direct connection between the Australian market and the manufacturer in Germany from proven high-performance products to application-specific and custom-formulated solutions.

2. Vision
Where KAJO Australia aspires to be
To be the lubrication partner the Australian industry turns to first recognised for high-performance products, technical expertise and direct manufacturer access, with the capability to support applications from standard requirements to extreme conditions and develop specialised solutions when existing products are not enough.

Growth focus: Build lasting relationships across our five customer types: retail, bulk, stockists, private label/OEM and custom formulation with particular focus on growing OEM partnerships and reaching untapped market niches.
3. Mission
What KAJO Australia does every day
KAJO Australia provides the Australian industry with direct access to KAJO’s high-performance lubricants and specialised product solutions, manufactured in Germany. Through our direct connection with KAJO GmbH, we combine local stock, reliable supply and technical support with manufacturer-led engineering, product development and custom formulation to deliver the right solution for each application.








V2 condensed version preferred** clearer for the consumer
1. Brand Purpose
Why KAJO Australia exists
To connect the Australian industry directly with KAJO’s German lubricant manufacturing expertise, providing access to high-performance products, technical knowledge and specialised solutions for demanding applications.

2. Vision
Where KAJO Australia aspires to be
To be the lubrication partner the Australian industry turns to first for high-performance products, specialist expertise and solutions for demanding applications.

3. Mission
What KAJO Australia does every day
KAJO Australia provides the Australian industry with direct access to KAJO’s high-performance lubricants and specialised product solutions, manufactured in Germany. Through our direct connection with KAJO GmbH, we combine local stock, reliable supply and technical support with the manufacturer’s product expertise, development and custom-formulation capabilities to deliver the right solution for each application.











Internal & External Core Values (web use along with mission & vision statements)
German engineering. Local expertise. Solutions built for your specific application.
KAJO Australia brings the engineering, quality and product-development expertise of our German manufacturing headquarters directly to the Australian market. From proven high-performance lubricants to custom-formulated solutions, we combine manufacturer expertise with local stock, technical support and long-term customer relationships.
Expertise
Technical expertise that solves lubrication challenges.
We apply KAJO’s engineering and formulation expertise to select the right lubricant for your application, equipment and operating conditions. When an existing product cannot meet your requirements, our product development team in Germany can develop a specialised formulation for your specific needs.
Quality
German-made quality you can depend on.
KAJO Australia products are developed and manufactured for consistent performance and reliability, backed by local stock, supply and support in Australia.
Responsibility
Performance with environmental responsibility in mind.
We support the development of high-performance lubrication solutions that consider environmental impact, including sustainable materials and specialised biodegradable products for use in a range of environmentally sensitive applications.
Partnership
We work with you to find the right solution.
We take the time to understand your application, equipment, operating conditions and requirements, building long-term relationships rather than simply supplying products.
Reliability
Reliable products. Reliable supply. Reliable support.
From product performance and local availability to technical support and direct manufacturer access, customers can depend on KAJO Australia at every stage

4. Tone of Voice
Professional, assured, trustworthy, open and collaborative
KAJO Australia speaks with confidence in its expertise while remaining approachable and easy to talk to. We explain things clearly, welcome questions and work with customers to understand their application, equipment, operating conditions and requirements.
Our communication should feel knowledgeable and experienced without being overly formal or unnecessarily technical. We focus on useful information rather than sales language or exaggerated claims.
How we communicate
We explain what our products are suited to, what they can do and how we can help. We don’t overstate their performance or promise more than we can deliver. Technical detail is important, but it should be explained in a way the customer can understand.
We ask about the customer’s equipment and requirements rather than simply talking about our product range. Customers should feel comfortable asking questions and know what to do next if they need advice or further information.
The way we communicate will naturally change depending on the audience and situation. A technical discussion with an OEM may require more detail than a website product page or retail enquiry, but the approach remains the same: clear, professional, helpful and easy to deal with.

Tone of Voice in Practice
Website
Clear and informative. Help customers quickly understand what KAJO offers, where our expertise lies and how we can help.
Example:
“The right lubricant starts with understanding the application. Tell us about your application, equipment and operating conditions, and we’ll help you find the right solution.”


Product Pages
Accurate and useful. Provide the technical information customers need while making it easy to ask for help if they are unsure about product selection.
Example:
“Not sure whether this product is suitable for your equipment? Tell us about your application, operating conditions we can help you work through the options.”
Social Media
Professional but more conversational. Use social content to share products, applications, technical knowledge and what KAJO is working on without making every post feel like a sales pitch.
Example:
“Some applications need more than an off-the-shelf lubricant. When an existing product isn’t the right fit, we can work directly with KAJO’s development team in Germany to explore a solution for the application.”

Emails and Customer Enquiries
Personal, helpful and direct. Ask the questions needed to understand the requirement and make the next step clear.
Example:
“Thanks for getting in touch. Could you tell us a little more about the application, equipment, operating conditions and what you’re currently using? From there, we can work through the options with you.”

Brochures and Capability Material
Professional and informative, with enough technical detail to demonstrate KAJO’s capabilities without becoming overly technical or corporate.
Example:
“KAJO Australia combines German manufacturing and product-development expertise with local stock, technical support and application knowledge. From established high-performance lubricants to specialised formulations, we work with customers to find the right solution for their requirements.”




5. Customer Segmentation, Markets & Applications
KAJO Australia serves five core customer segments, defined by how customers buy from and work with the business. Each segment has different purchasing requirements, technical needs and expectations from KAJO.
Across these customer groups, KAJO Australia serves the Food Grade, Industrial, Agriculture, Forestry, Construction & Mining, Rail and Marine markets, providing lubrication solutions for applications ranging from general machinery and equipment to highly specialised and demanding operating environments.
Specialist and niche applications include rail wheel-flange and switch lubrication, rock hammers, underbore machinery, sliding cranes, pellet presses, stern tubes and environmentally sensitive hydraulic applications.
	Customer Segment
	How They Buy / Relationship
	What They Typically Need
	What KAJO Provides

	1. Retail Store - Equipment Owners & Small-Volume Operators
	Purchase online via Shopify, typically from one to 10 boxes.
	Easy access to the right specialist product, confidence in product selection, availability and clear technical information.
	Access to specialist KAJO products without requiring a trade account or bulk commitment.

	2. Bulk Buy
Commercial Operators & Contractors (Bingo Bins case study example)
	Enquire directly by phone or email for larger-volume requirements rather than purchasing through Shopify.
	Reliable supply, volume availability, consistent product quality, technical support and potentially better pricing through bulk purchasing.
	Larger-volume direct supply, potential bulk-buying price benefits, plus technical and product support.

	3. Stockists
	Apply to become a stockist. Approved partners place an initial minimum order and replenish according to demand.
	A strong specialist range, reliable availability, commercial opportunity and the product knowledge and support needed to sell confidently.
	A specialist high-performance product range they can sell into their own customer base, backed by KAJO technical knowledge and support.

	4. Private Label &  OEM’s
	Typically, manufacturers and larger businesses, including machinery manufacturers, purchasing in bulk. Minimum order quantities apply.
	Consistent quality, dependable manufacturing and supply, technical capability, branding flexibility and products suited to their equipment or market.
	KAJO-manufactured products supplied under the KAJO brand or the customer's own label, including products specified or supplied with their machinery and equipment.

	5. Custom Formulations
	Approach KAJO with a specific application, performance requirement or problem. Minimum order quantities apply.
	A solution where a standard product doesn't meet the application, backed by technical expertise, product development and formulation capability.
	KAJO Australia works directly with KAJO GmbH to develop a formulation for the customer's requirements where an appropriate standard product isn't available.



How the Market Structure Works
KAJO Australia's market approach connects the customer, market and application rather than focusing on product alone.
Customer → Market → Application → Requirement → KAJO Solution
This allows KAJO Australia to support both broad lubrication requirements and highly specialised applications, using established KAJO products where appropriate and drawing on KAJO GmbH's engineering, product-development and formulation capabilities where a more specialised solution is required.
The five customer segments provide different routes to market, while the market and application structure identifies where KAJO's products and technical capabilities can create value. Specialist and niche applications can also be targeted as growth opportunities where KAJO has a strong technical or product fit.
A separate Market & Application Master Map provides detailed application-level information to support product linking, website development, SEO, campaigns and future market prioritisation.
6. Competitive Landscape
KAJO Australia competes with both broad Australian lubricant manufacturers and specialist technical lubricant suppliers. Competitors vary in scale, manufacturing model, industry coverage and depth of application expertise.
The competitive assessment therefore considers both who the competitors are and where their published industry and application capabilities overlap with KAJO.
Competitor Overview
	Competitor
	Business / Manufacturing Model
	Key Competitive Strengths

	Lubex Global / Lubricon
	Australian specialist supplier sourcing products through manufacturer relationships
	Specialist lubricants, food-grade and biodegradable products, rail, marine, mining, agriculture, application support and local stock

	Tri-Tech Lubricants
	Australian-owned manufacturer, blender and packager
	Broad automotive/heavy-duty range, agriculture, earthmoving and industrial products, technical capability, toll blending and private label

	Hi-Tec Oils
	Australian-owned lubricant manufacturer
	Very broad range, Australian manufacturing, food-grade and biodegradable products and strong national distribution

	Penrite
	Australian family-owned lubricant manufacturer
	Established premium brand, broad automotive, commercial, industrial, agricultural and marine range and Australian manufacturing

	Harrison Manufacturing
	Australian specialist lubricant manufacturer
	High-performance greases and oils, mining/construction, agriculture, food, marine, in-house R&D and custom formulation









Industry Coverage Comparison	Comment by CIARA | KAJO AUSTRALIA: Food main- KLUBER, Lubex, Pacific lubrications (cargo) none do 450g	Comment by CIARA | KAJO AUSTRALIA: Main marine (fuchs, kluber) rail and forestry
	Industry / Market
	KAJO
	Lubex
	Tri-Tech
	Hi-Tec
	Penrite
	Harrison

	Food Grade
	✓
	✓
	✕
	✓
	✓
	✓

	Industrial
	✓
	✓
	✓
	✓
	✓
	✓

	Agriculture
	✓
	✓
	✓
	✓
	✓
	✓

	Forestry
	✓
	✕
	✕
	✕
	✕
	✕

	Construction & Mining / Earthmoving
	✓
	✓
	✓
	✓
	✓
	✓

	Rail
	✓
	✓
	✕
	✕
	✕
	✕

	Marine
	✓
	✓
	✕
	✓
	✓
	✓


✓ = current published industry/product offering identified
✕ = not identified as a current published industry/product offering in this review	Comment by CIARA | KAJO AUSTRALIA: OEM approvals list tbc Barry & Dieter - OEM trusted, 
Comparison table explained:
KAJO explicitly structures its range across all seven markets: Food Grade, Industrial, Construction & Mining, Agriculture, Forestry, Rail and Marine.
Lubex publicly lists agriculture, mining/off-highway, rail, marine, food and industrial applications, giving it particularly broad overlap with KAJO.
Tri-Tech's published industries are Truck & Bus, Agriculture, Car/4WD/LCV, Earthmoving, Industrial and Materials Handling.
Hi-Tec has published sector ranges including Fleet & Construction, Agriculture, Food Grade and Marine, in addition to its broader industrial portfolio.
Penrite identifies automotive, commercial, industrial, agricultural and marine as sectors it serves and has a food-grade grease product.
Harrison explicitly lists mining & construction, agriculture, industry, food and marine among its applications.





Specialist Application Comparison
Industry breadth alone does not show the full competitive picture. KAJO also has published solutions for a number of specific or demanding lubrication applications.
	Specialist Application
	KAJO
	Lubex
	Tri-Tech
	Hi-Tec
	Penrite
	Harrison

	Rail wheel-flange lubrication
	✓
	✓
	✕
	✕
	✕
	✕

	Rail switch / point lubrication	Comment by CIARA | KAJO AUSTRALIA: Not accurate true comp- Whitmore, Shell, Rocol (switch blade plate)
	✓
	✓
	✕
	✕
	✕
	✕

	Rock / breaker hammers
	✓
	✕
	✕
	✕
	✕
	✕

	Underbore / tunnelling machinery
	✓
	✕
	✕
	✕
	✕
	✕

	Sliding / telescopic cranes
	✓
	✕
	✕
	✕
	✕
	✕

	Stern-tube / environmentally sensitive marine lubrication
	✓
	✕
	✕
	✕
	✕
	✕

	Sawmill / woodworking saw lubrication
	✓
	✕
	✕
	✕
	✕
	✕

	Biodegradable hydraulic applications
	✓
	✓
	✕
	✓
	✓
	✓

	Food-processing machinery lubrication
	✓
	✓	Comment by CIARA | KAJO AUSTRALIA: Rebrand from mix 
	✕
	✓
	✓
	✓


✓ = specific published product/application evidence identified
✕ = specific application not identified in the competitor's current published offering reviewed
This table is deliberately stricter than the industry table. A competitor may sell a general-purpose grease capable of being used in an application, but it is only marked ✓ where a relevant application or product offering could be identified.
KAJO has particularly clear published application depth. Its current range specifically identifies wheel-flange lubrication, railway points, hydraulic and pneumatic hammers, environmentally sensitive hydraulic applications, saw/woodworking lubrication and telescopic crane sliding surfaces.
KAJO also specifically markets rock hammers, underbore machines and sliding cranes as featured Construction & Mining applications.

Competitive Analysis
The analysis shows that capabilities such as high-performance products, technical support, food-grade and biodegradable lubricants, and custom solutions exist elsewhere in the Australian market.	Comment by CIARA | KAJO AUSTRALIA: Strongest in market for foodgrade and bio - along with kluber and fuchs	Comment by CIARA | KAJO AUSTRALIA: Mosh & Moah - key factor stops mineral oil into food products, getting pushed more KAJO product suitable 
KAJO has published capability across all seven core markets, while also offering application-specific solutions in niche areas such as rail wheel-flange and switch lubrication, breaker hammers, underbore machinery, sliding cranes, saw/forestry applications and environmentally sensitive lubrication.
KAJO's stronger competitive opportunity lies in the combination of market breadth and specialist application depth, supported by direct access to the German manufacturer's engineering and product-development capability.
Specific product and packaging advantages, such as KAJO's 500 g screw-cap grease tube range, can provide additional differentiation within particular applications and customer segments.
This suggests KAJO should not try to compete primarily as the lubricant company with the largest range.
Its stronger competitive position is:
German engineering and manufacturing + specialist high-performance products + depth in demanding and niche applications + direct manufacturer and product-development access + local Australian stock and technical support.
7. Brand Positioning
Positioning Statement
KAJO Australia is positioned as a specialist high-performance lubrication partner for the Australian industries where application demands, technical performance and reliability matter. With direct access to KAJO’s German manufacturer expertise, we provide proven and application-specific solutions across both established and highly specialised lubrication requirements.
Position in the Australian Market
KAJO Australia is positioned as a specialist, manufacturer-connected lubrication partner, rather than another broad lubricant supplier.
While larger Australian competitors compete strongly through range breadth, local manufacturing, distribution scale and brand recognition, KAJO's position is built around technical depth and specialist application capability backed directly by the German manufacturer.
This position is supported by six connected strengths and KSPS:
1. German Engineering & Manufacturing
KAJO develops and manufactures high-performance lubricants, greases and oils in Germany for demanding applications, operating environments and equipment.
2. Direct Manufacturer Access
Australian customers have a direct connection through KAJO Australia to the manufacturer's engineering, application and product-development capabilities.
3. Specialist High-Performance Products
KAJO provides high-performance lubrication solutions across Food Grade, Industrial, Agriculture, Forestry, Construction & Mining, Rail and Marine, supporting both established requirements and more specialised applications.
4. Application Expertise
KAJO's offering extends beyond general lubrication into defined specialist applications such as rail wheel flanges and switches, breaker hammers, underbore machinery, sliding cranes, forestry/saw applications and environmentally sensitive lubrication.
5. Product Development & Custom Solutions
Where an established product is not the right solution, KAJO can draw directly on KAJO GmbH's engineering and customised product-development capability.
6. Local Australian Support
German manufacturer capability is combined with Australian stock, reliable supply, technical support and local customer relationships.
Core Competitive Position
German manufacturer capability and specialist application expertise, directly connected to the Australian industry.	Comment by CIARA | KAJO AUSTRALIA: Few options needed to mention lubricants
Brand Expression/ Tagline
High-performance German industrial  lubricants. Local expertise. Solutions built for your specific application.
OPTIOs  TBC 
High-performance industrial lubricants. German-made. Local expertise. Solutions built around your application.
2. Explicitly says grease
High-performance greases and industrial lubricants. German-made. Local expertise. Solutions built around your application.
3. Cleaner / more brand-like
German-made high-performance greases and lubricants. Local expertise. Solutions built around your application.
4. More technical
High-performance lubrication solutions. German-made. Locally supported. Built around your application.
For KAJO, I prefer #3:
German-made high-performance greases and lubricants. Local expertise. Solutions built around your application.

 SHORTER BREAKDOWN:
Positioning Statement:
Where are we in the market? → Specialist high-performance lubrication partner.
Competitive position:
What underpins that position? → German manufacturer capability + specialist application expertise + direct access.
Six strengths:
What makes that credible? → Engineering, manufacturer access, specialist range, application expertise, development and local support.
Tagline:
How do we express it simply to customers? → High-performance German engineering. Local expertise. Solutions built for your application.

8. Core value Proposition   (Customer Value)
KAJO Australia gives customers access to the right lubrication solution for their application, combining proven high-performance products with direct manufacturer expertise when more specialised support is required.
Customers benefit from German engineering and product-development capability without sacrificing local accessibility, with Australian stock, reliable supply and technical support.
Where an existing product is not the right fit, KAJO can work directly with the manufacturer to identify or develop a solution suited to the specific application.
In simple terms: the right product, the right technical support and direct access to the manufacturer when something more specialised is needed.
9. Customer Messaging	Comment by CIARA | KAJO AUSTRALIA: Provide messaging per customer type and work with the team on it
KAJO Australia’s overall positioning remains consistent across all customer groups. The message is adapted to reflect what is most relevant to each customer and how they work with KAJO.
These messages provide direction for website content, brochures, sales material, emails and describes the actions we want the customer to take.


	Customer type
	Key message
	Primary action
	Where / how used

	Customer Segment
	Access specialist, high-performance KAJO lubricants without needing to buy in bulk, with product information and support to help you choose the right product for your application.
	Shop online / ask for product advice
	Online shop, product pages, enquiries

	Retail Store - Equipment Owners & Small-Volume Operators
	High-performance lubricants for larger-volume requirements, with reliable supply, technical support and the potential for better pricing through bulk purchasing.
	Enquire about bulk supply / request a quote
	Direct enquiries, quotes, sales material

	3. Bulk Buy
Commercial Operators & Contractors (Bingo Bins case study example)
	A specialist range of German-manufactured, high-performance lubricants to offer your customers, backed by local availability, product knowledge and technical support.
	Enquire about becoming a stockist
	Stockist recruitment, dealer material, presentations

	3. Stockists
	KAJO manufacturing and technical capability applied to your brand, equipment or market requirements, with options for KAJO-branded or private-label supply.
	Discuss an OEM or private-label requirement
	Website, capability material, proposals

	4. Private Label &  OEM’s
	When an existing product isn’t the right fit, KAJO Australia can work directly with customers to develop a lubricant around the application and its specific requirements.
	Discuss the application / formulation requirement
	Technical enquiries, custom-solutions content, proposals



