Brand Vision

"DART

THE POWER OF PRECISION



the art of brand building

What we do

We build strategy and structure into business
communications using creative thinking and
award-winning design.

How we do it
We have a two-stage process:
Brand Strategy + Brand Implementation.

Why we do it

Delivering brand vision energises decision
makers in charge of great business and that
makes us feel good.

department




CONTEAT

The following pages outline the stages carried out for the
DART Tool Group Brand Building project.

It mainly focuses on the work developed for Stage One
Brand Strategy but it also includes some examples of
Stage Two Implementation.

The project was carried out over a twelve week timescale
and this book has been created to capture the essence of
what was delivered in that time.
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which is used to map out the recommended communication

channels to be developed for the Vision presentation —
recommendations made as a result of our initial Brand Audit.

The Art Department's Brand Planner tool incorporates our
project process stages along with our Brand Matrix tool
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BRAND AUDIT

BRAND AUDIT

Business
or Service
Area

SERRACON LTD T/A DART TOOL GROUP

Supply of power tool accessories,
machines and associated products
to merchants and resellers to the
construction trade.

Target
Audience

Directors, Owners, Branch Managers
and Buyers for Buying Groups, National
Merchants and Independents covering
the builder, timber and electrical
wholesale market.

Market
Trends

Trend 1

Tradesmen tend to gravitate to purchasing brands that are known,
regardless of cost and would rely on advice from their preferred
suppliers.

Trend 2

Merchants are tending to buy less but more often.

Trend 3

The internet is having an effect on parts of the market particularly
on the machine side. This would be more apparent where
individuals are buying rather than established companies.

Client
Needs

Need 1

Need to offer customer choice by offering alternative brands to
make the tradesman aware of what is available in the market.
Need 2

Need for attractive, modern displays to showcase their product
offering to create more demand. Where we have put a display
stand into a customer, sales have increased by up to 7 times.

Need 3

Need to have product knowledge, particularly of new or unique
products.




BRAND AUDIT

Tagline

Providing a brand which a
tradesman requests by name.

BRAND AUDIT

Net
Takeaway

We want our customers and prospects to regard the DART
brand as a serious alternative to the leading brand names,
which represents quality and value for money.

Core
Message

The DART brand will bring increased revenue through
incremental sales.

Differentiating
Messages

Message 1

The DART brand is unique and is not sold through
wholesalers of multiple brands (i.e. Toolbank,
Screwfix, B&Q) or direct to end users.

Message 2

Our customer service personnel provide key
information to customers on the status of their orders.
Message 3

We have a “sale or return” policy whereby a customer
can return a product if it doesn’t sell within a 6 month
period and receive 100% credit provided the product
is in a resellable condition.

Positioning
Statement

The DART brand will bring increased revenue through
incremental sales.
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Substantiating
Messages

Message 1

DART customers/prospects are wary of suppliers
selling direct (particularly through websites.)
Message 2

Feedback from customers informs us that the leading
brand companies treat them as a number rather than
a customer.

Message 3

Many responses are that this is a no risk proposal.
(Rarely do we get product back.)




BRAND AUDIT

BRAND AUDIT

Qualifying
Messages

Message 1

DART is a registered brand of Serracon Ltd and routes to market
are under our complete control.

Message 2

We are responsible towards our customers and will respond
quickly to their needs during the order process and after sales
support.

Message 3

Customers and prospects can buy any product within the range
without committing to a financial risk of the product being left
on the shelf if it doesn't sell.

Client
Benefits

Benefit 1

We will not sell to end users which provides protection to our
customers.

Benefit 2

The customer is well informed about any aspect of their dealings
with DTG and not left in the dark.

Benefit 3

Customers can offer a wider range of products to their customers
to prove the need, without a long-term commitment if it isn't
successful.

Client
Evidence

Don Bur Trailers trialled our
products and found them to
outperform the product they
were using. As they were an
end user we suggested
companies they could buy
the product from and
declined their request for

a direct account.




BRAND AUDIT

Client
Evidence

Walker Modular requested
that they bought our products
due to our quality and when
we declined a direct account,
they suggested their preferred
merchant that they wanted to
supply them.

BRAND AUDIT

Client
Evidence

Al [ronmongery started with

a small stock profile and have
continually added to the range
knowing that they will not be
left with stock that doesn't
sell. To date, after 4 years, we
haven't taken any stock back.




BRAND AUDIT

Descriptor
of Solution/
Service
Delivered

The DART brand provides opportunities
to resellers to increase their market
share by offering a further brand which
has substantial profit potential.

As a forward thinking global supply
chain partner, DART Tool Group

offer quality good value for money
products coupled with an unparalleled
next day, no hidden cost, no hassle
service. This takes the anxiety out of
the client’s service offering and gives
them the edge in the marketplace.

BRAND AUDIT

FEATURES / BENEFITS

Wide range and variety of products / Provides a one-stop shop solution which engenders
customer loyalty. We are unique in the marketplace as we have no one single competitor.

Customer focus / Providing personal service and are treated as an individual and not a number.
Next Day Delivery service / Satisfying client’s needs quickly.

Full UK Rep coverage / Ability to give support to National Accounts with personal 1-2-1 service.
ISO accredited / Provides confidence in dealing with a bona fide supplier.

Free chocolate bar with all orders over £100 / A little “Thank You” — Customers who know,
rush to open our boxes first!!

Marketing support / Provides customer with promotional tools to sell the product.
No quibble guarantee / Provides confidence in product and service.

Sale or return policy / Negates financial risk.

Less than 1% outages / Assurance that products are in stock when it is needed.

Free point of sale stands / Displays the products professionally without merchandise cost
to the customer.

Machine warranties / Gives confidence in the after sales service.
Personal support at presentation days / Shows our customer that we appreciate their business.

Promotional offers / Provides opportunity to increase sales.
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RECOMMIENDATIONS

From the information gathered at our Audit, the brand
strategy team at the Art Department discussed a range
of communication channel recommendations using our
Project Planner and Brand Matrix tool. Selections were
made and further market research was undertaken.



RECOMMENDATIONS RECOMMENDATIONS

Our Brand Matrix

IDENTITY PRINT DIGITAL ENVIRONMENT

Name Generation ) Stationery v Websites [V Signage %8
Identity v Corporate Literature v Intranet [V Interiors [V
Identity Guidelines [V Sales Literature [V Presentations k71 Exhibitions V7
Livery ) Publications ) Film/Animation %3 Events [V
Clothing v Tenders/Reports [vf Software Interface ) Point of sale v
Merchandise [V Packaging [V Apps V7 Experiential B
Brand Manual [v) Advertising [V Advertising v Advertising )
online Toolkit [v Direct Mail [V SEO ) Guerilla [
Analytics ) Analytics ) Analytics [ Analytics )




RESEARCH

With communication recommendations agreed internally
we conducted research into market competitors across
all levels of brand positioning from low cost to premium.
As with most of our research for brand strategy we also
looked at ways in which very successful companies are
currently structuring their messaging.

This work helps to focus our minds in making sure our
solutions for DART can compete at a level the very best
brands are operating at. Furthermore we also need our
thinking and ideas to be validated at the stage we

call Expression.



COMPETITOR RESEARCH
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DART STRUCTURE AND POSITIONING

Discussions around market
positioning is vital with any
Brand Build project because it
will direct the approach we take
with the overall look and feel for
all communications.
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CORPORATE COLOURS

CORPORATE FONTS

The colour palette chosen for
DART is based around the strong
association with red from the

previous logo along with the

contrasting and industrial colours
of black and silver.

PANTONE®
185

C:
M:
Y :
K:

WO

#E42626

PANTONE®
BLACK

C: 0
M: 0
Y : 0
K: 0

oo
o o
N

Hex: #000000 3

PANTONE®
877

API- MetaFOIL
1017M Matt Silver

Foilco
422 Matt Silver

1

Aa

A contemporary and distinctive
family of typefaces were chosen
to create a distinctive and
recognisable look for all DART
communications.

ABCDEFGHIJKLMNOPQRSTUVWXY Z
abcdefghijklmnopgrstuvwxyz
0123456789?16%SE

a

MUSEO SANS 500 + 900

ABCDEFGHIJKLMNOPQRSTUVWXYZ
abcdefghijklmnopqgrstuvwxyz
0123456789?'8%SE

Aa

TRADE GOTHIC BOLD CONDENSED #20

ABCDEFGHIJKLMNOPQRSTUVWXYZ
abcdefghijklmnopgrstuvwxyz
0123456789?!&%$£
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TEXTURES TEXTURES

To build upon the distinctive look
for DART we arrived at a suite of
textures for creating added visual
interest for backgrounds and effects
to enhance imagery and text.

RUBBER CONCRETE RUSTED METAL ZINC EMBOSSED METAL
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IMAGE TREATMENTS IMAGE TREATMENTS

Styles for imagery using large
areas of flat colour, close-crop
abstraction of the subject matter
and delicate patterns to create
visual interest.

189mm
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IMAGE TREATMENTS IMAGE TREATMENTS
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DETAILS

Subtle uses of vignetted blocks
of colour and repeat patterns
across large areas all add to the
overall visual language of the
new DART brand.

DETAILS
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DETAILS
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DETAILS
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OTRAPLINE

With any Brand Building project the object is to arrive at
one core message that can be distilled down to a point
that makes it very easy to remember.

For DART we captured the entire essence of the Brand
with one sentence — THE POWER OF PRECISION®.

This then became embedded into the new identity to
make sure that it was visible at all times — it can also be
used on its own alongside supporting DART imagery,
video or text.




MEESSAGING

The importance of getting the message right can never
be overstated. It should be relevant, informative, clear
and where possible — engaging.

The following pages show sample text which was used
to get approval on the overall style and tone for future
communications.



MESSAGING — TONE OF VOICE

TONE OF VOICE — MESSAGING

DART 15
ALL ABOUT
PRIEZCISION

DART's power tool accessories are designed precisely
for performance. Engineered precisely for exceptional
lifetime value, and backed by a service that's precision-
tuned to meet your needs.

That's what makes DART the right choice for thousands
of users and resellers globally —

THE POWER OF PRECISION.

44
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MESSAGING — TONE OF VOICE

AN UNRIVALLEEE
RANGLE AT A
COMPETITIVE
PRICL

TONE OF VOICE - MESSAGING
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DART delivers a portfolio of products that brings you

an unrivalled range of high performance, great-value
professional equipment — no matter which trade; from
builders in the construction industry to highly skilled
joiners and carpenters in the timber industry. All our
power tool accessories have been carefully researched
and selected to ensure enduring quality and state of the
art technology while remaining value for money. DART
offers a serious alternative to leading brand products,
at a competitive price.

47



— TONE OF VOICE

TONE OF VOICE -

Established close to a decade ago, DART has grown year

on year, taking the industry by storm. The business is an
independent company run by a proactive board of directors
with a team consisting of industry experts who really
understand how our power tool accessories are used.

By carefully managing our manufacturing process,

we ensure extreme standards in quality, durability

and choice, while remaining highly desirable in price;
therefore delivering outstanding value to our customers.
In addition, we provide easy on-line ordering, next day
delivery and superb technical advice. Our aim is simple:
to be a brand that will be a first choice by the user and
requested by name.

48
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MESSAGING — TONE OF VOICE

PRIZCISION
ENGINEEREED
-OR PROJEECT
ZFFICHENCY

TONE OF VOICE — MESSAGING
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Our approach is to create a product that's both superior
and more competitive than the leading brand in each key
category. A standard has been set. DART hold the
ISO9001 accreditation meaning we provide defect free
products to our customers on time and within budget.

Our products are designed for better functionality and
engineered for a longer life. We have reached this by
combining high quality raw materials with manufacturing
expertise, pushing DART ahead of many other brands.

51



— TONE OF VOICE

TONE OF VOICE -

DART's team, who work from our headquarters and
satellite offices throughout the UK and Europe, is made up
of experts who really understand how DART products can
meet your needs. Together we share the same skills and
trades associated with our industry — that's part of what
makes us different.

We're highly responsive to what you, our customer,
wants. From our product and industry knowledge to
our service and aftercare, we can advise on every aspect
and will always recommend what we believe to be right
for you. And that in turn means you can offer your
customers exceptional quality, choice and value.

52
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MESSAGING — TONE OF VOICE

- Wiz DONT

HAVIEE WHAT

TOUNEED, Wiz

WIL

SUON!

TONE OF VOICE — MESSAGING
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At DART we're able to act fast — it's one of the advantages
of being an independent, family-owned company. That
means that if we foresee a need in the market — whether
it's a particular item, size, quality or price point — we have
the ability to respond quickly and source what is required.

We do this in a multitude of ways. We proactively keep in
touch with the world around us whether it's the industry,
economy or environment and we listen to feedback
from people, like you. This data is then collated and
communicated to our research and development team.

As a result, we can develop and deliver new products
quickly and effectively, growing our range organically in
response to what our customers really want and need.
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MESSAGING — TONE OF VOICE

TOUR
QUL TIONS
ANOWEERIED

TONE OF VOICE — MESSAGING
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Got a question or need product advice? Don't hesitate to
contact us at DART. Our aftercare is as important to us as
any part of our service.

We provide a full aftercare support service offering both
technical advice and solutions to your challenges. We can
fix most of your queries efficiently and effectively by
means of a short phone call or email.

We offer this service because we can — thanks to the
depth of knowledge and experience shared by our team
of skilled engineers.

Also, everything is covered by our no quibble guarantee
SO you can be assured that you're dealing with a company
who really cares.

57



the

\V

n
ity with

he

(]

(%]
C O ® ¢

c
e._ma.m

nd Strategy a
th is work. Wi
L

eC

S VAVAVAVA

VAVAVAVAVAVI x $ AVAVAVAVAVA

AR AT
v |

;‘QVQFQN VT N%

4?4?4’4}
AVAVAVAVAY, >4>4><>4\
44>4>4>4>4> >4>4>4>4>1
4'4’4’4’4’4’4’4’%4’4’4’4P‘P(P(\1
\VAVAVAVAVAVAVAVAVAVAVAVAVAVAN

/AVAVAVAVAVAVAVANAVAVAN AN/
//V\/ \/ \/ \/ \/



IDIENTITY

The new DART ldentity signifies a key moment in the
company's history when the directors embarked on
a Brand positioning exercise to take the company to
the next level.

The new Identity would become the first indicator of
change and for that reason the new marque had to set
the standard for the high-quality crafted communications
that would follow.



EVOLUTION EVOLUTION

AR

Precise lines, sharp angles, bold shapes:
these were the essential building blocks
of the new DART Identity.
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THE LOGOTYPE

DART

THE POWER OF PRECISION

65



BRAND STRUCTURE — LOGOS

BRAND STRUCTURE — STRIPS

Proposals for a sub-brand
structure that would deliver
arecognisable and consistent
solution to all future
sub-branding requirements.

DART

DART SUB BRAND

66
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APPLICATION

The proof of a well-crafted Identity design is in how

it performs on a wide range of applications. In addition
to the more standard uses of a company logo we
make sure that it is also a robust solution that works
for any requirement.



SALES TEAM SUPPORT
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PRINT

To achieve stand-out in any marketplace the crafting of
great design needs to be supported by the use of high
quality and well structured communications in print.

This was the case with the DART project and careful
consideration was given to all aspects of printed materials
from the business card through to the Vision for new
catalogues.









50mm
Height

90mm Width

LINES

0.25pt weight

10mm wide

Every 5th line 11mm wide
2mm space between

DART

DART LOGO
WITH STRAPLINE

40mm width
Vertically centred

82

NAME

10pt Museo Sans
900

TITLE

7pt Museo Sans 500
Pantone 185 U
EMAIL

6.5pt Museo Sans
500

MARGINS
6mm

| Robert Paterson
Managing Director

robert.paterson@darttoolgroup.com

TF&E
6.5pt Museo Sans 900
Pantone 185 U

DETAILS

6.5pt Museo Sans
500

T +44(0)1592 652900
F +44(0)1592 654854

1 Wheatfield Road
Dunnikier Business Park
Kirkcaldy KY1 3PD

darttoolgroup.com

WEBSITE
6.5pt Museo Sans 900

Qwvs’
1SO 9001

REGISTERED

v

Qwvs’
1SO 14001

REGISTERED

v

Qavs’

OHSAS 18001
REGISTERED

v
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MARGINS CONTACT DETAILS

15mm 6.5pt Museo Sans 500
Museo Sans 900 T, F& E
Pantone 185 U

DART Tool Group, 1 Wheatfield Road, Kirkcaldy Dunnikier Business Park, KY1 3PD,
T +44 (0)1592 652900 F +44 (0)1592 654854 E sales@darttoolgroup.com

DART LOGO
WITH STRAPLINE

40mm width

With Precision THE POWER OF PRECISION

ams’ ams’ ams’
150 9001 Y 150 14001 Jousas 18001
darttoolgroup.com v v v

BOTTOM MARGIN

8mm
WEBSITE
6.5pt Museo Sans 900

WITH
PRECISION

8pt Museo Sans
500

Pantone 185 U

84

CONTACT DETAILS

6.5pt Museo Sans 500
Museo Sans 900 T, F& E
Pantone 185 U

darttosigroup.com

WEBSITE
6.5pt Museo Sans 900

REGISTERED LINE
4.8pt Museo Sans 500

MARGINS

DART oy

DART LOGO
WITH STRAPLINE

40mm width

BOTTOM MARGIN
11mm width

85
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As part of our Vision presentations
we explore and promote a wide
range of paper finishes that can
greatly enhance the final printed
item. Textured paper and embossed
finishes being two such examples.

PAPER FINISHES AND PRINT TECHNIQUES




OVERVIEW BR!I-
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~ Brochure spread to show
different styles for typography




& e~

POWER
TORQUE

92

Arange of product guides used
to demonstrate to retailers that
DART promote their products at
the same professional level as
companies like Bosch.

PRODUCT GUIDES

DART DRILLMAX

Trbarre | bapad we s plad = by e Larew'r, 0% o e |
prbcs, e s e resy 119 bl De e s e, S aca

KEY FEATURES




FOLDER / CATALOGUE

€ onsistency
~ across all printed
1 materials.

Pz



ADVERTISING ADVERTISING

High impact typography to
deliver maximum stand out for
full page advertising in trade
magazines.




PACKAGING

Packaging plays a highly visible and hugely important
role in positioning the DART brand in the minds of the
retailers and end-users.

It was therefore very important to include this in our
Vision presentation so that the team at DART could see
how the overall 'look and feel’ of the new brand could be
rolled out across all packaging requirements in the future.



BRANDING ELEMENTS

The new house style of
typography, the measurement
devices, the brand colours and
the use of textured card or
images of texture all combine
to deliver the next generation of
DART packaging.

0123456/

BRANDING ELEMENTS
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PACKAGING PACKAGING
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PACKAGING

i

DART

CIRCULAR ~ @5
SAW BLADE



PRODUCT BRANDING

DAR

DRC14415 ‘
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POWER TOOL PACKAGING

POWER TOOL PACKAGING

Product branding and packaging
design developed to match
the high design standards of

competing brands such as Bosch.

Design solutions that also fit
with the strategy of delivering
exceptional quality at every level
of customer experience with the
DART brand.




PHOTOGRAPHY

From the initial Expression and Vision presentations

the following pages show some of the results of a
photoshoot from the Stage Two Brand Implementation
phase. This shows how ‘the power of precision’ tagline
was effectively brought to life through the use of
stunning photography directed by our Creative Director.

These images are now very much part of the DART
library of resources to use across all communications,
now and in the future.



IMAGE TREATMENT PROCESS

Original image DART grunge background

Dust & particles Technical details
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DIGITAL

Arguably one of the most important range of communication
channels in today's marketing mix falls under the description
of 'digital’.

Websites, apps, presentations, digital marketing, video — all are
vital channels for brand-building success. This is why digital
communication plays such a significant role in the strategy
work that we undertake for all brand build projects.






WEBSITE STYLE / HOMEPAGE

Using the stunning imagery -

captured in the photoshoot
the Art Department web team DART O i =
developed a new site which
would work across all platforms:
desktop, tablet and mobile.

DART POWER TOOL
ACCESSORIES
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WEBSITE STYLE / HOMEPAGE

A carefully planned structure was
presented for approval prior to

v ]
developing the finished visuals u I i
shown opposite. - : - -I.I

JOINER / CARPINTER

E]

WSERE TO BT DART TOOLS

WORE SERACE B

5 T
5l ]
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WEBSITE STYLE / HOMEPAGE

From these detailed layouts the
programmers had a very clear
brief for how the finished site
should look and perform.

e

148




WEBSITE STYLE / PRODUCTS PAGE

The single page scrolling
solution adopted for the home
page and product pages allows
the end user to quickly see the
content they are interested in.

DART

TRADE SOLUTIONS

BUILOER




WEBSITE STYLE / PRODUCTS PAGE

JIINER/CARFENTER

ELECTRICIAN




WEBSITE STYLE / PRODUCTS PAGE
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WEBSITE STYLE / PRODUCTS PAGE

Clear user instruction and areas for
collecting customer details from an
integral part of the overall design.

n @ 0 W




WEBSITE STYLE / ABOUT US PAGE

The culture of DART is captured
within the ‘about us' page and
ensures that the passion for
quality and exceptional service is
effectively portrayed.

DART

ABOUT DART

e

F




WEBSITE STYLE / ABOUT US PAGE

THE POWER OF PRECISION

ENVIROMMENT CORPORATE PHILOSOPHY

ET
FEE T

-




WEBSITE STYLE / ABOUT US PAGE
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Brand Vision gives us the
opportunity to explore a wide
range of digital applications
aimed at taking the DART brand
to the next level.




PRODUCT APP PRODUCT APP

Ideas presented for the
development of a bespoke app
designed to attract new users
of DART tools and also to assist
existing end users find products
they need.

4 o N

DART

- Q AN O o O % - O AN O AN O /

PRODUCT SELECTOR ENTRY CHOOSE PRODUCT CATEGORY REQUIREMENT ANALYSIS RECOMMENDED PRODUCTS PRODUCT FEATURES SUBMIT ORDER REQUEST
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PRESENTATIONS PRESENTATIONS

The new brand style for all levels
of company presentation using
.ppt so that DART can edit the
content in-house.

DART TOOLS & ACCESSORIES

Together, the DART Tool
Group portfolio of brands
brings you an unrivalled range
of high-performance, great-
value professional equipment.




ENVIRONMENT

By bringing your brand into the working environment you
reinforce the value you place on having a strong brand to
your employees and your clients. It is for this reason that
we spend a lot of time thinking about this and developing
ideas to present at our 'Vision' presentation.

Because this is a vision for DART we appreciate that not
all our ideas get through to the implementation phase
but when faced with the challenge of creating maximum
impact, branded environments can often become a
company's biggest success and talking point.
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SIGNAGE SIGNAGE

THE POWER OF FRECISION
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POINT OF SALE / SCREEN

POINT OF SALE / SCREEN

DART DART :
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PRODUCT PROMOTION

DART
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BOARD DISPLAY BOARD DISPLAY

DART

THE POWER OF PRECISION
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PORTABLE DISPLAY | | PORTABLE DISPLAY
We work closely with bespoke -
manufacturers who can deliver a - E i |
range of customised display solutions. |I |
|
1
|.
|| - 1€ Coniasi T ol T Gl ST COCSART DART S DG OARTOART DT CWAT
[ | ]
|I '
.
]
- - — - —— £ 5 Pk O T CalET =T .; - [ﬂ‘_:“"r__‘_l. T
L]
||
— | - [0 ST DA
- B — e ——
—
e s __‘—\—\_|_‘_ —
— —
——-—._._____
5] “——____‘_q_h__
---_"‘-\-._ -_\_"‘--n___ "
. i — » e
184 e - ; - 185
—— —



- - = 1 e, LY o
EXHIBITIONS AND EVENTS J " I \\ i __,,,.._‘ \ EXHIBITIONS AND EVENTS
-h\"\. -II'I- _1_ = -
'\-..h wd — p
b = d - - v Creating an impact at trade
— ! 5 Y shows can be a game changer
" - - .1 as it is the ideal platform to
physically demonstrate the
difference between your
WER OF brand and other competing
THE PO brands to a large and
i ;. influential audience
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PORTABLE BANNERS PORTABLE BANNERS

Styling for a range of single sail
pull-up banners which are ideal
for the branding of small events.

Large scale DART ID
with strapline

DART

Sector specific
image

Montana Bold
in Red

COM91Y76 KO

Find out more Find out more

Find out more

Find out more

1 [

Museo Sans 500
&900 Main background

Grunge

Feathered black solid
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department

This book has been lovingly crafted
by our design team as a review of
the work carried out for the DART
Brand Strategy.

We would like to take this
opportunity to thank the directors
at DART for placing their trust in
the Art Department, their
commitment to our approach and
their involvement at every stage
of our process.

www.artdepartment.co.uk/facebook
www.artdepartment.co.uk/twitter
www.artdepartment.co.uk/linkedin

www.artdepartment.co.uk/youtube

09500

www.artdepartment.co.uk
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ABERDEEN
1 Rubislaw Place
Aberdeen AB10 1XN

T: +44 (0)1224 620872

EDINBURGH
The Corn Exchange
Edinburgh EH6 7BS

T: +44 (0)131561 7285
BERGEN

Bryggen 15, Bryggen
5003 Bergen Norway

T: +47 930 26 666

E: info@artdepartment.co.uk

www.artdepartment.co.uk



